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FOREWORD

HIS little book has been prepared with-the hope of embodying, within its

%_-) pages, somewhat of the spirit of those who attended the Sccond Annual
T Convention.  We hope that in referring to it, that you will again recall
the spirit of the convention which was typified in the closing hours when

we were all together and for the first time revealed to cach other the depth
of emotion engendered by the common knowledge of the real sincerity of
our expression of good-will.

It has been said many, many times that sincerity is the gauge by which one’s state-
ments are weighed, and if this is true—and I, for one, am fully convinced that it is true—
fou hiist laye been deéplyimpressed with the things you heard.

We, at the factory, are not orators and it is very difficult for us to put clearly into
words, the things we feel; it is always difficult, even for those who are experienced speak-
ers, to put into words the genuineness of their sincerity; if they are sincere, however,
cven the poorest delivery imaginable cannot fail to impress and it is this fact that-leads
us to hope that you knew what was in our hearts.

There is one thing I wish particularly to refer to here and that is the part which
members of this organization, other than myself, took in making the convention a success:
Kirst, the all-round work of Myron Miller. The many valuable suggestions he made, his
cfforts in carrying out the arrangements, his work while the convention was-in progréss
and, finally, his address at the banquet—all these were simply invaluable and indispensa-
ble. Second, Ralph Jones’ helpfulness in attending to details, (many of which were of the
annoying, petty variety) his work during the convention and his message given at the
banquet.  Third, the generosity of George Scott and Carl Fetzer in giving to us (The
Sales Department) an unlimited appropriation for defraying expenses and for the many
helpful suggestions they offered,, Such creditlas,is due-the factory organization for the
success of the convention betongs—to the organization “dsa~whole and not to any one in-
dividual.

We want you to remember, always, that the Mr. Scott, the Mr. Fetzer and the rest
of us at the factory, are the very same fellows you saw and talked with when you were
here at the convention. We are just ordinary human keings with all the frailties of our
kind and we sometimes make mistakes; we sometimes do things that may, at first glance.
appear unfair. but we hope you will not forget, ever, that regardless of what we do or
say, we have only one thing in our minds and hearts:—your welfare.

We are sincere when we say we want you to find happiness and prosperity in this
organization, and we are just as sincere when we tell you that this desire of ours is not
prompted by purely selfish motives. We do want you to succeed, not only because (your
success will determine our own, but we want you to succeed much more because we regard
youias.a friend. Ours is a friendship that has been cemented by our common ideals and
our loyalty to and confidence in, each other.

How much better it is for us to know that the person to whom we address a letter is
a friend and not mercly a business correspondent; how much more interested and sympa-
thetic we will be in his problems and how truly sincere we will be in our happiness over
his triumphs.

This account of the convention is dedicated not to any one person or group of per-
sons, but to the ideal which actuates our activities and to which expression was given on
several occasions at the meeting. You will recall Mr. Culley’s reference to the familiar
passage: “Whosoever would be the greatest among you, would be the servant of all,” and
also Mr. Wayne C. Jones’ quotation from Garrick “A fellow feeling makes one wondrous
kind”.

With these thoughts in our minds and hearts we have before us the ideal, Service—
Service to those with whom we have cast our lot and through these, to those whom we

ultimately serve. /€ (,7 )%
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@\ I!]': -‘('“f”“l Annual ('lel\(‘llti()ll of VACUETTE distributors now has passed

Ju— mluv history and while we shall attempt to chronicle here what took place

l during those two wonderful days when we were all together, we cannot hope
to even approach an adequate expression of what is in our hidarts fid. we
believe, in the hearts of all those who attended. ’

. A report of this kind can present only, in cold type, the things that
were said and (lun.c; it is not these things that are important, but rather the spirit in
which they are said and (]un.c that counts. This report will, after all, be a very poor
account of what the convention really was and what it meant to those in attendance.

This mecting will live forever in our memory, for never have we seen so large a
gathering in which such a spirit of friendship and loyalty for each other and enthusiasm
for the organization as a whole, was so universally apparent. We are indeed grateful to
all of you for it was this wonderfully fine spirit-that' made-the ‘convention what we- believe
it was—a complete success.

Some few mistakes were made in the arrangements for taking care of our out-of-
town guests, although none of these were of a really grievous nature, we are fully con-
scious of those instances where omissions occurred and we will surely profit by the ex-
perience and will be able to avoid them on the occasion of future meetings.

As a matter of record, the second Annual Convention was held in Cleveland, Ohio,
on Friday and Saturday, August the twenty-fifth and twenty-sixth.

Guests began arriving as early as Thursday morning, among the early arrivals being
several from the more distant points.

Réseryations wére) made lat “Hotel(Clevéland and upon arrival each guest received
mail which consisted of a letter of welcome, a program of the convention, badges bearing
name and organization represented, and for the ladies a selcction of post cards which
suggested that those who were not fortunate enough to attend the meeting were not to
be forgotten.

All delegates assembled in the lobby of the hotel on Friday morning where the
friendships of the previous convention were renewed and the foundations were laid for
new friendships with those who were with us for the first time.

A word of commendation for the punctual arrival of the guests is certainly deserved
for all were present at the appointed hour except the few whé weréunavoidably(detained
because of bad train service or auto accidents.

Except for a one-hour business session of Branch Managers, Friday was devoted to
pleasure so that those in attendance would have ample opportunity to become well ac-
quainted. This was a means of encouraging good fellowship when the more serious busi-
ness of the convention was transacted the following day.

For several reasons it was appropriate for us to accept the very generous invitation
of Mr. and Mrs. James B. Kirby to make use of their estate as the scene of our picnic.

Two large automobile busses, holding thirty people in each, left the Hotel Cleveland
at a few minutes after eleven and these were followed by a long line of pleasure cars each
with its quota of.four on five people. Banners had been prepared and each car was
cquipped 'withCond,! which 'shouted (td_the populace the news that a VACUETTE distrib-
utors’ convention was in progress.

The party arrived at the Kirby farm at about twelve-thirty—and after a half hour
of sight-sceing—they assembled for lunch in the large tent which had been provided by
the Scott & Fetzer Company. The table was arranged in a “U” shape with benches on
cither side. No formality was wasted in consuming the excellent lunch which was served.

The factory employed the Brandt Company, the oldest and best known caterers in
Cleveland, to take full (;]mrge of the commissary branch of the picnic and both the ]unc'h
and the clam-bake, which was served later in the day, reflected the excellence of their
service.

After lunch, most of the ladies retired to the veranda of the Kirby home, while a one-
hour meeting was held at which the attending branch managers spoke. These speeches,
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from the well-delivered and polished address of John L. O’Brien of the Binghamton or-
ganization to the vitrolic and uncquivocal remarks of Frank Flynn of the same organiza-
tion—were both interesting and instructive and fully appreciated by everyone.

The business meeting over, photographs were taken! and thien_the rest of the after-
noon was given over to sports. Some of the sports that were especially interesting were
—the VACUETTE repairing, the baseball and the swimming contests. These contests
were indulged in by both men and ladies and the real outstanding feature of the day
was furnished by Miss Allen, of Columbus, Ohio, who won second prize repairing a
VACUETTE cleaner, thus defeating four men who participated in the contest and being
second only to Mr. Haley of Pittsburg.

The ladies’ entertainment committee consisted of Mesdames Marandeau (Chairman),
Scott, Miller, Brownrigg, Kirby, Richards and Mectzger. These were in charge of all
matters pertaining to the comfort and -pleasure of-the ladies, andwe-fecl -they are to be
specially commended for the arrangements and the fulfillment of those arrangements not
only on Friday, but likewise at the Cleveland Yacht Club on Saturday.

At six-thirty, or slightly thercafter, mess-call sounded and everybody sat down once
more, to enjoy a delicious clam-bake.

THE MENU
(Clam-bake)

Clam Broth
Saltine Wafers

Celery Radishes Olives
Steamed Clams
Drawn Butter

Onc-half Milkfed Chicken
Sweet Dotatoes
Yellow Bantam- Corn

French Rolls and Butter
Watermelon

Coffece

During the meal, between courses, there was singing ensemble, led by Mr. Richard
Hanlon of the Binghamton organization, and Mr. Hanlon also contributed further to the
entertainment with a solo.

Mr. Fisher (Cleveland) and Mr. Evans (Flint) sang a duet to the refrain of “I’'m
Forever Blowing Bubbles” that brought great applause. The title of their song, impre-
vised by Mr. Fisher during the meal, was:—*I am selling VACUETTE cleaners.”

A ‘four-picee -orchestra—furnished music and immediately after the meal those who
wished to dance were given an opportunity to do so..

The feature of the evening was a prize waltz which was won by Mr. John L. O’Bricn
(Binghamton) and Miss Allen (Columbus). The judges had difficulty in reaching a de-
cision for they were plainly reluctant to eliminate the couples who were dancing until only
two such couples were left ; their final selection, however, scemed universally popular and
Mr. O’Bricn was handed the prize to be presented to his partner—DMiss Allen.

There were circle Two-Steps and Fox Trots galore and each danée was popularly
considered as a “Robbers” dance and there was considerable “cutting 'in.”

It had previously been arranged that the party should leave for the hotel at nine
o’clock but because of a general reluctance on the part of the guests to do so, the orches-
tra was engaged for an extra hour, as were also the automobile busses and the dancing
continued until ten o’clock, when all returned to the hotel.

Ten

We are indebted to Mr. and-Mrs. Kirby for their gracious-hospitality and their as-
sistance in helping us entertain our guests, and the Company wishes to take this oppor-
tunity of expressing its sincere appreciation.

We feel that all those who attended the picnic will be especially interested in the
views of the Kirby estate which are shown liere, although we are frank to confess that
these do not do justice to the beauty to be found there in such gencrous proportions.

One could not be blamed for assumming that upon their arrival at the hotel that the
guests were glad to go to their rooms and to bed, but this assumption would be anything
but correct, for, according to all reports groups of men and women could be scen here
and) there in the lobbyrof, the hotel talking over events of the day and arguing ways and
means-of conducting their respective VACUETTE enterprises until an early morning
hour. We are also informed that there was more than one “party” held in the guests’
rooms.

On Saturday morning at eight o’clock the members of the factory Sales Department
were on hand at the hotel to greet the guests and to arrange for their transportation to
the factory. Some twelve automobiles were commandeered from the factory organiza-
tion for this purpose.

In order to permit the exccutive heads of the different departments of factory pro-
duction. to attend the picnic on Friday, it had been closed on that-day-and 'on'Saturday
only ‘sufficient workmen were present to enable the guests to sce the various machines in
operation.

The guests had strict injunctions to make themselves “right at home” and, from all
appearances, they did so; not only were the men interested in sceing the plant and the

various operations necessary to complete a VACUETTE, but most of the ladies took ad-

vantage of the opportunity to make a tour of the factory.

. Much surprise was expressed at the care taken in building the VACUETTLE and

in several of the letters which we have received since, this fact has been referred to. It

was also apparent that the general appearance and cleanliness of the plant was noted
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and many expressions of approval were heard. In this connection, it may be of interest
to know that there is a general elean-up of the machinery and plant each week and each
workman is required to clean cach night the particular machine which he is operating.

After the inspection of the plant, the visiting ladies boarded the bus for the Cleve-
land Yacht Club where they were the guests of the Ladies’ Entertainment Committee of
which Mrs. R. C. Marandeau was chairman. At noon, a delightful luncheon was served
by the C. Y. C. staff, the ladies receiving corsage boquets as favors. #\‘t}rfér m 1
devoted to cards, a lake trip on the yacht “North Star”—which the Committe ((:1 mgd USt"
for the oceasion—and “waiting for the return of the bus.”

Mrs. Taylor, of Toledo, and Mrs. Cooley, of Rochester, received the prizes which
were offered for the winners of IYive Hundred and Bridge respectively.

While the ladies were enjoying the outing at the Yacht Club, the distributors had
lunch at the Hotel Cleveland. (‘The detailed report of the business session which followed
is given clsewhere.) After adjournment of the business session, which continued until
6:45, preparations were made for the grand finale—the banquet—which was scheduled
for 8:00.

The Ball Room of the Hotel Cleveland—which is the most elegant the city affords
—was the scene of the banquet; this proved to be the real inspirational meeting of the
convention and will long be remembered by those who were in attendance. In addition
to the regular distributors, the banquet was attended by Messrs. A. V. Cannon and Wayne
C. Jones—directors of the Company—and a goodly representation from the different de-
partments of the factory.

During the banquet, music was furnished by the Hotel Cleveland Dance Orch@o”ecti N
and trio of male voices that did yeoman service in dispelling thoughts of business or train
schedules ; but the part of the entertainment most appreciated was the solos of Mrs. Jas.
B. Kirby, Richard Hanlon and Mr. Renk and we are much indebted to them for their
kindness in contributing so much to the pleasure of the evening.

At the conclusion of the banquet, the chairman (R. C. Marandeau) introduced Mr.
G. H. Scott, President of the Scott and Fetzer Company. The entire audience rose to
its feet, giving him an enthusiastic ovation. While Mr. Scott’s address was brief, his
words, and the genuine sincerity which prompted them, left nothing to be desired.

G. I SCOTT collectingdus

After this ovation—I don’t sce how any of you would expect much of a speech;
nevertheless, this welcome has eliminated the necessity of my saying the usual “Mr. Chair-
man, Ladies and Gentlemen.”

A few weeks ago, I attended a sales meeting in Rochester and in introducing me
to the gathering Mr. Culley remarked that through hard work I had acquired wealth
—that I was rich—DMr. Culley was both correct and incorrect in this statement; I do not
count myself rich in dollars and cents but I know—when I look at this audience—that
I am rich in men——that T am a successful man.

At that meeting in Rochester, the fact was impressed upon me that the great suc-
cess Rochester is having is due to the loyal support and co-operation of. the wives of the
men, for many were present. This meeting confirms my judgment and I should not only
say “I am rich in men” but that “I am rich in both men and women.” History does not
record the life of any great man who did not have the love, sympathy and encouragement
of a woman to spur him on.

I am indeed proud to be at the head of this organization for it is one to which any
man should be proud to belong. I am glad to sce you all here and to have you as the
guests of the Company whose directing head I am.  This has been a wonderful conven-
tion and I trust you all enjoyed it and derived as much benefit from it as I have.

) ) ] I sincerely hope we will sce all of you next year. I am sure that the fine spirit
Urrer—DrerariNG ror VACUETTE RErairing CoNTesT. Urrer CENTER—THE Lapies’ Tuc oF WAR shown here tonight will result in a much larger, if not a more “"”"“i"ﬁO‘ le’('ji l’ngd us
Lower CentEr—Pocoing. Lower Lerr—"It's A STRIKE! Lowekr Ricnt—GoiNG Down! the “V \(‘[Y]."l"l‘].‘ familv.” T thank vou :
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Mr. Tetzer was to speak on a special subject Inter on, therefore, Mr. A. V. Cannon,
a director and the legal advisor of the Company, was next introduced and he gave a
truly wonderful talk in which he paid high tribute to Mr. Scott and Mr. Fetzer.

Mr. Wayne C. Jones was next introduced and gave a few extemporancous remarks.
Mr. Jones is not only a director of the Company but he is also a very close and personal
friend of the Scott, Fetzer and Marandeau families. He is likewise/ the (father jof (our
Manager of Service, Ralph H. Jones.

WAYNE C. JONES

If our presence here, as Mr. Cannon has said, is for the purposc of lending the dig-
nity of yecars-to this gathering,then this is a duty which is indeed a most pleasant one.

I must confess that I have been most agrecably surprised this evening to find that
this organization has grown to such a degree. While my association with these boys is
by no means an active one, serving them as I do in a minor capacity, still I have been
very close to them both and have watched their growth with the greatest interest. I
knew that they were successful, but I did not know that their success had grown to such
proportions.

My own business associations in the past have convinced me that the success of any
undertaking is gauged by the principle of service; the greater the service given, the cor-
respondingly greater the return. The natures of these boys prompts them to give, rather
than to take, and in giving to others they have found increased opportunities. to; receive.
This is not limited in any sense to the giving of money or things, but-rather-to ‘the giv-
ing of service, service to their fellow man. This principle which has actuated them from
the very beginning has helped them in their achievement which is so evident this evening.

I have know them for a long time and remember very well when they first started
in business. The carly beginning is not comparable in any way to what they have accom-
plished as this gathering here will bear witness. We in like manner, each one of us in-
dividually, ean make the same progress with his problems as they have done if we will
only bear in mind that our real work is to be found in serving others. It is here that not
only our success in a material way will be found, but;our happincss as well.

This is the first opportunity T have had'in seeing this‘organization—this “Family”
—together, and T am grateful to e considered as one of you. It is indeed a “TFamily”
for on every side T have heard expressions of friendship and loyalty that cannot be mis-
taken. “A fellow fecling makes one wondrous kind” and certainly it is true in this
instance.

I hope that every member of this “familv”” will enjoy every happiness and achieve
every success and that T may have the good fortune to be with you again.

Myron D. Miller, Assistant Manager of Sales, was the next speaker called upon;
Mr. Miller’s message was one which he was reluctant to deliver, referring, as it did,
to the Inck of co-operation on the part of the distributor toward the factory.

M. D. MILLER

The message which I have to deliver was intended for the business session. It is
unfortunate that it could not be given at that time, not only because we regret to have it
reach the ears of the ladies present, but more especially because the officers of the com-
pany are present and to them it may seemn to be a putblic confession while we intended it
as a heart-to-heart talk between the sales department and distributors alone.

TFor the past two years, the factory organization—and most particularly the Sales
Department—have been looking forward to the time when our yvolume, ofjbusiness; as-well
as the size of the organization, would justify the publication of & VACUETTE “House
Organ.”

Such a magazine, devoted to the interests of our distributors, would aid very ma-
terially in the upbuilding of the organization, promoting, as it would, interest, loyalty
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and enthusiasm and contributing very largely to the cducation and training of salesmen.

When the subject was first mentioned to Mr. Scott and to Mr. Fetzer, they gave it
their unqualified endorsement but counciled delaying the time of its publication until we
were assurced of the full co-operation of all the distributors in its publication and usec.

None of us in the factory organization have changed our views as regard the value
of such a magazine where it is possible to sécare thic' full co-opcration ‘of the distributors,
but we have come to doubt that such co-operation would be forthcoming in this case.

This is really a serious charge but we feel justified|in, making it be¢ause of the very
apparent indifference, on the part of the distributor, toward such aid as has beénoffered
to them in the past. Such an indictment calls for evidence and we are prepared to offer
it to you in sufficient measure to satisfy you that the accusation is justified; listen to
this «s)an cevidence of 'the [indifferenceof ) distributors toward factory support:

After working for six months on the Sales Manual entitled “Selling the VACU-
F'I'TE,” after spending thousands of dollars for art work, cuts, printing, paper and
the professional services of a specialist on such matters, we sent you the finished product
—The Sales Manual—and we reccived just seven letters from distributors expressing
appreciation.  You will have to admit that this attitude of indifference, this coldness, this
utter lack of enthusiasm, was sufficient to dampen our ardor. Is it any wonder that Mr.
Scott and Mr. Fetzer are doubtful as to the wisdom of publishing a house organ?

Again—

When we announced our advertising program for the coming fall, we had mental
visions of letters and telegrams pouring GnCon [us| with' enthusidstic) expressions of ap-
preciation.  What did we get? Siz such letters; just six.

Then again—

We issued a bulletin telling the distributor how to co-operate with us on the adver-
tising campaign: And what happened?

After this bulletin was sent out we reccived several letters from distributors asking
us what they should do to cash in on our national campaign. Does that not indicate
that the material we send out is disregarded? Is it unrcasonable to ask the distributor
to take five minutes to read an article that somcone at the factory has given a day’s time
and cffort to write? Is it any wonder that Messrs: Scott and Fetzer-are doubtful as to
the wisdom of spending five to six thousand dollars each-year for a’ magazine for you?
Do you blame them for thinking that we would not have your co-operation?

Another incident which many will recall and whié¢h hasa‘more direct bearing on this
matter is that pertaining to the monthly sales bulletin which we were Tequested to issue
at the last convention. You will recall that Mr. Bryan of St. Louis made the suggestion
that the factory issue-a- Sales Bulletin each month showing the standings of the different
distributors-and -also the standings of some of the leading salesmen in the different or-
ganizations. This suggestion was met with a great deal of enthusiasm and the distributors
indicated at the time of the last convention that they would do everything they could to
further the enterprise. You will recall that we sent out questionnaires each month, for
several months, which the distributors were to fill in and return to us so that we might
issue the sales bulletin.

The first month, we reccived seven replies; the second month, seven replies and the
third month, five replics. We had to abandon the idea of the monthly sales bulletin be-
cause the very distributors who had so enthusiastically endorsed the suggestion would
not give us the information we requested and which was necessary for the publication
of the sales report. Tt was not until weconceived-the ideajof basing sucha report on fac-
tory orders instead of actual sales that we were able to-send you a report such as you
have received for the last few months.

I wish to state in this connection that I have had the opportunity to observe Mr.
Marandeau while he was preparing these reports and the other messages which you
have received from him from time to time. Knowing as I did, that he had not received
the proper co-operation (from you) it has been a constant source of wonder to me that
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he could maintain that spirit of optimism which is ever present. I could not find the
source of his inspiration.

We could cite numerous instances of a like nature to show sceming indifference to
factory assistance, but we believe this is enough to satisfy you that we would be jus-
tified in doubting the willigness to co-operate should we decide to publish a VACUETTE
magazine.

Woe have talked to several of our distributors about a house organ. Everyone of
them have agreed that it would be a wonderful assistance to them providing, of course, we
were successful in getting out the right kind.

We cannot imagine any distributor being anything other than enthusiastic about
the idea. Why? A house organ would enable you to interest salesmen in the organiza-
tion; it would help to educate and train them in their work; it would scck to inspire and
enthuse them; it would seck to create ambition in them; it would undoubtedly promote
loyalty towards you and the VACUETTE organization as a whole; it would stimulate
w friendly spirit of competition; it would spur the men on to greater effort in the hope
that they might sce their names published for meritorious salesmanship. In many ways,
the house organ should be of wonderful assistance to every distributor. Taking the ex-
perience of other concerns who publish such house organs as a criterion—and this is, of
course, the best proof in the world—an organization magazine would be of wonderful
service to us.

Of course, the value of a magazine of this character depends entirely upon its gen-
eral make-up and the quality of its editorials and other matter. Naturally, we cannot
guarantee that a VACUETTE house organ would be a leader in its field but we can guar-
antee that it would be just exactly what cach of you distributors help us make it.

We, ourselves, can gather the material, put [it together, and-do the- printing- but it
is up to the distributor—each one of you individually; all' of “you “collectively—to give
us the information we ask you for and give it to us promptly.

If you fcel that you are ready to enter into this matter of publishing a house organ
with your whole heart and soul and if you will give us your written pledges to that effect,
I feel sure that both Mr. Scott and Mr. Fetzer will permit the Sales Department to pro-
ceed with plans for its publication.

We have given you some questionnaires to fill out. We are going to ask you to
take a few minutes to fill them out, sign your name to them and hand them to Mr. Jones
who will collect them. ~If you do not-intendtoigiyve us 100% co-operation in this matter,
for Heaven’s sake don’t encourage us’to start this thing. Please remember too that this
is going to mean an awful Jot of work for us at the factory and while we are not afraid
of additional work, still we are not begging for it unless it is going to be of some value
in building up your business. If you don’t intend to co-operate or if you don’t like the
idea of a house organ, say so frankly; if you do, fill out this questionnaire and sign
jyour name.”

The chairman explained that the Sales Department decided, only after careful|don-
sideration, to present the facts given to them by Mur. Miller and that he (Mr. Marandeau),
as head of the Sales Department was responsible for Mr. Miller’s subject and, therefore,
ready to shoulder any blame which the subject might provide, at the same time making
it) plain;that the facts were presented only with the idea of pointing out a condition that
was-detrimental to the distributors’ interest.

The chairman introduced Mr. Ralph H. Jones, our cfficient and genial Manager of
Service, who was requested to intersperse his remarks with sufficient humor to lend
varicty to the serious nature of the meeting. In this he admirably succceded with the
following as his subject—*“The Service Department.”

RALPH. H. JONES

“In being called upon to say a few words relative to_the Scrvice Department, I am
aware that a distinct compliment ‘has been ‘paid’ to-me:' “1'6 ‘outline ‘even briefly the many
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functions of that branch of the factory organization might lead you to believe that after
Service everything else came first. A natural and becoming modesty forbids that I
should create in your minds any such erroneous impression but those of you who have
not had any personal contact with this frequently maligned department, in justice to
you and to that branch of the factory which comes under my personal supervision, I
should like to outline some of our duties.

Essentially and at heart the Service Department is just what its name implies and
nothing more. We serve the customer and the distributor alike. This in itself is a very
specific duty. When machines,are-in-néed, of répair they are-sent to the factory for at-
tention. It is our place to sce that these repairs are made and the machines returned
as promptly as possible to their proper owners. In serving the customer we are linking
the factory with its product as found on the “firing line,” the Service Department is
the intermediary.

This brings another element into our many duties. We are recipients of the com-
plaints and fault findings of chronic kickers and at intervals when one of these vitriolic and
sulphurous ‘communications finds its way to the factory, and hesitates just long enough in
the front office to be read, there follows a peremptory summons on the buzzer that theo-
retically brings the Manager of Service on the jump to reccive the cryptic instructions
“Write this bird one of those letters.”

Just what is “Onc of those letters”? Briefly, oil on the troubled water, balm to
the anguished spirit and salve to the troubled soul. Not that we are adamant or im-
mune to the downright calling of names and to sarcasm that has been elevated to an
art, but it is our job to sce the other side whether there is another side or not. Usually
not.

As a matter of fact] the name should, beichanged to the Detail Department for it
is here that the bulk of the detail work' is' doné.~ Not an order for machines but passes
through our hands; cvery request for circulars, electros, mats, reprints from advertise-
ments, stationery, office forms goes through this office to say nothing of the handling of
guarantees. The guarantee post cards seunt in by your salesmen or by the customers, as
the case may be, have the Service Dapartment for a destination. These guarantee cards
are answered by letter, the formal guarantce is sent and the cards filed geographically
for future reference. I want to add a few words on the subject of guarantee cards later,
but before taking it up to make a few remarks on the subject of testimonial letters.

Here indeed is a subject worthy of the pen of a Dumas. A very treastise could well
be written with this as the theme, but) suffice to [say (that-jthese testimonial letters, or
rather the lack of them, is causing the Service Department some real anxiety. Now these
testimonial letters, five in number, have been secured by just three distributors—and the
Service Department. You didn’t think they grew on trees, did you? No— they are
here with us today because somebody went out and gathered them in. Are they impor-
tant? They must be in your estimation for you use some ten thousand of them every
year!  Now. it isn’t because we CAN’T get them but just because some of you don’t or
won’t-think of it. Five little letters (six as a matter of fact because one came in just
yesterday from Massachusetts, in response to a letter from the Service Department) and
we could just as easily have twenty-five. Now why do we want them? We want them for
you. You use them—you benefit by them and you ask for them—and to supply this de-
mand you ought, by all rules of the game, supply the original. We plan some day to
make them up in a handsome leather covered book, mount the reprints on linen to make
an attractive collection for your star salesman to show the prospective buyer in hotels,
apartment houses and office buildings. We’ll take care of the preparation of this material
if you’ll only help us.

Now that brings me to the matter of guarantee cards. Bulletin (number unknown)
wes prepared about a weck, ago and was ready to -be sentyout to the distributors but Mr.
Marandeau, sceing how little I had to say that was really interesting about the Service
T.)cpnrtmont, suggested that it be held and read in connection with this talk. The bulle-
tin reads as follows and is entitled “How Very Interesting.”
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As a passing word I want
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I also want to take this opportunity

of again stating that it has certainly been a
great pleasure to have you all with us again,

and in parting wish to thank you for- the
splendid co-operation given us in helping to ma

ke this affair a success.”

Mr. R. C. Marandeau, dropping his role as chairman, expressed his appreciation
for the wonderful spirit which was so vi king the convention a success
and the hope that the coming, year would prove a happy and prpsperous one, that all
present would be on hand at-the next convention——with additional members of their or-
ganization—to witness the distribution of the Bonus checks to the winners of the contest.
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the fact that everyone has an

tal a factor in ma
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BUSINESS MEETING

R. C. MaranpeAvu, Chairman

Meeting Called to Order Saturday, August 26th, 1:40 P. M
CHAIRMAN

Gentlemen: The meeting will please come to order
Up until this time we have been giving practicall }
Up | hav all of H
of eni]\oym%1 ourselves and incidentally, of becoming icquainte(:iur attention to the matter
Vow, however, we wish to get right down to the discussi .
renll_yy been instrumental in bringing us together. SCtsIon of thodermatters Ehatifave
[esterday, while at Kirby’s, we did not feel tl
erda) 1 : 1at we should i

:)lf forma'hty into that fxﬂ'zur, preferring and believing that yo;n&‘:fll:]ce ]nny semblance
mt'.untll late‘r. 'That is why Mr. Scott and Mr. Fetzer have not form llc lo'ose to; Jeare
previous to this time. We 'wxsh to get to the business matters as soon » y'“dcm'nw e
52 v}:’e will not waste much time on formality. However, there are a fas ‘;e possitlycah
wish to hear before we open our discussion. The first of these needs no iflzlro:ielfet_whoml\we
ction: Mr.

Scott.

G. H. SCOTT

I do not know whether or not i
X . or not you have noticed the a i
wt;]ve i}‘;a.d (:;: my face since this Convention started—but if )I')olzlnr}f:\tvley IPCYI‘PCtlm] e
yI lsh ere—I am proud of this organization il
n this I am surely justified. A .
s Ian . Anyone sbould feel proud and h
o l}']geirlltl}f;tlo:lo:};}clh ustours and one which has during the pastatrz\%:z{v;oml;entahsm:}?:)i:
T gmt;fé;;,, t:, no tEnly in numbcr:s, but in quality over our meeting last year
building ofoan o3 nﬁ'y tl.nc an I can possibly tell you to have had an active part ir{ the
provem Hiok thengmoln,tuhlgn such as our own. To have seen its early start, its small be-
B et o :y month and day by day to have scen it grow and’evpund to its
abition b peing the “g';’lvtn us all th-e keenest sort of satisfaction. It is our aim an(}
e s i u“acucgt: Family” closer together in every way, to create a feeling
ereEy 0115 And b and’lnn : 0 t'hc end to make it so wonderful an organization that
Ve s the ft 1.1111111 et will be proud to boast one of our representatives.
sbtEE Bawgoad o mﬂy(:]);;’: c'ertamly do our utmost to co-operate with you, because, no
this-vight kind ot e bt e l\fe make, we can do absolutely nothing with it ur’lless we h'aw*
You have comn ],’e, 11.1 ca xb.re'men, on the “firing line””—men such as yourselves. '
ar going to make iy rcf;]:r;:ssll)lqﬂate new ideas and to help one another consequently 1
these common problems wi s brief. We want to give you every o ortunity to discuss
cemed 1 sEly 1s with which you are confronted. As f. A i -
do not want ack of you to the utmost: We will d ) S gar os L personally am “tov-
oattn nt you to be backward in nskix; . will do u'nytlnng we can to help you, and we
& you together tody is to g for our advice or assistance. Our one aim in
s to help you to sell more VACUETTES. I thank you.

CHamryaxn

Mr. Scott has gi
e given ex 0 A
?(;fﬂ;llmtmn 80 “'°"d0rfulc:x{);e§mon to a fine idea when he said he hoped to make this
a 1\or a]l‘ of us to keep in "(' 1:]0 powerful as to be welcomed in ever c?t .It % & gond
Ir. Fetzer has a few wc:xl'?is ‘tlnd to do everything we can to brir.lyg it{l‘bout g
0 say to you. Like Mr. Scott he needs no introduction.

C. S. FETZER

to ou S ress

you a mo ar 4 P i §

that matt HSt IlL!l.lfy welcome he was ex ssing the s(‘]]tl"
atter, of 1e entire Ol'glll'liletl'OTI.

When Mr, §

. Scott J
ments of myself nnq (;':{):'(ndCd
Twenty ,

ond Annual Convention, it is especially interesting and
remarkable growth of the organization.

comparatively recent origin, it is really amazing to
whole, as well as the size of some of the distrib-

the occasion of our Sece
g to us to note the

Even though this business is of
observe the size of the organization as &
utors® organizations individually.

Despite the fine showing which :
we must not lose sight of the fact that insofar as t

concerned we have scarcely scmtc}md the s.urfuc.c.
ment can be gained when we take into cor}snderntwn t ; s iz
ty-five hundred and four thousand elcct‘rxc vacuum cleaners .bemg sold _each day in t.ns
country. This is still more suprising in view of there E)clng, a‘ccordmg to .st.atxstws,
only about thirty-five per cent of the homes in the United States wired for clcctncxt_',_‘.

It is sometimes difficult for us to)rea ticulal

lize the extent of the market in our particu]
ficld but we feel safe in predicting that the day is not far distant when you will be selling
thousands of VACUETTES each day where you are now

selling hundreds. There is un-
limited opportunity for each one of you to completely dwarf the volume of business you
are now doing.

It requires a ¢
plished this, real res

The function o
torily filled your orders.
upbuilding-of the organi
giving you greater co-operation.
Sales Department is able to render
to do so is unquestioned. We are fully aware th
us as it is to each one of you individually, thus ma

co-operate with one another to the best of our ability.
stock of the general lincup of our pro-

This is a good time for each one of us to take
duction machinery ; it is a good time to make our plans for the fall campaign which is right
rease your volume this fall due

at hand. There will be many opportunities for you to inc
to our ever broadening advertising campaign and the improved condition of the country.

Be sure that your plans are broad enough in scope to take full advantage of these oppor-
tunities. ~ It is predicted that immediately following the settlement of the railroad strike
(which cannot possibly last much longer) that this country will enjoy an era of pros-
perity such as it has not experienced before.
) We know that, as far as we are concerned, the coming year will far surpass all others
in volume of business but we feel sure that none of us, individually or collectively, will be
satisfied with anything less than a two hundred to three hundred per cent growth.
. Increased business means increased profits for all of us and our volume will be lim-
ited only by our energy and the thoroughness of our plans.

In closing, let me assure each of you that your association with us these few days has
been a source of real plegsure tommeiand I sincerely hope that the next annual roll-call
will include not only each and everyone who is here today, but many more men such as

this organization—this family—now boasts.

On this, I
highly grutifyll

of which we can well be proud—
of this business are
Some idea of the truth of this state=
he fact that there are between thir-

we have made—and
he possibilities

gain a foothold; but once you have accom-
big profits—will be yours.
f the Scott & Fetzer Company does not cease when it has satisfac-
Our Sales Department is devoting its time exclusively to the
zation and is constantly secking to devise ways and means for
We believe that we are justified in stating that the
valuable assistance in this direction and its willingness
at your welfare is just as important to
king it both necessary and wise that we

ertain length of time to
ults—results that mean

CHAIRMAN

. As Mr. Fetzer stated—our field is unlimited as we not only have the home without

§eﬁtrmlty, b‘ut also those that have electricity. We must adjust our mental faculties to
ully appreciate the opportunities we have.

el Our export shipments have begun to play an important part in our business: While
e )tnl.\e done little nbx:m\d up to this time for obvious rcasons—we have, during recent

months, been-very active and we are beginning to feel the results of our efforts. I want

70 . v wordes br 2
i]nl'l to hear ’n f'u\ words from our Export Manager who has recently returned from a
ce months’ trip abroad. Most of you know Mr. L. W. Brownrigg.
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L. W. BROWNRIGG

“I want you to realize, if you can, th‘ut the VACUETTE is not a national byt 4, :
ternational product. We are shipping into almost every civilized country ubrol:ldan X
have formal contracts with Canada, Great Britain, ete., and we shall have, within t), We
few days all of Scandinavia covered. South Amgrica !ms been approached and i l]: o
d ST .COviext four months practically all of South America mltl@dllyettl ng us-tt‘bm
There is one thing that impressed me when I was abroad, and that was this: Whil
I thought the VACUETTE was the best product to which any man could give his um;'e
vided attention, I came home absolutely convinced of it. I know that it is a super pro;
uct. Our friends across the water have been reading our advertisements in the Saturda ;
Evening Post and as a result of thejr familiarity with the VACUETTE all I haq to dﬁ

was to demorstfat @t 1[’;};9 u@tg@@ Iade any contracts wholly myself; |
showed them the VACUETTE and it did the rest. 2

The distributor in foreign countries is vp against a very difficult proposition. You -
distributors here have a snap of it comparatively. 1In the first place the forcigner has to . g 5 -
be educated to the use of any device of this nature. This necessitates a long and expen- @‘ o= é
sive advertising campaign directed to the women not only of the usefulness and efficiency itk g s -
of the VACUETTE but also of the advantages of vacuum cleaning. Vacuum cleaning is 4 @ ”éc\tl rlg . !JS—t, v m
almost unknown abroad except possibly in England, and even there as in almost all Con- Fn ' J R ¢ 1

tinental countries, the greater amount of floor cleaning is done with a small brush on (= ‘ {
hands and knees, just as the char-woman does in this country when; she scr t oor. .
d u St.C()Imoreign distri‘llzutor has to find and train 15101 rﬂd thdwsiﬂ&b hod
of selling than that to which they have been accustomed. The French distributor, further-
more, has to pay two and one-half times as much for the VACUETTE as would be the case
with exchange on a normal basis. The Italian distributor has to pay four and one-half
times as much as would be the case were Italian lira at a pre-war value. Consequently
they will each have to secll at the same proportionate increase to purchasers in countries
which are yet in a terribly depressed condition. In fact they have to face almost no mar-
ket and a high sales resistance. For example—when I was in France tii@€ranc was quoted
at 13, which means that thirteen francs wonld buy one dollar, United States currency.
(The normal rate of exchange is about five franes fo ﬁ ? g yﬁb v
change was 22 lira for one dollar U. S. Currency. ¢ m)%g:lﬂ[j: Eitdﬁlto m
Other countries are in proportion to the exchange rate with of course certain exceptions,
Germany, Austria, Russia, ete. Yet it is a fact that the French distributor thought so
well of the VACUETTE that he is backing his judgment to the extent of 1,500,000 francs.
I would like to have you, when you think you have troubles, give a thought toI the
forel istri e 1 which they have undertaken, and when you have
&Cﬁﬂﬁ:&ﬁﬁ@ﬁ“ﬁ?&ﬁhmk of th{:ir almost insurmountable difficulties,
and the courage the excellence of the VACUETTE has given them. Your troubles will
shrink, I am sure, by comparison, into almost nothing.

-_hl
/

CHAIRMAN
After listening to Brownie, I am mighty glad I had to do my house-to-house selling
over here,

The thing that you are most interested in is the product itself—the product you are
selling.  We believe that everyone of you boys are I%FWM‘}MW%E@Q‘%
are sure of it. No one can do justice to themselves, or the product, unless they aré
sold on it.

We believe we have absolutely the best suction cleaner on the market; that there 18
none that compares with it, Nevertheless, we are still trying to make it even better, if it
can be done, The factory organization is constantly trying to improve the machine and
the man who is, by his invention, responsible for this gathering here today, is always try-
ing. I am going to ask him to make a few remarks to you. You all know Jim Kirby.
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JAMES B. KIRBY

There is one thing I am very grateful for and that is—I am not that long-whiskered
fellow you expected to see. I have wonderecd how much the VACUETTE will be im-
proved when I get to be that way. I suppose I am the oldest man in the organization,
at that.

I have a couple of drawings here which were the start of the VACUETTE and [
find that October 21st, 1909, is the birth day of the VACUETTE. This drawing shows
a machine run with a fan, which you can sce in the sketch, and it is not far different
from the VACUETTE of today. I hit upon this idea and thought it would be the proper
kind-of ¢leaner bat I was| not satisfied, with the suction which was developed so I started
to experiment: ‘T only wish'T'had-all the models of different machines I made up to the
time The Scott & Fetzer Company started tomanufacture the VACUETTE. I was experi-
menting with a pump type and I got into allkinds of trouble; after a few years of experi-
menting and endless trouble, I came back to my original idea.

Probably all of you have wondered what causes the inventor to think of these many
devices and to start working on them. In the first place, we all have to make a living.
That is the main thing we start to think for. “Necessity,” you have heard, “is the mother
of invention”; and I am confident that the little VACUETTE today is the most necessary
household article in existence. I don’t believe there is an article for which there is a
greater sale and for which there is a greater need than the VACUETTE. It has always
been my “pet” and I think it always will be at the head of the list.

If there is any chance for improving the VACUETTE it will always come first with
me. If I thought there was anyone in this world that was going to put it over the VAC-
UETTE I could not sleep. It would mean work all night for me.

For a man’s mind—at least an inventor’s mind—to work, I figure that the more
peaceful one can keep it, the better one can work. That is the reason for the place
you saw yesterday. I am a lover of nature myself and the little building where you danced
last night, while not very big, may yet produce big things.

You will hear of many things that inventors have hit upon, but they are always
subject to improvement. | That-is why the VACUETTE is the way it is today. It has
been experimented on and has been-developed from one stage to another and is the out-
come of several minds. I am not the only one that has put improvements on the VACU-
ETTE. The Scott & Fetzer Company have certainly bcen fine in co-operating and if
things continue the way they are, we are going to keep so far ahead in the game that
there will be no question as to their leadership.

I have been connected with quite a few organizations at various times—I am not go-
ing to mention any names—the usual tendency has been to leave the inventor in the
background when it comes to a matter of whose interests shall be served; but I want youa
to know that you are with one of the cleancst organizations in the world. There is noth-
ing I can do that is too good for The Scott & Fetzer Company and I know you fellows—
if .you_stick to them and work with them—will never be sorry. You will be ‘thankful.

CHAIRMAN

It is encouraging to know that Jim is always trying to make the VACUETTE bet-
ter and you know, of course, that the manufacturer is experimenting all of the time for
the same purpose.

Jim expressed my sentiments in what he said about George and Carl.

Now that we have heard these boys we will get down to business—to a discussion of
those subjects in which you are so vitally interested.

You will recall that when we sent out the annotincements of \the(convention (that we
also sent a questionnaire in which we asked you to name the subjects you wished to hear
discussed.

It is not surprising, in view of the’showing that Rochester has made, that eleven dis-
tributors asked “How does Rochester do it?” T feel there is no one better qualified to
answer this question than either Mr. Cooley or Mr. Culley, and the latter has kindly
consented to do so. T take pleasure in introducing to you, at this mecting, Ralph H.
Culley, Home Labor-Savers, Inc., of Rochester, New York.
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RALPH H. CULLEY

I feel rather embarrassed in appearing before you because when I get to
going on the VACUETTE I want to talk a lot and I am a little afraid that I
will talk too long.

Last January we had a meeting of men and managers and Bob Maran-
deau and Gilman Cooley, my associate, were there. In our room before the
meeting, one of them said, “What are we each going to say? We ought to
know in advance because we do not want to talk along similar lines.” Cooley
spoke| ip (quicklys, “Well;) Bob, you know how to sell; you give a sales talk.
I know the machine and I will talk about the mechanical end, and Culley,
you can hand out the “bull.” He didn’t even say that I knew the “bull.” As evidence
that I am not the only one who can “hand out the bull,” I want to read you a letter and
then have you pass judgment on it. It is entitled “A Monday Morning Message.”

“It doesn’t make much difference how much a man hot-foots around if he leaves his
head in the office. When it comes right down to doing work with the hands, or with the
feet, either, it isn’t possible to earn very much.

One of the things back of this railway strike is the fact that the railroads are cut-
ting the wages of the men who work on the tracks from $3.16 a day down to $2.75. The
reason that these track-men have to work for $2.75 is because they work with their hands
instead of with their heads.

One of the leading chemists has made an analysis of the materials that go to make
up the human body. From the head down a man contains about:

Enough fat for seven bars of soap.

Enough iron for one nail.

Enough salt for one shaker.

Enough lime to whitewash a chicken coop.
“nough sulphur to drive the fleas off one dog.

This is just about what a man amounts to without his head, but if you will add to
all these elements a-man’s brains there/ism’t any)limit to what he can do with these ma-
terials.

Fulton had no more when he invented the steam-boat—and it’s all Jim Kirby had
when he invented the VACUETTE, and gave you the best vacuum cleaner that was ever
offered to the public. Incidentally he gave you the greatest money-making opportunity
that men have had.

The same few materials are all any of us have, plus a brain. Take out the old brain
this morning, boys, and dust it off—oil it up and set it to working and it won’t be long
before it will be grinding out sales for you, and making for you immediately those dollars
that you so much want, and making for you in Home Labor-Savers the place that you
have marked out for your own.”

I am not criticising this. I am just reéading!it. _I didn’t ‘write.it.

We had a response to this “Monday Morning Message”. The response showed con-
clusively that the factory is not without a representative of the same sort Cooley mentioned
when he credited me as the one who could hand out the “bull”.

If there is any one thing that I can bring to you here, from the experience that T have
had in this work, it is to tell you of my vision of this business. That vision, so far as I
know, is unlimited. There must be, in my opinion, an ideal which goes with the product
and through the house-to-house method, I believe we are more able to carry that ideal di-
rect from the man who has it, the inventor and the manufacturer, to the consumer who
uses it.

It is probably generally known among you that T am an atterncy; I will admit 1t. I
practiced law for ten years and I do not feel that'my work in that profession was exact-
ly a failure. As a matter of fact I think so much of it that T would not take a quarter of
a million dollars for my training. When I first saw the VACUETTE 1 was impressed
with its possibilities and yet when I started to work I had the same feeling that perhaps
some|of yourliere havé had,ithat is, that I was leaving a profession to take up specialized
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merchandising. Hover said to me—the first time I saw him—that when he used to start
out he was just a little ashamed of his work. In like manner I didn’t have enough
confidence in mine cither. IMover now says that he puts the VACUETTIE under his arm
and walks out the front door, and if he meets a friend who asks him what he is doing
he replies, “I am selling the VACUETTE and I am making a Hell of a lot of, money.”

Cooley was in the insurance business and you know mine. We havd both-Become
intensely interested in the VACUETTE. My partner is running my law office and the
same(Jioldstrue with Cooley. The other day I saw a proof of some new stationery which
was being printed for Gilman’s office and I said to him, “I sce they still have your namc
on this letter-head,” to which he replied, “Yes, and that’s about all that is over there—
the name”. It made me think of the name on my law office door—a good deal like an in-
scription on a tomb-stone, the body may be there—or cvidence of it—but the spirit is
clsewhere,

Mr. Marandeau has asked me to talk on how we built up our organization. We, in
Home Labor-Savers, are more concerned about the things that are undone than of the
things that have been done. I agree with the man who said that when you think you are
a success that is when you are-not. - That lattitude is our only claim to success, if we have
any; every one in the organization thinks we-aré not a ‘success.

The first thing that one thinks of in talking on how to build an organization, is what
is he going to start with. When you get the answer it is practically nothing, except an
indefinite quality or perhaps I might say, state of mind, in the person making the attempt.
That quality, that something, is what I term an ideal. We laugh at ideals a lot of times,
but I believe that out of ideals come ideas. In our business, or in building any business,
it scems to me there should be this ideal. With us it is composed of two things—serving
customers and serving men. That brings of course, immediately to the front the idea
of service and I can go back to a fundamental writer who said, “Let him who will be
chief among you, be the servant of all”’, and to be the servant of all is going to measure
our success.

Our first aim is then, a desire to serve customers and to do this we have to have a
product. We are not going to say anything about our product because it is 100% perfect.
Seeond, we have to have an ideal in serving customers, we must really want to give the pur-
chaser something that is going to be of use. One of the conditions that I had in mind
was that of an elderly mother who had been crippled with rheumatism because she had
worked so hard on the farm. My idea is to put into the hands of every woman an article
which will avoid a repetition of her condition, something to save her back and give her
more time for recreation; to give her some of the good things of life. Thus we have the
ideal when we start.

The men whom we employ have to have the same ideal as we. It is not possible for
us personally to go to the house-wife and sell the ideal. We have to put that ideal into the
hands of the men who can present it to the house-wife. We have to carry this spirit of
service, our ideal all the way down through the organization. We all must have it.

Our second idea is found serving men and that is why I should have liked the topic
“What is in a man” because I think it is upon the answer to this question that we find
the basis upon which all business is built. TFranklin Remington, of the Foundation Com-
pany of New York, who has literally met the greatest obstacles by building some of the
most difficult and almost impossible foundations and construction work ever attempted,
when-intérviewed hy a representative of the American Magazine was asked what was the
fundamental question-in building a business. ITe thought a moment and said, “It isn’t
money ; it isn’t methods; it isn’t markets; it is men”, and we believe that it is men. So
we have arrived at the point where we have an ideal, a product, and we are going to dis-
tribute it, and our next problem is to get men.

Lvery man who comes to us is “raw” insofar as the VACUETTE is concerned;
he has never heard of the VACUETTE possibly. What we have to make out of him is a
VACUETTE salesman. The first thing a prospective salesman wants to know is what
we have to scll. Then he wants to know what pay he is going to get, and—on that point
—we say, pay him and pay him well, and finally he wants to know/if thereis ygoing-to
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be any limit to his success because just as soon as he reaches the limit you arbitrarily set
for him, that is where he is going to stay.

“A man cannot live by bread alone”. This, then is some of )the-bread [that wel try
to give him, the money. 'There is a third condition and it concerns the atmosphere of
the office to which the prospective salesman comes. What does your office look like?
Does it breathe of success? Is it pleasing to the eye—does it welcome the stranger?
The next and last thing is the man who confronts the salesman when he comes into
the office. I believe he is going to look at the problem in just this sequence: First
the product, then the pay and third the office and the man. When he goes to look for
a job—as Mr. Kirby has said—he is looking for money. He is looking for the material
side—what is it that is going to keep him and what is it that will make him succeed? I
say the reverse is what is going to make him succeed. 'The last subject referred to a
moment ago—the office and the man—especially the man, is of primary importance—
for the man who confronts him must be typical of the organization. We went into a
distributor’s office one day jand in-the course of conversation this distributor said “Th2
men who come to us are an awful poor lot.” | I don’t believe that they are an awful poor
lot as a rule. In this particular case they probably were poor specimens because that
distributor had made no plans, he was working without a goal. Mr. Batzell, in yester-
day’s meeting most cloquently put into a nutshell just that thing, we are trying to build
a temple, and we are building it by plan.

But to return to further consideration of the office. How do you like to go into
an office and find that somecthing about the surroundings, the atmosphere, makes you fecl
ill at ease and out of place? You are going to attract men that your office and your
officc personnel represents and typifies. Let me give you an experience of ours. We
were comfortably located in one of the older office buildings in Buffalo. We are now
in the Ellicott Square Building. When we first tried to get our office there we were con-
fronted by a gentleman who advised us that he would give us his answer the next day.
We knew immediately the cause for his hesitancy because we had told him that we were
selling VACUETTES. He knew it was a house-to-house organization. We made up
our minds| thiat wic/were going to be in the best building in the city and| asoa result of
this decision Mr. Cooley and I called on him personally again. In the course of the
conversation he admitted that the reason we could not locate in that building was be-
cause we had a house-to-house canvassing proposition, and he informed us that he did
not care to accommodate us. Half apologetically he said, “Now, gentlemen, we would
rent this office to you two men in a minute if — There he made a fatal mistake
and we went right after him; we said “You rent an office to us. Isn’t it a fact, Mr.
Hills, that your men reflect you and-in 'like-manner> our-men 'reflect us?” He didn’t
have an answer. We rented the office. If our men will pardon me, I am proud to feel
that they do reflect us. First the kind of men in the office, and secondly the office itself,
and its surroundings, are of utmost importance to your success in attracting high class
salesmen to your organization.

Of sccondary importance is the man’s pay. If he once gets the idea and spirit of
service he forgets about the pay. As Henry Ford has said “The pay comes if you
give the service.” The profit cannot be the basis of a business. It must be the result
of service. Our men are all being well paid, certainly as well paid as is possible at this
time;  Finally we come to the product. The product is, of course, of great importance
but_it_becomies' incidental to these previously mentioned considerations.

We take in every new man as a salesman and the first person with whom he comes
in contact is Mr. Stowe. Mr. Stowe has had 14 years of experience in house-to-house
work. He is our manager in charge of hiring men and is a specialist in this work. He
goes to cach of our offices in turn, or as he is needed, and when necessary he hires and
trains men for work in that particular city. For instance, tomorrow he is going to
Rochester. It so happens that we have taken some men out of Rochester and promoted
them and we must replace them with new material.  We run ads in the paper adver-
tising for salesmen. I cannot tell you just how we word these ads but we try to put
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that sincerity into the ads that will attract the same kind of sincerity in the man who ap-
plics. Applicants come to the office and Stowe mcets them. He sells them the VACU-
ETTE, just the same as if he were going out to sell the VACUETTE to a customer,
He tells them about the money they can earn because that is the second thing in which
they are interested, and third he tells them about Home Labor-Savers Inc. and the Scott
& Fetzer Company. He sells them our ideal and then we furnish them the training. That
is the way we get our men.

We specialize in the matter of hiring men and Mr. Stowe is our specialist. You may
say that we are fortunate in having such a man as Stowe and that you haven’t such a
man, but if you will look over your organization you will find that just such a man is
there. He only needs to be discovered and to be given an opportunity to use his talent.
Look for him! We thought Stowe was the only man that could do this work, but we
find we have two or three men in our organization who can fill his shoes. When the time
comes Stowe will be given a chance to go ahead and another specialist will step into his
place. We also believe that it is a good idea to impress upon the salesman the thought of
getting another man into the organization. Get a friend. The more men each salesman
brings into the orgainzation the faster that man forges ahead, because he is getting
men to work with him; it gives him an opportunity to work up. The idea of having
two men in the offices as aides to the branch managers and creating friendly competi-
tion between them is especially effective. The formation of office teams is practical and
urges the men to greater effort. The more men on these teams the more sales will\be
made. You must use man-power in the right way. You cannot dispense “pep” and give
nothing else. You have to give them instruments with which to work. 'These instru-
ments may be catalogued as, first, the ideal, then the training, then the incentive for
bigger things and finally unstinted co-operation. We have tried to grasp the idea of
service ourselves and to instill it into our men. What is service? First, service to the
customer—I believe we give it. Second, to the men—I know we give it; third, we want
to extend it to you, our fellow distributors. I’ll tell you, fellows, we want you to suc-
ceed; we want you to beat us if you can, and to push us out of first place among the
distributors if you can, because we want you to give us the urge to go further and to
grow bigger. We want to serve you. If we have anything you want, you are perfectly
welcome to it. You know we ought to communicate more and help each more and I
want to go on record right now by saying that Home Labor-Savers is ready to do it.
Our ideal is to serve and to this end we arc¢ bending our very best efforts.

I always said while practicing law—that the reason I did not like to try a law suit
was because I could sce the other side of the question too well. I think I do see the other
side. They at the factory are in a position to give us the instruments with which to
work. It isn’t enough just to think the things they do for us are good, that the letters
and bulletins they send out are good, for you probably do think so, but we ought to tell
them more often that their efforts in our bcehalf are appreciated. That article on ad-
vertising that R. C. M. wrote had real meat in it. I wonder how many of us told him
how much it helped? We want more and need more of just this sort of thing if we are
going to get along in this world. In the last analysis they are serving us and we in re-
turn, have to give service to compensate for their efforts. How are we|to do-this?. I
cannot give you an answer in so many words or figures of speech but ¥ can-say with all
my heart I know we are going to do it.

CHAIRMAN’S SUMMARY

Mr. Culley has told us so many things in his address that it is difficult to review
each subject. However, I am going to mention a few things that I think are most im-
portant—the things that we should remember.

You should carry away with you some of the wonderful thoughts that Mr. Culley
has expressed and which have been so instrumental in the success of the Home Labor-
Savers’ organization.

Mr. Culley mentioned the ideal of their organization. This ideal is SERVICE.
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There can be no finer ideal than the desire to serve others, and no business can succeed
without such an ideal. )

The great trouble with most of us is that we go about our business without having
planned carefully enough, or if we 'huvc plun!lcd carefully, we do nqt go t!u'oug!] “lt.h
our plans. The thing we must do is first build a plan and then stick to it. That is
what Rochester has done.

Do not forget this, that Rochester is planning all of the time, new ways of improv-
ing their organization and methods. Most of us, were we in Rochester’s p_]nce—ﬁrst
among distributors—would be inclined to stop planning. We would be satisfied with
our results. C That(is(not [the |case with Home| Labor-Savers, and that is why they are
going to always remain, if not at the top, very close to it. I.ucidentully, it is also the
reason why Binghamton should be close to Rochester at all times.

Mr. Culley mentioned that their men were trained. Mr. Stowe, their Sales Manager,
interviews and hires the salesmen, gives them a preliminary training in the office and
then goes out with them on the firing line. They have only one system of training, and
every man in their organization adheres to it—hence cvery new salesman that joins
their organization is properly trained. What does training consist of? Is it teaching
them how to enter a home, make a demonstration, close a sale, etc., ete.? Not according
to Rochester, and not according to good business. It is necessary, of -course, to- teach
the salesman the fundamental principles of house to house work, but it is far more im-
portant to teach them to think right. You must sell yourself to these men and instill in
them a feeling of friendship for yourself, enthusiasm for their work and loyalty to the
organization. You must sell them your ideal. No organization can succeed unless the
men in it arc heart and soul in their work. As an illustration of how the men in the
Home Labor-Savers organization regard Culley and Cooley, I will tell you about a letter
which I received from one of their salesmen whom I was instrumental to some small ex-
tent in getting to join their organization. This man wrote me the other day and in his
letter he said—**Culley and Cooley are all that you represented them to be. You know
I think when God made this world He looked around and saw that there were not enough
real fellows in it and He decided to make two really good ones, so He turned out Ralph
Culley and Gilman Cooley:* ~Eellows, whemyou can get your men to thinking of you like
that, you can do almost anything with them. When you tell them something they listen
and believe you, and you can get real work out of them.

Rochester is constantly trying to give their men more money, but they are also try-
ing to impress them with the idea of giving service. Mr. Culley has said “A man cannot
live by bread alone.” Ile mecant that he must have an incentive for working hard other
than merely making money. He says that in every man there is a yearning to express
his ability, and they are giving their men cevery opportunity to gratify this yearning.

There is one thing that Mr. Culley did not mention that I think is most important
of all in their success. I presume it is a case on his part of being too modest to mention
it. That is this: Culley and Cooley are so square with their men that those men are
not only willing but eager to give them their best. I have talked to some of these men
and I have yet to find one that has not said that Ralph Culley and Gilman Cooley are
the squarest fellows in the world to work for. It is no wonder that they are first when
they can arouse this feeling in their men. It is something that every one of quse) should
try to accomplish.

You may wonder to yourselves “Why doesn’t Bob lay off of Rochester?” I will
tell you—Dbecause Rochester is—at present—our biggest distributor and they must have
something that you all need and want. We are here to learn of the things that go to
make for greater success in our organization, therefore it is necessary to have those dis-
tributors who are leaders in|the organization teach us,

I have not preparcd anyoinie from the Binghamton organization to speak on this
matter, but when you look over the Binghamton delegation, you cannot help saying,
“By golly, there is a regular bunch of fellows.” When you talk with them, you know
they arc 100% sold on Hover and O’Brien—and on the VACUETTE. Even though neither
Mr. O’Brien or Mr. Hover are prepared to talk on this subject, I believe it would be
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Muy. Culley brought up some things that are very interesting to me. He said that
he wanted to rent an office in a certain building in Buffalo and had some difficult o
doing so because he had a house-to-house proposition, but he finally put it across \{'ei]n
we had a similar experience in Syracuse.  We wanted to get into the Endicott I')uilding,
and wanted to budl_}: enough, and we are in there. But they stuck up their noses at
first and said they did not want any such proposition in thcir building. T told them they
could get the best of references and if they were not satisfied they could throw me out.

) They have not thrown me out.

tlngdUSt.lE@tan claims we made them step to keep in first place, and today on the ele-
vator, Mr. Cooley started to tell me what we had done for them when I interrupted by
saying, “You necd not tell me. I know what you are going to say.” We made them
lose a lot of sleep and Cooley thinks we can keep them hustling by going right after
them.

About a year ago I visited the Erie fair at Hamberg, where I had a lot of pop and
hot-dogs and helped the boys by pushing a VACUETTE back and forth in the dust
—the people had to stop I made so much dust. That was the beginning of Model C and
Rochester got them before we did; maybe that is why they are ahead of us now. =

There is one thing I am gomg to tell you to show how sincere Mr. Hover is in this
work. At the picnic yesterday he wagered he could out-jump any man in the organiza-
tion and he picked on a fellow with a name as near as mine as.he could get—Mr. B’r)lt)ut
—and he out-jumped him. Then he agreed to reduce his \\'("]g])t to that of B'ryﬂn st tz
next year. That means taking off about 50 pounds, s]o._vou can imagine whether we wan
work or not and how I { i § S (€ year. ;
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to scll them the idea of a large sales force, but we have them now
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what Mr, Culley termed it—the foundation of our temple; at least, a part of it is laiq
and we are still working to complete it; of course there is no limit to its size.

At one time the Scott & Fetzer Company had an idea of how large they would grow

up to be, but they have’ehdnged their(original“idea_and 1! believe they will change it
again.
& The longer you are in an organization the more you realize how little you know
about organizing. In other words, when you begin trying to build an organization—
developing men—you realize how far from perfection you are; that is why we are all
liere today—to find out how to do it.

Believing in your article and believing in your men is very important. Having
offices that the men will like working in and ladies in those offices who will demand respect
from both customers and the salesmen, are necessary. The day of the old-time can-
vasser is past; we must have men in our organization whom people will “look-up” to—
men who make friends casily—men who will be welcomed into any heme, | 'They need
not be high-school or college graduates but they must be gentlemen; and the ladics in
our-offices are ladies.

Spcaking of ads for salesmen—we put one in the paper not long ago reading—
“Wanted—High-school graduates.” A man came in and I asked him this question, “Are
you a high-school graduate?” He said he was. I asked him “What can you do that I
cannot do?” He said he did not know. I told him that the one thing they teach in the
schools and the colleges was concentration and that he certainly never had it taught to
him thoroughly enough. I said to him, “I can kick your legs out from under you and
you never will get very far ahead as long as you think a man must go through school
to be intelligent.”

Sclling VACUETTES is a great game and the VACUETTE is greater than any
other cleaner. We expect to make it the greatest cleaner in the world as far as volume
of sales is concerned and that to)me méans [the “big league.””_ V¢ are going to be in the
big league soon.

To give you an idea of what we intend to do, we have agreed to sell 10,080 ma-
chines next year. That is on the basis of 24 cleaners per month for each of the 35
counties in our territory.

CHAIRMAN

Docs it not strike you as most significant that both Rochester and Binghamton—
our two leading distributors—attach so much importance to having fine offices?

They are renting offices in the best buildings and spending considerable money to
furnish these offices properly; not luxuriously, but properly.

It may appeal to you as an extravagance to pay a trifle more rent and equip your
dffices’ propérly, bat b is\teally an investment: You know you must employ the(quality
of men that your surroundings attract, and if you secure one or two really good men
as a resut of having good offices, they will return you a profit on your investment, from
their sales.

This office proposition demands serious consideration for it surely has an important
bearing on your success.

One or two distributors have asked for,an{opinion on jthe-question-of salaries to
salesmen; not to branch managers, you understand, -but to salesmen. Mr. Briggs of
Scranton has experimented with the salary idea and I am going to ask him to tell you
the result of his experience, Mr. Briggs of Scranton has been one of our most consis-
tent producers in spite of his being in a territory unscttled by strike conditions. Mr.
Briggs:—

W. A. BRIGGS
I have tried the salaried proposition in a very thorough way and I am forced to
the conclusion that it cannot be followed with success. I have lost money, doing it.
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CHAIRMAN

Personally, I think the question of salaries can be summed up in a few words. If
you pay a salesman a salary, he must scll enough cleancrs to carn it; if he docs not carn
it, you cannot afford to kcep him on a salary basis; if he does earn it, he would be paid
the same in commissions. So I cannot see how it affects your proposition, unless, of
course, your idea is to pay a man this salary, and accept a loss on him, figuring he will
cventually make good. In other words, you gamble a small salary on the chance of
eventually getting a producer; only with such an object in view is the idea practical.

Question :—Mr. Moran (Binghamton) requests chairman to call on Mr. O’Brien to
discuss the salary idea.

JOS. O’BRIEN

The reason I have been asked to speak on the salary question is due, I believe, to
my ideas on this subject and the success we have had.

I believe in paying a man for what he has in him. During the war I was running
a bowling and billiard room—everything included. I carned enough moncy to start a
25-table pool room and later became assistant manager of a chain of 25 stores. I se-
cured a good man to run the room. I worked seven months to the day and drawing
at that time about $80.00 a weck and board. I never get tired of work, At last, I got
the idea of merchandizing. Give me a good man and I will give him good pay, and I will
build up an organization. If you care to know what I pay my men, ask them, they will
tell you. There is no jealousy in my organization. I start a man at a certain salary
—give them 18 weeks’ trial, with $5.00 a week increase after the fifth week, and an-
other $5.00 increase in four weeks and at the end of that time you can guess what they
are earning.

CHAIRMAN

I just made the remark that anything could be done if one had cnough determina-
tion to do it. While I do not personally advocate salaries to salesmen, nevertheless,
Binghamton is getting away with it. As Mr. O’Brien says, if they don’t make good—
out they go. Here is a question by a distributor about down payments: I presume what
they want to know is whether or not a low down payment is conducive to more sales.
There are two men in the organization that have been adhering to large down payments.
I have picked out these men because they happen to be two of the highest distributors,
in point of sales, in the organization. O. C. Haley of Pittsburg has agreed to give you
his opinion on large down payments.

0. C. HALEY

N I am getting $10.00 on my down payments. When I left the convention
q last year I made up my mind to begin with a down payment of $10.00 and
‘.;" )

try it out for one month. The plan was so successful that there has not been

/" a machine sold on less than $10.00 down. When you have only a $5.00 down

4 payment, some people will keep the VACUETTE just as long as you will
y permit and when machines are eventually “pulled” they look and are second-
hand. When you get $10.00 as a down payment, you stop that. A woman,

especially the dead-beat variety, will hesitate quite a while before she will
forfeit this amount. We have keen competition in Pittsburgh in that we have
the big DuQuesne plant selling electrics at $2.50 down and monthly payments of $5.00.
We are getting $1.50 a week and we sell the men on that idea. A low weekly payment
not a monthly payment. The reason we follow this plan is because the customer can
casily pay and not miss it. If you have to pay £5.00 or $6.00 a month it is mighty
hard to reach down and get it. Sell the man on the $10.00 down plan and then sell him
on the $1.50 a week idea. In case you want to make your payments every two weeks or
once a month you will make arrangements for that by charging $3.00 every two weeks or
or £6.00 a month. As far as the $10.00 down payment is concerned, we are for it tooth
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and-toe-nail.. ‘I'put it to the salesmen in this way: Would you rather go out and get
$10.00 on this machine, get your $6.00 commission and keep it or would you rather get
$5.00 and pay us back the commission if we don’t get any more, which would you rather
do? The conscnsus of opinion is not hard to determine. Our salesmen are for it.

Collections are all made by mail. One collector devotes his time to delinquent ac-
counts. If an account runs past the third week, the customer is called on. Question:
“Do you send a notice weckly?” Answer: “No. We go through the same file every
two wecks. After three payments have been neglected, the account is put in the file for
the collector. Question: (R. C. M.) “When you are training salesmen, do you lay
particular stress on explaining-the terms?” = Answer: ‘“Ihe salesmen have it explained
to them but in our acknowledgment'letter that goes out two or three days after the sale
comes in, the terms of the sale are plainly outlined as follows: ‘We have received at this
office $10.00 of your money; there is a balance of ————— due. $1.50 per week.’ A
receipt is mailed the very day the money comes in. U. S. stamped envelopes are used.”

Question: “What sort of a lease do you use?” Answer: “The regular form.”
Question: “Does a copy have to be filed in any certain county?” Answer: “No.” Ques-
tion: “What method do you follow to recover machines when they say ‘we want to sce you
take the machine.’” Answer: “Only one or two machines that we have not been able
to recover by ordinary means, have been secured by replevin., Ten dollars takes care
of any trouble in collecting the machines. We have only pulled eight cleaners out of the
total model ‘C’s> we have sold.”

I saw a truck load of washing machines pull up in the back of a sales agency and
I asked the manager of the agency—a friend of mine—where they came from. They
were being “pulled.” Only $5.00 had been paid down on them. I made up my mind
that nothing like that should ever happen at our place. Question: “Does the Vital worry
you any?” Answer: “We don’t pay any attention to the Vital. They are telling so
many lies. Their down payment is $10.00; if they can’t get $10.00 they will take $5.00.
They say that to replace our brush costs $6.00 and that our worm gear runs in oil.”

Question: “Do you mail a reccipt,for cach $1.50.” Answer: “For each individual
payment a receipt is sent. '‘Question:—“Do 'you-pay -salaries?” ' 'Answer: “We do not
have one salaried man in the organization. They are paid on strictly a commission basis
or the bonus plan. If the salesman has nine sales at the end of the week, all he has to
do is to sell one more machine and he gets an extra $5.00. Sometimes a salesman will
close sixteen sales a week but no more than $5.00 bonus is paid.”

CHAIRMAN

You have heard Mr. Haley’s opinion—now I should like to have an expression from
another distributor, Mr. Bert C. Evans of Flint, Michigan.

BERT C. EVANS

The Hoover) was selling for $3.75 down so I decided to try something: I sold
cleaners for $2.85 down and $5.00 a month. First month, I sold 29 cleaners and 9 came
back; I will sell for $8.85 from now on. Small down payment doesn’t get you anything.

CHAIRMAN

No doubt some of you would like to know'whether' smaller’' down- payments has in-
creased sales, also whether or not it has resulted in more cleaners being pulled because
of non-payment, and onec other thing, whether it has increased collection difficulties. I
am going to call on Mr. Frank P. Craig, of Mercer, Pennsylvania, to give us his opinion
in this matter.

Thirty-six

FRANK P. CRAIG

Mr. Haley of Pittsburg has covered the subject of high down payments

very thoroughly. A year ago when I started, I adhered strictly to the $10.00

- 9 down payment plan with a monthly payment of $7.00. At that time, I did

not have any weekly payments—strictly $10.00 down and $7.00 a month. I

) followed this system untill June. ' Somé_of’ thel salesmen complained—they

2 ‘/ were working in a coal territory and steel mill district and you know what

the conditions have Leen there. Furthermore they had to compete with the

Hoover. The Hoover was sclling at $5.00 down and $1.00 or $2.00 a week.

This necessitated my letting salesmen sell for $7.85 as an initial down pay-

ment. I think that was about the time Mr. Marandeau began to send out letters on the

Club Plan. I told my men to take $7.85 as a last resort but to close the deal, if possible,

for $10.00, as I still wanted to get $10.00 on each sale. As a result probably one-third

of the sales have been $7.85—mnot over one-third. For instance, last week, one salesman

made three sales—$8.85, $9.85 and $10.00; another five sales—two cash, one at $10.00

and onc at $7.85. Another salesman made three cash sales and four ten |dollar . sales,

Another man made two sales, one cash and one at $10.00. A few weeks before, one

salesman_had onc at $7.85, one cash ($29.85), two at $10.00 and one at $12.00. That

isabout'-the proportion of time and cash sales and represents the average down pay-

ment. No salaries are paid salesmen—all work on commission. I have not found it
necessary to “pull” a single machine that has been sold in my territory.

CHAIRMAN

You will agree with me that the most important part of your business is collecting
the money on your time sales. There is nothing more important; you may think that sell-
ing is of greater importance, because you must sell cleaners before there is anything to
collect, but, on the other hand, you might better not scll, and you certainly could not con-
tinue to scll, unless you paid for the cleaners you dispose of.

To get your collection system in such shape as to reduce your losses to the minimum
and insure you a steady inflow ‘of money'from your accounts, you must have as perfect
a collection system as you can devise.

With this thought in mind we have arranged to show you a system which, in our
opinion, is more complete and thorough than any other we have seen. The other day
I dropped into the Cleveland office and Mr. Richards started to explain his collection meth-
ods to me and I was so favorably impressed that I asked him to explain it to you and he
has agreed to do so. I take pleasure in presenting Mr. A. W. Richards of Cleveland.

A. W. RICHARDS

I told Bob of my collection system and after thinking it over carefully,
I came to the conclusion that it was not as much a credit to myself and the
rest of the office force as I at first thought.

A great deal of credit for our collections being in good shape is due
to the salesmen, and the care with which they sclect customers. We try to
impress on-cach, man the fact that he is as much our credit representative
as he is” our’salesman, and the results have been very good. The discounts
that we offer for payment in full prior to the termination of the contract
has considerable to do with this also.

When we first started we decided to centralize our collections. This meant that we
could not depend on service men—combination service and collection men—we must have
some sort of a mail system that would bring the money to our office. All of you know
the difficulty connected with this. It(is conipiratively  edsy! tosget peopleito promise to
do something if you keep after them. So after investigating several credit systems, par-
ticularly the installment furniture collection system—which are, by the way, the most
perfect collection systems ever worked out—I decided that it did not make much differ-
ence what you said to the customer, if you consistently followed them up, you would
eventually get your money.
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We realized the tremendous amount of correspondence necessary to take care of the
territory would be so expensive if handled in the ordinary way, that it would be un-
profitable. We started with a budget of $1.20 as a collection cost. In order to meet this
budget we went over a good many methods and finally came down to the Addressograph
as a solution of our problem, and with a series of form letters, based particularly on Mr,
Halcy’s letters with some changes, worked out a system_that!is” procuring the money' for
us. We are actually getting collections ahead of our expectations. If we expected $1,000
a month, the collections run from $1200 to $1500.00 a month. The Addressograph is here
and I shall be glad to explain my system to you.

(Mr. Richards explains system).

CHAIRMAN
Subject: SALES TO DEALERS
Mr. Bryan of St. Louis is selling a few dealers. I know the result of his experi-
ence, but am going to ask him to tell you whether or not he believes in sclling dealers and
whether it is profitable—Mr. Bill Bryan of St. Louis.

W. H. BRYAN

“I had difficulty in St. Louis in getting the VACUETTE before the
people without spending a lot of money. So many said they had not heard
of it that I decided to do something to put the VACUETTE before as many
people as I possibly could and I finally worked out this plan.

I sclected 50 of the representative stores in South St. Louis and took
it upon myself to sce how many of these I could sell, with the result that I
sold 35 of them; my plan was this—sell one clcaner (at $22.85) for a
window display or an additional one for-a-floor-demonstrator. "Fhey prom-
ised to prominently display the cleaner. I agreed to give him $3.50 on any
lead that he got and turned over to a salesman and to the salesman I gave $4.50. I
also agreed to deliver every cleaner he sold and demonstrate it in the homej in that way
I checked the price that they paid and made certain that the lady understood how to
use and take care of the cleaner.

Twelve out of these 35 dealers have made as much as 800% on their investment. It
has put the VACUETTE before lots of people. I do not believe in selling dealers except
for the reason that it places the VACUETTE before many more people than would other-
wise be the case.

The Roach Furniture Store displays the VACUETTE and sclls from 6 to 15
cleaners each month. We receive leads from them and work up a list of prospects;
these leads are turned over to salesmen in various territories and if he sclls them he gets
the $4:50.) W give the salesmanc$1.00 bonas on each sale made in his territory by the
dealer.  Whenever a salesman gocs by one of these stores he goes in and gets leads; on
these leads that he sells, he gets $4.50. I believe this works out well in connection with
house-to-house men.

You can also get some advertising through dealers. We have succeeded in placing
some of our literature in every collection letter that goes out of the Roach Furniture
Store.

I also agree that at the end of 90 days if any dealer is dissatisficd’ with-the propo-
sition I will take the cleaners off his hands. I do not allow the dealer to sell machines
outright. I explain to the customer that these dealers are a part of my organization
—no more no less—and I handle all of the sales and carry the time accounts. This
way I can keep in touch with the customer for leads, ete.

CrammaN

Good salesmanship means getting as much money on the down payment as possible.
Messrs. Scott and Fetzer and myself attended a sales convention in Rochester recently.
This meeting was the calmination of “a (twosmdnthis’ (cont¢st) and one of the outstanding
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features was the amount of money the prize winners secured; the ayerage cash per sale
received was high. Mr. Cooley of Rochester(cdn) give'you somé interesting facts on this
matter.

GILMAN COOLEY

I take it from what I hear that reducing the down payment has not
increased the volume and that it has increased delinquent accounts. There-
fore, you believe it is bad business and that one should adhere to the $10.00
down payment.

Here is what we are confronted with: You can prove anything with
statistics.  When asked to go over the down payment business, I looked
over our records and, taking our average weekly receipts and dividing these
by our sales, I found that our average receipts—taking time and cash to-
gether—is $11.71.

On every time'sale we add $22.00 to our outstanding accounts. We have a minimum
down payment of $5.00. In looking over the results we find that the amount of money
that we actually get on our sales is only $10.00, about double the minimum we accept. We
find that we get quite a few sales with $7.00 to $12.00. If we increased our minimum down
payment up to $10.00, our average down payment on all our sales would be about $20.00.

What we fellows must do is, make up our minds, and we have made up our minds—
that we are in the installment business. We are not trying to do a cash business. We ac-
cept cash orders, of course, but this cash business is only incidental to our business. This
is the frame of mind in which we approach this question; if we are in an installment busi-
ness, we have to set up the machinery to make an installment business profitable: We
have to collect the money; if you are selling goods on the installmént,plan, the ided is-to
move the goods, (sell machines) and sell the customers the idea of paying for it after the
sale is made. Sell the article first. Out of 100 machines we sell we get two back, the con-
ditions of payment on these machines ranging from a minimum of $5.00 on up; but we
figure that the volume of business that we get as a result of making it easy for the cus-
tomer to purchase, more than compensates us for any small amount we lose by having to
take back an occasional machine.

There has been quite a bit of discussion about getting machines back. In our ex-
perience of about two years, there has come direct to the attention of the home office one
case where a machine was hard to get; but we got it. You have to use a little ingenuity
in these cases. We had one of our salesmen keep watch on the house and when the
woman went out, he stepped up and informed the party who came to the door that he
came, in answer to a call, to take the machine to the office to be repaired. The machine
was handed to him and he took it down to the office. That is a case of getting the ma-
chine by force. To our mind, we are a great deal better off than if we went to court to
get it.

One other important thing: Before I plunged into this business, I looked around to
sce what other fellows were doing: Culley was my friend, and I went in with him. Ralph
and I went down to Binghamton and Hover and O’Brien spent the day with us and gave
us some good ideas, and it was their faith in what they were doing—that satisfied us that
this business could be made just as big as one’s cnergy and ambition would make it; we
owe a debt of gratitude to these fellows, and if anything happéns whercby|we may seém
ungrateful for the start that we got, I want them to know exactly how we feel—
we may make mistakes; the only way we can pay that debt is by giving to you other
fellows what measure of enthusiasm and knowledge we may be able to impart. If there
is anything we have that you think you can use, ask us, and in that way we will spread
some good through the whole bunch.

CHAIRMAN

We have heard from two men on the subject of high and low down payments. We
are absolutely ncutral on this proposition. What we want to learn is—whether we can
sell just as many machines at a high,ias ata low down payment and if we cannot then
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we had better adopt a low down payment policy. If it increases volume to such an ex-
tent that it makes up for any losses that may be sustained, it is advisable to sell on low
terms.

We have a new man in the organization. This gentleman that I am referring to
has been with the United Electric Company—who are the manufacturers of the Ohio-
Tuec—for nine years, and his opinion should be very valuable. Ie has adopted a low
down payment.—Mr. Mitchell of Philadelphia.

DON C. MITCHELL

I received a letter, two or three days before I left Philadelphia, from
Mr. Marandeau, in which he asked me to sclect as my subject for a short
JUEEN talk the matter of low down payments.

A J Recently I called some of my managers and salesmen together to find

out what percent of business they had called on and lost. We discussed low

4 down payments. It is a fact that low down payments increase, by a small

percentage, the loss, but it increases the wolume. We discussed the matter

of accepting $2.50 as the initial down payment and jthen $5:00 a month;

The men themselves suggested that so low a down payment would not

help but would attract a class of business that would not benefit them to any great

extent.  This attitude on their part was perhaps due to the fact that these men are paid

their commission when and if collected by us. If any sale made by them doesn’t bring

at least $10.00—$3.00 of the commission is charged back to them to help cover the cost of
re-building the machine. Our average down payment today is $11.00.

The successful merchandising of any high grade specialty depends upon volume and
overhead. Volume can be produced in two ways: First, by publicity and intelligent fol-
low-up ; sccond, by making the terms of sale so attractive as to be within the reach of any
reasonable prospect, and yet not so low as to tempt the less careful salesman to close un-
desirable sales. Just what the amount of the required initial down payment and subsc-
quent instalments should be, will be affected somewhat by the terms offered by others mar-
keting like specialtics.

It is important that the salesmen be placed in a position to close the maximum num-
ber of prospects with the minimum of calls. It frequently happens, that after a successful
demonstration, the salesman is met with the statement by the prospect that he or she is
not in a position to buy at present. "This is due solely to the fact that the full amount of
the down payment required is not conveniently at hand, although this may not be willing-
ly admitted. There are few housckeepers, who may be considered desirable accounts, who
cannot make a down payment of $5.00, and be able to continuously meet an obligation of
$1.00 per week, or $5.00 a month.

In many cases our salesmen, even when forced to quote our minimum allowable down
payment of $5.00—$1.00 per week—in order to avoid-thé loss . of the salé, or-allow. them-
selves to-be put off, place the sale “on ice”; that is, accept’ what ‘the ‘prospective customer
can “spare”—$1.00 if necessary—sign the lease and leave the machine but pocket the lease
with the $1.00, or whatever the amount, arranging to call at the time fixed by the pros-
pect for the balance of the down payment, at which time he delivers the customer’s copy
of the lease and “turns in the sale”, with the full down payment required. The purpose
of this is manifest, it enables the salesman to close leases which otherwise might be lost.

We instruct these men that when they have sold the prospect on the machine, that
then is the time to close—on some basis. Take something—get something—get the sig-
nature on the dotted line and the machine in the possession of the purchaser. We have
lost but one sale by doing this, and then the money was returned for reasons purely per-
sonal,

Our records indicate that about 33.6% of all sales are closed on the minimum basis.
The men advise us that, in their judgment, these sales would otherwise be lost and it
therefore, follows that the volume of our business is correspondingly increased.

As an illustration, about two years ago during a strike in Philadelphia a striker,
having some capital and incidentally some brains, purchased VACUETTES for cash and
TForly

resold them to his friends and others at the rate of from 2 to 4 every day he worked. He
sold these machines as low as 50 cents down and 50 cents per week.  This man (Mr.
Pfefferle) informed Mr. Senser recently that he collected every nickel of the installments
without difficulty when due. Ie made money.

These terms are not advertised Lut are quoted only when it becomes necessary, in the
judgnicnt of the salesman,toclose the sale. Our initial payment on all sales during the
first two weeks of August averaged $11.68. We, of course, get $34.85 on the face of the
contract—having changed our lease forms to conform to the new order—the difference
of $2.00 being sufficient to take care of the extra bookkeeping and collection expense in-
volved. The discounts, if paid within the time limit, are noted on the face of the con-
tract.

When the lease indicates a payment of $1.00 per week, statements are sent to the
customer every other week, and we have found from expericnce that we have fewer delin-
quents than when the higher weekly or monthly payments were required. It is easier for
the average housewife to pay $1.00 a week or$2.00, evéry, other-week-than-to, pay, $5.00
per month, and it is casier to pay $5.00 per month than it'is’to-pay $6.50 or more. The
extra expense of collecting the small payment is negligible and involves but little more
labor on the books while the cost of financing increases approximately 80 cents per lease.

A bad sale is a bad sale, regardless of the amount of the down payment or.the month-
ly installment. We have some accounts opened at $7.85 with installments of-$6.50 per
month that are actually paying at the rate of 25 cents and 50 cents per call of the col-
lector. Fortunately this sort is in the minority.

We pay our salesmen the regular commission, payable, when and if same is col-
lected from the customer. The salesman is charged back $3.00 as part payment for plac-
ing the machine in repairs if it is “pulled” for non-payment, and not more than $10.00
has been paid towards the purchase price. It is incumktent upon the salesman to use rea-
sonable care in_themaking of sales at these minimum terms.

It-scems to be unwise and poor logic to stick to higher terms than offered by oth-
ers marketing a similar line of merchandise, solely upon the basis of class and quality when
it is possible to increase this volume of business from 80% to 40% with very little extra
cffort and at such low comparative increase in cost, and especially is this true when mer-
chandise of all kinds is being handled by the house-to-house method. Salesmen must
make money with you, gentlemen, or they will be attracted elsewhere, and there is no bet-
ter means of insuring his success, and yours, and his permancncy, than to put it within
his power to meet almost any situation or condition of the prospect’s finances, and to
place her on that ever-growing list of VACUETTE enthusiasts.

CHAIRMAN
_ We have a subject to discuss that usually reccives but little consideration. I am not
quite sure what the nature of the discussion should be; the subject in question applies to

“Future Orders” and I am going to ask the man who suggested /it to explain it ta you.
Mr. E. P. Martz of Los Angeles.

15. P. MARTZ
There is no argament which we run against that is more difficult to
overcome than “A little later.” We know that in order to conclude a sale,
in" order to | get<it, focus/it)down to a particular point, that the matter of
finances must be disposed of.

—
-y 5 v oo .
ﬁ\& ) Future order business has teen a source of irritation to me ever since

I started sclling vacuum cleaners—about six years ago. The only time I

cver use the future order is when I get down to the closing point and cannot

close, but feel the cleaner is sold. When one reaches the point where it is a

matter of getting the $7.00 or $10.00 down and it simply cannot be secured,
there is but one resort—the future order. In taking these orders my plan has been to
get a definite date and make a strict memorandum of it then on the morning of the
appointed day, deliver the machine.
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A young fellow who was physical instructor in a high school at Redondo came to me
about the first of last December and wanted a job. I asked if he would go-to work as a
salesman. e said “sure”. He went out of the office with three machines after signing
his bond application. I did not hear anything of him for six days so I got busy on
the telephone.

In he came with his grand-father. They asked me how much they could buy these
machines for and I told them. On the 15th day of December they ordered 16 machines.
About the 27th or 28th they came back eager to take on the proposition permanently.
For-those men, working as salesmen, had taken future orders for machines t6 try out.the
proposition, and went out and dclivered 100%, or, 16 machines. After” doing this we
took them on as sub-distributors. We get orders from them regularly.

When asked how they were doing it they replied, “Selling every machine we possi-
bly can on the first call, taking future orders, when this is not possible”.  "Their state-
ment to the customer when taking future orders as a'last resort is as follows: “Our ter-
ritory is entirely determined by the amount of machines we sell; that is, we must sell a
certain number in order to retain the territory. These machines, Mrs. B , will be
here by the 28th of the month—(presuming an order was taken for the 1st). Will it
be all right when I come around on the 1st? You|will take the machine?”. This being
agreed upon the interview is ended.

Around the 22nd or 23rd, they write the customer a post card as follows: Mrs,
B We are glad to tell you that the shipment of VACUETTES is a little early in
arriving—we now have your machine on hand. If you wish we will deliver it before the
date ordered; just drop us a line or phone—otherwise you may expect us on the 1st of
the month as we originally agreed”. This resulted in the delivery of 85% of machines be-
fore date previously agreed upon. To the other 65% this serves as a notice six or seven
days in adyvance of date that the machine is to be delivered. As a result they are pre-
pared with the money and delivery of 90% of all orders is made.

If this plan is to be successful the cards must be written in longhand by the sales-
man. Without this persopal touch the effect is lost. If anyone else in the organization
has_made a-delivény|of90% of, their future orders, I will be glad to hear how they did it.

Cuammax

Mr. Martz has given us information that is really invaluable; this matter of future
orders has always been an unpleasant one to contend with, as future orders seldom ma-
terialize into sales and this tends to discourage the salesman and especially new salesmen.
Be sure to remember Mr. Martz’s idea on this matter.

(Supplementary remarks by Mr. Cooley.)

We have been troubled with the very thing that Mr, Martz mentioned ; we send out
notices now, but we have not followed the exact idea he ‘has advanced. ' We-knew some-
thing was wrong with our system but had-not béen able to-decide what it was. We cer-
tainly appreciate the information we received'on' this subject from Mr. Martz.

CHamyax
Subject— TIME PRICE OF $34.85

We have a very important thing that we wish to discuss that we personally advocate.
We have watched the result of Rochester, Cleveland and Philadelphia who have univer-
sally adopted a pricerof $34.85 on time sales. From the information we have gained we
know that the idea is a good one. Mr. Culley, of Rochester, will tell you about their ex-
perience with this price.

RALPII II. CULLEY
Mr. Cooley said that we believe this business is essentially an installment business
—that the cash business is incidental, and for that reason, probably, we have felt that
the $34.85 price is the price.  We have always used it in the larger cities and are now
using it everywhere,  'We have raised the price to this figure in order to cover the ex-
penses of doing an installment business, That does not mean to say we get that price.

Forty-two

We give big discounts. We are trying to make that price an aid to our collection system.
In other words, we sell the machine and then we harp on the large discount. We give,
for paying the balance, our 30-day price of $30.45 or a discount of $4.40. We are cer-
tain that this discount means a lot to the housewife. We did not arrive at this price by
guess work but by studying our collection costs for carrying an account for thirty days.

A woman who has a machine for thirty days should not be allowed to pay the same
price as the woman who pays cash. What we mean by a cash sale is to get $29.85 on
delivery. Have your salesmen put it right up to the customer.

So we talk about the $4.40 discount-for| payment in full-in 30-dayss-eur price for
60 days is $31.85; for 90 days it is $32.857 for five months’$34.85." We do not put this
in the contract, but just thought of using it in our collection letters. Encourage full pay-
ment. It is very important that we do everything to save the salesman’s time and our
contract is drawn with that object in view.

In analyzing our business we have found we have 30% cash sales at the present time;
12%, 30 days sales, and 5%, 90 days sales; the balance runs from 4 to 5 months.

The net price to us will decrease and the 30 day sales will increase as we perfect our
system.

Y Mr. Richards’ talk was particularly interesting to me. I am going to say that we
are probably weakest on our collection system than en-anything else;, yet; the very-fact
that we know of this weakness is a good indication.

I might say, for your information, that the first three weeks in August we had an
average of 1189 accounts—collected $5210.33, or an average of $1.441% per week per
cleaner. Our contract calls for $1.50 per weck; this is not quite up to the mark right
now but we are going to put it above the minimum before long.

Wesbelieye, il discounting .our leases because it is a legitimate business. We are
selling VACUETTES and-letting the other fellow get his money by discounting our
paper. Along that line we do business with the U. S. Credit Corporation of Utica. We
started them in the business, and they like it very much. We place an arbitrary value
on our contracts of $28.00. We get an average payment of $5.00 on time paper. The
finance company advances T5% at 8% for 8 months, ($21.00 less 63¢ or $20.37). We
pay in 13 equal installments. TFor instance, take 100 contracts and we get $2100.00.
We pay $2100.00 in cqual installments for 13 wecks. We have the money for our use.

I believe in people, and T think that you have got to make your salesmen as respon-
sible as branch managers. If you insist on your salesmen being gentlemen—they will
command respect; I am going to tell you that in our business our percentage of bad ac-
counts—(and we have no perfect collecting system)—is small; I believe the reason for it
is that we have gentlemen selling the machine,-and “the- people-have -to-be Iady-like and
gentlemanly-like to them.

What we want is volume, and what the factory wants is volume and people are will-
ing to pay for service.

I would like to know what you fellows are doing through the year, and we are will-
ing and will be glad to put you on our mailing list, and would like to be put on yours.
We send out lots of stuff—or “bull” if you want to call it that—and once in a while we
send out something that contains an idea. If you will write to us and give us your name
and address, we will be glad to sce that vou are put on our mailing list. It has been said
that the best extemporancous talks are those given the longest preparation. One must
spend lots of time preparing to sell VACUETTES, and we are willing to spend more time
to read whatever you send us and we really want to hear from you.

CHaARMAN

I think Mr. Culley made a wonderful suggestion when he offered to put you on his
mailing list. T think all of you ought to be interested in cach other and be glad to know
what cach other is doing. That was what we had in mind when we started to issue the
Sales Bulletin. If you will take advantage of Mr. Culley’s suggestion, T am sure it will
be a great help to all of you.
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On this $34.85 question, it is rather difficult to cover the subject in a few minutes.
I would like to ask for a rising vote of those who are in favor of it. As far as we are
concerned the only thing we have in mind is to help you fellows make more money. We
know it costs a lot to carry accounts and we advocate the $34.85 price because we know
it will save you some money. We have given it a great deal of thought—have put it in
cffect in one of our own branches=—and ‘we. are ‘going tooput.it_in effect in Chicago and
Los Angeles. We think it is a good thing, and remember we have given the subject very
carcful thought. All those who are not in favor of the $£34.85 price please stand up
(nine stood). Home Labor-Savers and Binghamton are right next to each other—but if
Binghamton prefers not to adopt that price, we do not want to be arbitrary about it;
at the same time, we would like to have it universally adopted. Is there any good reason
why you are not in favor of it? Mr. Haley, won’t you tell us your reason for not lik-
ing it?

Mr. Haley: “For the reason that I have enough trouble with the discount—it
complicates matters—too much argument—makes bad feeling.”

Mr.  Cooley : ¥We have not had any trouble for the rcason that the only price we
ever quoted on VACUETTES was $34.85.  If machines are paid for in 90 days we allow
a discount of $2.00—in thirty days a discount of $4.40.”

Mr. Richards: “We think it is the biggest step we have made in the past year. It
is one of the many good things I got out of my trip to Rochester. We are for it 100%.”

The meeting adjourned at 6:45 p. m.
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FACTS ABOUT THE KIRBY ESTATE

NE of the outstanding features of the convention was the day spent at James B.
Kirby’s farm at West Richfield. Situated twenty miles from Cleveland at un alti-
tude of about 1150 fect, or 500 feet above the city of Cleveland, the house itsclf

scems to nestle among the hills surrounding it on every side. An artificial lake more than
1,000 fect long, and in places 500 fcet 'wide (cnhances. the natural beauty of the sur-
roundings.

There are some especially interesting facts concerning the building of this lake. To
begin with it is fed by six fresh water springs, which issue from solid rock in various
parts of the estate, draining to the lake for the most part over limestone formation. The
water as it comes into the lake is at an approximate temperature of 58° F. An inflow
of 50 cubic feet per minute is the volume of water coming into the lake, although this
amount of water does not discharge over the dam. This is accounted for by the fact that
a water turbine-generator is used for several hours every night, thus reducing the volume
of water, in the lake to such a degree that the hourly input just about compensates for the
loss_of water used) in the turbine, thus keeping the level aboub constant.| [In(addition ‘to
the water turbine-generator, which is now in use, Mr. Kirby has recently built a water
wheel, more for artistic purposes than for any specific use, but he has experimented with
this wheel and believes that it is capable of gencrating about 80 H. P. The turbine gen-
erates 12 H. P. and operates a 9 KW generator with a capacity of 250 40 watt lamps.

When the lake was first built and after the water had been turned into it for about
three days, a very bad rain storm occurred and convinced Mr. Kirby that unless some
steps were taken to protect the lake from sediment and debris which accumulated from
the natural watershed, it would not be long until the lake would fill up and moreover, the
water never would be clear. To prevent this, he laid an 18-inch sewer the whole length
of the lake with the discharge end coming out beneath the dam. and onthe three stréams
which fed the lake at the upper end a protecting dam was built that would hold back all
surface flood water. Into this supplementary dam the 18-inch sewer pipe was connected
with a trap. If, during a heavy rain storm, a greater volume of water descended the
stream than could be taken care of by the 6-inch pipe, which was sufficiently large to
carry the natural flow of water during dry periods, the excess water would back up and
pour over the supplenientary|dam and into the 18<inch sewer pipe leading directly through
the bottom of the lake and under the main dam at the mill-house. This idea was a new
one and was accordingly patented by Mr. Kirby at the patent office in Washington. Tt
is interesting to know that Ohio State Engineers have been conducting an examination of
this installation at the Kirby farm with an idea of using the same principle in the con-
struction of a natural reservoir which is under contemplation on the Chagrin River.
Through this idea Mr. Kirby has been able to keep his lake free of the accumulation
from the watershed and the lake is always clear and free of pollution.

The low temperature of the lake makes it ideal for the great number of small mouth
bass which have been planted during the last three years. More than 75,000 fish were
stocked into the lake and this number included small mouth bass, blue gills and a few
catfish. The average depth of this body of water is eight feet; ifi_places reaching a max-
imum of twenty feet. The retaining dam at the mill-house is concrete and is 22 feet
high. The mill-house in which the dance was held the night of the picnic will be made into
an experimental laboratory where Mr. Kirby expects to carry on his work.

The estate comprising 195 acres of ground, has about 145 acres wild and 50 acres
under cultivation. Contrary to the usual procedure of clearing land and putting it un-
der cultivation Mr. Kirby is reducing the cultivated area just as rapidly as possible and
supplanting it with hardwood trees and natural wild growth in order to make out of his
estate as much of a natural game preserve as possih]c. Already there are fox, coon,
mink. pheasant and quail on the place and just as soon as the opportunity presents itself
Mr. Kirby expects to start raising foxes for their fur, hoping eventually to raise pure
white fox as well as the pure black.
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The house itself, or perhaps better we should say, the home (for it certainly is just
that) is built somewhat on the Swiss chalet style, with the overhanging gables and a
deep veranda. The house has ten rooms and every convenience found in any city dwell-
ing. It has in addition to the usual home facilities a number of features, one of which
is that all faucet water is gravity fed from a soft spring, which was found issuing from
the rocks a considerable distance from the house. This spring was piped into the house.
Electric light, of course, is supplied by the Kirby generator plant, and in the case of a
break down of the turbine an auxiliary unit is ready to be turned on any time. The aux-
iliary unit is a Kohler gasoline driven sclf-contained generator type delivering about 6
H. P., which is sufficient to produce current ample for the house and grounds.

The work that is in contemplation is so extensive that it would require too great an
amount of space to even outline briefly the salient features. The building of woodland
drives, commencing at the house and extending around, the-lakecand through the woods
at the end of the lake; the building of two more lakes with a connecting stream which
will be stocked with brook trout, and the erection of a rustic cottage with every con-
venience installed in it at the head of the laké Jin| @ (commanding position(on a little
knoll, giving a full view of the lake for its entire length, are just a few of the many
beautiful improvements that will be made at this delightful spot.

Time did not permit,any of us to tramp over much of the grounds. To have done
so, giving each 'spot only'a 'passing glance would have taken several hours, but some of
the views which are included in this book will serve to show you just a few of the places
of great natural beauty which may be found on the Kirby farm.
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Present at the Second Annual Convention

ALLeN, P. C,, Muss........ Columbus, O.
BarzerL, . A., Mr.....Rochester, N, Y.
Bearry, J. Hoy Mr....... Davenport, Ia.
Berasso, I 1%y Mer......... Chicago, Ill.

BravpLEY, GLENN, Mzr. AND MRgs..... .
........................ Toledo, O.
Brices, W. A., Mr. AND Mnzs o
..................... Scranton, Pa.
Bryan, W, H,, Mr....... St. Louis, Mo,
Burcan, 1. K., Mg....... Detroit, Mich.
Burcan, Bearrice, Miss. . Detroit, Mich.
CarpweLr, C. K., Mr. AND Mgs.......
.................. Lock Haven, Pa.
CampseLL, C. R., Mr...South Bend, Ind.
CooLey, GiLmaN, Mr. AND Mzs.......
................... Rochester, N. Y.
Craig, F. P., Mr. AnND Mags.. . Mercer, Pa.
Currey, R, H.,; Mr. AND Mgrs........
................... Rochester, N. Y.
Dirrmar, J. S,y M. ... ... Chicago, Ill.
Doop, G. L., MR......... Detroit, Mich.
Dorais, Cuas. E., Mr.. . .Spokane, Wash.
Evans, BerT C.; Mz, AND Mgrs. (.00
....................... Flint, Mich.
Fera~xp, R. F., Mg....... Phoenix, Ariz.
Fisuer, N., Mzr. aANp Mags.. .Cleveland, O.
Fowyrer, A. E., Mg....... New York City
SFOWLER; MRo:isi ivivs aveis o6 Cleveland, O.
Freep, O. R, Mg....... Rochester, N. Y.
Fry~wN, Frank, Mr...Binghamton, N. Y.
GARDNER, Isaac, Mr. AND Mgrs.......
................. New Haven, Conn.
GerTiNGgs, M. T., Mg....... Chicago, Il
Haecexer, C. F., Me........ Chicago, IlL
HavLey, O. C., Mr. AND Mgs..........
..................... Pittsburg, Pa.
Hanmivron, W, D., Mr.. .Rochester, N. Y.
HaMmyonDp, MRr. AND Mgs.. .. .Mercer, Pa.
HanvroN, RicHARD, MR.. ... .........
................. Binghamton, N. Y.
HarrineTon, H. D., Mr.Rochester, N. Y.
HudREN, MRoiiioe ssuiers scase e Cleveland, O.
HoexksTrA, JERALD, MR. AND MES,. .
.................. Kalamazoo, Mich.
Hocan, Was. T., Mg.. . Binghamton, N. Y.
*Horxins, Mzs. F. H.....Buffalo, N. Y.
Hover, Jess C., Mr. . .Binghamton, N. Y.
Hutcuixs, C. R., Mr. .Jersey City, N. J.
Kerrx, R. C., Mr. AND Mgrs.........
................... Harrisburg, Pa.
*KErR, MRS............ St. Paul, Minn.
LirrLerierp, W. C., MR.. . ..onn....
................. Binghamton, N. Y.
Liseerey; C.oH: . ovon o Gowrie, Iowa
Martz, E. P., Mz..". . .Los Angeles, Calif.
McCreLLeN, Myra, Miss. . . Cleveland, O.

Morax, W. F........ Binghamton, N. Y.
A\EITCIIELL, Dox C., Mr..Philadelphia, Pa.
Nervig, H. W, Mr......... Chicago, 111,

O'Briex, Jos., Mr.. . .Binghamton, N. Y.

A

O’BrieN, Joun L, Me....oovvuennn.
........ «vvse....Binghamton, N. Y.
Pressis, ALBerT L., Mz...New York City
Porx, Cuas. L., Mz.. . .Jacksonville, Fla.
*ReNk, Mr. AND Mns. .. .Richmond, Ind.

Ricuarnps, A, W., Mg, axp Mns......
...................... Cleveland, O.
Rrirrer, J. H., Mr. AND Mgs.........
..................... Allentown, Pa.
Rrrrer, THeo, J., Mr. AND Mgs.......
..................... Allentown, Pa.
Ronison, W,, Mg....... Providence, R. 1.
Rocan, Joux~ J., Mr. . Binghamton, N. Y.
Scort, F. J.,, MB......... Cincinnati, O.

Scuerz, WarNer, Mz. . ..Davenport, Ia.
SHOEMAKER;, JOHN-Cry Mie AND MRS, . «
....................... Dayton, O:
Suvre, H. J., M. axp Mgs.........
.................. Wheeling, W. Va.
StevensoN, A. W., Mz. .Rochester, N. Y.
Stowk, G. C., M. AND MRS..........
................... Rochester, N. Y.
StrAHL, J. W., MEe....... Cincinnati, O.
StuLr, P. M., Me.......... Chicago, Il
Tavror, N. I., Mr. AND Mgs.. . Toledo, O.
Teper, J. E., Mr. AND MRes.........
................... Rochester, N. Y.
WiLkinsoN, J. LEg, Mr. AND Mgs.. ...
................. Washington, D. C.
WiLey, F. L., Mz....Binghamton, N. Y.
Woop, C. B, M=z...... Watertown, N. Y.
*Guests.
FACTORY, REPRESENTATIVES
ExecuTivE DEPARTMENT
Mr. and Mrs. George H. Scott
Mr. Carl S. Fetzer
Mr. James Clarke
Mr. A. V. Cannon
Mr. Wayne C. Jones
SALES DEPARTMENT
Mr. and Mrs. R. C. Marandeau
Mr. and Mrs. Myron D. Miller
Mriand Mrs!i L. W. Brownrigg
Mr. Ralph H. Jones
Mrs. H. P. Kirke
Mrs. L. C. Crane
AvupiTiNG DEPARTMENT
Mr. and Mrs. George Metzger
Mr. Claude Harding
PurcHASING DEPARTMENT
Mr. and Mrs. Herbert Williams
Mr. Herbert Grundman
FacTory
Mr. and Mrs. Lloyd Pardee
Mr. and Mrs. Carl Buckholz
Mr. and Mrs. J. C. Young
Mr. and Mrs. A. E. Williams
Mr. and Mrs. George H. Fetzer
Mr. R. V. Smith
Mr. Charles A. Westcott




Ten Things I Learned at the Convention

1. That we should strive to grow away from the policy of selling dealers because
A. They are not OUR MEN
1. VACUETTES do not scll from shelves.
2. VACUETTES are best sold by specialists; dealers are not

specialists.
8. VACUETTLS occasionally nced service; dealers are neither
cquipped nor want to give service.

B. They are not OUR GOODS.
They become the property of somcone (the dealer) who does not
have enough of the ideal about the VACULETTL that manufacturer
and distributor have.

C. They are not sold at OUR PRICES.
(‘Dhe_goods belongito the dealer.  IHe can sell them for what he
wishes.)
(By authority of St. Louis and Los Angeles.)

1I. That Down Payments on Time Sales Must Not Be 7’00 HIGH NOR T 00 LOW.
In the last analysis it is an individual matter between salesman and customer and
as the distributor works only on averages, he is taken care of. "The amount of
down payment depends in great measure upon the perfection of our collection
system! | The better the system, the lower the down payment can be and vice versa.
Qur aim should be to perfect our collection system so that we can serve a greater
number of women by including those who have less money for down payment.

(By authority of Philadelphia and Rochester.)
I11. That $34.85 is a better price, particularly with substantial discounts, because
A. It cnables us to serve more people by allowing smaller down payments and
longer terms.
B. The substantial discounts are an important aid to collection.
C. It gives a proper margin to do the kind of business we are in (essentially
installment business).
( By authonity-of Rochester and Cleveland.)

IV. That a proper collection system is all-fired important and this system must afford
the opportunity to pay and pay periodically. Resort to legal methods is blowing on
the wrong end of the horn. We can blow on the right end by improving our sales-
men in character and training; that the customer will RESPOND if he is dealt
with by a GENTLEMAN and that GENTLEMAN has properly sold the cus-
tomer on paying SO MUCH SO OFTEN.

(By authority of Cleveland.)
V. That in Seclling

A. One of the surest ways to get PROSPECTS and PURCHASERS is to
Ring (the Dadr) Bell—ring la lot—+Iright in a row, on every street in every
town or city in our territory.

B. The house-to-house method is still a pioneer method and it is a very cor-
rect method.

C. We can turn prospects into purchasers by writing a letter of thanks for
a verbal order, machine to be dclivered on a definite subsequent date and
the big point is to write a sccond letter a few days before delivery tell-
ing prospect that the machine is ready for delivery.

(By authority of Martz of Los Angeles.)

VI. That when we get a salesman (?) he is just a MAN.

Our job is to show him how to satisfy his ambition and yearning to express

himself and to do that by serving housewives with VACUETTES ; also to show

him the big reward in it financially and otherwise; and further, to show him

that his associations in our organization will be the best and will satisfy him.
(Authority of Binghamton and Rochester.)
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VII. That good offices, furnished with good cquipment, including good stenographers
attract better and better men as salesmen.
(Authority of John O’Brien of Binghamton.)

VIII. That our organization will attract the same kind of men that we are and that we al-
ready have in our organization. Our aim should always be to improve ourselves
and our organization,

(By authority of Rochester.)

IX.' ‘That two men working together as distributors must be better than one alone be-
cause the distributors crowding the top rung of the ladder are all two-men com-
binations. They get from each other.

(By author of our Eyes and our Ears.)

X. That the Opportunities in this business are limited only by OUR Vision. They
are bigger than we can really comprehend.— Our aim-should-be-to seize them.
(By authority of our Sixth Sense.)

“By a DistrisuTor.”
P. S. That The Scott & Fetzer Co. are the best people in the world with whom we
could be associated. There may be some as good but we don’t know about them, so there
arc none as good to us.

Heard . at .the Convention

It is our one aim and desire to make this organization so wonderful a one to be in
that every city will know about it and be proud to have one of its representatives.
G. H. Scorr.

We are fully aware that your welfare is as important to us as it is to you, thus
making the closest co-operation between us both wise and necessary.
C. S. FeTzEr.

You-cannot give a man “pep” and give him nothing else. He must have the proper
instruments with which to work—we try to give him those instruments: Service to the
customer and service to him.

When a man starts into a business he has nothing to begin with except what is in
himself; I term that something an ideal. R. H. CuLLEY.

The VACUETTE is not a national but an international product.
L. W. BROWNRIGG.

If T want a thing badly enough, if T am willing to-work hard enough to get it, if
it is right that I should have it—T’ll get it. Jos. H. O’Brie~.

We cannot guarantee that a VACUETTE house organ would be the best of its kind
in the field but we will guarantee that it would be exactly what each of you distributors
help to make it. Myrox D. MiLLER.,

We are building a temple—and we are now laying the foundation.
E. A. Barzerr.

Fifty-one




You can succeed only in proportion to the success of your salesmen.
R. C. MaraNDEAU,

I don’t believe there is an article made which is more useful or more necessary than

the VACUETTE. James B. Kirny.

I believe, it is the birthright of every American to work for whom he pleases, when
hd pleases' and for(as/much or as little as he pleases. I do not believe that it is constitu-
tional for any man or group of men to gainsay him in this heritage.

A. V. Caxxox, Director.

There is a sound principle guiding the destiny of The Scott & Fetzer Co., it is the
principle of serving others and in giving, not money or things but the giving of a service
to fellow creatures. This is the-true measure of success.

Way~e C. Jongs, Director.

Profit cannot be the basis of any business, it must be service to others.
R. H. CuLLEY.

Being human we are fallible—being in earnest we are in a measure successful. To
how great a degree is largely problematical but we hope at least to that extent whercby
the, title is- justified—the Service Department. Raven H. JoNEs.

We are concluding the most successful convention I have ever attended. We are
saying goodbye for just a year, a year which I hope will be replete with success, achieve-
ment and a realization of all the high ideals and plans which have been discussed during
the past two days. Be assured that we at the factory stand ready to help you and to
co-operate with you upon every occasion. You cannot succeed without us nor can we
reach our goal without you—we must do it together. The latch string is always out.

R. C. MARANDEAU.

What They Have Written Us

I was deeply impressed=—I{am proud to bélong torthe VACUETE “family.”
Do~ C. MitcueLy, Philadelphia, Pa.

My co-partner (Mrs. Wilkinson) and I cannot find words to express to you our
appreciation, our satisfaction and the benefit we received.
J. Lee Wirxinson, Washington, D. C.

I am very happy to have had the opportunity to go to Cleveland. It was of the
greatest benefit to me in every way. E. A. Barzerr, Rochester, N. Y.

The convention will ever hold a paramount place in my life’s events. I have come
back [to|work fired with the determination to be satisfied with no mean measure of suc-
cess. W. D. HamirtoN, Oswego, N. Y.

Fifty-two

I enjoyed every minute of the time spent with you. I have gained a great deal. I
pledge to you my loyal support. A. W, Stevexsoxn, Canadaigua, N. Y.

The concrete information which I received at the convention will be of inestimable
value to me in my work from now on. Just watch us co-operate with you whenever you
call on us. O. R. Freep, Jamestown, N. Y.

We wish to thank you most whole heartedly for the many courtesies which were ex-
tended to our representative at the convention. She (Miss Allen) brought back a vivid
picture of all that transpired. Thank you!

Miss J. M. Beever, Columbus, Ohio.

I want to compliment you all on the wonderful way in which this year’s convention
was handled. I think that it was the finest I ever attended.
Jon~ C. SuoeEMaxERr, Dayton, Ohio.

The splendid team work of the Scott & Fetzer Company should be correspondingly
inspirational to all the distributors who attended the convention.
J. H. Rirter, Allentown, Pa.

The convention was the biggest and best thing that has happened since I’ve been in
the VACUETTE “Family.” Miss P. C. ALLEN, Columbus, Ohio.

I wish to express my heartfelt appreciation.
H. D. HarrINGTON, Geneva, New York.

The convention was so much more than I anticipated. We have a feeling that we
shall go further and work harder than we have ever done before.
A. E. Fowrer, New York City.

I feel that I have been immeasurably benefited by the discussions and by the mani-
festations of that spirit of helpfulness and fellowship shown by all the distributors. We
do feel proud to belong. Raymoxp Kerrx, Harrisburg, Pa.

We learned a lot—we thank you. Call on Toledo for any co-operation they can
give. N. I. Tayvror, Toledo, Ohio.

It was certainly a revelation to me to sce the fine upstanding fighters you have en-
listed in the organization—I can well believe you when you say you feel “Rich in men.”
J. S. DitT™MaRr, Chicago.

A seven thousand-mile trip (round trip) to attend the convention was worth a dollar
a mile in the good that the two days did me. It was an inspiration from start to finish
and I want to thank you again—and again. E. P. MarTz, Los Angeles.

The Chicago delegation has returned fired with the determination to eclipse all pre-
vious records. The fighting spirit of the boys is at fever heat and their enthusiasm is
due to the wonderful spirit displayed by everyone at the convention. It was a treat to
have been there. We all thank you for the opportunity extended to us.

M. T. GerTings, Chicago.

We had a splendid time; glad we went. Troxas E. Burcaxn, Detroit.
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I want you to feel that we are with you, 100% strong.
Avpert L. Pressis, New York City.

It would be foolish to attempt to put into words all that we feel and think. The
convention was worth to us as an organization far more than you realize. We expect to
prove it to you. Giyan Coorey, Rochester, N. Y.

We are all sorry that our good time is over * * * the regret in leaving is only
counter-balanced by the anticipation of applying the knowledge I gained.

When your father addressed us at the banquet “Mr. Chairman—and Friends” he
got to me the full meaning of that word in a way that I never sensed before.  Anyone
with such superlative kindliness shining forth in his face and who can say “Friends” and
have it bring the meaning that it brought to me can’t have a dub of a son—so that must
be your excuse for being a pretty decent sort of a fellow.

Letter from R. II. Currey to R. II. JoxEs.

® * * T1came

The convention has been of the greatest possible benefit to me.
away fired with a new enthusiashi for-the Scott-&, Fetzer Co,

Isaa¢ GArpxEeR, New Haven, Conn.

I am sure that every onc absorbed some wenderful ideas; I know that I did and at
the same time my “pep” and initiative have been aceelerated beyond my expectations.
Bert C. Evaxs, Flint, Mich.

I don’t know how to cxpress the way we fecl. * * * There is nothing big enough
that I can think of to express our real feclings. * * * It is very gratifying to us to
know what a real privilege it is to belong to an organization like the VACUETTE
“family.” Whx. A. Brices, Scranton, Pa.

News Items

Mr. Daniel Loughran (Wilkes-Barre, ’a.) could not be-with-us-this year:" Because
lie'is 'such a fine upstanding fellow we are sorry you could not meet and know him.

Mr. Carl Schlotzhour (Lancaster, Pa.) failed to appear on the scene, although we
counted on his presence up until the last minute. He was with us last year and we
missed him.

Among the distributors present were nineteen who did not attend last year’s con-
vention.  Are they glad they didn’t pass it up again? Ask them!

Earl Dickinson (Huntington, W. Va.) wired his regrets at the very last minute.

J. I Beatty (Davenport, ITowa) and his sales manager, Mr. Scherz, are recent ad-
ditions to “the Family” and we think you will agree with us that they are both of the
up-und-doing type. We intended to reduce their territory but after sceing them we in-
creased it instead.  That’s salesmanship with a vengeance.
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Mr. and Mrs, H. J. Shupe (Wheeling, W. Va.) gave us the first opportunity we
have had of becoming really acquainted. Surely they are entitled to be members of the
“family.” We cannot say more can we?

Thirty-two distributors were represented at the convention by nincty-three people,
of which twenty-seven were ladies. Of the sixty-six men present, twenty-nine were sales
or branch managers, and four were duplicates (partners). Next year we hope for even
a larger percentage of ladies. We like ’em!

Nugent and Devlin (Seattle, Washington) could not be with us. It’s unfortunate
that the railroad strike came just when it did. We wanted to meet our northwestern
Pacific slope representatives so much. Better luck next year.

Don C. Mitchell (Philadelphia) is an old-timer at the cleaner game. He admits, un-
der pressure, that he used to sell electries. Looks like a live wire, talks like a live wire,
acts like one and unless someone has crossed his fingers on him somchow, is going to
prove himself an everlasting success at Leing one. Going to quit referring to Philly as
the “town where last year’s almanacs are still in style.”

Mr. and Mrs. J. Lee Wilkinson (Washington, ID. C.) answered present to the roll
call.  We’re glad, J. Lee, that you brought your active partner with you. We're glad
you came “in toto.”

C. R. Hutchins (Russ for short) (Jersey City, N. J.) furnishes a concrete example
of the saying “Still waters run deep.” We scarcely knew that Russ was around but it is
never a question in our minds as to his activities when we glance over the monthly sales
report,

J.-J. Masscy (Charleston, W. Va.) could not be-with us on ‘account of ‘the’ ilness-of
Mrs. Massey. "T'his was especially unfortunate because Mrs. M. is such a recent addition
to the “family” at large that we wanted to meet her.

Miss J. M. Beever (Columbus, Ohio) is the only lady distributor in the organiza-
tion. Mrs. Beever was ill and consequently Miss Beever could not attend in person. In-
stead, she sent Miss P. C. Allen, and we certainly thank you, Miss Beever, for your
thoughtfulness in sending such a charming representative of your organization. Let’s

not forget—NMiss Allen won the sccond prize in the VACUETTE repair race. Good
looking AND competent—a rare combination.

J. H. Houck (Baltimore, Md.) was unable to leave his business long enough to at-
tend. J. H. was with us last ycar as a sales manager. Now look at him—a full-fledged
distributor. That’s how he made the grade—keeping everlastingly at it.  We missed

you, J. H.

Mr. T. E. Burgan (Dectroit) was accompanied by his daughter, Miss Beatrice, and
Mr. Dodd, his “star” salesman. This is Mr. Burgan’s first year in the organization.
Pleasc repeat next yecar, Mr. Burgan, and bring the same guests!

Peter B. McCracken (Portland, Oregon) could not attend but sent us the following
telegram: We desire to express our best wishes for 100% inercase in VACUETTE sales
for the coming yecar. This does not go for the Scott & Fetzer organization alone but
to every distributor, large and small, attending the convention. We are with you all in
spirit now and will be with you in person at the next convention if we have to get there

»3

on our accident insurance. Here’s HELLO to you all.” AHow’s that for-spivit-!*family™;
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0. C. (Bill) Haley (Pittsburg) motored to Cleveland in his new Columbia light six.
Mrs. Bill came too, and we take this opportunity to extend our thanks for the fine way
Bill gathered in the guests and helped us on picnic day with our transportation problems.
In passing (passing is appropriate) let us remind you, Bill, never fool with an Oakland
coupe on the open road. No never!

There are some mighty big men in this outfit and you have only to look at the photo-
graph elsewhere in-this_book to prove it. And so the ball rolls on and we are privileged
to-repeat “The bigger they are the harder they fall”—for the VACUETTE.

This is NEWS. Gilman Cooley and Ralph H. Culley (Home Labor-Savers Inc.,
Rochester, New York) have been allotted the state of Massachuetts in addition to their
present territory in western New York State. The work of building their organization
in the Bay state will start at once. They will operate under their present corporate name.

Apropos of the announcement above did you read Peter B. Kyne’s story which ap-
peared in The Saturday Evening Post about a year or so ago entitled “The Go-Getter”?

Mr. and Mrs. Isaac Gardner (Sodus, New York) and we say Mrs. Gardner advisedly,
are our new distributors in Connecticut. We know that every member of the organization
wishes them the best of luck and no small measure of success. They are such loyal
Loosters that they cannot help but succeed.

E. P. Martz (Los Angeles) came the longest distance to attend the convention. Ed
is an old-timer, in the-cleaner game—and say you ought to hear him and Bob Marandeau
swap lies”about this and that and something ‘else. It makes them sound like old gray-
beards which they are NOT'!

R. F. (Bob) Feland (Phoenix, Arizona) is a newcomer to the VACUETTE organ-
ization and we met him for the first time. We like him. His first remark to the factory
representative who found him stalking around the Statler Hotel was “Sure looks like
some town this Cleveland. Reminds me of Snowflake, Arizona.”

Binghamton had the largest male declegation present, ten all told; eight of the nums=
ber were branch managers.

Rochester had the largest representation, ladies included, there being thirteen in
their party, four of which were ladies. As we have said before—the ladies—we like ’em.

M. T. Gettings (Chicago) together with four of his organization started to drive to
Cleveland but were forced to stop at Toledo. Three came on by automobile but Mr.
Gettings and Mr. Nervig came by train, unfortunately arriving too late to attend the
picnic.

Dugger Burns (Richmond, Va.) was notpresent; but-on the following Monday morn-
ing we received a wire to the effect that little “Bobby’” Burns had made his appearance
on the preceding Saturday afternoon and that all was lovely. Congratulations, Mrs. and
Mr. Burns to you and “Bobby” from all the rest of the VACUETTE family.

“Bill” Haley says in connection with the fall advertising campaign, “Going to spend
fifteen hundred dollars to tie up local advertising with the national program. Pays in
the end. I’m for it.” Cryptically characteristic of “Bill” and certainly it is co-opera-
tion that is tangible. Yes, “Bill,” we’re strong for your ideas!

C. B. Woods (Watertown, N. Y.) managed to get to the convention only after much
trouble, -but, when, it ‘came time-to go home “Gee but I'm glad I came.”
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Webster Robinson (Providence, R. I.) believes he can cash in big on the fall adver-
tising program. So do we, “Robby,” so do we. (By the way—never call this gentleman
by his full first name. It sounds too much like an alphabetical list of words.)

Bert C. Evans (Flint, Michigan) surely can sing a sweet song and when he and Nate
Fisher parodied a recent song hit—well it was too short but not too sweet. It made a

hit.

“Arch”| Richards (Cleveland))could not attend the picnic but made up for it by con-
tributing largely to the success of the business meeting by his lucid and interesting out-
line of the collection system used by the Cleveland organization.

Again the ladies: Mrs. Bill Briggs (W. A. Briggs, Scranton, Pa.) accompanied her
husband to the convention. Bill hasn’t much to say but then you know—*“Actions speak
louder, etc., etc.” We always have something nice to say about Seranton when the com-
pliments are being passed around. “There’s-a-Reason.”

Glenn Bradley and Norman Taylor (Toledo, Ohio) contrasting beauty in bathing
suits. Why, oh why, Glenn and Norm, have you never gone to Atlantic City to partici-
pate in these far-famed contests? More interested in the Bonus Presentation contest?
Both say “Watch us grow.”

R. C. (Raymond) Keith, formerly Harrisburg, Pa., is going into the Indianapolis
territory to act as our distributor for central Indiana. Both Mr. and Mrs. Keith re-
mained in Cleveland until Monday following the convention and gave us all a real oppr-
tunity to becomé acquainted.. This ' was a real treat. Isn’t it fine to discover new friends?
We think so—so score another point for the convention.

Ralph H. Culley (Home Labor-Savers, Rochester, N. Y.) promises to do a thing and
then—DOES IT. His partner, Gilman Cooley, is of the same sort—they are doers—
all of which is apropos of the statement made by RHC to the effect that you would be
on their mailing list. You are not going to be—you ARE.

“Bill” Haley (Pittsburgh) won the first prize for repairing the VACUETTE in
shortest time. We’re going to requisition you, “Bill,” for the Service Department. We
have to repair machines once in awhile—we might use you a day or so a monthy How
about it?

The warmest praise is due Mrs. R. C. Marandeau, Chairman of the Ladies’ Enter-
tainment Committee, for the especially attractive and delightful program arranged by
that committee for the visiting ladies. Every detail for the pleasure and comfort of our
guests was considered and the many, complimentary [letters we have since received have
placed particular emphasis on the forethought and consideration extended to the ladies.
The work of this Committee and especially of its Chairman, was one of the outstanding
features of the convention. Thank you again, Mrs. Marandeau!

John Strahl (Cincinnati) brought Mr. F. J. Scott, his sales manager, with him.
John used to be our experimental man at the factory and with his intimate and construc-
tive knowledge of the machine and Mr. Scott’s sales ability the pair ought to make a clean
up in Cincy.

The baseball game furnished a few thrills, but consistent team work on the part, of
the factory players, defeated the visiting nine in five innings with a score of 11 to 9. The
distributors’; team_lined up as follows: Plassis, New York; Evans, Flint, Michigan;
Bryan, ‘Sto Louis; 'Wiley, Binghamton; Hcekstra, Kalamazoo; Dorais, Spokane, Joe
O’Brien, Binghamton; Frank O’Brien, Binghamton; Bradley, Toledo. The factory:
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Buckholtz, Grundman Williams (ITerb), Young, Fetzer (George), Smith, ‘Vestcott’
uckholtz, x 2

Harding, Metzger, Walsh.

. N i . St. Louis, in the broad j
- o hamton, defeated Blll Bryan, 2 Jump.  Jess
. Jcnb”(l):\fcilf’tyB;)r:fx:g; l)cu’\'icr than Bill. It takes consn('lcmble of a man weighing
i:tot';]rytﬁazutwo hundred to do any honest to goodness jumping!
e

B A

J. . Ritter (Allentown, Pa.), uccomp:mi?d by, R‘Ir.s. Ritter; his sonand daughter-
in ]n\\’. mo.tored to Cleveland, arriving just in time to join the procession of automobijes
o ; )

en toute to Kirby’s farm.
B

Thank you, Mr. Hanlon, for the real pleasure you gave us all by your singing.

When “Bob” Feland saw Kirby’s bcuutiful_ luk‘c: hv_.\ turned to a fellow distributor sit-
ting near him in one of the big busses and Sﬂvld, .\Ilstcr’—tllel‘e§ something I’ve been
wondering about ever since I left Arizona. You know we’ve CO'I:‘SlflL‘l‘lll)l.e dust and sand
out my way and I’ve been swallowing it for clos.c to. ten years. “I’m going swimming "
And swim he did—even if it was in a lady’s suit with all thc. ruffles.  “Sure reminds me
of Wolf Hole, Arizona, where there was a lake once. It’s dried up now.”

C. E. Dorais (Sales Manager, Spokane, Wash.) used to captain the Notre Damc
football team. He is used to hitting the line hard and we predict for hith a most success-
ful carcer in his new undertaking. He has just joined the VACUETTE “family.”

C. L. Polk (Jacksonville, Florida) arrived too late to attend the picnic due to train
connections in Cincinnati, and consequently missed having his picture taken with the
group of “far away distributors.”

Mr. and Mrs. C. E. Caldwell (Lock Haven, Pa.) are more enthusiastic than ever over
the VACUETTE. Mrs. Caldwell is an active partner in the Lock Haven territory. She
sells ’em frequently.

Bill Bryan (St. Louis) left his bride of three months to attend the convention.
You’re a real Spartan, Bill. It took courage. We're sorry Mrs. Bill couldn’t come along.
We wanted to meet her.
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