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Machine-A-Day Club Is 
Growing Rapidly 

The Royal Typewriter 
Sales Organization is evi-
dently acquiring a taste for 
jewelry. With this in mind 
we are contemplating the 
ordering of a big batch of 
MAD. Rings for February 
and March, usually the ban-
ner months of the year. 

Just look at the galaxy of 
stars whose pictures appear 
on sheet 6 this month. 
These men responded gal-
lantly to the appeal for new 
M. A. D. members, and we 
are happy to see nine new 
men in one month. The 
membership of the Club is 
rapidly increasing and is 
simply an indication of the 
improvement of the Royal 
Organization as the months 
go on. The M.A.D. Club in 
its year of activity has 
been one of the most suc-
cessful organizations of the 
industry. It is these mem-
bers of the M. A. D. Club, 
the big personal producers, 
who are the backbone of the 
Royal sales force. Men 
who can show the Royal 
M.A.D. Ring and Certifi-
cate of Membership have 
made their mark and are 
well worth the star which 
appears in the center of the 
King. 

The Dealers' Department 
also showed two new mem-
bers this month, and the 
Progress being made by 
Many of the Dealers in malI and formerly non-
productive territories, is in-
dicative of the effort of the 
whole Dealers' organization. 

We are pleading for Re-
Peters in February. It is 
»ell enough to be called a 
member of the M.A.D. 
uut>, but we know that 
aoyal salesmen are not 
anaous to rest on their 
W s but want to go ahead 
? « month, making even 
oetter records than they 
*«wd before. If you 
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ROYAL BUSINESS 
IS STEADILY 

IMPROVING 
Branches Continue Decem-

ber's Fast Pace 

"I'm NOT A T . B. G." 
Girl. 

"No, Bob. let's not go home. I'm not a Tired Business 

S / know / worked hard today, but remember 1 use 
a Royal; t L makes all the difierence m the world. 1 made 

executive committee today. 

U^TntZrXrZ\bA is great:' 
the distinctive features of the .Royal . 

5 e d k e y s enable the operalor to do more 
rithout fatigue. 

which can only be avoided in many instances by; rewriting 
at the expense of time and nerves. 

Royal equipment throughout the office is an investment 
that soon repays for itself in better letters—and more of 
them. Royal Typewriter Company, Inc., 364-366 Broadway, 
New York City. Branches and agents the world over. 
"Compare the Work." 

That is one 
The perfectly ba 
work and belter » ° * / X U f u ? presswork and perfect 

It saves nerves, too. » » " " " " p f r m e n , s „f criticism 
alignment eliminate those distressing moments 

thirty-five, holds the record for 
number of men enrolled, and is 
also proud to report sixteen Ma-
chine-A-Day men this month, three 
of them new men. 

Mr. Robinson of New York has 
Instituted a novel departure this 

month by forming a Legion of 
Sonor of the M.A.D.-^onsisting 
of men who sell fifty machines in 
a month. Four of his salesmen 
achieved this remarkable record in 
the month of January. 

It is interesting to note that our 
five twelve-month repeaters each 

came through again in January. 
They are surely out for a record. 
You men who made the Machine-
A-Day in January—make up your 
mind now to equal in 1924 the 
record made by these five high 
honor men last year. 

Very often a contest has 
a very disastrous effect 
upon the sales of the month 
immediately following it. 
When we saw the wonder-
ful results of the contest in 
December, a feeling evi-
denced itself quite strongly 
that most of the organiza-
tion having exerted super-
effort last month, would lay 
back with a sigh in Janu-
ary and let the month drift 
as it would. 

We steeled our backs 
against the blow which we 
felt sure would come. You 
can imagine what an agree-
able surprise it was when 
we looked at the final re-
port for January and found 
that the total was very 
creditable indeed. T h e 
smaller branches, on the 
whole, came through with 
results •wWcli were quite re^-
markable. Many of them 
exceeded records which had 
been held for a long time. 

1924 has started off in a 
fashion which bids fair to 
prove the biggest year in 
R o y a l history. B o t h 
branches and dealers fell to 
with a spirit of new enthu-
siasm and are evidently de-
termined to lay up a good 
big gain over previous 
years. We have a feeling 
that Old Man Quota will 
take on a very pale and 
sickly hue before another 
month has passed and will 
have completely passed out 
by the time the Royal Sales 
Organization gets through 
with him in 1924. 

February is a short 
month, but is usually a 
good business month. Re-
member this is Leap Year 
and it has one day more 
than it did last year, so 
you have simply got to beat 
your last year's record. 

Live up to that old Royal 
Battle Cry in February, 
"Go Get the Business." 

This means every sales-
man in the organization— 
branch and dealer. Condi-
tions are good now. You 
can never tell how long 
they'll stay that way. You 
have a typewriter which 
right now is far ahead of 
anything else on the mar-
ket. 

It is bound to be imitated 
later and then you won't 
have that tremendous ad-
vantage. Gather your crop 
while it's ripe. 



T H E R O Y A L S T A N D A R D 

MISS MINNIE OLIVER 
ROYAL "SERVICE MAN" 

Mr. H. F . Brainerd, Manager of the 
Hartford Office has kindly sent on to 
us the following interesting account 
of an incident which occurred in 
Waterbury last month. Our compli-
ments to this office for the resource-
ful and pinch-hitting "Service 
Woman." 

"I think the following item might 
be of interest for the 'Standard/ 
Miss Minnie Oliver, stenographer of 
our Waterbury Office, has taken a 
great interest in the mechanical end 
of the typewriter, and as the Service 
Department and Sales Office are prac-
tically one, she has had a chance to 
pick up a great many points on re-
pairing. Being in the office about 
eight o'clock a few nights ago the 
telephone rang, and in answering it 
found it to be the ex-mayor of the 
city, who is a newspaper man. He 
stated his machine was absolutely 
out of commission and would not feed 
paper, and wanted her to locate a 
service man, as he must have the use 
of the machine. She told him this was 
impossible a t that time of the night, 
but that she would come over and see 
what could be done. Taking the serv-
ice kit she went to his office, and after 
taking the platen out of the machine, 
found a pad binding had become fast-
ened in the roll- in such a way that it 
was impossible to feed the paper 
through. Taking this out she cleaned 
the platen and replaced it, then after 
taking the number of the machine she 
informed the gentleman that there 
was "no charge" as it was in guaran-
tee and it was part of the Royal serv-
ice. With an example like this it is 
no wonder that Mr. Gilligan, the office 
manager, is going to make his Ma-
chine-A-Day this month." 

Royal Salesman Writes Prize Winning Sales Article 
J o h n E r b of t h e Des Moines Office W i n s F i r s t Pr ize in Con-
t e s t Conduc ted b y W . B a r n h a r t of t h e Na t iona l S u r e t y 

C o m p a n y in t h e Magaz ine " H o w To Sell ." 
(RciHifcllahed ThroiiRh the Conrte 

Who I Am 

e Xtitioiuil arctr C« 

E m p l o y m e n t Depa r tmen t 

As stated in last month's "Stand-
ard," we are planning to list each 
month the District Branches and 
Branches separately according to 
their percentage of calls filled and 
sales made on the quota set for each 
office. 

Below is January's standing. We 
are sorry that some of the Employ-
ment Department Reports have not 
been received in time to include in 
this list. 

DISTRICT BRANCHES 
1—Kansas City 
2—Portland, Oregon 
S—Hartford 
4—New York City 
5—Chicago 
6—Los Angeles 
7—Washington 
8—St. Louis 
9—Pit t sburgh 

10—Atlanta 
11—Indianapolis 
12—Minneapolis 
18—Buffalo 

Cleveland 
14—Boston 
15—Detroit 
16—San Franc i sco 
17—Baltimore 
18—Dallas 

Louisvil le 
Phi ladelphia 

19—New Orleans 

BRANCHES 
1—Richmond 
2—Worcester 
3—Jacksonvil le 
A—Toledo 
5—Duluth 
6—San Antonio 
7—Akron 
8—St. Pau l 
9—Johnstown 

10—Denver 
11—Peoria 
12—Omaha 
13—Newark 
14—Portland. Maine 
15—Providence 
16—Bangor 
17—Rochester 

Springfield, Ohio 
18—Birmingham 

Seat t le 
19—Houston 
20—Grand Rapids 
21—Dayton 

Rockford 

First, I am John Erb, and that 
makes me different from every other 
person living; not merely in name, but 
in those internal forces of heart and 
mind which seek expression in words 
and actions. My age is forty-six, 
since you ask. My profession is 
Baptist minister, with twelve years' 
experience selling the gospel to folk 
who were not in the market for it. 
During the war I sold liberty bonds, 
helped raise Red Cross and other 
funds, and did my bit. These expe-
riences led me to an association with 
Leo L. Redding & Company, of New 
York City. For the last three months 
I have been with the Royal Typewriter 
Company, Inc., as Des Moines, Iowa, 
city salesman. As a salesman, I have 
no record to boast of—I have that to 
make. I must master my product, 
my company's methods, and, above 
all, I must master myself. My first 
selling experience was when, as a lad, 
I helped my father keep shop. While 
acquiring my education, I sold behind 
the counter; but this was a limited 
experience. My creed is: Every man 
is a salesman, either of services or 
goods, but he who sells the product 
direct is he who holds up the fabric 
of our whole economic structure. 

The Winning Answer 
"For a number of years I was en-

gaged in selling ideas; today I am 
selling typewriters. There is essen-
tially no difference in the two types 
of selling. Both are specialties. When 
selling ideas, I had to call on what 
are commonly called big men. I had 
to get to them, no matter how well 
guarded by the outer office force. 
When I met my man, I had to sit 
down and talk as though I had known 
him for years, not on terms of fam-
iliarity, but as men seeking fellow 
souls in a strange world and who had 
at last met. I had to meet them on 
the grounds of a common understand-
ing. I also had to meet them cold. I 
had no time to run down pedigrees, 
getting acquainted at clubs and 
luncheons. I had to do my work 
quickly. These men were usually 
rich; I was poor. They were well 
known; I was unknown. They lived 
in magnificent homes and worked in 
spacious offices; I had neither. They 
were on the defensive, while I was 
on the offensive. All of these things 
tended to fill my mind with that fatal 
feeling, fear. 

"I was not always successful in 
my interviews. Self-examination re-
vealed that I was always defeated be-
fore I turned the door knob. One 
illustration will show the cause and 
cure: 

"Senator Aristocrat lived in Cam-
bridge, Mass. He was of a long line 
of blue bloods. He was wealthy, busy, 
and enjoyed a great reputation. All 
I had heard of him filled me with 
fear, or, if you will pardon the para-
dox, that feeling of magnified insig-
nificance. 

"When I arrived at his estate, the 
sight of the house away at the end 
of the drive struck terror to my heart. 
I was defeated in my own mind, at his 
gate. I took a walk past the estate 
and asked myself some pointed ques-
tions: 

"Of what was I afraid? 
"A man I had not seen. 
"Would he hurt me? 
"None ever had. 

"Did his wealth and social position 
scare me? 

'No, I had met as good men be-
fore. 

"Was I afraid of his knowledge 
and learning? 

distinct ad-tage; if not, I had 
vantage. 

"Of what then was I afraid ? 
"Nothing! 
"Then I said to myself: 'Come boy, 

get a grip on yourself; you are just as 
good a man as he.' I then walked 
boldly up to his door, gained admit-
tance, and the faydr I sought. 

"The same thing applies to selling 
typewriters. You get the order only 
when you let confidence take the place 
of fear. Confidence comes through a 
right appraisal of yourself and men as 

This advertisement to appear in the following magazines: 
A p p e a r a n c e 
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Amer ican Magazine Apri l March 16 
Saturday Evening Post March 8 March 6 
Literary Digest March 1 F e b . 2 9 
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DECEMBER'S SERVICE 
DEPARTMENT CONTEST 

USINESS and social life in America are 
becoming m o r e and m o r e in ter twined. 
Business is the dominan t interest a m o n g 
big men, and efficiency ways and me thods 
are under discussion far beyond t h e limits 
of p lan t and office. U n d e r these condi-
t ions has the Royal Typewr i t e r arrived 
and flourished. Its speed, endurance and 
clean-cut presswork have installed it par-
ticularly in the service of industrial leaders, 
and kept it there in the face of all competition. 

ROYAL T Y P E W R I T E R C O M P A N Y , Inc. 
Royal Typewri ter Bldg., 364-366 Broadway, N . Y. 

'Branches and Agencies the World Over 

"Compare the rWorfC 

Trade ^ ^ s « s t f c g 3 S ! 2 s ^ " ^ ^ M u k 

TYPEWRITERS 

Division No. 1 

Buffalo came up from second to 
first place for the month of Decem-
ber in the Service Department Con-
test fighting hard every inch of the 
way. Mr. H. Becker, foreman, is to 
be commended on this fine showing 
and for the excellent spirit of Btick-
to-it-tive-ness maintained in his de-
partment. 

Detroit held the lead for the month 
of November but was forced into sec-
ond place for December.. 

Chicago came in third. 
Mr. H. Driscoll, foreman of the De-

troit Office and Mr. A. Tomek, fore-
man of Chicago, are to be congratu-
lated. 

In this division the Chicago, Bos-
ton and Cleveland offices each ended 
the year 1923 with twelve stars to 
their credit and the St. Louis and 
Washington Offices finished with 
eleven. This is a record of which they 
can well be proud and we wish them 
all success during the present year. 

Below is a list showing the standing 
of the various offices: 

1—Buffalo 6" 
2—Detroit 6* 
3—Chicago 12* 
4—Baltimore 8* 
5—Boston 12* 
6—St. Louis 11* 
7—Cleveland 12* 
8—Pittsburgh 7* 
!i—Louisville 6* 

Cincinnati 8* 
Kansas City 7* 

10—Washington 11* 

11—Indianapolis 4' 
12—Philadelphia 7* 
13—New York 1* 
14—Dallas 1* 

San Francisco l' 
IB—Atlanta 2* 

Hartford 7* 
16—Minneapolis 6* 

New Orleans 1' 
17—Portland, Ore. i' 
18—Los Angeles 3* 

Division No. 2 

The Toledo Office made big strides 
for the month of December and 
stepped into first place. We compli-
ment this branch on its aggressive 
march forward and congratulate Mr. 
R. Allingham, foreman, on bringing 
it out on top. 

Worcester bounced up from thir-
tieth position in November to second 
for December. 

Ft . Worth came in third. 
Mr. A. Fortin, foreman of the Wor-

cester Office and Mr. E. McKay, fore-
man of Ft. Worth, are to be con-
gratulated. 

In this division the Bridgeport Of-
fice was the only one to end the year 
1923 with twelve stars to its credit. 
We take this opportunity of wishing 
this office all success for another good 
year. 

Below is a list showing the standing 
of the various offices: 

"No, I possessed a fair share of both. 
"Did he know more of my subject 

than I did? 
"If he did, I could use it to advan-

you find them." I like especially tha 
expression "feeling of magnified in 
significance!" Doesn't that expres 
the salesman's fear exactly! 

I—Toledo 5* 
2—Worcester 4* 
3 F t . Wor th 5* 
4—Waterbury 6* 
5—Bridgeport 12* 
6—Omaha 2* 
7—New Haven 6* 
8—Columbus 8* 

Davenpor t 6* 
9—Allentown D* 

10—Kalamazoo 1* 
11—Albany 6* 
12—Milwaukee 3* 
13—St. Pau l 6* 
14—Ft, W a y n e 
15—Houston 5* 
16—Newark 4* 
17—Akron 3* 
18—Springfield, Ma 
19—Grand Rapids 
20—Rochester 5* 
21—Harr isburg 7* 
22—Oakland 4* 

Waco 
23—Bangor 1* 

Dayton 9* 
24—Erie 2* 
25—Richmond 1* 

23—Denver 8' 
27—Provide"" « 
28—Fresno J' 

Seattle 1 , ., 
29-San Antonio I 
•10—Scranton » 
31—johnstow» 

Lltto R"*„V 
Youngs""*" ,i 

, 32--Soulli B«f ' , 
33_JackBon'lll«J. 

P o r t l a n d . ^ 
Spr ngn«°;,|, 

3.,-Wlchltn F«'» 

3B_Sprlng"jW' « 
1.36—Poorln ' 

39—Metnpn|a • .. 
. 3 S Blrmlns-6»B 

40—Tacoma i , «5,r,' 
48—Evnnsvlli" 

sioux city 

TO INCREASE NETS „.TlMr,s - INCREASE EARNINGS 
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A ROYAL MESSAGE 
By C H A R L E S A. W E S T C O T T , Edi tor 

Back of the goods which we buy 
nd sell, in the ordinary commerce of 

I r y day life, there is always an 
idea and an ideal, which, unfortu-
nately, is hot always recognized by 
the time the product is sold. Through 
the process of distribution the goods 
are so far from their source, have 
passed through so many hands, that 
the ideas of the maker must be con-
veyed, if at all. b y t h e article itself. 
The Royal is fortunate because, 
through direct distribution from its 
own factory, through its own sales or-
ganization, it carries directly to the 

t ides. The one which in lightness of 
touch, looseness of construction, and 
flexibility attains the measure of ease 
of operation at probably the least ex-
pense in manufacture. This type does 
not bring with it the long life or that 
finer result known as smoothness, and 
which can only be obtained by the 
other class of really finely made in-
strument with closely' fitted bearing 
and scientific construction of a rigid 
and enduring character and of heavier, 
strength-giving material. 

I t is obvious that the rigid type 
and heavier construction would have 

If it is not easier to strike a light 
or flimsy bar and obtain a printed 
result than it is to strike a right-
fitting, perfectly adjusted mechanism 
with direct connections, and obtain 
the printed result; then the advan-
tages of that finer type of construc-
tion needs no further argument. 

If on the Royal Typewriter the let-
ter "h" can be struck so lightly with a 
satisfactory printed result that this 
same amount of energy applied to 
any other typewriter will not give 
a printed result, then the advantages 
of the Royal's rigid and closely con-

necessary to complete the triumph of 
this Royal school of construction, be-
cause in the present machine there is 
no point a t which the Royal Type-
writer does not meet the lightest type 
of mechanism, the loose and flexible 
principles and flimsy construction, 
without showing decided decrease in 
the amount of energy required from 
the human hands to accomplish the 
same operative result. 

The Royal factory calls attention to 
the fact that it is at all times en-
deavoring to conserve the energy in 
the finger tips of the stenographer 

the fact that the ideal which it has 
constantly aimed at and served has 
reached its fulfillment. It asks you 
in selling the Royal Typewriter when 
and where you care to do so, to sell 
not merely a typewriter, but the idea 
behind the typewriter. To explain 
that the Royal Typewriter is on the 
market not because we merely wish to 
manufacture another typewriter, but 
because our process of manufacture 
is of a different school. I t is more 
modern, more expensive, and which 
carried to the conclusion reached in 
the present machine will demonstrate 

port Of-
the ye"1 

•s credit-
wishing 

her good 

•-C-; 

I 

The Roval Tvnewriter Factory As It Looks Today. This Remarkable Aeroplane View Was Taken Within the Last Month and Gives a Splendid Bird's-Eye View of Its Size. 
Height MidWidthof Each Wing Can Re Compared with the Relative Size of the Trolley Car Which Is Passing ifl Front of the Building An Idea of the 

consumer, not only the goods in the 
most practical and economic way, but 
the message as well from the men 
»ho conceived it and the men who 
have made it. It would be unfortunate 
jjthe actual spirit back of the Royal 
typewriter were lost sight of in the 
aale> *>r then the machine would have 

stand without support of the idea 
of ideal back of it. The Royal Type-
writer i 
ran just 
fectiv 

I | 

an example of an idea that 
as easily be made a very ef-

•'e Part of the sale. 

<C« 

»ent to the factory a few days 
•«o and asked for a New Year mes-

B to the sales organization. A 
' group of as fine mechanics and 
°61neets as there are in the world 
Sgested that I try to convey to the 

„ ™ "Bwization for 1924 the spirit 
bat, - "'oompllshed idea and ideals 
the R°£ ™r p r o d u c t now reflected in 
*hat t ? 1 . T y p e w r i t ' e r ' l asked them 
ft to b t ' d e a w a s a s t h e y conceived 
ltd „ t C T r a s applicable to selling, 
(aQ " V 8 t h o story as nearly as I 

U„,Jj™ *** two types of schools of 
hire «f t ! r pToe<"B i n the manufac-
n m . J y P e W r i t B r » ' just as there are 

•"•ntr/actore of many other ar-

jno claim as opposed to the-flimsy, 
light construction, unless its more 
durable type of construction had been 
worked out to the perfection of detail 
which first approaches and ultimately 
surpasses in lightness and operation 
the loose and flexible machine. But 
when once this has been done and 
when once this school of thought has 
reached its ultimate goal there is no 
longer any opportunity for the lay-
man not to appreciate the difference 
in the ideas in back of each of the 
two opposing methods of manufac-
ture. 

As long as it was easier to slide a 
light carriage on a steel rod than to 
roll a heavier and rigid carriage, 
then there was doubtful advantage in 
the rigid type. But when it has been 
proved actually easier by scientific 
test through the perfection of manu-
facture and the use of the finest 
materials to move that heavier car-
riage, or unitary construction as it is 
called, from left to right or right to 
left, then immediotely all advantages 
of the rigid type are obtained. This 
is accomplished, not only withou); sac-
rifice, but by an actual decrease in the 
amount of energy required. 

nected type of construction is ap-
parent and the full benefits of its 
longer life are thrown, in 3s increased 
value to the consumer. 

If it is easier to shift a light and 
flimsy carriage than it is to shift the 
unitary type of carriage, then, regard-
less of the longer life of the unitary 
type, the better character of work 
obtained through its use, there is al-
ways the argument that one is lighter 
than the other. But when it is ac-
tually possible to show that with the 
unitary carriage, through the use of 
a shifting fulcrum, ball-bearing 
pivots, and balancing leverages, it is 
easier to move this rigid or unitary 
type of carriage than it is to move 
the flimsy type, then the longer life 
and other advantages are an added 
measure of value to the consumer. 
Then it is possible to show that com-
plete ease of operation can be obtained 
not only without sacrifice of durability 
and rigidity, but with increased stur-
Biness and long-life construction. The 
latest model of the Royal Typewriter 
sees the accomplishment of the ideal 
or the fulfillment of this idea. It sees 
the perfection of detail which was 

and at the same time to give a more 
perfect printed result, together with 
all of the advantages of convenience 
and adaptability the modern office 

beyond the shadow of a doubt that 
energy can be saved in the operation 
of a typewriter with an accompany-
ing better class of work and a great 

systems require. It calls attention to | deal longer life. 

INSPECTION 
By Charles B. Cook, Vice-President 

; To inspect is to closely scrutinize, 
to examine, to determine, to look at, 
to feel, to listen and to test;' the re-
sult of inspection is to judge, to com-
pare, to realize, to know what is re-
quired, to determine accurately, and 
to decide what is necessary for quality. 

The above is fairly accurate as to 
the attitude and interpretation of the 
leaders in the factory on the work of 
inspection. For your information, we 
give you an outline of what is going 
on at the plant in its relation to what 
inspection means to the product. 
•. Inspection, of course, must start 
with experience and knowledge of the 
requirements of the Royal Type-
writer to the user. It must be ad-
mitted that many employees who 
inspect the parts are only concerned 
with its particular requirements as 

to finish, size, etc., yet the men re-
sponsible for the production as a 
whole are the ones who make up the 
details of the requirements of the 
inspection force. As a matter of fact, 
if the mill making our steel lived up 
to our specifications and we were pos-
itive our requirements would be met 
with, there would be no need of in-
spection. If the makers of our japan, 
small tools, supplies, etc., were posi-
tive that goods were made to our 
specific requirements, there, would be 
no inspection. If our workmen made 
the parts and performed the opera-
tions at the factory without error or 
carelessness creeping in, there would 
be no need of inspection. Inspection, 
therefore, is an audit, so to speak, a 
job created to see that the other *fel-

{Continued on next page) 
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(Continued from preceding page) 
low has done his work as required; 
that his understanding, workmanship 
and knowledge of the job is according 
to specific instructions, the details of 
which he is or should be thoroughly 
aware. 

The inspector must be thoroughly 
able and competent as to what is re-
quired, the true interpretation of 
written instructions, and the class of 
work done on the part or machine. 
Let us give you a few points in ques-
tion so that you may readily grasp 
the extreme care we take in insisting 
that our quality be maintained in our 
product. 

Practically every casting received 
a t our plant is tested for hardness, 
straightness, for dimensions, for 
cracks in the metal, roughness and 
other defects. In many instances it 
is necessary to machine some of the 
castings to determine whether the 
metal is satisfactory or not. 

Our flat steel requires very care-
ful checking in relation to thickness, 
width, temper, the grain, surface de-
fects and carbon, or other necessary 
contents. 

Our round screw stock is very care-
fully inspected for grade, free cut-
ting, finish, limits of thickness and 
widths, and other specifications. 

Some of this stock is bought to very 
fine measurement requirements. 

Most of our metals are tested with 
very high grade instruments, such as 
the scleroscope and the Rockwell 
Hardness Tester. As parts are pro-
duced from these and other metals, 
such as German silver, brass, spring 
steel, etc., theTe are men ever ready to 
carefully analyze the requirements 
before they will accept the material. 
Please bear in mind that many parts 
require from two to twenty operations 
and go through such operations as 
Press work, bending, coining, milling, 
drilling, tapping, reaming, counter-
boring, screw machining, hardening, 
polishing, japanning, plating, buffing, 
etc. 

In the plating of our parts, the 
inspection is practically on a scientific 
basis. We know the ingredients of 
our nickel solutions, and every week 
they are carefully analyzed, to prove 
they are to the desired strength. The 
electric elements such as volts and 
amperes are indicated by scientific 
instruments; we measure in tenths of 
a thousand of an inch the nickel plate 
on the parts according to require-
ments. Every week we are making 
rust tests by methods adopted by the 
United States Government, and in 
many instances salt spray tests are 

made until we break down the finish 
and rust appears. 

Many of yon men in the Sales De-
partment cannot conceive of the hun-
dreds, yes, thousands of inspection 
jobs throughout the plant. In the 
operation of adjusting the mechan-
isms after they are assembled in our 
typewriter, over seventy-five experi-
enced men are engaged daily in see-
ing that all the adjustments are cor-
rect according to pre-arranged stand-
ard instructions. Over one hundred 
and twenty employees are daily in-
specting thousands of parts and op-
erations on our typewriter. We can't 
afford to slip up on any work not sat-
isfactory to the user. The cost of 
the inspection at the plant is the in-
surance for the user against defective 
work or materials. 

EACH DEVELOPMENT 
BRINGS US CLOSER 

TO THE USER 

Everyone cannot help but notice 
the many little things that are con-
tinually being put into the Royal 
Typewriter. Hardly a week passes 
but what some new finish, a new 
material, an improved part and a new 
method is seen and commented on 
favorably. 

The covering of our Space Bar with 
celluloid instead of japan, has created 
a beautiful finish and an unwearable 
condition. I t retains its lustre and 
adds considerably to the looks of the 
machine. Tests made as to durability 
conclusively showed that it will out-
last the machine. 

Now look at the one-piece plate 
glass on the side of the machine. 
Note the pleasing effect of the bevels 
and the exquisite combination of the 
the glass, nickeled frame and the 
black base. "Very fine" you say, but 
the design you see and the effect in 
the harmonious relations of each part, 
is simply a part of a plan that has 
back of it, greater utility to the serv-
ice men. By simply pressing out the 
glass from the inside with a pencil or 
tool that may be handy, the service 
man has a greater range for action 
when adjusting the interior parts of 
the machine. When he is through, 
he simply pushes the one piece glass 
panel back and the clamps allow it 
to slip back into place. The saving 
of the time of the service man is well 
worth while, but the time saved the 
user of the machine is considered the 
greatest factor* 

During National Thrift Week, 
many interesting speakers ', were 

heard during the noon hour fa 
factory dining room, and the cla 
for budget books was so vigorovis'iT! 
the supply at times was exhaust^ 

Thrift is a paramount issue 'i„ 
molding good citizenship, creatin 
more satisfied employees, which n i 
urally insures better workmanZT 
and helps to build a better organita' 
tion. 

The monthly meeting of the POM. 
men's Club was held in the factory 
January 16th, supper being served 
shortly after 6 P. M., assembly sing. 
ing being enjoyed afterward. 

After the regular business meeting 
Mr. H. W. Derry, Power Engineer of 
the Hartford Electric Light Company 
gave a talk, illustrated with lantern 
slides, on electrical equipment and 
among the slides were some showing 
the heat treating devices used in the 
Royal factory. When the slide show-
ing the Royal enameling ovens was 
exhibited, the speaker announced that 
these were the first electrically heated 
enameling ovens installed by the 
Hartford Electric Light Company, 
After they had proved a success, other 
concerns throughout the country in-
stalled similar ovens, and today this 
is the standard enameling oven used 
by the automobile industry in this 
country. 

DEALERS' DEPARTMENT DEALERS' DEPARTMENT 

100 Per Cent. Club for 
January, 1924 

We are pleased to present to our 
readers the list of our dealers who 
have made the 100 Per Cent. Club 
for January, the first month of the 
big Royal year. 

1 
1—GURDON K. 2—ANDERSON 
ABELL, INC. Anderson T. W. Co. 

Poughkeepsie, N. Y. Pasadena, Cal. 

3—M.. E. BACON 
Hopkinsville, Ky, 

4—BENSON 
Benson T. W. Co., 

Canton, O. 

5—CALHOUN 
Office Supply Co. 

Spartanburg, S, C. 
6—CAROLINA 

Typ. & O. S. Co. 
Ealeigh, N. C. 

typewriter Ex Casper. Wy 

8—CROSBY 
Crosby-Mook Co. 
i Warren, O. 

9—DAVIS 
Colorado Spring 

Colo. 
10—EICHOLTZ 

New Oxford, Pa. 

FRVTN 
Anderson, Ind. ftxas 

13—HABERLE 
Allentown, Pa. 

14—HARRAH 
Home Office Supply 
Co., Welch, W. Va. 

IS—HAPPY 
Mayfield, Ky. 16—Havnes & 

Ratliff 
Sanford, Fla. 

17—W. E. JACKSON 
Grenada, M Kirkpatrick C 

Nashville, Tenn 

19—G. L. LARKIN 
Utica, N. Y. 

20—PACKARD 
Hornell. N. Y. 

S 
21—PAXTON 

Paxton T. W. Co. 
Bloomington, 111. 

22—Pound & Moore 
Co. 

Charlotte, N. C. 

23—PRIOR 
Trenton, N. J. 

\—ROOF 
pa, Fit 

35—Schanr Complete 26—SMITH 
Service H. T. Smith Typ. Ex. 

Fond du Lac, Wis. Parkersburg, W. Va. 

QUOTA 
Your Quota is your share of 

our sales program—not a theo-
retical ideal to which you should 
aspire. 

Your quota is determined 
scientifically by three factors: 
First, the territory, taking into 
consider a lion, p^p^lation, city 
and country; character of popu-
lation, class of industries and 
economic conditions. Second, 
past performance. Third, our 
estimate of your own capabili-
ties. 

If you are not making Quota 
one thing is certain—either the 
quota is too big or you are too 
small. 

W. B. STEWART, 
Assistant Sales Manager. 

37—Southern T. W. 
& Sup. Co. 

Shreveport, La. 
28—SPIECE 

Bucyrus, Ohio. 

29—Tulsa T. W. Co. 
Tulsa, Okla. 

|' 30—Typewriter & 
' Office Supply Co. 
1 El Paso, Tex. 

31—C. W. Yates Co. 
Wilmington,! N. C. 

M. A. D. CLUB FOR 
JANUARY 

I—ROOF 
Tampa, Fla. 

2—PRIOR 
Trenton, N. J. 

3—KELLY 4—GAFFANEY 
H. J. Smith T. W. Office Specialty Co. 
Co., Charleston, N. C. Fargo, N. D. 

5—ROSS 
Benson T. W. Co. 

Canton, Ohio. 
6—Pound & Moore 

Co. 
Charlotte, N. C. 

7—NICHOLS S—Tulsa T. W. Co. 
Topeka, Kansas. Tulsa, Okla. 

The "Spiece" of Business 
Conduct 

By Loren E. Spiece, Royal Dealer, 
Bucyrus, Ohio 

Rules of Conduct 
1—Lack of education may be a 

handicap, but it is no excuse for not 
using what you have. 

2—Proper use of a little common 
sense often succeeds where a lot of 
theory fails. 

3—God has given you brains, why 
not use them in thinking for yourself? 

4—Some people gain knowledge by 
asking questions, some by being good 
listeners and a few think for them-
selves, yet all have brains. 

5—A simple question properly an-
swered need not be repeated. 

6—Synonyms for Success—Pray, 
Work, Think, Push. 

7—Don't fill your brain with non-
essential details and expect to have 
room for the more important issues 
of life, Happiness and Success. 

8—A wise business man keeps his 
own council. 

9—When someone hands you a 
lemon, always add the sugar and 
make the Lemon-aid. 

10—Don't make the same mistake a 
half-dozen times, once is enough. 

11—Don't ask someone to do the 
thing you can do yourself, it's too ex-
pensive in many ways. 

12—Do your best today, tomorrow 
you can do better. 

13—Analyze your daily experiences, 
it will help you to fortify your weak-
nesses. 

14—Records are only made to be 
broken, but this is not done by falling. 

16—Success is as contagious as 
failure. Think success, then put your 
thoughts into action and you will win. 

16—If you have a hard problem to 
solve, the sooner you get at it and the 
harder you work, the quicker it will 
be over. 

17—Procrastination is a thief of 
time. Catch the thief. 

18—Busy people have little time to 
talk about the shortcomings of their 
neighbors. 

19—A knock is a boost, therefore, 
sell your own merchandise and let 
your competitor sell his. 

20—If you want people to be 
friendly to you, work at the job your-
self. 

21—Every door that is mounted on 
hinges is made to open, so if you fail 
to get in the first time, keep on try-
ing. 

22—If the darkest hour is just be-
fore the dawn, does it pay to get up 
early? Yet the early bird gets the 
worm. 

23—The fellow who has a good PuB. 
usually has a lot of Push. 

24—If you wish to get somewhere, 
s tart and keep going. 

25—If a go-getter can go back the 
second time, he is also a business 
builder, 

26—If you expect to get through 
the world on pure unadulterated bluff 
it will be necessary to change your 

place of residence quite frequently-



; ' i*W'' 

S^TDEPARTMENI T H E R O Y A L S T A N D A R D SCHOOL DEPARTMENT 5 

SECURING SCHOOL BUSINESS 
1 n i i J n i f- 1Q nVl l iTI (TO ' H i n C l-k I T / U 1 i"»l-| l l Q T r n V , n n « {v . n n n 1 1 . . 

Below 
sale can be made it is 

T0 have a prospective cus-
* * School business differs from 
""""'.trial business, inasmuch as 
" " t school is a prospective cus-
** whether they use Royal Type-
*%, or not, therefore it is only a 
"" '*„ „{ «H„w to Sell Them." Dif-
^ salesmen employ different 
fflrfhod5inmakinga 

S f t s h o u l d ' b e beneficial to.all. 
More calling upon a school to 

elicit business it is a good idea to 
L i n all information possible re-
ntdinjr their present equipment. 
Oil knowledge enables a salesman 
t0 assume the initiative, either to in-
case the Eoyal representation or ex-

ale and the ex-
this column on 

change those which have been in use 
beyond the contract period. 

Some salesmen fail to take into 
consideration the fact that school 
people work on a schedule and are 
unable to grant an interview at cer-
tain periods of the day. Ascertain at 
the school office when the party you 
wish to see will be a t leisure and en-
deavor to time your call accordingly. 

I t is an acknowledged fact that the 
teacher is "The Man Behind the Gun" 
and in every case should be thor-
oughly sold on the Royal. Their rec-
ommendation as to make of type-
writer to be purchased always re-
ceives serious consideration by the 
party who does the buying. 

Two questions are commonly asked 

by salesmen, "How do you get to see 
the teacher?" and "Should you see 
the teacher first?" There are a 
variety of opinions as to the proper 
answer to these two questions, some 
of the most successful salesmen rec-
ommend visiting the class-room first, 
without asking permission; others 
recommend visiting the office first and 
obtain permission to visit the class-
room. Each salesman must use his 
own judgment as to the best style of 
approach. The best entree a sales-
man can have is the ability to make 
slight adjustments on the typewriters. 
In a school each typewriter is used 
by several different students every 
day, some of them inexperienced, and 
in the majority of cases the machines 

receive very little care or attention, 
therefore are liable to need adjust-
ments more often than machines used 
in a business office by experienced 
operators who take pride in keep-
ing their machine in condition. If a 
salesman can make the few adjust-
ments necessary on school machines 
he will have no trouble in seeing the 
teacher, as a matter of fact he will 
be requested to visit the class-room 
to ascertain if the machines are work-
ing properly. The foreman of Serv-
ice Dept. can instruct a salesman in 
a very short time how to make the 
adjustments which he is liable to be 
asked to make. An interesting topic 
for conversation, outside of sales talk, 
with a teacher is our Test Awards 

B y H a r r y E . B u r t o n 
M a n a g e r B o s t o n S c h o o l D e p t . 

and Employment Dept. They are all 
interested in these subjects and 
pleased to obtain any information re-
garding them. 

School people are a highly educated 
and sensitive class and must be han-
dled as such. They will not tolerate 
the "knock down, drag out" methods 
such as is sometimes employed ra 
commercial sales. The most success-
ful school salesmen are those who 
have won their confidence and friend-
ship. 

This Interesting 
Itnrfoii. -which 
pe r t inen t points 
nesa " i l l he < 
March issue 
Stnntlard." 

nrt lcle h r Mr. 
contains some 
on School Bus i -
mclmled In t he 

JORETGTTDEPARTMENT 
FOREIGN DEPARTMENT 

ROYAL PROGRESS IN SOUTH AFRICA 
Far-famed for its diamond mines 

and for its production of gold, the 
Union of South Africa is to-day a field 
that gives promise of rich develop-
ment of its commercial and industrial 

Messrs. E 
H. WoolU 

Shields, W. Campbell, W. I Murray Shields, M. J. Paxton and T. I in December at the time of Mr. Mai-
s', T. T. Malleson, James | Goodchild. The photograph was taken | leson's visit when he and Mr. Shields 

Throughout this wide territory, the 
Eoyal has, for a period of ten years, 
been represented by Mr. James Mur-
ray Shields, who maintains head-
quarters at Johannesburg in the 
Transvaal. A pioneer by nature, Mr. 
Shields has, by industrious applica-
tion to business, been responsible for 
the success that the Royal has thus 
far achieved in South Africa. There 
is probably no man better known in 
the typewriter business of that coun-
try than Mr. Shields. 

Because of its widely scattered' 
white population, South Africa is a 
field that is peculiarly difficult to de-
velop and considering too, the con-
servative buying-habils of the busi-
ness men in that field, it is much to 
Mr. Shields' credit that the Royal en-
joys its present standing in that 
market, 

The photograph which we reproduce 
(right) shows the front of Mr. 
Shields' headquarters, located at 23-
24 Ctillinan Buildings, Main-Street, 
Johannesburg. Reading from right 
10 left, the gentlemen shown are 

I 

made a complete survey of the or-
ganization and laid plans for the 
future development of Royal business. 

Royal branches are operated at 
Durban and at Cape Town while the 
other sections of the territory are 
covered through sub-dealership ar-
rangements. Mr. Shields personally 
supervises these activities by making 
regular trips that cover the most im-
portant cities and towns. This method 
of control well nigh assures a constant 
expansion of organization that will 
redound to the benefit of our Dealer 
as well as to the Royal. 

Altogether, it is certain that Mr. 
Shields' knowledge of the business to-
day places him in an advantageous 
position that will enable him to capi-
talize his long experience in those 
fields. We have every confidence that 
in Mr. Shields we have a representa-
tive who will continue to develop 
Royal interests in South Africa with 
jver increasing success. 
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AUSTRALIAN SCHOOL SALE 

Commercial College, 
•Mated at Prahran, is the largest 
Shorthand and Typewriting School in 
Australia. The immense value of in-
stalling Royal typewriters in such a 
school ia very apparent, and it was in-

other makes that had been in use for 
some time. 

The photograph (below) shows how 
well our Dealers took advantage of 
this excellent opportunity to make 
a display of the load of Royal ma-
chines that were being delivered to 
the school. It undoubtedly made a 

We heartily congratulate Messrs. 
Sydney Pincombe, Ltd., on having ac-
complished this large sale of Royals 
to the Hassett College. We are sure 
that it will be instrumental to them 

further increasing their business. 

BymSSEn'SCIMKULCOtiKL 

%222»&S 

BELGIUM SALES CONTEST 

Royal sales in the Belgian territory 
vere recently stimulated through the 
means of a sales contest extending 

number of sales during the specified 
time, a required minimum quota hav-
ing been set beforehand. 

The prize, a beautifully engraved 
silver cup, was awarded to our 
Dealer's agent in Brussels, Mr. Marcel 

Snytselaer, whose picture we show 
(center, below). Mr. Snytselaer is 
to be complimented on his victory and 
we feel sure that the contest was very 
effective in helping our dealer to fur-
ther increase Royal sales in Belgium. 

The Royal at the Paris Exhibition 

A most interesting display of 
Royal machines was arranged at the 

Paris, from November 15th to 22nd. 
The photograph of the Royal stand, 

which is reproduced (below) shows 
how advantageously the machines 

Ma, ° p l e a " "« to receive word from 
j ™ ' Sydney Pincombe, Ltd., the 
' S h i f o r An'tralaaia, that 
1„ M ' *" ' successful In placing a 
school B ^ b e r rf R o y a l " w i t h t U a 

«erit il , „ mi>J°rlty of the machines 
""•lied to replace machine, of 

vivid impression in the minds of those 
who chanced to see it. The gentle-
man in the white motor coat is Mr. 
R. G. Hood, Victoria Sales Manager 
for Messrs. Sydney Pincombe Ltd., 
and beside him is Mr. E. W. Rutledge, 
Manager of their Melbourne Branch. 

il 
over a period of three months. The 
contest was inaugurated by our deal-
ers for Belgium, Ste. Ame Beige 
Americaine de Machines de Bureaux. 
The prize was to be awarded to the 
representative who made the greatest 

Paris Business Show by our Dealers 
for France, Messrs. J. H. Davis & Co 
(Theo Muggli, Proprietor), Paris. The 
exhibition was held at Magic City, 

were arranged so that they could 
easily be seen by anyone passing. 
Messrs. J. H. Davis & Co., are to be 
congratulated on their exhibit. 



T H E ROYAL STANDARD 

THE ROYAL M.A.D. CLUB NOW HAS 
139 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 
January. 

t Denotes new M. A. D. members. 

THE NEW M.A.D. MEMBERS FOR JANUARY 

WHEATOl 
Akron 

MOWERS Z—RICHARDSON 
Rochester GILLIGAN SAFIR 

New York South B Hartford 

6—MULLANE 
New York 

7—ROWLAND 
New York 

A K R O N 
L. J. Michel 

t O . T. Whea to n 
A T L A N T A 

• J . W. Mann 
W. H. Cour tenay 

BALTIMORE 
J. C. O'Keefe 
E. G. Dodge 
V. Hoffman 

BOSTON 
• F L. Gallup 

F . A . Smith 
F . I. Crocker 
H. E. Bur ton 
R. M. Harvey 
D. R. Aust in 
F. J. Edwards 
E. F . Gallup 
R. B. Fuller 

BUFFALO 
*H. H. Nunamaker 
* C . M. Pillow 

C H I C A G O 
*E. J. Goldblatt 
*H . Nuhn 

P . S. Jones 
J. M. Rober ts 
E. H. Johnson 

»A. J. Redding 
R. C. Goldblatt 

*H . P . Sut ton 
W. B. Larsen 
B. P . Hami l 
J. C. LaBorence 
A . C. Wheeler 
W. R. P ike 
L. E. Wilson 

CINCINNATI 
G. C. Kinnamon 
C. J. Bailey 

CLEVELAND 
W. C. Rodgers 
W. H. Pea te 

*G. R. Ha tche r 
' M . C. Hull 

COLUMBUS 
L. D. Teeters 
L. V. Bell 

D A L L A S 
J. H. Kennedy 

D A V E N P O R T 
G. D. Lawless 

DAYTON 
O. P. Gilmore 

DENVER 
A. E. Darden 

DETROIT 
*R. M. W a g n e r 

W. L. F. Hosford 
C. W. Knox 
D. B. Fisher 

ERIE 
C. V. House 

FT . W O R T H 
P. H. Billman 

FRESNO 
H. H. Tomkinson 

GRAND RAPIDS 
C. D. Walker 

HARRISBURG 
W. C. Whi teman 

H A R T F O R D 
*H. F . Brainerd 

J. L. Cook 
t J . F . Gilligan 

INDIANAPOLIS 
W. F. Tee r 

JOHNSTOWN 
T. M. Pat terson 

KANSAS CITY 
• P . W . Jones 

G. C. Johnson 
F. W. Hassett 

LOS ANGELES 
*J. M. Agnew 

T. M. Duffy 
M F. Brewer 
G. L. Smith 
J. K. Cole 
W. E. Howard 
C. C. Morrison 

LOUISVILLE 
• J . T . Wel lman 
• C . Lorber 

*G. 
•T. 
A. 

*C. 

S—PRITCHARD 
New Orleans 

MILWAUKEE 
*A. F. Lines 

M I N N E A P O U S 
*F. B. Thorn e 

NEW HAVEN 
W. A. Mulligan 

NEW ORLEANS 
W. J. Creger 

t F . Pr i t chard 
NEW YORK 

• J . J. F reund 
*D. J. All ingham 

H. W. VanNess 
M. Guest 
M. Gleason 
C. Wiles 

K. Freund 
*H. W. DeMott 

R. C. Robinson 
W. B. DeRango 

*J. Schwartz 
*G. N. Whi te 

C. C. W a t e r . 
*R. B. Brandes 

H. J. Fuchs 
E. J. Matthews 
C. Schnirr ing 

*R. R. Chaffa 
T. F . Bell 
G. R. McAllister 
R. H. Mart in 

*G. R a n n e n b e r g 
*L. E. LeMaster 
f A . B. Safir 
t W . B. Mullane 
t J . E. Rowland 

NEWARK 
H. C. Hess 

O M A H A 
F. P. Shedd 

P H I L A D E L P H I A 
J. W . T u r n e r 
I. Hancock 
I. J. Gough 
H. K, Goslin 

9—HOWELL 
San Francisco 

Phi ladelphia—Cont . 
• L . A. Dunn 

E. V. Sher ry 
W. W. Hepbur n 

PITTSBURGH 
*M, V. Miller 

N. Sykes 
PORTLAND, ME. 

J. E. Cla rke 
PORTLAND, ORE. 

G. D. Roe 
H. J. Brown 

PROVIDENCE 
E. D. Crandal l 
J. L. Schora 

RICHMOND 
A. Bartlett 

ROCHESTER 
"fB. F . Richardson 

SAN FRANCISCO 
C. H. Billington 
D. B. Star re t t 
T. N. Colwell 
J. C. Deardorf 
P. Pearson 
D. G. Becknell 

t S . N. Howell 
S O U T H BEND 

fBert . Mowers 
SPRINGFIELD, MASS. 

L. B. Behan 
ST. LOUIS 

G. G. Ra i l . 
L. G. Davidson 
D. M. Elliott 
L. F. Reynolds 
G. M. Davis 
H."E. Shifflette 

ST. P A U L 
W. A . Par tee 

T O L E D O 
N. B. Boulware 

WASHINGTON 
*H. L. Rudnick 
*S. E. Richter 

WORCESTER 
A. R. Smith 

1—E. H. Benson 
Canton , Ohio 

2—J . E. Gaffaney* 
Fa rgo , N. D. 

3 — S . W. Grant 
Beaumont , Texas 

4 — T . N. Pr ior 
T ren ton , N. J. 

5 — H . J. Roof* 
T a m p a , Fla. 

6—G. N. Paxton 
Bloomington. 111. 

7—G. L. Lark in 
Utica, N. Y. 

8—R. A. Rehm 
Albuque rque , N. M. 

9 — H . Tuel l 
Cha t t anooga , T e n n . 

10—H. J. Smith 
Pa rke r sbu rg , W. Va . 

| ]—£_ jr# Ander son 
Pasadena , Cal . 

DEALERS 
12—I. Vincent 

Topeka , Kan. 
13—W. W. Can t o r 

Bristol, Tenn . 
14—H. C. Schumacher 

Glendale, Tenn . 
1 5—J. J. Flynn 

Jamestown, N. D. 
16—W. H. Scott 

Macon, Ga. 
17—H. Rowe 

Fai rmont , W. Va . 
18—L. F. Spiece 

Bucyrus, Ohio 
19—W. W. Pr io r* 

Tren ton , N. J. 
2 0 — C . B. Weissinger 

Albuquerque , N. M. 
2 1 — H . H. Phillips 

Tren ton , N. J, 
22 A . G. Packard 

Hornell , N. Y. 

I—W. A. MncLi 
4—T. G. Lewis, Ottawa 

CREAT BRITAIN 
I—H. D. Ebbutt 

CANADA—Royal Typewriter! Company 
Mont'I 2—J. S. Dunn, Montreal 

2 3 — S . C. Pa rke r 
Macon, Ga. 

2 4 — F . L. Pa t ty 
Austin, Texas 

2 5 — H . G. Bancroft 
York, Pa. 

2 6 — H . B. Harpe r 
Anderson , S. C. 

2 7—J. E. Wikoff 
Oklahoma City, Okla . 

2 8 — P o u n d & -Moore Co .* 
Char lot te , N. C. 

2 9 — G . A. Pearce 
Abilene, Texas . 

30—B. M. Kelly 
Charleston, N. C. 

31—J. A . Ross 
Canton, Ohio 

32—R. G. Nichols 
Topeka , Kansas , 

33—Tulsa T. W. Co, , 
Tulsa, Okla. 

united 
- H . Lewis. Toronto 

3—R. A. Normandin, Quebec 
Visible Writing Machine Co., Limited, London 

2—H. Jones 
3—J. Harrison 
4—F. Tree 
5—H. W. D. Buckeridge 
AUSTRALIA—Sydney Pincombe, Ltd, 

1—W. J. Sheehy 
2—R. C. Hood 

C. Salter 
H. Herman 
J. Sears 
W. H. Roberts 
James Hunt 

MEXICO-

I 1—W. D. Morgan 
12—B. Harris 
13—A. F. Thomas 
14—L. Harris 
15—C. A. Bak 
-M. E. Raya & Company 
Alfredo Aguirre 

LATVIA—O. & J. Daliti Bros. 
James Dalitz 

CZECHO-SLOVAKIA—Joseph Foist 
Alois Foist 
J. Hejcman 

Correction—Mr. L. B. Behan, Manager of the Springfield, Mass., Office mode the M.A.D. Club 
December, but his name was omitted in the last "Royal Standard. We apologize and hasten 
correct the error. 
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Wellraan's Louisville Crew Celebrates Victory 
By R. Hoagland, Employment- Mgr. 

J. T. Wellman, Manager of the 
Louisville Office entertained his local 
Salesmen, Office and Service force at 
a banquet and theatre party on 
Thursday night, Feb. 7th, at the 
Tyler Hotel. 

Louisville Office won the Grand 
Prize for the Second Division in the 
December Sales Contest. As far as 
we know we showed the other offices 
how to put it over and put it over 
big. 

The banquet was given as a re-
ward for the co-operation given Mr. 
Wellman to j help him win, so he "tells 
us. As this is the first time we have 
had a party we want to say right 
here it was great and every one en-
joyed it very much. 

A rather unique program was ar-
ranged by Mr, Wellman, in that 
each speaker did not know upon what 
subject he was to speak until his name 
was called. It will readily be seen 
that this caused many unusual 
speeches which led to the fun and 
enjoyment of the entire party. 

For instance, Mr. Zeller, Service 
Foreman, who was ill several days 
last month was asked to rise and tell 
how it felt to have tonsilitis the last 
part of the month; he replied it felt 
like, oh! well—, Mr. Lorber, Mr. 
Wellman's able assistant Louisville 
salesman, was asked to tell how sell-
ing Royals compared with selling —'s. 
His reply was, —'s have to be sold, 
Royals sell themselves. Then Mr. 
Wellman looked across the table and 
said, "Well, now old Brownie, it is 

your turn," meaning Mr. Kurtz 
cashier. He was asked to tell how 
fishing for a trial balance compared 
with fishing for bass.. Mr. Kurtz's 
reply was short, in which he stated 
that there is science in both arts, read 
a poem dedicated to Mr. Wellman 
which received unanimous applause. 
Miss Hoagland, Employment Man-
ager, the only lady present, was called 
on to tell how it felt to be the only 
lady in the party. Which she did, 
assuring them that she felt quite 
honored, as she had never had the 
pleasure to be out with so many men 
at one time before. Mr. Hedden, our 
New Albany salesman also gave a 
very interesting talk telling one or 
two good stories. So on down the 
line, each one had to say something. 
They had to—we were all warned by 
the "Boss" that anyone who didn't at 
least stand up and work his mouth 
and wave his hands for two minutes 
would be fined $2.00. Therefore the 
good results. Our "Boss" gave the 
last talk which has inspired us all to 
return to our usual daily tasks in 
the hope that the Sales Department 
will have another contest soon to en-
able us to show him, and the Com-
pany that history repeats itself. 

It was agreed as we enjoyed this 
party so much, that it would be re-
peated soon, on the strength of mak-
ing our regular monthly quota, while 
we are waiting for another big con-
test to win, and the party ended with 
every one feeling that we have the 
best "Boss" of all. 

School Sales Contest 
January finished the first lap of the contest for the School Cup, Baltimore 

has won the right to hold it for the next two months by making 202 per cent, 
of its quota. 

Below we list our Branches in the positions they held for the two months: 
1-
2-
«-4-
R-
6-
7-
X-
fl-10-

11-
n-13-
14-
15-
Ifi-
17-
13-
lit-
20-
21-

22-

23-
24-
26-
26-

-Ea l t lmore 
—Albany 
- W i c h i t a Fa l l s 
- S a n Franc isco 
—Cincinnati 
—Worcester 
-Sou th Bend 
-Ph i l ade lph ia 
-Buffalo 
—Louisville 
—Cleveland 
-Mi lwaukee 
-New York 
-Bos ton 
—Fresno 
-Ha r t fo rd 
- E r i e 
- . fo r t w a y n e 

Bangor 
St. Paul 

Springfield, Ohio 
—Minneapolis 

P i t t sburgh . 
-St . Louis 
-Omaha 
-Davenpor t 
- D u l u t h 

New Haven 

26- -L i t t l e Rock 
Youngs town 

27—Seattle 
28-
29-

30-
31-

32-

33-
34-

3 b-
86-

- K a n s a s City 
Oakland 

-•Indianapolis • 
Por t land , Oregon 
Roches te r 
San Antonio 
Waco 

—Atlanta 
Dal las 

- F o r t W o r t h 
Richmond 
Springfield, 111. 

-De t ro i t 
Hous ton 
Wash ing ton 

—Springfield, Mass 
—Chicago 

Columbus 
Toledo 

—New Orleans 
Providence 

—Birmingham 
Br idgepor t 
Dayton 
Grand Rapids 
H a r r i s b u r g 
Jacksonvi l le 
Johns town 

Scran ton 
Sioux City 
A, M. STONEHOUSE, 

Manager School Department. 

\ b U V E GOT A 
GOOD >ST0RYo 

TELL THE 
WORID ABOUT 

IT. 
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