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q̂ c ROYAL STAN DARD 
THE HARVEST 

SEASON IS HERE! 
In fact, September is the 

Harvest month, and is still 
called in some countries— 
Switzerland as an illustra-
tion—by a name signifying 
"Harvest." 

Since January, every-
thing that has been done 
in the great industry of 
gathering from the surface 
of Mother Earth has been 
in anticipation of Septem-
ber — has been getting 
ready for the HARVEST. 
We have had our snows— 
our Spring rains—and our 
Summer sun—all prepara-
tory to the Harvest. 

Now, we wish we could 
say, in no unmistakable 
terms—that our Harvest is 
ORDERS — ORDERS FOR 
ROYAL TYPEWRITERS. 

There is business to be 
had, and we want you to 
get it, for your own sake 
and ours—but we want 
ORDERS. SEPTEMBER 
ORDERS — HARVEST 
ORDERS. 

We want orders in Sep-
tember because everything 
goes ahead under full 
steam throughout the or-
ganization beginning Labor 
Day. Vacations are over. 
September quota on this 
Department makes the Au-
gust quota insignificant. 
But September is just that 
much BETTER than Au-
gust—and we know it. So 
we are not dodging the 
quota. We are passing it 
on—dividing it up. 

You know what your 
quota is and what we ex-
pect from your territory. 
And what we expect is cer-
tainly within reason of 
what can be produced. 

But we want ORDERS-
SEPTEMBER ORDERS — 
ORDERS NOW. We want 
orders to send up to the 
lactory _ to keep those 
myriads of wheels and 
nands busy — ORDERS to 
J»*e more Royal users in 
0RDERTtOry ~ B U T 

We would hate to see all 
Stat.™? of t h e United 
Harvest S *nd bufy in 

hav» . t i m e — and not 
«;any harvest ourselves. 

Roy! 5°P « ORDERS for 
and L t M t e r s ' G o o u t 

' » r t t h a t v t h e m i n - T h e 

an order k , U -get t h e m i n 

C u M k !n Place of a 
thing k doesn t mean any-

MoKl - • ^ ^ E S T 
Sal 

IS 
But none of your e<<rnAn """» "i your 

to Z t Can ^ ther orders 

T8 UP TO YOU! 

The advertisement below to appear in November issue "Hearst's International Magazine 

HEN it's four o'clock, and RUSH 
RUSH. RUSH 

Trade 
Mark 

Compare n 
tbeWorK 

When important letters are stDI in 
the book and the boss is leaving on 
the 5:15 —THEN, if ever, cornel 
HURRIED WORK 
Bat in a moment the smooth, easy 
rhythm of the Royal Typewriter tell* 
the story of perfect letters—no skip 
ping — no piling — smooth, errorless 
'feed. Machine_andoperator seem to 
be working in that perfect harmony 
which is only brought about by the 
happy combination of a good stenog 
rapher —with complete dependence 
and satisfaction, in her easy, light 
running ROYAL TYPEWRITER 
ROYAL TYPEWRITER COMPANY. INC 
364.366 Broadway New York Cit> 
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ACCOMPLISHING 
THE ROYAL IDEAL 

Constant Improvementi Pro-
duces Better Typing 

With Less Effort 

A Man is half whipped the minute he begins to feel sorry for himself or spin an 
alibi with which to explain away his defects. 
iiuoi rtiui —Napoleon Hill 

By Chas. B. Cook 
Vice-President 

Our objective in the 
building of a typewriter is 
the saving of energy. The 
typewriter is essentially a 
labor saving device, and in 
this connection, it would be 
well to reprint the state-
ment of Mr. E. B. Hess, 
Vice - President a n d In-
ventor of the Royal Type-
writer, under date of De-
cember, 1913, as follows: 

The Goal of My Ambition 
"A master model of a 

typewriter does not "just 
•happen"—it is and must be 
the culmination of years of 
effort and ideas, devoted 
persistently to a fixed pur-
pose and a set ideal. 

It has long been my aim 
and my ambition to give to 
the business world some 
day a tysessrriter that 
would be all that I con-
ceive a writing machine 
should be—a machine that 
would represent the high-
est ideal of modern effi-
ciency, that would keep 
pace with the mechanical 
progress in other and allied 
industries. 

The tremendous increase 
within the past few years 
in the number of people 
using typewriters has been 
followed by a correspond-
ing improvement in effi-
ciency, and in the working 
capacity of the highly 
trained operators. Older 
m a n u f a c t urers, handi-
capped as they were by 
mechanical limitations due 
to principles of construc-
tion adapted to previous 
and less exacting condi-
tions were necessarily com-
pelled to leave it to a newer 
and younger organization 
to fill in a modern way 
these thoroughly modern 
demands. 

The present age demands 
the same improvement in 
the output of the type-
writing machine that is de-
manded from all other 
k i n d s of machinery; 
namely a better product, 
an increased output, and a 
reduction in cost. This is 
exactly what the NEW 
MODEL ROYAL NO. 10 is 
built to do: First, to pro-
duce better typewriting— 
in a word, better "press, 
work"; second, more type-
writing—in a word, higher 
speed; and lastly type-
writing at less expense 
—in short, greater dura-
bility. 

(Continued on next page) 



T H E ROYAL STANDARD 
To lighten the load of the worker, 

and produce better typewriting at a 
lower cost, has been the goal of my 
ambition; and I find it realized in the 
MASTER-MODEL ROYAL NO. 10." 

The thought uppermost in the 
minds of the Factory Staff and Or-
ganization has been to carry out this 
purpose in the building of the Royal 
Typewriter. The scientific tests made 
at the plant constantly prove beyond 
a doubt that, in the operating of the 
Royal Typewriter, less energy is ac-
tually expended than in the operation 
of any other writing machine. 

It takes less effort to move the 
carriage back to the beginning of; the 
line than on any other typewriter. 
This result has been accomplished by 
the elimination of friction. The 
elimination of friction has been ob-
tained by the extreme care in the 
manufacture SSf~the surfaces of the 
rails, and the adjustment of all bear-
ings, and the addition of ball bearings 
to all points where thrusts or loads 
are carried. 

The amount of actual energy, by 
scientific test, required to make an 
impression upon the paper by pres-
sure upon the key is less in the Royal 
than in any other. writing machine, 
due to the character of the mechanism, 
which is based on tensile strength and 
the direct application of power, and 
again, to the most minute applica-
tion of the principles to avoid lost 
motion. Examination of the bearing 
surfaces will indicate to what extent 
the Royal'has progressed beyond that 
attempted by any other manufacturer 
of typewriters. 

'The next important operation re-
quiring energy is the shifting of the 
carriage. By' means of a leverage 
principle never before applied to type-
writers, based on a shifting fulcrum, 
which is a new idea as applied to 
writing machines, the shift of the 
Royal Typewriter has been made 
lighter than that of any other writing 
machine, thereby carrying out the 
idea of LABOR SAVING. 

Further effort and time is saved 
through the convenience and ease of 
operation'-of the various mechanisms, 
such as the back spacer, tilting paper 
table to allow instantaneous adjust-
ment of margin and tabular stops, au-
tomatic paper grip, and the extreme 
convenience of the inbuilt paper 
guides and overhead bail. 

.These results have been obtained by 
the faithful adherence of the Factory 
in every improvement possible in the 
manufacture of the typewriter to the 
principles laid down by the inventor 
in his statement above. 

Improved Sales Conditions A h e a d 

£wo months ago farm prices were 
sagging. Today they are tending up-
ward. This reversal, coming as it 
does during the major harvesting 
season, will greatly improve the mood 
of rural buyers. 

The stock market, recognized by 
many as a barometer of future busi-
ness conditions, has during the past 
month, advanced steadily. As a re-
storative of confidence, this factor has 
first importance. Moreover, this ad-
vance enriches and provides buying 
enthusiasm to a very large and in-
fluential group of people. 

The advance in industrial wages 
since February has been greater than 
any like period since 1920. With 
practically full employment, these 
werkers are m an unusually favorable 
position to consume increasing quan-
tities of merchandise. 

Business should be good this fall. 
Our advice to clients is to leave no 
stone unturned to get their share. 
Sales and advertising campaigns 
covering the next three months 
should he released with a vengeance. 

SELLING A ROYAL IN 
THREE MINUTES 

Little Time Necessary to Prove 
Royal Superiority 
By J. M. Agnew 

Salesman, Los Angeles Office 
(One of the 

most consistent 
salesmen of the 
Royal Organiza-
tion is Mr. Ag-
new of the Los 
Angeles Force. 
He has made his 
M.A.D. e v e r y 
month since the 
inauguration of 
Club and we are 
proud to show 

a photo of his certificate. He was 
asked to write what he would say to a 
customer if he was given only three 
minutes in which to sell him a Royal 
Typewriter and the following article 
is particularly good.—Ed.) 

In making a three-minute demon-
stration, you must assume that the 
party I am demonstrating to is a very 
busy man with big connections and 
would appreciate the fact that any 
saving of time would be a valuable' 
asset to him. This is the way I would 
demonstrate to such a man. 

"Mr. Jones, you have given me only 
three minutes to prove to you that 
the Royal is the best typewriter. It 
will be the most valuable three min-
utes you have spent in your office, be-
cause the Royal will save at least 
three minutes out of every thirty 
spent on any other typewriter. 

"For instance, when writing cards, 
you see that it writes all over the 
card and at any angle without any 
extra attachment, that should con-
vince you that we have no competi-
tion where cards are used. 

"Now, Mr. Jones^I want-stou. to pay 
particular attention to the complete 
visibility of this machine and to the 
width of the paper which our regular 
machine accommodates. This paper 

cannot be inserted into any typewriter 
you now have in your office except 
that 14". If you must write to the 
bottom of the paper you need no 
extra attachment and you can ac-
tually write on the bottom of the 
paper without fear of it slipping. 

"Just run this carriage back and 
forth and see for yourself that we 
have something to talk about, the 

attachment has been paid for, and a 
great number of exclusive features 
not found on any other machine. That 
is a challenge, Mr. Jones. 

"The largest percentage of repair 
bills are paid for on account of dust 
and dirt. If your Royal gets in that 
condition charge it to neglect and get 
another stenographer. 

"Remember you buy a typewriter 
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smoothest running carriage ever in-
vented. I do not want to go into the 
mechanical features of the machine 
at this time, but we do not compare 
the materials used in constructing 
this machine with any other type-
writer because there is no comparison, 
as we know and our competitors 
know that it costs more to manufac-
ture the Royal. ijjSjfe ĵse^ 

"I wish to make the statement that 
we have every feature on the Royal 
to be found on any other standard 
typewriter excepting where a special 

to turn out typewritten letters, it is 
the quality of the letters plus the 
service you get out of your type-
writers that will save many dollars 
for you. Mr. Jones, I have shown 
you how to save at least one hour 
every day, now I ask you to 'Com-
pare the Work* and give me the order 
now." 

I believe a demonstration of this 
kind will win any prospective buyer 
over to at least granting you an ex-
tended interview or give you the 
order at once. 

These campaigns, to be most effective, 
should be directed to the most favor-
able sections. Information as to 
where these sections are located will 
appear frequently in this Department 
—Published in "United Business Serv-
ice," Sept. 8, 1923. 

Retail trade this fall promises to 
compare very favorably with that for 
the similar period of any preceding 
year. Wholesale trade is also likely 
to improve extensively, although to a 
less degree than retail trade.—"Stand-
ard Daily Trade" published in "United 
Business Service," Sept. 8, 1923. 

The Difference 

The month was waning. Several 
members of the force were comparing 
notes. Interest centered on Bill, who 
was still out in his territory. Bill 
was in the limelight because he had 
already made the club, and was going 
over. 

It was taken for granted that Bill 
had a pull with the office. One 
couldn't blame him, of course, but it 
would be only fair if the wind falls 
were passed around. But since the 
beginning of time some have been 
born good-looking and others lucky, 
and— 

Bill came in. "I understand you've 
made the club again, Bill. Tell us 
how you do it." 

"Sure," said Bill. "Have any of 
you ever been in business for your-
selves ? Well, since you have not, I 
have the advantage of years plus 
experience. Many years ago, I went 
into business for myself. Prospects 
were bright, but in the course of time, 
I failed on account of limited capital. 

I came with the Royal because here 
one is really in business for himself. 
The only capital he is required to sup-
ply is work. I am comparatively 
young, healthy, and strong, and I 
determined to invest my "capital" to 
the limit. 

I figured that if a man invests 
$1,000 at 10 per cent, he will draw 
down but $100 per year, while the 
man who invests $100,000 will draw 
down $10,000. You can split this any 
way you choose, but the fact remains 
that the man who works one hour a 
day is likely to be worth to himself 
and his company less than one-tenth 
as much as the fellow who works ten. 

Now, get this thought fixed in your 
minds: The boxer works only in the 
ring. The training period is devoted 
to preparation. It doesn't net him a 
dime, but it enables him to cash in 
when the time for work comes. If 
we figure that we work only when 
we demonstrate, we may regard the 
study, the practice, the canvass, and 
the planning as preliminaries, but of 
vital importance to real work to come. 

The boxer who does not train, 
seldom gets a match, and, when he 
does, is usually knocked out. 

Factory News 

Some say "They never come back." 
To look and talk with Mr. F. J. Wil-
liams, Employment Manager, will 
convince one that such is not the 
case, for after a long siege of illness 
which at times looked very discourag-
ing, he is back on the job every day 
and the same Frank as of old. 

Here's to our clerk who spreads all 
the news and collects all the dues of 
the Foremen's Club, and always with 
a smile. 

Hats off, gentlemen, to Miss Anna 
Price. , 

* * + 

Every organization is as strong as 
its reserve. Department 25, with 
Mr. Howard Stevens as assistant 
foreman, is well fortified. Mr. 
Greene, foreman, places much depen-
dence in Howard. 

The old saying "Still waters run 
deep" has been proven many times, 
but never more so than by Mr. G. 
Cavanaugh, Department 36. 

Mr. Cavanaugh has very little to 
say, but what is accomplished by 
him is shown by his record, and by 
the good will and loyalty of the em-
ployees in his department. 

* ,** • * * « 
Assistant Foreman Mr. M. Connors, 

of the plating department, is very 
proud of his new automatic conveyor 
plating tank. We understand that 
Mr. Connors deserves credit for much 
of its success. 

The Royal Fife and Drum Corps 
journeyed to New Haven last month 
and competed in the State Conven-
tion. I t was a very satisfactory trip, 
as they came back with a loving cup, 
and the judges' decision for second 
in playing. This, in face of the fact 
that all- the best in the State were 
there. Good work. 

We understand that Mr. Fred Van 
Ausdall, purchasing agent, is about 
to become a sub-urbanite, being the 
proud possessor of a new home. Here-
after, oufcside of working hours, if 
you wish to find Van, look in the 
garden. 

SERVICE DEPARTMENT 
C O N T E S T T O R J U ^ 

Divison No. 1 
Boston in First Plac e 

Boston leads in the Service Den * 
ment Contest for the month of j„i 
This branch with Mr. JohnsorTai I' 
helm, has the reputation of beimT 
top-noteher. We are plea8ed ^ 
this office once more in the lead 

Washington made second place f0 
July after its gallant stand in fir!I 
place for June. However, with M 
Daugherty at the head of his depart! 
ment we expect to see this office pnt 
up a good fight to regain first p i . 
tion. 

Minneapolis came up from twenty. 
second place, in June to. third for July 
We wish' to compliment Mr. Guffey 
on this splendid showing. 

Below, is a list showing the stand-
ing of the .various offices for -July: 

l—Boston 7* 
2—Washington 7* 
3l—Minneapolis 2* 
4—St. Louis 6* 
5—Portland, Ore 3* 
6—Pittsburgh 2* -
7-—Kansas City 4* 

• 8—Cleveland 7* 
9—Detroit 2* 

10—Chicago 7* 
11—Hartford 4* 
12—New Orleans 2* 

—Buffalo 1* 
13—Cincinnati 4* 
14—Philadelphia 4* 
15—Louisville 2* 
l r—Los Angeles 3* 
17—San Francisco 1* 
18—Dallas 
19—Atlanta 1« 
20—Baltimore 4* 
21—New York 
22—Indianapolis 3* -

Division No. 2 
Dayton Again Leads 

The Dayton Office again holds the 
lead for July. This branch held the 
lead for June also, making it a double-, 
header. Mr. Wisener is to be con-
gratulated. This branch is still going 
on high and expects to retain this 
position indefinitely. 

Bridgeport made an advance from 
third place in June to second in July. 
Mr. Anderson is foreman of this 
branch and is after Dayton's laurels 
as they are gradually making their 
way to the top. 

Providence came up to third place. 
This branch held thirtieth position for 
June and Mr. McPherson is to. be com-
plimented on bringing his office closer 
to the lead. ^ ^ ^ 

Below is a list showing the stand-
ing of the various offices for July:'., 

l—Dayton 6* 
•2—Bridgeport 7* 
3—Providence 2* 
4—St. Paul 2* 
5—Scranton 5*. 
C—Tacoma 1* 
7—Youngstown 6* 
8—Houston <4*-i i£'-*3sii 
9—Akron 2* * 

10—San Antonio 1* 
11—Denver 6* 
12—Allentown 4* 
13—Kalamazoo 

—Texarkana 6* 
n—Springfield, Mass. 3* 
15—Harrisburg 3* 

—Little Rock 1* 
1G—Davenport 3* 

—Newark 3* 
17—rEvansville 1* 
18—Rochester 3* 
19—Charleston I* ,£ > :'% 
20—Fort Wayne 

—Fresno 3* 
—Springfield, III. 3* 

2t—Seattle 1* 
22—Grand Rapids 1* 
23—Milwaukee 3* 
24—Columbus 4* 
25—Oakland, 2" 
2C—Toledo 2? 
27—Birmingham 2* 

r 28—Fort WorLh.l* 
2 9*-r Bangor 
30—Des Moines 3*:.iggi*|| | 
31—Memphis 1* 
32—Richmond 1* 
33—New Haven 3* 
34—Albian-y—4** " 

—Worcester, li* 
35—Portland, Me. 1* 
3G^Dututh 3" 
37—Peoria 1* 
38—Norfolk 2* 

•30.—Wichita Falls a 
40—Johnstown 

-41-r-Omaha , „. 
4 2—Springfield,. Ohio -

r-RocWoTd 
43—Wacd. 

^-Jacksonvi l le 1 
'44—South Bend 
45—Brie 
46—Waterbury 
47—Sioux City 
48—Blngharopton 
49—Syracuse. 

1—Jamestown 

TO INCREASE NETS— fi 
INCREASE EABN^GS 
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FACTORY SUPPLEMENT T H E ROYAL STANDARD FACTORY SUPPLEMENT 

THE SCIENCE BEHIND THE ROYAL'S PERFECT PRESS WORK 

BTYPEWRITER is judged by what it 
produces. There must be perfect ad-
justments, durability, ease of opera-
tion, smooth working mechanisms, 

oleasing design and many other necessary re-
nuirements, BUT, without perfect type characters, 
,, 0f t|,e features above would be absolutely 

lost and the value of the machine as a business 
requirement would be practically nil. Therefore, 
"by the type shall ye know them," is a very 
valuable reminder for a typewriter company to 
have continually before it. Type characters of 
our product go all over the world, telling the story 
of Soyal results. In the home, business houses, 
kings' palaces, to the country fairs, military 
camps, farms, churches, sporting clubs, ships, 
weather bureaus, our typewriters are showing the 
imprints of Royal type. 

Let your imagination loose for a while and 
bring to mind the nations, customs and tradi-
tions that are connected with such Keyboards as 
the following: Brazilian, Spanish, French, Polish, 
Austrian, Burmese, Mexican, Russian, Colombian, 
Swedish, Dutch, Swiss, Czecho-Slovak, Greek, 
Bulgarian, Cuban, Turkish, Roumanian, Ar-

TYPE D t S I G N 
ftii^tsiifiitiii 

BRASS MASTER MATRIX 
SCALE 3 - 1 , FULL SIZE 

TYPE OPERATIONS 
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the characters were formed with infinite patience by 
such noted artists as Van Dieman, Mallonee and a 
few others and these masters were pressed into 
steel called matrices and from these matrices there ' 
were rolled or kneaded the characters of the type. 
All of these artists had certain peculiarities of 
their own which showed in the formation of the 
characters and the typewriter companies were 
bound to one man on account of the variations of the 
formations of the type not being interchangeable, 
with the product of other engravers. This, in itself,! 

was bad, but it also took considerable labor and 
time to make up combinations of type. Modern, 
progress has now found a way where the human 
element is not the controlling factor and this is 
how it is done. 

Just glance at Chart 1 (upper center)—-it tells 
the story graphically, and the mathematical ac- ] 
curacy of present methods is Been readily. Note the 
type design; this shows a letter N drawn to re-
quired measurement on drawing paper, fifty times 
larger than the actual type character! this character 
is reduced to 16 2/3 of its size, or 3 to 1 to a brass 
plate or master by means of a pantagraph (a 
machine for reducing) and then the character on 
the brass master is reduced 16 2/8 to 1 on a steel 
matrix by means of an engraving machine which 
on account of the very nature of the work has to 
be built absolutely accurate in all of its mechanical 

/ 
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menian, Hungarian, Serbian, Egypt-Sudan, Cal-
cutta, Siamese, etc. We have over two hundred 
of these keyboards, which will give you some 
idea of the scope and magnitude of our trade. 

What a vast number of usages our type is 
put to; Presidents' messages, authors' stories, 
Poets' dreams, agreements of nations, military 
plans, diplomatic service undertakings, railroad, 
>teel and motor magnates' plans of immense de-
velopments, business' daily transactions, the 
calamities of the world and thousands of other 
nses. N0 ins.rument in the world, carries the 
Power of the typewriter. Back of the Royal 
machine is a department at the plant where the 
characters are made. Hundreds of thousands of 
combinations of characters in the upper and 
lower cases of our typewriter keyboards are 
«Pt in stock. Over a million and a quarter 
type characters are kept ready in stock to say 
"othing of the hundreds of thousands that are 
in process. 

How arc these type characters made?" is 
""question in the mind of many of you men 

"ling our product. Well, it is a real story, 
Hitereating in detail, wonderful for the expert-

' s required and amazing in the mathematical 
•"""Won necessary. One marvels at the beauti-
I "'Eh-gradc machinery that turns out the work, 
ar t /"™ B o n e by> typo were made from the 

1 "Wavers masters, cut out of cold steel; 

"COMPARE THE WORK — AND WORKMANSHIP" 

function ings and kept in that condition at all times. 
This matrix is placed in a rolling machine, designed 
by Royal engineers as shown in picture left center. 
Then the steel blank, as shown on Chart 1 Type 
Operation is also placed in the machine, and the 
pressure caused by the cam roll on the type rolling 
machine forces the character in the matrix on to 
the steel. Besides the operations such as rolling, 
shearing, slotting, grinding, etc., as shown on 
Chart No. 1, there are such operations as inspecting, 
hardening, coppering and plating, also done. 

Picture right center shows the Engraving 
division at the plant and also includes special pitch 
Marginal Rods, Tabular Rods, Card Holder Rods, 
etc., which are graduated by machines especially 
designed by our engineers and built by us. 

Picture at bottom shows a part of our inspection 
of type. The characters, contours and formations 
must be perfect and each type character is care-
fully inspected under a powerful magnifying glass 
and unless each character is up to a high standard, 
it is immediately scrapped. Four or five thousand 
finished type are scrapped weekly, not counting 
those scrapped in between operations, because they 
are not up to Royal standard. 

THE CHARACTER OF THE ROYAL MADE 
TYPE BY ITS IMPRINTS DOES MORE THAN 
ANY OTHER THING TO GAIN PUBLIC AP-
PROVAL OF OUR PRODUCT. THAT'S WHY 
ROYAL TYPE WILL ALWAYS LEAD THE 
WAY. 



DEALERS' DEPT. SUPPLEMENT T H E ROYAL STANDARD DEALERS' DEPT. SUPPLEMENT 

What Is Your Good Will Worth? 
G o o d W i l l t h e O u t s t a n d i n g A s s e t 

of a R o y a l D e a l e r s h i p 
The other day it became necessary to place a value on a 

dealer's good will. In other words, the dealer was required 
to name what he considered his real agency worth. It was 
a small territory, and we were quite surprised to find a 
value between $10,000 and $15,000 placed upon it and 
acc6pted. 

The thought occurs to us—"Why wasn't it $20,000 or 
$25,000?" 

As a matter of fact, within the next few years, that 
$10,000 to $15,000 valuation should be $20,000 or $25,000. 

Did you ever stop to consider what a good ROYAL 
Agency is worth? Did you ever stop to consider that 
perhaps you are building up an asset that may be greater 
than your total physical assets just in your GOOD WILL 
for the sale of Royal Typewriters? Did you ever stop to 
consider how this constant advertising the Royal Type-
writer Company is doing increases the value of your con-
t ract? 

If you could look a t the big advertising appropriation 
which is being spread over the United States—some of the 
finest advertising ever done in the typewriter business— 
wouldn't you write up your Royal Dealership good will to a 
higher figure? 

Add to this the work that you are going to do this year 
to increase the prestige of the Royal in your own territory, 
laying the foundation for future profits—and THEN what 
yalue would you place upon the Royal Good Will in your 
balance sheet a t the end of the year. 

Do you know any way of making money faster than to 
increase this intangible value? When you get r ight down 
to it, if your stock of goods were destroyed, couldn't you 
reestablish yourself and make money easier and quicker 
than if your good will for the Royal should be destroyed 
through neglect of your customers, poor service, or failure 
to take advantage of the opportunities to develop your 
business? . . 

We just want to call this thought to your mind in 
passing—that you have in your possession an asset of real, 
solid value—an asset that belongs on the balance sheet of 
a t least one dealer and there is no reason why it shouldn't 
be on YOUR balance sheet and the balance sheet of every 
dealer, if it is properly safeguarded and protected by hard 
work and properly directed effort. 

Don't take any chances with your principal asset! Don't 
throw it away. Don't lose it. Don't neglect it. If you do, 
you will be the loser. 

Keep your good will in good condition by hard work. 
Keep its full value in your mind a t all times. Think of it 
when you make your extra call tha t doesn't bring you any 
immediate return. And some day, when you get an offer 
(if you ever need it) for your business, you will discover 
that all this building that you have been doing has a very 
decided tangible and financial value. 

Good will is valuable only as it produces more sales and 
more profits. We have a very definite way of judging good 
wjll by the flow of your business—by the volume of your 
orders by the constancy of your demand. One is a natural 
measure of the other. j ^ ^ MAYO 

Asst. Sales Manager. 

Royal Dealers 100% Club 
T. H. Payne, Eoyal dealer at Chat-

tanooga, is the first Royal dealer to 
reach 100% of his quota for the year 
1923, having passed this mark August 
31st. 

Among the 100% dealers, whose 
names appear herewith, the results 
obtained this year by Mr. Koy A. 
Davis, Office Specialties Company, 
Mr. A. J. Packard, Mr. Walter W. 
Prior and Mr. H. J. Smith are espe-
cially worthy of mention. As a mat-
ter of fact all of the dealers here 
listed have been making records in 
their territories and are closely ap-
proached by many whose names do 
not appear in this issue but whom 
we confidently expect to see among 
those present on October 1st. Espe-
cially at this time of the year every 
dealer and dealer's salesman should 
put forth his very best efforts to 
Royalize his territory. 

1—PAYNE 
T. H. Payne Co. 
Chattanooga, Tenn . 

3—DAVIS 
Colorado Sprin 

Colo. 

5 — H U R R A H 
Home Office Supply 
Co., Welch, W. Va. 

. - G A F F A N E Y 
Office Specialty Co. 

Fargo, N . D. 

—CANTOR 
Bristol Typewriter C 

Bristol, Ga 

HARTSOCK 
Graham & Wells 

6—LUX and 
S W A D E N E R 

Logansport, Ind . 

9—PAXTON 
Paxton T. W. Co. 
Bloomington, 111. 

8— 
Ho 

• j 

PACKARD 
nell, N. Y. 

ffiopB 
^totfc/ 

=3 r 
10—PRIOR 

Trenton , N. J. 

11—SMITH 
Parkersburg, W . Va 

12—SPIECE 
Bucyrus, Ohio 

FOGG 
Boulder T. W. E: 

Bould 

CARNEG1 
Carnegie O. App 

Norfolk. 

1 4 — W I K O F F 
Capitol T . Co. 

Oklahoma City, Okla. 

16—GLOVER BROS. 
Brunswick, Ga. 

17—SATTF.R-
T H W A I T E 

Standard T. W. Co. 
Reading, Pa . 

18—PRICE 
Palest ine P tg . Co. 

Palest ine, Texas 

DEALERS M. A. D. FOR 
AUGUST 

The following dealers 
the Dealers Royal M. 
August: 

- made 
D- for 

1—PACKARD 
Hornel l , N. Y. 2—GAFFANEY 

Office Specialty Co 
Fargo, N. D ' 

3 ^ R . A. REHM 
Albuquerque, N. M. 

LET YOUR PROSPECT TALK 
By L. 

Always agree 
w i t h y o u r 
prospect. When 
y o u c a n ' t 
a g r e e , don't 
d i s a g r e e 
—change t h e 
subject. 

Try to get 
your prospect 
to do the talk-
ing. S t u d y 
him while he's 
talking a n d 
find what will be most likely to in-
terest him. If he has any criticisms 
to make, let him get them out of his 
system. Then he will feel better and 
will be more inclined to listen to you 
with an open mind. 

Sometimes your prospect won't talk. 
Then show him several of the out-
standing features of the Royal. You 
may be able to get him to ask some 
questions. Always stop and listen to 
what he has to say. Never argue 
with him. Once he takes.a positive 
stand against you on any point, he 
will instinctively resent your convinc-
ing him that he is wrong. 

Never let a prospect think that you 
think you know more than he does. 
Almost every man has a knowledge 
of some kind of machinery. He is 
proud of his knowledge. His knowl-
edge of the principles of mechanics 
will cause him to recognize the 
superiority of Royal construction. 
Most men are glad to air their knowl-
edge and if you are diplomatic 
enough you can get your prospect to 

P. Wood, Dealers' Department 
show you the advantage of certain 
features of Royal construction. 

It's fatal to argue with a man 
but it's suicidal to disagree with a 
woman. "A woman convinced against 
her will is of the same opinion still!" 
Always agree with the ladies! On 
one occasion, I showed a lady the 
Royal. Her first remark was, "It 
looks just like the Oliver, doesn't it?" 
I replied, "Yes, ma'am, it certainly 
does—Won't you try i t?" She wrote 
a few lines and remarked, "It does 
pretty work, I like the touch." She 
said she had intended to buy a 

, but she bought the Royal. 
Another time, I called on a school 
with one of our dealers. They used 
only . The principal be-
gan at once extolling the praises of 
the , their splendid service, 
etc. She talked an hour and a half 
in praise .of our competitor. We 
couldn't get a word in about the 
Royal, but we listened politely and 
attentively and finally assured her she 
had a fine school and we would be 
glad to help her place her students. 
Then she was called to a class and 
much to our surprise, as she was ex-
cusing herself, she added: "You can 
send the Royals over and we will 
try them." Our dealer sold the 
school. 

Never lose your temper with a 
prospect or get angry because your 
competitor beat you. Thank your 
prospect for the opportunity he has 
given you to show the Royal. He 
may be in the market again some-
time and next time you may sell him. 

The accompanying photograph 
shows the five delivery trucks used 
by the Office Specialties Company, 
Royal Dealer with headquarters at 
Fargo, North Dakota. These as can 
be seen by the photograph were drawn 
up in front of the factory of the 
Manchester Biscuit Company and the 
Gate-City Creamery, both users of 
Royal typewriters. 

Mr. Gaffaney, president of the Office 
Specialties Company, says that if any 
of the dealers around the country 
have a hard customer to sell, they 
should buy five automobiles and line 
them up in front of the customer's 
place of business and have a picture 
taken of it, as that has a wonderful 
psychological effect. Mr. Gaffaney 
finds that his automobiles are the 
most effective way of covering his ter-
ritory, which consists of practically 
all of North Dakota and part of Min-
nesota and they enable him to do a 
mighty fine business up there year 
after year. 

Mr. Gaffaney himself recently went 
on a trip for three days in the country 
with one of his trucks and came back 
with orders for twenty-one Royals. 

Office Specialties Company 
Delivery Trucks 
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FOREIGN SUPPLEMENT 

T T MALLESON'S TRIP 
AROUND THE GLOBE 

Mr, T. T. Malleson, foreign sales 
director, is leaving soon for a trip 
.roqnd the world for the purpose of 
conferring with our various dealers 
on the special problems which con-
front them in their respective ter-
ritories. To our friends along his 
route of travel this information will 
be very welcome because Mr. Mal-
ison's wide experience and ability 
when co-ordinated with their own 
cannot fail to have a beneficial effec' 
on Royal business in their countries. 

The itinerary of Mr. Malleson will 
take him to Egypt in the early Fall 
and from there by way of South 
Africa through Ceylon, India, Burma, 
Straits Settlements and Java. 

From Java, he plans to visit China, 
Japan and the Philippine Islands and 
then return to headquarters by way 
of Honolulu and the Pacific Coast. 

Mr. Malleson is looking forward 
with pleasure to seeing many of hi; 
old friends again and meeting those 
new dealers with whom he is not as 
yet personally acquainted. 

We wish him bon voyage and are 
confident that our friends along the 
line will give him their fullest co-
operation. 

CONVENTION OF ROYAL DEALERS FROM THE 
"TOP OF THE WORLD" 

T H E ROYAL STANDARD FOREIGN SUPPLEMENT 

A convention of Royal Dealers was 
held at the Palads Hotel in Copen-
hagen, Denmark, from June 25 to 
June 28. The delegates represented 
Denmark, Norway, Sweden, Finland, 
Esthonia, Poland, Latvia and Lithu-
ania. 

members of the Royal organization 
and the older and established agents 
who have been successful in their re-
spective territories. Such spirit of 
co-operation is certain to produce 
lasting results to the organization 
which are so closely related in han-

(United States), M. Nissen-Lie (Nor-
way), Pettinen (Finland). Seated— 
Messrs. Loun (Esthonia), Bodenhoff 
(Denmark), Leszczynski (Poland), 
Banzhaf (Sweden). 

On two evenings during the con-

MR. WALLACH RETURNS 
AND DEPARTS 

Mr. H. S. Wallach, our South 
American sales director, returned to 
New York July 30 on the S. S. Santa 
Luisa from Panama after having 
made an extended trip through South 
America. Mr. Wallach was of the 
opinion that general conditions in the 
Latin-American countries are con-
stantly improving and states that our 
dealers in that part of the world are 
optimistic regarding development of 
future ROYAL business. 

Mr. Wallach left us again on Aug-
ust 16 for a trip to Mexico, Cuba and 
the north coast of South America 
We were all very glad to have Mr 
Wallach with us during his brief stay 
in New York. 

•raR 

SOUTH AMERICAN 
DEALER ARRIVES 

Mr. J. M. Tamayo, of the firm of 
Messrs. Michelsen & Tamayo, Royal 
dealers at Bogota, Colombia, arrives 
in New York on Friday, September 7. 
We had the pleasure of greeting Mr. 
and Mrs. Tamayo who are accom-
panied by their family. Mr. Tamayo 
expects to stay in the United States 
for about six weeks when he will de-
part for Europe. Before leaving, he 
will pay a visit to the Royal factory' 
in which he has manifested the 
greatest interest. 

It is Mr. Tamayo's opinion that the 
business crisis in Colombia has now 
passed and that we can all look for-
ward to steadily improving condi-
tions in that country. The Colombian 
government is spending large sums of 
money for internal improvements such 
as the development of new railways 
that will in the near future make 
available the great natural resources 
of the country. Excellent progress 
is also being made in the establish-
ment of the new national banking sys-
tem. Mr. Tamayo is very optimistic 
regarding the future development of 
Royal sales in his territory. 

We are always glad to see our 
dealers from abroad and it is hoped 
that Mr. Tamayo will find his stay in 
the United States an interesting one. 

The members present had interest-
ing talks on the subjects of organiza-
tion expansion, advertising, govern-
ment sales, scrap-books, and co-
operation. The convention afforded 
an excellent opportunity for the in-
terchange of ideas between the newer 

dling Royal business in the Northern 
European countries. 

The accompanying photograph was 
taken during the convention and 
shows the delegates who were pre-
sent. Reading Jrom left to right, 
they are: Standing—Messrs. Dalitz 
(Latvia and Lithuania), Malleson 

vention, Mr. Banzhaf and Mr. Boden-
hoff each entertained the delegates 
the cementing of more personal union 
at their beautiful country homes amid 
the fine surroundings of Danish 
family life which added to the enjoy-
ment of the guests and resulted in 
of friendship among them. 

ANOTHER AWARD FOR THE ROYAL 
The following Radiogram has recently been received from Foreign Director T. T. Malleson: 

"ROYAL TYPEWRITER WINS GRAND PRIZE HISPANO AMERICANO FILIPINO EXPOSITION 
BARCELONA." 

Royal Booth at Riga Business Fair 
Messrs. 0 . and J. Dalits Brothers, 

Royal dealers for Latvia and Lithu-
ania, occupied an attractive booth at 
the Riga Business Fair which was 
held during July. 

The photograph reproduced be-
low very clearly illustrates how 
attractively our dealers arranged 
their Royal Exhibit. These fairs, 
which are frequently held in the Baltic 
States, constitute an important part 
of the business life in those countries, 
and our dealers do not hesitate to 
take advantage of every such oppor-
tunity to increase their volume of 
sales and the prestige of the Royal. 

THE BELGIAN FESTIVAL 

*Mn iw "l1™"0" "^""toced above 
la ...r

 e R°yal float which appeared 
recenu"T?m P e s t i v a l " which was 
The fW a t A n t werp, Belgium. 
H n , , , * " "warded the first di-

•nd aroused much favorable 

comment from the large number of 
people who had the pleasure of wit-
nessing _ the procession in which it 
took part. 

Our Belgium d e a l e r s , Sooiete 

Anonyme Belge-Americaine de Ma-
chines de Bureaux, are to be com-
plimented on having so splendidly ar-
ranged Royal publicity during the 
festival with such originality. 

1 -J oa , -_s ka/iuisu'e-frsg&iw,,' 
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THE ROYAL M.A.D. CLUB NOW HAS 
121 MEMBERS 

We have listed the M. A. D. roll below under the offices to which the 
men belong. The names with the asterisk before them are repeaters for 
August. 

THE NEW M.A.D. MEMBERS FOR AUGUST 

I—BEAURIVAGE 
Duluth 

BREWTNGTOI-
Milwaukee 

BELL WAKEFIELD 
Kansas City Col u nib u 

BROWN S—KEEFE 
Portland Chicago 

ATLANTA 
J. W. Mann 
W. H. Courtenay, Jr. 

BALTIMORE 
J. C O K e e f e 
} . A . Durston 

*E. C. Dodge 
BOSTON 

E. A. Raphael 
F. L. Gallup 
I. C Barlow 
F. A . Smith 
F. 1. Crocker 

*H. E. Buxton 
R. M. Harvey 

BUFFALO 
H. H. Nunamaker 
C. M. Pillow 
R. E. Ward 

CHICAGO 
E. J. Goldblatt 
H. Nuhn 
P. S. Jonea 
J. M. Roberta 
E. H. Johnson 
A. J. Redding 
R. C. Goldblatt 

*H. P. Sutton 
F. E. Fleming 

*W. B. Larsen 
»B. P. Hamil 

J. T. Keefe 
CINCINNATI 

G. C. Kinnarnon 
C. J. Bailey 

CLEVELAND 
E. F. Hancock 
W. C. Rodgers 
C. C. Koch 
W. H. Peate 
G. R. Hatcher 

COLUMBUS 
• L . D . Teeters 

L. V. Bell 
DALLAS 

J. H. Kennedy 
DAYTON 

• O . P. Gilmore 
DETROIT 

R. M. Wagner 
R. B. Fuller 
W. L. F. Hosford 

DULUTH 
E. J. Beaurivage 

FT. WORTH 
P. H. Billman 

FRESNO 
• H . H. Tomkinson 

GRAND RAPIDS 
C. D. Walker 

HARRISBURG 
W. C. Whiteman 

HARTFORD 
*H. F. Brainerd 

J. L. Cook 
INDIANAPOLIS 

»W. F. Teer 
JOHNSTOWN 

T. M. Patterson 
KANSAS CITY 

• P . W. Jones 
J. H. Noland 
S. D. Wakefield 

LOS ANGELES 
J. M. Agnew 
T. M. Duffy 
M. F. Brewer 
W. C. Boswell 
G. L. Smith 
R. M. Devin 
J. K. Cole 

LOUISVILLE 
J. T. Wellman 

MILWAUKEE 
A. F. Lines 
R. D- Brewington 

MINNEAPOLIS 
F. B. T h o m e 

NEW ORLEANS 
W. J. Creger 

NEW YORK 
*C. W. Knox 

J. J. Freund 
• D . J. Allingham 
*H. W. VanNess 
* C M Guest 

R. C. Robinson 
*T. M. Gleason 

A. C. Wiles 
C. K. Freund 

»H. W. DeMott 
W. B. DeRango 

*J. Schwartz 
C. Schnirring 
R. D. Yates 
G. N. White 

7—COLE 
Los Angeles 

NEW YORK—Cont. 
*N. Sykes 

C. C. Waters 
R. B. Brandes 
H. J. Fuch. 
E. J. Matthews 
R. R. Chaffa 
F. A. Ivick 

OAKLAND 
C. Salbach 

OMAHA 
• A . H. Coffin 

PHILADELPHIA 
J. W. Turner 
I. Hancock 
I. J. Cough 
H. K. Goslin 
W. A . Cox 
L. A. Dunn 
E. V. Sherry 
W. W. Hepburn 

PITTSBURGH 
•M. V. Miller 

J. C. Kemmer 
A. E. Hanna 

PORTLAND, ORE. 
G. D. Roe 
H. J. Brown 

PROVIDENCE 
*E. D. Crandall 

ROCHESTER 
J. F. Humphreys 

SAN FRANCISCO 
C. H. Billington 
D. B. Starrett 

*T. N. Colwell 
J. C. Deardorf 
C. H. Linehan 

SPRINGFIELD, MASS. 
L. B. Behan 

ST. LOUIS 
G. G. Ralls 

*L. C. Davidson 
D. M. Elliott 
L. F. Reynolds 
G. M. Davis 

*H. E. Shifflette 
ST. PAUL 

J. C. LaBorence 
TOLEDO 

N. B. Boulware 
WASHINGTON 

H. L. Rudnick 
S. E. Richter 

WORCESTER 
A. R. Smith 

I—E. H. Benson 
Canton, Ohio 

4 — T . N. Prior 
Trenton, N. J. 

7—G. L. Larkin 
Utica, N. Y. 

10—H. J. Smith 
Parkersburg, W. Va. 
13—W. W. Cantor 

Bristol, Tenn. 
16—H- G. Fentress 

Nashville, Tenn. 
19—L. E. Spiece 

Bucyrus, Ohio 
22—-H. H 

Trenton, 

DEALERS 
2—J. E. Gaffaney* 

Fargo, N. D. 
5—H. J. Root 

Tampa. Fla. 
8—R. A. Rehm* 

Albuquerque, N. M. 
I 1—-C. E. Anderson 

Pasadena, Cal. 
14 H. C. Schumacher 

Clendale, Cal. 
17—W. H. Scott 

Macon. Ga. 
2 0 — W . W. Prior 

Trenton, N. j . 
Philips 2 3 — A . G. 
N. J. Hornell, 

3—S. W. Grant 
Beaumont, Texas 
6—G, N. Paxton 
Bloomington, 111. 

9—H. Tuell 
Chattanooga, Tenn, 

1 2—1. Vincent 
Topekai Kan. 

15—J. J. Flynn 
Jamestown, N. D. 

18—H. Rowe 
Fairmont, W. Va. 

21 C. B. Weissinger 
Albuquerque, N. M. 

Packard 
N. Y. 

I—B. Dempsey, Winnipeg 
4 H. P. Lewis, Toronto 

CANADA 
Royal Typewriter Co.,- Lfd. 

2—W. A. Maclean, Mont'l 
5 — T . G. Lewis, Ottawa 

3—J. S. Dunn, Montreal 
6—W. E. Collier, Toronto 

FOREIGN 
Visible Writing Machine Co., Ltd., London 

I H. D. Ebbutt 2 H. Jones 3—J. Harrison 
5—H. W. D. Buckeridge 6—L. V. Smyth 7—C. Salter 

4—F. Tr, 

^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ M ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ ^ 
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SCHOOL DEPARTMENT 

During the last year this depart-
ment has tried to impress upon our 
managers and salesmen the fact that 
school business, when properly fol-
lowed up by good service and per-
sonal attention, will result in addi-
tional or increased commercial busi-
ness. 

Schools, I believe, even more than 
commercial houses, appreciate per-
sonal interest and attention. This 
will take more or less of your time, 
but if you are going to hold and also 
increase the Royal representation in 
the schools of your territory, it will 
be necessary for you to devote a part 
of your time to the building up of 
this friendship. 

Schools also appreciate prompt serv-
ice. School machines should be ad-
justed as carefully as you adjust 
those in the office of the most par-
ticular customer you have in your 
territory, for the impressions which 
students form when learning type-
writing are the ones they carry with 
them into the business office, and if 
they are convinced while in school that 
the Royal is the best typewriter on 
the market, they will not hesitate to 
make this known at their very first 
opportunity. 

There is a certain amount of this 
work which is necessary in proving 
the above fact to teachers and stud-
ents that should and must be done 
by our School Department here. Be 

ginning with September, as we have 
notified you recently we are going 
to furnish test material once every 
month, to all schools of which we 
have a record. This will be of great 
assistance to you in your efforts to 
secure school business, but the 
amount of help which you will re-
ceive from this will depend in a 
measure a t least, upon the amount 
of effort YOU put into the proposi-
tion. 

We are also going to furnish an 
attractive folder of some kind once 
every two months for the school bul-
letin board in the typewriting room. 
Wall charts and diagrammatic charts 
will also be furnished upon request. 

All of these, as well as the furnish-
ings of test material, will be of great 
assistance to you in your efforts to 
increase the Royal school representa-
tion in your territory. 

From the above you can draw one 
conclusion, and that is t ha t there is 
a great amount of work to be done 
by you and your salesmen, and also 
by our School Department. 

We wish to take this opportunity 
to assure you that we will give you 
our very best efforts. The securing 
of school orders is the best way to 
convince us that we have your sup-
port and co-operation in this work. 

A. M. STONEHOUSE, 
Manager, School Department. 

EMPLOYMENT DEPARTMENT 

Chicago Employment Department 
Wins First Place for July 

Our Chicago Employment Depart-
ment, under the direction of Mrs. 
Parks, sold more' machines during 
July than were sold through the Em-
ployment Departments of any of our 
other offices, and we wish to con-
gratulate her upon the number of 
sales secured and also upon the hard 
fight she has made during the last 
two or three months to land at the 
head of the list. 

Sales are made by giving good 
service. Calls should be filled 
promptly and great care must be 
taken in the selection of applicants. 
They must be selected, not sent out 
with no thought given to their quali-
fications or fitness for the position. 

The Employment Manager who 
makes the greatest success of her 
department is the one who exercises 
the utmost care in the selection of 
applicants. The applicant might be 
a dismal failure in one position and 
a great success in another. The 
applicants you send to positions are 

your direct representatives and your 
department will be judged by the im-
pressions they make. It is very 
essential, therefore, that you exercise 
great care in the selection of appli-
cants. 

Our Employment managers for the 
month of July made a good showing, 
based on the number of sales made 
and positions filled, and we feel quite 
confident that they will give a good 
account of themselves during the rest 
of the year. Below is the standing 
for July: 

1—Chicago 
2—New York 
3—St. Louis 
•1—San Francisco 
5—Kansas City 
li—Los Angeles 
?—Buffalo 

Cleveland 
8—M1 n n eapol f s 

New Orleans 
9—Dallas 

Louisville 
Toledo 

10—Boston 
Detroit 
Portland 
Washington 

A. M. STONEHOUSE-

Believe in your o w n ability t o d o big things. Only by having 
faith in yourself can you compel others to have faith in you. 

I i 
\ 
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— N a p o l e o n Hill's Magazine 

Primed in U. S. A. to 
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