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GE 'I‘HREE.

$150,
Edison Amberola’s $30,

Phone 379

Victor Victrolas $15, $25, $40, $50, $75, $100,

Complete stock of Edison and Victor Records
Machines sold on easy payments.

EoEOE

E. E. TAYLOR & CO.

$200.
$45, $60, $80, $200.

lief.

NEW LOCATION:
309 East Fourth Street

or near.

J. E. KELLEY,

{

NOTARY AND

424 and 426 Main Street.

TALCOTT BROS.

The Oldest Jewelry House n Washington, Established 1872
Dealers in

WATCHES, DIAMONDS, JEWELRY, CLOCKS, SILVER
WARE, CUT GLASS, LEATHER GOODS, CUTLERY,
NOVELTIES, SEWING MACHINE SUNDRIES.

Manufacturers of

AND UMBRELLAS )

REPAIRING IN ALL DEPARTMENTS

P. J. O'BRIEN.

HARRIS DRY GOODS CO.
PAUL H. NEUFFER, Jeweler.
NOMMENSEN,

REDER & PHILLIPS,

A SQUARE DEAL PROPOSITION

FROM THE PROGRESSIVE BUSI'ESS INTERESTS °F OLYMPIA TO THE CON-

SUMING PUBLiC, GREETING:

Knowing there is much merchandise purchased from out-of-
town concerus under the honest though generally mistaken im-
pression that it can be bought from such houses cheaper than from
our home merchants, we have aranged to have Mr. David Powell f
tell you in a series of stories how the people of many communities in 1
the Central West came to see the fallacy of this widely prevalent be- |

Knowing our lines and our aiility to meet competition if but
given the opportunity, we earncstly urge every open-minded con-
sumer to give careful consideration to the facts Mr. Powell will pre-
sent in these articles, which will appear in The Washington Stan-
dard beginning August 14 It will mean dollars and cents for you
and a bigger, better and more beautiful city for all of us to live in

Sincerely yours,

E. E. TAYLOR & CO.,

Bh’l"l‘\l AN'S

WATCH FOR THESE ARTICLES EACH WEEK

BUCKEYE EXTI{A(‘T CO.,
THORNBURG MERCANTILE CO.,
WARD'S SHOE STORES,

VAN ARSDALE HARDWARE CO.

Toilet Requlsltes

FOR THE SUMMER

Nyal’s Face Cream, Nyal’s Talcum

Powder, Nyal's Skin Soap,
Nyal’s Almond Cream, Nyal’s
Lilac Lotion, Nyal’s Toilet
Water

BUY THEM FROM

HUGH ROSS

THE DRUGGIST
We Lead But Never Follow

LODGE SEALS

REALLY

Olympia, Wash. AT, OR BELOW COSJ.

Adroit Use Made of “he Hundred-

Pound Minimum Freight

F. H. 8C0TT

Scott’s Grocery

829 Fourth St.

Package.

C. A. MARSHALL By David Powell.

(Copyrighted 1914; all rights re-

served.)

A fact that ix} most cases is ignored
by the mail-order buyer when com-

Telephone Maia 171

paring prices quoted in the catalog

STAPLE AND FANCY GROCERIES, VEGETABLES,
RLOUR, FEED, HAY AND GRAIN.

with the prices charged by his home
merchant, is the very important one
of transportation charges. The cata-
log house says, “‘Here it is, come and
get it””, and your local merchant says
“I have been to the expense of bring-

ing it here so that you can inspect it

I

BRING IN YOUR PRODUCE

.| before buying, and have included that
in the price to you.”

There has been no way yet devised
to evade transportation charges and
the consumer is always the man that
pays it, and it is right in this con-

. nection that the catalog houses put

211 E. FOURTH ST.

It is our endeavor to dress you with

GOOD CLOTHEN

pleasing, good wearing, satisfying clothes so
eventually worn out or discarded you will return for ‘“another
as good as this one was.”

\ over their biggest-getting lemon. In
the explanation of how it is done will
be given an illustration of one of the
many ways they use to create the im-
pression that they sell cheaper than
regular retail merchants.

All classes of merchants through-
out the country, big, little, honest
and dishonest, at different times put
on sale what are called “leaders’—
'some article of common use at, or bt_a-
'low cost. This is a perfectly legiti-
Emate practice and is followed by your

that when

'f’ local dealer as well as by the catalog
{/ 3
Th e E mp 0 ium fhounses and big department stores of

i A. A. GOTTFELD

Its purpose of course is very evi-
dent. A merchant hopes by this
imeans to draw you to his store, be-
lieving that he can sell you enough

ithe large cities.

OPPOSITE OLD CITY HALL

Olympia Wine & Liquor Co.
PHONE

95

800-311 MAIN ST.
OLYMPIA, WASH

PAUL & KEARN’S

New. Location

317 Main 8t.
Large and Comfortable Quamrl
New Fixtures
Olympia Beer, Wines, Liquors

and Cigars
COURTEOUS TREATMENT TO ALL
PAUL DETHLEFSEN,

JEAN KEARNS,
Proprietors.

B. F. HALL

Shoes Horses
And does general
~ blacksmithing

WEST FOURTH STREET
Next Door to Farmers' Barn.
Phone 166.

l ery home in the land. Next,
RmmmCE PROPERI l they are articles of staple standard

{other, articles at regular prices to
warrant the loss on his ‘“leaders”. If
'you wish, you can step into your loeal

New F au gOOds lnlstore and' buy the leader and nothing

|else, and really save some m%ney at’
1 the expense of the dealers advertis-
Ladles Co?ts $10t° $4O ing fund. But how does it work with
Mens Suits and Over-
coats $10 to $45

the mail-order concerns? It is a fact
well known and admitted by every

Mo e
FRED WEISS

student of the subject that in the cat-
alogs of a few of the larger concerns
Ladies and Gents Tailor.
700 Main Street.

doing an exclusive mail-order busi-
ness are many articles priced less
SNAP-BARGAIN

than your local dealer could buy them
!direct from the factory.

| These, of course, are ‘leaders.”
[If you care to take the trouble to run
through one of their catalogs and
pick out these articles, you will be

nificent facts. First you
that they are all articles of general
use or consumption in practically ev-

that

price carried by every store in the
A beautiful, well-built, modern coyntry; prices with which every far-
five-room Bungalow, with fine fire mer and housewife are perfectly fa-
place, large bevel-plated mirrors, miliar. And further, that such arti-
built-in .bookcases, built-in cup- 'cles are always of small value and
\board, very fine pantry with draw- gmail weight, very rarely exceeding
\ers, shelves and cupboards, with ffty cents in value and weighing but
‘two nice lots on which are beauti- ' a few ounces.
‘ful shrubbery, fruit, garden. etc.! Here is where the catalog houses
'Only $2,200. Terms. See ‘have undoubtedly the best of the

G II UIILER 502 Main St o B S

‘“leaders’” and put them into your
A. E. CAGWIN

" buggy and drive home with them like
428 Main St. Olympia, Wash.

,you can the sale snaps you can occa-
sionally pick up in your local stores.
You have to have them shipped to you
by either freight, express or post.

SELL MANY ARTICLES

very forcibly struck with several sig-f
will note !

By an easy mental computation 1t‘

CATALOG CONCERNS USE
CLEVER SELLING SCHEMES

|is at once apparent’that the charges
for shipping by any of these means,
radded to the catalog price, would
make the article cost much more
when it reached you than would be
charged by one of your home mer-
chants. Here is the “nigger in the
wood-pile’”’. They well know that
for the thrifty housewife or farmer
to really benefit by the low price of
their “leaders’”’, they must have them
shipped with enough other goods to
make up a minimum freight package
—one hundred pounds—, knowing
that the bulk of such orders, in most
cases, would be composed of what is
known to the trade as ‘‘blind stock.”
Goods that the general public know
little about either as to quality or
price.

Overbuying—Its Attendant Evils.

Merchants throughout the country
affected by mail-order competition
seem to be of the same general opin-
ion as to its greatest evil; the abnor-
mal development of thag trait of hu-
man nature that prompts us to buy
something we really don't want and
have no particular use for.
*Overbuying,’” they say, ‘“‘is the vice
that goes with the mail-order cata-
log. Go into any home that drats its
supplies from that source and you
will ind goods that the family does
not need -and never would haye
bought from a local merchant. In
many cases these unneeded goods—
these freak purchases—amount to a
surprisingly large percentage of the
total family .outlay. If the catalog
houses were puddenly cut out of this
class of sales dividends would un-
doudtedly suffer a decided shrinkage.

“These buyers see something allur-
ingly described in a catalog and be-
cdme fascinated by it. The ‘silent
salesman in the house’ keeps on teas-
ing them with it until they find some
excuse to justify their purchase of the
coveted article. These utterly unjus-
tified whim sales amount to millions
of dollars a year.

“With some women freak buying
becomel a passion. They make ab-

ly foolish purchases from mail-

er ‘houses that they would not
dreand of making from their home
dealer. How to account for it? Sim-
ply the psychological effect of the cat-
alog perhaps. Anyhow this matter of
freak buying, of overbuying, is-so uni-
versal that not one catalog buyer in
a thousand is wholly exempt from it.
The mail-order catalog which so loud-
{1y proclaims itself an apostle of pru-
‘dence, is in fact a most subtle and
’pernlcious agent of household extra-
vagance.”
Unscrupulous Methods Used by Farm

to Farm Salesmen.

Still another class of so-called mer-
chants who profit by the general ig-
norance on the part of the public as
to true values, is the farm to farm
solicitor who represents himself to
be connected with some wholesale
grocery house in a djstant city. These
chaps are most always ‘single trip-
pers,” representing some firm of ab-
solutely no responsibility and whom
under no circumstances, will
cover the same territory twice.

The bait they use is to quote ex-
ceptionally low prices on two or tAhree
staple articles, such as sugar, coffee
or tobacco; prices that they know are
away under the local merchant. The
thrifty farmer is at once interested in
such prices, and imagines he is doing
a fine stroke of business in ordering
enough of these staples to last him a
year. He feels so good about it that
it is quite easy for the salesman to
load up the order with a large quan-

tity of low grade tea, rice, beans,
spices, molasses, etc., an inferior lot
of stuff that his home merchant
wouldn’t dare sell him under any cir-
cumstances.

When the shipment is delivered the
buyer will invariably find that those
staple articles, upon which he believ-
ed he was making a saving, have been

bill to the effect that on account of
mill troubles or something else it
would be impossible iust at present
to ship them. The other stuff would
all be there however, and he will have
to accept it unless he has been wise
enough to write over the face of the
order before signing it that unless the
entire order is shipped within a cer-
tain time it shall be considered can-
celled. Such orders are of course!
never shipped. They are considered
‘‘dead business.”
A Business Proposition.

When your home merchant asks for
your patronage his appeal is based
solely on the grounds of dollars, qual-

ever

ity and service. He believes it means
a8 much to you as it does to him in
those terms to give him the opportu-
nity to offer for your comparison his
prices and quality before sending
your order away from home. B
Every up-to-date merchant now
keeps from two to half a dozen mail-
order catalogs in his store for the
use of such of his customers as may
wish to use them in making compai-
sons.
ing no chances; he knows what he
can do, and all he asks is a square
deal. He knows that quality and

terms considered he can sell goods ]

just as cheap, and in many cases
cheaper, than the catalog and city
stores, excepting of course such ar-.

ticles as those houses put out as|

‘‘leaders.”

The next time you contemplate
sending to the city or ordering a bill
of goods from a catalog house, make
out your order as usual, but before
buying your money order, take it to .
one of your local merchants and let
him figure with you on the entire or-
der. In a spirit of fairness suppose
you try that just once. If he can't
save you any money you will at least
have shown him your heart is in the
right place.

I PARCEL POST PRACTICAL

Tests Show it l—lrlngs Producer and
Consumer Closer.

WASHINGTON, September 4.—
The practicability of the parcel post
as a medium of direct exchange be-
tween city dwellers and producers on
the farms has beex established by a |
te8t in ten cities, the postofice de-
partment announced this week.

Postmasters’ reports stated the

cmitted, and a notation made on the | [

The merchant knows he is tak- ||

new system had been welcomed in
nearly all the communities, that it '
appeared as a factor in reducing thm

cost of living, and that improvements 'Res. 1208 6th St.

under way assured its growth. Dam-'
age to parcels in shipment amounted |

.to less than one-tenth of 1 per cent, '

it was said, and that was mainly due
to inefficient packing. |
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Charley’s

WHITE HOUSE

TRONG and
clean —it will -
keep your house and
barn sweet and sani7
tary.
It means clean drain

pipes. Unseen filth and
danger leave wherever

. it is sprinkled.
10 T
C butnotin price”

Werite for booklet showing
the man unu of B.T.
Babbitt's .
Valuable, prueato ined- .
change for Can Labels. 'Ask

for our free Pramiuxnc-m /
illustrating hundreds of valu-
able presents mcd ﬁl' S
coupons. it

B.T. BABBI‘IT

The Great Soap Maker

BABB!TT'S L, ‘E

5

ALFRED 'mouf’;‘ 0N
oouvnuucu AND W (s
Ahstracts of Title Carefuiiy "‘l!".‘. £

" 20 Years’ ""'5""" ] el
OLYMPIA NATIONAL BANK BLDG
e e

FRED. SCHOMBER
37 'uhhgm St., Olympla, M
Real Bltlto Imm m

tions, Notary hm .

D. S. B. Henry

SURVEYOR and ENGINEER.

Forty years' experience In Goverte
'ment Land Surveying, County and City
'work. Re-establishing of last corness

a specilalty.

Telephone 5404

Dr. Mark Rosler
DENTIST

Office Hourn: 9 a. m. tv 5:30 p. -

Phone 2351
OLYMPIA, WASRE.
e a——

Sticklin Undertal(mg Parlors
[ ool ]

C
Olympia’s Popular Resort §

All the Best Braunds of Imgorted

nnd Domestle Wines, Liquors
and Clgarn.
108 W. 4th St Phone 27

BRAEGER & GRATZER

PROPRIETORS,

Office and Residence: 414-16 Frankits

P —————— Fifth and Washington Sts.,, Olympia.

H. N. STICKLIN. Mgr.

Professionnl Funeral Director and
Embalmer. Lady Assistant,

Street. Phone 212,

The McDowell Insurance
& Realty Company

REAL ESTATE, INSURANCE,
LOANS and INVESTMENTS




