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MONUMENT TRADE BUILDER

You Should Have
This Booklet

You will find “*Monument Making"
a suggestive and informative work on
model monument construction.

It is an encyclopaedia of informa-
tion about the making of monuments,
and a splendid reference book for you
and your salesmen.

It is the only book of its kind, ex-
plaining as it does every feature of the
production of monuments.

If vou haven't this remarkable book,
send for it at once, before the supply is
exhausted. It will prove a valuable
sales-booster for you.

Barclay Brothers

BARRE - - - - - - VERMONT

For nearly a third of a century.




A Barclay Memorial with a pleasing arrangement of the headstone,

Erected in New Jersey and sold through Barclay Bros.' New York
representutive, George L. Mead.
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Published bi<monthly in the interest of Better Monu-
ments and Better Business, by Barelay Brothers, of
Barre, Vermont, and edited by P. G. Lamson.

MPRESSIVENESS, It has been said that the value of a

mother a8 a teacher is her ability to impress upon her child

the belief that ker ideas are better than the child’s ideas.  So, to
an adapted extent, is the value of any manager of men.

Right managerial timber is not of the quality of suthority
by foree—but of ideas by impressiveness.  [deas and impressive-
ness earry their own authority, and it is a pleasing type of su-
thority, under which all but ill-balanced men are willing and de-
lighted to serve.

Forcefulness is needed in directing men, but foreefulness is
not foree.  Tact is a force—ideas are a foree—reason is a foree—
impressive power is a foree,

Foree as popularly interpreted is an arbitrary, dietatorial,
domineering and often unreasonnble method of attack, utilized
by certain men, who prerogatives are the directing of man-power,
The last three words are a proper refutation of arbitrary rule.

The function of the manager is the “directing of man-
power”. The force-applying manager prostitutes his function
into one of “driving of man-power”. Men drive mules—they
may not drive men.

In passing, we grant that sometimes a “‘gang boss™ and the
like has to drive his men, beeause the men by dint of their former
environments know only the lash,

Management is leadership—leaders lead—they head the
parade. Foree drives—drivers are in the rear of the crew.
Leadership is “ideas plus impressiveness™. Leaders rule by
reason.  Reason does not require violenee to make it impressive.

ORTH LIES IN REAL USEFULNESS. The buyer who

considers only the price will usually pay too much. The

wise buver, however, has learned that there is a good reason for

differences in selling prices.  The cheaper article earries 8 burden

of inefliciency and short life. And other expensive qualities

that come to light atter being put into use are explained by the
low price.
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What costs more to make must necessarily demand a higher
price, but it will represent a greater value; therefore, service
considered, it is the dearer article rather than the cheaper one
that gives more for the money,

Let the man who insists upon buying on a price basis com-
pare the difference in the goods offered from the point of view of
the percentage of returns from the investment. He will soon
find that all his purchases will not pay the same rate on the in-
vestment,

When long and dependable serviee is built into the goods,
the cost of production is inereased, and =0 must the selling price
increase,  In the long run, this works to the advantage of the
buyer, and he begins to realize it at about the time that he would
start to regret it if he had been influenced by a lower price to
accept 4 less servicenble article.

When you find 8 house that insists on a fair price, you sre
gencully safe in assuming that it furnishes a good article.

ETTING ALONG WITHOUT A NECESSITY means

paying for it without getting it.

There are many moplcwhomfuaetomthmoney in labor
and money-saving methods on the ground that they are not in a
position to pay.

As a matter of fact, continued adherence to wasteful, old-
time methods accounts tor a large percentage of the high operating
costs of many tirms.  Because the money that could be earned
by more up-to-the-minute methods and machinery is not seen,
the loss of that money is never felt, It is only when the installa-
tion of new and better methods has proven the value of saving
time that this result is appreciated.

Anything that can be replaced with something else which
will do its work better and cheaper has lost its value.

Nothing is gained by hanging on to the old when the new
will pay for itself.

Agoodmntchunothmgbuﬁachupsuekwithahght
head on one end.  This also defines certain kinds of matrimonial
“good matehes™,

Altho 1 hate farming, 1'd rather sow wheat and raise corn
than sow wild oats and raise Cain.

A horse may draw or drag his burden, but a play that drags
never draws.

Men are misters—worcen, mysteries,

Telephone companies do business on a sound basis; Tele-
graph companies, on tick.
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GOOD THINGS THAT HAVE BEEN SAID.

{Extroctx from 1918 Coneention Addresses.)

OHI10,

I met a dealer who owned his own shop, and in front of the shop he operated
a gasoline station for the sade of gasoline,  This denler did not drink nor smoke.
He did all of his own lettering. He therefore concluded that be had no over-
head exponses whatever, and for that reason he could undersell his competition
to such an extont that be didn't need to notice it.  That desler siaid that gaso-
line didn’t cost hit anything because ho made o profit by selling it to others
Such an ignorant dealer contld not exist if he would attend just ono associntion
moeeting.

CARL PRICE, Kenton.

We ought to have some fixed ideas in our business and then strive to ae-
complish thotn,  We should be ever awako and on the wateh for new deviees,
appliances or methods that prove to be beneficial to our teade, sueh as pro-
ducing better quality of work, lessening cost of production.

ALEXANDER GUTHRIE, Akron,

NEBRASKA.

Compoetition = of two kinds: Fiest, the real, and, second, the imaginary,
and that so-called price-cutting by the other fellow was more imaginary than
real: that too often the dealer is misled by misstatomonts of the customer as
to the ather fellow’s price, amd the customer is knowingly misquoting prices
of the other dealer for the purpose of buying his goods at a lower price.

FRANK L RINGER, Commissioner of Manufaeturers.

A Barclay Memorial in Hlinois, Sold through Barclay Bros.'
Chicago Office, Charles H. Gall, manager.
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MICHIGAN.

1 hnd always heretofore considersd this modern method of gotting at the
selling price of & monument as all “bunk” but that during the past fow weeks
T husyo made & thorough examination of my books for 1917 and found the aotual
facts to be that 1 have boon selling 2 large portion of my work at no profit at
all and in some enses ot o loss.  Tnnedintely upon being convineed of this |
hgured up the pereentage of overhead oxpense on the total amount of sales
Tnxt year und on the hasis of the new method of arriving at the selling price
have remarked every job in stock so that henceforth 1 will be sure of a reason-
able profit on every job sold.

D, D. BARNEY, Flint.

PENNSYLVANIA.

The members of this association should ever be mindfulof the importanee
of making n thorough study of their business or business in general. It is
hwktommhom phase of business life. The business world
like life itsolf is porpeteally in o state of change.  To keep nbreast of these
changes, to avoid sdversity we must study—unending study is necessary.
New m‘wdnddoﬁmhaﬁm,uduwmatdwudm must be enrefully

noted and studied.
GEO.W. COLWELL, Pittsburgh.

A monument erceted in the year 1914, st a cost to the purchaser of $1,020,
netting a margin of profit of about ten per cent, after dedueting operating
expenses, cannot be sold today for less than £1,658.33 to net the sume margin
of profit—an ineresse of 62 per cent. A headstone of ordinary type in 1012
oont SBO.8K, in 1917, $70.71, and in 1018, £101.02, :

P. F. GALLAGHER, Philadelphin.

Throe things caused price variation—ignorance, vanity and selfishness.

11 we are engaged in an industry that the publie is not willing to purchase
the product of at cost plus a reasonable profit, then it is high time for us to
'lodmtwﬂmtwmmdw establishments to the production of some
line of goods, mmmmummmmmem
sumers for what vou sell them.  Your ability, your efforts, and the fnet that
you are handling luxuries entitle you to a masonable profit on your sales.

cut-throat competition, and get more for what you sell, Get to-

‘and obtain more money.  But, beliove me, you will never get it unless

yoir usk for {t, and then some.  Dan't be afraid to ask the price, and, as [ have

Just stated, if the public will not buy your goods at cost plus & reasonsble

profit, then there is absolutely no cconomie justifieation for vour remaining in
the retail monument business.

H. P. HINMAN, Barre, Vi,

%
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THE TRAINING OF SALESMEN.
By H. H. B.

To my mind the most important function of salesman-
agership s that of traming salesmen.  To take the ordinary
run of salesmen and really feel that through your efforts they
have become better men, with minds and bodies better able to
cope with the problem of muarketing o produet; to look over
your salesmen and really feel that through your efforts their
average officiency has been increased, say, 109 —is a work
big enough for any man.
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all polished stone -on,h- 2100 pounds.  The 4xd's mchmod

The suspended
together with one inch rods, rubber belting being inserted between the timbers and
the stone o inceease the friction.

To accomplish this result we all know that no rule of thumb
ean be laid down for the education of salesmen; it is post-grad-
uate work; each case is different from all others and requires
different treatment.

Perhaps one of the most important functions of the sales
manager i to engender enthusiasm for the house and the pro-
duct to be sold. Loyalty and enthusiasm are not Heaven
given or inborn, but are the result of certain causes and are
absolutely necessary for you or me or our salesmen to do the
best work. We must believe in the honesty and sincerity of
our superiors in the business to really feel the enthusiasm for
the produet we have to sell. Without our enthusiastic belief
in our house, our line and our ability to sell the goods a sales-
man's work can be but mediocre.
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A famous Barcluy memorial cut from “‘Sunnyside
from the “Stndard™ quarries,

Barre granite

course, ean find others who perhaps a little more nearly meas-
ure up Lo our requirements.

\ sales wanager should know every salesiran as a teacher
knows his pupils, and should be able to diagnose every sales-
man and know the exact conditions that influence his selling
ability: analyze vourself and know to what extent it hes with-
in your power to render him assistance.

Another requisite of the sales manager is patience. Do
not expeet unreasonable qualifications in your salesmen. He-
member that if they were 1009, saleswen and business men
vou probably would be working for them instead of the re-
verse. There never was but one perfect man; there never
wis, #s far a5 | know, a perfect salesman or sales munager or
business man. We all deal in per cents.  So take a 7597 sales-
man and see if vou can help lom become an 807 salesman,
and in the meantinme vou mav be adding 5' to vour score as
a sales manager.

Correspondence.

MESSRS. BARCLAY BROS., BARRE, VT.: “l am en-
closing check for the Evans job, which arrived Dec. 15th just a
month from date of shipment. It is one of the finest cut jobs
I have scen and the way in which it was boxed would msure it
against most any kind of rough handling. Such o class of work is
to be greatly appreciated.”
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FACTS ABOUT THE AMERICAN FLAG.

Thirteen stripes and forty-cight stars,  The stripes represent
the original thirteen states and the stars stand for all the states
which go to make up the Union, one star lor cach State. You
knew this. But perbaps you didn’t know that each star has its
own individual and particular State which it represents and that
its placement on the squsre of blue i3 earefully nnd definitely
regulnted by law and executive order, says the Chicago Herald,
In 1912, on the 20th day of October, the last executive order
concerning the flag was wade and 1t provided for the specific
arrangement of the stars. They were to be arranged in six
horizontal rons of eight sturs ench,  Starting in the upper left-
hand corner and placing ench row from left to nght, the star
corresponding to each state i« numed in the order of the states’
ratifiention of the Contitution.

T 1l s>
B S - E
View on the bank at the Barclay quarries, showing a
nice pattern being loaded,

Thus star No. |, in the upper left-hand corner, is for Dels-
ware. Star No. 48, in the lower right-hand corner, is for Arizona.
The following list will show vou at a glance exactly which star
£ YOurs:

First Row—No. 1, Delaware; 2, Pennsylvania; 3, New Jer-
sev; 4, Georgia; 5, Connecticut; 6, Massachusetts; 7, Maryland;
8, South Carolina,
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Second Row—Nao. 9, New Hampshire; 10, Virginia; 11,
New York, 12, North Carolina; 13, Rhode Island: 14, Vermont;
15, Kentucky; 16, Tennessee.

Third Row—No. 17, Ohio; 18, Louisiana; 19, Indiana;
20, Mississippi; 21, Hlinois; 22, Alabama; 23, Maine; 24, Missouri.

Fourth Row—No. 25, Arkansas; 26, Michigan; 27, Florida;
28, Texas: 29, lows; 30, Wisconsin; 31, Culifornia; 32, Minnesota.

Fifth Row—No. 33, Oregon; 34, Kansas; 35, West Virginia;
36, Nevada; 37, Nebruska; 38, Colorado; 39, North Dakota;
40, South Dakota.

Sixth Row—No. 41, Montana; 42, Washington; 43, Idaho;
44, Wyoming; 45, Utah; 46, Oklahoma; 47, New Mexico; 48,
Arnizonn.

NOTIONS.

In the foreword to a eatalogue we read: “Our motto—
‘Not for a day, but for all time’. This motto which we have
adopted tells the story of our business desires.  Quality is the
first thing to consider and durability is what is to be chiefly
sought. We believe in the brotherhood of man, and endeavor
to treat all alike; we use only first quality goods and employ
honest men and methods, while our equipment and modern
facilities insure the most efficient service."

A newspaper ad says:  “Economy is the wise adjustment of
expenditures to results desired. Buying economically does not
necessarily imply paying the lowest possible price.”

As an introduction to a pamphlet: “One of the most
beautiful customs of man—a practice as old as civilization—
is the erection of memorials to the departed.  The human mind
has ever been stirred to its depths and moved to great achieve-
ments in its efforts to preserve the memory of the dead.”

In upholding prices, a firm argues: “We have made it a
rule for years to decline work where the price is not sufficient
to enable us to conscientiously furnish first-class work, and we
find the oundness of our stund is beginning to be appreciated.
The purchaser, in comparing bids, naturally is attracted, from
a pecuniary point of view, to the lowest one. The question
should be decided solely on the reliability of the manufacturer and
the character of his work. So much poor work is furnished
nowadays, under the guise of first-class work, that the point
_involved becomes of prime importance. Honest work is entitled
to just reward.”










