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The crystalline formation of Georgia Marble not only 
gives to this material great strength and moisture re
sistance, but also contributes a high degree of beauty, 
for the clear crystals have the diamond-like property of 
reflecting and refracting light rays. Shades and shadows 
that add immeasurably to the charm of the memorial 
result. 

fffzere is No Substitute for Marbl 
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In an Equable~ 
Climate 

T he Georgia Ma rble Com· 
pany opera tes both plants 
and quarries during t he 

entire twelve months ofj 
t he year. T he equab le £:: 
climate of Georgia makes "g' 
this year round attent ion ... 

t o cust omers' requirements 

~possible. .;;;/) 
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SELL 
BEAUTY 

I T isn't price • • it isn't cold stone • • it isn't 
cheapness that interests the customers who 

matter to you most. 
They seek .• beyond everything else • • 

something that will symbolize the love they 
bear for the one who is gone. 

Show them this beautiful granite •• Wis
consin Ruby Red •• whose beauty of color 
and finish will never fade or dim· • unaffected 
by time, climatic conditions, or the elements 
• • as permanent as the earth itself. 

In this they will find the thing they 
want. Their purchase of a Wisconsin Ruby 
Red memorial will be a source of lasting pride 
and satisfaction. You will find them recom
mending it to others. You- will see your 
profits grow. 

Write for our portfolio giving the 
facts about Wisconsin RUBY RED 
Granite and its unique perpetual 
guarantee. 

ANDERSON BROS. & JOHNSON CO. 
WAUSAU, WISCONSIN 
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Worthy of 
FINE EFFORT~ 

No CRAFTSMAN ever worked in 
finer granite than this ~from 
Knowles, California, where is 
quarried the famous 

CJ\aymond 
Granite 

In 38 years, millions of cubic feet 
of snow .. white, flawless granite 
have been quarried here, and en .. 
gineers estimate there is yet over 
600 million cub~c feet of equally 
fine stone. The situation of the 
quarry, p]us modern methods of 
extraction keep operating costs 
at a minimum. 

Attractive Prices 
for dealers west of the .Mississippi. Write 

at once for attractive proposition. 

~ymond Granite Company, Inc. 
3 Potrero Avenue~ SAN FRANCISCO, CALIFORNIA 

1350 Palmetto Street~LosANGELEs, CALIFORNIA 
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THE NORWALK VAULT BUSINESS IS THENA TURAL 
SIDE LINE FOR THE MEMORIAL CRAFTSMAN 

because it builds monument sales for him . .. This business belongs 
naturally to you memorial dealers; you are best equipped to handle 
it, and it is the ideal monument sales promoter. This is not guess
work. Our memorial dealers tell us so. They have proven it in their 
business, and you can do the same. 

Photograph of a Norwalk Vault cut away to show the casket protected within. 
Cement com position is applied along the edge of the lid, sealing top and 
bottom together into one solid piece of masonry. 

One of our dealers cleared 200 per cent in a year. No side line fits 
into your business like selling the Norwalk Vault. 

We furnish you with literature and sales helps ·that make it easy to 
sell vaults. Our simple instructions and complete outfit, make it easy 
to manufacture them. You can go into the Norwalk Vault business 
now and cash in on it this season. 

And remember, every time you make a burial vault sale, you are 
dealing with a good monument prospect. You get acquainted with 
him first, and you will have the best chance to sell him a monument 
when the time comes. 

Write us today for our special proposition to memorial craftsmen. 

THE NORWALK VAULT COMPANY 
81 Prospect Street NORWALK, OHIO 
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I S BEAUTIFUL SHALL AB IDE 

L EIDTK E SuN DrAL 
Vermont 

Riverside Marble 
Grit Finished 

E rected at 
Mt'lnchester, 

Vermont 

--------

THE SuN 01AL- "Count none but the sunny hours.· ' 

What memory stone could so fittingly symbolize the spiri t of one who loved 
the out-o f-doors and sunny days? The illustration shows t he memoria l at 
Burr & Burton Semina ry , Manchester, Vermont, to Elizabeth Leidtke. 

Note in t he p icture how delicately the clear face of Vermont Marble catches 
the full est contrast of sunlight and shadow . B eauty under the test of sun
light is one mo re reason why the nationally known, nationa lly advertised 
Vermont Marble is easy to sell-wh y it continues its m::>re t h ln n century
and-a-half history as America's noble5t Memory Stone. 

VERMONT MARBLE COMPANY, PROCTOR, VERMONT 

"World·s Largest Quarriers of Marble" 
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UNLIMITED SUPPLY 

SOUTH END OF PIRIE QUARRY 

These two recent views in the Pirie quarries, give visible evidence 
of the development that gives the choicest blocks in unlimited 
size and quantity. Study these views carefully. They tell their 
own story. 

]. K. Pirie Estate 
Campbell Block 
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UN EXCELLED QUALITY 

NORTH END OF PIRIE QUARRY 

Pirie' s Dark Barre granite has been famed for superior quality 
since the beginning of the Barre granite industry. Here is shown 
the result of unexcelled producing facilities. Always ask for 
the Pirie Certificate of Perfection. 

Barre, Vermont 
Depot Square 
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The Cenotaph of 

Major Archibald W illingham Butt 

Arlington Cemetery 

Washington 

Hero of the Titanic Disaster 

Mi litary Aide to Presidents 

Roosevelt and Taft 

White Mou nt A iry Granite 

WHITE MOUNT 
PRODUCERS OF GRANITE IN THE ROUGH 

~~~g: NORTH CAROLINA GRANITE CORPORATION 
PRODUCED 
soLELY BY Mount Airy, North Carolina 

THE IDEAL AMERICAN 
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THE CENOTAPH OF A HERO 
ARLINGTON CEMETERY, WASHINGTON 

By BRUCE BAYNE 

There is a white Cross in Arlington Cemetery. It marks an empty grave. Before 
this cenotaph, the visitor stands uncovered in honor of a soldier whose life was a car, 
dinal example of the chivalry, traditions and culture we have come to associate with 
the Southerner of gentle birth; and whose death in the Titanic Disaster added another 
name to the immortals of whom the Christ said : Greater love hath no man than this, 
that a man lay down his life for his friends . 

Facing haJf,crazed cowards with disconcerting contempt and indominatable cour, 
age, Major Butt placed women and children in the life-boats, maintaining that inherent 
courtesy and graciousness which typified his conduct at all times and when the last life, 
boat had cleared he was seen standing utterly calm and composed, hat in hand, ready 
to meet death like a gentleman. 

The heroism of Major Butt is not only an epic of the sea. It is much more than 
that. Life is the great teacher and it is in the hour of trial and adversity that fate 
measures the mettle of men. The fop can be gracious and polite in a drawing,room. 
The cloak of good manners can hide a rotten soul. But only sterling character, inbred 
culture and sheer courage can give the world another Major Butt. 

As the Military Aide to Presidents Roosevelt and Taft, Major Butt earned his 
share of honors in life,- but it was that appalling hour of utter panic and disaster 
which proved to the world that his finished manners, his fascinating personality and 
all his attributes of the gentleman were of the soul and not the surface. 

And just as great tragedies or great adversities reveal great men, so likewise do 
the common,place problems of life test the true worth of a man. If we would know 
how we might face a disaster like the Titanic, let us first study how we meet the lesser 
trials of life . 

AIRY GRANITE 
FINISHING FIRMS 

J. D. SARGENT GRANITE COMPiANY 
NORTH STATE GRANITE COMPANY 
MT. AIRY GRANITE CUTTING COMPANY 

ALL OF MT. AIRY, NORTH CAROLINA 

MANUF ACTUREIR S 
OF MT. AIRY CRANITE 
FOR ALL PURPOSES 

MAUSOLEUM GRANITE 
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Executed by the W orld Granite Co., of East Barre, u s ing 
Wetmore & Morse stock. 

Wetmore 
& 

Morse 
Barre 

Granite 
Retains 

Its 
Original 
Beauty 

For 
All 

Time 

The permanent beauty of a Wetmore & Morse memorial such as 
the one shown above is a permanent advertisement for the memorial 
craftsman who erected it, and will be an asset to him for all time. 
You cannot afford to take any chances on the future appearance of 
your best work. The safest way to avoid dissatisfaction in the future 
is to always specify Wetmore & Mor~e st?ck. 

Ask for the Wet
more & Morse Cer
tificate from your 
Manufacturer. 

The Certificate Pro
tects You and Your 
Customer from Sub
stitutions. 

The W etniore & Morse Granite Co. 
Quarries: Barre, Vt. . - . Main Office: MONTPELIER, VT . 

I I 

I 
I I 
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"The Promptest Shippers South" 

GEORGIA MARBLE 
"For All Monumental Purposes" 

FINISHED OR DIMENSION STOCK 

Send us your orders and inquiries 
for quick and satisfactory attention. 

The Georgia Marble Finishing Works 
"The Promptest Shippers South" 

CANTON, GEORGIA 
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This exedra, erected in memory of Louis Lebeck, in Nashville, Tennessee, 
is constructed entirely of Rock of Ages Granite. It measures, at the base, 

foum::en feet wide, and the height overall is nine feet, two inches. 

Where perfect texture is essential 
Our Certificate of Perfec
tion, when requested from 
any memorial dealer, as

Sttres you of our personal 

inspection through the vari

ous stages of completion and 

is your perpetual guarantee 

againstdefeC!iveworkman
ship and material. 

IN a memorial like the exedra illustrated above, where the 
broad surfaces appear without ornament, a material is necessary 
whose texture and color shall be even and without blemish. 
The illustration shows how perfectly Rock of Ages Granite 
meets such requirements. Even when quarried in blocks of the 
very largest size, no knots or discolorations appear to mar its 
beauty. It is, indeed, the ideal material for all monumental 
work of large dimension, whether plain or elaborately carved. 

~oclt of Hge~ 
The Flawless Barre Granite' 

ROCK OF AGES CORPOI\ATION 
BARRE, VERMONT 
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An attorney, representing a monument dealer 
who has been refused admission to a local ceme
t ery for the purpose of performing a contract 
for monumental work on a lot, asks for a refer
ence to court decisions bearing on the subject. 

The cemetery is operated by a corporation, 
which sell s. its lots subject to rules, regulations, 
etc. 

The refusal of the cemetery company to per-
rnit this dealer to enter the grounds is 'Said to be 
bl:lsed upon a disagreement between him and offi
cials of the cemetery. Both the lot owner and 
the monument dealer are willing to comply with 
the cemetery company's rules, etc. 

The specific question raised is whether or not 
there is a precedent for a suit by the monument 
dealer directly against the association. 

Our attention has not been brought to a direct 
precedent on this precise point. However, we 
regard the comparatively recent decision of the 
Iowa Supreme Court in the case of Chariton 
Cemetery Company vs. Chariton Granite Works, 
Hl7 Northwestern Reporter, 457, as sustaining 
the right of a monument dealer to restrain a 
cemetery corporation from wrongfully interfer
ing with the performance of a contract with a 
lot owner. 

In that case, the, cemetery company sued to 
restrain the monument company from doing 
work on a lot, and lost, not because suit directly 
bet'Wleen the parties was held to be improper, but 
because the court held that the cemetery com
pany had no right to exclude the monument com
pany. It would seem to necessarily follow that 
a monument dealer has a right to enjoin wrong-
ful: exclusion. 

In the Iorwia case, it was decided that a rule re
quiring monument foundations to· be constructed 
by the cemetery company was void as being un
r easonable. The court said : 

"Any rule of the company that w:ould deprive 
him of the right to personally care for, beautify, 
adorn and improve the burial place of his dead 
would be abhorent to many of the finer instincts 
of mankind. A rule that required that the work 

be of a certain character, conform to certain 
standards, or be done in a certain character, 
would not deprive him of that right and would 
not on that account, be unreasonable, but 
one' that obliged him to forego the right of 
personal attendance or labor in marking or 
beautifying the spot that he had provided 
as the last resting place of those near to him in 
life, so long as he conformed to proper regula
tions, would be unreasonable. What he might 
do himself he might rightfully do by another of 
his own choosing whom he might regard as more 
competent or capable. Any regulation that 
prohibited him from so doing, would, we think, 
be unreasonable." 

The leading decisions previously handed dowr.. 
by courts of other states on this general subject 
are cited in the opinion of the Iowa court. 

April 30, 1926, the Minnesota Supreme Court 
handed d<YWln a decision in the case of Scott vs. 
Lakewood Cemetery Association, in which the 
reasoning of the Iowa Supreme Court was fol
lowed. The Minnesota Supreme Court held 
that a rule excluding outside florists from th e 
cemetery grounds was unreasonable. There the 
unit suit was brought by a lot owner to enjoin 
the association from interfering with his em
ployment of a private florist to decorate the lot, 
subject to the association's reasonable rules. 

It may be that the lot owner's rights are a bit 
stronger than those of a florist or monument 
dealer employed by him, and that probably ac
counts for the bringing of the Minnesota suit by 
the lot owner, although it is quite manifest that 
the suit was instigated and practically carried on 
by Minneapolis florists who had been discrim
inated against by the cemetery association. We 
cannot doubt that it is the better practice to have 
a suit of this kind brought by, the lot orwlner, or 
in his name, when that is feasib le. It avoids 
chance for the association to raise any question 
as to the monument dealer standing in such rela
tionship to the cemetery association as to be en
titled to sue to restrain enforcement of its rules. 

But there is hardly debatable ground for ques
tioning the monument dealer's right to sue in his 
own name. 
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of this memorial, which will be an open 
colonnade resembling somewhat the Lin
coln Memorial, 30 feet square and 55 
feet high. 'l'he columns will be 24 feet 
high and form a double line, t he interior 
columns being Ionic and raised a slight 
distance above the outer peristyle in a 
manner somewhat similar to the Propy
lea in Athens. A fine opportunity for a 
sculptured freize above the columns is 
offered . 

Of almost equal importance to the St. 

MElMORIAL TO AMERI CAN DEAD A T CHATEAU THIERRY 
From Acce pted d esig n by Paul P. Cret, P hilade lphia 

Mihiel Memorial is one to be built near 
Chateau-Thierry commemorating all ac
tivities of American troops in the vicin
ity of the Marne salient. The estimated 
cost of this memorial is $230,000 in addi
tion to the, cost of the approach road. 

The struggle of Americans in the al
lied cause at Chateau-Thierry, St. 
Mihiel and in the Meuse-Argonne region 
will be commemor ated by three superb 
memorials to be constructed under direc
tion of the American Battle Monuments 
Commiss ion, which is planning a pro
gram of monument building in France. 

The most important monument in the 
commission's program is that to com
memorate the Meuse-Argonne operation, 
the greatest battle in American history. 
It is to be placed in the old town of 
Montfaucon, ruins of which are to be 
preserved intact by the French govern
ment as an everlasting memento of the 
great combat waged there. 

Montfaucon was located on one of the 
dominating hills of the r egion and was 
captured by the American Army during 
the offensive which started September 
30. The town itself was completely de
stroyed. 

The exact site selected by the Ameri
can commission for its memorial is atop 
the hill, near the main road· just west of 
the ruins of the church. The architect 
working on this memorial is John Rus
sell Pope, of New York, and the esti
mated cost is $400,000. 

The memorial will be 165 feet high 
and consist of a base surmounted by a 
D>::>ric column 24 feet in diameter, rising 
from a retaining wall in which there 
will be a door giving entrance to a small 
memorial chamber from which there will 
be access to the top of the column. 

A forecourt also will be provided, and 
t he whole will be approached by a series 
of steps from the road level, the top of 
the r etaining wall being approximately 
at the high point of the hill. 

Next in importance is the structure 
commemorating the operation of the 
First American Army which resulted in 
the reduction of the St. Mihiel salient, 
this to be located on Montsec, at an esti-

mated cost of $230,0·00 in addition to 
the cost of an approach road. 

Montsec is an isolated hill about 150 
yards high. It was within the German 
lines during most of the war and was 
a familiar landmark to all soldiers who 
served in that sector. The view from 
the top of the hill is very impressive. 

The commission's plan ontemplates 
construction of a road up the hill and 
placement ,•of the monument on its crest. 
The land has but little value and the 
commission now holds options on prac
t ically a ll of it. The road is to be 'built 
by the French government as a com
munal thoroughfare, and the commis
sion is to pay the expense involved, est·
mated at about $40,000. 

Egerton Swartwout is the architect 

The site selected is on Hill 2'°4, as it 
was referred to on the battle maps, to 
the west of the town and above the vil
lage of Corteau. From it a beautiful 
and extensive view can be obtained of 
Chateau-Thierry and the Marne Valley. 
To make the monument readily acces
sible; a branch road about a half-mile 
long will be laid connecting it with the 
main highway· between Paris and Cha
teau-Thierry. 

The approach road is to be built by 
the road-building department of the 
French government .and its cost is to be 
paid by the commission. Paul P. Cret, 
Philadelphia, is the architect. Thi s 
structure will be in colonnade style on a 
terrace wall. It will be 60 feet high, 
the colonnade being 55 feet long. 

A MERICAN MEMORIAL AT BATTLEFIELD OF MONTFAUCON 
FJ'Om Accepted des ig n by John Russell Pope, A l'chitec t, New Yol'k 
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lPIRNJ>VITillENCJE WAR MJEMORITAIL 

The accompanying illustration 
shows the accetpted design fnr the 
World fVar Memorial f or Providence, 
R . I., S'elected in a corrn.petition among 
leading architects. The prize design 
is the work of Paul P. Cret, of Phila
delphia, and the work will be erected 
within a year at a cost of .'f;tJ00,000. 
Bids are to be asked at once for the 
construction of the memorial. 

Th e competition, which was under 
the auspices of the Americcin Insti
tute of architects, was oorried on in 
two stages and nearly 100 deiri.gns 
were presented to the jury, consist
ing of members of the committee, two 
architects and a sculptor of high 
standing. 

The design shows a column rising 
approximately 115 feet in the air. 
This rests on a platform approached 
by steps, from four d:irections. Four 
bronze placques, bearing insignia of 
the various branches of the service 
are inserted in this. The plinth, or 
base supporting the column above, 
has four large f aces suitable for me
morial inscriptions or the names of 
the citizens of Providence, making the 
supreme sacrifice during the World 
War. The four Wiagonal corners of 
this plinth contain the seals of the 
Army, Navy, Air Service cind the 
Medical Corps. 

On the lower part of the shcift is a 
memorial frieze symbolizing the rnoral 
virtues of our cit?:zens during the •war. 
This frieze is flanked by the seals of 
the city of ProflJidence and the State 
of Rhode I sland. The shaft_ proper is 
symbolical of the American cocit-of
a?"mS, the Stars and Stripes. Sur
mounting the shaft and crowning th e 
whole is a large heroic figure of 
P eace. It is proposed that the desigri 
be executed throughout in Westerly 
granite. 

Mr. Cret, the designer, is himBelf 
a World War veteran, hewing served 
with both the French army and the 
F'irst Division, A. E. F., and is at 
present chwirman of the Art Commit
tee, Battle Monum ents Commission, 
of which Gen. John J. Pershing is 
chairman. H e is also advisory archi
tect for Brown University and pro
fe ssor of designilng at the University 
Penmsylvania School of Arcliitecture. 
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NE PLANT OF H© A© WHITACRE 
The accompanying photograph illus

trates the new home of H. A. Whitacre, 
Inc., located at 66-67, 69, 71, 73, 75 
Sixty-Ninth St., Middle Village, New 
York City, directly opposite 1963 Metro
politan Ave., their former place of 
business. Sixty-Ninth St., was, until a 
revision of the streets, Juniper Avenue. 

This structure is modern in ever de
tail, and has 93 feet frontage and is 84 
feet deep. The construction is iron, 
concrete and brick, with copper cornice. 
The walls are 16 inches thick through
out, poured in concrete forms. There 
are 63 tons of structural steel in the 
building; 24 piers, four feet square and 
four feet in the ground support the 
weight. The floor beams are on ten inch 
centers and of long leaf yellow pine two 
and one-half inches thick, which gives a 
carrying weight of 800 pounds to the 
square foot. 

In the right end of the building is a 
modern show room with two windows of 
heavy plate glass eight feet by eleven 
feet square. The office· at the left front 
has one window of the same size. To 
the right of the office is a smaller private 
office. 

The building is conveniently equipped 
with ladies' and gentlemen's rest rooms. 

Seventy-Nine electric lights are dis
tributed throughout the building for 
convenience and comfort. 

The large doors in the center are 
the entrance for the truck. The drive
way is sunken to make the truck bed on 
a level with the upper wareroom floor. 
The entire basement is for storage, save 
the boiler-room; the office and show 
room are heated by a modern N ewport 
Boiler. 

The building was designed by the 
well known architect, Henry C. Brucker, 
of 2424 Myrtle Avenue, Brooklyn, N. Y ., 
with the assistance of the owner, H. A. 
Whitacre. Mr. Brucker's ability is 
shown throughout the construction. 
The building is greatly admired by the 
general public and the residents of the 
immediate community. 

The General Contractors were Messrs. 
Fraser & Berau, well knovm builders 
who have erected so many of the 
beautiful churches, Masonic temples, 
and other public buildings, as well as 
private homes in the greater city. This 
firm builds to satisfy the owners and 

every completed contract is one more 
memorial to their well earned reputa
tion. 

The water tables, window sills, name
plates, and coping are of black polished 
granite from the quarries of F. T. Lang 
of Middle Village. These quarries are 
located in Maine, and the manufacturing 
was done at the plant in Middle Village. 
Drips were cut under all the work, ex
cept the name plates; this was done with 
the newly installed carbarundum wheel. 

The employees at this modern, up-to
date concern will spare no pains to 
show all the m any patrons over the 
building, and any one wishing to know 
how 1200 to 1500 statues of Italian 
marble will look all grouped under one 
roof will do well to call and greet any of 
the five persons actively engaged in this 
business. 

This firm carries a large and compre
hensive line of interior decorative 
marble and bric-a-braes for the home, 
office, and so on; with the n.ew sh ow 
room this will be a beautiful exhibit, as 
they carry around 250 cases of this 
merchandise. 

NE,W PLANT OF H. A. WHITACRE, NEW YORK C'ITY 
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FIRM CHANGES AND OTHER NEWS 
The Fulton Monument Company of 

Wymore, Nebr., has recently purchased 
two lots on which they plan to erect a 
new building for the, Monument Works. 

The Knoxville Marble Co. of Knox
ville, Tenn., has incorporated with a capi
tal of $525,000. Walter V. Clark, Ben
jamin P. Broome, 0 . T . Roehl, 215 N. 
Broadway are . the incorporators. 

The Muldoon Monument Co. of Louis
ville, Ky., Pete,r B. Holland, Pres., erect 
a plant on Broadway. The building 
will be 2 stories, 3 x 85 ft., limestone and 
granite, brick and concrete, semi-fire
proof construction, Greek Corinthian 
style of architecture with flood lights for 
display purposes. Carl J. Epping is the 
architect. 

The Gray Eagle Marble, Co. of Knox
ville, Tenn., are planning the erection of 
a mill addition which will be 56 x 96 ft. 

Wolfender & Sons, new Monument and 
Stone company have recently opened a 
plant in Lebanon, Tenn. 

Kreg & Fee, in connection with S. P. 
Nelson, an experienced monument man 
of Auburn, Ill., have formed a partner
ship and will engage in the monument 
business in Hicksville, Ill., under the 
name of Kreg, Fee & Nelson. 

The Wells. Marble and Granite Co. of 
Fort Worth, Texas, have incorporated 
with a capital of $10,000. Anna B. 
Wells, W. C. Wells and Oscar H. Cheek 
are the incorporators. 

With the Moretti-Harrah Marble Com
pany of Sylacauga, Ala., enlarging their 
quarry and erecting a large finishing 
plant, and the madras quarries adding 
improvements, it is said that more than 
100 workmen have been given employ
ment since the last of June. 

It is also stated that the Alabama 
Marble Company at Gantts Quarry, have 
also made new improvements, and added 
several workmen to their already large 
force of workmen. The marble indus
try is on the uplift, and there is talk 
of other quarries opening up in the dis
trict. 

Arthur A. Hart, former member of 
the firm of Hart and Cress, undertakers, 
who recently retired from business here, 
has taken a position as manager of the 
Hillsboro, Ill., Monument · Co. 

The monumental firm of Gordon & 
Adams of Caldwell, Idaho, has been 
taken over by N. C. Gordon as sole pro
prietor and has moved from Albany 
St. to 807 Arthur St. which is the main 
business district of the town. Mr. Gor
don reports that business has been re
markably good in the new location. 

The G. Y. Ralph Co., Inc., of Hard
wick, Vt., has filed articles of associa
tiorn in the secretary of state's office to 
carry on a business of quarrying, 

manufacturing and dealing in stone and 
stone products. The capital stock will 
be $50,000, the shares having a par 
value of $25. The incorporators are 
George Y. Ralph, L. S. Robie and Mel
vin G. Morse, of Hardwick and Frank J. 
Stewart of Hyde Park. 

The Cuyahoga Monum~nt 'Cpmpany 
of Cleveland, Ohio have recently been 
incorporated. Bernard Radomski, K. 
Radomski and Henrietta Rodomski are 
the incorporatorsi. 

The Danville Monument company of 
Danville, Ill., with offices and plant op
posite the Springfield cemetery is a new 
entry into the industrial field in Dan
ville. The company was organized here 
a few months ago. 

Rupert P. Ferguson of Russville , Ark., 
has purchased a half-interest from R . 
H. Osborn in the marble works at Mor
rilton and Conway, Ark. Both business
es will be operated under the firm name 
of Ferguson & Osborne, and Mr. Fer-

· guson will have charge of Morrilton 
business. Mr. Fergus·on was engaged 
with his father, W. P. Ferguson, in the 
marble business for several years, and 
for the past five years has operated a 
business at Camden, which he recently 
sold. 

The Berliner Monument Co. of For
est Park, Ill., moved into a fine new office 
building. Their old building will be mov
ed to the back of the lot and used as a 
drafting room. 

Kern Marble Company, Knoxville, 
Tenn., have incorporated with a capital 
of $24,000. The incorporators are: John 
P., Robert A., Charles H., Margaret D. 
and Rosalie Kern. 

It has been reported that the Carthage 
Marble Corp. of Carthage, Mo., has ac
quired the Ozark Quarry and will re
model the plant and in.stall modern 
machinery. 

Paul H. Peiffer, formerly employed by 
Gingrich! & Miller, marble cutters, of 
Lebanon, Pa., purchased the Wood mar
ble and granite works at Annville, and 
will conduct this business at that place. 

'JI'IHIJE OIBJI'JI'1UARY RlECOJRD 
Frank D. Black, of Grand Rapids, 

Mich., well-known memorial retailer, 
and one of the pioneer association men 
in the country, died July 10. Mr. Black 
was credited with being the founder of 
the National Retail Monument Dealers' 
Association, now the Memorial Crafts
men of America, and was for many 
years a leader in association councils. 
His firm was one of the oldest and most 
progressive in the state. The business 
was founded by his father, A. Black, 
and was for a long time under the firm 

name of A. Black & Son. The present 
firm name is F. D. Black. Mr. Black was 
an enthusiastic association man, and a 
leader in the promotion of the Michigan 
State and District associations as well 
as the National. 

At the Detroit Convention of the Me
morial Craftsmen of America last year, 
Mr. Black was made a life member of 
the association, and a framed life mem
bership certificate was presented to him. 
This is the only similar membership the 
association has ever issued. 

THE LATE FRANK D. BLACK 

Mr. Black was 64 years of age, and 
died after an illness of about ten days. 
He was• in the monument business more 
than 25 years, and came to Grand 
Rapids in 1900 after the death of his 
father, with whom he entered the monu
ment business in his early years. He 
opened an establishment on Pearl street 
and later moved to Division Ave. 

Mr. Black was born in South Bend, 
Ind., May 10; 1863, and was married in 
1891 to Miss Matie L. Roell of Portland. 
He held memberships in Valley City 
lodge, No. 86, F. & A. M., Grand Rapids 
Chapter, No. 7, R. A. M., De Molai corn
mandery, De Witt Clinton consistory, 
Saladini temple, the· Elks, Exchange club 
Izaak Walton league. 

He is survived by the widow and four 
sisters, Mrs. Myra J. Allison of Indian
apolis, Ind.; Mrs. Martha .B. Eldred of 
Seattle, Wash.; M:i:s. Mary B. Stimson 
of Dallas, Tex., and Mrs. Grace Landis 
of Detroit. 

Frank E. Gladding, of Randolph, Vt., 
for many years a resident of Barre. 
where he was in the granite manufac
turing bus,in~ss, died July 16 at his home 
in Randolph. Frank Elwin Gladding 
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was born in East Montpelier Center 
Sept. 26, 1875, ·and came to Barre when 
a small child, continuing to live there 
until three years ago, when he removed 

Granite lodge, No. 35, F. & A. M. 
Funeral services were held at his late 

home and interment was in the family 
lot in Elmwood cemetety in Barre. 

QlUJINCY VJI§JI'JI'§ JBAJRJRIE 

Granite manufacturers· and quarry
men , and other representatives of the 

QUINCY-BARRE OUTING PARTY AT M T . MANSFIELD HOTEL QU I N CY OUTING AT BARRE 
Roasting the chick en s for the p icn ic at Scampini Grove 

QUINCY OUTING AT' BARRE 
Ascending th e nose of Mt. Mansfield 

to Randolph to enter the Sargent-Os
good-Roundy company, becoming a mem
ber of the firm at that time. As a 
young man he learned the stonecutter 's 
trade, later becoming identified with the 
manufacturing business as a partner in 
the E. A. Bugbee company, now the H . 
P. Hinman Granite company. Mr. Glad
ding was always interested in military 
affairs and at an early age enlisted in 
company E, V. N. G. During this en
listment he went to Chickamauga as 
sergeant of company E and in due t ime 
was made captain of his company in 
1902. 

QUINCY OUTING A T BARRE 
On T op of Mt. Mansfield; Elevation 4,410 F eet . 

On April 21 , 1903, he was married 
to Elizabeth Canning of Montpelier , who 
survives him, with two daughters, Edith 
Madeline, and Marion. H e also leaves 
two brothers, William and Clarence• and 
five sisters, Mrs. Charles Douglass, Miss 
Alice Gladding, Mrs. Arthur Tilden, 
Mrs. Walter Scott and Mrs. Arthur 
Averill. He was held in the highest es
teem in both Barre and Randolph and 
his passing brought sorrow to a large 
circle of friends. He was a member of QUINCY VISITORS TO BARRE OUTING AT QUARRIES OF E. L. SMITH & C O . 
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granite industry of Quincy, Mass., to the 
number of about 70, visited Barre, Vt., 
for a two days' outing, July 29 and 30, 
reviving am old custom of reciprocal out
ings between the two granite centers. 

Quincy has extended Barre an invita
tion to return the call in September. 

The visitors gathered at the Hotel 
Barre at 8 a. m., July 2'9, and left for a 
tour of the quarries in fifteen automo
biles. 

They were first conducted to the J. K . 
Pirie Estate quarry and then to the deep 
gorge that marks the Rock of Ages 
quarry. Pictures were taken at both 
places. The third stop was the E. L. 
Smith quarry, where a formal group 
photo was taken with a granite back
ground. Next arrived at the Wetmore 
& Morse quarry, they were given the 
glad hand by Frank M. Corry and taken 
on a train trip over the extensive work
ings of this quarry. 

At the Wetmore & Morse quarry at 
noon they were served a 'satisfying buf
fet luncheon, with Mr. Corry acting as 
master of ceremonies, the luncheon be
ing provided by the quarriers. From 
the quarries they were brought hack to 
Barre and escorted through the Marr & 
Gordon and Jones Brothers' cutting 
plants. 

Early in the afternoon the quarry 
visiting squadron, joined by other cars, 
swung out of Barre, bound for Roxbury 
Heights, where Paul Scampini and his 
assistants served a real Italian chicken 
dinner. 

Following the dinner a program of 
impromptu sports was arranged. 

The second , day a fleet of twenty cars 
took the party to Mount Mansfield. The 
visitors were shown about the mountain 
and at 1: 3·0 o'clock they were guests 
at dinner at the Mansfield hotel. On 
the return trip the committee showed the 
visitors about historic Smugglers' Notch 
and Bingham's Falls. 

PROPO§ED NEW BARRE 
W A<GE §CAILE 

The Barre branch, Granite Cutters' 
International Association, at a meeting 
held July 25, adopted a proposed new 
scale of wages, which will be sent to 
the executive board of the international 
union at Quincy, Mass., for ratification. 
If the bill is ratified it will be presented 
to the Barre granite manufacturers to 
replace the union bill, which expires on 
April 1, 1928. The bill calls for a mini
mum of $9 per day, instead of the pres- . 
ent $8 minimum. 

There are but few other changes over 
the old bill, except that the new bill calls 
for a 40-hour week the year round and 
the improvement of working conditions, 
chiefly the placing of dust-removing de
vices at the surface-cutting machines 
now outside the main cutting rooms of 
the granite plants. 

It is expected by the Barre branch 
that thP. international executive board 
will act promptly so that, if the bill is 
ratified, it can be presented within a 
short time to the manufacturers. Three 
months' notice is required in case of a 
desire for a change, which would make 
Jan. 1, 1928, the time limit for pres
entation of the bill. 

As drawn up by the local branch of 
the granite cutters, the bill would run 
for three years and would, therefore, 
expire on April 1, 1931. The call for 
$9 a day would make the scale $1.121h 
per hour for the 40-hour week. Some of 
the union granite piants have been work
ing 44 hours a week under the old bill, 
while others have shut down for Satu
day entirely. 

Official members of Barre branch state 
that about 1100 members are carried on 
the books of the local union, outside of 
polishers and tool sharpeners. 

In addition to the union cutters, there 
are a large number of open shop work
ers in Barre. 

BARRE QUARRY 
A<GREEMIEN'JI' 

The Barre Quarry Workers' Union 
and the Barre quarry owners that are 
operating under union agreements, 
signed a new bill to run from the exT 
piration of the present agreement; 
April 1, 1926 to April 1, 1931. 

The new agreement provides for the 
same wages, hours and conditions as th~ 
present one and was negotiated at this 
time to assure both a continuance o~ 

stable prices and that there be no inf 
terruption in work. 

W A§IHillN<G'JI'ON MIEMIORllAlL 
'JI'O WlllFE OlF NO'JI'ED 

A1U'JI'IHIOR 

See Co·ver Illustra,tion 

Our cover illustration this month, 
shows a Washington memorial of un
usual interest in both design and asso
ciations. It is. a tribute to Florence 
Lathrop Page, wife of Thomas Nelson 
Page, the noted author. and stands in 
historic Rock Creek Cemetery, Wash
ington, D. C. The design is a chaste 
and beautiful rnndering of the Greek 
stele and is the work of McKim, Mead & 
White, the well known architects of New 
York. In refinement of contour and 
decoration it is a rarely beautiful ex
ample worthy of careful study. 

The work was erected by the J. F1. 
Manning Company, of Washington, D. 
C., and was executed in Tennesse~ 

marble by the Dodcelano Monument Co. 
of Zanesville, Ohio. It is of the follow
ing dimensions: Base , 2-4 x 1-5 x 0-6; 
die, 1-7 x 0-6 x 5-6. 

NEW §AlllLOR §'f ATUE 

The "Spirit of the American Dough
boy," the popular world war soldier 
statue by E. M. Viquesney of Spencer, 
Indiana, created so much favorable com
ment, that the same artist has modeled 
a statue covering the activities of the 
Navy durin,g the world war and in a 
half page ad in this issue is shown an 
illustration of the "Spirit of the Ameri
can Navy," the world >var sailor statue 
by the same artist, E. l\IL Viquesney, of 
the American Doughboy Studio at Spen
cer, Indiana. 

The "Spirit of the American Navy" 
is the companion statue to the "Spirit 
of the American Dpughboy" and both 
statues are being built in 32 ounce sheet 
bronze, seven feet in height and twenty
four inches square at the base. 

The "Spirit of the American Navy" is 
a statue filled with the breeziness and 
atmosphere of the ocean a nd arrange
ments have been made by the artist with 
the Friedley Voshardt Company, of Chi
cago, to manufacture this statue for 
him. 

Already a number of these statues 
are being commissioned for memorials 
to the world war soldiers and sailors 
and several memorial bridges are con
sidering the placing of the Doughboy 
and Sailor at the entrance of their 
bridges. 

The "Spirit of the American Navy" 
shows a sailor with hat held high aloft 
in an enthusfastic moment, left hand 
clenched at side, the entire pose one of 
likeness, enthusiasm, and patriotism, and 
Mr. Viquesney expects it to be about as 
popular as his Doughboy figure. 

'fENNE§§EE MARBLE 
COMPANY 

The organization of the Tennessee 
Marble and Brick Company of Fayette
ville, Tenrn., was recently completed, 
when the new company took over what 
was formerly the Lincoln Marble and 
Brick Company and the National Marble 
Company, the two last named having 
been "organized several years ago. The 
company owns 143 acres of marble land 
of which 40· acres have bee~ proved, the 
deposit lying iru a natural hillside on 
both sides of a gulch, and located ten 
miles from Fayetteville and about two 
and a quarter miles from Brighton, on 
the N. C. & St. L. railroad. Geologists 
report 163,990,000 cubic feet of marble 
in 12 distinct colors in the 40 acres 
tested. Officers of the company are 
George A. Jarvis, president; J. W. Hol
man, vice president; R. W. Gaunt, secre
tary-treasurer; M. J. Copps, Jr., gen
eral manager of quarry operations; A. 
T. Barnes, chairman of executive com
mittee. 
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ASHING TON NATIONAL CONVENTION 
M. C. A . Enjoys Twenty-Second Annual Rally 

The twenty-second annual convention 
of the Memorial Craftsmen of America, 
Inc., is now a part of history. It was 
held at Washington, D. C., the Nation's 
Capital, which contains more interesting 
places to visit than any other city on 
this continent and to Americans unques
tionably the most interesting city in the 
world. Whatever criticisms may be 
made regarding the Capital City a s a 
desirable location for a business confer
ence of memorial craftsmen, none can 
deny that all the memorial craftsmen 
and the members of their families who 
attended · the twenty-second annual con-

. vention had the time of their lives; and 
it may also be said that the three busi
ness meetings held on Tuesday, Thursday 
and Friday were accorded in each case 

R. H . WAR NER, RALEIGH, N . C. 
N ew President M . C. A . 

a full attendance. The headquarters 
were located at the Wardman Park Ho
t el, five miles out in the beautiful north
western suburb of the city. The hotel 
itself is magnificent in architecture 
and convenience. The convention hall 
was large and airy; the lobbies were 
commodious and the United States 
weather bureau accorded a hearty wel
come to the visitors in a most practical 
way. While everyone looked forward to 
a most uncomfortable week, the climate 
very much resembled that of the moun
tains of the north and it was cool and 
comfortable throughout the week. The 
only disagreeable feature of the conven

. tion was the fact that the exhibit was 
located five or six miles · aw:;iy and this 
combined with the many sight seeing 
trips prevented many of the craftsmen 
. from visiting the exhibit, and most of 

those who did visit it remained but a 
short time. The result was that the ex
hibitors considered the expense they 
went to as a very poor investment. 

One of the inter esting f eatures r egard
ing the convention was the recommenda
tion of President Yunker in his address 
suggesting tha·t in the future the exhibit 
feature be eliminated or at least · that it 
be held only every other year. Pres. 
Yunker also recommended · that greater 
attention be given ·to the matter of local 
organizations, the greater a ssist ance be
ing lent by the national office. 

It is also interesting · to · note that 
among the distinguished visitors - who 
looked over the exhibit was Dr. .Jan 
Papanek, ambassador to. the United 
States from Czecho-Slovakia . H e was 
escorted through the exhibit t ents by 
the convention secretary, A. R. Baxter. 

The first event on the program of the 
convention was Monday, August 15, 
when the annual golf tournament took 
place at the Indian Springs Country 
Club on the outskirts of W ashington. 
There were supposed to have been two 
tournaments, one for the ladies and one 
for the me~ , but only one lady showed 
up so this part of the program was can
celled. However there were a large 
number of entries in the men's tourna
ment which was of course conducted on 
the handicap system. 

The winner of the tournament handi
cap prize was John Gizzie, Chas. A. Met
calf & Co., Zanesville, Ohio; the second 
was taken by Dino Abbiatti, South Barre 
i:;ranite Co., Barre, Vt. ; and the third 
by 0. J. Hammell, Pleasantville,' N. J. 
The low score winner was Willial)l John
stone, Baltimore, Md., who represents 
LaClair & McNulty, Barre, Vt.; the sec
ond was J a s. Stewart, Stewart & Pratt, 
Barre, Vt. 

TUlE§JI»AY MORNJING 
§lE§§lION 

August 16, 1927 

The opening session of the Twenty
second annual convention of the. Memo
rial Craftsmen of America, held at the 
Wardman Park Hotel, Washington, D. 
C., August 16-)9, wa s called .to order 
at ten-thirty o'clock by President R. · A . 
Yunker. 

Reverend R. Y. Nicholson of the 
Rhode Island A venue Methodist Protes
tant Church gave the invocation . 

President Yunker: The first speaker 
this morning is 'Grace Usher Shuey of 
Chicago, personal analyst, who will talk 
to us on the subject of "How to Keep 
Your Customer in Buying Mood." 

She spoke a s follows : 
Mr . P r esiden t, L adies a nd Gentl emen : 

When I talk to yo u about h ow t o keep 
y our cu s t o m er ih 'a buy in g m ood, yo u k now 
that m ean s do ing away w ith r es istan ce, 

· a nd I fear I s t a r ted out with poor sales 
m anship th is mo r ning; I und er s t a nd I k ept 

. yo u people waitin g, Yo u wome n wi ll 
u ndersta.nd a l o t of reason s w h y o n e is 
d e layed , b u t it was n o fault o f m ine, I 
ass ure you . A n y h ow, I h ope I h aven't 

· tr ied yo u r pat ie n ce too muc h a n d if I seem 
a littl e b it out of b r eath at first i t is be
cau se I r u s h e d a t · th e las t minute not to 
k eep yo u waiti n g a n y l o n ger . We wfll 
g e t in t o our s u b j ect an d I a m s u re I will 
hit a ll the p oi nts I especia ll y wan ted to 
bri ng out to you. 

R. L . BELKNAP . PITTSB URGH, PA. 
New Vice P r esiden t, M . C. A. 

. Of cou rse, the study of human natu r.e 
which I g ive t o yo u in a se ie ntifi c m e thod 

_- yo u a ll a r e s tude n ts of_ hum a n natu re, 
yo u are a ll p erson al a n a lys t s , bu t m ost 
of yo u a r e judg ing human n a tu re, j udg
ing t h e oth e r f e llow, in a so r t · of 
h aph a za r d w a y . Becau se of that, a lot .of 
yo u h aven ' t as mu ch confid e n ce in your 
own judg m e Rt as y ou s h ould h ave. On e 
of the m a in reason s i s tha t m osC of you 
a r e f a ct coll ect in g . Yo u h a v e logical 
min ds. Man y of yo u h ave w ives w h o have 
hunch es a n d y ou say, "Why d o yo u say 
t h a t ? Why d o you t hink t h a t ?" 

" I don ' t know; I jus t t hink it." There 
are no f acts to b ack up the i r d ec is ion so 
yo u di scard it a nd l a t er yo u w ill say 
" M y g oodn ess, s h e was ri g ht. Tha t was 
ri g h t a bout that f e llow." 

Many of u s, e spec ia .!ly yo u m en w h o 
run m ore to th e f ac t c oll ectin g, log ical 
miuds, h aven 't as much in t uiti ve p ower 
as yo-Ur ·w ives or t h e more fe minine type 
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of mind. Lots of tim es y our years of ex
p e ri ence have taught you certa in thin gs. 
You say, "Wh at right have I to think 
that? Perh aps I am wrong in my d e 
cision ." Yo u try to back it up with 
some r eal , scientific fact and you h ave 
nothing unless you have studied science. 
Tha t is w h at I am here for thi s morning, 
for the 1rnrpose of bringing to you some 
scientific knowledge along thi s lin e. 

As I said before, you are a ll character 
a na lysts. Yo u are a ll readin g human 
n at ure , som e of you a little b e tt e r than 
others. That is why some of you are 
more successful than oth e r s, b ecau se y ou 
are selling memoria ls a nd monum e nts Uie 
sam e as a n yone e lse who is in th e selling 
lin e , whether insurance, a uto mobil es or 
ju s t t h e ir p e rsonal service. Afte r a ll, we 
r eally are selli ng p eople. Unl ess we talk 
the language of the oth e r f e ll ow, it is 
pretty hard to get our m e rch a ndise to 
them. We might rope him in but that 
isn ' t sc ientific selling, that i sn't mas t e r 
sal es manship and we have a ll l earn e d 
that. Selling is more and more beco ming 
a hi g h class profess ion and if '\V e a r e go
in g to be professionals in our lin e s , th e n 
w e must be ex perts, w e mu s t be s p ec ia l
i sts in our lin es, and above a ll things, w e 
must do things scie ntifi call y. 

I a m s p ea king to you this . morning 
about how to keep yo ur cu s tom e r in a buy
ing mood, how to g et him into a buying 
mood a nd the n k eep him th ere and b efore 
I finish with these thre e tal ks I am going 
to t a k e you up to a v e r y psychologica l 
closing. As you salesmen know, par
ticular ly you dealers, the r e are very few 
good c losers. I know how mu ch mon ey 
yo u would pay for a r eal g ood c loser. 
1\1ost of your sal esmen are good in the 
begin nin g . 'They get th e c u s tom e r in to 
y ou and it is up to you. vVe can't all b e 
n a tural born closers. You don 't know 
h ow yo u close. If you did, yo u would t e ll 
you r sal esmen. W e ca n 't a ll b e n atu r a l 
c lose r s bu t we can all b e sc ie ntifi c 
c lose r s a nd my last s ubj ec t of th ese three 
is go ing to be "How to Recognize th e 
Psychological Moment to Stop Sell ing 
a nd Close you r Deal." That h as b ee n 
conside red, \vh ether I have g iven a seri es 
of three, s ix, a dozen or twenty-four 
talks to a sales organizat ion, that h as 
b een considered, I guess, th e boom e rang 
of them all and it has brou g ht many, 
many add ed dollars to an orga niza tion an d 
to a salesma.n. 

First of all, we won 't h ave n eed of 
the psychologi cal mome nt unl ess a 
custon1er is i n the buy ing ni oocl. 

First of al l is to select th e ri ght ty p e of 
sal esman and the right type of salesm a n 
doesn't a lways m ean th e type of salesm a n 
that a ppeals to us. In fact, it would b e 
well for u s to get away from our type. 
·wh en customers come into our place of 
busin ess 'vho are our own t y p e, w e can 
sell th em ourselves. But th ere a r e types 
of c u s tom e r s that come in t h a t vary 
from our types and it is well for u s to 
h ave a good degree of different types of 
sales m e n work ing for u s. So it is im
portant for us to look first into correctly 
sel ectiflg our sales1nen. 

Next is the right m a t erial for those 
salesme n to sell. You who are buy in g, 
what d·o you have a t e nd en cy to do? It 
is human. We a ll h a v e that t e nde ncy. 
You go clown to the pl ace of m a rk et or 
showroom and order th e thing that 
specially appeals to you. You think, "I 
can se ll that." What you could sell is 
not perhaps the merchandise wh ic h oth er 
types of sal esmen could b es t s e ll. Also, 
what especially appeals to us will not 
espec ially appeal to any one exceptin g 
p eopl e who are of our own type. Th e re
for e, if you realize w h ere you come in this 

standard of p e ople, how n ear you a re to 
the bal a nce lin e , that e nabl es you to 
know which s id e to v a ry on. If you 
should g e t a littl e bit more of the 
d ecorative t y p e th a n u s u a lly appeals to 
you or if you s hould g e t a little mor e of 
the practi cal, s tand a rd lin e that natura l ly 
appeals to you. you will have a -bette r 
range of m e rchandise. 

I hav e P,"On e in to m a n y d ealers' pl aces 
of business a nd before I saw that d eale r 
I could look ove r hi s m e r chandise a nd 
nin e tim es o ut of t e n (I say that beca u se 
once in a w hil e I run acro ss a deal er w ho 
is bu y in g from the c u s tom e r's standpoint, 
th e client's standpoint, more than from 
his own). I co uld clesc ri·b e pret ty w e ll 
the t y p e of d eal e r who h a d mad e that 
purchase . 

Now l e t u s r ealize our line of m e r ch a n
dise whate v e r it is a nd get away from 
that standard lin e . I a m go ing to give 
yo u the s e littl e spec ia l points now tha t 
you ca n u se. W e h ave the three types of 
people who h ave th e three t y pes of view
points. For in s t a n ce as thi s c r owd cam e 
in h e r e, th e r e is one type that cam e in. 
looked about a nd sa id, "Isn't this a 
beautiful room ?" Th ey saw the b eauti
ful d ecora tions, th e drapes, the ornate n ess 
of th e pill a r s . Th ey w e r e a ttracte d to 
the attr activen ess of i t. Oth e rs came in 
an d said, "What a ni ce, room y room." 
Th_ey b egan to s tretch a nd feel th e free
dom. "We are no t go in g to be crowcl€ d." 
They liked the freed o m. Others looke d 
and saw tha t it l ook ed like a good, s ub
stantial room . Th e third typ e looks 
aro und a nd h e t l1inks, "Well, I wonde r 
how muc h th is cos t a nd I wond er how 
mu ch mon ey th ey g·et out of th is roo m. 
Th e h o t e l bu s in ess is a good bu si n ess. I 
cou ld m a k e a g ood li vi n g in t h e h o t e l 
bu s i n ess." Th ey see the thing from th P 
doll ars a nd cents standpo in t. 

All ri g ht, wh e n we bu y our m e r chan
di se v.•e a r e go in g· to have th ese three 
t ypes con1in g in. I a m going to have 
son1e n1 erch .:.. ndi se that wi ll partic ularly 
app eal to th e ine n tal t y p e . That is t h e 
type who is wid e at th e top of the h ead 
a nd t a p ers in a V s h ape. That taperin g 
type of f ace like , well, say Judge Landis. 
We are a ll familiar w ith him. A l so our 
'vice - presid e nt, Dawes. D awes h as the 
mental f"J.c e . P r es id e nt Coolid ge has 
rather the m e ntal f ace. 

Next, we n1u s t h ave m e rchandise which 
appeals to th e indi v idua l who wants some
thing s ubstantia l so m e thing practical, 
something st r o n g a nd dura ble, and som e 
thing that will g ive him his fr eedom 
and ind epend en ce in h avin g m a d e th e 
purchase, so n1 ethin g th a t isn ' t goin g to 
wear away soon, a nd th e r e fore h e will not 
have to b e worri e d a b o ut t h at. You buy 
for that t y p e. He is r e cogniz ed by th e 
square n ess of th e face a nd body, prac 
tically as wid e a t th e jaw as at the top 
of the h ead. Th e a thl et ic type. Then w e 
have a rounder face a nd body. T aft 
woul d m a k e a good exampl e. He is in
t e r es ted from th e dolla rs and cents 
standpoint, fr o m th e ease a nd comfort 
standpoin t . I wouldn't h ave a showroom 
with out a t l east one real comfortable 
easy c h a ir and w h en that vital type comes 
in, in stead of ru s hing th e m ri g ht off, 
bring the m to t h a t easy, comforta bl e 
chair. As they s ink clown into that 
chair, isn ' t your fir s t r es istance over
com e? Th ey can h a rdly say no and fight 
against you w h e n they are comfortably 
seated. 

A littl e l ate r I am going to call types 
up to illustr a t e these types I have given 
you. I want to s p eak from another stand 
point, though, th a t the more I look into 
your lin e of business the more I r eali ze 
y ou can u se it and use it very, very 

successfu ll y and e ffec tive l y-- th at is the 
t exture of the skin. Did you ever 
r ealize that that tells you a whol e lot 
a bout p eopl e? You h ave to a certa in ex 
t e nt. when an indi vidual com es in l ooked 
a t him and shrewdly d ec id e d what to 
s how him. You are analy zing him. You 
a r e using scientific study of huma n 
n a ture , the best you have l earn e d it. All 
right, th e t exture of the s kin s h ows the 
grad e of merchandise w e like to h a ve 
a round u s, whether in th e c lothin g w e 
w ear, the upholstery of our ca r , th e up
hol s tery of our furnitur e a n d t h e monu 
m e nt or m e mori a l we would lik e to have. 
A monum e nt does have a t e xture. It has 
a g r ade just the sa1ne a s a n y oth e r in
a ni111at e obj ect or even an im ate so far as 
t h at is co n•: e rn e d. So th e individual who 
has th e fin e t exture d skin, th e soft 
v e lve ty s kin, the fin e hair, th a t incl.i v idu a l 
is inte r es t e d in a fin e m erch a ndi se. 

If you go down to the showrooms of the 
two h ead m e n who r e present the m a rble 
indu st r y , which is a fin e r texture than 
g r a nite , yo u will find the m to b e fin e 
textured m en . Th ey like and n at urally 
respo nd to that fin e r t ex ture lin e of 
n1 e r c h a ndise. Yo u take the coarser grain 
of m e r chandi se lik e the differen t grani tes 
ancl t h e re yo u find that is responded to 
m ore b y the indi v idua l who has the 
m e dium coarse texture . You can u se that 
to a g r ea t, great d egr ee. I know. as I 
h ave gone aro und with diff e r e n t in 
dividu a l s and noticed the diff e r e nt monu
m e nts a nd the different fini s h es they h ave 
r es ponded to, it would b e of great va lu e to 
m e if I were in th e busin ess, and h as b een 
of much interes t to ine in c h eckin g it up. 

VVh e n yo u h ave an indi v idu a l who i s fin e 
t e xture d shovv him fin e 1n e r c h a ndi se, as 
fin e as y ou have in you r pl ace of busi
n ess. By t h at I m ean not o nl y the ftn ish 
like th e m a rble or if it is gTan ite, t h e 
ve r y fi n est fini shed granites, b ut a l s o th e 
e d ges worn off. They don't like anything 
that is harsh or coars e, a ny more th a n 
th ey like wool e ns or twee d s n ext to t h eir 
s kin , and th ey like the fin e d es igns. Yo u 
knov.r, so m e of these d es igns h ave kind 
of a coars e r a ppear ance . The coar se r 
ones lik e that but the fin e p e opl e like t h e 
fin e , n eat work, the fin e carving h ere a nd 
th e fin e :line there. Th a t appea ls to th em. 
I am going to speak more clearl y abo ut 
that a little bit later. 

If we handle a. customer then jus t ac
cording to his t y pe, you see we have cre
ated no r es istance and there is no reason 
why w e should. Unless that indiv idual is in 
the m a rke t for a monument or a m emorial 
we don ' t want to sell him a nd if h e is in 
the m a rket then there is no r eason fo r a ny 
r es is tance to be created. If from the time 
of our opening· salu tation we discern the 
type, know the viewpoint, the likes a nd dis-
1 ikes of tha t individual, we carry him a long 
a nd the first thing we know we have his 
n a m e on the dotted line a nd w e h ave him 
c losed. No resistance has been c r eated, and 
if we h a ndle a customer eorrectly, rub the 
fur the right way, h e is not go in g to go to 
sotPe other p lace of business. H e may if 
h e is the shopper type, and wom en particu
larly h ave that tendency . They may shop 
around but they are dissa ti sfied with every 
on e else a nd they come back to the indi
vidual w h o knew how to treat th em . If we 
are handled right that is a complim ent to us 
and when people compliment us it m a k es us 
fee l good. I don't mean just m ere words of 
flattery. Some of us are suspicious of flat
t e r y . But that is a complim ent to us and 
we r espond to that fellow. 

Haven 't you heard dealer s a nd b uye rs say, 
"There goes a smart f ellow. There goes a 
c l ever sal esman. " And if yo u \Ve r e to ask 
him why, you would find out it was b e -

• 
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cause that sales man saw things the way 
he did. That sal esman h a ndle d him ac
cording to hi s t ype. That is the th in g w e 
especially want to do so we do not 
create sales res istance but we kee p o u r 
c u stomer al ,vays in a buying mood. 

Th er e is anoth er poin t I want to bring 
out, a nd we wi ll call up types. Tomorrow 
I am go ing to talk just purely from th e 
sellin g standpoint a nd t h e types w ill be 
brou g ht o u t mo r e forcibly. If you are 
inte r es ted at a ll in salesm a n s hi p, t h e r e 
are points I a m g·ivin g you w hi c h yo u will 
find most practical in yo ur bu s in ess. A 
gentl e m a n a few weeks or more ago, 'vhen 
I was giving some work to t h e Chi cago 
Associati on of Monum ent Dealers, asked 
m e how to h a ndle a certain type of 
c ustomer. He was gett ing nowhere and 
yet h e knew the customer was very m u c h 
i n t h e mark et. I told h im how to handl e 
this type t he best I cou ld fro m th e out
standing poin ts he h ad g iven m e a nd h e 
sold that individual a $35 00 m e moria l. 

My; I s n't there a differen ce in t h e in
dustry? Or else I am awfull y o ld or o l d 
fash ione d or someth in g . I always thought 
of graveyards a nd gravestones and I 
cou l dn't see a nything interes ting or at 
tract ive about them a nd now that I begin 
to know more a bout it I find i t is most 
in teresting, most romantic, a nd th ere is a 
very, very b eautiful artistic s ide to it. 
So I know that your work just is most 
interesti n g a nd I a m mighty h a ppy to 
t a l k to a group of profess io nal p eopl e, be
cause a fter all y ou are in a profess ion. 
Yo u a re r e nd ering a service, so much 
more than just offer in g to sell so many 
f ee t or so much tonnage of granite or 
m a rb le . And the more that you get that 
into your minds that yo u are rendering a 
servi ce and when you think of g ivin g 
that individual what h e wants to pay a 
tribute or in tr ibute as a sym b ol of hi s 
love fo r on e who has go n e b eyond, then 
you can a ff ord to c h a rge a real, honest 
to-goodness profi t for you r m e r ch a ndise . 
But when yo u think of only so much 
granite or so mu ch m a rble, then your 
con scien ce is go ing to prick yo u a g r eat 
deal if y ou get much more th an just a 
li ttle ma.rgin of profit. When yo u think 
ot' it from a service s tandpoin t, y ou 
can't ch arge eno u g·h a nd yo u have n ot 
overch arg ed the indiv idua l. 

Now I wan ted to speak to yo u too about 
blondes and brunettes. You know, we all 
h a ve a ten d ency to thi nk, well, people 
are people, a nd ye t there is just a world 
of differ e n ce in them wh ic h is shown in 
t h e outward developme nt of the face, t h e 
body, the s h ape of th e h ead , the texture 
of th e sk in , co n s istency of the bon es and 
muscles and co lor o f h a i r skin a nd eyes. 

Th e first poi nt I w a n t to brin g out is 
the differen ce b etwee n blondes a nd 
brunet tes. One reason is mos t of u s ca n 
t ell a blonde from a brunette and yet not 
always. A gen tl eman o n ce to ld me a 
g r eat d eal a bout hi s w ife a nd as h e told 
m e about various c haracteristics it 
sounded v er y muc h like th e blonde 
ch a r acte ri st ics. I said to him, "She i s a 
b londe, i sn't s h e?" 

"Oh, no," h e said, " She is a brun ette." 
"'\Ve il, I l et t h at g o. I thought probabl y 
h e knew. B ut h e told m e more and m ore 
about h er a nd I said, quite puzzl e d, 
HYour \v_ife i s a blonde, i sn 't s h e?" 

"No, no, she is a brunette." 

The th ird time I as k e d him wheth er 
his w ife was not a blonde, he b ecame ve r y 
indi gnant. He said, "I ought to kn ow 
wheth er s h e is a b londe or brun e tte. We 
have been m ar r i ed e ight years ." Som e 
time a fter th a t I h ad occasion to m eet 
the wife and su r e e nough, she was a 
blonde. She had been Ji ving with him for 

e ig ht years and h e didn't know w h e th e r 
h e had a b l ond e or a b run ette . 

I a m telling yo u, if some of yo u hu s 
b a n ds don't k n ow more about yo ur cli ents 
t h a n that man d id abo ut hi s wife you 
m ay m ake a Ji v in g· but yo u are just tak
ing orders a nd yo u ca n't pat yourself on 
th e back. But w h e n you ca n m eet an 
i ndividual , realiz e hi s type and get out 
of your shoes a n d i nto hi s s h oes, y ou are 
a m aster sal esm a n a nd you can a fford to 
fee l puffed u p over the sal e. 

A ll right, the d iffere n ce between blo·nd es 
a nd brunettes. I haven't time to tell you 
ve r y mu ch a nd I want to 1rnt t hi s p oint 
over to you. Every poi n t I give yo u re 
gard in g t hi s sc ie n ce is prac tical , i s 
appli cabl e just as I g ive it to yo u. If you 
wi ll take it a nd appl y it, that is all I ask 
of yo u. I don't ask yo u t o say, "Sh e is 
ri g ht," u nti l yo u prove me ri g ht, b u t I do 
ask yo u to do t h is : I ask yo u to be 
open min ded en ou g h to take these points 
a n d check t h e m up a nd i f t h ey pro ve to 
be true to yo u , as t h ey h ave proved to 
be t rue to tlrn u sands of others, time an d 
t im e again, th ey a r e not theo ry but fact, 
jus t as it was a fact to t h at ge ntl e m a n 
w h o made ·a $3500 sal e by treating his 
c u stome r diff e r e ntl y than h e h ad . T hose 
a r e facts to him. 

Now, hitting just a fe w hi g h s pots of 
t h e blond e a nd brunette quest ion. The 
b l o n de- I ca.n ' t g ive yo u t h e reason for 
it th i s morning, haven't t i1ne-bu t t h e 
b l onde has a f ast v ibrati n g mind. Th e 
brunette h as a s lower vibrating mind. 
Every vibrat ion is a n idea, a n e w id ea. 
Beca use t h e blonde h as the faster v ibra 
tion s h e i s taking on more ideas. Th e 
brune tte h as the s lower vibrat ions but in 
1a kin g few ideas a t a tim e h e r etains 
them lon ger. Tha t is w h y the blond e h as 
a distributive t ype of mind. That i s w h y 
the blonde lik es var iety. That is w h y the 
brunette h as a concentrative mind. He 
li k es fewe r thin gs at a tim e but to go 
d ee ply into th e f e w things in which h e 
is in t erested. That is why the bl onde, 
r eachi ng out co ntinuous1y for m any 
d i ffe r e nt ideas, likes the newness of 
th ings , th e b runet t e likes th e t hin gs that 
a r e old, tried a nd true. 

Let u s take that in a broad way. I s n 't 
it o ur b londe countri es as well as o ur 
blonde individual s that are a lways r each 
ing ou t and expl or in g for somethin g n e w? 
It is ou r b londe countries t hat lead in th e 
major .invention s, somethin g entirel y n ew, 
explora tion a nd fore ig n comm erce. It is 
ou r brunette cou ntr ies, our Latin races, 
that c lin g to the o ld traditi o n s , the thi n gs 
that are sentimental, but they are t h e 
perfecting type. It is the brun ette who 
com es a long a nd perfects t h e major in
vent ions of t h e blondes. Th e brun e tte 
com es a l o n g a nd d evel ops the territori es 
discove r e d by th e b l ond es. It is the 
b run ette who com es a lon g a nd builds the 
busin ess wh ile t h e blond es a r e the bu s i
ness getters. 

Now l et u s t ake that individ ua lly in our 
place of business. What would that m ean? 
When a blonde comes in, supposin g you a r e 
a bru nette, it is not going to bother you to 
see that that b londe just jumps a ll over the 
pl ace. Isn't that true? He sees a ll the m e
moria ls scattered a ll around. R un around 
w ith him. Jus t hurry up, yo u brunettes. 
Get you r v ibra tions raised a nd go around 
w ith h im. 

The brunette has a more concentrative 
mind. He wants to see and looks around 
until h e sees what h e is inte r ested in a nd 
h e goes over to that. The blonde salesman 
h as a tenden cy to show othe rs and othe rs 
to that client . L eave that brunette's mind 
the re. L e t it concentrate and take i.n fu ll y 
a ll th e· good points a bout that monum ent. 

The n when h e h as f ull y ass imilated that 
and is ready for the n ext, take him on. 

By that we would know that when yo u 
a r e t a lking, make your statem ents embrace 
the n ewness of you r proposition to a b londe, 
a ne\v design, a. ne'v treatmen t , a n e \V shape 
of die, a n ew- d esign , gran ite , marble, or 
w h atever you are talking about, while the 
brunette w hile you were talking about a ll 
those n ew things would be interested but 
usu a ll y more from just an ed ucat ional stand
point - "Well , you try it on som eone else 
and if it works I w ill try it out." A bru
nette want s the th ings that are m ore sym
b olic of the old, tr ied and the true, som e
thing that h as more sentiment and more 
traditi on, than the b londe type. 

Now that a lso can be used to ver y good 
advantage in m a kin g your calls on custom
er s. Tomorrow I am go ing to hit upon this 
a littl e bit more defin itely because I am go
in g to talk f 1·01n the selling· standpoint. 
But blondes and brunettes can be u sed to a 
g reat a dvantage in the salutation. T his is 
rath er interestin g to apply a nd it is good 
business also. If you n otice the b londe, he 
likes to talk a bout g eneral th ings. vVhen 
yo u com e in contact with a blonde, to break 
that ice w ith the blonde, talk generall y to 
the blonde. Ask him how bus in ess is , h ow 
everything is, hov,r things are coming a 1ong
a sort of general t a lk t o the blonde, but 
w ith the brunette it is, "How are you to
day " if y ou kno w them at a ll. If yo u go 
into the home, show an in terest in the ch il
dren a nd t h e fam ily. Ask about the rela 
tives. T h at m ean s a w h ole Jot to the bru
n ette. T h ey forget you are try ing to get 
their money b ecause they a r e sent im ental. 
They a r e interested in wha t y ou h ave to say. 

A lso I would make very g reat prepar a 
tions . That m a k es me think of the worth
whileness of preparation. How often we go 
a nd do things w ithout g iving the proper 
tho ugh t and with out proper p r eparat ion ! 
If w e would mak e pr ep a r a tion, we could 
m a k e the sales quickly and w ith a lot less 
call s on ce we g·et started. Let's investigate 
and fi nd ou t about that in d iv idual. If you 
a r e callin g upon a brunette, going to sell a 
brunette, I wou ld by a ll m eans m a k e eve r y 
effort to get introduced to that m an by a 
friend. If I were calling upon a blon de, I 
wou ld make every specia l effort to be intro
duced to t hat prospective client by a busi
n ess associate, becau se the b londe's incentive 
for doing things is not sentiment. The 
blonde's incentive for stepping out and do
ing t hings is for s u ccess reason s, for the 
sak e of being looked up to in th e community 
as a s uccess. The n if h e h as a b ig back 
h ead which denotes love of fam ily, huma nity 
and friends, h e w ill want his success to re
flect on the loved ones. B ut the brunette is 
doing what he is doing for s trictly senti
mental r easons, for w h a t it w ill cl irectly 
enable him to do for the wife, famil y, home 
and friends. I would u se that to great ad
vantage. 

If you w ill nominate som eone for m e to 
analy ze, or call some t ypes up h e r e, I w ill 
m a k e this practical. 

Miss Shuey then called several men 
from the audience and gave a demon
stration of character analysis. 

President Yunker: Now, it h as been 
necessary to change our program just a 
little, and the speaker who was going 
to talk on the "Memorial Extension Com
mission's Activities" will talk at another 
time. 

The next speaker needs no introduc
tion to most of u s. Mr. Roswell '.YI. 
Austin, Field Man for Rock of Ages 
Corporation, will talk to u s on the sub
ject of "The Retai ler and His Business," 
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TJHIJE RJET AXJLJER AND IJII§ 
RU§IlNJE§§ 

By Roswell M. Austin. 

To many of you, with whom '\\re have come 
in contact, the work of the Field Men of the 
Rock of Ages Corporation, is no longer 
any mystery. These men , one of whom 
I a m fortuna t e and happy to b e,, have 
the pleasant task of making personal calls 
on the retail d ealers: g ood, bad a n d indif
ferent. In m y first year of travels, I covered 
more than e ighteen thousa nd, six hundred 
miles, a nd to date, I have m et and visited 
with nine hundred a nd fifty -s ix dealers, in 
their plants. Thi s docs not include the deal
ers I haYe m et and visited with at conven
tions and conferences , nor does it include 
the many, m a n y places I h ave call ed, found 
the plants lock ed up, and no one around 
with whom to make a contract. 

During th e time I h ave been making those 
calls, my experiences have b een m a ny a nd 
varied, some of them humorous, some 01' 
them not so funny. N a turall y, we h ave be
com e observers of the field of r etail dealers, 
and your executive board, sens ing that fact, 
has asked that we give back to you some 
conclusions drawn from those observations, 
to hold up the mirror, as it were, and let 
yo u see y ourselves, a ll b e it on ly partially, 
and perhaps imperfec tly, through our eyes. 
And so, if I recount som e r eflections w hich 
seem critica l, p lease bear in , mind that your 
executive board asked for a true picture, so 
far as w e co,uld give it, whether it hurt or 
not ; and if a ny of m y remarks seem to criti
cize you, or any of you, they a re made n ot 
in a spirit of meanness but w ith an honest 
desire to h elp you. If my r emarks a r e taken 
in tha t spirit, and I assure you they a r e 
made in that spirit, then I will h ave rE.n
dered you a real service , a nd fulfill ed the 
obligation which I consider h as been la id up
on me. 

I would like, first, to discu ss your organi
zation, the Memorial Craftsmen of America, 
Incorporated , a nd to begin a t the top of it, 
your execut ive board. I have had occasion 
to become intimateli- acquainted with the 
members of that boa rd. I have m et some 
of them individually in their plants , a nd I 
h ave seen a ll of the·m in action, as a board. 
My fri ends, I can say to you, without reser
vation, tha t I have never seen a harder
working, more efficient, more honest g ronp 
of men in my life. And truly, the ir labor , 
as such members, is a labor of Jove. They 
may get their expenses paid, when away 
from home on this business, but I think you 
have no idea of the persona l sacrifice each 
one of them is making. Boa rds,, similar to 
yours, ordina rily are able to fix the times 
a nd places of their m eetings so as to inter
fere in the least degree with their person:-tl 
business. But I happen to know tha t pres
sure of business in your organiza tion has 
been so great that these m en l:}a ve b een 
obliged to leave their businesses to go to the 
m eetings of the board, at times mos t inop
podune for their l!usinesses. And at their 
m eetings they have worked early a nd late, 
often until after midnight, g·iving to this or
ganization a ll the business· acumen and judg
ment w hich they apply to their own bus i
nesses, ar..d working a t it harder and long0r 
than, I am s ure, they do, in their own pri 
vate plants. True, ther e are compensations 
for them ; the knowledg e of work well done, 
especia lly altruistically clone, gives t o men a 
feeling of well-being which is very g ratify 
ing; a nd, of course, the edu cation which 
they acquire from doing thi s work is of in
estima blfl va lue, but you be tt er believe they 
earn those intang ible compensat ions, and, in
c identa ll y, they lose tangible compensation~ 

which a re sometimes so a ppa lling that they 
dare not figure them. I want t o impress 
upon you, deeply. that you have occasion to 
be v er y p roud of, and grateful to, the mem
bers of your executive boa rd. 

ROSWELL M. AUSTIN 
F ield R epr esenta tive, Rock of Ages Corp. 

I want you to rea lize a nd appreciate a lso 
the fact t hat great things h ave been accom
plish ed b y a nd for the Memoria l C raft sm en 
of America a nd th at y ou h ave not only a 
good organization, but now, one of the best 
org·anizations in the country; that, as a mat
ter of fact, few orga nizations in the country 
are rendering· so g reat a service, at so low· a 
cost to its m embers , as the Memorial Crafts
m en of America. 

Who m a k es up the Memorial Crafts m en 
of America? Of cou rse , not every dealer 1s 
a m e mber, you are b etter off without every 
dealer. B ut, the real strength of the dealers 
in this country, is, no doubt, within the 
ranks of the Memorial Craftsmen of Ameri
ca, Perhaps the b est way to describe the 
situation is to character ize those who are 
not m embers . I see them in three c lasses: 
First, the dealers \Vhose orga nizations are s o 
large, and whose fi e lds of operation are so 
broa d , tha t they, them selves, a r e national in 
scope. Ther e are only a f ew in thi s group, 
but they are powerfu l, forceful men a nd or
ganiza tions. The s econd group consis t s of a 
somewh a t la r ger number of good, live d eal
e rs, large and small, who a r e norma lly like 
yourselves. Some of them h ave at one time 
been m embers, but e ither t h ey h ave seen 
no m a terial ben efit to themselves, or b ecom e 
displeased with some member in the organi
zation, usually some office r whom they ac
cu se of being unscrupulous, or simply lost 
inte r est and h a ve not had it reawak ened, 
but they have dropped out. Thirdly, a nd by 
all odds the gr_eatest in number, a r e the 
little dealers who, mos tly through ignora nce, 
don 't even know what is go ing on. Many 
of th em were hired h elp in some r eal organi
zat ion, who became proficient along some 
lin e, a nd thought, therefore, they were big 
enough to " go it a lone." They are so poorly 
equipped with training that t h ey don't even 
realize that th ey are sqnare pegs in round 
holes. Th ey see that they a r e not making 
a n y more money than they were on som e
one e lse's pay roll, perh'1.ps not so much , 
but th ey don't know the r eason , and don't 
even seek ·th e answer. Th ey wou ld n ' t Lio 
the -associati on a n y go-0d, a nd I am certain 
the association couldn't do them any good. 
They a r e larg·e in number, but they are 

widely scattered, a nd the sum total of., a ll '. 
the bus iness which they a ll do, put together, 
does not, in m y estimation, a ffect business 
one w ay or another. I imagine that the 
bulk of their business is of the kind that you 
would not car e to h a ndle. I think I a m 
jus tifi ed in saying, ther efo re, tha t within the 
ranks of the Memorial Craftsmen of Ameri
ca y ou will find the r eal str en gth of tho 
country's dealer s . 

Good, substantial thinkers, a mong your 
ranks, ha ve been giving hours of in tensive 
study to this memoria l business of your s. 
They h ave come to the conclusion that the 
automobile, the Victrola, the radio, any num
ber of m a teria l comforts, by m ethods of their 
own, w ell calculated to m eet the Juxury -lov· 
ing nature of our p eople, h ave been, and 
a re now, encr oaching so h eavily upon the 
doll a r which, ·previously, went, without urg
ing, except that from within, to buy anu 
er ect m emoria ls, that there is not en ough of 
it left to buy memorials, and that, there
fore, our bus iness is grad ua lly going down 
hill. They see not jus t a slump in the busi
ness, but a graclual at r oph y of the business. 
Now, a slump in the busines can usually be 
m et, especially by dealers s u ch as are in the 
first . g r oup, above described. They can, by 
sh1ftmg their field of activiti es, inten sifying 
h ere, driv ing t11ere, economizing h ere, ancl 
s pending there, m eet a s lump, and tide them
selves ove r until b usiness comes back to nor
mal, or through out, perh aps their generation 
of operations. B ut I want to t ell you that 
a n atroph y of this business means that we 
mu st look b eyond th e present generation. 
L et one generation lose its appreciation of 
the :alu e, n ay the imperative n ecessity, of 
erectm g memoria ls,, and I g u arn.ntee that to 
the n ext generation, a memoria l dealer w iil 
be as defunct as a din osaurus. And who is 
go~ng to carry the bu rden of preYenting 
th is, or the n ext generation from los ing its 
a pprecia tion of the value of m emorials'? No 
one_ company is big enough to do the job. 
It is only by th e united effort, a ll over this 
country, through an organization which can~ 
not be accused of seeking direct financ ial 
benefit for itself, of a ll the s ubsta ntia l deal
ers, that thi s task can be performed. And 
so I do not h es itate to say t o any dealer, 
b e h e. la rge ot· small, national in scope or 
loca l, if you are looking to th.:: future preser
vation of thi s business of yours for your de· 
scendants, your place is in the association 
True, you may be ab le even to prove t ha t 
today, by your joining, you would g ive mor~ 
than you would receive in return, but if YOlJ 
a re lookmg squa re ly at tomorrow, as well as 
today, You will see that that not only your 
b enefit, but even your very existence, de
p~n~s upon the strong, active life of an asso• 
mat10n. And if you believe tha t, liow can 
you afford to stay out of that association? 
And 1f that applies to the big com panies, 
how much more does it apply to the good 
dealers, good, but unable to weather even a 
s lump in the business. I wou ld urge ever y 
deale r who finds himself in e it h er one of th.e 
~rst two groups, which I d escribed, to gel 
mto the assoc ia tion, a nd let u s all fo rget 
a ll about the third a nd last group. ·with 
~he _trend business is taking, they are e lim
matmg thems-elves. 

Now, then, with tha t splendid group of 
me~, representing the real strength of the 
b~smess, and g uided by the clear-headed, 
b ig -h earted efforts of your executive board, 
do you car e t o deny t hat you have a fi ne or
ganization? What nat ion a l associat ion is 
boasting of any better r ecord t h a n yo urs in 
its c la ims d epartments ? Wh at association 
is able t o point to s uch a Jon g line of exhibi
tions as you have put on, of products fahri· 
cat ecl by, and owned by others than your
selves? Wha t association provides its mem 
bers w ith any more instructive journa l than 

• 
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you get, not or:ce in a whil e, but every sing'\2 
month ? And look at the marvellous possi· 
bilities of a s urvey of y our whole industr y, 
with instruction growing- out of it, four times 
more valuable than any of th e best corre· 
spondence courses w hich many o f u s h avE' 
been w illing to pay th r ee times as inuch a:.l 
yours w ill cost yo u , bette r b ecause it will 
be confined to y our own business ins t ead of 
to business in general. And, a perhaps in
tangibl e but none the less wonderfully in
valuable serv ice, which I hope you will some 
clay apprec iate, impossible n ow, I b e lieve, 
that through the efforts of your association, 
a unification is t ak in g· place in t h e quarry 
ing, inanufacturing and sellin g· of gl'anite 
and marble m emorials, which h as h e r etofore 
only been dream ed of. Benefi ts, why, w hen 
I hear a dea le r say he can' t see a n ything 
in it for him to join the assoc iation , I fairly 
b ulg·e w it h a nswer s fo r him. 

A chai n i s no stronger tl1an its 'veakest 
link. An association is not a chain, a nd so 
t h e gen erality d oes not apply, hut its mem
be rs are links, however, a nd certainly, the 
assoc iation is no better than its best mem
ber. L ike ever y other assoc iation, your 
1nembers are varied. I h a ve found in your 
r ank s some of the finest fellows I ever met. 
And, necessarily, I h ave found m e n of p r etty 
poor calibre . It wouldn' t be out of place, 
h ere, to get right down to brass tacks a nd 
de fine the "best d eale r." 

What do w e mean whe n we say a m a n is 
the hig hest t y pe of dealer? W ell, fir s t of 
a ll, h e is h on est. And that m eans a ll the 
way through. It is not confined to answer· 
ing questions honestly when they a re asked 
him. It !!leans not permitting a n y one with 
whom h e is doing business to becom e misled, 
even though that person asks no question s 
a t a ll . You have oft e n h eard it said that 
there a r e tri cks in a ll trades. W e all know 
there h ave b een p lenty o-f them in the me
morial business. I a m sorry to say that 
my greatest indictm ent of the m emorial 
dealers is th e disho nest y w hich they have 
p ermitted t o p reva il, and they h ave per
mitted it salv ing their consciences with the 
thought that a ll d eale rs are doing it.. How 
can a d ealer justify himse lf, even in his own 
eyes, who permits a c ustomer to buy infe rior 
stock w ith the .expr ession on the part of t h e 
Cus t01ner , "It is a ll granite, isn't it ?" I have 
no quarr el with a n y dea le r who desires to 
handle the m ost sh oddy stone he can buy, if 
h e will sell it for w h a t it is, sell it honestly. 
B ut when h e sells it in substitution for som e
thing else, especially for a b etter product, 
Qr when he sell s it as " Just as good, " I say 
h e is doing a despicable thing. Substi t ution 
of materials is a very common "trick of the 
trad e" in this memorial business, a nd it i s 
just as dishonest t o s ubstitute, without tell
ing the customer the whole truth about it, 
even if h e s ubstitutes a materia l which h e 
h onestly thinks is just as g ood as the mate
rial which the customer thinks he is buy in;;, 
as it would be to substitute a n inferior mate-
1:ia l. One ·dealer, not long ago, described to 
me his method of m eeting a sales s itua tion. 
He told me that if a custom er claimed he 
could. buy a vVesterly m onum ent from som e 
other dealer at a given price , "I ask him if 
the other d ealer mentiona l the quarry from 
w hich the Westerly he ':vas o!:fering cam e 
from. If he says no, I t a ke him t o some 
Milford gr anite and say ·r can sell yo u this 
Wes t erl y for that p rice , too. W e call it New 
W est erly.'" · Now, left right the re, that is a 
base deception. And it is n o excuse for the 
dealer to say that a t that price the other 
dealer must h ave b een offering New vVest er
fey, nor that he may thin!( it is just as good 
as W esterley. If SO, they were both dece iv
ers. One d ecep tion does not justify another . 

Another dealer frank ly adm itted to m e that 
he h ad taken a Rock of Ages certificate on 
a die, under which h e h ad p laced a li g ht 
Barre base, a nd drew into the s ketch, on the 
certificate, the · base, with the dimensions, 
thus making the Rock of Ages Corpor a tion 
g ua r antor s of someon e else's product. And 
h e w as inclined to be peeved w h en I tool( 
him to t ask, because, as he sa id , "The ligh t 
Barre base was just as good material as t h e 
die," until I m ade him realize tha t it was 
just as dange ro us to t amper w ith a Rock of 
Ages certificate as it would be to tamper 
with a ch eck. A noth er dea ler told me that 
h e knew every p iece of Q uincy w hich cam e 
t o him from a cert a in manufacturer, was 
painted. and yet he cont inues business r ela 
tions with that manufacture r. To most of 
y ou these p racti ces may seem impossible , 
but I tell yo u they a r e real facts, and ther e 
are more of them go ing on than yo u realize. 
A number of deale rs h ave tol d m e of such 
instances, on the part of som e oth er dealer, 
of course, condemning s u ch practices, a n d 
a lmost in the same breath adm itting that 
under s tress they have been for ced to do 
likewise "On ce in a while.'' I tell you the 
highest type of dealer must at a ll times be 
honest, not onl y w ith oth ers, but with h im
self . 

Secondly, h e knows hi s business. Here, of 
course, is a field of w ide varia ti on, for to 
"Know your bus in ess" means knowing eve r y 
ramification of it. It involves education in 
Geology, A rchaelogy, Design, Sculpt uring , 
s tone-cutting a nd masonry, on t h e one h a nd, 
manufac turing, cost-accounting, sa lesman
ship a nd general business tra ining on the 
other hand. How much of a ll , or a n y one, 
or more, of these subjects should, b e m as
tered, is e ntirely a m atter of choice. But 
t h e hig hest type dealer knows someth ing o f 
a ll of them. You would b e astoni shed at 
the number of deale r s I h ave m et w h ose 
whole edu cation is confined to kn owing how 
to cut letters. You can't imagine the pleas·· 
ure it is to me, aft e r meeting doze ns of th_. 
men who know h ow to cut a ston e only. 
boast ing of having come up from th e banker, 
and t e lling you confi.denti a lly, tha t no d ealer 
can be a success w ho did not come up from 
the banker, to go into a p la nt where yo u find 
a man able to meet a ll the public a t a ny 
time, a bl e to turn to his books to verify 
a n y conclus ion h e has m ade , who, when yo u 
b ecom e interested in a d esig n , is able to t e ll 
you the history and s ign ificance of t h e d e 
s ign; why it is a symbol. That m an t akes 
p leasure in selling memorial s, a n d, uncon
sciou s ly he m akes hi s buying public feel it. 

Th irdly, he h as a ppreciation-appreciation 
of h is business a nd of hi s s t at ion in the life 
of the community. When b ereavem en t 
com es to a famil y , w h o are the people, 
outs ide of t h e fam ily , w ho a re involved? 
Whe n you s top to think, they a re n early a ll 
professional men: the doctor, the minister, 
the lawyer, each comes in to t h eir aid in 
hi s cwn way, each rece iv ing t h e confiden ces 
a nd t h e g rief-aching gTopin g·s for sym pathy 
from the b e reaved family. There is one 
other to whom they turn, and to whom t h ey 
look for the proper expression of a ll the ir 
love, a ll their hope for enclul"ing mem ory, 
to tell th e world. fittingly and lasting ly , 
a bout thi s person who meant so much to 
them. H e is the m•em or ia l d" aler. To none 
of the others, p erhaps, do they bare the in
timate d etails of the life of that deceased 
per son, as they do to the m emoria l deale r . 
in their search for a proper symbolizing of 
his life. Can a n y dealer, appr eciating the 
delicacy of hi s position, the prof essional n a 
ture of ii is inte rv iews , r edu ce his contact 
to a mere sale of stone? The m a nner in 
which ·some d eal ers t a lk about, and handle 

their m onuments, thei r " jobs" , as they call 
the m, mus t seem to some cu stom ers like the 
d esecration of a divine image. I recall so 
vividly a visit I m a de on a d ea ler who, 
through a t err ible accident has been ren
dered tota lly blind. He h as a large display, 
and he has n ever seen a s ingle monument 
in hi s yard. B ut he knows ever y inch of 
ever y m onument t h er e, k nows them through 
the tips of hi s fingers. To hear him talk 
about hi s monuments, and to see him handle 
the m , was like watchin g a IT!Other touch her 
child. 

The hig hest type of deale r is aggress ive. 
Not long ago, I was talking with a dealer 
about adverti sin g. He was opposed to ad
vertis ing because h e was afraid it would 
bring in more business, a nd he said he didn't 
wan t more bus iness. If h e, did get more, he 
would h ave to hire a man and put in more 
equipmer.t. H e made me think of the m a!\ 
who said, " I'm g lad I don't like lettuce, for 
if I did, I would ea t it, a nd I hate the 
darned stuff. " I see two tendencies t a king 
place in t hi s m emoria l business : One is to 
centralize in la r ger p la nts, a nd cover large 
territories by salesm en in autos, or by 
agents. This is eviden ced by the fact that 
as the older dealers die, the ir p lants a re 
closed u p, a nd no n ew dealer comes in wi th 
a n establi shment to t a ke hi s place. Many 
s m a ll p la nts, in small towns, a r e on the m a r
k et for sale, w ith no buyer s . The other ten 
d e ncy, i s fo r the larger plants to sell sm a ll 
m emoria ls a t lower prices, depending upon 
bulk sales 11ot only to cover cost, but to k eep · 
the ir plants busy, depending upon their 
large r m emori a ls to b ring in their real 
profits. The r esult of this t enden cy is to 
drive out of bus iness the sma ll dealer w h o is 
not equipped, or does not car e, to h and le 
la rge m emoria ls. Time was when a dea ler 
in a small town did not need to go out of his 
p la nt to sell a ll t he monuments he- could let
t e r a nd set. B ut times h ave changed, a nd 
those dealers a r e 11ow few a nd far between . 
The first c lass dealer has learned that he 
h as got to pursue a n aggressive and \Vise 
sales policy. 

I believe I h ave set forth the salient point s 
in the hig h est type of deale r. And in doing 
so, I h ave d escribed man y of the failures to 
be c lassed as s u ch . My fri ends, you can find 
the m a ll in you r orga niza tion, and, of course 
the obv ious g oal to a im at, is the attain
m ent of thi s highest t ype by th e greatest 
number. 

Th e s plendid possibility is before you. 
"rh is no w gTEat organizati on , awa k e t o t he 
cond itions, is undertaking to study the con
ditions, a nal y ize them, and present under
s tandable, sym path etic solution s of the prob
lems a risin g therefrom. For a n y dealer who 
wants to a tta in to the highest r a nk in h is 
chosen profession- y es , profession. I repeat 
-the door is about to open. H e wont have 
to n1ake the struggle a.Ion e, if h e so c h ooses , 
a n d he w ill find it n ot on ly interestin g but 
stimulating. 

Many of you have h eard m e express enthu
siasm for your busin ess. T h at en thus iasrn 
h as never f a lte red. I still see a migh ty 
bright future for it- just on e proviso-pro
vided you make it bright. 

The Committees, as appointed by the 
President, were a s fo llows: 

Nominating Committee: W. W. Kim
ball, West Durham, N. C., Chairman, 
J. A. Wunderlich, Joliet, Ill. , J. G. New
all, Lawrence, Mass. 

Credentials Committee: E. E. Rich, 
Cle-veland, Ohio·, Chairman, J. H . Mar
steller, Roanoke. Va., R. A. Zenker, Co
lumbus, Ohio. 
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Resolutions Committee: Frank Mal
lon, Port Huron, Mich. , Chairman, Tony 
Snyder, Pittsburgh, ·waiter Gorman, 
Jersey City. 

Adjourned. 

The greater part of Wednesday was 
given over to a most delightful sight
seeing tour. There was a fleet of ten 
large motor busses provided with guides 
and the party left the hotel at about 
nine o'clock in the morning. They cov
ered all the points of interest in the 
city on the way out going through 
Georgetown passing the former homes of 
many famous men, going on over the 
Potomac River to Arlington, through 
Fort Meyer to the last resting place of 
the Nation's dead known as Arlington 
Cemetery. Here the party disembarked 
from the busses at the entrance and 
walked to the famous Arlington memo
rial after having seen the home of the 
late Robert E. Lee, now the home of the 
cemetery superintendent. The Arlington 
memorial was a marvelous piece of archi .. 
tecture built a few years ago from Ver
mont marble. In the rear of the me
morial and overlooking the Potomac 
River is the famous tomb of the Un
known Soldier. Here the party stood 
with uncovered heads in reverence for 
the symbolism which it represents. 
Group photographs were taken and 
President Yunker on behalf of the Me
morial Craftsmen laid a wreath upon 
the tomb and dedicated the act with ap
propriate words. 

Leaving here the busses drove through 
Fort Meyer, passing over the Arlington 
bridge to the famous . Lincoln Memorial 
where a short stop was made to inspect 
this marble structure of which the late 
Henry Bacon was architect and which 
was built a few years ago, and which 
contains the famous Lincoln statue by 
Daniel Chester French. The remainder 
of the trip was about the city viewing 
the White House, Capital, governme_nt 
buildings, Pan American Building, the 
Ford Theatre where Lincoln was shot, 
the house across the street in which he 
died, and in fact practically all of the 
important points of interest, finally wind
ing up at the exhibit tents where each 
one went his way. 

It was a wonderful day and will long 
be remembered by those who were for
tunate enough to be present. 

TlHI1IJJR§IDlAY MORNJING 
§JE§§JION 

August 18, 1927 

The meeting convened at nine-thirty 
o'clock. 

Mr. A. E. Snyder, of Pittsburg, Penn
sylvania, gave the invocation. 

Miss Grace Usher Shuey then gave 
her second lecture on character analysis 
as follows: · 

Those who miss the fresh air or any 
oxygen that might be stirred by the fans, 
just take · a couple deep breaths, and you 
will not miss the fans. 

I am mighty glad to see so many of you 
b ack here this morning. I h ave many, many 
things to tell you, ideas, points, that I was 
not able to bring out Tuesday morning. I 
especially want to talk from a salesman's 
standpoint on salesmanship. Now, that will 
hit us all, w h ether you are dealers, wives, 
parents, or manufacturers, or out-and-out 
salesmen. 

We are a ll interested in salesm a nship, be
cause this is a case of salesm anship. We 
are not interested in some in tangible ideas 
or personalities, but we are interested in 
something that is concrete, specific. 

Master Salesmanship paints our proposi
tion from the v iewpoint of the other fellow 
talking, the other fellow's language. vVe a re 
not able to do that very well unless we un
derstand other people' s thoughts. I do not 
necessa ril y mean for you to understand 
their thoughts, because this science of per
sonal a nalysis will enable u s to r ead the 
mind of the other fellow, but we can tell 
his kind of thoughts, motives, incentives, 
his types of likes and dislikes. If we can 
hit those likes and dislikes, then we a re hit
ting some vulne rable point of appeal. 

I would like to review some of the things 
that I said the other morning. Brunettes 
want to delve into things more deeply than 
blondes. You never saw a symphony or
chestra composed of blondes, did you? No, 
they are brunettes, because they h ave con
centrative natures and will spend years a nd 
years of their time to perfect themselves. 
They are the specialists. It takes our 
blondes to make our generalists. 

T'he n evi.rspaper men divide newspapers 
into two parts-head lines and fine print
for blondes and brunett<>s. Th e head lines 
are printed for you blonclAs , you draw your 
own conclusions for the rest. The fine print 
is written for you brunettes. Then you 
want to delve into it just as deeply as pos-
sible. ' . 

Now, so many have said to m e , when I 
have seen them out in the lobby, "Miss 
Shuey, what you said about the types of 
blondes and brunettes is very interesting. 
However, I would like to have a better un
derstanding ." Those littl e books that I 
have, pamphlets or whatever you want to 
call them, written from the standpoint of 
helping you salesmen, they are small, fold 
them and carry them around with you , and 
refer to t h em whenever you come in con
tact w ith an individual that applies to them. 

Phrenology-some people will say that 
personal analysis is phrenology. Personal 
analysis is n ot phrenology. The long h ead 
is planning for far future. The high h ead 
is building high up. Th e wide head is the 
aggressive type, the n arrow head wins what 
h e wins by diplomacy. 

We do not take bumps into consideration. 
vVhen a customer came into you r place of 
business y ou could not say, "vVait a minute 
until I feel the bump on your head and then 
I will talk." Even if phrenology is scien
tific it has a tendency to be impract ica l 
from a selling standpoin t. W e, in p e rsonal 
a nalysis take into consideration only the de
velopments that can be seen a t a distance. 

If you are sufficiently interested, I am go
ing to call up these types outlined in these 
little sales books, just b ecause I want every 
one who is sufficiently interested in per
sonal analysis to have that written work to 
carry around with you. You remember 
things straight. We have other work, more 
complete work, that we sell at a good, legiti-

mate profit. Those are more complete and 
you can ask a n y questions about those you 
like. 

I took clown some names here. sat 
clown out there in the lobby and selected 
m y types, and then I thought they might 
fail me. 

She then called several subjects to the 
platform and demonstrated her applica
tion of character analysis. 

Mr. Hall of West Baden Springs, Ind., 
then made a brief talk as , follows: 
Ladies and Gentlemen: 

I appreciate this opportunity to come 
before you and tell yo u something about 
Southern Indiana. I am here on behalf 
of the West Baden Springs Hotel, to try 
to interest each and every one of you in 
visiting for your n ext convention in 1928 
West Baden Springs Hotel. 

Now, folks, I won't go into a long 
story about '\Vest Baden b ecau se it is 
something that yo u must see to ap
preciate. I can assure you of one thing; 
you will be a ll together at a ll time s b e 
cause w e a r e in a position to take wonder
fully good care of you and it is very 
easily accessible by railroad. In the first 
place, you will have your exhibits and 
your pleasures and you will eat and 
sleep all under one roof and that is 
something well worth listening to. 

We have two golf courses, one of thirty
six hundre d yards and the other of 
seventy-one hundred yards and they will 
be turned over to you without charge and 
you can play as many times in the clay as 
you want to but I think when you get 
through with e ighteen holes you will be 
pretty well worn out because it is a long 
one. We have bowling a ll eys, billiard 
rooms, a swimming pool and baseball 
park, and you can use them at any time. 
Our orchestra will be turned over to you 
for six hours a day and you can use it any 
way you wish. 

I know this picture (showing it) is 
rather hard to see from a distance but 
you can get some idea of the hotel. 
Whe r e the exhibits are , this room is 210 
feet in diameter, 150 feet high a nd has a 
roof that weighs 121 'h tons. It is the 
largest single room in the world, and in 
this room yo u can have your exhibits and 
dance. In fact, the room is large enou gh 
so you can h ave 159 booths and still 
serve a banquet to 1500 people without 
moving the exhibit. It sounds like an ex
aggerat ion but it is exactly as I am tell
ing it to you. 

We would like to have you there. We 
would also like to have a committee ap 
pointed to visit that place, but above a ll 
I would like to ha.ve yo{ir help. Probably 
I cannot carry out the salesmanship as 
the young lady clicl in telling it b ecause 
I can't see all the square h eads and the 
narrow faces, but I do know folks that I 
am here to give you just exactly what WP 

h ave and I a.m not in a position here to 
exaggerate because your business d epends 
upon taking wonderfully good care. 

We operate on the American plan and 
every meal is a banquet. We all know 
that if we can feed you well and treat 
you well y.ou w ill want to come back and 
convention business is an advertisement. 
Last year we had 27,000 v isitors at the 
West Baden Springs Hote l. 

You can reach it over the Pennsylvania 
Railroad, the Monon and the B. & 0. In 
fact, you can get on the train at s ix-thir ty 
tomorrow afternoon and at twelve-thirty
seven be in West Baden on the National 
Limited. When it comes to automobile 
roads, there are five state federal high
ways entering West Baden. 
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Folks, for the ladie s, one afte rnoon a t 
our exp e n se w e will take good car e of 
the m. At one of the clubs w e will e n
t e rta in the m with bridge a nd serve a v e ry 
wonde rful t ea. 

I w a nt to a ssure you that you will a ll 
h a v e a wonderfully good time i f tha t is 
wha t y ou a re s e eking and if y ou a r e 
seekin g · bus iness, you will h a v e it b e 
cau se y ou will b e under one roof. And I 
will ass ure y ou of anothe r thing : y ou 
will all h a v e c ontac t a nd w e a ll know 
that the r e is no airplane tha t ev e r w e nt 
up in the a ir without absolu te contact a nd 
that is o n e thin g th a t Y OH will ge t at 
W es t B a d e n. Pl easure and bu s in ess a r e 
y ours at all time s and I will see and h e lp 
t h e o ffi cer s in every way t o see t h a t yo u 
h a v e a g ood tim e and that y ou a r e w ell 
t a k e n care of. I want you t o r eall y g ive 
m e c on s ide r a tio n, and if y ou d o (I a m 
wi t h y ou e ith e r one w a y or the oth e r 
n a turally ) the n I would s ee th a t yo u a r e 
t a k e n g o od ca r e of. 

I wa nt t o thank you for thi.s kindn ess 
and i f I can a nsw er any qu est io n s r ight 
now I w ill b e glad t o d o it bu t I ap 
preciat e t hi s opportunity a nd I th a nk each 
a nd ever y one o f y ou. ( A ppla u se ) 

President Yunker: The Executive 
Committee have a proposed change in 
the by-laws that will be read by Mr. 
Cassidy, Executive Secretary. 

Executive Secretary T. E. Cassidy: 
"Sectio n 3. The Board of Sta t e R e pre 

s enta tives sh a ll meet imm e di a t e ly af t e r 
the a nnual meeting of m emb er s to e lec t 
six of the ir numbe r a s a Boar d of 
Gov e rn o r s . A majority of th e B o a rd of 
Sta .t e Representatives present s h a ll c on
s titute a quorum. The P r es id e nt-El ec t 
at Buffa lo s h a ll appoint a Boa rd o f Sta t e 
R epresen tatives, one from each a ffili a t e d 
s t a t e, t o serve until the n ext a nnu a l 
conve nti o n. At the fir s t organiza tion 
m ee tin g o f th e · elected Boa rd o f Sta t e 
R e presentative s lots shall b e dra wn to 
d e t e rmin e who shall serve on e, two or 
three y ears . Thereafter, on e -third of th e 
tota l numbe r of State R e prese nta tives 
sha ll b e e l ected each year to s e rve f or a 
t e rm of three years. The Board of 
Gove rnors upon election by the Sta t e 
R e pre s e nta tives shall m ee t imm e dia t e ly 
a nd e lec t from their numbe r , two m e m
b e r s of the Executive Committe e, on e to 
se rve for o n e y ear a nd on e for two y ears 
and each year th e reafte r on e to be e lec t ed 
to serve for t'vo years." 

Th a t h a s been change d to r ead a s 
follows: 

" Th e Board of State R e pre s e nta tives 
s h a ll m ee t on Tuesday ev e ning, th e open
in g d a y of the Annua l Conve ntion, to 
s e l ec t two of their number as m e mbe r s of 
the Boa rd of Governors. A m a jority of 
the Board of State R e pre s e nta tive s 
pres e nt sha ll constitute a quorum. The 
Preside nt-El ec t at Buffalo s h a ll a ppoint 
a Boa rd of State R e prese ntatives, one 
f rom each a ffiliated state to serve until 
the n ext a nnua l conve ntion. At th e fir s t 
orga niza tion mee ting of the e l ec t ed 
Board of Sta t e Rep r e s e n tatives lots shall 
b e dra wn to d e t e rmine who s h a ll serve 
o n e , two or three y ea rs. The r eaft e r, on e 
t hird of the total numbe r of s t a t e r epr e 
sen tatives s h a ll be el e cted each year to 
serve f or a t e rm of three year s . Th e 
Soard of G ove rnors upon e l ec tion b y th e 
3t a t e R e pre s entatives shall m ee t im
me di a t e ly a nd elect from th e ir numbe r 
t w o m embe rs of the Executive Co mmittee, 
on e to se rve for one yea r , a nd o n e for two 
year s, a nd each y ear the r eaft e r o n e t o b e 
el ect e d to serve for two yea r s." 

It i s jus t a matte r of f acilita tin g the 
orga niza tion machin er y of the c onve n'
tio n. 

Mr. Zenker (Columbus): I move the 
adoption of the report. 

The motion was seconded aud passed. 
President Yunker: During the last 

year, the States of Mississippi, Texas, 
Arkansas and Alabama have been or
ganized and affiliated with the Na ti on al. 
We would like to have all the members 
from these states, Mississippi, Texas, 
Arkansas and Alabama who are here at 
this convention rise so we can see you. 
There are several of you here. 

The members rose and were applauded. 

lP'RJE§][]J)JEN'TI' Y1UNKJER'§ 
A,.]J)]J)JRJE§§ 

My tim e as Pres ide nt o f th e M e morial 
Cra ftsm e n o f A m eri ca i s a bout to close, 
and I wis h to express m y d eep a pprec ia 
tion for thi s h o n or confe rred upon m e a 
y ear a go. I accepted th e r esp o n s ibilities , 
r e alizin g w ith m a n y mi sgiv ings m y 
a bility to m easure u p to th e p osition and 
w ith th e h ope that I mi g ht f ulfill t h e 
obli g ations d evolve d up o n m e . The 
obliga tion s a n d r espon s ibiliti es durin g th e 
pas t year h ave b een m a n y a nd at times 
ve r y di s tress in g . 

Th e r esult s o f our T raffi c B u reau h ave 
been v e r y e ncouraging. In s everal in
stances fr e i g ht r a t e a dju s tme nts h a v e 
be en m a d e for ce rta in localities whe reby 
all the m e mori a .l d eale r s o f a s tate sav e 
more annua ll y tha n th e a mount of the ir 
annual due s fo r th e s t a t e a nd nationa l 
as soc ia tions . A bi g vi c tory w as won in 
ge tting a r edu c tion of r a t e s for s e v e ra.l 
N e w Engla nd s t ates. E ve r y m embe r of 
our Ass o c ia tion s h o uld a v a il himself of 
th e opportunity of u s in g thi s fr e e service . 

The course on Comme m o r a tive Art a t 
Columbi a U nive r s ity was di scontinue d b e 
ca us e there w e r e not e n o u g h s tudents to 
w a rrant its c o n tinu a n ce-a d.e plorabl e 
f a ct. No d e finit e a ction will be taken for 
th e pres e nt. It is hope d th e propose d 
survey will enlighte n us as to how, wh e n 
and where to es t a blis h a c ourse , if one is 
n eeded, and to so c r ea t e inte r est in th e 
c ourse b y the e du cati o n a l campaign to 
follow the survey t h at m a n y y oung m e n 
will ava il the m selves of this op·portunity. 

An e ffort h a s b een m a d e to crea t e 
harmony, c onfid e n ce and a f eelin g of g ood 
will b e tween the diffe r e nt bra n c h es of the 
industry, num e r o u s con fe r e nces havin g 
b een h eld b e tween our Executive Com
mittee a nd th e r e prese nta tives o f differ
e nt manufacturin g a nd produc ing c e nte rs 
of marble a nd g r a nite. A consid erable 
effort has b een m a d e t o obtain new 
members and to k eep som e already affiliat
ed from droppin g out. Th e M. C. A. is in
d e bted to Mr. R o b e rt L. Morriss of 
Memphis, T e nn essee, a m e mbe r of the 
board of g ove rnors , who sin g le-hande d 
orga nized th e s t a t es o f Oklahoma, 
Miss iss ippi a nd Al a b a m a a nd induce d 
them to a ffili a t e with the Nationa l. 
(Applause ) T exas h as a ls o b een org anize d 
a nd a ffili a t ed t hro u g h th e e fforts of th e 
Executive S ecre t a r y 

In spite of th e fact th a t four n e w s tates 
h a ve a ffiliat e d . o ur tota l m e mbe rship is 
le s s th a n f or th e p as t two y ear s . How
ever, owing· t o t h e in c r ease of due s as of 
July 1, 1926, o ur inco m e i s c onsiderably 
g r eater, p ermittin g of th e fin a n c ing of 
ma n y progress ive a nd b e n e fi c ia l proj ec t s . 

The e ffort , cos t a nd sacrifice o f time and 
en e rgy in s t a gin g th e N a ti o n a l Conve ntion 
is terrific . It r e quires 25 pe r cen t of th e 
tim e a nd at t e nti o n of Nationa l H ead
qu a rte r s, a nd a con s ide r a ble amount o f 
th e time of th e Executive Board , esp e ciall y 

th e Vice-Preside nt, who has ch a r ge of the 
exhibit. L a st year at D e troit, I d evoted 
six s tra ig ht weeks of' m y tim e durin g the 
y ear t o t hi s purpose. The cost to th e ex
hibitor i s l a rge. All of thi s is ins ig
nifi cant i f a tte nda nce at the N a tion a l 
Conve ntion w er e large e noug h to warra nt 
s u c h sacrifi ce of time, effort a nd mon ey. 
L as t yea r a t D e troit th e r e w a s on di s 
play n earl y a million doll a rs worth of 
m e mori a l s , ye t only 1,000 m e mbe r s r eg is
t e r e d. In v iew of this, it is m y r ecom
m e nda tion t h a t the exhibit fea ture of our 
n a ti o n a l co nve ntions b e limite d t o s m a ll 
g roup di s pl ays from e ach m a rbl e a nd 
g r a nite cente r or the exhif>it b e staged 
onl y on ce in two years . 

M a n y of t h e s tate m e etings a r e n o t w e ll 
attend ed. L as t win te r in sev e r a l in s t a n ces 
t h e r e we r e o nl y a few more presen t tha n 
n ecessar y to m a k e a quorum. It is m y 
r ecomm e nda tion that in the f u t ure th e E x 
ecuti ve Secr e t a ry do more pe r s on a l fi e ld 
w o rk in th ese s tate s, and tha t s p ec ia l e ff o rt 
b e m a d e t o build up the s t a t e organ iza 
ti ons. In som e ins t a n c es th e p e r son n e l 
of the s t a t e officers is n ot conducive to 
a h a rm oni ou s s tate o r g aniza tio n . 

L ast year a t D e troit an a d vert is in g 
commit tee w as sel ect ed w ith p ower to 
act. A n a tional a d verti s in g cam paign 
seem ed t o b e th e popula r d e m a nd , t h e 
gen e r a l s u p p os iton b e in g that t hi s was 
the v ita l fac tor l acking to s timulate the 
ind u stry. Af t e r conside r a ble work h a d 
b een d o n e by this committee a nd th e 
pro du cer s a nd manufacturers of m e m ori a l s 
h a d b een a pproached, the r e a c tion was n o t 
so favo r a ble, a nd might b e s umm ed up 
bri e fl y b y s t a tin g that our indu st r y as a 
w h o l e was h a rdl y r eady for a co mpre h e n
s ive a nd exte n s ive campa i g n o f a d verti s 
in g . I might e numerate som e o f th e 
r eason s f o r thi s lin e of thoug ht. 

In o rde r to ge t the g rea tes t a m oun t o f 
good fro m a dve rtising, the m a n wh o r e 
t a ils the p r oduct advertise d mu s t first b e 
pl aced , or place himself, in the m ost a d 
v a ntageou s pos ition to b e b e n e fit e d the r e
by . At prese nt the.re s e em to b e sev e r a l 
obs t ac les to b e overcome. 

The r e is a lack of close conn ec tion a nd 
mutual und erstanding b e twee n the m a nu
fac ture r a nd r e tailer; in some cases it is 
on e o f a ntagonism and di s cord. Thi s 
mu tu a 1 misunderstanding canno t b e 
unde r es tima t e d. 

Th e r e is f a ilure on the p a rt o f the re 
t a il er in knowing how to cr eate a d em a nd 
for hi s produ c t and to incre a se s al es a t a 
profit wi t hin a give n territor y . A la r ge 
p e r centa g e of r e tailers have a b solute ly 
no s al es p o li c ies to guide th e m. They 
f a il to und erstand how t o direct th e ir 
s a l es e ffort s and train th e ir s a l esm e n . 
Too m a n y s a l es are made on a. b a sis 
of s o m a ny cubic feet of ston e f or s o 
m a n y doll a rs. In too man y ca s es the r e is 
misunderstanding and lack of a pprecia 
ti o n o f the purpose and ideal s o f th e 
m emori a l indus try whi c h is r e nd e rin g 
servi ce to the public . 

Th e q u a rri e rs of monume nta l g r a nite 
a nd m a rbl e must ultimate ly ass ume the 
r e spon s ibili ty th a t i.s log ically t h eirs; 
name ly, t o contro l the outpu t of the ir 
produ c t so it doe s not f a ll into the h a nds 
o f un scrupulous d ealers. 

S ta ti st ics ·show that th e qua rry in g of 
monum enta l m a teria l.has b een s l owly o n 
the d eclin e for the past few year s . Th e 
E xecutive B o a rd has put cons id er ab l e 
time a nd thou g ht on a plan to s timula t e 
thi s bu s in ess from the tim e th e ston e is 
qu a rri e d until it is plac ed in th e cem e t e r y. 
It is b e li ev e d a s olution has b ee n fo und 
in a pl a n to m a ke a c omplete s urvey o f 
our e ntire indu s try for th e purpose of de 
v e lo pi ng a n e ducational progr a m fo r th e 
r e t a il e r s a nd a ll p e rson s c onn ected wi t h 
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the industry. A perman e nt organization 
has been chosen, known as th e u1v1e morial 
Extensi~n Commission", to h an dl e thi s 
proj ec t. This commission con s ists o f fi ve 
memorial craftsmen, five manufacturers 
a nd five producers. I belie ve this to b e 
the most far reaching and constructive 
progra m ever s ponsor ed by th e M. C. A. 
This program has been outlin e d to y ou at 
the s t a t e c onve ntions and in t h e trade 
journa ls . 

I w a nt to st r e ss the n ecess ity of loyal ty 
and coope ration of th e m e mbe rs to t h e 
l\11. C. A. It is on e of our bigges t asse ts. 
The accompli s hments of this organization 
a r e in th e ir infa ncy. Th e o'.".icers n eed 
your ass is tan ce a nd constructive a dvice 
at all times. 

In closing I wish to express m y s incere 
thanks to a ll office rs, m e mbe rs, prod uce r s, 
m a nufac turers and the ir r e presenta tives 
for their coopera tion during th e p ast 
year . (Applause ) 

The next is the report of the chair
man of the Executive Committee. 

Convention Secretary Baxter: 
"Report of the Executive Committee from · 

July 1, 1926 t o July 1, 1927. 
"There w er e seven m eet ings h eld a t which 

there was a full att enda nce of the Board 
at every m eet ing , to set tl e all m atters to 
come before the Board. 

"At the meeting held at h eadquarter s in 
April, representatives from the m a nufactur
ing and produ cing center s of the entire in
dustry were in attendance, at which time 
the proposed educational program sponsor ed 
by the Memorial Craftsmen of America was 
outlined . 

"There were also several conferences held 
with manufacturers and producers, to dis
cuss subjects of mutual interest confronting 
our industry . 

"All the individual members of the Board 
have spent considerable time visiting, single 
handed, different m a nufacturing and pro
ducing centers in behalf of the proposed edu
cational program.'' 

(Signed) R. A YUNKER, (Cha irman) 
President Yunker: The next is the 

report of the Executive Secretary, Mr. 
T. E. Cassidy. 

Executive Secretary Cassidy: 
Mr. Chairman, M en and Women : I would 

like to read the report of the auditors of 
our books before going into my own r eport. 
It is from Jonathan B. Cook & Company. 

"Pursuant to instructions, we h ave made 
an ex a mination of the Books and Fina ncia l 
R ecords of the Memorial Craftsmen of Amer
ica, · In c., for the Fiscal Y ear Ended. Jun e 
30, 19 27. We now present herewith our r e 
port consisting of the followin g Exhibits. 

"Summary of Funds-Exhibit "1" 
General Fund Receipts a nd Disbursements 

-Exhibit "2" 
Treasurer's Fund Receipts a nd Disburse-

m ents-Exhibit "3" 
Contingent Fund Receipts and Disburse-

m ents- Exhibit "4" 
Convention Fund Receipts and Disburse -

ments- Exhibit "5" 
"The following is a summary of the bal

ances of all the Funds as at June 30 , 1927. 
"Tr easurer's Fund . ... .. $13,ii 81.16 
Contingent Fund 35 7.58 
Convention Fund . . . . . . . 3,049.90 

Total ............. $17,088.64 
"We verified the Cash B a lances of the 

Funds of the Secretary by reconcilia tion 
with a certificate r eceived directly from 
the depository. 

"The transactions between the Secretary 
and the Treasurer w ere reconciled. 

"Should further information b e desired 
regarding any point within the scope of our 

examination, it will promptly be furnished 
upon request. 

"Faithfully yours, 
(Signed) Jonath a n B Cook & Co. 

Certified Public Accountants." 
And then they attach the s umma ry of 

the fund s which I w ill not go into a t this 
time, if y ou will permit m e to pass it up. 

Despite the fac t w e increased activities 
a nd serv ices, our ba lance in th e Treasurer' s 
account is about $4,100 more than it was 
a t the close of the fiscal year last y ear. 

Executive Secretary Cassidy then 
read his report which follows: 

By T. E. Cassidy 

Under standing pe rmeated the entire memo
rial industr y throughou t the fi scal year end
ing June 30, 1927, as a c lima x to the appli 
cation of under standing s t a rteu the pre
via.us year. 

Th e h ealing influence of understa nding 
had been applied. with benefi c ia l effect, l ast 
year, 'to the Barre di s trict. The misunder
standings were eliminated b etween the Gran
ite Manufactturers Assoc iat ion of B a rre a nd 
the Memorial Craftsmen of America. These 
were s upplanted b y under s t a nding a nd good
will, based on clear thinking. 

Th e work in B a rre was so conduc ive to 
uplift, that t he Memorial Craftsmen of 
America officers and the Executive Commit
tee f elt it sh ould b e continued in other cen
ters. They r ealized tha t the m emoria l in
dustry is la r ger and grea t er tha n one qua r
r y ing center, or the r etailers,-that ther e 
are many other factors in it. Building a 
s uccessful m emorial industry meant build
ing good will b etween a ll qua rry ing centers 
and the Memorial Craftsmen. The Memo
r ial Craftsmen of America set a bout build
ing this good-will. 

1Searching for the founda tion ston e upon 
which to erect the house of harmony, they 
selected the plan of making a complete sur
vey of the m emoria l industry, from which 
to develop an educationa l progra m ; a lso to 
form a p erma n ent organization r epr esenting 
the quarriers, manufacturers and retailerS, 
to handle all problems confronting the in .. 
dustry. 

Representatives of th e Granite Ma nufac
turers Association of B a rre. a t a conference 
in National Headquarter s, in J a nuary, 
una nimous ly endorsed the proposed p lan of 
the M emoria l Craftsmen of America. It was 
unanimously and enthus iasticall y endorsed 
a t all the Annual Conventions of the Memo
ri a l Craftsmen a ffili a ted state organizations , 
thus proving that the qua rriers, manufac
turers and r etailers all r ealized tha t the 
progress of the industry "depended upon com
plete cooperation of a ll units in it, based 
upon a n understanding of each other's prob
l em s , a nd a willingness to give and t a ke for 
the b enefit of a ll. 

Since F ebruary the complete pla n h as b een 
explained in detail to many othe r quarry 
centers, a ll of whom h :oi.ve seen the wisdom 
of it; a ll of whom a re willing to s upport the 
plan by contributing liberally to the funds 
b e ing raised to finance it. So una nimous 
h as been the r eception of this plan that w e 
can r eport today more than 80 % of the 
quarry production of the United States con
tributing to it financ ia lly and morally . 
This important work b ecomes th e greatest 
achievement of th e Memorial Craftsmen 
throughout the year. 

An enthus iast ic m eeting of representa tives 
of different centers, held in National Head
quarters in Aprn, a rra n ged for the forma
tion of a permanent committee to function 
for the industry as a whole. This m eeting 
was intensely dra m atic in its results. Those 
attending felt their d ec isions would go f a r 

in shaping the future of the entire m emorial 
industry. 

The climax to this intensive effort in bind
ing up the broken bonds of friend s'hip and 
understaRding, wiping out the errors of the 
past, a nd sta rting with a clean slate. cam e 
at a m eeting h eld in New York City, early 
in June. Here, r epresenta tives from a la r ge 
numbe r of g ranite centers , a nd the two 
outstanding marble producing centers, m et in 
conference with M emoria l Craftsmen of 
America officials, to do two things. One.
T o launch the Survey and Educational p lan. 
T wo,-To p erfect a permanent organization 
representing the entire m emorial industry. 
Th ese men went about their tasks seriously. 
They a ssumed the res ponsibility that was be
ing thrust upon them. 

The New York gath ering was epoch m a k
ing. It was the first time, s ince your Execu
tive Secretar y h as h ad t h e privilege of serv
ing you, that representatives from differen t 
granite a nd marble centers sat down in one 
room togeth er, forgot their prejudices a nd 
competitive condition , and pla nned for t h e 
b est interests of all. It was a fine example 
of bury ing self, a ndJ g iv ing birth to unself 
ishness. Confidence in the m otives of the 
Memo-ria l Craftsmen of Am eri ca, w hich or
ganization took the lead in the promotion 
of the Survey plan, m a de this gather ing pos
sible. 

Quarri ers a nd manufacturers h ave com e 
to realize tha t the success of the industry 
depends to a large d egree upon the ability 
of the r etail er s to sell memoria ls at a profit, 
throug·h conducting their businesses as bus i
ness m en . They a ppreciate the fact that the 
Memorial Craftsmen of America is the or
ganization to lead the way in making a co
operative industry. 

The Memorial Extension Commission, the 
name of the body growing out of the New 
York ce>nference, is composed of five qua r
riers, five manufacturers, a nd five r etailers. 
The personnel of the Commission is: 

Quarriers : Athol R. B ell, Barre, Vt. ; L. 
H. Litchfield, Tate, Ga. ; Frank C. Corry, 
Jr., Barre, Vt. ; B. H. H eyward, Rion, S. 
C. ; J . S. Swingle, Quincy, Mass. 

Maniifacturers: R edfield Proctor, Proctor, 
Vt.; W. J. Bohmer, St. Cloud, Minn. ; W. 0. 
Willi son, Chicago, Ill. ; H . L. Wiggs, Elber
ton, Ga. ; Wm. Campbell. St. Cloud, Minn. 

Retailers: R. L. Belknap, Pitts burgh, 
Pa. ; F. C. Fredri ckson, Chir,ago, Ill. ; 
Charles J. B enisch, Brooklyn, N. Y. ; Robert 
L. Morris, Memphis, Tenn. ; E. E. Rich, 
Cleveland, Ohio. 

The officers of the Commission are: 
R. L. Belknap, P ittsburgh, P a.--Chairma n. 
L. H. Litchfi eld, Tate, Ga.-Vice-Chair-

man. 
Athol R. B ell, Barre, Vt.- Treasurer . 
T. E. Cassidy, Chicago, Ill.-Seeret a r y. 
Your Executive Secretary apprecia tes the 

privilege and honor of serving this Memo
rial Extension Commission in the capacity 
of Secretary. 

K een competitive business conditions to
day, throwing entire industries against each 
other in the struggle for the purchas ing 
public's dollars, make it imperative that the 
Memorial Industry heartily back up the Me
moria l Extension Commission. Establishing 
s uch a Commission places the Me morial In
dustry in the front r a nks of t h e country's 
industries . Leaders in many industries 
sense the chang ing business conditions. 
They rea lize the need of unified efforts to 
meet the competitive ons la ughts of other 
industries. They too are forming commis 
sions such a s that r epresent ing the Memo
rial Industry. 

R epresentatives of the gra nite a nd marble 
centers are t e> be congratulated on their 
w illingness to wipe out old scores, to work 
together in h a rmony in the formation of the 
Memorial Extension Commission, the , per-
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sonnel of which cannot help but build con
fid ence in the future success of its activities. 

Understanding did not stop with the indi
vidual qua rry centers, but reached into the 
Washington headquarters of the ·American 
Granite Associa tion . Here, amicable and 
workable relationships were established be
tween the American Granite Association and 
the Memorial Craftsmen of America. This 
binds together two strong bodies in a way 
that w ill make for progress and prosperity. 

While the la rger plan was b eing developed, 
cordia l relationships established w ith the 
Granite Manufacturers Associat ion of Barre, 

·1ast year, were not allowed to lapse. Two 
·meetings, one in National Headquarters in 
J anu ary, th e other at Barre, in June, ce
mented on a much firm er basis friendships 
between the Granite Manufacturers Associa
tion of Barre and the Memorial Crafts
of America. 

The friendships existing between the Ver
mont Marble Compan y and the Memorial 
Craftsmen of America wer e a lso made 
stronger by a good-will pilgrimage of Me
morial Craftsm en of A m erica officers a nd 
Executive Committee to Proctor, in June. 

Furtl1er friendships were strengthened by 
a visit of the Executive Secretary and a 
member of the Executive Committee, to St. 
Cloud, Concord, N . H., Westerly, R. I., and 
Quincy, Mass., a nd a v isit by the Executive 
Secretary to the Wisconsin centers. 

The year ending, June 30, 1927, was the 
greatest in the history of the Memorial 
Craftsmen of America. If nothing h ad been 
accompiished except the establishment of the 
Memorial Extension Commission , it could 
be designated righ tfull y as the greatest 
year. Ther e was much other constructive 
work. 

Our greatest convention was held with the 
largest and most artistic Design Show. 
There was an increase in receipts, with the 
membership standing about equal to that of 
the. p.receding year, despite the . higher dues 
·ad jus tments. · 

Four years h ave been d evot ed to complet
ing our five year program. This program 
adopted at the Buffalo Convention, prOV·ided 
for these planks: 

Set up Traffic Bureau. 

Arrange Course in Drafting a nd Design
ing. 

Organize Affiliated States into Art Clubs. 

Assist in the Installation of a Uniform 
Coot Acounting System. 

Collect Comparative Cost Statistics. 

Compile Salesmanship Course. 

Draw up Advertising Course. 

Establish Apprentice Tra ining System. 

The first and last planks have been com
pleted. The course in drafting and design
ing was established, but had to be discon
tinued because of lack of support. It will 
be re-established in some way w hen the 
details are completed of a plan that is work
able. The other five planks will now b e 
merged into the Survey and Educational 
Program. 

All a ffili ated states will be organized into 
district clubs, with monthl y meetings, to 
study the Educa tional Prog ra m prepared 
from the Survey fact s. This will solve a 
long standing problem of the Memorial 
Craftsmen-to •k eep alive interest in the dis
trict organization through a definite educa
tional program, unlifting in its nature, the 
study of which will r esult in Building Better 
Business Men. 

This intensive fie ld campaig n will strength
en the distri ct org·anizations. lt will work 
for frequent contact between National 
Headquarters and these groups. 

Traffic Bureau 

Traffic Manager Lee's complete r eport 
sl1ows this department steadily growin g in 
influence a nd results. The outstanding 
achievement of the year is th e victory won 
for a r eduction in freight r ates f rom east
ern centers to Pennsylvania, New York, New 
J ersey, Maryland, Delaware, D. C., part s of 
Virginia a nd 'Vest Virginia. Mor e a nd 
more m embers are l earnin g of the value and 
advantage of the Traffic Bur eau, by using 
it s services regularly . 

qua rters, sent into all districts wher e com
munity mausoleums are proposed, has been 
used in successfully educating the public 
in many cities against the desirability of 
these buildings as places of burial. Com
munity m a usol eum promotion h as been 
killed in those c ities 

Personal Service 

The year just closed witnessed the largest 
amount of personal serv ice rendered in the 
history of National Headquarters. Various 
business and person al problems were re
ferred by members. Answer s to them were 
sent promptly, where information was 
availa ble. ~'here the infonnation was not 
avail a ble, it was obtained immediately from 
reliable sour ces. This personal service is 
deeply appreciated by the m embers. 

Educational Work 

National Headquarters' educational work 
covered a wide range, w ith increasing r e
sults for an ever g row ing number of mem
bers. Sales l etters, advertisin g literatur e. 
copies of booklets u sed by members, a nd 
photograph s a nd descriptions of modern dis
play rooms, were the four things g r eatest 
in d em a nd in our educational work. 'I'he 
·members are realizing the excellent oppor
tunities National Headquarters have to 
gather information along all lines, for the 
benefit of the entire membership. This is 
maJdng the educational work exceedingly 
·popular. 

State Secretaries 

The State .Secretaries, around whom the 
state organizations fuction, w ork ed splen
didly a nd untiringly in a harmonious way 
with National H eadqua rte r s offi cials . With
out th ese men giving so willingly, it would 
be impossible to continue to build greater in 
a National way. Th eir work is k eenl y ap
preciated by th e Memorial Craftsmen. 

(, I I 

Publicity 

Much publicity matter was obtained in 
the press of the country. Little b y little, 
editors are b ecoming acqu a inted with the 
id eals of the M emoria l Graftsmen of Ameri
ca a nd the m emorial industry, through the 
publicity avenue. Unfavorable publicity 
should be call ed to the attention of your offi
cers immediately, to prevent its reappear
ance. 

Memorial Crafts News 

The e ight page Memorial Crafts News still 
co01tinues to. b e a popular m edium of contact 
between National Headquarters a nd the 
m embership. The eight page issu e was con
tinued through the year, it b eing necessary 
for the dissemina tion of n ews regarding the 
activities of the organization. This medium 
for th e exchange of ideas and information 
has b ecome a n importa nt part of our pro
gram. 

Community Mausoleums 

Community m a usoleum promoters a re op
erators still. Th ey succeed here and there in 
the erection of these t emporary, undesirable 
places for burying the dead. A large fi le 
of educational matter in N a tional H ead-

State Meetings 

President R. A. Yunker, the Executive 
Secretary, and other officers, attended the 
annua l winter conventions of the affiliated 
state organizations. The programs were 
well prepared, the attenda n ce sat isfactory, 
and much good resulted from them. 

Commemorative Art Course 

While the Commemorative Art School in 
Columbi a was discontinued, a committee 
funct ioned throughout the year, investigat
ing other plans, but are marking time for 
the present. 

Cost System 

_Addit iona l members in stall ed the Uniform 
Cost System during the year . This cost 
system will become a part of the education al 
program, as \V ill the gathering of s1:atistics, 
w hich will make both of these divisions of 
the program much m ore popular and effec
tive. 

Executive Secretary 

Your Executive Secretary, under the 
Executive Committee, took an acti ve part in 
the establishment of cordial relations be
tween the granite and marble centers and 
the Memor ial Craftsmen ; the financing- of 
the Survey and Educational Program, and 
the establishment of the Memorial Exten
sion Commission; conducted state wide per
sonal membership campaigns in Mas$achu
setts an.di Ohio in September, October, No
vember, 1926, obtaining a large number of 
new members , also doing other work ne"ces
sary in strengthening these organizations; 
represented the Memoria l Craftsman at the 
State Conventions of Maine, Massaehusetts, 
Connecticut, (joint m eeting) , New York, 
Pennsylvania, Maryland, Delaware, D. C. 
(joint m eeting), New J ersey, Missouri, K an
sas, Oklahoma, Colorado ; attended all meet
ings of the Executive Committee, Board of 
Governors, Board of State R epresenta tives, 
m eetings of a ll special committees; ed ited 
the Memorial Crafts N ews ; assisted in the 
D etroit Convention, and planning for t he 
Washington Convention; worked with t he 
State .Secretaries in completing their pro
grams; attended the conferences between 
the Granite Manufacturers Associaion of 
Barre and the Memorial Craftsmen of 
America ; d elivered an address before the 
Association of American Gemetery .Superin
t endents a t their a nnua l meeting in Mem
phis ; had persona l charge of the vast 
amount of business tra nsacted in National 
Headquarters, a nd a ll services r endered in 
connection with same; was ins trumental in 
obtaining the affiliation of the R eta il Monu
m ent Dea lers Association of Texas, the only 
r emaining organized state unit not affiliated; 
went to California, Oregon and Washington 
on m embership .work. 

It b ecame n ecessar y to double National 
Headquarters office space, due to the growth 
in m embership, the development of the Me
moria l Extension. Commission plan, and the 
constant demands received from members 
for better service. Your organ ization is 
no·w in a n office which r eflects cred it to i t 
an d makes the headquarters s t a ff work more 
efficien tly. 
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The future of the Memorial Craftsmen was 
never brighter. The binding together of all 
the elements in the memorial industry 
through the Memorial Extension Commission, 
will result in a closer. and more harmonious 
'vorking agreement between the quarriers, 
manufacturers and retailers. This will ma
terially help the retailers, in that it will 
eliminate many< of the evils which 11ave de
stroyed our building efforts. 

The memorial industry's house will b e 
cleaned. It will be kept clean. It will be in 
a position to talrn advantage of all oppor
tunities for the advancement of the indus
try, because it will be united instead of di
vided. 

Your Executive Secretary appreciates the 
opportunity for service you have given him. 
His relations have been extremely cordial 
throughout the past year with the entire 
membership. He feels it a privilege to 
serve in his small way, giving ·what he has 
been given in the way of talent by his heav
enly Father, for the advantage of your in
terests and the memorial industry. He looks 
forward with renewed hope, vigor and 
strength to the present year's results, be
lieving they will be larger than any pre
vious year. He has n ever lost f a ith in the 
men1orial industry ultimately reaching its 
proper place in the industrial sun. He is 
more confident today than ever before tha t 
this goal shall be attained. 

There is much hard work ahead before 
we attain the goal set by the Memorial Ex
tension Commission. There is only one way 
for us to r each it. That one way is through 
unselfish service. There is no other way of 
obtaining lasting joy, happiness, peace and 
contentment in life, excepting through un
selfish service. 

The only solution for vexing problems that 
confront all organizations, all individuals 
and nations, is enthusiastic, unselfish serv
ice, and we cannot expect the memorial in
dustry to solve its problems until each 01' 
us is able to get real joy out of unselfish 
service, and give until it hurts, for the bene
fit of the memodal industry as a whole. 

We need more than mental and physical 
powers in this service. We need spiritual 
power. The sooner the memorial industry 
is shot through and through with spiritual 
power, obtained from the only true giver of 
spiritual power, the quicker we shall reach 
our goal and learn the true meaning of en
thusiastic service. 

President Yunker: The next is the 
report of the Cemetery Rules Committee 
by Mr. E. E. Rich, our late past-presi
dent. 

Mr. Rich: 
What Ray really means is the latest has

been. (Laughter) 
I am glad I haven't got to wade through 

the volume that our friend Cassidy has just 
passed through. I haven't his voice nor his 
capacity to write. 

JOJINT CIEMIETJERY RULJE§ 
COMMJITTJEIE 

As Chairman of the Memorial Craftsmen of 
America group of the Joint Rules Com1nis
sion of the Association of American Ceme
tery Superintendents and the Memorial 
Craftsmen of America, I beg leave to submit 
the following report of the activities of the 
Commission throughout the year, as sub
mitted by Edward G. Carter, Chairman, and 
T. E. Cassidy, Secretary. 

Building good-will between cemetery su-. 
perintendents and the Memorial Craftsmen 
continued throughout the year ending June 
30, 1927. 

This good-will was fostered by a joint 
Cemetery Rules Committee of the Association 

of American Cemetery Superintendents and 
the Memorial Craftsmen of America. 

'.rwo meetings of the Committee were held, 
- one in September, when the Joint Rules 
Committee \.\las organized into a commission 
by the election of E. G. Carter; of the Asso
ciation of American Cemetery Superintend
ents, as Chairman, and T. E. Cassidy, Execm
tive Secretary of the Memorial Craftsmen 
of America, as Secretary. 

The second meeting was h eld the early 
part of 1:)27, with a constructive discussion 
of publicity methods to create public senti
m ent for better m emoria ls a nd more beau
tiful cemeteries. 

It was uecided at this last meeting to fo s
ter an intercha n ge of speakers of the two 
organizations, on the National, State and 
District programs, out of w hich would come 
a better understanding between the ceme
tery superintendents a nd the ·Memorial 
Craftsmen and a closer a nd inore harmonious 
working r elationship. 

Members of the joint commission feel that 
their work has done much along the lines of 
good-will building·. They desire an earnest 
discussion of the work done b y this joint 
commission by the m embe rs of the Associa
tion of American Cemetery Superintendents 
a nd th e Memorial Craftsmen of America i,1 
their 1927 conventions to ascertain the mem
bers' reaction to its progress and effect. 
The Commir:sion will base its future activi
tie&, upon the results of this discussion. 

(Signed) E. E. RICH; Chairman. 
T. E. CASSIDY, Secretary. 

President Yunker: Now we have an
other committee report, the report of the 
Apprentice Training Committee, by Mr. 
C. J. Benisch of Brooklyn, N. Y. (Ap
plause) 

AlPlPRIENTlIClE TRA1INJING 
COMMJITTIEIE 

Mr. President, Ladies and Gentlemen: 
am not going to burden you with any long 
report. It is just getting near noontime 
and time to eat. In making this report of 
the Apprentice Committee during the past 
year, I shall give only a brief summary. 

For the benefit of such of our members 
who may not be familiar with what we are 
trying to accomplish, I would like to say 
that the shortage of granite cutters caused 
by the restriction of immigration and the 
fact that old men were' dying off faster 
than young men were coming into the trade 
showed the necessity of organized effort to 
secure more apprentices and to provide bet
ter training to the en d that the r equired 
number of experienced cutters may be avail
able when needed. 

The entire industry is back of this move
ment. · The · apprentice Committee consists 
of nine members; three from the American 
Granite Association, three from the Memo
rial Craftsmen, two from the Building As
sociation and one from the Paving Asso
ciation. 

In formulating our plans, valuable assist
ance was given by the Federal Board for 
Vocational Training, several state boards, 
the Granite Cutters' International Associa
tion of Employers, Superintendents. Foremen 
and Granite Cutters. 

Considerable preliminary work was re
quired in preparing courses of study as well 
as training instructors. 

I am pleased to report that three classes 
are about to be started in September, two' 
in Barre and one in Concord. As soon as 
possible after these classes a re in good run
ning order, we plan to take up other locali
ties. 

On or about July 1, 1926, the combined 
associations placed at our disposal a fund 
of $15,000 which we felt would be needed 
to carry on the first year's work. We 
haven't spent all of that money. The bal
ance available amounts to over $8,000, which 
will carry us through the year and probably 
for some time beyond. 

I would recommend, ho\vever, that pro
vision be made for the continuation of our 
share of the expense for the continuance of 
the work, so that our payment will be avail
able when called for by our secretary. 

The work is progressing very satisfactorily 
a nd we confidently believe it will prove the 
solution of the apprentice problem. (Ap
plause ) 

President Yunker: Let us be patient 
for just a few moments more and we 
will be out of here. We have a certain 
amount of routine business that we will 
have to go through with. We have an
other report, a written report from the 
Commemorative Art School Committee, 
which Mr. Baxter will read. 

AR'JI' §ClHIOOL COMMil'lI'TIElE 

The Commemorative Art School Commit
tee h as h a d a number of meetings and con
siderable correspondence, but is unable ~o 

report any actual constructive "\vork as yet. 

vVe decided to try to carry out the idea 
of a correspondence course, w hich might be 
und ertaken by any of the members of onr 
association, young or old. The con1n1ittee 
felt it would b e a big help to many of our 
older members and most likely would be d e
cidedly interesting to them. 'Then for the 
younger members, it could serve as an in
troduction to a regular Art School Course, 
requiring three or four years, intended to 
develop skilled designers. This latter course 
might be worked up at the same time as 
the correspondence course or could be de
veloped later. 

The committee met with the Dean of the 
Art School at Cleveland, who offered to work 
up with us both the correspondence and art 
courses. His proposition seemed to be a 
very favorable one. We have also had the 
matter up with the regular correspondence 
schools and with the Carnegie Institute of 
T echnology at Pittsburgh. 

Before we made any definite plans, the 
idea was conceived of working the corre
spondence course in with the proposed survey 
and educational program of the National 
Association, which idea the committee be
lieves to be an excellent one and very prac
tical. 

Respectfully submitted, 

COMME~10HATIVE ART SCHOOL 
COMMITTEE 

Signed : W. L. Horigan, Chairman. 
Signed G. W. Colwell, 
Signed Robert Graham. 

President Yunker: We still have one 
more report. That is from the state 
representatives. Mr. Baxter. 

Convention Secretary Baxter: 
I will say the state representatives held a 

meeting Tuesday evening. That was not 
only the state representatives but the presi
dents, secretaries, the national officers and 
the past presidents. At the conclusion of 
the general session the state representatives 
went into official session and elected two 
members from their number to serve · on 
the Board of Governors for the COIT\ing year:
James Newall from Lawrence, Massachusetts, 
and F. C. Frederickson from Chicago. 
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President Yunker: Still one more re
port, the Treasurer's r eport. Mr. Henry 
Haertel. 

Mr. Haertel read the r eport of the 
Treasurer. 

The report of the Traffic Manager, 
Mr. Thomas H. Lee, was handed in to 
be incorporated in the record. 

'li'RAJFJFJ[<C M:ANAGJER~§ 

RlEIP'<CDR'll' 
By Thos. H. Lee 

Fourth a nnua l report of the Traffic De
partment of the Memorial Craftsmen of 
Ame rica-Period July 1 , 1926 to 'Ju1;e ' 30, 
1927, inclusive. 

First in order I desire to report by states 
in a lphabctical order, the amount of cla im s, 
covering both over charge and loss and dam
age c laim s, collected during the year. 
Second, the amount of claims out as of June 
30 . Statem ent is as follows: 

State 

Arkansas ... . .. . . 
Colorado 
Connecticut .. . .. . 
Illinois . . .... ... . 
Indiana ...... ... . 
Iowa 
Kansas .... ..... . 
Kentucky ....... . 
Louisia na 
Maine .. .. ...... . 
Maryland .. . 
Massachusetts ... . 
Michigan ....... . 
Minnesota 
Missouri ... . .. .. . 
Montana ........ . 
Nebraska . .. ... . . 
New .Jersey ...... · 
New York . ..... . . 
North Carolina .. . 
Oklahoma 
Ohio 
Pennsylvania 
South Carolina ... . 
South Dakota ... . 
Tennessee 
Texas ....... ... . 
Virginia .. . 
W. Virg inia . .... . 
Wisconsin 
Miscellaneous .... 

Totals ...... . 

Claims out-
Tota l Amt. stan ding 

Collected Ju ne 30 

452.95 297.32 
152. 42 53.6 4 

2.81 0. 
324.87 78.88 
187.80 
206. 94 
591.00 

22.03 
0. 

10.00 
1.1 3 

10.11 
85.09 

277.88 
945.69 

0. 
94.18 

278.9 3 
71.4 5 

8.42 
749.81 
700.49 
644 .91 

0. 
0. 

11 5.09 
97.10 

7. 50 
3.92 

206.60 
128.43 

6,377.4 3 

64.58 
63 .03 

3.05 
88.11 
45 .1 2 

0. 
15.66 

0. 
0. 

15.57 
313.06 
196. 73 

7.91 
4 6.61 
52.68 

17 4.60 
667.15 
877.57 
407.80 

96. 79 
37.88 
39.55 

275. 57 
o. 

23 .31 
39. 16 

o. 

3,98 1.34 

During the year ending June 30, 1926, the 
actual amount of claims collected was 
$9,895.~2. ancl during the ·y ear ending June 
30, last, the actual a mo•mt of claims col
lected was $ 6,377.43 , a decrease of approxi
mately $3,500.00. There are several rea
sons contributing to the lowered amount of 
c laims . coHected during the year just closed. 
The most particular r eason w as due to the 
fact that during the year just closed a cir
cular le tter sent out to our m embers in Jam:
ary asking them for their freight bills, while 
the preceding year, a circular letter was 
sent to the members during the month of 
November. We were, ther efore, somewhat 
delayed in getting in our c laims for the 
yeaF's business, whil e for the year ending 
June 30, 1926, we ended the year with an 
outstanding amount of $1,648.55, in uncol
lected overcharge claims. 

This year we end with $3,981.34 in uncol
lected overcharge claims or an uncollected 
amount of $2,332.79 in excess of the uncol 
lected for the same period for last yea'r, 

Secondly, my campa ig n for the general 
elimina tion of oveiich a rge claims is ev idently 
having some effect. This is accomplishec1. by 
having the m embers secure their r a t es prior 
to movement. It will be h ard to s tate the 
exact figure, but I feel safe in stating that at 
least $3,00 0.00 has been saved to member;; 
during this year by adjust ing· the fre ig·ht 
charg es before sam e was paid. 

Third, we do not seem to g e t the p roper 
kind of response from our members when 
asking them fol' their freight bills. Here
tofore, it h as been the practice to simply 
notify them o nce a year that their freight 
bill s s hould be sent in. At the time this no
tice is s ent out. we f urnish them w ith a 
mailing envelope \vhich makes this request 
quite expens ive, cons id e ring our cost of the 
ci r cular letter , postage a nd the envelopes 
used. If it is the opinion of the Executive 
Officers that th e Traffic Manager should trace 
members who are s low in send ing in their 
fre ight bills, instruct ions to that effect w ill 
be appreciated. 

Members who secure the r eal service r ei1-
dered by this department a r e those member s 
who pass u s a ll their traffic problems. Jn 
looking b ack over our records. I find that 
the members who, in the first year of opera
tion took advantage of the varied service 
rendered by this department still do s o 
r egularly. When all the m embers bec~me 

awar e of the service which we can render 
them, I a m s ure that each ancl ever y mem
ber w ill b e r egu lar users of the Traffic De
partment. It is obvious that none of the 
members can utilize the Traffic Depa rtment 
service each day of the year , but I am cer
tain that th er e are no members who could 
not save themselves considerable time and 
money at least three or four times a year. 
While we h ave r educed overcharge claims to 
a considerable extent and still file cons ider
uble claims, it must be r em embered tha t the 
collection of overcharge claims is only a 
small part of the service which this depart
ment can render. 

At the encl of each year, when checking 
over the member 's fre ight bills, the writer 
still comes in contact with numberous cases 
where ou" m embers h ave lost considerable 
money on . account of imprope r shipping in
structions. The knowledg e in advance of 
the proper r ate a nd route cannot be over
stressed, a nd the m embers are urged to take 
advantage of this particular service. 

In my third annual r eport, I set forth vari
ous miscellaneous fr eight reductions whic;'l 
had b een secured . . For the year just ended, 
we h ave a few such miscella neous r educ
tions in rates of which no r eport is b eing 
made. Our main effort over the past year 
has b een for rate readj ustments in gen eral. 
The securing of reduced r ates for a particu
lar d ealer or dealers at a certa in point in 
most cases works a h a ndicap, on another 
dea le r located at a n earby point. Where 
rates are found to be out of line at a par
ticular point, it is generally true that the 
rates a re out o,f line to cons uming points in 
the sam e district, ther efore, in order that the 
dealer s in a certain vicinity o r district might 
enjoy equal rates from the same producing 
poin ts , the policy of asking for general rate 
a djus tment was inaug ura t ed . General rate 
adjustments usua lly call for formal com
plaints. W e find tha t the carri ers are 
usuall y willing to r educe a r ate to a certain 
point if sufficient justification can be set 
fOrth, however, when you request a general 
r eduction in r ates to a certa in district they 
a re gen erall y disposed to deny such a re
quest. 

Forma l complaints require considerahle 
time a nd expense in their preparation and 
p r osecution b efore the Interstate Commerce 
Commission, but the needs of our m~mbers 

a r e a long these lines r ath er than the hand
ling of each m emb er 's needs separ a t ely. 

To g ive some idea of the time r equired in 
preparing a formal complaint, take our com
plaint in Docket 18,330 , h ereinafter r eferred 
to. While this case was som ewh at m ore im
portant than the usual run of fo rma l com
p laints. It is t ypical, the rate information, e x
hibits, a nd other stati stics required for the 
s uccessful prosecution of this compla in t r e
quired two months of actual research and 
work. As will h ereinafter be set forth the 
preceding year has b een the filing a nd prose
cution of several formal complaints. Th ese 
compla ints were filed in behalf of group of 
members, rather than in b ehalf of specific 
m emb ers. The forma l compla ints both 
h a ndled a nd unclisposed of by the Traffic De
partment for the year just ended are a s fol 
lo\vs: 

Docket 18,0 93 . Filed Oct. 18, 1925, and 
decided in favor b y Interstate Comn1 e rce 
Commission March 24, 1927. Case filed in 
behalf of the L afayette Gr a nit e Co., L a fa y
ette, Indiana. This particulara case was 
not filed primarily for the amount of re
fund which we secured, but was fil ed to de 
termine in a case b efor e the Comm iss ioa 
what would b e the legal rate on a carloa d 
shipment of granite which while not exceed
ing the uss ual valuation placed on Olfr com
modity, carried no release valu~ on the bill 
of lading. '£he various carriers took the 
pos ition that where no valuation was de
clared, the higher rate s hould be app lied 
r egardless of whether or not the actual 
value of the shipment was less than that 
required by the tariff. The writer took the 
pos ition that when the actua l valuation of 
a shipment was less tha n th e declared val!.i
a tion of the tariff, that the lower rate 
should be applied regardless as to whether 
or not a r elease valuation was shown on th e 
bill of, lading. The case was decided in our 
favor and it is felt that this decision will 
m ean a considerable saving to our m embers 
in the years to come, as it is a known fact 
that the manufacturers or producers will 
often fai l to d ecla re any valuation whatever. 

Docket 18,385. Memorial Cr aftsmen of 
America vs. Chicago, Rock Isla nd & Pacific 
Railway, et a l. We filed forma l complaint 
with the Commission involving the carload 
r a tes on finished granite from Interstate 
points to points in Oklahoma. Thi s com
pla int involved g ranite from both the Minne
sota, Wisconsin, Vermont and Southeastern 
districts. Complaint was filed in ' May, 19 26, 
a nd was d'isposed of in J a nuary, 1927. Un
d er the Commission's decision in this par
ticular complaint, the dealers in the State 
of Oklahoma h ave r eceived a redu ction in 
their carload r ates into the State of Okla
homa from the producing districts above 
named, ranging anywhere from 15 to 45%, 
d epending on where the dealer is located on 
a ll carload shipments of polished granite. 
This complaint involved the question of 
whether or not the carriers cou ld maintain 
a nd apply a lower rate on polished g r a nite 
for building purposes than they applied to 
like kinds of granite for monumental pur
poses. The Commission has held in this 
case, as they have in previous cases, that 
no discrimination in the rate should exist 
depending upon the purpose to which the 
granite or marble might be used. All of our 
Oklahoma members are a ware of this new 
rate and have been securing the ben efit of 
same over the past year. It will be hard 
to estimate in exact dollars a nd cents just 
what the saving has been to our Oklahom a 
members. 

I & S Docket 2, 773. September, 19 26, the 
carriers proposed certain increases in the 
rates on fini sh ed granite and marble from 
the Vermont district to points in Minnesota. 
'Visconsin and the upper peninsula of Michi-
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gan. The present rates from Vermont dis
trict to points in the states above named 
are generally on blanket basis of 50 ¢ per 
cwt. The carriers. proposal was to increase, 
this rate to 55¢. Under da.te of September 
22, 1926, the writer filed a protest with the 

. Commission against this proposed increase. 
The hearing was assigned at St. Paul, Minn., 
Nov. 6, 1926. On account of my having a 
hearing at Philadelphia, Pa., for the .,ame 
date, covering another formal complaint, it 
was impossible for the writer to attend the 
St. Paul hearing, however, under date of 
Nov. 3, 1926, I gave the Minnesota Chamber 
of Commerce the benefit of all the data 
which I had accumulated to defend these 
proposals and. on Feb. 8, 1927, the Commis
sion decided that the proposed increase had 
not been justified. In renolering their deci
sion, however, the Commission did not 
sweepingly condemn the carriers proposed 
rates and it is possible that the carrriers 
will in the .near future attempt to secure 
the increase first desired through other 
channels. 

Docket 7716. This covers a complaint 
filed · with the Oklahoma. Corporation Com
mission, State of Owlahoma, involving rates 
between po.jnts in the .State of Oklahoma. 
There are quarries and manufacturers lo
cated within the State of Oklahoma and sev
eral of our members appealed to the writer 
for rates between points in that state which 
would enable them to buy finished granite 
in carload lots from . the Oklahoma Manufac
turers. The present level of carload rates 
between poil:1ts ·in this state are prohibitiv0. 
The case has been filed for some time, but 
has not been prosecuted for the past few 
months, at the request of the carriers, who 
have lead us to believe that a voluntary and 
equitable scale of rates will be established 
voluntarily. I might say that the general 
Southwest is at this time facing a general 
revision of rates covered by decision of the 
Interstate Commerce Commission in Docket 
3535. This decision by the Interstate Com
merce Commission effects both state and in
terstate rates. The writer feels certain that 
as soon as the carriers have complied with 
the Commission's decision in this Docket, 
that we will be granted an equitable scale of 
rates between points in the State of Okla
homa. 

Docket 18330. Memorial Craftsmen of 
America vs. Various of the Eastern Roads. 
This complaint was filed May, 1926, and in 
which we asked for a general reduction of 
carload rates on granite of all kinds from 
various producing points in Vermont and 
New Hampshire· to points in the State of 
Delaware, District of Columbia, Maryland, 
Pennsylvania, New York, New .Jersey, and 
\Vest Virginia. No doubt most of the mem
bers are aware of the outcome of our com
plaint in this particular case. The hearin;r 
was assigned for Philadelphia, Pa., for 
Sept. 5, 1926. The writer aq·ived in Phila
delphia on Sept. 4th and met with a group 
of Philadelphia dealers to outline our case 
for the succeeding day. On the evening of 
Sept. 4, the writer was approached by a dele
gation of Traffic Officers, representfqg the 
Eastern carriers and after a lengthy confer
ence, the carriers agreed to grant us the 
reduced rates which our complaint called for, 
without the necessity of our taking the case; 
through the Commission's records. The 
writer was very much pleased to receive 
such a proposal at that time as he contem
plated that such a proposal would have the 
effect of ma.king the reduced rating effective 
anywhere from six to nine months sooner 
than it would have occurred had a com
plaint gone through the usual routine meth·
ods of the commission. The carriers imme
diately started upon carrying out their part 
of the agreement, but their progress has been 

somewhat delayed on account of action tak
en by the American Granite Manufacturing 
Association, who · objected to the pro
posed changes on the grounds that it would 
involve some increase on granite for build
ing purposes. We have the · assurance of 
the leading Eastern lines that the reduced 
rates which we have asl;:ed for will be made 
effective at the earliest possible date and I 
am satisfied that the Eastern Railways will 
strictly live up to their agreement with the 
writer. The .reduction secured in this par
ticular case amounts to 8 lh ¢ per cwt., on al! 
carload shipments of finished granite and 
5 1h ¢ per cwt., on al! carload shipments of 
dressed and rough granite. In our agree
ment with the Eastern carriers, it was stipu
lated that we would request the establish
ment of these reduced rates only to such 
points where there was an actual movement 
of granite in carloads. From a circular let
ter mailed out to our members located in the 
states named, the rates will be made effec
tive to the following points in the states 
named. 

Delaware: Wilmington. 
District of Columbia: Washington. 
Maryland: Frederick, Westminster. 
Pennsylvania: Allentown, Br a cl do ck, 

Charleroi, Fleetwood, Howard, Kennett 
Square , Mifflin, Myerstown, Pencoyd, Roslyn, 
Somerset, Upper D a rby, Waynesburg, Ash
land, Chambersburg, Du Bois, Fox Chase, 
Irwin, Kittanning, Meyersdale, Norristown, 
Philadelphia, Scranton, Turtle Creek, War
ren, Wilkesharre, Boyertown, Chester, Erie, 
Greensburg, Jeannette, Mahanoy City, Mid
dletown, Old Forge, R eading·, Shamokin, 
Uniontown, vVaynesboro, York. 

New York: Albany, Asteria, Canandai
gus, Gloversville, Lancaster, Mexico, Nyack, 
Rochester, Syracuse, Albion, Brooklyn, 
Cherry Valley, Homer, Laurel Hill, New 
York City, Perry, Rome, Amsterdam, Buf
falo, Clinton, Kingstown, Lockport, Niagara 
Falls, Ridgewood Schenectady. 

New Jersey: Cape l\fay Court House, 
Frenchtown, J ersey City, Newark, Rahway, 
Clifton, Glassboro, Montclair, North Arling
ton, Trenton, Englewood, Hackensack, Mor
ristown, Pleasantville, West Newark. 

If there are any members in the states 
named who received granite in carloads and 
may have overlooked so notifying the writer, 
they may do so at this time. 

The year just closed has seen various 
changes and proposed changes of rates gen·
erally throughout the United States. It is 
a known fact that the general rate structure 
of United 'States is built up more or less in 
a haphazard manner. The work of the In
terstate Commerce Commission in an en
deavor to work out equitable scales of rates 
for general application has just commenced 
to be felt over the entire country. We are 
now passing through one of the greatest 
rate changing periods in the history of the 
United States. I do not hesitate to say, 
however, that we are passing through a 
much needed change and that rates in the 
future will be built upon reasonable and 
stable lines. So far, the general rate ad
justments have effected very little the rates 
on granite and marble with the exception of 
LCL shipments. The time is not very .far 
distant, however, when the rates on granite 
and marble will come up for: the same con
sideration as is being given other commodi
ties. 

In closing, I would like to first thank the 
officers for their many considerations to the 
writer during the year, and to urge our mem
bars to utilize more freely the services 
which this department can render them. 

The session adjourned at twelve-fif
teen o'clock. 

JFJRJ[])AY MORNING §JE§§ION 

August ·19, 1927 

The session convened at nine-fifty, 
President Yunker presiding . 

A. R. Baxter gave the invocation. 
Miss Grace Usher Shuey delivered her 

third lecture as follows: 
Miss Shuey: 
Before we get started-we have a limited 

time this morning-I am going to try very 
hard to be a blonde and give you a lot of 
ideas in this half hour. I want you to 
(some of you are blonde enough to get all 
the ideas and outside ideas are creeping in) 
but even the brunettes, if you get your 
chests thrown out the muscles of your brains 
will begin to exercise themselves and you 
will keep up with me even though you are 
brunette. 

There are a number of questions that have 
been asked me and I am going to take a 
few minutes to answer those before we get 
onto the main subject of the morning. Ques
tions have been asked me a great many 
times and I figure if it is in the minds of 
half a dozen it is probably in the minds of a 
great many others. I have been asked, is 
this personal analysis a. science or an art 
and is it your own? Are these your own 
methods? 

Personal science or character analysis is 
a science and it is a science just as old as 
life itself and a science just as e:>i:act and 
infallible as any other universal law. It is 
true that we know less of that universal law 
than in most others. Also it is true, even 
though this science is ever so exact and per
fect, we will always continue to make errors 
now and then because we are only human 
and as long as we are hum~n and are ap
plying that science we will have a tendency 
to make errors, get away from the science 
even _though we have a thorough and com
plete understanding of it. 

I lay no claims to originality. have 
studied the work, specialized ever since I 
studied psychology in school, and I have 
been studying it for twelve or thirteen years 
-oh, pshaw!-for quite a few years. That 
isn't so bad though. (Laughter) I had the 
great honor and splendid training of assist
ing two of the scientists under whom I 
studied, assisting them at a later date. The 
last six years, however, I have been giving 
my full time to the work professionally un
der my own identification. 

The only claims I lay to originality as 
my own .is that I · have studied all recog
nized autjlorfties', Cte written work and 
studied under many of them personally in 
class work and three I have taken very 
careful instructions under. The only claims 
I lay to originality is the way I link those 
facts and the things that I got from the 
many different sciences, also in my way of 
presentation. 

Then it has been asked, what about na
tionalities? Character analysis applies to 
each individual individually regardless of 
race, color or creed. 

-:Another question is, what do you do if 
marble is resti;-icted from the cemeteries 
where you are? There ·are a lot of prob
lems, I appreciate th:;tt fact, that I know 
nothing of, but I do know that if I make 
you understan.d better the science of human 
nature, b<itter make you understand the hu
man eiem.ei;it problems of your business, you 
can adapt that-to your own particular 
(pause) I am trying to be a blonde. It 
doesn't work, does it? It always pays to be 
yourself. Your own problems anyhow. But 
I would say this, • that where marble is re
stricted, then · get the finest quality stock 
in the finest quality granite. Have some of 
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the finest quali~y gran;ite you can possibly 
have to sell to your tine textured people. 
One of the very finest t extured types we h a d 
up h ere the other day tells me h e deals a l
most exclusively, if not exclusively, in m a r
ble. Not only that t ype, but many of that 
type are coming into your place of business 
and you a r e losing sales because you h aven 't 
som ething tine enough. 

Som e one wants m e to show an example 
of the extreme r eced ing foreheads . I will 
do that a little bit later. 

D o not all people like flattery? W ell, I 
suppose a ll people do like flattery but you 
know, what is flattery to one is criticism to 
a nother. We must a nalyze people according 
to type a nd praise them for that in which 
they are strong. For instance, if y ou t ell a 
brunette that he h as the ability to g rasp 
m a n y ideas seemingly a t the same time, tha t 
isn't a compliment b ecause he knows he 
isn't that type a nd h e is what h e is b ecause 
h e thinks it is mighty tine to be that. If 
you compliment a brunette for having a con
centrated t ype of mind, tak ing up a few 
problems at a time, that is a compliment 
to him because it is hi s type. 

L et 's get down to the tine points of criti
c ism. Now an indiv idua l who· likes praise 
and fl attery is shown by the short upper lip. 
People think women h ave the most vanity 
and like fla ttery most. W ell, perhaps there 
are more women with the short upper lip 
but. it is oftentimes found among m en. The 
short upper lip, and the shorter it is the 
more this holds true, that individua l is de
pe ndent upon praise a nd complimenta ry r e
m a rks, a nd you dealers who have salesmen 
who have a short upper lip, don't call them 
in a nd rake them over the coals even if 
they have done something badly a nd h ave 
fa.ilea. If they are worth while keeping on 
your pay check, treat them a ccording to their 
type. Pat them on the back. Compliment 
th em for their effort . Compliment them f or 
their ability to r eally go out a nd r epr esent 
your proposition a nd put it over, a nd send 
them otit f eeling good and then they will 
put it over for you if you have correctly 
select ed your · sa lesmen at a ll. 

B ut the man with the long upper lip , the 
stiff upper lip- Henry Ford h a s such a lip. 
So has J ohn D. Rockefeller. If you fl a tte r 
t h em , they get su s pic ious of you a nd they 
move their pocketbook from this pock et over 
to th is pocket. They think right away th a t 
you h ave a bone to pick. Henry Ford is 
said to have paid $1 for each criti cism 
heard against the little old Ford. If h e h ad 
a sh ort upper lip that would h ave sen t him 
to· hi s grave. 

So the individual who h as the short upper 
lip, tell them things complimentary. Pat 
them o n the back. Praise th em for their 
good judgment in selecting this a nd that m e
m ori a l in your place of business , but be 
car eful to avoid that in talking to those 
w ith the lon g upper lip. In fact, they w ill 
r espond to critic ism . 

The question is asked about eyes, a l so. 
W ell, suppose we h ave two types. How do 
you tell a deep set eye from a protruding 
eye? An eye that protrudes shows that a n 
ind iv idu al uses unnecessary \.vords \vith 
w hich to exp ress himself. H e is verbose a nd 
a lso h e likes to h ave the platform to do a ll 
the t a lking a nd on ce h e gets started you 
can't get a word in edgeways. You r ecog
nize him by the fact that the eye protrudes 
b eyond the cheek b one. We think of it 
oftentimes a s th e pop-eyed individua l. Wh en 
a pop-eyed comes in your p lace of busines,. 
you just ask a f ew questions as a leader and 
l et t h em sell themselves. They will do it 
beautifully. You know, there is no mus ic 
sweeter to a protruding eyed indiv idual than 
the mus ic of his own voice. He will pay 

you big funds at times if yo u will let him 
t a lk. 

Th e per son with the deep-set eye , the eye 
that r ecedes back of the cheek bon e, is r e
ticent. Coolidge is of that type. He knows 
how to keep his mouth shut. I gave you a n 
illu s trat ion the other day. 

Now we a re going to get into the s ubj ect 
of t oday, and we h ave onl y a few minutes. 
I h ave got to g ive you just the f act s a nd I 
can't even sell it to yo u. I have just got 
to g ive you the facts and you tak e it out 
and u~e it y ourselves. It is cover e d in the 
last page, however , of tha t little book. 

Positive carriage of the body shows a posi 
ti ve m entality. It s hows a n individua l who 
is thinking in a positive .way. If I were a 
deale r I wouldn't have a n y salesm en on m y 
force, wouldn' t le t them go out a nd r epr e
sent m e and represent m y m er ch a ndise, un
l ess they h a d enough self-pride, unless they 
h a d enough progress iven ess to have a pos i
tive carriage, and that is the ch est high, 
the s h oulder s throw n back, b ecause that in
dicates m a ny things . It indicates that h e 
has a pos itive. fr a m e of mind, a s uccess 
fram e of mind, a nd we can' t very well sell 
oth er peoi:>le the idea of spending money with 
u s unl ess we make them f eel at leas t s uc
cessful enough to let loose of that $100 or 
$1000. If we are go ing out and radiate 
n egative qua lities, n on-su ccess quali ties, 
those r a diat ions get over to the other person, 
a nd m or e or less, we h ave a n egat ive in
flu en ce on them. 

W e know that the pos itive thought is an 
expan s ion of th e solar p lexus. "\Vhen the 
solar plexus expa nds , we h ave a tendency 
to wan t to get a ll the room we can , so our 
carr iage is positive. A n egative thought, if 
we Jet it enter our mind, f ear, worries, sick
ness-th e actors portray tha t on the stage
a negative thought is the n egative carriage 
of the body. N egative thoughts cau se a 
contr'acti on of the so.J a r plexus a nd when it 
contracts, we h ave a tendency to go in 
toward it. 

A ll ri ght, then we know when we see peo
p le go ing a long, they a r e telling the world, 
consciously or uncon sciously w h eth er they 
a r e goin g forward o r b ackward, a nd by 
s u ccess, of cour.se, we don't m ean ju s t the 
accumulation of m on ey. W e m ean p eople 
not only m a kin g a good livin g , m a kin g a 
s u ccess of the ir busin ess so th ey can h ave 
th e n ecessiti es of life for t h e m selves and 
their loved on es, a nd som e of the 
lux uri es, but peop·le who a r e wi nning 
fr ie nd s, a r e h a ppy in their work. Th a t 
is r eall y a n a ll a round m or e s u ccessful in
di v idu a l a nd h e portrays it by the 
posit iven ess of th e b od y. 

I gave that for a foundat io n. Th en we 
know that a ll postures t h a t go out from 
the body are pos itive; a ll postures that 
come in to th e center of the body a r e 
n egat ive, irrespective of wha t the m o u t h 
says. Th e mind can tell t h e mouth to say 
a nythin g but th e posture of th e body 
fo ll ows the dicta t es of th e s ubconscious 
mind w hi c h knows on l y truth. 

So, supposing that an individual comes 
in your pl ace of business a nd you say, 
"Is n't t h at a pretty d es ig n", a nd yo u 
know w e h ave a t e n dency to b e so dece it

. ful, most of us, cowards, yo u know, 
can 't b e r eally truth f ul , a nd l ots of t im es 
it is jus t a n unconscious ·t hing but n ever
th e less we have i t, a nd yo ur customer 
says, "Yes, ver y b eautful" ( ass uming a 
n egati ve posture with arm s foJ.d e d) , w h a t 

.do you know ri g ht away? She i s t hink
jng, "I never saw a homelier des ign." I f 
yo u say to a n individual, "Don ' t yo u like 
t hat gran ite?" a nd s h e says "Yes, that is 
lovel y," (assumin g t h e sam e .posture) s h e 
is thinkin g that she wants to get away 
from t h at just as quckly as poss ibl e. 

A s you go a r ound with tha t c u stomer 
and see her looking at d ifferen t d es ig n s, 
lots of times yo u don ' t h ave to ask a n y 
questions or get h er to expr ess h ersel f . 
If they cl ose up b efore a monument, yo u 
know the re is a n egative reaction there. 
If they com e to on e a nd look at it a nd 
ope n up a nd . r espond, th e h a nd out a nd 
backward or away from the cente r of th e 
body, you will kn ow t h e r e i s one t hat 
has st ru ck them favorably. If it is the 
m e nta l t ype and you start in telling th em 
how stro n g a nd dura ble , it is, what great 
utility it h as, how it w ill stand the seve r e 
weather, yo u are a pt to ge t them closed 
up. Th ey are not buying from t h at 
standpoint. If yo u talk to th e m a b o u t t h e 
t e rms a nd as yo u talk a nd put ideas over, 
if yo u c lose the m with the terms of 
b eauty , a rti s try a nd pretti n ess, then you 
g e t that individual to more and more re
spond a nd the first thing you kn ow hi s 
mind i s traveling ri g ht a long with yours. 

Supposin g you d on't make the sal e t h e 
first time a nd as t h at individua l l eaves 
y our p lace of bus in ess s h e says, "I can ' t 
d ec id e. I will h a v e to go hom e a nd talk 
it over with m y husba nd." She doesn 't 
have to. "I can't decide today; I won 't 
h ave t h e money until n ext week"-th ere 
is som e thin g wrong with your salesman 
s hip. If t h a t individua l says th at, yo u 
will h ave t o let them go. You can 't get 
the sal e over ri g ht t h e n . If y ou try to 
m ake a n ap pointme nt wi t h h er so you can 
go a nd call on h er a nd s h e says that it 
isn't possible tha t s h e will not be h o m e, 
or one of a hundred other r easons, a nd 
tha t s h e will come in next week, you 
n eedn't expect h e r n ext week. You b e tte r 
find som e excuse, i f yo u want the ord e r 
very badly, to get out there in the m ean
tim e, get a hold of h er and t r y to r esell 
her. 

Also, I w ould like , every time that you 
a r e gett ing the individu·a l opened u p to 
yo u a nd to your p ropo.s iti on, to your 
m e moria l s, I would like to h ave you more 
carefully a n a l y ze, more car efully observe 
that c u s t o m e r. Resort to this little b ook. 
It will d o you a l ot of good I know yo u 
are a ll a da pta ble e nough no m a tte r w h at 
you r present tac tics a r e, a nd I wouldn' t 
te ll you to g ive up your individuality, but 
with th e salesmans hi p that you a r e 
already u s ing, adapt som e of t h ese 
prin c ip les a nd yo u will be much better 
salesmen . 

Whatever that individual say.s, th e n, 
w o rd of mouth watch t h e posture of the 
body . When y ou a r e talking to an in
divi dual, if th ey begin to c lose u p, th e r e 
i s so m e n egativen ess in t h eir mind. T hey 
a r e thinking, " I w ish he would s hu t up 
a nd let m e get away gracefully." Sup pose 
yo u l ad ies go to call o n a neighbor. S h e 
ope n s t h e door a nd says, "Oh, how do you 
do! I a m . so g la d yo u call ed ! (assumin g 
po.sture w i t h arms folded), eve n tho u gh 
you brought your kn itt in g and in ten ded to 
spend the whole even in g, don't d o it. Say, 
"Oh, I just dropped in to say Hello." She 
w ill think, " The r e is a love ly woma n. I 
hop e s h e co mes some oth e r time." 

On e more point I want to g ive. I s h a ll 
wish I co uld g ive more time to that. It is 
in th e li t ti e book. We know every 
posture fro n1 the b ody is positive; eve ry 
posture tha t goes in toward the body is 
n egative. When you a r e talkin g to a n in
dividua l, eve n thou g h t h ey are very open, 
and t e llin g them certa in t hings, yo u w ill 
b e a bl e to know when the a rm s fo ld that 
there is something wro n g in t hat p erso n 's 
mind. Th e r e is som ething Eith e r h e 
doesn"t beli eve you, h e doubts yo u o r 
there is a question in his mind. Eith er of 
those three a r e in th e minds of t h ose 
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customers, You can ' t ge t th e m to write 
out ·a c h eck or hand over money. In
stantly you .se e those a rms dose, notice 
what you just said then g e t back a nd 
class ify that o r qua li fy it or re-sa y it, 
whatever it w a s. The r e is s ome thing 
wrong there a nd if you don't know just 
what it was, yo u think, did she c lose right 
t her e whe n I s poke a bout th e wonde rfu l 
workmanship on tha t?-if you w a nt to 
know a bout tha t, the statement that yo u 
ma de r egarding the workmanship, a sk 
that q u es tion ag·a in a nd notice if she 
closes on that or if sh e opens. If it has 
something to do with price, l e t us say, a nd 
you quote a price, as y ou a r e t a lkin g 
a long or saying s omething &b o ut a price 
in conn ection with a pha se of your work, 
a nd s h e close s, then you will know that 
that is it, and ask a direct qu es tion. 

Wh en a n individu a l closes, you know 
that yo u have said somethin g or some 
thing has come up t o cause a n egative 
a ttitud e or a qu estion or a doubt in that 
individ-u a l 's mind, and go back over what 
yo u h ave said a nd try to shape it in such 
a way, o r m ake h e r und e rsta nd it in s u c h 
a way that you get h e r ope n ed up b e 
cause unless s h e ope n s her a rms, she is 
still against yo u , and when she open s up 
to you that s h ows she is b e lie v ing what 
yo u h a v e to say. 

Sometimes you will start in to sell a n 
indivdua l a nd yo u find they a r e a ll fo lde d 
up. Thi s is a complete folded posture 
(seated, l egs c rossed, arms c rosse d a nd 
chest s unken). Th e legs a nd the arms 
are crossed a nd the ch est is s unke n. As 
y ou b e gin to t a lk to him, if you get into 
the n egative pos ture too you h a ve go tte n 
into th e nega tive fram e of mind that h e 
is in. You subconsciously a r e saying, ••1 
a m against yo u jus t as well as you a re 
against me." But if y ou have a .positive 
persona lity , h ave command of yourself 
a nd command of the s ituatio n yo u stand 
there with a positive carriage which en
a bles yo u then to work your s ubconsc ious 
m ind in coordination a nd you talk to that 
m a n or woma n, whic h e ver the case m ay 
be, a nd as yo u begin t o talk to the m and 
t e ll th em the good thngs or t a lk . to them 
generall y, as the case may b e , th ey for 
get a ll a b out the mon ey y ou h a ve co m e to 
ge t and th e first thing y ou know, they a re 
beginning to think w ell of you, th ey a r e 
inte r este d in your p e r s onality, they b egin 
to like you a nd they think the r e m ay b e 
so mething that y ou h ave to say to them 
a nd yo u have them a ll so inte reste d a nd 
opened up that there is a m eeting of two 
minds ; they a r e f o llowing right a l o ng 
with you 

Sometimes yo u l{n ow w e h a v e a 
t e nde n cy, ·w h e n we know tha t we are go 
ing good, to b egin to pa t ourselves o n the 
back a nd say, "This is ge ttin g over," a nd 
th e first th in g we know we are talking t oo 
much. L e t 's b e ve r y, ve r y car eful th e n , 
because that i s true . W e a r e g e tting 
them close r and clos e r to th e psycholog
ical m om e nt but one mis - step is apt t<> 
cau se t h e m to go clear clown a nd w e can ' t 
ge t th em opened up a t a ll. 

Whe n yo u a r e ·talking t o that indi
v idua l, h e is · n o t so ld until th e h and is 
open. When t h e hand s ope n, irresp ective 
of h ow muc h y ou h a ve said or how 
lit tle tha t is th e time to s top even 
though y ou a r e in the middle of a 
senten ce. Stop right t h e re a nd g e t that 
individua l's n a me on the clotted line. 
·whatever your m e thod is for c losing the 
pei·son , if yo u will u se that yo u w ill b e 

·ma king a lot m ore sales th a n you a re . 
You sales m a n a gers a nd you ex ecutive s, if 
I w er e to t·a lk to a lot of you, I know you 

, .. w;ouJ.d say to m e, "If w e could only ge t 
salesmen who knew when to s top." You, 

no doubt, h ave s a lesm e n who a re going 
out and t h ey se ll th e m sel ves a nd then 
turn a round a nd un-sell the mse lves. 
Whe n th e hand is ope n , that individual 
w a nts w hat yo u have to sell r eally more 
tha n yo u want to sell him. 

L e t us take it from thi s standpoi nt : 
whe n th e h a nd is ope n that individua l is 
100 per cent sold. Wha t is the u se of 
trying to talk on a nd sell him 110 p e r 
cent. The re i s n 't a n y s u ch thing. H e i s 
perfectly solcl, a nd as w e know tha t 
nothing s t a nds still , whe n t h a t person 
comes to the h e ig ht of hi s e nthusi as m 
a nd d es ire for what you have to sell, h e 
do esn't stay the r e for fiv e minutes or t e n 
minutes , perhaps, or a ll day , whi l e you 
t a lk on a ncl take your time a bout s ig n
ing him up. The re se t s in tha t reaction. 
H e beg in s to think, "Mayb e I s hould h a v e 
seen more d es i g n s ." If a brun e tte "Well, 
m aybe I am a littl e confused ; m ayb e this 
isn't jus t the on e of a ll of th e m I s h o uld 
h ave." If it is som e one kind of d e p e nde nt 
u po n som e one e l se for d e cisions, "Maybe 
I s hould have con s ulte d so m e of m y 
friends , m y husband or s o a nd so," w ill 
com e into h er mind. Those d o ubts beg in 
to come into th e ir minds because w e a ll 
h ave a tendency to h a v e more fear than 
courage. Whe n that individu a l' s h a nd is 
open, stop s e llin g, b ecau se that is the 
time h e w a nts to be sold. 

T a k e fo r example littl e childre n. Chil
dre n, you know, are gove rn e d by the 
s ubcon scious. Th e littl e child , if he wants 
candy or an apple or d a ddy's watch to 
play with, does h e say, "Mothe r, I w a nt 
som e candy ," (negative posture ) "Fath e r , 
I want your w a t c h to play with"? No h e 
says, "Mother, I want this; Dad-cly, I w a nt 
t h a t" a nd h e goes g r a bbin g around f o r 
what h e w a nts . As w e g row older, we 
l e·arn to h ave more poi se. If som eone 
would com e in and grab o n e of yo ur 
m emori a l s you wou ld think h e was crazy 
a nd h ad to b e locked up, and yet, e very 
d ay or v e ry, v e r y often, w e a r e , figura 
tively speakin g , not allowing peop le to 
g r a b the thin gs they w a nt out of o ur 
showrooms . 

I am goi n g to give yo u a li ttle example . 
Mr. vV ebb, a few year s ago, sat in m y 
a udien ce ju st as yo u a re sitting h ere, 
a lthough it w as a group of salesm e n t o 
whom I was giving s ix or t wel ve special 
t a lks . Mr. W e bb got these ideas a nd h e 
w as th e type that l e t 's t hings soak in a nd 
h e th o u g ht, "We ll thi s is worth while 
a nd I a m go in g· t o t ake it o ut a nd a pply 
it. If it d oesn ' t work for m e, I a m go in g 
to forg e t it." 

This is the s tory: At a l a t e r date, I 
m e t Mr. Wea the rall myse lf. M r. W e bb 
h a d a n appoin tme nt with a c u s tomer a t 
e l ev en o'c loc k. H e got there early but h e 
m a d e b ette r t im e than h e ex pec t ed 
through the traffic and h e had a bout h a lf 
a n h our or a n h o ur extra tim e . H av in g 
on e o f those w e ll-devel o p ed bridges to the 
n ose, h e thought rig ht a w ay of utilizing 
th e tim e. A r eal r etr o usse n ose would 
h a ve h a d a t e nde n cy to say, " I got h e re 
early but I will just w a it." They don' t 
mind l e tting· th e tim e s lip. · But h e was 
th e t ype that util ize d it. H e t hought, "I 
will go in at r a ndom a nd call o n a m a n. " 
As h e w e nt in the oute r office , h e notic ed 
on the private d oo r th e n a m e of "W eathe r
a ll". H e tolcl t h e youn g l ady in the · office 
that h e wo uld like to see Mr. W eath erall. 

It .so h a ppe n e d that Mr. W eath e rall was 
waiting fo r a gen t l e m a n on a v e r y im
portant a ppointm e n t a nd this youn g la d y 
t hought tha t Mr. Webb was tflis gentl e 
man f o r whom Mr. W eathe r a ll was wait
ing and s h e said, "Go r ight in." As h e 
w e nt in, Mr. W eathe r a ll looked up with 
rather a s mile on hi s ,face and then whe n 

h e saw n o t the m a n that h e was waiting 
for but a s tran ger , hi s expression turn ed 
to a scowl and Mr. W ebb shut the door 
a nd said, "Mr. W ea therall, I am Mr. W e bb, 
r e presenting such a nd s uch stock a nd 
bonds company." As Mr. Webb s poke, Mr. 
W eath erall imme diately saw it was not 
the m a n fo r whom h e was waiting and 
h e was gett in g up hi s h a nds to moti on 
the man o ut. As h e said "I am Mr. W ebb, 
r e presenting such a nd s u c h stock a nd bond 
compa n y," the m a n said, " I can't see yo u 
now; don' t bothe r m e t od ay; I can 't see 
you." 

Mr. W e bb said, "Well, I appreciate the 
fact, Mr. W eathe r a ll, that yo u are a v ery 
busy m a n a nd I a m n o t going to take u p 
a minute of your time," a nd h e was get
t in g out the contrac t . H e put it clown, 
got out hi s penc il a nd said, " I better p ut 
yo u clown for a thousand'', with a lower ed 
infle ction of the voice. 

Mr. W eathe r a ll said, "That is too 
much." 

"How a b out $800?'' 

M r. W eathera ll s aid, "All ri g ht. " M r . 
W e bb g·av e him the p e n c il , h e wrote hi s 
name a nd looke d up and said, "Say will 
yo u tell m e how you sold m e these ?" 

Mr. W e bb said, "Yes, if yo u w ill tell m e 
how it h a ppened tha t yo u bou g h t." 

Mr. W eat h erall said, "Well, that is 
easy. The othe r clay I ran ac ross a 
fr e ncl of mine, Mr. So a nd So, w h o has 
bo ught from your company, carries m a ny 
of your s tocks, a nd h e s old m e on the 
idea of m a kin g an inv estment, but when 
yo u cam e in thi s mornin g I thought you 
w e r e like t h e a v e rage salesm a n with a 
certain sale s talk you w a nte d to g o 
t hrough a nd I a m expecting a m a n a ny 
tim e with whom I have to give my un
divided a ttention on an important matte r 
a nd I thou g ht it was just a waste of yo ur 
tme and m y tim e . I kn ew what yo u h a d 
to offer a nd I w as intend in g to get in 
touc h with you la ter. D id you run into 
Mr. Smith a nd clicl h e t e ll you a b o ut m e?" 

Mr. W e bb said, "No, I didn 't. The onl y 
way-I didn' t kn ow why yo u were sold 
or who sold yo u or why-the on ly th ing 
I knew was whe n I came in th e r e w as a 
scowl on yo ur f ace but w h en I m e ntioned 
who I r e presented, although yo u waved 
m e o ut of the d oor, whe n y our h ands w e r e 
o p e n wh e n I t o ld y o u who I r epresented 
t h a t told m e, I knew n ot how o r why 
tha t yo u were sold on what I had to 
r e present." 

Now if a ll of u s would l earn to b e g·oocl, 
sc ie ntifi c closer s like Mr. W e bb a nd m a n y 
oth e rs, in usin g thi s sc ie nce h e re, '\Ve 

wou ldn't a ll have t o b e wide h eads a nd 
s trong ch inn ed t y p es that h a v e a tende n cy 
to b e a m o ng our good c losing types . L e t 
us a ll be g ood, sc ientifi c c loser s if we 
can 't b e natura l. \1\T h e n an individu a l 
w a nts so m ethin g more ' tha n we want to 
sell tJ, ~m . are n 't we foolish a nd isn' t it 
poor salesman ship for us t o sell them. 
T h e othe r fe llow doesn 't th ink ver y much 
of us . He wi ll say, "H e c ould h ave sold 
m e . Why didn't he sell m e? I r eally 
w a nted that." W e h a v e a t e nde n cy to 
put up r e si s tance a nd yet if th ey handle u s 
correctly, we just g o a lon g smoothly w ith 
the m a nd w e are into th e sal e b e fore w e 
r ealize it. W e pat oursel ves on the back 
a nd say that we bought. The aver age 
p e r s on would r ath er think he b ought than 
th a t you sold him. 

I tha nk y o u ve r y mu c h for your k ind 
a tt e nti on a nd I know whe n I get away I 
w ill think, "Why didn't I d o this ·a nd 
tha t," but I can't talk stereotypes. I 
co uld m aybe p l a n a littl e bette r t hings to 

k say but if I got up ·here and knew ex
actly wha t I w as goin g to say I woul d ge t 
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panic-stricken; I would faint. But I do 
know that I know my subj ec t and as I 
get up h e r e , I know that I am so anxious 
to get it over to yo u , thinkin g about what 
you would like to h ave, and I ge t attuned 
to my a udie nce and I give yo u better of 
wha t I h ave ,because I feel b et t e r myself. 
The points that are not clear to you, for
ge t about or r eview the m in the littl e 
books, but the one or two things that you 
have gotten and gotte n c learl y out of 
these t a lks take them into yo ur ever y 
day life and apply them. You will find 
you begin to g ive more attention and 
thought to s tudy ing human n a ture which we 
a ll need in our human contacts with people. 

I thank you v ery much for your kind at
tention. 

The next number on the program was 
an address by Mr. Charles M. Fitz, of 
West Laurel Hill Cemetery, Philadelphia, 
Pennsylvania, representing the Associa
tion of American Cemetery Superintend
ents, 

<C 0°0PIE RA 1I' IT 0 N JBIE'll'WIEIEN 
<ClEMIE'lI'lEJRY AND MIEMOJRITAL 

<CJRAF'lI'§MlEN 
By Chas. W. M. Fitz, of W est Laurel 

Hill Cemetery, Philadelphia, repre
senting Association of American 

Cemetery Superintender1Jts. 

M emor ia l Craftsmen and g u es t s, it is 
indeed a g r eat pleasure to be with you, 
a lso a great privilege to answer the call 
of the Association of Ameri can Cemetery 
Superintendents to a ddress you at this 
Conventi on. 

Mr. Edward G. Carter of the Committee 
co -operating with your Assoc ia tion asked 
me to accept the position in which I am 
now placed, suggesting th at I t a lk to 
yo u about relations hips between u s, s tat
ing that possibly I might gather from 
your Mr. Cassidy jus t what h e would like 
m e to talk about, being ass i g ned "Re· 
l a tionships and Co- op e r a tion. " I mi g ht 
q uote a rema rk att ribute d to a grea t 
Chicagoa n, who one time said-"Don't 
tell me th e things I would like to h ear 
but those things I ought to h ear", so 
availing myself of th is opportunity I w ill 
start by saying that I know one big 
thing you would a ll like to hear and that 
is that a long th e lines of improved 
Memoria l Art I think you h a ve m ade 
wonderful strides . Our Cemeteries of t o 
day show the res ults of co -ope r a tive 
spirit. Reflect for the mome nt and com
pare the m with the old graveyards, where 
we h ad the enclosures, copings, corner 
posts a nd e ntrance s ills, now dilapidated 
a nd classed passl!. 

Th e n turn to our more mod e rn cem e 
teries where rules and regulations h ave 
b een som ewhat r estr ictive a nd you will 
finn instead of th e lot holde r o r purchaser 
m a king s u c h purchase, s p e nding the ir 
money for the actual memorial, w h e th er 
it be h ead s tone, foots tone or monument. 

Much h ave you done toward the elimina
t ion of the many pieced m e m orials, an d 
you h ave h elpe d us as the guardian s a nd 
car e takers of that which y o u a r e sellin g 
the peopl e today, a nd so with s uch fore
thought I sincerely hope that you a ll 
m a ke a careful study of the poi nt which 
I w ill now bring out as one of the things 
yo u ought to hear. 

P,reliminary .<StJ11·dy;;o1'.,.,j ,ust,.;wJ1ere you are 
:going to place thi s M emori al .w.oulcl bring 
a bout a greater co-operation b etween the 

Ceme tery 8uperintenclent, his Com pan y 
and you or your Company. The point I 
h ave reference to is PROPORTION. 

Th e Cr eat or of thi s U nive r se gave u s all 
that w e h ave a t our command a nd we 
h ave an exam p le of ho w w isely h e h a ndle d 
th e m a tter of stone. He took the quarries 
fr om where yo u get this material, and in 
most ins t a n ces, c loth ed them with a 
r a im e nt of verdu e a nd yo u t a k e these 
a r eas of verdure a nd t r y to dress them up 
in stone. Cannot every lot b e dressed 
with s tone a n d s till b e e nhanced as part 
of the l a nd scape? 

Th e obj ect ions reg istered again s t 
Ceme t er ies w h ere memoria ls a r e allowed I 
hav e n ever quite und erstood. Is it not 
a Cemet ery a nd is i t not everyon e 's 
priv ilege t o in cise in stone the name of 
the person ·whose m e m or y they w ish to so 
c omme m or a t e? '".rh e l esser o nes of us s ink 
into oblivion quick l y e n o u g h , but it is 
without question the ri g ht of those fO n d 
e n o u g h to d o so, to p lace a m e morial 
with in their m ean s, commen1 o rat in g o ur 
ex istence. 

Just how much of on e 's li fet ime is 
spent in th e conside r at ion of the thought 
of t h e kind of m e m or ia l t h ey woul d lik e 
p laced in the ir chosen resting place? I 
venture to say that t h er e is not the 
fractional part of o n e per ce nt of the 
world's popu latio n who g ive thi s m a tter 
any forethou ght, conseque ntly you a nd we 
a r e comb in ed in g uilin g t h ose w h ose duty 
it b ecom es : Hence I said PROPORTION 
-ston e a nd v e rdure. 

The purchase r with u s buys th e right of 
bu rial w hi c h fits into the locat ion in the 
Cemett='ry as surveyed, and the m e morial 
craftsman h as public feet of granite, 
m arbl e or bronze at hi s command to 
beauti fy or m a r the la nd scape. 

Many t imes was I thrown in pers onal 
contact with t h e late Captain Edmund R. 
Morse of the V e rmont M a rble Company, 
who left u s May 26th, 1925. 

So I fee l confide n t in say ing that I t hink 
h e made greater str id es along the lines 
of the stud y of beautification than a nyone 
I kn ow, d ealin g w ith m emorial art. H e 
was taken f r om ou r midst a t a m os t un
tim el y moment in our effor t s t o a rrive 
at a common th ought of l eav ing pos terity 
beautif ul Cemete ries where hours could b e 
spe nt studyin g th e m a ny m e morial 
f eatures, and I think that th e granite 
m a nu fac turers might have m en rise in 
the ir mids t who would t ake a dv a ntage of 
all the modern m achin ery, which e n ab les 
the m to cut g ran ite as readi l y as marble; 
that w e could h ave m e mor ials '1n this 
m ateri a l executed more beautifull y if a 
prev ious stud y of proport ion w e r e to be 
m ade. 

Vi s u a lize fo r a mom e nt a section of a 
Cemetery entirely surrounded by road8, 
where every Jot a nd those cont ig uous 
would be g iven forethought in th e p lace 
m e nt of m e m oria ls . 

I s it not proper fo r the Cem e tery S u per
inte nde nt or e ngin eer w h e n lay ing out 
the var ious sect io n s to con s ide r first the 
typography, the n s ize of lots, l.and scap in g 
a nd fea turin g of each a nd every lot to be 
sole! in t hi s sectio n. I. fo r o ne, think that 
in a gen e ral way a r egulat ion as to the 
m emoria l should be m ade for every lot 
from this one point a l on e-PROPORTION. 
A lot of 100 square f ee t in a r ea s hould 
have a maximum size for m emori a l and 
a pproxi m a t e ly a lo t of 1000 feet just the 
same; h e nce a section of four acre s when 
sole! unde r s u ch rules, a nd m e morial s 
e r ected th ereon, would present a picture 
of ,studied art a nd w ould, to m y mind, be 
just as appeal ing as a well furni shed 

room. W e g e t away from the incon g ruity 
which comes a bout where study a lene is 
given to t h e indiv idua l piece. 

M a n y tim es h ave I h eard the word 
"co - operation" used w h e n r eferring to 
craftsm en a nd Cem e t ery Sup e rintend ents. 
Thi s is seldom the case, and just why? 
W e ll! I am going to try to tell yo u. As 
afor esaid , the perce ntage of instances 
where the l o t i s purchased in advance of 
need, and thorough conside r ation give n to 
just how i t wi ll b e trea t e d, is so s m a ll 
that co - operat ion plays no part. 

On the other h and, in m ost cases a 
burial l o t is purchased w h en a family is 
b e reft of someone, and through the force 
of these circumsta n ces, littl e or no con· 
s iclerati on can b e given to the treatment 
of th e lot in everyway. That is to say 
from the styl e of burial, kine! of m emorial 
and the planting features, which are a ll 
points that en t e r into t h e genera l sch em e. 
This is particularly true wh e n moderate 
s um s of m on ey a r e spent for t hi s purpose, 
a nd in your smalle r lots littl e or no con
s ide ration is ever given to th e matter. 

\¥here th e p urchaser h as th e m eans to 
e r ec t a M a u sol e um he seems to g ive the 
s ubj ect a great d eal of thou g ht a nd does 
not ru 3h in to a dec is ion. Well ! ·who is 
at fault for a ll thi s? With th e experience 
l h ave I blame more on the Cemetery man 
w h o sole! this famil y than I do anyone 
w h o fo ll ows him. My censu re com es 
from th e fact that to m erel y sell a burial 
lot without a n y idea as to how or w h at 
could be done in th e way of developm ent, 
is t h e cause fo r th e apparent lack of co 
oper ation , a nd I s u ggest this as a m ean s 
of bringing abo u t a grea t er co -operation 
b e tween Cemeter y men and M emorial 
Craf t s m e n . Should t h e Cem etery man, in 
pl a nnin g hi s sections, ·work out a plan, 
using proportion of sold area to granite 
improvement, t o g ether w ith the la ndsaap e, 
th a t is the planting of trees an d shrub
bery, we would I think, create some vAry 
beautiful effects. 

I fully realize that this brings abou t a 
con dition where most ev ery lot would 
come under special rules a nd regulations, 
copies of which should be printed and 
p laced at the disposal of th e public. This 
would e n able every craftsman, assist in g 
those d es iring m emoria l s, to determin e the 
design appropriate for the p articular lot, 
considering other placed m e m oria l s whe n 
so doing. 

I hope you are a ll familiar wi th the 
Theatre. Have any of yo u ever noticed 
the appeal which the a rt director m akes 
whe n assembling the e ntire caste in a big 
mu s ical comedy hit. Li ke craftsmen, with 
the ir individua l m emorial s, h e br ings in 
one chorus a t a time a nd then g r ad uall y 
c r eates the whol e effect. Th e postures, 
the coloring and placement a ll work in 
h a rmony and produ ce a very p l easin g 
picture. On the other hand , we h ave t h e 
architec t who designs a large building, 
a nd who embodies from the foundation t o 
the high est pinnacle some a r ch itectura l 
features in the whole creation, b ut in 
som e of our Cem e t eries, if I mi g ht lik e n 
a building to a section w h-ere m a n y lots 
a r e d es ig n e d , we find .memori a l s, which 
mi g ht b e conside r e d as units in thi s 
pa rticular instance, a ll of various s izes, 
s h apes a nd des igns, and if t h e a r chitect 
did this same thing, varied the s ize of 
hi s windows, we would h ave a most 
p eculiar l ook ing building. H e m ay· vary 
the d es ign b y flo ors but h e k eep s a 
s imilarity a t the same el ection conse
q u e ntly I hope you visualize at w hat I ain 
getting. 

The eye g lides very quickly over a lot 
wheve no -m emorial h as ever been e r ected 
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but where the small lot is overcrowded 
w ith a disproportionate m emoria l, it be
comes an eyesor e, no m a tter how b eauti f ul 
the m e m ori a l m ay be in itself: 

And so with the exceptional wealth of 
material, both design a n d subs t a n ce, you 
have at your comma nd, why not l e t u s 
have true co - op eratio n, tha t is to say, 
your lead s however gotten , a r e the out
come of di scussion, o r through inquiry, 
a nd with the kn owledge in hand th a t yo u 
may gather yo u proceed in the sale of a 
1nem oriaJ, ·whatever it nl ay be. 

A littl e stud y on your part, or a per
son al v is it w ith the customer to the ir lot, 
brought about through you r suggesti on , 
conveyin g to them that you w a nt to b e 
consid er a t e, would I think, b e a great 
h el p and advantage, a nd I fee l confident 
that s h ould yo u find the lots in the im
med ia t e v ic inity fini s h e d as to the ir 
mem oria ls , and aft er, a careful s tudy, 
place b e for e t hem a s uggestion, yo u a r e 
helping the d evelopment generally, pro
v idin g your s uggestions carry out the 
gen e r a l scheme, that is in the a rchi
tectural bea utification. 

Qua n ti ties of stone b y no m ean s h e lp, 
nnd quoting one of th e s loga ns of a 
mem oria l craftsman, I think that "more 
a rt a nd l es s s tone" is applicable in nine ty
nine a nd nine t enths per cent of cases. 

Rules a nd r egula tions a dopted by m a ny 
Cem e teri es throughout this country have 
really been brought about by the in
a rtistic use of stone, a nd if we are to con
t inue to h ave Cemeteries in th e accepted 
sense, 'vhere 've ll chosen m emoria ls a re 
to b e pl aced and our Cemeteries mainta in
ed with the r ever e nce and r espe ct to the 
Gard en s where we place our dead, let us 
give thi s all important subject of propor
tio n more f o r ethought, more consid eration, 
a nd more pl ace in our sales, and I think 
that th e n eed of dras tic l egis lation on 
th e part of Cemetery Companies who 
have before them pictures of grave y ard s 
a nd ceme t e ri es, where rules were few a nd 
s tones were m a ny a nd conditions are now 
fO rlorn a nd d eplora bl e, would cease to b e 
t he indellib l e impress io n s which have b een 
the cause for the m a ny attempts to 
cr eat e a nd establi s h m e morial parks 
w h ere burials a r e m a d e, and those w ho 
h a v e laid their d ead a way h ave bee n edu
ca ted t o d ecid e on s u ch pl aces of burial, 
where s ton ew ork is prohibited, as in my 
belief they a r e step s to the destruction of 
the sentim ent we try to preserve, t h at i s 
commemor a tin g th e sepulchre of our loved 
ones ·w ith s om e s upe rfic ial m a rking, 
w h e ther it b e h ead s ton e, monum ent or 
n1ausol e um , humble or imposin g, a nd 
mak e our Cemeteries a garden e n sembl e 
of the sp iri t w h e r e the living will delight 
to go an d commune. 

President Yunker: The next on our 

program is a report and little talk from 

Mr. Lee , our traffic Manager. This is a 

department in which you are all inter

ested, a nd Mr. L e e has some very inter

esting data to give you. Mr. Lee. (Ap

plause) 

Mr. Lee: 

Mr. Presiden t, L a dies a nd Gentlem en: M y 
report is very voluminous. I am s im ply go
ing to make a few comments on the r eport, 
a nd the r eport w ill appear in the n ext num
ber of the " Memoria l Crafts News" a nd you 
w ill have an opportunity to read it. 

I would like to say, however, that the 
claims collected during thi s year w er e r a ther 
light, about $3,000 short of last year, and we 
expected to go over last year. The actual 

collection w as $6,377.4 3. However, collection s 

for July and August a re running rather 
h eavy. 

Most of this r eport w ill b e a n outline of 
formal com plaint s or cases b efore the Inter
state Commerce Commission, which we h ave 
h a ndled during the year clos ing July first. 
Up until last year , the Traffic D ep a rtment 
took ca re of each individual's n eed as the 
occasion a r ose. Last year, it was decided 
that the n eeds of the m embers w er e in a 
g roup, rather tha n indiv idua l s, so we a r e 
handling your future claims as g roups a n d 
not as individuals. All those things, how
ever, you w ill see in the r eport. 

I would like to touch upon sever a l things 
menti<med in my r eport and, in addit ion , dis 
cuss som e things w hich did not a ppear there
in. 

In the first place, I do not feel t hat the 
members respond freel y enou gh to our yearly 
request asking for their freight bills . w.e 
have approxima t e ly 1200 m embers. This 
year w e r eceived freight bills from ap
proximately on e -fourth of th e m embe r s 
a nd s o f a r our claim collections for these 
som e three hundre d· m em b e rs runs a bout 
$7,000.00. I f eel certain tha t if w e could 
have each a nd ever y one of y ou m em
b e r s s e nd in your freight bills a t least 
once a year that the claim collections 
would exceed $20,000 .00. 

On e of the two thin gs is very evident : 
Either you are p ass ing y our freight bills 
out to various auditing companies located 
over th e U nite d States, or you a re not 
having your bills a udited a nd in the 
l a tte r event, you are los ing considerable 
mon ey each year in th e s h ape of over
c h a r ges in fr e ight. 

P e rson a lly, I b eli eve that a large part 
of the nine hundred m e mb ers previously 
mention e d h ave their fre ight bills audited 
by individu a l Tra ffi c Companies. It seems 
to m e as though our m e mb ers could -take 
a little time once a year, which would not 
be more th a n fifteen minute s to send their 
freight bills into the ir own Tra ffic D epart
ment. Th e service is free a nd on freight 
bills turne d over to Traffic Companies, you 
usua lly p ay a bout fifty per cent of the 
a moun t r ecov ered. Variou s of the Tra ffic 
Companies u s ually charg;e a retainer's 
f ee in a d d ition to the fifty p er cent. It 
has always been a m ys t ery to me why 
d eal e r s will di s rega rd o ur yearly r e 
ques t for th e ir fr e i g ht bills and then 
within two or three week s' tim e, turn 
the ir fre ig ht bill s ov er to som e Traffic 
Compa n y to be a udited on a commi ssion 
basis a nd quite ofte n pay the s olicitor 
fo r the T raffic Company a fee of a n y 
w h e r e f rom $10.00 to $25.00 for t h at pur
pose. 

I see n o objection to you having your 
freight bi ll s r eaudite d by a Traffic 
Company, bu t I a m sat is fi e d that our 
membe r s could save considerable money 
each year by fir s t send in g th e ir fre ight 
bills into their own Tra ffic Department. I 
know, however , t hat you can secure the 
service of any Traffic Co mpa n y without 
paying th em a r e t a inin g fee which th ey 
usually d emand. In fact, a n y of th em w ill 
take fre ig ht bills on a fift y per cent 
bas i s, regardless of w h e the r or not th ey 
secure a reta ine r's fee in a dvance. 

While on thi s parti cul a r p a rt of th e 
service r endered by th e Traffic D epart
m e nt, I would like to direct your at t ention 
to this f ac t, a nd that i s if you send in a 
year's fr e ight bill s fo r audit a nd n o 
overcha r ges a r e discover ed that is n o 
reason why there wi ll be no overcharges 
on your n ex t year's fre ig ht bill s . Most of 
you are no doubt aware of t h e fac t th a t 
the re a re num e ro u s ch a nges in rates, a nd 
f urther that a c h ange in t h e office fo r ce 
of your l ocal agent is li able to caus e 

e rron eou s rates to be a pplied, therefo r e, 
if you send in fr e ig ht bills for o n e year 
a nd secure n o r efund, do no t un der any 
c irc ums t a n ces ge t t h e impression that 
y our bills for th e ensuing y ears will all 
be correct. It has been d e m onstrated 
beyond a question of doubt that one year 's 
bus iness cannot be used as a barometer 
as to w h a t yo u r next year' s business w ill 
be. 

Would a lso like to ask your coopera
t ion a long the following lines : Wh e n 
askin g f or freigh t r ates, b e sure and 
s pecify th e kind of granite, s uch as di es, 
bases or rough stock and if dressed, kind 
of · fi ni s h , w hich w ill compose the shi pment 
a nd whether the r ates d escr ibe d aTe f or 
carload or l ess tha n carloa d. Also specify 
what particula r de liverin g line is des ired, 
if y ou h ave a n y pa rti cular choi ce. The 
w riter recei ves nume rous re quests for 
rates each year in which the m e mbe r 
doe s not s p ecify whe the r he desires car
loads, or less tha n carloa d , or what kind 
of g ranite h e contemplates to s hip. Your 
cooperation with m e on these p a rti c ular 
things will m ean a con s iderable saving of 
tim e t o both of us. 

L ast year, w e handled considerable more 
loss a nd damage claims tha n w e h ave han
dled in previous years. In the event that 
a n y of you are not familiar with the gen
er a l rules surrounding cla ims for Joss and 
damage, would like to say tha t a ll claims for 
Joss and damage must be filed within six 
months from time shipment is delivered. 
Loss and damage claims should be supported 
with freight bill , bi!l of lading, certified copy 
of invoice a nd de tailed statement of loss or 
damage sustained. 

As a usual thing, you will have pretty 
good success by filing your cla ims with your 
local agent. Should you be una ble to settle 
your claim through your local agent, turn 
your claim over to me before making any 
concessions. Most of you h ave, no doubt 
had experience with loss a nd damage Cla ims, 
in which the Railroa d Company offers you 
about fifty per cent of the amount which .you 
have filed. I believe in filin g just a nd rea 
sona ble claims for loss and damage a nd then 
being firm that the full' a mount of the . clil.im 
be allowed. The Tra ffic · D epartment is in · 
pos ition to r ender you just as effi c ient serv
ice on your loss a nd damage claims as on 
your over charge claims. 

I b elieve these rema rks, together with m y 
annual r eport, which w as just read to yo u 
and which wiil a ppear shortly in the next 
iss ue of the "Memoria l Crafts N ews" will 
g ive each a nd every m ember a good under
standing of what . the T raffi c D epartment .is 
doing a nd trying to accomplish fo r the m em
bers. 

In closing, I would like to p e1·sonall y so
licit each m ember to cooperate with us b y 
sending in their freight bills when our an
nua l request for them is r eceived. If each 
of y ou w ill do this, I a m fi rm in my belief 
that for the year ending 19 28 , we can show 
a collection of overcharge cla ims of at least . 
$20 ,000 .00. 

Mr. W. W. Kimball (Wes t Durham, · 

N. C.): I said somewhere the other 

night, w e are afflicted more or less wit h 

an ambition to do a big business, whether 

w e make any profit or not. 

The slogan I wish to offer as a Na

tional Slogan, to b e mailed out to all the 

members is "LESS VOLUME AND 

MORE PROFITS". That, perhaps, does 

not sound like much at first, but if you 

think it over it means a great deal

"LESS VOLUME AND MORE PROF

ITS". 
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I just want to make that as a sug
gestion for a slogan. That will help us 
if we get more profits, what do we care 
whether we do so much business or not. 
The big business does not buy our bread 
and meat, but the profits do. 

I just want to make that as a sug
gestion for us to think about. If we can 
get that drilled in to our heads, when we 
go to make a ·sale it will come up before 

, us, "LESS VOLUME AND MORE 
PROFITS". It is short and to the point. 

Mr. James Newell (Lawrence, Mass.): 
I would like to know if this slogan is to 
go on our letterheads. 

Mr. C. J. Benisch (Brooklyn, N. Y.): 
I would suggest· that it be placed on our 
letterheads and invoices, so it will be 
clearly understood between us what it 
actually does mean. (Laughter) 

President Yunker: I would suggest, 
Mr. Kimball, that you write a letter to 
the Executive Secretary, Chicago, and 
let the Board ponder over that, and if 
they see fit to adopt that as a slogan, 
we would be glad to comply with the 
request of the Committee. 

President Yunker: By request of two 
of our members and by suggestion of 
three more, I am going to call on Mr. 
R. C. Morriss, of Memphis, Tennessee, 
to tell us how he put on this field work. 
You know the work that falls UFOn the 
Executive Secretary, at the Chicago of
fice, is tremendous, and the one thing 
that we retailers throughout the country 
have fallen down in our duty to the 
Memorial Craftsmen is that we do not 
go out and try to build up our Associa
tion in our own localities. 

Mr. Morriss, in the last year, single
handed, organized three states and in
duced them to join the National. We 
"o/Ould like to hear from him on this. 
Mr. Morriss. (Applause) 

Mr. R. C. Morriss (Memphis, Tenn.) : 
Mr. President and Gentlemen: In our sec

tion, and I suppose it is reflected through
out our country, the memorial dealers have 
not been very close to each other. Through 
their selfishness and suspicion, it has been 
very hard to get them together to realize 
that we couid cooperate and better our con
dition by discussing prices that would en
able us to get a decent living from our busi
ness. With this in view, I wrote individual 
letters throughout the State of Mississippi, 
and suggested that we organize a state as
sociation of Mississippi to affiliate with 
the National Association. · 

I was absolutely unable to get any dealer 
in that state to call this meeting. They 
would write and agree with me that we 
needed such a movement and they endorsed 
it and believed in it and that sort of thing, 
but none would take the responsibility of 
calling the meeting. 

I suggested this to the key dealers whom 
I thought would have the influence to do 
that, but one woul~ pass the "buck" to the 
other, and there was nothing to do but send 
out the call and take the chance. It so 
happened that every dealer within that state, 
with the exception of one or two, attended 
that meeting, joined it, and ,.:-ent away en
thusiastically impressed with the benefits 
that could be derived from the Association. 

This same thing applies to the State of Ala
bama. They were a little harder to get to
gether in Alabama than they were in Mis
sissippi, and when I called the meeting from 
Montgomery and went down to Montgomery, 
Alabama, the first thing that I was 'con
fronted with, "Why this thing cannot be put 
over". Each dealer was suspicious of the 
other. 

I tried to impress them with the 
necessity of u s in g frat ernity in our or
ganiza tion as we do in our fraternal 
societies, and .afte r a two-day m eeting,_ at 
Montgomery, we were un able to get the m 
together. So w e adjourned to m eet at a 
later d ate in Birmingham, at which tim e 
the Alabama organization was perfected. 

Now gentlemen am thoroughly con-
vinced that if some one in th e adjoining 
s tate of each and every state that hasn' t 
any associa tion would only take th e 
initiative a nd get the members together 
and discu ss with them the benefits that 
they can derive from these m eetings, I be
lieve tp>j-t you can organize every state in 
the Union. Go over with them the matter 
of prices, talk with them about some 
small memorial or marke r that we are all 
f a miliar with and let th e m know what 
you get for it in your loca lity, what this 
man gets in his loca lity, a nd this fellow 
who is g ivin g his work away. Im
mediately, the oth e r fellow will think, 
"Why can't I get as mu ch as the other 
man?" 

vVhen you touch hi s self-interests, th.on 
you bring him around to this Association. 
W e have a loca l in the c ity of M e mphis, 
a nd we are just as close together as John 
Gessler and myself, as Yunker a nd my
self, as Baxter and myse lf. We do not 
feel that w e are competitors any more 
than Baxter and I feel that we are com
petitors. 

Well, there a re only five deal ers in the 
City, and there is h a rdly a week that 
passes by that we do not confer with 
each other over the · telephon<>. If a 
customer comes into my establishment 
whom I know has been doing business 
with one of my brother dealers, I im
mediately 'phone that d ealer that his 
customer who has b een buying for years 
from his co'mpany is at my place looking 
at a memorial, and I know that if I sell 
that custo·mer I have to offer him some 
kind of a financial induce ment that 
would. hurt m y brother d ealer and we do 
not do it. 

As has been said, every prospect has 
about made up his mind where he is go
ing. If he lives in Cleveland and he has 
Ed Rich in his mind· the only way that 
customer can be taken away from Ed 
Rich is by unethical means. And, gentle
men, in the City of Memphis, we do n<?t 
practice that. (Applause) 

Now, it is all right and well enough to 
sit down and let the other fellow put that 
over, but you individuals have that duty 
to perform. Do not go back home and 
say, "Let George do it", but you blaze 
the way for George and he will follow 
you. You give George your confidence and 
he will stick to you, and if you have 
some weak-kneed brother who is a 
"doubting Thomas", show him that you 
are square with him, and he is going to 
come around to the right way of think
ing. 

Now boys, help your brother dealers 
out in the adjoining state who haven't 
had the a dvantage of this Association. 
Approach him, tell him to come in. 

I have b een pounding into my good 
friends and Brother Widman that we 
should have an association in the State 
of Louisiana, a nd I have written every 
dealer in Louisiana two or three letters. 

Brother Widman is · willing to come in. 
He enjoys these mee tings, neve r fa.ils to 
come to the meeting of the National As
sociation. He is on e of the largest 
dealers in the State of Louisiana, and it 
is up to such members as that to lift and 
e levate this Association. (Applause) 

President Yunker: I would like to 
have Brother Wiedman, of Louisiana, 
who has been patriotic enough for his 
Associati~ and for the industry in 
which he is connected to come up here 
and say a word. (Applause) 

Mr. Wiedman: 
Ladies and Gentlemen: I am not one of 

those who is always anxious to g·et up to 
hear themselves talk, but Brother Morriss 
has made remarks which may r eflect on my 
spirit of cooperation. All m y lifetime I have 
displayed the spirit of cooperation. I am a 
member of this Association, ha.ve been a 
member for many years and I attend the 
conventions regularly. 

Now, we had a state organization some 
years ago which, of course, was promoted 
by myself and a well paid salesman of 
mine spent the best part of his time travel
ing a round and working this thing up. It 
was very unsatisfactory. We attended their 
first meeting and listened to their speeches 
and to their jokes and I realized that the 
whole thing was not worth the effort and 
the money we spent on the whole thing, 
and finally the thing went on the rocks. 
There was not much lost. 

There are only a few large dealers in 
New Orleans. The others have little shops, 
used to have dray horses, but now have 
second-hand automobiles. Some deal in coal 
and other things. You cannot attempt to 
build them up and educate them. That is 
too much for me. 

I received a letter from a young man in 
his teens to let him know if I were going 
to join his movement, that he was going to 
start to organize a. state organization. H e 
was, as I say, a very young man, and while 
age may not be a great advantage, but to 
be called upon in such' a manner by a y oung 
man whose grandfather I could very easily 
be as to years, I thought that was a little 
too much for me. I told him that I would 
join the organization. I said they should 
organize it and leave me in peace. 

In New Orleans, the Superintendents are 
all in charge of cemeteries. I have no 
chance of getting any work in those ceme
teries. The one who sent me that sum
mons is in charge of two cemeteries. 

These are the conditions. I do not think 
you have any such conditions, and you can 
readily understand that it is not very in
teresting for me to spend my time and money 
to go around and start such an organiza
tion. I thank you. (Applause) 

President Yunker: The next is the 
report of the Resolutions Committee, Mr. 
Frank Mallon, of Port Huron, Michi
gan, is Chairman of that Committee. 

Mr. Frank Mallon: 
Mr. President and Gentlemen: These res

olutions were passed and spread upon the 
minutes of the Executive Committee meet
ing of the Memorial Craftsmen of America, 
held in National Headquarters, January 3, 
4 and 5, 1927, commenting upon the passing 
of Past President H. C. Hefner, and Past 
President C. B. Holden. 

"WHEREAS, the recent passing of two of 
the most revered Past Presidents of our 
Organization, Messrs. H. c;. Hefner, of Den
ver, Colorado and C. B. ·Holden, of ·Cherokee, 
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Iowa, brings a particular note of sadness to 
this meeting, 

"BE IT RESOLVED, that we put on our rec
ords the sense of the deep loss to this or
ganization until fitting resolutions can be 
spread on our records at our next annual 
meeting, and that a copy of these resolutions 
be sent to the families of our late brothers 
and co-workers. 

"Now. THEREFORE, BE IT RESOLVED, that 
the Memorial Craftsmen of America, assem
bled in the 22nd Annual Convention, at 
Washington, D. C., August 15 to 19. 1927, 
stand a minute in silence to the contribu
tions of these two Past Presidents to the 
development and success of the Memorial 
Craftsmen of America. 

"AND THAT THE FAMILIES of these two 
Past Presidents be notified of the tribute 
paid by this convention to our departed 
brothers and co-workers. 

" (Signed) Frank Mallon, Chairman, 
"A. E. Snyder, 
"Walter G. Gorman, 
"Committee : on Resolutions." 

Mr. Chairman, I would move the adop-
tion of this resolution. 

Motion seconded and carried. 
Mr. · Frank Mallon: 
"WHEREAS, God in His Infinite 'Visdom 

and Mercy has removed from our midst 
Frank D. Black, of Grand Rapids, Michigan, 
father of the Memorial Craftsmen of Amer
ica, 

"RESOLVED, that we stand a minute in si
lent tribute, as a mark of respect and ap
preciation to the memory of the father of 
our organization, who gave so liberally of 
his talent in the development of it, and 
that a copy of this resolution be sent to his 
family. 

"(Signed) Frank Mallon, Chairman, 
"A. E. Snyder, 
"Walter J. Gorman, 
"Committee on Resolutions." 

I move the adoption of this resolution. 
Motion seconded and carried. 
Mr. Frank Mallon.: 
"Whereas, the Memorial Craftsmen of 

America have just closed the most success
ful year in their history, and 

"Whereas, the 22nd Annual Convention, 
held in Washington, D. C., August 15 to· 19, 
1927, has been successful, 

"Be it Resolved, that the officers be given 
a rising vote of commendation for their ef
forts in making the year and convention 
successes, and that a vote of thanks be ex
tended to all those who have in any way 
contributed to the success of the convention, 
especially to the speakers, Miss Grace Usher 
Shuey, Roswell M. Austin, and Charles W. 
Fitz. 

" (Signed) Frank Mallon, Chairman, 
"A. E. Snyder, 
"Walter J. Gorman, 
"Committee on Resolutions". 

I will put the motion myself. All 
those in favor of that resolution will 
please signify by rising. It is so or
dered. 

Mr. Frank Mallon: 
"WHEREAS, the Memorial Craftsmen of 

America deeply appreciate the valuable as
sistance and cooperation rendered by the 
Trade Press, 

" BE IT RESOLVED, that we offer a vote· of 
thanks to the Trade Press. 

" (Signed) Frank Mallon, Chairman, 
"A. E. Snyder, 
" Walter J. Gorman, 
"Committee on Resolutions". 

President Yunker: The next Commit
tee report is that of the Nominating 

Committee, Mr. W. W. Kimball, of West 
Durham, North Carolina, Chairman. 
Mr. Kimball. 

Mr. Kimball read report of Nominat
ing Committee and from it the follow
ing officers were elected: 

President-R. H. Warner, Raleigh, 
N. C. 

Vice President-R. L. Belknap, Pitts
burgh, Pa. 

Treasurer-Henry Haertel, Stevens 
Point, Wis. 

Convention Secretary-A. R. Baxter, 
Trenton, N. J. 

At a later meeting of the Board of 
Governors Chas. J. Benisch of Brooklyn 
was elected new member of the Execu
tive Committee. 

Regarding the next convention city in
vitations were extended from West 
Baden, Ind., Indianapolis, Chattanooga, 
Comeout Lake, Pa .. 

The attendance cup was awarded to 
New Jersey. 

The percentages are as follows: 
New Jersey ____________ 28% 
Ohio _____ ___ __________ 27% % 
Pennsylvania __________ 27% 

'flHIJE LAD liJE§ AlUXliLliAJRY 

The annual meeting of the Ladies 
Auxiliary was held at the Wardman 
Park Hotel on Thursday afternoon. Un
fortunately the sight-seeing attractions 
prevented a large attendance. The 
meeting was called to order by Mrs. R. L. 
Belknap, Pittsburgh, president, with 
Mrs. W. H .. Johnston, secretary, record
ing the proceedings. The usual order 
of business was transacted, and the offi
cers were continued for another year. 
The feature of this meeting was an ad
dress by Ivan Johnson, field man for 
the Rock of Ages Corp., who spoke as 
follows: 

Address by Iva'YI! Johnson, Field Service 
Representative of the Rock of Ages Cor
poration, before the Women's A. uxiliary, · 
Memorial Craftsmen of America 

It was with a great deal of pleasure 
that I l earned of, and with a great deal 
more temerity that I accepted, not long 
since, an invitation to discuss b efore this 
meeting, some of the conditions as I 
have found them in eighteen months' 
field work for the Rock of Ages Corpora
tion among the r e tail memorial dealers 
in the middle west. 

I was asked especially to talk about 
the ways in which the ladies may co
operate with the ir husba nds to help 
bring about the greatest possible good 
from this era of constructive achieve
ment which is dawning in the memorial 
industry. 

Webster says that "cooperation" is 
"collective action in pursuit of common 
well-being." Whe n th e memoria l in
dustry a ttains a considerable degree 0f 
that quality it will witness such pros-

perity and advancement as it never has 
seen in th e past. 

Let us grant, first, that the m e morial 
industry would not have made the ad· 
vancements it has made up to this time, 
if you ladies had not been affording a 
subs tan ti al share of coope ration in 
building the industry. There is every 
reason to expect that, under the impetu s 
of far-reaching· plans b e ing rapidly 
matured at. this time, your efforts will 
extend to far grea t e r heights of accom
plishment. It seems to J'lle that th e h a nd 
of vvoman, a potent factor in every 
great and worthy enterprise, is already 
very busy at the task , of assisting in 
shaping this industry. 

My work has taken me far afield in a 
good m a ny states, and in a large per
centage of retail m emorial offices where 
I have called, there have been women 
having a share in directing those busi
nesses. Sometimes they h ave b een the 
own e rs, directing their entire business 
enterprises, and at other places have held 
the lesser clerical positions, but their in
fluence is very large and extends into 
every branch of the memorial industry 
with a power that holds much of im
portance for the future. 

It seems to me that here in Washington 
-"The Soul of America"-where with
out doubt the greatest forward step in 
th e history of this industry will be taken, 
the women who are engaged in the busi
ness of memorializing lives and careers, 
those carrying on the momentous work 
of creating the book of history in stone, 
will r eceive added enthusiasm and energy 
to go farther toward attaining the goal 
of advancement which this industry d e
serves. 

Many ways in which the c9operation of 
the ladies may be made to mean even 
more in the future than in the past may 
suggest themselves to you in the succeed
ing months. I believe that there is no 
panacea for all of the so-called ills of 
this business, but that the cure lies in 
the application of ordinary common 
sense to our business relations. Th ~ 

women of A_merica always have b~en 

credited with possessing an unusual 
amount of this valuable quality, and 
their assistance is an implied necessity. 

I belie v e that it is the woman's part to 
help take her husband's attention oc
casionally from the details of the cease
less battle in competion for dollars 
and cents in the memorial business, and 
direct it toward some of the higher aims 
and S<mtiments of the industry. In do· 
ing this, she will make it easier for him 
to give the kind of workmanship and 
service to the public which shall make 
the mate rial reward more readily obtain
able. 

I was interested in an article in a re
cent issue of one of the trade papers; 
quoting Tom Daly, Fort Smith, Ark., 
dealer. Mr. Daly said: 

"The way to increase sales is to con
duct a high-class establishment with a 
cle an, attractive show-room, and a clear
cut and well-arranged stock of memorials 
with a touch of refinement as to carving 
and ornamentation. The proprietor 
should devote his time to · formulating 
and devising new ideas, working up and 
presenting designs to prospects, and to 
taking an interest in all civic affairs to 
build up the community in which he is 
doing business. To pursue a policy of 
absolute depe ndability in all things 
coming under his supervision, and put 
forth his best efforts to educate the pub
lic to think of the memorial business 
from the very highest plar>~ · 
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"To plant attractive shrubbery and 
flowers a round his establishment .and do 
away with the unsightly piles of trash 
and broken stone which a r e so often the 
eye-so r e around monume nt concerns. To 
m a inta in a n office and r eception room in
to which any lady may come without 
fear of ruining her clothes with the dust 
a nd dirt, as has been the c ustom in the 
past. W e have found from exp e rie nce 
tha t the last provision has m a de our 
sales easie r and more satisfactory in 
every 'vay." 

That latter suggestion, for b eautifying 
the office and grounds, is a d e finite point 
in which the ladies may be of invalua ble 
assistance in achieving results through 
their a id in· planning the improvem e nts. 
I find scores of w.emorial s hops in m a ny 
s tates e nhanced in a surprising and pleas 
ing m a nner, a nd, almost every tim e, in
quiry reveals the fact that a woman 
planned and execu t ed it all. I h a v e in 
mind a thriving memorial business in a 
s m a ll city in Ohio, which has been pushed 
to success in a l arge measure through 
the h e lpful efforts and cooperati-on of 
the proprietor's wife. This lady, through 
the use of artific ial flower s and p a lms, 
attractive furniture .an"d other 1 appoint
m ents , nas created one of the most pleas
ing welcomes for prospective customers 
which it is possible to arrange. 

Another idea which it m ay be neces
sary for the ladie s inte r ested in the 

memorial industry to s tress in order to 
get it really ove r to the r e t a ilers, is the 
symbolism of m onum ent a l ornamentation. 
Symbolism in m emorial a rchitecture has 
b een emphasized con s istently by the 
trade press , and som e of the trade publi
cations now a r e e ngaged in the highly 
commendabl e work of emphas izing the 
m e aning and value of symbols in m e 
morial design. Tha t is a message of 
b eauty . and c r a ft smanship, and its pur
pose may well b e s tre ngthe ned ·if the 
torch is tak e n up by the women in the 
memorial industry a nd s tudy a nd applica 
tion 0f this important phase of the busi
ness are carried out. 

A h eadlin e struck boldly from a recent 
issue of th e M emori a l Crafts News. It 
d eclared: "Lack of Co urtesy Kills Many 
Memorial Sa les." This industry cannot 
afford to stand pl acidly under that in
dictment and d o nothing to correct the 
defect. In hi s editori a l , the Executive 
Secretary said: "There is no business 

-where '· c·onrtesy can ·' be · used·• m'Ore· 
-effectively tha n in the sal e of m emorials 
-b ecause of the motivating forces that 
make for the sal e of m emorials, yet ther e 
is probably no bus iness where the re is a 
gr ea t ·e r l ack of common, ordinary 
courtesy than in the m e morial business. 
Think courteou s ly , act courte ou s ly , ta! k 
courte ously. The results will be astound
in g. Courtesy com es only from unselfish 
n ess. " 

That is a m a tte r which may w ell be the 
s ubj ect of cooperation on the part of the · 
women who look to the welfare of the 
m emoria l industry. Their combined, con
structive h e lp in waging a campa ign for 
co urtesy in their individual places of 
business can r ev olutionize t h e industry in 
a s hort time. 

The r e are many more phases of co
operation a nd helpfulness, which the 
ladies m ay find time to aid in the futur e. 
As I c lose these few remarks abou t 
points with which w e all are acquainted, 
I wish to ask you not to overlook the 
fact tha t the headliner for the instruc 
tion part of this convention of the Me 
mori a l Craftsmen of America i s a woman. 
"Mi ss Grace Ushe r Shuey. I think that 
fact speak s pla inly that the m e n in the 
m emori a l industry are seeking the co
operation of the ladies in h e lping solve 
their probl ems, and in attaining the 
g o a l of greater service and achievement 
w h i ch the M e morial Craftsmen of 

•·'k m eri•ca a nd .>al'1 ''·3:1\Jied -br.a nches of the 
m e moria l industry are seeking. 

We wonder sometimes at the seeming lack 
of sentiment among the people of America
a thing about which we need to be con
cerned, since it is the heart of the m e
moria l industry. I am going to tell you of 
an incident which came un<ler m y observa
tion .a f ew months ago while I was visiting 
the New York City Public Libra r y, a nd 
which, I believe, gives point to thi s matter 

MEMORIAL CRAFTSME N OF AMERICA AT THE TOMB OJ 
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of sentiment. I stood before a wonderful 
painting of George Washington, impressed . 
by this marvelous piece ·of work and a ll tha t 
the man mea nt to America , when a boy of 
a bout 14 years, evidently the son of immi
g rants to America, came up a few feet from 
me a nd stood looking at the pa inting. H e 
h eld school-books under his a rm and, from 
the look on his face, I took it tha t h e 
literally had 'come to worship at his shrine. 
As he stood there, gazing, obliv ious to ev
e r y thing else about him, the t ears coursed 
unasha med down his cheeks. 

When the people of America r egain a rev
erence and appreciation of sentiment, equiva
lent to the deep feeling in the hea rt of that 
immigrant boy, the memorial industry will 
occupy an enviable position. The duty of 
the Memor ia l Craftsmen of America, you 
ladies, a nd the entire memorial industry lies 
befor e u s-to inculcate that sentiment. 

'flHIIE IEXIHIJIIBJI'f 

Whatever criticisms are made regard
ing the arrangement of the exhibit for 
the 1927 convention it can be safely said 
that there has never been a more artistic 
display of memorials in both granite and 
marble than was shown at Washington. 
There have been in past years much 
larger volume of memorials created at 

'OMB OF THE UNKNOW N SOLDIER, W.A:SHJNGTON, D. C . 

greater expense and there have been 
more elaborate pieces shown in the past, 
but for beautiful simplicity, high-grade 
architecture and exquisite ornaments the 
1927 exhibit will carry off the palm. 
Owing to the many sight-seeing trips 
and the distance from the headquarters 
hotel, which was over five miles, the at
tendance at the display on the -part of 
retail dealers was far from satisfactory 
and bringing results to the exhibitors. 
Then, again, the display being ·shown 
under two large tents made it impos
sible to secure satisfactory lighting ef
fects upon the work inside. Further
more the tents were in no way water
proof and the rain wrought very bad 
effects upon the situation. 

Entering the first big tent, first booth 
on the right was that of the Lawrence 
Granite Co., Montpelier, Vt. They 
showed two polished Rock of Ages me
morials and one in Wetmore & Morse 
stock axed and carved. There were also 
polished and axed markers to match the 
memorials. Wm. Stephen was in charge. 

The Lillie Granite Co., Montpelier, Vt., 
was next in line and here were shown 

three polished Rock of Ages memorials 
in charge of Fred C. Bancroft and E. R. 
Tarbox. 

The McBee-Ladewich · Co.; Mansfield, 
Ohio, had an attractive display in one 
Dixie Pink marble memorial, one pol
ished Barre and a center piece with a 
polished Beers Red die surmounted by 
an Italian Marble statue. Those who 
presided over the booth were E. G. Lade
wich, J. L. McBee and Bert Hess. 

The Anderson-Friberg Co., Barre, Vt., 
had a very attractive display with an 
outstanding center piece consisting of a 
tall stele memorial ornamented with 
Gothic moulding. Then there were two 
very beautiful polished memorials in 
Pirie's Dark Barre. The company was 
represented by Arthur Anderson and 
L. W. Bressett. 

C. L. O'Clair Granite Works, Water
bury, Vt., was represented by P. J. Flan
nery and J. E. Scully. They showed 
three two-piece Rock of Ages memorials 
with beautiful ornamentation and one 
axed, carved memorial in Wetm:;ire & 
Morse stock. 
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The St. Cloud Granite Works, St. 
Cloud, Minn., showed two attractive 
pieces in polished red St. Cloud granite. 
Wm. Shields presided over the booth. 

Marr & Gordon,, Inc., Barre, Vt., did 
not have as large an exhibit as they 
have had heretofore, but it was a very 
attractive one and their center piece exe
cuted in Au Sable Gray granite was a 
beautiful piece of architecture and carv
ing. It called forth much favorable 
comment as did their other two memo
rials, one a polished creation in Pirie's 
Dark Barre and the other one axed, cut 
from Capitol Hill stock. This booth was 
presided over by Wm. G. Adams, Harry 
K. Meyers and Walter Adams. 

The Willa.rd GraJ'!ite & Polishing Co., 
Quincy, Mass., together with the, Golden 
Pink Monumental Works, had an ,at
tractive display including a ·small Mill
stone Point memorial, one poli.shed Beers 
Red, one in Swingle's Extra Dark Quincy 
Granite and two in Malnati's Golden 
Pink. This was in charge of Niel Mac
Donald and Konstant Tikkaanen and 
John Paakkari. 

G€orge Straiton, Barre, Vt., had seven 
memorials in his Kleen-Kut finish. Two 
of these were in Smith Barre granite 
axed and five were in polished Rock of 
Ages stock. This booth was in char.ge 
of Geo. Straiton, A. B. Louiselle, John 
O'Brien and W. H. Pontius. 

Thos. W. Dunn Co., New York City, 
was represented by Wm. Setter and Edw. 
McCormick, who had samples of their 
sand blast composition and were busy 
during the working hours in explaining 
it to their many visitors. 

Jones Bros. Co., Boston, Mass., and 
Barre, Vt., have always had an attractive 
display, but the one this year far sur
passed all of their previous efforts 
from the standpoint of originality and 
artistic effect. This display was a dis
play of their Guardian Memorials. 
Each one was a copyrighted design. 
There were seven beautiful creations. 
The company was represented by Walker 
Jones, Marshall England, Arthur K. 
Soule, Austin Waldo, C. W. Dunshee and 
Robt. Knox. 

The North Star Granite Corp., St. 
Cloud, Minn., had an unusually beautiful 
display including two Minnesota Pink 
polished memorials, one with bronze 
ornament which blends very attractively 

with the coloring of the stone; one Pi
oneer gray, four in polished North Star 
Red and one in their polished Indian 
Red. The company was represented by 
Wm. Campbell, John 'Campbell, E. .T. 
Stander, Albert Poole and John Leslie. 

Melrose Granite Co., St. Cloud, Minn., 
sh_owed three memorials, one in Melrose 
Red, one in Melrose Gray and a center 
piece in their beautiful new tapestry 
granite. The company was represented 
by Jos. Gossma!l' and F. F. Hoffman. 

DISPLAYED BY GEORGIA MARBLE CO. 

The Chester Granite Quarries, Inc., 
Chester, Mass., had some beautiful pieces 
in their Chester granite. There were 
two polished monuments, one axed and 
three markers. They were all beauti
fully carved in a way to set off the ma
terial to the best advantage. This booth 
was in charge of A. W. Frazier and 
W. E. Lawler. 

The Pangborn Corp., Hagerstown, Md., 
had a very clever and elaborate display, 
not only of their sand blast machinery 
but of the results of the Pangborn sand 
blast in granite and marble carving. 
The outstanding attraction was a large 

Barre monument with sand blast orna
ment, set in a large case with suitable 
lighting effects to bring out the lights 
and shadows. This booth was in charge 
of John C. Pangborn, Harry D. Gates, 
Lloyd L. Stauffer and G. Edward Poe. 

The Rock of Ages Corp., Barre, Vt., 
operated a novel and interesting booth 
with a lighted modiscope, showing en
larged views in panoramic continuance 
of Rock of Ages quarries, machinery, 
power plant, etc., scenes at the manu
facturing plants, model retail showrooms 
and artistic monuments that have been 
executed in Rock of Ages granite. The 
company was represented by Roy L. Pat
rick, Jos. Smith, John M. Carroll, Athol 
Bell,-Roswell w·. Austin and Ivan John
son. 

Royal Granite Co., St. Cloud, Minn., 
had an attractive display showing not 
only . their Royal Qray granite, but their 
two new and very beautiful granites, 
one of which is named Royal Mahogany 
a:nd the other · their Royal antique. 
There were two memorials in the latter 
material. The company was represented 
by C. J. Hemberger, Hugo Frieberg, 
Fred· Manson and W. M. Thomas. 

· The Coldspring Gran,ite Co., Cold
spring, Minn., had one of the foremost 
displays in the exhibit, showing some 
wonderful creations in their polished 
Rainbow, Granite. This included several 
vases and four highly artistic memorials. 
The company was represented by Ferdi
nand Peters, Floyd Holes and Robt. 
Gretsch. 

Stewart & Pratt, Barre, Vt., showed 
only two memorials but they were of a 
very high order. Both of them were 
axed, one executed in Smith Barre Gran
ite and the other in Wells Lamson stock. 
This was in charge of the two partners 
of the firm, J as. Stewart and George 
Pratt. 

The Wetmore & Morse Granite Co.', 
Montpelier and Barre, Vt., maintained a 
cozy nook with easy chairs and writing 
table. The company was represented by 
Frank C. Corry. 

The John Swenson Granite Co., Con
cord, N. H., had three Swenson Gray 
monuments and this was in charge of 
Jos. Comolli and I. M. Stock. 

Johnson & Gustafson, Barre, Vt., 
showed three polished Rock of Ages me
morials and two axed pieces, one in Wet-

GENERAL VIEW OF EXHIBIT TENT-WASHINGTON CONVENTION M. C. A . 
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T h e Sirnpson rnernori a l , of much dignity and beaii t y of desivn, is t he work_ of H el en R . Decatur, of the 
Henr y M urray Covipany, Boston, M assach1tsetts. It is constructed of E'x t ra Fine Grain ed Blne-White 
Westerl y Granite. 

A memorial of 

Extra Fine Grained Blue-White Westerly Granite 
possesses a distinction which places it 
in a class by itself. Every piece of this 
handsome, standard granite, quarried 
exclusively by us, is shipped under 
our guarantee of perfection. 

Send for our illustrated booklet 
giving detailed information 

SULLIVAN GRANITE COMPANY-
FRANK A. SULLIVAN, President and Treasurer 

WESTERLY,RHODEISLAND 
THE CRUMB QUARRIES 
THE "KLONDIKE" QUARRIES 

THE JOHN B. SULLIVAN QUARRil.S 
THE JOSEPH NEWALL & CO. QUARRil.S 
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consisted of a display of samples of all 
the granites produced by members of 
the association; also the soldiers crosses 
that were submitted in the appeal for 
consideration in the government pur
chase of soldier memorials. This dis
play was in charge of Secretary L. 0. 
Holman, Mrs. Foxwell, Miss Hazel Neit
zey and Miss Betty Dowden. 

LaClair & McNulty, Barre, Vt., showed 
two polished Rock of Ages memorials 
and one axed memorial executed in Wet
more & Morse stock. This was in 
charge of Chester A. Carpenter and Wm. 
Johnston. 

VIEW OF PANGBORN CORP. EXHIBIT 

The Imperial Granite Co., Quincy, 
Mass., showed one of the most beautiful 
Quincy granite memorials that has ever 
been seen at a convention. · This was 
ornamented with a deep Gothic mould 
on each side of the die that set it off 
most beautifully; the other two were an 
axed memorial in Sullivan's Westerly 
granite and a polished die in Smith's 
Pink Westerly. The company was rep
resented by Geo. C. McLeod and Wm. 
Johnston. 

more & Morse stock and the other in 
Smith-Barre. The company was repre
sented by Gust Martinson, C. A. Arnold 
and Albert Martinson. 

Cross Bros. Co., Northfield, Vt., far 
outdid any of their previous efforts and 
their display of seven masterpieces of 
architecture and ornament, made from 
their patented designs, caused many me
morial art lovers to feel that they were 
well paid for their trip to Washington 
just to see this exhibit. They were exe
cuted in their Paramount and Premier 
finish with their patented art Carving 
De Luxe, and were all executed through
~mt in both the axed and polished pieces 
in Rock of Ages granite. The exhibit 
was in charge of L. T. Cross, John A. 
Cross, W. G. Dickman, Burr S. Morse, 
Floyd Dearing, H. A. Wark, Harold M. 
Howe, Lynn E. Hill, and George Phillip. 

The Vermont Marble Co., Proctor, Vt., 
-did. not show quite as many pieces as at 
Cleveland or Detroit, nor were they, 
generally speaking, quite as elaborate; 
but for real practical purposes, com
bined with high class architecture and 
artistic ornament, their display showed 
off to fully as good advantage as any 
that they have made heretofore. The 
center piece was a beautiful and elab
orate structure, thirteen feet eight inches 
in height. This was in the form of a 
il.ute pilaster with bases and surmounted 
by a finial in the form of an ancient 
sacrificial altar. This was designed by 
Roy F . Larson. The company was rep
resented by H. C. Moore, J. F. Town
send, D. C. Gale, H . S. McLeod and Chas. 
French of Proctor; M. C. Robinson, L . E. 
Abbott, C. F. Smith, L. 0. Batten and 
J. C. Stevens, Philadelphia; T·. M. How
ard, Boston, Mass.; F. J . Plimpton, New 
York City; A. T. Howe, John G. Con-

stable, Cleveland, Ohio; N. H. Archibald, 
Chicago, Ill. 

Young Bros. Co., Barre, Vt., had a 
fine display of their famous polished 
work in Rock of Ages granite and this 
attracted the admiration of all comers 
as polished work deluxe. This booth 
was in charge of Arthur D. Young and 
Harry Peverly. 

All the displays heretofore referred to 
were in the big white tent and now we 
come to the other smaller tent of brown 
canvas. 

The first booth on the right was that 
of the American Granite Association. It 

Cook, Watkins & Patch, Inc., Boston, 
Mass., and Barre, Vt., had a splendid 
display of polished memorials executed 
in Pirie's Dark Barre and an outstand
ing memorial with axed finish executed 
in Smith- Barre granite. The company 
was represented by Bradford C. Patch, 
Geo. Stewart, Jno. W. Gould, Walter ·w. 
Isaacs, Barton F. Wilson and W. J. 
Cowie. 

E. L. Smith & Co., Barre, Vt., had a 
space with tables and easy chairs and 
this was in charge of W. M. Thomas. 

MEMORIAL EXHIBITED IN SHADOW BOX BY PANGBORN CORPORATION 
D esigned Copyright 1927 Jones Bros. Inc . 
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Is Beller Than Sand 
For Sandblasting 

Strictly speaking, Flint Shot is not 
sand; but a manufactured product 
which we secure by disintegrating 
St. Peters rock, hydraulically. 

The best of natural sandblast sands 
contain many grains that are too 
soft for sandblasting, while FLINT 
SHOT particles are all flint; with.no 
mixture of softer rock-formations. 

Flint, as you know, is free from 
planes of cleavage. It doesn't split 
under impact, but chips ·off like an 
Indian arrow head. That's why 
Flint Shot lasts so much longer and 
produces so much less dust than sand
blast sand. 

Flint shot cuts to a clean, sharp 
edge becaus~ its flint grains are uni
form in size, shape and hardness. 

It is now used by a majority of all 
monumental sandblasters, from the 
Atlantic to the Pacific; and from the 
Canadian border to the - Gulf of 
Mexico. 

FREE TRIAL OFFER 
Let us send you a 150 lb. bag of 

Flint Shot for a thorough working 
test - FREE - you pay only the 
freight from our plant at Ottawa, 
Illinois. 

UMITED--m S.ILICAro. 
Peoples Gas Builc11ng, ehica.(o.~ 

1501..E PR.OOUCERS OF" FL..INT SHOT 

Italian Marble Statuary 

Only MARBLE ~ Only 
ITALIAN STATUARY 

· We Have 

1000 FIGURES 
IN STOCK 

,H. A. WHIT ACRE, INC. 
1963 Metropolitan -Ave. 

Middle Village, Burouah . of Queens 
NEW YORK CITY 
CARRARA, IT ALY 
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J. K. Pirie Estate, Barre, Vt., had a 
booth with tables and chairs and the 
company was represented by J. G. Pirie 
and Robert Bassett. 

Grearson & . Lane; Barre, Vt. ; were 
represented by J as. Grearson. They had 
no granite display but presented cata
logs and illustrated draughting instruc
tions for execution of artistic· creatio~s 
in round and turned work. ·-

The Cooper Marble Co., Knoxville, 
Tenn., showed three Tennessee marble 
monuments, several mai:kers, a cross, 
beautiful vase and a grave ledger. The 
company was .represented by C. C. Coop
-er and H. J. ,Gosselin. 

Perry Granite Corp., Waterbury, Vt., 
showed a beautiful polished Rock of 
Ages memorial and two memorials in a 
granite that was new to most of the 
-visitors. The polished surface of this 
granite to which they have given the 
name of AuSable Egyptian is not only 
-very highly ~ttractive but entirely dif
ferent from anything else that has been 
used before and attracted a great deal 
·of attention. The display was in charge 
of W. H. B. Perry, Harry Abrahams 
and Homer Riordon. 

The Lane Mfg. Co., Montpelier, Vt., 
had a large display of their polishing 
wheels and buffers with other polishing 
machinery and an extensive collection of 
-photographs of their various types of 
their granite handling and working ma
-chinery. This was in charge of Perley 
Pitkin and Daniel F. McGovern. 

P. K. Lindsay & Co., Boston, Mass., 
had an extensive line of their sand blast 
machinery, including their portable low
-pressure sand blast in conjunction with 
their cemetery lettering outfit. This 
was in charge of Fred Maslen. 

Golbranson & Co., Quincy, Mass., had 
<me of the best displays of polislied 
Quincy granite that has been shown at 
any convention. There were two beau
tiful all-polished Quincy memorials and 
two carved markers in Golden Pink gran
ite. This was in charge of John S. An
derson, C. A. Arnold, Gust Martinson 
and C. F. Carpenter. 

Sanguinetti Bros., Barre, Vt., had a 
-very beautiful display of hand carving 
in Barre granite which included one 
carved and polished memorial in Pirie's 
Dark Barre and two axed and carved 
memorials one in Standard stock and one 
in Wetmore & Morse stock. They also 
showed to their friends a photograph 0f 
a carved cross they recently executed to 
the memory of the late Father P. M. 
McKenna of Barre, Vt. This is o~e of 
the most beautiful cross monuments that 
has ever been executed in granite. The 
display was in charge of J. B. Sanguin
etti, Jos. A. Sanguinetti and Mario San
guinetti. 

Barclay Bros., Barre, Vt., had a very 
attractive display showing four beautiful 

polished memorials in Rock of Ages 
stock and one highly attractive memo
rial executed in Smith-Barre granite. 
This display was in charge of Wm. Bar
clay, _Fred· Cook, C. E. Pinkerton, J. K. 
Batchelder and E. E. Hoppes. · 

Davis Bros., Riverton, Vt., showed two 
polished Rock of Ages and an axed me
morial in Wetmore & Morse stock, carved 
with Gothic ornament. The company 
was represented by Dan Davis, R. G. 
Davis and E. P. Davis. 

The Ruemelin Mfg. Co., St. Paul, 
Minn., had a large number of interested 
visitors at their booth where they 
showed a complete line of their sand 
blast outfit and equipment. The com
pany was represented by R. Ruemelin 
and C. C. Dragoo. 

Columbian & Artistic Granite Co., 
Montpelier, Vt., had two artistic polished 
monuments and these were shown by Mr. 
Albertini. 

Anderson Bros. & Johnson, Wausau, 
Wis., showed two beautiful Ruby Red 
memorials and the company was repre
sented by Chas. J. Johnson, Julius John
son and W. A., Clarence and Chas. Ash
more. 

Arthur Wunderlich, Joliet, Ill., pre
sided over a table where he showed his 
famous Wonder Spinner. 

Chas. A. Metcalf & Co., Zanesville, 
Ohio, had an attractive display of Ital
ian Marble statuary and two polished 
Rock of Ages memorials with a center 
piece showing polished Beers Red die 
surmounted by an Italian marble statue. 
This company was represented by Chas. 
A. Metcalf, Harry W. Taylor and John 
Gizzi. 

Anderson & Johnson, Barre, Vt., had 
three very attractive memorials, two '.lf 
which were polished in Pirie's Dark 
Barre granite and the third was a fine 
axed memorial in Wetmore & Morse 
stock. The company was represented by 
Adolph Friberg, Brisben Palmo and 
Thos. Cerasoli. 

Geo; Dibona, Quincy, Ma~s., proprietor 
of the Spacerite Co., was on hand to 
show his novel device for spacing letters. 

The L. D. Davis Co., Philadelphia, Pa., 
was represented by Mr. Davis who at
tracted a great deal of interest to his 
booth where he showed his Lou-Vis sten
cil rubber composition in sheet form for 
immediate sand blasting. 

Last but not least, in fact one of the 
most attractive and outstanding displays 
of the entire exhibit was that of the 
Georgia Marble Co., Tate, Ga. Not only 
was there a large collection of memo
rials executed from designs of highest 
architectural merit, but in construction, 
were most unique and attractive. Some 
of the outstanding pieces were combina
tions of Silver Gray marble set off with 
panels of Etowah Pink. Their entire 
exhibit consisted of 21 memorials, every
one a masterpiece. The company was 

. represented by Hugh Litchfield, May-
nard Mashburn, H. C. Gober, John L. 
MacQueen, John Long, Horace Long and 
Bud Bozeman. 

'flHIJE lFliNAL JEVJEN'f 

The final event on the schedule of the 
22nd annual convention was a fitting 
climax to a week of wonderful sight
seeing. At 2 :30 in the afternoon a fleet 
of busses filled to capacity left the head
quarters hotel for the wharves of the 
Potomac River where the party em
barked in a special chartered steamer 
and sailed down the river to Mount Ver
non where a delightful hour or more was 
spent in visiting the tomb of George 
Washington and the famous estate which 
was the home of the Father of Our 
Country. At 5 o'clock the boat steamed 
across the river to Marshall Hall Park 
where a barbecue was enjoyed by the 
hungry multitude and those who were 
young enough danced the light fantastic 
until 9: 30 when the return to Washing
ton was started. 

GE_NERAL VIEvV OF VERMONT MARBLE CO. EXHIBIT 
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ONE OF THE BEAUTIFUL MEMORIALS DISPLAYED BY US AT WASHINGTON 

MAKE OUR EXHIBIT YOUR EXHIBIT 

Our new models in memorial art shown at Washington off er you 
a big sales asset if you place them in your show-room. These 
new creations received much favorable comment at the conven
tion, and the progressive dealers who bought duplicates of them 
to add to their displays are taking the most profitable part of 
their convention home with them. 

Show your best trade something a. little in advance of the com
mon run of work by stocking one or more of our special con
vention memorials. 

Ask us for sizes and prices today. 

COOK, WATKINS & PATCH, Inc. 
221 Columbus Ave., BOSTON, MASS. 

Plants : BARRE, VT. 
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PART OF OUR DISPLAY AT WASHING TON 

With all due modesty we can say that no exhibit 
, at the Convention created greater admiration 

than the one shown q.bove. 

OUR RAINBOW GRANITE 

The masterpieces of architecture combined with 
nature's masterpiece material have never been 
excelled in the history of memorial art. 

COLD SPRING GRANITE CO. 
Cold Spring, Minn. 



THE MONUMENTAL NEWS 

Our Display at Washington 

This shows our Rock of Ages memorial 
at the Convention. It was a revelation to 
many dealers who had never bought Perry 
polished memorials. 

Our two pieces in Ausable Egyptian consti-
tuted one of the greatest attractions in the 
entire exhibit. 

PERRY GRANITE CORPORATION 
WATERBURY, VT. 
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Quality 

s 
Quantity 

THE MONUMENTAL NEWS 

BARCLAY BROS. EXHIBIT 
AT WASHING TON 

THE beautiful axed memorial 
in the foreground from Barclay 

Bros. copyright design was one of 
the great attractions of the Con
vention and was the only one illus
trated in the Washington news-

'· papers. It was executed from 
Smith-Barre Granite. 

E. L. SMITH & CO. 
BARRE, VERMONT 

Quality 

s 
Quantity 
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OUR EXHIBIT AT WASHINGTON 

As usual the Royal Granite Co. captivated 

the Convention . . 

Royal Antique Did It! 

T.HE ROY AL ·GRANITE C.0. 
ST. CLOUD, MINN. 

' ' 
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Our Exhibit at Washington 

It was the concensus of opinion 
that there was no more beautiful 
display of memorial art in the ex
hibit tents than that shown by us. 
The Gothic stele and the tablets in 
Pirie's Dark Barre Granite cannot 
be excelled. 

Anderson & Friberg Co. 
BARRE, VT. 

',·'·''· 
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Our Exhibit at Washington 

THIS photograph gives an idea 
of our display but the ex-

quisite finish of this memorial 
must pe seen to be appreciated. 
There are shown here two pol-
ished Rock of Ages memorials 
with a center piece of Beers 
Red surmounted by an Italian 
marble statue. 

Chas. A. Metcalf & Co. 
ZANESVILLE, OHIO 
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NEW DESIGNS IN 

Red Pearl St. Cloud 
Here are two good sellers in modern models and the 
fine designs we showed at the Washington convention 
offer you St. Cloud's dependable product in other 
salable artistic memorials. 

Put these two memorials in your show room now and 
realize on them this season, and ask us for special 
quotations on our Exhibit memorials . . 

Let us quote you today. 

ST. CLOUD GRANITE WORKS, (De'Fol%:ble ) ST. CLOUD, MINN. 
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Our Exhibit at Washington 

'fhe visitors at the Washington 
Convention had a chance to see 
polished Quincy Granite at its 
best in design, stock and work
manship when they came to our 
booth. 

Golbranson & Co. 
QUINCY, MASS. 
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ONE OF OUR SUPER MEMORIALS 
ON DISPLAY AT THE WASHING~ 
TON CONVENTION : : : : : 

.NORTH S'(AR GR~[E COReOAAl10N 
ST. CLOUD , MIN.N. 

. ' 
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The Outstanding Exhibit at Washington 

Our patented designs with their 
art carving de luxe caused the 

. crowd to wonder and admire. 
Every one of these masterpieces 
was executed throughout in Rock 
of Ages granite 

Cross Brothers Company 
NORTHFIELD, VERMONT. 
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OUR DISPLAY AT WASHINGTON 

WE made no attempt this year to put on an elaborate display, but 
those who saw the Ausable Gray centerpiece realized that the 

art department of Marr & Gordon is producing things that make class 
dealers out of all their customers. 

A Certificate of Guarantee 
furnished with every Marr 
& Gordon Memorial. 

MARR & GORDON, Inc .. 
BARRE 

VERMONT 
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OUR EXHIBIT AT WASHINGTON 

EVERY Craftsman who came to the 
Exhibit Tents went away with the 

impression that Young Bros. polished 
Rock of Ages was in a class by itself, 
at the height of perfection and their 
axed work of high merit. 

YOUNG BROS. CO. 
BARRE, VT. 
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Our Display at Washington 

The stock of ''sold'' cards 
piled on the various pieces 
of our exhibit, is good 
e v id enc e th at McBee
Ladew ich p rod u c e the 
goods that the dealer knows 
he can sell at a prof it. 

McBee-Ladewich Co. 
MANSFIELD, OHIO 

v 
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PI E R C E MEM O RI A L , B A N G OR , M A INE 

B L UE W E S TERLY G RANI T E . DI E 10'-0"X5'-0"X3'- 10". C H AR LES E . TEFFT, SCULPTOR; C . P A RKE R 

CROWELL, WA L TE R S . L A N CASTER , ARC HI T E C T S. 

FOR PUBLIC MEMORIALS SPECIFY 

WESTERLY GRANITE 
The product of Westerly's oldest quarries has been recognized as the 
best for more than eighty years. Its lasting qualities against severe 
weather conditions are well known. 

The Smith Granite Company owns and operates quarries producing 
Westerly Granite in four distinct colors, Blue, Red, Pink and Gray. 
The 1 9 2 7 price list quotes Westerly Rough Stock at the lowest 
prices named in several years. 

Ask for this price list and use this stock for your quality work. 

Sawed, polished, turned and finished monumental work will be quoted 
on request. 

THE SMITH GRANITE COMPANY 
WESTERLY, RHODE ISLAND 
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1928 Series 
De Luxe Pocket Photographs 

T HE new 1928 series of DeLuxe type POCKET 
PHOTOGRAPHS is now ready for distribution. 

This series comprises selected cemetery views and orig
inal designs illustrating two-tone, sand blast and carbo
rundum wheel effects. The general character of this 
group of designs as regards individual and original merit, 

has never before been paralleled in memorial architecture. To reliable dealers 
we forward two hundred designs permitting the selection of one hundred, balance 
to be returned within one week for credit. 

The price of the new 1928 series DeLuxe type POCKET PHOTOGRAPHS is 
$15.00 per hundred including leather portfolio; when cash accompanies your 
order $14.00 per hundred. 

Copyright Warning 
If a prospective client becomes interested in a lovely memorial 
in your trade territory, erected by a craftsman other than your
self, and if that memorial is legibly and properly marked with 
a copyright notice, 

Then 
we counsel our friends to avoid duplication or intimate imitation. 

It is important that the effectiveness, the protection and the 
benefits that the copyright law offers, be established by a case 
in court. An infringement on your part might be the first case 
carried into a Federal Court. 

The great mass of lovelier memorials that producers are making 
available to you will carry copyright protection. Copyright 
protection fosters and rewards art in memorial craftsmanship. 
We believe this protection to be the:greatest boon that we can 
establish for the benefit of legitimate craftsmen, to assist them 
in the successful conduct of their business. 

We seek co-operation in this great movement forward. We re
gret that a case must soon go into court. We recommend dili
gence in avoiding infringement. 

BLISS DESIGN COMPANY, ROCKFORD. I LL. 
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The NATION'S APPROVED ST A TUES 
" THE SPI RIT OF THE AMERICAN DOlJGHBOY' ', the 
only World W ar Soldier Statue that has ever scored "100%' 
PE RFECT" in a National competition. Approved and en-

"SPIRIT OF T H E AM ERICAN 
DOU GHBOY" 

dorsed by the AME R I CAN LEGION and given 
enthusiastic commendat ion by nearly 100 commit
tees who have erected it as t heir Memorial. 

The Most Widely Duplicated Statue 
in the World 

And t here is a reason. Ask for " THE ARTIST'S ST ORY", 
a gripping article by t he artist telling how he worked 2 years 
to perfect t his wonderful statue. Get a copy of this today
IT 'S FREE. 

INTRODUCING 
"The Spirit of the American Navy" 

a companion figure to the D oughboy, carefully modeled and 
just as accurat e in minute detail as t he " 100% P E RFEC T " 
D oughboy, fully American in form and features, t he spirit of 
the ocean shows in every fold of his uniform-representative 
of t he Nation's sea power. 

Both statues carefully constructed · of 32 oz. U. S. Government 
sheet b ronze- joints welded- strong, enduring, permanent
total height of each statue 7 feet, 24 inches square at the base. 
Just right in every way for your Memorial, and works of the 
sculptor's art. 

Ask for Prices and Helps for Raising Money---Designs for 
Pedestals---Advertising, etc.---A Free Service 

Copyri~hted a nd Paten ted 1920 l "SPIRIT OF T HE AMERIC AN NAVY" 
WRITE TO EITHER OF B ELOW ADDRESSES FOR F URTHER DETAILS, PRICES, ET C. Copyri~hted 1926 

AMERICAN DOUGHBOY STUDIOS FRI EDLEY -VOSHARDT CO. 
Indiana Spencer, 

O w n e r s a nd Dis tributo r s 

733 S. Halstead Street 
Chicago, Illinois 

L icensed M a nufacture r s a nd Dis tributors 

Keep a Cost Record of Every Monument 
The Monumental News Sales Record, shown in reduced fac-simile here, is a simple, practical and con
venient means of keeping a systematic record of the purchase and sale of every monument. Tells at a 

. glance when and where Mont. No. ________ MatenaL _________________________ Date Ordered________ ___ ___ the monument was 

Bought of_________________ ____ ________________ ____ ___ Rec'd ------- - -------- bought, to whom sold, 

Sold to ---------------- ----------- ----------- --- ----- " - - --------- - --- - - - - - -- :dh;en s~~<!_,:h~~=t er~~!~ 
Erected aL---- ---------------------- - ------- - - ---- - -- " Erected -----·- ----- - - - and all the incidental 

Cost at Quarry _________ __ _ 
Freight from Quarry ______ _ _ 
Freight to Destination _____ _ 
Hauling, Depot to Shop ___ _ 
Hauling to Cemetery ______ _ 
Lower Base ----- - - --------
Markers --- - - - ----- - ------Corner Posts ____ __ ___ ______ _ 
Base Name ___ ____ __________ _ 

[nscriptions --- --- -------- - 
Monogram ---------------
Tracing - --------------- ---
Foundations - - -----------
Setting ----- - -------------
Boxing ------- - - - - - - - -----
Incidentals ------- ------ - --

Agent's Commission _______ _ 
Percentage to cover Rent, 

Taxes --- - ------- - --------
Interest, Insurance, Bad 

Debts, etc. ___ ____________ _ 
Total Cost_ ___________ _ _ 

Contract Price, $-- ---- --
Cost ------------ --------

REMARKS 

expenses. It saves 
money by avoiding fu
ture mistakes on mon
uments of similar de
signs. 
Hi ghly e n d o r s e d b y 
many s u cces sful dealers 
'.The pages a r e 8 x lO 'ji 
mches, :substan t ia ll y 
bou nd. 

MADE IN TWO SIZE S 
200 page Sale" Rec -

ord with index, 
postpaid . . .. . .... $5.00 

300 page Sale" Rec-
ord with index, 
postpaid ... . .. . .. $6.00 

200 '"'I:"" Sale" Rec
ord \Vith Monu
mf"ntal News one 
y ear .. . . . ........ $7.00 

300 page Sale" Rec
ortl with Monu
mental News one 

year ......... .. .. $8.00 

SKETCH OF MONUMENT HERE 

Monumental News 
114 S. Carrnll St. 

Madison, W is. 
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®®®®®®®®®®®®®®®®®®®® 
® ® 
@ FOR THE MONUMENT AL TRADE @ 
® We Specialize in ® 

i POLISHING MACHINES I 
@ FOR MARBLE and GRANITE @ 

Scroll Wheels :: Emery Rings 
@ Star Carborundum Heads @ 
@ for Marble Polishing @ 
@ Felt Buffers :: Lifting Jacks @ I F. R. Patch Mfg. Co. 1$1W1ii~ Rutland, Vt. I 
®®®®®®®®®®®®®®®®®®® 

OGLESBY GRANITE QUARRIERS 
ELBERTON. GA. 

Q U ARRIER$ AND ~1:ANUFACTURERS O F 

TRADE MARK 

BLUE "() (j LE !j BY" GRANITE 
REGISTERED 

"A PREFERRED STANDARD FOR Q U ALITY :MEMORIALS" 

ROUGH STOCK- SA WED AND POLISHED SLABS- FINISHED 

MEMORIALS. NO MATTER WHAT YOU MAY NEED, IT 

WILL PAY YOU TO GET OUR PRICES. 
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V ERTI CA L S T A TI ONA R Y 
CO MPRES SOR 

VERTI CA L STATI O N A RY SHORT B EL 1 
DRIVE C O MPRES SOR WI TH I DLER 

BUILT IN SIZES RANGING 

FROM 15 TO 240 CU. FT. 

DISPLACEMENTS. 

VERTICAL ST A TION A RY S KIDDED . W ITH 
T A N K A ND A LL PIPE CO NNEC TI O N S READY 
T O BO LT T O YO UR FO UNDA TI O N . 

SCHRAMM, INC., MANUFACTURERS 
WESTCHESTER, PA. 

Offices and R epresentatives in all Principal Cities 

SC·HRAMM 

HORIZONTA L SH ORT BELT 
DRIVEN C O MPRESSO R 

V ER T I CA L ST AT I O NARY DIRECT 
M O T O R DRI V E CO MPRESSO R O N 
CA ST S TEEL BED PLA TE 

Ortonville Ruby Red and 
J. & L. Mahogany Granites 

Nothing Quite Their Equal For Beautiful Sand-Blast Effects 

Contrast 
between 

Hammered 
and 

Polished 
surfaces- very 

striking. 

No. 3948 in Three Sizes 
Ask for Special Price 

ORTONVILLE MONUMENT 
Quarries and Plant: 

ORTONVILLE, MINN. 
Send all Correspondence to Chicago Office 

No order too 
large nor too 
small for our 
equipment. 

WORKS 
CHICAGO OFFICE: 

733 Monadnock Block 
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"Best Thing Of Its Kind " 
That is the unsolicited statement mad8 
by the owner of a "C-M" Crane, 
equipped with a "Matchless" Trolley 
and "Cyclone" Hoist. 

"C-M" Overhead Material Handling 
Equipment is speeding up production 
and cutting labor costs in thousands 
of plants. 

Our representative will cooperatewith 
you in determining the exact type of 
equipment you need . There is no 
obligation whatsoever. 

The Chisholm-Moore Mfg. Co. 
CLEVELAND, OHIO 

Branches; New York, Chicago, Pittsburg'.1 A HC-M' 1 2 ton Singl e I -beam Crane with ''Cyclone" Hoist and l>Matchkss
11 

Trolley in the plant of Sherm::i.n & Royer, Cambridge Springs, Pa. 

OVER.HEAD 
T he HC-M" line includes "C-M" Electric Hoists 

•'Cyclone" Hand Hoists, • 'C-M'' Low Headroom Hoists: 

OORE 
HMatchless" Trolleys, "'C-M" Hand Power 
and Electric Cranes. 

I Can Show You How To Use My Stock Sheets 
In Such A Way As To Make Money For You. 

No two people are apt 
to have the same taste 
when it comes to select
ing a memorial, and no 
one dealer can afford to 
carry a stock so exten
sive and so varied as to 
catch every prospect 
who comes along. 

Now my stock-sheets are 
the result of scientific 

W. A. HAMBLETON, 

study and they show a 
class of memorials that 
will appeal to the largest 
possible number of peo
ple. The dealer who 
uses them always avoids 
losing many customers. 
Write me for my latest 
stock sheets and for my 
suggestions as to how 
you can use them. 

Mansfield, Ohio 
Wholesale Granite and Statuary 

Barre, Vt. Aberdeen, Scotland 



THE MONUMENTAL NEWS 

You make the extra prof ii 

Little Falls 

Lindbergh's Home 
Town 

THOSE dealers that have been wise 
enough to look into the Little Falls 

Black proposition have found that this 
specialty granite demands no greater price 
than standard granites. 

Many dealers are discovering there is 
extra profit to be made with this material. 

It is a one dealer granite---only one re
liable dealer in each territory can obtain 
the sale of it. The dealer that sells it has 
no competition. A good profit is the 
natural result of this policy. 

And it is the dealer that reaps the extra 
profit. 

LITTLE FALLS BLACK GRANITE CO. 
LITTLE FALLS, MI NN. 

529 

THE TROW & HOLDEN LINE OF "BARRE" TOOLS 

BOL TLESS SURF ACER BUSH CHISEL 

The cu ts of this pa tented chisel are held in 
place by a V-shaped key in the center. They 
can be taken out or put in easily and quickly. . 
There is no side movement, and the cu ts are 
solid, whiCh enables them to deliver a stronger 
blow and minimizes the chance of their 
breaking. 

IT IS IMPORTANT 

that new cuts and key properly fit the chisel. 
Satisfactory results can be guaranteed only 
when the new cuts and key are furnished by 
us. They will fit as well as the original set. 

TROW & HOLDEN COMP ANY - BARRE -VERMONT 
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Ready for Lettering 
in the Cemetery 

·With Mount Bros. "Air Take-Off Device". Let
tering in granite, stone and marble is made easier 
and at lower cost. Any Auto-engine quickly 
changed into an efficient air-compressor by 
simply removing one spark-plug and inserting 
"The Air Take-Off Device". No tank is re
quired. Now being used extensively in 33 
States and Canada by several hundred satisfied 
dealers. 

Write for names of users near you. Our circu
lar "A" and other information gladly furnished. 

Terms:-C. 0. D . and your privilege of return
ing for full refund price in ten days if not sat
isfied. Price $30. 

It is guaranteed 2 years against unusual wear 
or defective parts. 

Your car has compression, why not use it? State 
car make. 

Mount Bros., Memphis, Mo. 

ORIEN·TAL 
ALSO 

Minnesota 
Pink and Pearl 

Granites 
ARE OUR SPECIAL TIES 

Mausoleum and Heavy Vault Work 

Our Lathes are the Largest in the 
Country 

GET OUR PRICES ON YOUR NEXT ORDER 

JOHN CLARK COMPANY 
Quarries and Plant---Rockville, Minn. 

CHICAGO OFFICE --- 733 Monadnock Block 

SEND Af,L MAIL TO CHICAGO OFFICE 
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OVER 1000 
MEMORIAL ART SHOPS AND QUARRIES 
Have Purchased Pangborn Sand-Blast and 

Dust Collector Equipment Within 
the Pa~t 3 Years 

COMPLETE '"c·· INSTALLATION 

Pangborn Equipment is espe
cially designed throughout for 
Memorial Art service. High 
efficiency and substantial con
struction are exclusive Pang
born features. Quantity produc
tion and large volume enables 
us to price the Equipment very 
low. 

Pangborn Sand-Blasts have in 
many instances, within a very 
short period, created sufficient 
additional pt'-ofit to return the 
total outlay. 

JIFFYSTENCIL 

comes in sheet form for im-
> mediate blowing regardless of 

atmospheric conditions. LIQUl
STENCIL is the very highest 
grade of m elting compound. 

PANGBORN HOSE 

has thick innertube 
of pure rubber and 
gives very long serv
ice. 

PANGBORN NOZZLES 
outlast several ordinary ones. 
We stock every Sand-Blast Ac
c essory and Supply and make 
quick shipments. 

You may as well have the best 

Pangborn Sand~ Blast, 
for Memorial Art Carving and Lettering 
PANGBORN CORPORATION, HAGERSTOWN, MARYLAND 

CEMETERY SANDBLASTING 

Get the Facts 
Here's the 200 lbs. "Lindsay" complete sandblast outfit 

at work. 
When the above monument was manufactured three years 

ago by E. Settimelli & Sons, Quincy, for F. P. Davis, Forest 
Hills, six inscriptions were cut. 

Cutting the seventh (26 letters), to match perfectly, is de
scribed and fully illustrated by photographs in folder No. 7f. 

Get Your Copy Now. 

REG. U. S . PAT. OFF. 

Full inf or mat ion on receipt of enquiry 
mentioning Monumental News. 

P. K. LINDSAY & CO., Inc. 
370-384 Atlantic Ave. Bostop, Mass. 

Globe H. C. Chilled Shot 
"The Standard of Quality" 

For Sawing, Cutting, Rubbing and Polishing 
Granite, Marble, and Stones of 

all Descriptions 

Low-priced shot can only mean a 
reduction in quality, and the loss in 
service from poor shot makes it 
costly at any price. 

Our latest improvement-the ad
dition of nickel and chromium alloys 
in the mixture-insures the max
imum of service. 

Use only the best the "Globe" Brand 
made by the oldest shot manufac~ 
turers in the United States. 

~ The Globe Steel Abrasive Co. 
~ Mansfield, Ohio 

Reg. U.S. Pat. Off. Samples on request 

This Folder Saves You Money 
Produces B etter S a ndblast Work 

A. Thermostat 
B . Heat ing Elem ent 
C. Asb estos Insulation 

Sizes; 1 pt. to 50 gal. 

Ask Your Jobber 

If you are now using sandblast 
work on stone, glass or metal
t his free folder will show you how 
t o save money and get better 
work. It answers many of your 
problems. 
It also sh ows how -

E lectric Pots and Hea ter s 
H eat Stencil-Coating 
with No Attention 

Just fill a Sta-Warm pot or heater 
with "r ubber glue .. , connect to 
a n electric light socket and forget 
it. Your stencil-coating is held at 
exactly the right temperature for 
instant use. Uniform thickness 
of coating-so necessary for fine 
d esigns- easier to get. Coating 
fluid cannot overh eat, sticks per
fectly, lasts longer, avoids , expen
sive accidents. 
Used in Vermont for years. 

Write fo r the folder-tell capacity and kind of h eater 
you now use to heat stencil coating. 

srA-WAflH :,~~:[~lCPllP/J!?A1/PN 
lllJ N. Che5lm11 St. RAVENNA. DHID 
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SPECIAL DESIGN CAST 
BRONZE DOORS 

Bronze 
Doors 

Mausoleum 
Equipment 

Cast Bronze 
Tablets 

Catalogue Sent 
on Request 

Highest Quality 
Workmanship 

and Finish 

J. S. Heath Company 
WAUKEGAN, ILL. 

Change Your Sand Blast Dope 
With the Weather 

''5/ A'' 
(Trade-Mark Registered ) 

Sand Blast dope is made in two 
brands, one for warm weather and 
one for cold weather. Our ex
perience has shown that it is bet
ter to have two different grades 
for different weather conditions, 
and the weather does not need to 
bother you if you have the proper 
grade of 5/ A Dope. 

We will begin shipping our Winter 
Grade Dope about September 15. 

Ask us about it. 

COMMERCIAL PASTE CO. 
Manufacturers of Industrial Adhesives s ince 1902 

COLUMBUS, OHIO 

DARK BARRE GRANITE 
Rock of Ages or Pirie' s Dark Stock 

Polished Monuments and Dies 
Slabs, Polished One or Two. 

LIGHT BARRE GRANITE 
Hammered and Rock Finish 

Monuments, Dies and Markers 
Slabs, Sawed One or Two Sides 

ST. CLOUD GRANITE 
Red or Gray- All Finishes 

ALL IMPORTED GRANITES 
Ex. Dark Quincy- Golden Pink 

Westerly- Red Missouri 
F /C Black- Winnsboro Blue 

Wausau Red - Millstone 
Chester- Elberton Blue 

Ryegate - Hardwick 
Connecticut White 

HIGH CLASS MODERATE PRICE 
SEN D FOR STOCK LISTS 

BURTON PRESTON & CO., Mansfield, 0. 

MONUMENT DEALERS 
Boost Your Sales! Increase Your Profits! 

SELL Stewart's 
Iron and Wire Fence 

WHEN you think of 
the hundreds of 

places w h ere iron and 
chainlink wire fence 
can be sold, it should 
convince you that we 
have a product which 
affords you a splendid 
opportunity to materi
ally increase your 
profits. 

In the territory you 
serve there are m any 
cemeteries that need 
ornamental i ron fence 
and entrance gates or 
chainlink wire fence. 
Many fa milies st i 11 
m a intainprivateburial 
grounds and there are 
any number of ceme
tery lots in o utlying 
districts that can be 
fenced . 

You know where these 
prospects are. Send 
for catalog and prices 
so you can get this 
profitable business . 

-r~i&WAR'I' '~"~0~~!,RKS ~MPANY, 
228 Stewart Block CINCINNATI , OHIO 

"The World' s Greatest Fence Builders" 



THE MONUMENTAL NEWS 533 

Manual of Monumental Lettering 
The Only Book of Its Kind 

Seventeen chapters of instructions on letter cutting 
with t he pneumatic tool, written by an expert letterer 
and carver of many years' experience; .chapters on 
the drafting of letter s, decorations and carving; the 
laying out of inscriptions; laying out and drawing of 
lodge emblems and floral decorations; and lettering 
details. 

This is the first and only book ever published de
voted exclusively to the lettering of monuments; defi
nite instructions on how to cut a ll types of letters 
and inscriptions with the pneumatic tool are given. 
Invaluable for teaching apprentices or workmen, and 
for perfecting the fine points of letter cutting. 

Drawings of all the most used floral carvings with 
instructions for conventionalizing them into designs 
for monumental decorations and geometrical decora
tions for monuments are shown, and their drafting 
explained. 

Designs especially drawn for st one carvings of over 
30 leading lodge emblems; practically a ll needed in 
monumental work. Army and Navy emblems of the 
World War; reprinted by frequent requests, with the 
addition of the leading Canadian Army insignia; 
over 280 drawings. 

17 4 pages ; handsomely bound in permanent covers; 
profusely illustrated; price, $5.00, cash with order. 

MONUMENTAL NEWS 
114 S. Carroll St. , MADISON, WIS. 

Do You Want the Best Thing 
in Polishing Machines --- The 
Granite City Improved? 

This machine will do the work-is do
ing it for many of the largest manu
facturers. 
It is also used by many of the most 
prominent marble people-One Vermont 
concern, probably the largest in the 
world, has twenty-seven in use. 
An exceedingly stiff and rigid machine

the hollow or box 
s ection arms 
make it so. 

Solid or hollow 
spindles as re
quired; also fur
nished with 

wrought iron 
scroll wheels, 

Granite City ring wheels, 
Improved grit wheels-
Polishin~ Machine filled and un

filled. 
Look into this machine; it has many new fea

tures. We are the exclusive manufacturers. 

We Bui'd All Kinds of Stone-Working 
Machinery - Ask For Catalog "S" 

LINCOLN IRON WORKS 
RUTLAND, VT. 

RUEMELIN 
SAND BLASTS 

No. 2- Curtain 
Generator, Fan $513 

With Steel Room, 
$673 

[ 

"I am more than pleased with Ruemelin Equipment and ] 
wou d not trade for any machin e on the market. " 
(Frcm Bowman Monument Co., Burlington, Kansas. 

When all is said and done it's r 
the service a machine gives 
that counts, isn't it? Users of 
Ruemelin Equipment are en-
thusiastic over its endurance 
and ease of operation. 

Won't you write for particulars? 

~RUE MELIN 
2 I 0 I MFG co MINNEAPOLIS 

KENNEDY ST. • • MINNESOTA 

FOUNDERS 
AND 

DESIGNERS 
OF 

MEMORIAL 

BRONZE 

OF EVERY 

DESCRIPTION 

THE JOHN HARSCH 
BRONZE & FOUNDRY CO. 

CLEVELAND, OHIO 
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No. 111 

"There i's Only One Hunter's Mahogany 
Granite." 

A granite that is different at a fair standard 
price. We give exclusive sale to one dealer in 
a locality. 

WRITE TO 

ROBERT HUNTER 
Quarrier and Manufacturer of 

Hunter's Mahogany Memorials 
MILBANK, SOUTH DAKOTA 

Imperial 
Polished 
Quincy 

T R ADE MA R K 

represents a char
acter in memorial 
work that is worthy 
of your best trade. 
Let us quote you on 
this class of work 
in any Quincy or 
Westerly Granite 
you have to buy. 

IMPERIAL GRANITE CO., Inc. 
Columbia Street 

QUINCY, MASS. 

" Cllfrc ~ilk of ±fr£ W:ratt£" . 
~ion, /fj. QL 

PROFI TAB LE DESIGN I NG 
can De had. When you are tired 
of the sameness of the commercial 
photographers' work and want 
artistic work - ask -

S. R. POOLE 
Care Monumental News 

Madison, Wisconsin 

THE 

SANDBLAST 
IMPLIFIED 

The low cost ma,kes it possible for every
one to own a sand blast machine, or an 
auxiliary for coloring. 

PEORIA SAND BLAST MFG. CO. 
P. 0. Box 270 PEORIA, ILL. 
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Millstone Granite Quarries 
No stone shows better contrast in 

hammered and polished work 

Cutting a n d 
Polishing for 

the Trade 

HENRY GARDINER, Sole Prop. 

A note of kindness 

with distinctive dee~ 

orative value. 

New Catalogue and 

prices. 

JOHN A. ROWE MONUMENT AL CO., Inc. 
BEDFORD, INDIANA 

CAST BRONZE TABLETS 
El HONOR ROLLS :: '.MEMORIALS a 

Book of Designs Free. Correspondence Invited 

JNO. WILLIAMS, Inc., BRONZE FOUNDRY (E•tablished 1875) 

53'i WEST 27th STRE!:T NEW YORK CITY 

CAST BRONZE STATUARY 
DURABILITY AND BEAUTY--FIRST COST JS THE LAST 

WRITE US FOR DESCR IPTIVE FOLDE R 

N O CATALOGU E 

AMERICAN ART BRONZE FOUNDRY, INc. 
EST . 1885 4921 W. LAKE ST., CHICAGO F OUNDE D 1904 

A TRAVELING CRANE 
" ill rnable the monument man to handle bls work Jn the 
quickest possible Ume at minimum cost. My cranes are 
built to not only stand the wear and tear of service, but 
are very easy running. Let me tell you more about them. 
Oat a Jog and prices tree. 

1 SIMPLEX CHAIN HOISTS and SUPPLIES 

J. G. SPEIDEL, READING, PA. 

Millstone, Conn. 

FLASCHNER'S 
Burnt-in China Portraits 

to set in 
Monuments and Headstones 
are warranted Everlasting 

Weatherproof 
Our stan dard size panels: 

Oval No. 1- 314 x 4 'h 
Oval No. 2- 41/s x 51/s 
Oval No. 3- 514 x 614 
Oval No. 4-614 x 7 % 

Large r, sm a ller, a nd special sizes 
upon application 

PROMPT SERVICE GUARANTEED 
Address 

Flaschner Co. 1368 Third Ave., New York 

ROMAN BRONZE WORKS 
1.0S'I' \VAX J>HOCESS 

Statuary and Arcbitectural 
Bronze Castings 

OfHt•t" nn tl l<"nc:-tory1 

27 5 Green St., Greenpoint 
Brooklyn, N. Y. 

CLEANER 
$2.50~$8.00~$18.00 

E. J. MESSERLY, Warren, Pa. 

For satisfactory, serviceable 

DOPE 
Use ST. LOUIS LETTERING COMPOUND 

Manufact ured by 

ST. LOUIS (,LUE MFG. to., St. Louis, Mo. 

NO MATTER WHAT YOU 
WANT 

Try a Monumental News 
Want Ad to Get It 
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"DIAMOND'' 
CRUSHED STEEL 

FA IR Hu Rs T ~~~:or ~:j~~~ A I R c 0 M p R E s s 0 R s 
"Silent Plate Valve Pioneers" 

The "Only" Crucible Steel 
Angular Abrasive 

Unexcelled for Sawlnit and Rubblnit Gran I te 

Marble, Stone. Onyx, etc. 

INCREASED OUTPUT AT REDUCED COSTS! 
Also Sol~ Manufacturers of 

ANGULAR AND DIAMOND GRIT, SAMSON 

ALL 
SIZES 
SEND 
FOR 
CATA· 
LOGUE 

SILENT 
SELF 

OILING 
DUST 

PROOF 

SHOT, MARVELOUS CEMENT 
Investigate the advantages of using Diamond Crushed Steel 
or Angular Grit in your blast machine for carving or cutting 
letters. One ton will do the same work as carloads of sand 
and without dust. 

American Air Compressor Works 
558-562 Hamilton Ave. BROOKLYN, N. Y. 

PITTSBURGH CRUSHED STEEL COMPANY 
Established 1888 

PITTSBURG, PA., U. S. A. 
Works at Pittsburith, Pa., and Ameabury. Mass. 

The Sales 
Record 

Keeps the cost 

of every job 

before you. 

No matter what you want, try 
a Monumental News Want Ad 
to get it. See last page in this 
issue. 

200 pages $5.00 

300 pages $6.00 

Order one to

day from Mon

umental News 

ERNEST HECKELMANN, Pres. WALTER HECKELMANN, Sec.-Treas. 
6044 N . Maplewood Ave . . Phone Sheldrake 4302 2702 N. Lamen Ave., Phone Belmont 7327 

HECKELMANN BROS. COMPANY, Incorporated 
1836 NORTH PARK AV., CHICAGO 

Phone Lincoln 4125 

MAUSOLEUM AND MONUMENT SETTERS 
Heavy Work a Specialty; Cleaninit a nd Repairing 

GRANITE 
SAMPLES 

All Sizes-Any Granite 

PROMPT SERVICE 

Average sMpment of pro
ducers' samples 10 days 
after stone is received by us. 

POLISHED ROLLS 
And all kinds of Turned 
Work- a ny s ize - a ny 
granite. 

FINNEMAN-KALUSCHE CO. 
ST. CLOUD, MINN. 

Balfour Pink 
"THE GRANITE ETERNAL" 

Compressive strength 51,990 lbs. i>er 
sq. inell over 7G o/o s iliea 

Ge t o ur estima t e o n p o lished a n d 
ham mered work .. 

SAND-BLAST CARVING 

THE HARRIS GRANITE 
QUARRIES CO. 

SALISBURY - NORTH CAROLINA 

WHOL E S AL E O NL Y 

BRONZE 
Doors and Grilles 

Memorial Tablels 

Galvanized Pipe 
and Gales 

Ceme!fery Supplies 
Corp. 

Successor to 
JOHN McLEAN 
263 N. Henry St. 
BROOKLYN, N. Y. 

Use Nash's lUcrchants' nnd Se:unen·s 

EXPEDITIOUS 
MEASURER 

4- b oo k of ind exed tab les s h ow in g 
a t a g- lance th e cub ic c o nte nts of 
a n y ston e, a c cording t o its l ength, 
breadth and dep t h . Used by s t o n e
c u tte r s a ll o v e r t h e wo r ld. Ever y 
c opy n ow h as r e info rce d in dex 
tabs. Price $3 per copy, postpa id. 

THE BAKER & TAYLOR CO. 
Wholesale Dealers in the Books of All Publishers 

55 Fifth Ave. at 12th St. NEW YORK CITY 

HI-TEST SAND BLAST 
SAND 

. NOW PACKED IN 125 lb. BAGS 
(ONE MAN SACKS) 

The ideal sand for monumental use. 
Letters and designs cut with Hi-Test 
are much preferred. Write today for 
price. Carloads or less carload. 

TAMMS SILICA COMPANY 
30 N. La Salle St. CHICAGO 

11111111111111UUINlllllllllllllllllllllUIMlllllllUllllllHlllllllllUlllllllllllllllllllllllllllllllllllllllllllllllllHlllllllllllllllllllUllllllUllllllllllllllllllllllllllllllllll11111111111Ullllllllllllllllllllll" lllllllllUllllllUllllllllllllllllllllllllllllllllllllllUllllllllllUlllllllllllllll11111111111111111111UIUllllllUHI .. 

~.-·: TRY A WANT AD Vv·hen you want a bargain or opportunity; ,f 
see last page of this issue. , 

~1amm11 ... nt111•NUllUllllllHllllllllHllllllllUllllllllUlllllllll llllllltllllllllllllllltlJUU.flUIMIHllllllHllUHlllUllllUHltllllllllnllllHtlllUIUIHllll llllllllllllllllUINllllllMHlllUllMllHlllUlltff9"Nl.llllMllltulUIMllll"l'lllllllllllllllllltlUltllllllllllllHllllHllUllllUlllllln111 .. 
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WHERE TO BUY YOUR SUPPLIES 
A Classt/ied Directory of the Leadmg Finns that Supply the Monumental Trades 

UR PLAN'rs AND TOOLS 
America n Air Compressor Wks. 536 
The Dallett Co. . . . . . . . . . li37 
Harri son Supply Co ............ 539 
Lindsay, P. K. & Co ...... . . ... 531 
Mount Bros. . . ... . .. . ... . . ... 530 
Pangborn Corp. 531 
Ruemelin Mfg. C~ ... '. '. '. '. '. : '. '. '. '. 533 
Schramm, Inc. 527 
Trow & H olden c~: . : : : ... .. ... 529 

AUTOMATIC FEED FOR 
S'l'ONE SA,\TS 

Pittsburg Crushed Steel Co. 53G 

llOOl{S 
Baker & Taylor Co. 
Sales Records . . ... 

u36 
525 

BRONZE WOR1'., IUAUSO
LEUIU F.I'l"l'l~G~. TAD
LE'l'S & GRU,LES 

Amer~can Art Bronze Foundry. 535 
American Doughboy Studios .. 525 
Cemetery Supply Corp. . . ...... G36 
Detroit M ausoleum Equip. Wks. 537 
Harsch, John Brz & Fdry Co.. fi33 
H eath, ] . S. Co. . . . . . . . . . . . . . 532 
Roman Bronze Works . . . . . . . 535 
Willia m s, Jno. ( Inc. ) 535 

BURIAL VAULTS 
Norwalk Vault Co. . . . . . 472 

CINEtlA.ll Y Ull1\'S 
Detroit Mausoleum Equip. Wks. 537 
Williams, J no. ( Inc.) . . . . . . . 535 

CRANES AND HOIS'l'ING 
MACHINERY 

Chisholm- M oore Mfg. Co. 528 
The D a llett Co.. . . . . . . . . r,37 
~incoln Iron Works . . . . . . . . . . 533 

atch, F. R. Mfg. Co. . .. . .... 526 
Speidel, ] . G. . . . . . . . . . . . . . . . . 535 

CRUSHED S'f'EEL 
The Dallet t Co ...... . . ... . ... . 537 
Pangborn Corp. . . . . . . . . . . . . . . . 531 
Pittsburg Crush ed Steel Co. . . 536 

DESIGNS 
B liss Des ign Co. 524 
Poole, Stanley R.. 534 

DUS'l' REl\IOVERS 
The Dallett Co.... . . 537 
Harrison Supply Co.. 539 
Pangborn Corp. 531 
Ruemelin Mfg. Co. 533 

ELECTRIC HEATER 
Sta-Warm Electric Heater Corp. 531 

FENCES- C HAIN-LINI{ 'VIRE 
Stewart I ron W ork s Co. 532 

G RANITE 
Anderson Bros. & Johnson Co. 

Opp. F.ront Cover 
Anderson & Friberg Co. 514 
Bowers, R. C., Granite Co . . 540 
Cold Spring Gte. Co. ... 510 
Cla rk J ohn Co. 530 
Coo k , Watkins & Patch, Inc 50!) 
Cross B ros. Co. 5 19 
Golbran son & Co 517 
Hambleton, W . A. 528 
H arris Granite Quarries Co. 536 
Hunter, Robert 534 
Imperial Granite Co. 534 
Little Falls B lack G'.e. Co.. !)29 
M arr & Gordon 520 
M cBee-Ladewich Co. 522 
Metcalf, Chas. A. & Co 515 
Millstone Granite Quarries 535 
North Star Granite Corp. 518 
North C a rolina Gte. Corp ... 416-477 
Ogl esby Gran. Quarr ies ..... . 526 
Odonvi\le Mont Wks . 527 
Perry Gte . Corp. . . . . . . . . . . 511 
Pirie. ] . K. Estate 474-475 
Preston, Burton & Co . . . 532 
Raymond G t e. Co. ·171 
Rock of A ges Corp. . . . 480 
Royal Gte. Co. 5 13 
Sargent, J. D ., Gra nite Co . 476-477 
Smith, E . L . Co 5 12 
Smith Gran. Co. 523 
St. Cloud Gte . Wks 5 16 
Sullivan Granite Co . 505 
W etmore & Morse Granite Co. -178 

• • they back us up I • • 

SIZES 
7f inch 
%' inch 

We do like to talk 
about our Carving Tools, 
but you know a tool on 
the job tells its own story 
much better. 

Put a Dallett on trial- 
get a close-up on the t ool 
that has won trade-wide 
preference- make the test 
today. 

• 

SIZES 
1 inch 

1}{ in{"h 

- CARVE EVERY STONE WITH A DALLETT -

THE DALLETT co. 
Philadelphia 

New York Chicago 

Winnsboro Gran. Corp. . . . !)34 
Y oung Bros. Co. . . . . . . . . . . 521 

Granite Sum1tles 
Finnemann-Ka lusche Co. 53G 

IRON FENCES Al'iU LA,VN 
FURNl'l'URE 

Cemetery Supplies Corp. 536 
Stewart I ron Works Co. 532 

LEAD 
Blatchford, E. W . & Co . ... 
Cem etery Supplies Corp . 
The Dallett Co ......... . 
Harrison Supply Co . . 

l\IARBLE 

536 
536 
537 
539 

Geor gia M arble Co. 
Georgia M a rble Finishing 
V ermont M arble Co. . . . 

470 
Wks. 479 

473 

l\lONUlUENT CLEANER 
The Dallett Co .. . . 537 
H arrison Sup ply Co.. 539 
M esserly, E. ]. . . . . . . . . . . 53b 
l\'IONUl\IEN'l' SE'l''l'ERS 
H eckelman Bros. 536 

PHO'I'O GRAPHS 
B li ss Design Co. 524 

POLISHING l\IACHINES 
AND SUPPLIES 

Bowers, R . C . Granite Co. 540 
The Dallett Co.. . . . . 537 
H arrison S upply Co.. . . . . . 539 
Lincoln I ron Works ......... . 533 
Patch , F . R. Mfg . Co. 526 
Pittsburg Crush ed Steel Co. 536 
Tamms S ilica Co. . . . . . 536 

Pl.ANERS 
Lincoln I ron W orks 533 
Patch, F R. Mfg. Co. 526 

PLASTER PARIS 
Flaschner, L. Co. 535 
H arrison Supply Co. . 539 
Tamms Si l ica Co. 536 
The Dallett Co . . . . 537 

De•ign No. MN 289 
U . S. Standard Bronze Door 

SAND IlLAST IUACHINEllY 
The Dallett Co .... ...... .. . ... 537 
Har r ison Supply Co. . 539 
Pangborn Corp. . . . . . . . . . . 531 
Peoria Sand Blast Mfg. Co. 534 
Ruemelin Mfg. Co. 533 

SAND BLAST SUPPLIES 
Commer c ial Past e Co. . . . . . . . . 532 
The Dallett Co. . . . . . . . . . . . . . . 537 
Globe Steel Abrasive Co. 531 
Harrison Supply Co.. . . . . . . . . . 539 
Pangborn Corp. . .. .. . . . .... ... 531 
Ruemelin Mfg. Co. 533 
St. Louis Glue M f."'. Co. 535 
Sta-Wa rm E lectric Heater Corp. 53 1 
Tamms Silica Co. . . . 536 
U . S. Silica Co. . . . . . . . . . 507 

SHOT FOR SA 'VING AND 
POLISHING 

Bowers, R. C. Granite Co . . ... . 540 
The D a llett Co. . . . . .. . . 537 
Globe Steel Abrasive Co. 531 
H a rrison Supply Co.. . . . 539 
Pittsburg Cruohed S teel Co. 536 

S'rA'l'UARY-l\IARDLE-
11\IPORTED 

Bowers, R. C. Granite Co 540 
M"cBee-L'adewich Co·. 522 
Preston, Burton & Co . 532 
Whitacre, H . A. . . . .. . . ...... 507 

S 'l'ONE 
Row e, John A . 

SUN DIALS 
Williams, Jno. ( Inc. ) 

SURFAC ING AND CUT'rING 
!\IA CHINES 

535 

535 

The Dallet Co. . . . . . . . . . . . 537 
Harrison Supply Co ..... ... . .. . 539 
L incoln Iron Works 533 
Patch , F R. Mfg. Co. . . . . . 526 
P ollard M achinery Co. . . . 540 
Trow & Holden Co. v29 

VASES-SETTEES 
Stewart Iron W orks Co. 532 

ARTISTIC 

BRONZE 
DOORS 

FOR 

MAUSOLEUMS 

GATES, GRILLS, SASH, 
VENTILATORS, HANG
ERS, CATACOMB FITT
INGS, CEILING HANG
ERS, ETC. 

IF YOU ARE INTERESTED IN 

DEPENDABLE 
QUALITY AND FAITHFUL IN
TELLIGENT SERVICE LET US 
QUOTE ON YOUR REQUIRE 
M J;NTS . 

MEMORIAL TABLETS 
HONOR ROLLS 

DETROIT MAUSOLEUM EQUIPMENT WORKS 
FACTORY AND OFFICE : 14TH AVE. AND BAKER ST. 

DETROIT CHARLES BOVENSIEP, Prop. MICHIGAN 
P. 0. BOX 574 
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. A(lvertisements tic n ,,~ord, in ndvanee ; Ininhnum t>rice 50c; JOc extrn for replies sent in our cur e; count your words, inelucling: 
heading nnd si~·u:•:ture. nn(l sen(] money with order, as ,vc cannot bill or oucn accounts for these innny snu11l transactions. No r<'"
cci1tts s(•nt; the insertion of ndv. is your recehit. Advertiseinents in bold faee t y pe lOc a 'vord. Co11y il!I due on the 10th of the month. 

ART GLASS 
ART GLASS MAUSOLEUM WINDOWS

Send for o ur booklet of Mausoleum De
signs. F l a nagan & B iedenweg Studio, 
312-320 W . Illinois St., Chicago. Est. 1883 

BOOKS 
l100K OF MAU SOLEUMS 
J:iOOK OF MONUMENTS 
BOOK OF MARKERS AND TABLETS 

Each compl ete and effic i en t. 
For particulars address 

Chas. H. Gall, No. 127 N. Dearborn Street, 
Ch icago, Ill. 

"THE MONUMENT DEALER'S MANUAL" 
"The Monume nt Man's Encyclopedia ." 

The trad e 's first h andy handbook of r eady 
reference on innumerable sub jects p er
t'1ining to monume nts. Your library i s not 
comple te w i thout one of these refere n ce 
books on Monume ntal Art and Constru c 
tion; the most useful book ever publish e d 
for the Monument craft. Price $5 .0 0, cash 
with ord e r. MONUMENTAL NEWS, M a d
ison, Wis. 

DHONZE 
BRONZE-W"RI'l'E FOR BRONZE MAU

soleu1n cquiptnent and memorial tnbletN. 
The Cincinnati !tlfg. Co., Evans and Gest 
Sts., Cincinnati, Ohio. 

CEJllENT 
IMPORTED GERMAN STONE CEMENT-

Repairs M arble, Granite, Sla t e etc., im
ported by us since 1890. 1, 2 and 5 K il o 
ca ns, also extra liquid. Guaranteed . Sol e 
distributor for United States and C'anada . 
Chester H. Moulton, 25 Valley St., M e d
ford, Mass S u ccessor to C. Turner, Rut
land, Vermont. 

DESIGNS 

MY SPECIAL DESIGNS FOR ARTISTIC 
memoria ls get r esu lts. Th e America n 

Doughboy Studio of S pencer, Indiana, writes 
as follows: Thank you again for a mos t 
attractive design of a cloughboy monument 
that has met with the full a pproval of the 
Committee to whom it was s ubmitted. En
c losed find check cove ring cost of same. 
Your work is 1nost saustaerory a nd we wHl 
hav e more all the time." My specialty is 
pencil ink and wate r color designs large or 
small. moderate prices, prompt services. L. 
Orsini, 1612- 12th St., DesMoines, Iowa. 

GO OD DESIGNS PAY DIVIDEND S. COM-
plete d es ign ser~··ice at n reasonable 

rate. Fi·anklin E. Hall, 1562 St. Leger Pl., 
Cincinnati, Ohio. 

GOTHIC LETTERS 
WANTED: SECOND HAND "SP ACE-

ri t e" Gothic l e tte r s in exchange f o r 
monum e nta l work. Memori a l Art Co . . 
St. Cloud, Minnesota . 

GRANl'l'E 
Em~EKA GRANITE COMP ANY, HARD

wic!<, Vermont. Orders filled promptly; 
quarries, manufacturers. 

i.<'OR SALE: FOUR BEERS RED DIES. 
Pol ishe d 4 sides a nd top. 3- 0xl -Ox2 -10. 

Immediate delivery. Price $130.00 each 
F . 0 . B., Quincy, Illinc,;s. E. H. Stove r, 
Mt. Ste rling, Ill. 

INDIANA LIMES'.l'ONE FOR BASES, 
dies, e t c . Rough stock and sawed two 

sides is our specialty . No orde r is too small . 
Send for quotations . Let u s furn ish your 
turned and finished work, .John A. Rowe, 
Rust ic ~onumental Works, Box 317, Bed
ford, Indiana. 

MACHINERY AND SUPPLIES 

FOR SALE: ELECTRIC MOT ORS FROM 
1/ 8 H P to 1 50 HP; a ll phases and 

cycles, any s p eed, any voltage, n ew and 
rebuilt; la rge up-to-elate repair shop to 
take care of your break downs. Write 
or wi r e. General Distributing Co., Se cur
ity Storage & Van B ldg., Duluth, Minn. 

FOR SALE: EXTRA SIZE SAND BLAST 
for la rge shop. Works fin e ; nee d room, 

will sacrifi ce. The Unge r Granite Works, 
Columbus, Indiana. 

FOH SALE: CANTON SPECIAL CRANE 
with double gears No. 4A. Brand n e w 

and n ever u sed. A. C. Doane, Sycamor e, 
Illinois. 

WANTED: COMPRESSOR THAT WILL 
g ive about 30 ft. of air. S t ate s ize , price, 

etc. Size of motor r equired. Lewiston Mar
b le G r a nite Works, L ewiston, Monta n a . 

PARTNER ' VANTED 
WILL SELL :Y,, INTEREST IN GOOD MON -

ume ntal bu s ine ss in thriving M ichigan 
town to man of proved chara cte r a nd sales 
abi l ity. \Vi sh to retir e and l eave man 
agement to p a rtn e r. Mode rn equipmen t ; 
l arge stock; hustle r can do $25,000 busi
n ess a nnually. Write giving r e f e r e n ces 
and business hi s tory. Address P a rtner 
care MONUMENTAL NEWS. 

MAUSOLEUMS 
STANSTEAD-THE PERFECT GRAY 

Vermont Granite. Has stood the test 
for years. Our prices are the lowest and 
will enable you to make a larger profit 
and a more satisfied customer. Estimates 
:i,nd illustrations upon requ es t. L . .J. Hol
learn, 155 N . Clark St., Chicago, Ill. 

IUAUSOLEUM WINDOWS 
ART GLASS MAUSOLEUM WINDOWS. 

Send for our booklet of Mausoleum De
signs. Flanagan & Biedenweg Studio, 
312- 320 W . Illinois St .• Chicago. Est .. 1838. 

RETAIL PLANTS 
FOR SALE: MONUMENT.AL BUSINESS. 

W e ll esta bli s h ed. large numbe r of un
fill e d orders n ot finish ed. a l a rge s tock of 
hi g h g rade granites a nd m a r ble. R eason 
for selling clu e to death of own e r . Apply 
to Mrs . C. R. S ell , 412 South Qu een St .. 
L a ncas ter, Pa. Onl y 3 b locks away from 
center of Lancas ter Squa r e . 

FOR SALE : MONUMENT STORE, EAST· 
e rn Kansas . E s tab li s h ed 42 years. Sand 

Blas t and traveling cran e . Tile building 
35 x 70 : s tock in voice $5,000.0 0. W e have 
in c r eased th e bu s in ess every year. Ad
dress H. C. care MONUMENTAL NEWS. 

F 0 R SALE ;. RETAIL MONUMENT 
works s i tu a t e d in on e of th e l a rgest 

and b es t c iti es in t h e U. S. Fully 
e quippe d, e l ec tric cran e , s urfacin g ma
chin e, poli s hin g machin e, a ir comoress or, 
tool s. e tc. Rough stock and fini s h ed 
work on h a nd. B u s in ess now runnin g a nd 
can b e continu e d and increased. Estab
li s h ed thirty year s with e xcellent r e puta
tion a nd following. An unusuall y good 
nropos ition. Address Box No. 8 car e MON
UMENTAL NEWS. 

FOR SALE: MONUMENTAL PLANT, AIR 
Compressor. tools , polisher. Quarry 

and gro und at a sacr ifi ce. Write L . N e tz, 
Own er, Nevada C ity , Calif. 

FOR SALE: WIDOW WANTS TO SELL 
h e r interest in a n establish ed monu

m e nta l busin ess. Larges t and b es t 
eq uippe d pl a nt in th e s t a t e. M anufactur
e r s of red a nd grey granites. Pla nt c lose 
t o qu a rries. R e turning to Europe is the 
r eason for selling. Inquire for further 
information. Add r ess E. A . W. care MON
UMENT.AL NEWS. 

FOR SALE: MONUMENT STOCK AND 
Equ ipment. Invoice about $3,500. T erms 

to r e li a b l e p a rti es ; only s hop in co unty 
seat of over 3.000 peopl e. Add r ess Indi
an a care MONUMENTAL NEWS. 

FIRST CLASS MODERN MONUMENT 
Shop for r ent. 9 6 feE>t of plate g lass 

frontage, ove rhead trave ling crane, sand
bl as t rooms, office with vault. in choice 
location of c ity 214,41 2 population, with 
recorded death s for last two years, 2,541 
a nd 2,960 r espect iv e ly. You can't se ll suc
c essfull y with f ew prospe ctive custom e rs. 
Owne r retiring accou nt of age after 46 
years of successful bus iness. Address for 
furth e r inform a tion. G e o. F. She pard, 1802 
Wirt St., Omaha, Nebraska. 

WANT E D TO BUY A M 0 D E RN 
e quipped monume nt works in a town 

h aving on e s hop only, Mu s t b e a pro
gressive and strictly up to d a t e business. 
Ad·dress B ox 330 care MONUMENTAL 
NEWS. 
FOR SALE: RIDTAIL MONUMENT BUSI-

ness in middle Georgia . Establish ed in 
1911. Good location in a fin e f a rming sec
tion. Price is reason a ble . Address HBX-1 86 
car e MONUMENTAL NEWrS. 

STAINED GLASS WINDOWS 
ART GLASS MAUSOLEUM WINDOWS. 

Send for our bookl e t of Mausol eum De 
signs. Flanagan & Bie denweg Studio. 312-
320 W. Illinois St., Chicago, Est. 1883. 

STATUARY 
MARBLE STATUARY : I CARRY STAT

uary in stock in New York. H. A. Whit
acre , I nc .. 1963 Metropolitan Ave., Middle 
V ill age, Borough of Queens, N . Y. 

TECHNICAL I NSTR UCTION 
TECHNICAL EDUCATION IN EMBALM-

ing and sanitar y scien ce opens way to 
state licensed emba lming positions and 
to undertaking profession; three months' 
courRe qua lifi es m e n and women. Ask for 
catal og and information. Worsh a m Train
ing School, 620 S. Lincoln St . . Chicago. 

HELP 'V ANTETI 
WANTED: GOOD G RAN I T E CUTTER 

for pl a in 'vork. Non-union; fin e clima t e 
year around; good wages. L awson & 
Newton, Norfolk, Virg inia. 
WANTED: FIRST CLASS DESIGNER. 

One who has original ideas in wate r 
color and airbru sh work from the mod
ern tablet to a m a u sol eum. A splend id 
pos ition. Address X. Y. car e MONU
MENT AL NEWS. 
WANT E D: COMPETENT SALESMAN 

calling on monun1 e nta l tr a d e, c ove rin g 
Ohio, Indi a na and Mi chigan , to sell Orton -
v ill e Rub y R eel and M a h ogany Granites. 
Hi g h class m a t e ri a l a nd workma n s hip. 
A ddress Orto n v ill e Monument Work s, 733 
Monadnoc k B lock. Chicago, Illinoi s . · 
WAN T ED: EXPERIENCED RETAIL 

Salesm a n. Middle western capitol c i t y. 
Write statin g refe r e nce . Address Capitol 
care MONU ME NTAL NEWS. 
WANTED : AT ONCE FIRST CLASS 
s urface m achine m a n. steaclv work, oay from 
$1.00 to $1.25 per h om· to su ita ble m a n. 
Write or wire· bPfore comin.g_ B rock Monu
m ent Mfg. Co., Vin c>'nn ~s. India na. 
W ANT'ED : EXPERIENCED SAND BLAST 

operator. Must be able to Jay out own 
w0rk. North Star G r an ite Co~p., St. Cloud , 
Minn. 

S l 'l'UA'l'lONS WAN'l'ED 
SITUATION WAN TE D B Y FIRS '!.' CLASS 

granite l ~ tterer a nd sales1n a.n; can t a k e 
c h a rge. Wire or ·write 'vag;es "Granitr· 
Letterer ", Dotson Mus ic Sch ool, 12 an d 
Brooklyn, Kansas City, Mi ssouri. 
SITUATION WANTED BY FIRST CLASS 

g ranite l e tt e r e r a nd gen e ral workman. 
1 8 year s P~p er i P n ce, niarri e d a n.cl s t ead y. 
Arlclress Lox 422 care M ONUMENTAL 
N_EWS. 
POSITION WANTED BY A LL ROUND 

man. Can lay out work a nd rlo cut tin g. 
carv ing, l e tt e ring or sand bl ast work on 
m a rble or g ranite. Marri e d , strictly 
sob er and r e li 'lbl e : b est of r efe r e n ces fur
ni s h e d. Posi tion must b e stea dy year 
round. Reason for change, d eath of 
former employe r H . E . Erl ,,- in g ton, 456 
S . L in coln Ave .. Kank me, Illinois. 
SITUATION WANTED BY GRAN ITE AND 

m a rbl e l etter c u tter: long experi e nce . 
.John A. Anderson, 4452-34 a v. So., Minn e 
a poli s. Minn esota. 
WANTED: POSITION BY GENERAL 

workman a nd sand b1ast man. Refer
e n ce. Address M. R. care MONUMENTAL 
NEWS. 
WANTED: POSITION IN ONE MAN 

s hop by a first c l ass granite l e tte r e r . 
Address Wisconsin ca r e MONUMENTAL 
NEWS. 
LETTER CUTTER OR GENERAL WORK

man wants s t e ady job. Address F. B. 
car e MONUMENT AL NEWS. 



THINK THIS OVER 
Dependable and Prompt Service 

When you order anything from us, it is 
shipped promptly. You don't have to 
wait a long time before you receive the 
goods. 

The quality is better than you expect ; 
and the price charged, lower than inferior 
goods are sold for. · 

For 30 years over 6,000 marble, gr~~ite 
and stone men the world over have used 
this service. 

If it is for working Marble, Granite or 
Stone, we sell it. 

MACHINERY SUPPLIES TOOLS 

Buy it from Harrison 

Harrison Supply Company, Inc. 
Boston, Mass. Barre, Vermont 



SCOTCH AND SWEDE, BARRE, 
QUINCY, CONCORD AND 

WESTERLY GRANITE 

GRANITE POLISHING SUPPLIES, 
. CARBORUNDUM 'GRAINS AND 
BRICKS, IRON SAND, CRUSHED 
STEEL, PUTTY POWDER, ETC. 

R. C. BOWERS GRANITE CO. 
MONTPELIER, VT. 

124 Union St., Aberdeen, Scotland. Quarries: Barre, Vt. 

POLLARD MACHINERY CO. 

Universal Carborundum Machine 
Ideal design for Monumental Work. 
Swivel Head-Wheel set at any angle 
for cutting Washes-Profile attachment 
for cutting oval tops; turn table attach
ment-Cut all four edges with one 
setting of stone. 

DllMOOlllAT r11u1n•• oo• .. AN'f 

MADl80M. WllCONlt• 

SELF-CONTAINED DESIGN 

All Metal-No Wood 
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