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LE EL D 
F T RE 

1 ts this a a· 

R 1E T 
0 I TIO T 

f the busin s 

c nf r nc sh r 29th to D m-

b r 4th in conn ction with th j int op ning 

f spring lin by it memb rs. 

These onfer n \ r arrang d by the 

r pre entati m nufacturcrs of loaks, . uits, 

dr s , wai t , kirt , knit d ut r garm n 

and alli d lin s in r ognition f th bliga­

tion on he ar f the ma ufa urcr f 

co 1 ra ion wi h r ail m rchants f h 

United ta s. 

They wer designed a th 1 art of h 1 pf ul 
s rvic of the le land mark t for , om n s 

appar .J to th r tail trad and th publi . 

ational leaders in busin . addrc ed the 
conf renc s, which w re ati nd d by many 

representatives f th r tail irad from 

van us c ions f the c uniry. 



The Cleveland Market Conferences 
By MORRIS A. BLACK 

President of the Cleveland Garment Manufacturers 
Association 

The seasonal openings of the Cleveland Garment Manufacturers Association 
and business conferences which are an important part of these events have 
demonstrated to the association and those who have participated in them that 
they are of great value to the entire industry. This industry incl ides the 
manufacturers, the retailers and the public, the latter the supportjng factor 
of both. 

The fundamental idea of the business conferences is that there shall be a 
compreh nsive sunrey of business conditions, made by experts in the different 
fields of trade endeavor before retail merchants of the country assembl d so 
that before they act they shall have accurate, knowledge to guide them in 
making their plans for the app,roaching season. 

Important as is the presentation of the products of the manufacturers, 
fashions and ne values, and important as are the new bookings during these 
market events, most important of all are the business conferences, arranged for 
the evenings of these Cleveland market weeks. National leaders in business 
bought bring to these conferences expressions of exceptional insight, a guiding 

and helpful factor in planning wisely for the business of the new season. 
Each succeeding e ent has brought an increasing number of retail trade 

representations from the several states; each event has provided a clear sum­
mary of business conditions of the present and the outlook for the future; the 
market weeks have been of incalcuable benefit to manufacturer and retailer 
and likewise the public. 

At the spring opening conferences some of the views were for the moment 
tending to caution in purchas s; the views of others who addressed the meetings 
were fundamentally optimistic, although recognizing the temporary conditions 
in business of the time. Real, true conditions were laid before not only those 

ho attended the meetings, but the entire country through the wisdom of the 
newspapers and trade journals in giving mention to the state of trade as viewed 
by these business leaders. Many expressions have come from merchants of the 
manyfold value of attending these events. 

Gratifying to the Cle eland manufacturers of the several lines incorporated 
in the Cleveland market has been the general expression of satisfaction with 
the attractiveness of the new styles shown and with the values presented. The 
bookings indicated the fundamental soundness of business conditions the 
country over. The members of the manufacturers association, co-operating 
in the e events, express their appreciation to all who have joined in developing 
this institutional effort. 
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'' The Financial and Trade Outlook'' 
ADDRES B 

HO OR BLE THEODORE E. B RTO 
Author of "Cri es and Depressions", an int rnationall r cogniz d 

financial authority and tate man of Cle eland 

In an a ·tempt io throw me light n th re urring J ri d f d -
pression and acth i y, and to give some guesses a to th future, may I 
say that I was sp fortunate in 1907 - or unf rtunat , whichever you 
please to call it-as to foretell in the month of Mar h hat a panic was 
oming. Now I am frank to say, partly because I ha given I ss att n­

tion to the subject and partly becaus f th xtr m c m 1i ation f 
the situation, I do not fe 1 safe in making any forecast as to xactly what 
will occur on the first of January and later. But, I would like to hav 
ou bear with me while I e k to tate ome of the gr a fttndam ntal 

facts tha influence the course of our business and indu trial lif . 
In all the more advanced and progressive countri s there are shary 

alt rnations \J n business prosp rity and busin ss d 1 r i n. Th y 
are peculiarly prominent in those countrie, that are making rapid prog­
ress. They are absent in China. They d not kn w what the term 
means because there is a dead level there. They arc not so sever in 
countries of spc ially developed industry a F anc , alth ugh pid mies 
f sp culati n hav caused panics. They w._.re somewhat restrain din 

Germany, under the system of bur auci-a y, under whi h h whole s . -
em of industry was given direction. They hav been mor s re in 

Argentina than an • sta e in thew rld, p rhap partly b ~cause fit, mar­
v lou growth. 

And w hav had th m her pra ti all v ry t n y ar . 
everest one in our gen ration was in '73, an ther occurr din 3 and' ~­

Then there was a sever panic in 1 93, v ry largely du t our 1 or 
managem nt of the currency and banking problem. In 1904 there \•a· 
another recession, not so severe as in 1893, ut n tic ·,Ll l . Again in 10 -1 
there w re signs of coming ani , wh n cv rything was clipsed by th 
coming of the war. 

What are the causes? You must b ar in mind h ~ us of the ap­
ital of the pcopl . I don't m an merely money in ih banks, I mean that 
\ hich is reserved for future production; 11 the s d f r harv t, all the 
raw material for th mills, all the cl thin for th 1 l , all th fa il­
ities, such as , ar hous and railroads and things f that kind. 

Panics come, r do not come, v ry larg ly ace rding to the pr por­
tion b tween what is alled liquid capital, which an h turn d into m -
thing useful in a ery short time, su h as se d plan ed f r crop , and fix d 
capital, which is pennanent, like th railroads. 

What causes this alternation? In the b ginning, just after ad -
pression, things mov along rather slowly but satisfactorily to the most 
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consenative business men; then the ~heels begin to go around a little 
faster. 

Prices rise somewhat, employment is more general; then suddenly 
some new impetus, perhaps the discovery of a new facility, something 
that people use, more or le s of luxury it may be, something like the 
automobile or airplane; then employment begins to be very general. 
Prices rise still higher. There are strikes and feverish activity, rates of 
interest go up and that continues until all at once there is a tremendous 
crash. We go through that succession about every ten ) ears. 

It is largely du to the fact that we disregard the proper balance 
between liquid capital and fixed capital, that we are investing too much 
in things that are a preparation for the future, like the Panama Canal. 
Ther is an excess of equipment in some line in which money has been 
easily made. Prices rise, merchants are anxious to increase supplies of 
goods in the expectation of a rise; manufacturers feel sure that the de­
mand will increase. 

So they enlarge their plants and purchase large quantities of raw 
material. ow it is not in human nature to stop just at the right place 
so, as I said, in every progressive country we have these seasons of over­
action, over-equipm nt, which lead to crises, and I again say that they 
pertain to countries where there is prosperity and growth. 

All these usual conditions existed and threatened a material 
decrease in activity ,and prosperity in 1914, vihen we were suddenly 
inYolved in the greatest. the most colossal struggle in history-The 
Gr at v\ ar. 

·what are some of the reasons why that interfered with th 
ordinary course of things? Why are we feeling them now? It is per ... 
fectly plain. • 

Forty million men were withdrawn from ordinary productive 
employment and nlisted in the armies. '\iVar is always attended 
by excess~ve demands, by waste. ]\ifore goods are needed by the 
a erage soldier than by the average citizen in the ordinary lines of 
employm nt. Great quan ities of food are required, great quantities 
of clothing are required. Then again these activities in which the work­
ing class and the employer had been engaged for beneficent purposes, 
were exercised for the making of munitions of war, ordnance and devices 
to kill each oth r. 

That went on. There was the most abnormal demand for certain 
commodities the world ever lmew. Every factory that coltld make 
an hing for the anny "as strained to the utmost. In addition, cur­
rencies were inflated. The result was that prices went ballooning, and 
there was activity the like of which was never known before. 

In the mid of all that "e did not realize that it was a fictitious 
pr?sperit _ . We would have to descend to the earth again and all this 
Y01d, creat d by th v;aning armies all this waste would have to be 
remedied. • ' 

Such is this present situation. There is one problem you will ask 
about. vyiiy is it that after the war stopped, prices went on increasing, 
as they did? I am frank to say, there is some difficulty in explaining 
that fact. 

T~ re are severaI reasons, however, that are perfectly obvious. 
Production was at a htgh pitch, on a high plane. Manufacturers and 
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m rchant , aliJ , had great sto k . I knm in w York, in 1917 and 
191 , v ry ank r wa watching wh nm n mad a licati n for loans 
o mak sur that applicants w r not acquring t larg an in, 1 ory. 

It was thought, this war may come to an en uddenl ~. As a c nse­
quence of sv:ollen 1nventories, a supreme cffor \Vas made to tt tain 
pric s. That is one reason. Anoth r reason is the gr at estru tion 
r ated b_ the war and th di abilit .. of diff rent ag nci for produ i n, 

such as manufacturing establishments, to func ion as usua1, to fill the 
v id. Then too, ransportation broke down. 

Another factor hich ha caus d hi h pri and 1 m ralizati n 
is th increas in the ap r curr n y of h worl , and th d b . I is 
a surprising fact that the proportionate incr asc in our mmtry has 
been greater than in any except the Central Pow rs and Ru sia. 

About d bts. The national d bt of th 1J nited tat s is now 
approximately 25 billions, which is about eleven and nine-tenth per 
cent. of our total wealth. If any man mvns pr p rty, he must realize 
that th re is a Ii n on that pr rty. Great Britian s d t i . 3 ,000,-
000,000, which i about 54 p r c nt. of the wealth f Gr at Britain, as 
computed at the begjnn1ng of the war. France's total d bt is . 45,000,-
000,000, 7 7-10 per cent. of the wealth of that country at the b innin 
of th war. Belgium's debt is 4,500,000,000, 7 4 p r c nt. of the alth 
of hat country at the beginning of the war.. Gennany' d bt is almost 
exactly the same as France's in proportion; it has a debt of 63,000,-
000,000. 7 4-10 per cent. of the wea1th as computed at the b ginnin of 
the \Yar. Italy s debt is 1 ,000,000.,000 per c nt. Ru ia s d bt is 
'56,000.000.000, 93 7-10 per cent. The computation in r gard to 

Austria s debt makes it more than the total value of property at the 
beginning of the war. 

How can the nations endure such clebts with u demoralizing 
busin . • ? All produc.t 1 Jn is influenced by the necessar 1ncrease of 
taxes. As one consequence there are increased pric s. 

I ass Lo the history of prices. Price and rat s f interest are 
Yer closely associated with easons of a ivity and de pre ion. Both 
theses ascns of depression and prices move inc~ cles, as I have already 
h wn ; \Ve have almost e\i er form f cti vit and d r sion in ten 

) ars. The price cycles are very much longer. 
In 1 09 there was a peak of prices in Europe. The price 1n wheat 

wa considerably higher then in Great Britain than during thi last war. 
Prices after 1 09 began to go d wn and with a zigzag movement, con­
tinued to go down for fort years, until in 1 49, when the reached th 
bottom. That date was contemporaneous with great discoveries of 
gold, which is a significant fac , though man a cribe too much influ nee 
to gold mining in the influence on prices. Prices began to go up and 
went up and up from 1 49 until 1 73, when there was a burst, and it 
was not only the end of the p riod of prosperity, but ihe end of the 
peri d of rising prices. Then prices b gan to g down and continued 
to go down un il 1 97. Then they commenced to go up again and have 
been oing up ever ince, increasing in geometrical ratio, beginning 
before the war. ow, they have reached unprecedented figures. 

If you take that period from 1849 to 1873 and from 1873 to 1 97, 
twenty.fours years i 1 each case, as a guide, I am inclined to think, inde-
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pend~nt of the war, this year and next year would hav witnessed a fall 
m prices. 

Why is it they go in these long cycles? When prices go up it is 
connected with scarcity of some particular article take for instanc 
meat, cattle. That continues the consumption of meat continues, 
and the supply diminishes relative} . That keeps on until people scour 
the earth to find places to raise cattle. They go to Argentina or the 
Isthmus of Panama or to the Valley of the Orinoco to raise cattle and 
upply the demand, and after a certain time the supply comes up more 

nearly to the demand, and prices begin to fall again. 
Take the matter of building; there may be a scarcity of material; 

wages of arti ans may be very high, when along comes some inventor 
and invents a new kind of ma erial, cement, concrete or some kind of 
material hat can be used. 

That i always the cas . Inventive geniu i~ brought to bear at 
the right place, and then the prices begin to go down. That works out 
in a p riod of perhap twenty year or so. Pric s haYe been rising, then 
they b gin to fall. 

There is another reason why prices have increased during the war. 
I ha,'e already referred to the strain that vvas put on everybody. Great 
Britain put an embargo on shipments of wool. I was in Japan a year 
ago, and they ,vere complaining very much that they couldn,t depend 
on Great Britain, or any other country for a supply of wool. The con­
diton of their ountry is such that they can't raise she p. They have to 
relv on the outside world. "\i ool rose enormouslv in value. There was 
an· exhaustion of the supply everywhere. ., 

Then, here is anoth r thing that affected pric s very much, 
be ides the changed relation between supply and demand. True, there 
nev r wa such a strain on production, there never was uch an increase 
in consumption, and tha would haYe caused pric s to go up anyway, 
but there is another cau e that is effective yet, that is the great increa e 
in the currencies of the world the paper currencies and the credit. 

There i a kind of an equation maintained. On one side you have 
all the commodities that are for sale and you must take into account 
the number of times they change hands, the frequency with which they 
change hands, and th readines . On the other ide, you have all the 
paper mon y, gold and ilver, and credi , and the relation between thos 
two is very imp rtant. 

L t me all your attention to the increase in the paper currenci 
in the world. 

Th United tates, not before the war commenced, but on March 
20, 1917,had outstanding F deral Reserve notes three hundred and fifty-
even million dollars. ccording to the latest report that I have at 

hand, J u1y 20 of this year, aft r only three years it wa three billion two 
hundred ixty million dollars, increased nine times. 

You all know if a customer comes in with a thousand dollars in his 
pocket, you have more hopes of selling him than if he had only one 
hundred dollars. ,~ hen more money is in circulation, prices are sµre to 
goup. 

Great Britain had 145,000,000 before the war, in 1914; nm~ 
540,000,000. France, 1 290,000,000 (they rely more there on their 



paper currency than in Gr at Britain); now 7,29 ,000 000, an in rcas 
of nearly six tim s. B lgium an incr as four and a he: If times. Look 
at Germany, 450,000,000 b f r th war; now . 11,410,000,000. Th 
increase there would b tw nty-five tim s. Italy, . 421,000,000; now, 

2,699,000,000. 
That has rais d 1 rices. The h, o factors will o on, relation b -

ween supply and d mand, and amount of J ap r curr nc and credi . 
But there comes a limit wh nm r multitude of bills and 1 rq er urr ncy 
can't raise prices. Tim comes ,vh n h cu t m r d n't hav the 
wherewithal t pay, and th n pri s ar n long rmaintaincd. 

In addition to this nonnou inflation of urrcn y oth r fac shave 
ao-gravated the pres nt c nditi n. Am ng them i he gr at difficulty 
in borrowing m n y at th ban1 . the beginnin of th period marked 
l y th anni ti , I riYai an public d bt rs in Europ w d 1 rivat 
institutions in this country 200,000,000. 1ar1 the istin tion from 
the present conditions. v had a\ ar Finan Board that conduc ed 
op rations for a, hile, and the \ rnm nt was making v ry large loans 
but they hav quit, and private r ditor, mu t xtcnd credit. 

ince th armistice, credits for purchases ma in this country have 
b en extend d by prfrat in 1ividua1 and rp rations and banks. 
\Vhen the armistice was sign ·d in · v nber, 191 , Europe O\ cd t 
private creditors in the United Stat s as I haYe state 1 200, 00,000. 

ow th y owe 3,700,000,000. \/\That is the result of that? That a 1-
dition of 3,500,000,000 is load d n he banks an they have to 
carry it. You can readily reaHze how that diminishes the am unt of 
redit which th y can off r. 

Every lit le hil Tou s e a noti in the I ap r of temporary 
ertificates i su d by th Treasury sa 1 500,000,000, a ix per ent. It 

is true some of th se are taken by corporations or pr:ivat individuals, but 
the most of thos hav t be carri d by the bank . That caus th 
rates of int r t to go up and er dit is train d. Th r ar many les 
possible buy rs than th r \ re. \: hat is the re n f r his? 

In Europ , th y spent all th ir r s rYes and all th y could borrow, 
and now th ir er dit is bad. Th y woul buy of us but th y hav n t 
ufficient credit. Th y are nd a\ oring y H rculean ff rts to tak 

care of thems Iv s. 

The records for th ear how a far 1 ss balance f trade is in our 
favor than before. I don't see but that it is axi matic that the balance 
of trade is bound to deer ase in the futur . Again the great demand for 
the exigencies of war ha ceased. 

The dm m,ard price mov ment has c mm nc d. It is manif st in 
some categori s, but not in oth rs. In some varieties of iron and ste I 
prices went high r than b fore. On th oth r hand, corn and wh at ar 
oing down; , egetables are going down; wage do not show much de­

crease, and some say that they must k ep up to the r cord that has 
prevailed during the war and since. A man who says that is flying in the 
face of economic facts. Indeed, it is not too much to say that he is 
not familiar with the subject he is talking about. 

Suppose prices have been on the basis of one hundred per cent., 
and prices of ever thing which the consumer buys and which the 
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mploy r of labor sells, go down from one hundred to ixty. Do you 
believe you can maintain those ages? 

V. e are all anxious that labor be well paid. All are laborers in a 
very important sense. Then, there is a settled feeling in this country 
that we must have the best place for the orkingman to 1i e, of any 
place on the globe. 

We are all anxious that the workingman should ha~e the full 
possibl reward, but when any one speaks of wartime prices breaking in 
two, perhaps, and vvartime wages keeping as they wer , he is talking 
of impossibilities. 

'rhe v ry man that would suffer most from it would be the work­
ingman, because the concerns mploying him would go into bankruptcy, 
and he would lose his mploym nt. 

ow, then, one question that confronts you, and I feel loath to 
advise you, is, "Is this a good time to bur?'' Well I know of a great 
man buy rs \\ ho ha,Te een holding off b cause they have a certain 
critical fe ling about th high prices that have been asked, al)d they feel 
sure they ,Yill go lower and they think the bottom has not been reached. 

In regard to prices, there are a few things to be considered. The 
first to fall ar the quotations on the stock market in ew York. They 
go down. That is because the sa ings, the surplus capital, of the 
country are invested in securities, and when there is a large amount of 
urplus capital, ther is plenty of money to buy stocks, but when there 

are some red flag signals hanging out, hen men are not able to pay 
their debts, they begin to sell these stocks. They are thrown on the 
market and the price goes down. 

Then, too, the stock market is a barometer of future conditions. 
The next to go down are wholesale prices, next retail prices and 

wages. The response of retail prices and wages to changing condit' on 
is a great deal more rapid than formerly. vVh , when gold was 100 
per cent premium and a pap r dollar was onl worth a half a dollar 
wages were slow to rise during the Civil War, and it was a considerable 
Lime before a change was recognized in the retail prices. 

Now, the response is a great deal quicker. In considering the 
present situation, bear in mind that people ha e to be fed and clothed. 
The goods to be worn must be made, and if everybody says, "I will wait 
until things get down on the ground floor," it means the mills will 
stop and the time will come before man months when there will be such 
a scarcity of the necessary articles that they will be souaht everywhere 
and he price will rise abnormall . 

It is a proper time for co-operation, and I want to say co-operation 
should be the futur ~ atchword in our business here in America. 

• ,ve have had too much legislation, too man theorists at work on 
it, who think that the way business can succeed is by ruthless com-
petition. lany laws ha c been passed with this object in iew. 

There naturall will be competition. A reasonable amount of 
competition in ser ice is an right. There should be laws and regulations 
to pre ent oppresshe combinations, but co-operation should be the 
watchword of the fu ure. 

There was an illustration of what may happen which occurred at 
the time of the armistice. Bu ers of iron and steel waited for lower 
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pri es and manufacturers diminished production. In a little whil 
prices were higher than before. That ry c ndition w uld lik 1 in­
tervene if th r is a gen ral holdinO' off in he making of pur ha e . 

Some say that things are going to e all right after the fir t of 
January. As S , ard said in ihe ivi] i\ ar, ever thin a will be all right in 
ninety days. "' ell, I hope so but this present conditi n of pri e i 
more than a banking conditi n. It ann t b ur d hy 1 , r rat s f 
mon y. It t u h s the, hole industrial and commer ial fal ri , all the 
ramifica ions f -rad . \'\ hile, I h pc, and in fact xp t, < ,, ry m terial 
improvement after Januar first, I d not thinl' it \\ill d f r us b' 
o sanguine. Of cour , h question that int r ts ev r b dy is, Ha c 

we reached the bottom?' 
Well, \\~e have be n falling for ome tim , and we have had in this 

ovember, 1920, a su ce sion of Blacl Fridays f r two week , and it 
docs s m the tum must occur oon, but it will h a long process b fore 
,ve get back to the conditions as they w re in the early years f th 
\Var, or in 1912. I do not say that n cc aril i will b T ar , 
least it wi.11 be months. 

What ar some f the h peful siens? First, in fa ing any financial 
catastrophe, we knm, more than we used o. ,, can mak ur al ula­
tions more ,visel). This ver i a f o- perati n ha hel1 d the it­
uation. If th r is any good hat has be n done by any f h bi r­
ganizations, it is that they can forecast the future. They are like men 
that stand on a commanding eminence. They an see what is ming. 
They can slo up a bit if they are manufacturing too fast, and adapt 
supply to demand. • 

Then we have a better bank1ng system. Wby, when we look back 
on what happened before the Vreeland-Aldrich Act of 190 , it is amazing 
that this country could ever ha- e gone along, in the halting "ay tha it 
did, with a currency system absolutely lacking in elasticity. 

Now, we ha e not only that law, whi his practically u rsed d, but 
the F deral R rve Law, which gan functi ning in 1914. I nccde 
there is a tr mend us pow r which rests in that • edcral R s rv Board 
\\·hich might be abused, but J trust their authority will be used wisely, 
and that is our gr at bulwark in time of stonn. 

Then again, demand is pitched on a high plane. It, ill continue 
high. People can afford to buy for y ars to com . A g many will 
have to economize, but the first point of attack in any period, when large 
expenditure holds way, is fin r loth sand more p rsonal adomm n . 

Even in this depression, wh n the stock market is s nding out dis­
couraging reports every day, as I understand it, the department stores 
report their sales were more jn Octo r and in ovember than last year. 
There is a limit to the time when a consumer wiU hold off in the xp cta­
ation of low r prices. lathes may b come threadbare, and a man may 
endure it for a while, but after a time he will make up his mind that there 
is a nece sity, and he ill buy. 

Then, again, we ha e an assured place in the colossal resources of 
this country, so that,, e are the fa ored people of the world. We can ad­
just the methods and means to meet the situation in a way we could not 
before. 

We have enormous crops, the probabilities of a plentiful supply of 
food. I am frank to say there is ne hin I look upon as rather a moral 
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question than financiaL The general tendency of the peopl to indulge 
in luxury. There seems to be a tendency of that kind that goes all 
through our population, the disposition to have a good time. 

As I compare things in the country town where I used to live, and 
think of the hardship we went through then, in comparison with the lux­
ury they enjoy now, and as I look upon the wonderful industry and self­
d nial of the people in th Orient, it makes me afraid hat we may lo e 
our grip, and ther is urg nt need of individual industry and thrift: 
in talking of economy, advice does not apply to the big corporations and 
industries alone, i applies to every man and woman in the country. All 
must put their shoulders to th wheel to bring us out of this mud and de­
pression of financial difficulty. 

How wond rful are the chances of the American business man, 
merchants, manufacturers, bankers, all, reaching even to the very least 
favored rank in society. They have an opportunity in this country, not 
onl to make a living from day to day, but to rise, an opportunity denied 
to the people of any other country in the world. 

I have known people coming from the old country, who could hard­
ly pass Ellis Island, ho in ten years were able to deck their wh es 
with clothes like the coronation robes of a queen, who could build home 
that far surpas ed the castles of their overlord in the old country. 

Above all, I wish to enjoin courage on all. Do not be overcome by 
present conditions. We have been through flurries and panics before. 
If it were not for our improved methods,, understanding and banking 
system, this month of N ovembet' would have witnessed the worst panic 
we ev r had, worse than l 73, but we are in so much better condition, so 
much easier for us to get upon a solid ground, that you can be sure that 
this depression while much more serious than a summer cloud, will pass 
by, and the man who is judicious in handling the manage1nent of hi 
business, , rho is economical, thrifty in his personal habits, who is indu -
trious, "~ill com out triumphant. 

I wish for all prosp rity in business, happiness in hom,es, and the 
performance of an incr asing share in public affairs in this time of 
seething excitement, when the world is full of din. I "rish for all to 
take up the banner of pa riotism and contribute to the honor and glor 
of our blessed country, th United States of America. 

12 



MR. JAMES BATEM 
of Bateman & Co., Philadelphia, Pre ident of The Philad lphia 

Wo 1 and T tile s o iation 

In talcing a world surv y of the wool si uation today ar confront d with 
two very pronounced fact . nc i , that we hay an unpr d nted supply of 
wool in the world and the other, that we hav con ump ion a a cry low ebb. 
The decline that has tak n plac in wool values in rec nt months has be n greater 
than has ever o curred b fore in th w rl . 

t the beginning of this year there w s a carcity of merin wools although 
on a high basis and likely to go higher, and wool was g tting to the pla her 
we began to think of it as we did of silks and o her ommo iti s which were 
considered h.1Jmri . ow th stock of ool ar , of c ur: , held hi fly in 

ustraiia and in Great ritain, and the quantity tlm w h,w in this ountry, 
the urplus quan i ies, are not so great, not so mu h abo,·c normal. 

The slump come forcibly in fay. ,, had pr monition· of it as arly as 
farch and pril. I can b st illustrat th x nt to which w ol sl unp d by 

taking a standard grade, for instance, hio fine d lain which omp with the 
Australian merino. At the p ak those s ld as high as LOO a pound in the 
grease, which meant a clean scoured cost of probably 2.2 or ._2. 0. Th finer 

u tralian qualiti s sold as high a , :{ or close to it. Th mark pric f hio 
delaine in this end of ovember i fifty cents. That wonlJ mean ha 
wool would cost 1.20. It is sirnificant that the wool in . ·US ralia th nly wo l 
accessible in auction sales today, fine me1ino combing, at the prices whi ·h they 
ar paying mak s . 1.20, clean basis; at Atlantic ports. 

Despite the terrific slump hat has taken place in wool valu s, pric s f r 
wool have not been stabiliz d. Of ourse, we in tin o the vi w that th d pr s­
sion has been caused by the curtailment of buying and that somehow or other, 
until the situation is clear d , e can't hope for any • abilization. 

In so far as the ool situation is cone rn d, a the fact t orabl run­
favorable? ·when the war started England clamped the lid down and that pr -
vent d Austria and Germany from getting their supplies. The consumption of 
wool in ustria and Germany is close t 600, 000, 00 pounds; for four y ars 
substantially that outl t a los . That is on reason we have thes a normal 
stocks. Furth rmore, the wool· which today are selling if s Hing at all, at such 
unheard-of lev ls, are th kind of wool that can be u ilized in hose countries 
to advantag . 

If G rman and ustria are t meet th dcman s hat are to c put on th m 
in the way of reparation, in meeting the bills that they ar going to be called upon 
to pay, if they are going to re-establish inuustry, ~hey must have the tools to work 
, ith. If thcs wools which they can use can be financed so they can be made 
a ailabl for them wear going s rve a double purpose. • 

I saw recently tha the British , ool Council had arranged a credit to 
stria of some hing like ighte n million pounds Sterling. That is just a 

beginning. I saw later that zecho- lovakia has also had supplies f wool 
furnish d her to make a start, and so it doe look as if the British Wool uncil 
has to consid r these British wool socks has to reach some basis by which 
particularly these low wools can find their way into rmany and be utilized. 

In regard to wool prices and the fu ur of wool prices, the situation today in 
regard to the domestic grower is erious. I think that tho e of us who are 
interested in wool and its manufacture must not leave him out of account. 

Our normal wool consumption is somewhere in the neighborhood of six million 
pounds. During the war it got as high as six hundred million. ow, with in­
creasing population and knowing that wear a country where the per capita 
use of wool is greater than any other country-I think it is around eight to nine 
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pounds-we are dependent upon outside sources of supply. That is not a situa­
tion that we ought to tolerate if there is any remedial way to correct it. 

The grower plight is nothing less than a tragedy. The slump in wool came 
before the wool had to any extent been sold by the grower to the manufacturer 
or the wool merchant, and the financing of the wool alone, the movement of the 
wool to the market, was rendered very difficult because the banks in those little 
towns in the West, in the plains area, depend upon the wool clip when it comes 
to the shipping point to giv~ the grower the money by which he shall liquidate 
a good many of his winter bills. 

A few years ago, before the Homestead Act came into effect, ~he camper 
could go over the nited States, stop where he wanted to, and he used to figure 
his wool clip would pay all his expenses and the lambs would be profit, but today 
it is different. The vacant lands have been taken up. The country has been 
settled so that those areas are no longer there. The wool grower has to have 
land and equipment, and has to purchase supplies and he has to be so equipped 
that he can carry his sheep through the winter. He has to have sheds, fences 
and other things to conduct his business successfully. 

In looking to the future, the elements in the situation which appear 
favorable, and which incline us not to lose all of our optimism, are numerous. 
There are a good many sources of comfort to us. I believe that when the stabil­
izing of wool ,~alues is accomplished, when the reaction against high prices comes, 
it will give way to confidence. 

By that I mean thq/.; we have all to address ourselves to this: all along the 
line, when the customer goes into the store to buy merchandise, if the price 
of that merchandise bears with it the conviction that from the wool grower, the 
manufacturer and the retailer we must prepare to forget the pro.fits we en­
joyed during the war period, which were unusual, and get to normal. 

What I have heard in Cleveland is very encouraging. It is to me as a wool 
merchant. That is, that orders along certain lines which have a bearing upon 
the woo1 business have been placed, and there is nothing in the whole situation 
today that will be more helpful to the wool busi ess than the knowledge that 
business has started. 

R. S. H. DITCHETT 
Editor of The Dry Goods Economist, New York 

The present price situation, this continual decline in prices, is what was 
looked forward to from 1916. During the war, and before the war, it was 
predicted that prices would decline as they have, and it was expected that the 
decline after the armistice would continue. We are now in our second period 
of decline. 

The garment industry of this country is one of the most remarkable indus­
tries in the world. It has developed within the last thirty-five and forty years, 
and it has developed principally and very largely during the last twenty years. 
It is unique because I don't believe there is another country that has any in­
dustry like the American cloak and suit industry. In France, the needs of the 
woman in the way of clothing are largely supplied by the old-fashioned mode of 
dressmaker, custom tailor and so on. Germany, before the war, did have con­
siderable of a garment industry, but never on the scale of the great cloak and 
suit industry of the United States, and this industry and its progress is largely 
in the hands of the manufacturers and retailers of this country. It is very grat­
ifying to one who observes the development of the industry to see how the 
manufacturers are beginning to work with the retailers. 

This is the first time I have heard much said by the officer of a manufactur­
ers' association as to the purposes and plans to co-operate between the members 
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of such an as ocia ion and the retail ·rs, and I b li v that this s ril· s n. new not , 
and one which other industries will have to take note of becau e herein lie th 
secret of benefit, progress and succe s for both. 

The interests of the retailer, the manufacturer, the whole aler are all mutual 
and if they could get together and work out their problems together, how much 
better it would be. If hose inter sts could get toge her and work out the prob­
lem of cancellations, something real migh be accomplish d, but I hav he r 
this subject of cane llation discu scd for the las thirty years. 

We are in the middle of a period of diffi ulty and pcrplexi y, but a 
great many can remem er our experi nc sin pr viou ri whi h, while p r­
haps not as serious had tremendous difficulti . . 1.Ye wen hrongh those 
difficulties, great as they wer , and came out on top, an I don bclic\'C that 
there is cause even today for so much pes imi m as one hears expr d in ertain 
quarters. 

I feel that we should look forward and ak a long look ahead. I think it 1s 

not too much to say that th nited States today i on the eve of i . grca. st 
development. We have d veloped our own res urc , but " "e hav n t, be n abl 
until recently to develop an export trade. 

We develop d big trade during the war, in textiles. Ther w re no wool ns, 
little of knit hosiery and underwear, and day, ev n though Eur pc has larg ly 
ceased her importation of manufactur d good just c aus th y haven't got the 
money to pay for them, alth ugh the conditions in outh America are no 
favorable to exports, we have maintained our exports o woolens. 

We have in this country the biggest opportunity wee" r had in our liv . 
As Emerson has said: 

' 'Some of our hurts we hav heal d, 
And the sharpest w still h ~c surYiYed, 

Bu what torments of gri f ve've endured 
From evils that never arrived.'' 

MR. . L. DA 'BY 
General Manager of The May Co., CJe eland 

As far as our institution is concern d, we have come to the conclusion that 
it is time to buy goods. I believe that unl ss we buy our goods now, and all 
jump in at one time, p rhaps a month from now we will find the prices higher. I 
believe that goods are as low as they ill go for some time to come. \Ve ex­
pect to do business, and one can't do business unless one has goods to sell. 

MR. VICTOR SI CERE 
General Manager of The Bailey Co., Cleveland 

There must come a time soon when the supply or the xisting inYentories, 
as reduced by continuous r duced pric s by he retail r by the liquidation of 
inventories in the hands of the jobbing industry, must make us dependent upon 
the manufacturer and we ha e the most fertile opportunity now to get together 
to understand th problems of the other1 becaus our problems are the problems 
of the other. 

If we go into a period where there i an exhaustion of the present supply 
of merchandise, it will r act on all retailers at the same time, and we will go into 
a condition that will result in further uncertainty in both retail and manufactur­
ing industry. 
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DEA WALLACE B. DO HAM 
of Harvard University Graduate School of 

Business Administration 

In our economic research department we are taking up the study of depart­
ment stores and women's specialty shops. In these studies we endeavor to get 
a representative group of men ngaged in he industry to keep their books on a 
standard system of accounting and to make to us current returns of the actual 
facts about their business, the facts shown by their accounts and the facts shown 
by their replies to a systematic questionnaire which we send out accompanying 
the blanks with the returns of heir accounts. Those returns are compiled in our 
bureau, and listed and ent back to the industry as a mark for the industry to 
shoot at. 

We have been telling through work of this kind, the retail shoe dealer. f the 
country what their associates and competitors are paying for the difierent 
principal it ms that go into operating costs. We have been giving information 
as to standard practices of the industry with reference to mark-downs and stock 
turnover. We have been analyzing the effect of stock turnover on operating 
costs and we have be n literally giving to this and other retail industries work 
to shoot at of a very important sort. 

In our imTestigation of the department stores on which we are about to enter, 
we ask for support and co-operation. We are teaching the facts about methods 
of managing industries, and the facts about the management of these industries 
are not known to the men in the industries hemsel es. 

The Harvard University Commit ee on Economic Research in its current 
forecast of business conditions points out that the readjustment in retail prices 
has to go farther and that this is holding up the readju tment in business very 
largely, and the sooner the readjustment takes place, the sooner the rehabilita­
t ion in business will take palce. 

MR. MILTO H. BIOW 
of The Biow Co., ew York Cit 

Tomorrow s business pres nts a problematical situation. I think the 
solution will come if the retailer and manufacturer will accept a very definite 
picture: that the retailer does not buy from the manufacturer and that the 
manufacturer do s not sell to the retailer but that this is a matter of 
credit and finance which is a matter of convenience. The fact i~ the manufac­
turer and r tailer erve the consum r. If retailers in merica will accept the pic­
tm e that it is necessary for them to keep the manufacturer, their source of sup­
ply, engaged in producing goods so they might supply them, they in turn 
might ser e the labor employ din producing goods. The manufacturer should co­
operate with the dealer if he expects to assist him in getting turnover in his stock. 

nd, if we are to g t that turnover, e hav t accomplish certain very definite 
things, for example buy early. 

The retail merchant will find that his sal s will only come from the things 
he buys, and if he buys late, he will have no spring season. If turnover is sound 
for him, then it is for the manufacturer. If the turnover is sound for the man­
ufacturer, then it is for the mill. If it is sound for the mill, it is ~onnd for the 
farmer who raises the crop that goes into the garment. It is sound in every part 
of that economic chain of production. 

If the dealer will realize the responsibility to the manufacturer, and will 
a sist in getting turnover by buying early, by letting him know that he has 
confidence in business conditions, that will help the general situation. 
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MR. AM EL DA VI 
Manager of The iegel Co., Cleveland 

The cien e of business, my friends, is no a lr run or a th ory, or an er_ 
periment. It is but h art of knowing, nothing bu organized kno ledg , a 
mass of information and fa ts coll cted, correla d and classified an when w 
ay that a man do s things in a ci ntific manner it i imply b ca.u h kn w 

and is not guessing. 

We have b en bu in . gucs. rs long enough; let '8 l 
Tha is why we n d ffici ncy oday to stimulat our plans. our d I and 
desires and demands, and that is why fficien y in bu in s is b ing r cogniz cl 
so broadly and is b ing accep e<l lib rally. 

We ar b ginning to pr ach mor han v r th rapi lity of th urn v r. 
Ioney is made in umovers, not in the hangov r· . Th, rapidi y of h tum­

over is important-but at a profit. You will n Y r go t rok, making a pr fit. 
Don't be afraid to make a profit, and you can nly mak a pr fi on arly ar­
rival and arly s ason . That is why • rly 1 uying i s s rongly acl ·o at . 

olume alone i a fallacy. 

The mo s he methods and study the st s or 1 • 

failures of m ·, pe ially h mor study scs of 1 
m n, the mo e ing that h sc m m all about th i , 
not m rely t e xp n. s, hills, liabi , 1 ills oll tal 1 o . 
but they lmow t ails. 

The big men day a k qu sticn in p r nt~ es. 'J h y think in numt r 
talk in numb rs and figures; ·heir decisions and a ·ti JS arc bas din p r 'ntag s. 
If you don t knm how o figur in bu. ine ·s, you on't ut much of a fi 1r • in 
business. 

Retailer. ha hrough ·110 ar gr wing a 
have grown ha a a pam hay statistics a 
analyze. ta s b t ar s in ad of onf . 
If you take pains at the start, y • finish. It is mu ·h • 
to breed good examp than It • • 
.·cuses, becaus s don . l 

business " as r as a m in 
proportion to s d stock • n s. H • 
did a gr at r Today .. w s cry 
s ldom sen on r, he '\J ·nown by t " but by 
those statistica nd sy t rn whi h h had d partm ed int J 

- hat we call oday i ior information, and he ]·n '\J wha h , as s Bing aml 
why. H showed bi r pr p rtion of turnov r and profit (an hat, was 
thirty years ago), doing aw nd rful volum f busin ss. 

As far as liquidation is on rncd, sell and r pent. Pu th man y to us , 
and let it work for you. The analytical m r hant knows b cause h kn ws 
and gaug s things by r . Then there isles reason to rant and roar 
over some isolat ca our bu i will tand for certain per-
c ntages of a<ljustm h , th n lo a rtain p re ntage of 
adjustm nts and xchange w o not hav marnify and ay ca i.tiful 
things. 

If we know that our er dit loss . • on charge ace unt \Vill stand for thre -
quarters of on p r ent, and as a certain merchant notic d one day that h • 
redit losses w re one-half of one per en , he said to the credit manager: " 

are not losing enough money.' Evid ntly he thought h could lose a coup 
of thousand more. He knew he could stan another quarter percent loss. If 
he didn'i have statistics he~ ouldn't know wha h could afford to lo . He 
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eals in percentages and talks and thinks in percentages, and it is the same way 
with selling. 

How many business men can answer the question, "What is the average 
selling price of the merchandise I ha e in my respective departments by de­
partments?" 

We know that the average selling price in the department stores before the 
war was a dollar and a half. That is statistics. The average selling price 
today is about 2.25, but what is the average selling price of these different de­
partments? Then let us find out what is the average sale made in these selfsame 
departments. Then we will learn that there is a certain percentage of stock 
that isn't turning, and that we are carrying a portion of stock at the expense of 
the other. 

If a merchant tells me that his advertising percentage does not exceed one 
percent then I know that fellow is deluding himself, because his payroll will be 
seven or eight percent. He has such low traffic in his place that it will cost him 
that. It would be a good idea for him to study the traffic proposition on the 
floor. 

If you have more than two or three floors and you can get sales checks 
made out on the , arious floors, you may wonder why only eight percent 
enter the third floor, you may wonder why only fifteen or twenty percent go to 
the second. It is because they lacked feeders, feeders on the first floor to bring 
them up, either in traffic or service department. That is why we should learn 
to analyze. 

It is a splendid thing to establish quotas. I like to get my customer slips 
every week. I want to kno~ how many customers Miss Jones waited on. I 
see Miss Smith waited on just as many customers, but sold half the amount of 
goods because her average sale was one-half the amount of the other, and when 
they begin to live on that atmosphere of figures they are thinking with you. 

I say "Buy early; buy the merchandise that people want, and when they 
want it, so as to get the desired confidence in yourself."' 

The reason the man has dull weeks in his store is because he has that many 
dull spots in his mind. The man who is thinking big and thinking far is not the 
fellow who is going to be controlled by every impulse and whim and wind or 
whisper. One fellow's timidity is the other man' opening. The man who gets 
the business is the one who goes after it, regardless of any conditlons, and 
the fellow who hustles the hardest is the man who i~ going to get it away from 
the man who does not hustle. 

I want to say for the Cleveland garment manufacturers that they are 
manufacturers with conscience. Why? Because back of the brains, there is 
the heart and soul. They are holding you to seU what you buy and are 
studying retail conditions. 

HON. VICTOR MURDOCK 
Chairman of the Federal Trade Commission 

Business men of the nation are giving to the \l1hole world a service beyond 
price. There has been no time when the world needed the guidance, the judge­
ment and the leadership of the American business man more than today. I 
know that the business men are giving their leadership in these things by the 
tens of thousands, by the exercise of confidence, optimism and fidelity to the 
public interest. 

I am firmly of the belief that in the present complexities of trade it is essen­
tial that all of us shall carry to the situation a measure of optimism. The pes­
simist cannot help and he can harm. The man who meets difficult situations 
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calmly and with confidenc can be a ower of strength. The man who hmm 
the barometer, forecasting s orms which may never com , is a weakn s in the 
whole line. 

The obligation of optimism is no only upon us all a mcri ans in dom<?stic 
affairs, but as Americans who must furnish an example of stabili y to all other 
nations. 

It is inter sting to note that one of the chief ocial ph nomcna of our time i 
assembly. Viewed in one way, this tendency amo g u is curious. F r this is 
also the day of quick and ready in cr-communica ion. That is, in a tim wh n 
there might appear to be little need of physical on act among m n m 1 are 
most prone to congregate. 

The reason for thi is that the genius of our age is p n couns land con-
gregate and confer to be guided and to guide through he comple itic , hich 
confront us. Leading out of this is the similar tend n y of m n toward c ncert 
of action. Concert of action is an agent, ither as tool or toy, hich is not en­
tirely agreeably familiar to our hands. We do not und r tan it p rfec ly. 

One phase of it is a combination in r traint of trade. noth r phase of it 
is co-operation seeking to keep trade free. omewh r b w n ut-throa com­
petition on the one hand and monopoly on th oth r is a land of economic justice 
where the living waters flow. There is no beaten pathway to i , no highway, no 
directions, no guide post. Th way to it must be blazed. I b lieve th bu iness 
men of America are blazing the way. I am c rtain that the lodestar which 
guides them is one thing above all other things. That one hing is s rvice o the 
public in erest. 

Service to the public interest comprehends the maintenance b tw en a m r­
chant and his customer of a fiduciary relation- a r la fon of trust. r la ion of 
trust is primarily a relation of service. The modern business man rades wares, 
quality and service for money and good will. When service and good will are 
present in the trade, confidence i born, and from onfidenc the whole social 
transaction proceeds and without it the social ran ac ion must halt. 

S .rvice, moreover, thrives through an exercise of those factor which have 
built up our civilization. First and foremost among those factors i inviolability 
of contract. We must keep our word. verbal pledge should r main a bond. 
The man who misr presents in trade, in labels, in adv rtis ment or in sal ha no 
place in this situation, for a single unfair competitor ometimes a single unfair 
act will disorder a whole line of industry. The man who cripples a ompeti or 
by unfair methods is blocking the path of progre not blazing it. 

Servic~ also helps in maintaining he stability whi h pr ·ser s the e en flow 
of that vast current of commodities whi h runs through trad from pr due r to 
consumer. That current of commodities, if it flows ev nly, ser s producer, 
trade and consumer alike beneficially. nything which cau s a flood in the 
channel is not bes . nything hich dimini h s radically a normal n flow is 
not best. 

There is a golden mean tween trickl and torr nt whi h means d mand 
for producer, supply for consumer and business for the merchant. That which 
helps in the normal flow is to be desired; that which retards, obstructs, diverts, 
harmfully withholds from hat current, is to be avoided. 

There are a gr at many things that no two m n or three men can agree on. 
There are some things in trade "\\ hich ar extremely difficult and contro erting. 
There are two sid to the qu stion and there are two t nable sides. One is the 
maintenance by a manufacturer of the resale price of his good . That c e has 
gone to the courts and the Supreme Court in the land which will finally say 
whether maintenance of resale prices under the law is lawful or not. 

Another thing is guarantee against decline in price. It is a very difficult 
question we are studying. We have had men in to talk about it. Finally, 
before that case is passed upon, the Supreme Court of the United States will 
have to say which is right and wrong. 
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MR. JAY IGLAUER 

of The Halle Bros. Co., Cleveland, Chairman f the National 
Retail Dry Goods Association Committee on Accounting 

I belie e that retailers, a large part of whos business is r ady-to-wear, and 
those manufactur rs who ar in h same line will p rhaps ha e ab tter oppor­
tunity to make ood, make profit during th oming year than in many other 
lines where the turnover is much less rapid. 

The new standardization program for he ational R tail Dry Goods Asso­
ciation will run th ntire gamut of a coun ing from financial statement right 
down to the last p nny of exp n . Ther will be a complete expense classifica­
tion, a standard financial statement, a standard operating tatement1 a system 
for small tore , a y em for m dium stor . and a y tern for large stor s, fitting 
well in o one anoth r. 

There will b in the new standardization program a clear definition of th 
ordinary terms used in r tail di tribution. Thi standardization program mean 
much to the r tail r and m an cry much to he govemm nt. One of th 
things hat has influen ed us ha b n the constant tend ncy of governmental 
agencies to demand standardization in accounting so that th y in turn might be 
in a p ition to colle data which would be intelligible. The r tailer, likewise, 
hopes by this program to b abl to compile data which will be of tremendous 
Yalu not only o the new retail r just beginning but to tho in the busines. 
many y ars. 

rJ:R. t HEL A 
Pre ident of Th Lindner Co. Cl veland, Pre id n t of th,. Retajl 

rchant B ar of th Cleveland Chamb r of ommerce 

This is the ra of co-opera i,·c 11ort, particularly for those in the women's 
, ar busine s, which ontrary to th go crnm nt ideas, i m r precarious than 

rofitable- as a rul , and thi is th ra wh n comparisons, whi h will be greatly 
helped by tan ardization, ar going to be of gr ate t valu to us. 

It is xtr m ly int resting to e hm this i l a of co-op r tion am ng gar-
ment manufa tur rs and garm n retail rs , hich origina in Cl v land i 
progr sing. 

If all r tailers hold back, i i nly natural that ther will be lat.er on uch a 
large scar ity of he ommoditi s in which ,v d al that wh n w all rush in to do 
our buying, pri s, rill go sky-rocketing and ~ will ha Ye av ry unsatisfactory · 
lmsin ss condition. vV ar all ry much b ttcr ofI in a stabl marke1, than in 
one hat i rapidly declining or rapidly ad van ing. 

The manufactur r isn t having all the troubl s. I think r tailer will up­
port me in the stat ment that th r tail r ha b en kicked o often in the last 
four or five months that he can care ly walk traight, in fact longer than that, 
b cause before the public started kicking him th go rnm nt did th lci ing 
anddiditmost ff cti cly. 

We ere told not only hing that wer tru about bu iness; we wer told 
many things that were untrue, and some that were impo ibl . I think that 
most of us familiar with man of the things that were r ad into the Lever Act an<l 
after the governm nt ettled down a little bit and got quiet then the public, with 
a total mis-interpretation of a statement that has b en mad y some economi ·t 
and some publi her, got it wha k at he retailer. 
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RABBI A. H. SIL VER 

of the Temple, Cleveland 

I would like to ha e you know that rn.inist r ar just as much in rcsl din 
prosperity and in good times as the busin ss man is. P oplc som tim s think 
that because the minister or priest or rabbi i called upon to criticize c rtain 
economic features of our organization, and somctim without res rve and 
severely, that they don't care at all whether things are pr sp r us or no . 

We are vitally and intimately cone rn d with the pr p ri y, th s un n . s, 
the well-being of merican usincss life and not o much for material rens ns, 
although material reasons are not to be scoff cd t, but r ally b cause of spiri ua 
reasons, because the greatest enemy of r ligion, of progr s , of art, of lit ratur , 
of cultur , is poverty. 

owadays the denial of things necessary for living, pov rty, lead to unr st 
and unrest to an ugly mood and the ugly n ood to r entment and r sentm nt to 
revolution, and in a land where the economic life is so delicately or aniz a it is 
in our land and in a democracy such as ours. made up of a ari ty of racial groups 
and elements,revolution is nothing short of disaster, hao and anarchy, and so I 
am for two reasons deeply cone med that all of us exert our en rgy a fl r as 
it is within our power so to do to keep alive the spirit of optimi ·m and good faith 
and confidence and hopefulnes that are essential to wholcsomenes and prosp r­
ity in our industrial life. 

I wouldn t have you think that I am utterly naive abou con ition. abroad 
or here. It has b en my good fortune during the past two summers t be in 
touch and contact with the economic life a ' r ad and I h liev I know a bit out 
the economic life in this land. I want to sound a no e of optimism and hope an<l 
link up with it an appeal to men and women who ar in the busi 1css lif of Ollr 

great land. 
I want them to feel that things are coming right, that in spi e of th dis­

placemen s and the disor,ganization of Hfe, all life, and m re sp cially th 
eonomic life of the world, in spite of the multitudin us suffering and sa ri­
fice of people and in spite of the untold misery and starvation there is in the 
world, things are coming right. 

Don't overlook th fact hat , e are just two y a.rs rem vc fr m the great­
est cat=:tclysm the world has C\ er kno n. Europe is quid ly rccO\ ering. Even 
France, that suffered more than any other European country in this war, i • r >­

suming h r normal course. Belgium was the first land that rccov red, and cv 'n 
Italy, but for the lack of raw material and for the pres nee of a peculiarly ob­
noxious profiteering group, is fast r . urning its place among the con ert of 
European nations. Even Germany is tortuously, painfully i is true, but stead­
ily, em rging out of the disillusionment and amazement and pique and res nt­
ment and re, olt into the sane life of a steady-going republic. It is only in eastern 
Europe, wher a treaty perpetuat d • ome of the mo t unfortunate features of 
war, that cha s still exists. 

It is surprising that a country lil·e ours, which was r ady to spend billions of 
dollars for our alli s during the war, has not been far-sighted enough to establish 
long credits so those nations can buy those things they need and those markets 
an be thrown open for American nterprise and industry. There is enough 

construction and building and reclamation work to be done in this land of ours to 
keep us busy for many a day to come. What is to my mind essential i thi 
thought to d minaie the action of the business man of our land: First of all, 
that we must keep on producing, even at a smaller profit than of years gone by. 
The fat years are o er. We are now experiencing perhaps one lean year and you 
must be ready to meet it with all its problems and all its unpleasantness. P o-
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duction, buying and selling must go on, for, if we become fearful, if we lose the 
temper needed for prosperity, we will lose prosperity and never regain it. 

We must keep producing in order to keep men working, because if men stop 
working, first of all, they cease being consumers, and, secondly, we are insti­
gating a spirit of hostility in them. which spirit we can not tolerate today. 

I believe that the American business man has always given evidence of his 
broad-mindedness, of his fine grasp of facts and realities. What we need I be­
lieve, at this moment, with all the temerity and fearfulness that seems to be 
dominant, is a spirit of confidence that things are coming right, that we are 
merely in the trough of the wave that is bound to rise to the crest again. And 
we need a spirit of good faith. 

It is just at this time that the spirit of determination, of fixed purpose, of 
zeal and energy is required of every intelligent American business man. 

Talk prosperity! Talk good times! Talk faith! Talk confidence, and it 
is bound to come. This land has been blessed with plenty. Our yield has been 
rich and plentiful. All the wealth that this land needs is here. All that is re­
quired is a new adjustment necessitated by the complete disorganization of life 
about us and that will require time and thought and patience and courage. 

MR. FRED P. MAN 
of Mann's Department Store, Devil's Lake, orth Dakota 

It is almost necessary·, I think, to have times confront us like those at the 
present, just to see whether or not we have the metal in us to pass by and over­
come difficulties. otwithstanding these oondit ions, I have been in very close 
touch with the sentiment of the buying public, not only in ,our own district, but 
in the entire northwest, and I have decided that if we we.re to move our stocks 
and keep our volume of business up, that something radical would have to be 
done. So we proceeded to do it, and started an activ,e advertising campaign. 

It is perpetual advertising, keeping your name before the public all the time, 
that pays. 

About mail-order competition, a few years ago I made a survey of the mail­
order business in orth Dakota. I found that one-third of the busine s of 

orth Dakota was going out of the state. Our mercantle busines was estimated 
at ninety million dollars by our tax commissioners, and about one-third, thirty 
million dollars, was going out of the state. 

I started to find out the reason for this great mail-order business, sent men 
into one hundred towns in the state to take a survey and I had a little question­
nair prepared for them. The questionnaire ran: "\ hat is th condition of the 
front of the store? Is it attractive? Are the windows clean? Is the display 
inside good? What is the arrangement of the stock? What cash system is 
used? What form of bookkeeping? Do they advertise? If not, why not? 

We found that 70% of the merchants interviewed did not believe that ad­
verti ing paid. About 1 % ad ertis d in a sort of a slip-shod manner. The 
others were quite live adverti rs. Then I studi d to find out on the other hand 
what the mail-order houses w re doing, and learned that 76 solid carloads of 
mail-order adverti ing had been shipped into the state during the year. I found 
that the mail-order houses had sp nt sevente n million dollars in one y ar in 
advertising, and I estimated that one million was spent in orth Dakota. I 
allotted that with the money spent by merchan s in orth Dakota, and then I 
knew why the mail-order people were getting that olume out of orth Dakota. 

I am optimistic at the present time and we are going to buy a liberal stock 
of merchandise to start with. To go through January, F bruary and ar h 
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and up to Easter ithout a good showing of m rchandis would 
business-like. ~ e always figure that wh n things ar going a littl it bad or 
dark that wear going to spend a little it mor in adY rtising. \V ar starting 
already, the first of thi Dec mb r. I am buying m r handi. now at th 
prices so that we are giving our people mer handis at a price tha i ~ attra tiv , 
and I am satisfied with the sho ing of l land manufa tur r . W d n 't 
want to sec the wheels of comm rec stop d, and I know can do a ·ond rful 
lot of good if we just simply ge behind and push. 

MR. HOMER J. BUCKLE 
of The Buckley, Dement Co., Chicago 

I beli ve that when a manufactur r puts his oods on he d al rs ·helves, 
the manufacturer automatically becom s a partner in that dealer . bu ·in s. 
Putting goods on a merchant s shel es and having he bill pai s no c mplet 
the tran action. The transaction hould not be atisfactory to he manufa tur r 
until thos goods are sold satisfactorily. 

When the merchants of the country realize the opportunities that are right­
fully theirs and belong to them, the mail-order hous will di int gmte. Th 
merchant is the logical unit in the communi y an he rightfully b longs th r . 
He is a community builder and he has every a vanfagc over the mail-ord r 
house. 
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'I h John 1. • ld 
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The wn s and . kir o. 
The Progr and Dr s 

D MARKET 

Dresses 

The i\J. ·amin o. 
H. Blun 
J. Br . 
The a ros. o. 
The Em r, Fi. h 1 
The . 
Th 1 u 

fosho o. 
The ·trnl :kirt u. 
Th ncl Dr s o. 
Th 
Th s o. 
Th o. 
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The H. S. Weil Co. 
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