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FALLING MARKET A FIXTURE
FOR 25 YEARS—MACKINTOSH

President of Advertising Clubs of t-he World Re-
views Business Situation in Great Falls
Luncheon Address.

In a talk befare approximately 200 ) profit without aectually handling the
business and professions] men at the | shoes, The second retailer relensed
regular weekly luncheon of the Great|te another, and so on until --us.-l
Falls Ad club Friday noon in the Palm | of shoes changed hands 17 times, every|
room of Hotel Rainbow, Charles H.|one of the retailers taking his ||r.'m|
Mackintosh, president of the Associated | before the case was broken open and|
Advertizing Clubs of the World, em- |distributed to the ultimate consomer. |
phasized the fallacy of attempting to l It doesn’t take brains to buy on »n mar
use the same business methods in the | ket that jumps like that. All you have
present falling market that were used | to do is to buy all you can get and pag
in the rising market during and pre- |for, with a certainty that you will inake |
ceding the world war. More courage |a profit. As for selling, you can’t sell
and more thinking are required to do| —the customers grab the stuff off your
business today than were required five | counters,
years ago. he said. And believing that | “Now, what is the effeet of buving |
commercial history repeats itself, he jand selling on a falling market? We|
warned business men who wish to con- [ have just had a chance to see what!

business with people whose good will

we retain, because if we get ill will they

don't have to, and won't buy from us.
Prophets and Profits

“Emerson said: ‘The only way to
bhave a friend is to be one' You can
drop back further than that if you wish.
to find the motto of successful selling
today: “Whatsoever ye would that
men should do to you, do even so unto
them: for this is the law and the

rophets’ and Arthur Freeman of New
‘ork suggests that we may spell that
last word ‘profits.’

“It is a fact that the good will of
our customers, which the success of our
business depends; no less than the re-
claiming of 55 per cent of sales which
might be and are not made as the re-
sult of our advertising, rests in the
hands of retail salespeople. What are
we going to do about it? What are
we going to do to realize that 53 per
cent of lost sales? The answer must
be found in education.

“Realizing that the average retailer
is not in a position to answer that
problemn for himeelf, we have decided
to put on a co-operative campaign for
the training of retail salespeople. We
have prepared a short, simple, compre-
hensive retail course in selling, so
cheap I wouldn't dare to mention the
price to you, because you might value
the course by its price. It is a prae-
tical course. It has been tested out
in many cases and found to add ap-
proximately 25 per cent to the vulumn]

Coats! Capes! Wraps! Galore!

- | At Remodeling Prices
More New Models Added

a sale.”

months.

!

—Prices like these reaffirm the truth of the statement, ‘“‘When The Paris has a sale, it is
.”" They will bring shoppers thronging to the. doors today. A Coat or a Cape of
the higher priced grade—of the exact quality and individuality which one has ardently
desired—may now be bought, with a very tidy sum left over for perhaps equally longed-
for accessories. It is one of the most far-reaching Sales in Ready-to-Wear in several

$14.50 $24.50 $34.50 $44.50

I tinue sun'c-nsfullli,\' that 'kh«_v ?‘M' pre- | that mennfu. l\\'» huv;_- l.l" buy ulifim'l"l.\ of sales of the salespeople who took;
{ pare for a falling market that is to more carefully on o falling market. Let | gnd applied the course.  Anything of -
T S e b L 1 netsaving of 130010 3500 46 A% (1 e smputest styleitlint Tbve, hen. ol fored
A : 53 - at Readers Get in Ads Counts . . oy .
) ory : o N y [ AR
i bninens evers week. according 1o Mr. of the ‘monrh 'we have 50 cases left| it SEL R DOPE, t}l:ls season, garments that would satisfy the most critical and please the most economical
| ity retail t has ever known, 1 o ni .o | cation once stated that about 94 per » . s %
'. of fatality retail rade huw cver knows. |fulen 180 o' case. Meaning ‘that_we 200D 000 Hated it sbout 44 pey shoppers in all this broad land. Now on sale at remodeling prices.
’ cent sificient"and the epeaker con |have in atock for $300 less than wel 2008 Rt WU, PeSCC, g SRCH
tended the best that advertising can do | paj . Thus we hav f- ; !
e e o o 1, nth, ago, Thus we bave i S, L o wrie sivertising or 'who » o o
the store, where clerks may make a|oaee to your needs and estimating your l‘:lk':u ili'mli‘sfll. “l.\")l:(';ll ‘:\otl\‘ln hlu'x in:f: p:
sale—35 per cent of possible sales | haads carefully enters into the question o o\ v o e
are killed by the ignorance and inertia | o¢ o erchandising today, Hu[l::n “"'I'I(k n'r into “_\-nur""udv;‘-;:xn'lgﬁ
J A lerks  are  not S copy that gets results; i w
::h:::::z:h arv:-i"?v"i-‘ l';‘r :-.-lgménizil?ll . No Buyers' Strike . i (-us:omﬂr takes out nrf it. And wr;m th': un re s O ts t t t t t s ~
| this fact and in training them to bhe “We recognize todny the faet that|customer gels out of your copy doesn H d d f ’,,1 h h I h f l h d d
come r'nll g:|]l‘.~ipvn;.l-1 that the !ulur»{rﬂmlrrs must estimate their p;:n;-ihle 'l'l”,‘{"'l upon .\t""”‘ d"]“_"‘"“"n( hll"l :“ '1"5‘: ga en a are e a es w lsper rom as lon are tune own to a
of retail merchandising depends, {market more closely than ever before. | 80 if you put anything ato the cops *
2 | We don't have to tulk to suade thel or sales talk that is above the intelli- f ﬁ nded II
People Buy Service | W' don't"have o talk to persuade the | or sales tak that s above the lntell small percentage of what they were at first inte {o sell for.
qu-onsg-full advertising, '}" q’:'d' 'l‘f:,.'»"!:i [97 per cent of the retailers today are ! School you are aiming your weapons
thl‘ln‘lln"f'vI" ',\“" .,‘:1‘:.:',.:[_\.',.1::23,‘ li& underbuying. They are afraid they may | 81 Pnly six per eent of your prospects
D R A o e confidence that |B0t be able to sell. It is not so easy | If you, the rerail merchants of suITs suITs su"s
only as \uh'mb_lf as the confidence that Lo kel Hadiy heckiiae tlita véiy samel Americn, are interested in training
is ereated in it. He |wllmrf"! out that | th bt that rested he Pl | clerks to become stlespeople, T assure
women are not now buying dresses but g FKC LU TIRIELT ining custom. | 30U from the experience of hundreds * and d nd
:A':l:nth“a‘:‘d 't'-;\nrll;‘r:nh";n:;rr;rr‘-.r'mlll:l': 't‘l‘ll"' ers from va‘ki:ll!huh.b . "y ",f r'nlh«r retailers, that 'hi.s !P}or! S an a and
. ¥ e ¥ A48 SO : which the Associated Advertising Clubs
eveglasses, not to decorate their faces, .o There never wus a buyers' strike. ! of the World bave brought together and
but to relieve eyestrain \"'::I)Ye:'\]?:r;akn';..p:l;d.:l 1:‘ l,.l.“,‘:: i(':::ir:xid‘:l:"l;plavnd in th hands of their loeal ad- nRESSEs DRESSES DRESSES MSSES
' N he o g ALy hi e b 4 | v 3 > < )
ml:'“':'r!m\:.dl;;;:xrlu:n:‘ﬂ"r- !;:1::1-';'4'-1'.".':"1\:2 bimselt or herself stopped to think, | yerH%ing clubs .,".'"p',','_dh";h:,"“,:'"',"""T"',"
. S ! saying, ‘Prices are falling fast; they| . - s 0 R
; ;\’I‘:n;‘i'l:rw:vlrm“h?:« n‘."':;!]l.‘l";v‘:rﬂ:::fﬂ]“;‘; will probably reach the bottom in “i;_"*ll_\'”:ﬁﬁl:l'::.‘t'“.:lptt}ll"l:fl ,E:}':l'r'rﬁ},;nf-jl.,'r:. Values $30-00 tO $69a50 and Eveﬂ MOl'e
the quartet was: R. H “’illcnmh{"'"l'.','l",':',"",'"'h‘" and) pus ;'{&b"”_"‘."l" do that verv thing. Advertising ° ° ° e ° °
HY MG, Brandt, F. L. Grasbil and | 4o the bottom was reached. So T sav| luns exist for the practical purpose. of is Sale Comprises the Big Majority of Our Finest Ready-to-Wear Stock
3 s 088 Yo M 8 0| -1 i v itie
' R A K¢ ves. ) | vour customers in, ‘If you people ar":""d':mf,. n}m \npp!ung l:._-vlun condition
v M Mackintosh was introduced by ; 3 | better business methods.
JMr. Macki ! (going to stop buying until prices reach _—
President Scott Leavitt. Mr. Mackin: ' the “bottom. you are going to stop |
tosh said, in part:: _ {living. because the price line will go!
Some Commercial History tdown for 30 vears. You might just as
“There mever was a time in the well start buying right now because !
rommercial history of the United States | w hgl" prices, including the price of labor | [ ]
I when it was so urgent that we business |which is =0 large a proportion of all r
3 people get together and discuss busi- [costs, will keep on falling and the| e e n
{ ?PIT. u-n{;‘qni.‘ma xh-.rmuthh] and uur«l~ ,\ulu'o of the tlknll;n:. will keep on coming |
g ully. e have got to learn to dojup to meet them, 7
i business today on an entirely different | \foct of the selling in America is| ’ +
| basis than for the last quarter of aldape, of course, by retail salespeopie lme Or e OSln u a e
century: and for another quarter of 8 1y jsn't done '-\.InL"I.I\ skilled spl,,‘,"t],\.'ﬁ = i
f ;:l::::::‘ ||',‘l.,',‘:,”"v'|‘vi \n’- :-,Tillhin-.. to 4o ! gylexmen. And 11,.....',.,,1,‘.,1,,.,,1,1,. look ! . — = |
i Jusines . this ., -.:ﬁ = upon the proposition of creating (e > = . : !
1 olonel Ryres the gosermment stat |0 0" BRI 1 e ek, | Prosecution - Overlooked.  but Rather than send these rugs back to the manufacturer,
| partiment for the American expedition ’{.:‘-.-mri; '“r::lr]: \tll'rl;i‘“r.:x|"i:llxl—"r-"|‘?“”;;ug’ | Seized Property Is l . ;
Aok T E iR Wd o 13 lees o ane Mg sale - |
4 e back to. Washingian. and invesrs. (People in the last four or five vears Disposed of. i we will keep them and give our customers the full ben-
i gated price figures running back more ):‘::’I»?.‘-zl; II-I'I;\-'r'nl'u;-ﬂ‘{xﬁ":;;x];nuzl l""h: ;,h”v‘\ ) - o .
\ than & cvnture, has prepared & 16ty | oluvc deliver thein or 1o tersly. do. . CoCireAtion’ of linuor nd efit of the factory prices.
vf the extreme peak of high prices over ;"'"rl‘“"' them. I ”l"“’\‘“" 'h'l[l"""'h”"“l‘ i l“. ,‘.- i At
g’ which we have just eeed is nothi L has been universal. As a result we find | were seized on the promise 0 - . E ~ -
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so let * |
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timists and speak cortainly without i CATrIes on t¢ ® last link in the pipe} | e i . - ? . o : o = n
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Now any munufacturer who thinks Lewistown, May 26 —Judge Rudolf

tory as revealed to us hy investigation
of the commereial history of this coun-
try. Don’t think for one minute that
the suggestion that we muy have n de
seending price marker for the next
quarter of a century and that it mny
he ut least 50 years be Prices re
turn to 2050 per cent ahove the valley
level, means that we are going to have
hard times for at least 25 ve

“Prosperity and high
nothing In common If

Prires

high

have
prices

meant progperity, which would be the
most prosperons country in the waorld
todav? Tt would east you thut 1 hiope
it won't cost any of sou) 1,500,000

rubles today to buy a suit in Rossin, It
would cost you 2000 rubles 10 send a
first class letter,
prosperity. ohviously a country having!
prices which have reached such high |
level would be the most prospe 1
the world In resnlity
prices have nothing to do with
perity. The only relation i«

of course

How |

much in commodities ean a man get {...’

what be earns by his Inhopr?
much will his effort buy him?
“As prices  fall  the purehasing

How |

power of the dollar comes yp, ne from
the standpoint of the general public,
thix constant fluctuation in  prices

means practically nothing. While prives
are going up, the value of the dollar i
falling and prices are coming down the
urehasing power of the dollar is go-
ng up.

Business on a Falling Market

*“From the standpoint of merchandis
ing this means a big problem. We will
have to do business for the next 25
years on a falling market instead of do-
ing business on a rising marker as we
bave for the last quarter of a century.
Very few of our present business peo-

le have had personal experience ir

oing business as we will be required to

do it for the next quarter ..) 4 cen-
tury. There is all the diffcrence in the
world between buying and selling on a
rili'l;' market and a falling one.

“For example, down in Boston I en-
conntered an incident of a case of shoes
gold by one of the great manufactur-
ing houses of Boston to 13 retailers, in
turn. Thir was at the very time when

cen were going up almost overnight.

e first retailer didn't accept deliv-
ery because he was offered an ad-

If high prices meant ks

dise must pass elear out through the
end of the pipe before the sale has
| really been eompletely made, At the
end of the last link in this pipe of dis

| timate

that he has made a sale because he has
d his merchandise out of this tank
to one or the other links of that
s making a great mistanke. Brok-
wholesalers, jobbers and retailers
do not merchandise; they merely
handle it Let o manufacturer move a
thousand euses of his merchandise into
the wurehouse of a wholesaler and until
that merchandise moves aloug the pipe-
line of distribution to the ultimate
ner, the only effect is to clog the
mipeline at that point,
The Tap at the End of the Line
“The only sale that really counts is
a sale made to the person who will
wenr the stuff out or eat it or in some
the reproduction of that
necessury.  The merchan-

e

Wiy render

merchandise
1

tribution, we huave a tap, and through
ap, M odd per cent of all mer-
chandise sold in Amerien must pass
ind does pass into the hands of the ul
That tap is the re-
tall sales person bhehind the ecounter

“Experiments  wmade recently  have
shown us tin the case of our experi
ments at least) that this tap is just 45
per cent open today; that 30 out of 100
sales made by ndvertising are killed by
salespeaple \dvertising seldom  sells
Advertising does not sell goods
*pt in the vase of the great mail or-
der houses. perhaps, and the com
panies that deal direetly with the eus
tomer, AL that advertising may do
for most of us is to bring customers
into stores  where  salespeople may
either sell them goods or kill the sales.
as they did in 35 per cent of the
cases of our test

“Business - suecessful husiness — ig
based upon the real good-will of the
customer.  The United States supreme
court recently defined good-will as that
which brings customers back to deal
again with the same house. CCustom-
ers who come back are the things upon
which success in business is hased.

“We must do  business constantly
with the same people and their friends
Years sgo Elbert Hubbard used to say
‘We must do business with our friends
because our enemies won't ®eal with

consumer

=F

wvence, which enabled him g get his

us.' In the same way we just do
[

3 p om.,

von Tobel does not expect that there
will be any jury term of court here
until fall. and in all probability there
will bhe none at Stanford either until|
the same season. It was intended to
call a judge to preside during a jury
term at Stanford but it has heen found
impossible to obtain & judge from the
outside at this time,

(Advertisemente)

KNIGHTS TEMPLAR-ATTENTION

All members of Black Eagle om-
mandery No. 8, K. T., and sojourning
Sir Kuights will assemble at Masonie
temple, Sunday, May 2Sth, at 7 p. m.,,
to attend Aseension serviees at the
Presbyterian church, By order of

J. M. FAUNCE, E. C,

“MILLIONS NOW LIVING WILL
NEVER DIE”

Subject of free lecture by B. M. Rice,
Sunday, May 2K, at the Edison
shop, 506 Central,

For Real Masic

PIERSE'S ORCHESTRA

Phone Art Dowse, 0401,

EYES EXAMINED

Glasees fitted §3.60 up. Expert op-
tometrist, ut the Crown Jewelry Co.
225 Central avenue.

ROUNDUP AND CARBO COAL

Weideman Coal & Feed. Phone 4619,
Truek bauling, ashes, co d
gravel. Phone 01767, g g

DR. R. L. IGEL

423 Ford Bldg. Office hours 10 to
12a m, 2to 4 p.m, 7 to 9 p. m.

CITY TAXI, PHONE 6444
From one to 15 blocks, 25¢. Day
and night service, 208% Central,

REGULAR BELT STAGE

Leaves Johnson Hotel, 11 a. m., and
10:30 p, m. Cadillac car. Fone 5081,

Women’s Silk Stockings

at $1.95 Pair
The Leading Sport Styles
—With seamed back, lisle tops,
high spliced heels and toes.
Two-tone mixture of black and
grey, brown and navy, camel,
and nude.

At $1.00 Pair

—Women’s silk and fiber stock-
ings. Medium weight. Extra
good wearing quality. Come in
black, grey, African and white.

At 50c Pair

—Children’s stockings. Mercer-
ized lisle, plain lisle and medium
weight cotton. In black, white
and cordovan. Extra special,
50c¢.

\

Sale! Sport Oxfords |

In the Season’s Newest Models

—These oxfords are smart looking and of the same high quality
that always distinguishes The Paris footwear.
—Trained shoe fitters will give you correct shoe comfort for ath-

letic and sports wear.
$8.50

Pearl Elk Oxfords

At Remodeling Prices
—Pearl elk oxfords with brown apron over instep, plain toe, flex-
ible soles and low rubber heels. Very dressy and comfortable. A

typical golf oxford.
$5.50

Smoked Elk Oxfords
At Remodeling Prices

—With black tip and counter, flexible leather soles and low

leather walking heels. Suitable for street or sport wear.

Black Apron Oxfords $5 25

At Remodeling Prices

—Smoked elk oxfords, with black apron over instep; plain toe;
non-slip carrychrome leather soles; white rubber spring heels.

Ideal for tennis or golf and cooler than canvas footwear.

Now for the Real
Hat Sale

—At sensational savings. One
of a kind and original styles,
including transparent shapes.
Garden hats, street hats and
dressy models.

ues

Val-
up to 515.00.7
Special at..........H @

Smart Hats

—One of a kind, in original cre-
ations in sports models and
styles for dress and street

wear. Values up to
$10.00. Special at.2.95
T Y O S i

s




