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THE PROGRESS OF INDUSTRY, THE ENORMOUS INCREASE iN INDIVIDUAL PRODUCTIVITY THROUGH LABOR 

SAVING DEVICES, AND THE HIGH RATE OF WAGES HAVE ALL COMBINED TO FURNISH OUR PEOPLE WITH 
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The Underlying 

Tr.end of Business 

• 

By A. W. SHAW 

SEVERAr weeks 
. ago I noticed one 
of the editors go­

ing over a stack of let­
ters, apparently tabu­
lating the contents. A 
glance showed that 
the letter-heads ranged 

I wish a ce_rtain famous son of 

a wine merchant could read these 

looked at it from the 
view-point of the un­
derlying trend you wiH 
agree with me. 

·letters from business men 
For it seemed to me 

that the business men's 
answers to those two 

from the famous "23 Wall Street" to the main street 
of Buffalo, Wyoming. I was of course immediately 

, interested. 
. "What are you doing?'.' I asked. 

"We have written to business men all over the coun­
try asking them to name the business men they feel 
have made the greatest contributions to the develop­
ment of business since 1900 and what they b~lieve to 
pe the greatest things that have happened to business 
during the last 2 S years/' the editor answered. "We 
are going to make an article of the answers to go in 

· the December issue, since December is the last month 
of the first quarter of the century. It looks as if it's 
going to be good." · 

I asked that, as soon as it had been completed, the 
cross-section of the big stack of correspondence, along 
with the letters themselves, be sent to me. 

And when I read the· analysis of those letters I 
decided it belonged here in "The Underlying Trend of · 
Business." Since the December issue's size-up of the 
trend for 1926* had already gone to type, I held this 
interesting material a few weeks, considering it as ap­
propriate for the first month of the new quarter­
century as for the last month of the closing quarter. 

So the editors lost a feature they had gone to· con­
siderable trouble to prepare - and I have a feeling 
they do not entirely agree that "The Underlying 
Trend of Business" necessarily has first call on the 
material, either! But I hope that after you have 

*A reprint of "19Z6" the December "The Underlying Trend of Business" 
will be gladly - and without charge - sent by the editors on request. 
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questions - What are 
the greatest things that have happened to business 
during the last 25 years? Who among business men 
have made the greatest contributions to business since 
1900? - mean more to those of us interested in · the 
underlying business trend than almost anything I have 
read for a long time. 

"What an an­
swer John Rus-
kin Would have 
written!" 

I WISHED that the great John 
Ru3kin-Ruskin, the wine mer­

chant's son - Ruskin, who first 
clearly asked that business be con­
sidered a science instead of · a 
money-making scramble,... Ruskin, 
who died just as the present century 

opened - that John Ruskin could have read those an­
swers. How he would have drunk them in -wept 
over them, I imagine! And when he came to the 
majority's answer to "What is' the greatest business 
accomplishment sirice 1900?" how he would have en­
joyed it! 

Then if we would have asked him, "John Ruskin, 
you have seen the answer: Please give us your idea 
of the underlying trend of business in the United 
States" -what an answer he would have written! 
That answer is what I should like to be able to write 
here in these columns to appear with the opening of 
the new quarter~century, but I of course have no pre­
tensions of being a: John Ruskin. On the other hand, 
I have a feeling that, once we have analyzed the busi,. 
ness men;s answers, we can write it ourselves, each 
one for himself - not in black and white on paper, 
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but all the more legibly, far more permanently, in 
our minds. 

professions, relating to daily n~c~ssities of life, have 
hitherto existed - three -exist necessarily, in every 
civilized nation: 

AND I have that feeling simply because of this: The 
.rl... preponderant answer to that first question does 
not name any of the great mechanical betterments, 
any of the great laws, any of the great inventions. 

"The Soldier's profession is to def end it. 
"The Pastor's to teach it. 

It passes by the automobile, the radio, the tele­
phone, the aeroplane, the Federal Reserve System, 
the sewing machine, the movies, the elevator - passes 
all of the scores of them by. 

"The Physician's to keep it in health. 
"The Lawyer's to enforce justice in it. 
"The Merchant's to provide for it. 
"And the duty of all these men is, on due occasion, 

to die for it. 
" 'On due -occasion' name­

ly : Instead, when· asked: 
"What is the greatest of 

the great accomplishments of 
business since 1900?" 

These business men by a 
heavy majority answer: 

"The greatest of these 
great things of importance to 
business which have hap­
pened since 1900 is some­
thing that cannot be mea­
sured by inches or pounds. 
We find it difficult to describe 
it accurately, yet we know it 
is the greatest achievement in 
a business way since 1900." 

And . then they try to de­
scribe it in words: "higher 
morale," "honesty best," 
"the buyer has equal rights 
with the seller," "spirit of 
service,'' "responsibility to 
the customer," "ethics," "co­
operation,'' "exchange of 
ledger experience" - perhaps 
the majority using phrases 
very close to "a scientific 
and professional spirit in 
business." Hard for them . 
to picture, hard perhaps for 
any one short of a Ruskin 
to put into words - yet these 
business men scattered from 
coast to coast know exactly 
what it is, this spiritual, in­
tangible thing they consider 
the greatest business devel- · 
opment of the opening quar­
ter of the twentieth century. 

And John Ruskin would . 
not only know what these 
business men are driving at 
when they set themselves to 
naming it in words, but how 
to describe it quite exactly. 
For as the nineteenth cen­
tury closed he wrote of it in 
this manner: 

"Five great intellectual 
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Voted 
QUARTER-CENTURY 

LEADERS 

HENRY FORD 
Ford Motor Company 

HERBERT HOOVJ:<:R 
The Secretary of Commerce 

ELBERT H. GARY 
Ch.airman of the Board, 

United States Steel Corporation 

THOMAS A. EDISON 
· President, Thomas A. Edison, Incorporated 

A. W. SHAW 
President, A. W. Shaw Company 

HENRY S. DENNISON 
President, Dennison Manufacturing Company 

JOHN H. PATTERSON 
(Deceased) 

Formerly Chairman of the Board, 
The National Cash Register Company 

FREDERIC W. TAYLOR 
(Deceased) 

Foun.der of the Taylor System 
of Scientific Management 

OWEN D. YOUNG 
Chairman of the Board, 

General Electric Company 

JULIUS ROSENWALD 
Chairman of the Board, 

Sears, Roebuck and Company 

SAMUEL INSULL 
President, 

Commonwealth Edison Company 

SELECTED BY BUSINESS MEN 
When business men in every section of the 
country were asked: "\Vho, among business 
men, have made the greatest contributions to 
the development of business since 1900?" their 
repl"ies centered about the .11 men listed above. 
The names are arranged according tO the num­
ber of "votes" received. l\1r. Ford was selected 
nearly twice as frequently as any one else. 
There were a great many ether names men­
tioned which space limitations prevent listing. 
The following, however, were mentioned by 
two or more "voters": President Coolidge· 
Secretary Mellon ; the late Nelson W. Aldrich: 
Roger W. Babson; Bernard M. Baruch; Le~ 
D_e Forest; the late Marshall Fjeld; A. Lincoln 
F1lene; Edward A. Filene; Dr. Edwin F. Gay­
Carter Glass; the late Edward .H. Harriman: 
Samuel Rae; the late Charles P. Steinmetz: 
the late Theodore N . Vail; the late Joh~ 
Wanamaker; the late Woodrow Wilson; and the 
late F. W. Woolworth. 

"The Soldier, rather than 
leave his post in .battle. 

"The Physician, rather 
than leave his post in plague. 

"The Pastor, rather than 
teach falsehood. 

"The Lawyer, rather than 
countenance injustice. 

"The Mernhant - what is 
his 'due occasion' of death? 

"It is the main question 
for the merchant, as for all. 
of us. For truly, the man 
who does not know when to 
die, does not know how to 
live. 

"0 BSER VE, the mer-
chant's function (or 

manufacturer's, for in the 
broad sense in which it is 
here used the word niust be 
understood to include both) 
is to , provide for the nation. 
It is no more his function 
to get profit for himself out 
of that provision than it is a 
clergyman's function to get 
his stipend. This stipend is 
a due and neces~ary adjunct, 
but not the object of his life, 
if he be a true clergyman, 
any more than his fee (or 
honorarium) is the object of 
life to . a true physician. 
Neither is his fee the object 
of life to a true merchant. All 
three, if true men, have a 
work to be done irrespective 
of fee - to be done even at 
any cost, or for quite the con­
trary of fee; the pastor's 
function being to teach, the 
physician's to heal, and the 
merchant?s, as I have said, 
to provide." · 

Here are other lines from 
Ruskin's Unto This Last (we 

SYSTEM, , the MAGAZINE of BUSINESS, 



must keep in mind that he uses "merchant" in the 
sense that we use "business man''): 

"If .... all the efficient mem15ers -oI; tlie-· so~called : 
professions are still, somehow; ·iri: -ptibnc' estimate :b'r 
honor, preferred before the h~ad of a "commercial firm, -
the reason must lie deeper than in the measurement of 
their_ several powers of mind. 

"The mer­
chant's first ob-
ject in all his 
dealings must 
be .•. ," 

" A ND the· essential reason for 
.n such preference will be found 

to lie in the.·fact that the merchant 
is presumed to act always selfishly. 
His work may be.very necessary to 
the community; but the motive of 
it is understood to be wholly per­

sonal. The merchant's first object in all his de-alings 
must be (the public believe) to get as much for him­
self, and leave as little to his neighbor (or customer) 
as pos~ible . . Enforcing this upon him, by political 
statute, as the necessary principle of hi.s a_ction; rec­
ommending it to him 
on all occasions, and 

<1:ny other .kind of commerce; that this which they 
have caifod commerce was_ poi commerce at all, but' . 
cozening.·. ~ : . -Tliey -will :find that commerce is an oc-

. cupation which gentleinen will every day see more 
need to. engage in, rather than in the businesses of 
talking to men; or -siaying them; that, in true com­
merce, as in true preaching, or true fighting, it · is 
necessary to admit the idea of occasional voluntary 
loss; that sixpences have -to be lost, as well as lives, 
under a sense of duty; lhat the market may have its 
martyrdoms as well as the pulpit; . and that trade may 
have its hifroisms as well as war. · 

"MAY have - in' the final issue, must have - and 
only has not had yet, because men of heroic 

temper have always been misguided in their youth in­
to other fields; not recognizing what is in our days, 
perhaps, the most important of all fields; so that, while 
many a zealous person loses his life in trying to teach 
the form of a gospel, very few will lose a hundred 

pounds in showing 
the practice of one of 
them. 

THE CHANGE OF PRICE RELATIONSHIPS 
themselves recipro­
cally adopting it, pro-

The last half-year shows an increase of .25 

claiming vociferous- 400~~--r--...... .....,-~---.---'-1'-'-..c..,.--,---'-.,.--..--r=--.----.4oo 

"The fact is, that 
people never have 
had clearly explained 
to them the true func­
tions of a merchant 
with respect to other 
people." 

ly, for law of the 
universe, that a buy­
er's function is to 
cheapen, and a sell­
er's to cheat - the 
public, nevertheless, 
involuntarily con­
demn the man . of 
commerce for his 
compliance with their 
own statement, and 
stamp him forever as 
belonging to an in­
ferior grade of human 
personality." 

And then Ruskin, 
standing back there 
in the late nineties, 
looked into the fu­
ture: 

"This (i.e., foster­
ing the 'buyer be­
ware' attitude) they 
will find, eventually, 
they must give up do~ 
ing. They must not 

. cease to condemn sel­
fishness; but they 
will have to discover 
a kind of commerce 
which is· not exclu­
sively selfish. Or, 
rather, they will have 
to discover that there 
never was, or can be, 
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This chart shows the spread among prices. When this 
spread is small, an equitable relationship exists among the 
prices for the various commodities, and that is the soundest 
basis for business activity. The smaller chart below gives 
the net change in prices since 1913. The lines on the 
larger chart above do not represent specific commodities, 

but rather relationships among prices. 
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A BAROMETER OF THE TREND 

During the last six months there have been no erratic disturbances in 
price relationships. In general, relative prices have followed along an 
even keel. A comparison of index price numbers this n:ionth with those 
of the corresponding month last year shows that farm products, foods, 
building materials, fuel, cloth and clothing, chemicals and drugs are 

slightly higher. Metal and furniture prices are slightly lower. 

And those letters I 
ran across on the 
editor's desk con­
tained a declaration 
from the business 
men themselves that 
Ruskin's prophecy 
has been realized. He 
wrote at the close of 
the nineteenth cen­
tury. Here at the 
turning of the first 
quarter of the twen­
tieth century, busi­
ness men from coast 
to coast agree that 
the fulfilment of his 
forecast has been the 
outstanding business 
development of the 
last 2 5 years. 

That, I believe to 
be something well 
worth our careful 
consideration, some­
thing of the greatest 
importance in cor­
rectly sizing up the 
long-haul view-point 
on the underlying 
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trend of business in this country. But first I know 
you will want to read some of the answers that helped 
to roll up the majority which Ruskin foresaw in the 
nineties. 

lieve, yet no one would deny that he had been success­
ful in the legal prOfession. Yet one could hardly im­
agine a great captain of h1du,stry leaving as small an 
estate as, that~and being called successful. And since 
business re~lly ~o~sists in making something to sell 
at a profit, the greater the success in accomplishing 
this, the greater the profit. But the making and sell­
ing of a thing have become extremely complex with 
modern industrial development and extreme speciali­
zation has been necessary, which means scientific 
investigation and analysis as well as organization and 

T HERE are so many that I have not space for 
even a fair fraction of them; so many of them 

remarkable. in fineness of spirit and expression that it 
is difficult to make a selection - under the circum­
stances all that I can do is to excerpt from a few with­
out disclosing the writers. As I have mentioned, the 
entire group of letters 
represents practically 
every section of the 
country, and the writ­
ers range from multi­
millionaire leaders of 
nationally known con­
cerns to the heads of 
little businesses un­
heard of beyond cer­
tain townships. How­
ever, what we are in­
t:erested in is not size 
or scope, but practi­
cality of thought - so I 
shall quote without 
reference to name, and 
necessarily because of 
space limitations, from 
but a few. 

H ERE is an opin­
ion from the 

head of a phonograph 
company: 

"It seems to me that 
the greatest thing that 
has developed in busi­
ness in the last 2 5 
years is its profession­
al spirit; that is, the 
inter~st in the prob­
lems of business for 
the sake of solving 
them, as well as for 
the money made there­
by. One peculiarity of 
business is that its 
success is ultimately 
measured by the net 
profit made, which is 
not necessarily true 
of any other prof es­
sion. For example, the 
late Mr. Justice Har­
lan, of the United 
States Supreme Court, 
died with an estate of 
hardly $3,000, I be-

I 

THE ESTABLISHMENT OF A SCIENTIFIC 
OR PROFESSIONAL SPIRIT AS THE MEASURE OF BUSINESS 

Recognition of the spirit of service, of ethical standards, 
of the buyer's rights, of cooperation, of responsibility to 
the customer, of the human element, and of the trade 

association inovement. 

· THE INTERNAL COMBUSTI0N· ENGINE•:· 

The automobile,' the moto~ tr~ck, . the tractor, ·good 'road;, 
and better transpqrtation. . •· ~-

THE FEDERAL RESERVE SYSTElli 

THE REDUCTION OF "GUESSING" IN MANAGING A BUSINESS 

Research; the "know thy costs" movement ; improved 
marketing, production, and management methods; in­

telligent forecasting of business conditions. 

THE ELECTRICAL AND ALLIED DEVELOPMENTS 

Improvements in communication - the radio, the telephone; 
electrical household devices; utilization of water power. 

ADVERTISING 

Large-scale publishing, making possible impersonal selling. 

THE GREAT WAR 

Its effect in stimulating mass production, awakening 
"world consciousness" in this country, and turning atten­

tion to Simplification. 

THE I:\TTEGRATION AND CONSOLIDATION OF BUSINESS 

The development of a favorable attitude toward "big 
business"; the spread of stock ownership in corporations 

among workers. 

EDUCATION FOR BUSINESS; BUSINESS LITERATURE 

The growth of business and trade magazines; the establish­
ment of a man-power reserve through business educa­
tional facilities of high standing; the interchange of "ledger 

experience" through the printed page. 

SIMPLIFICATION AND THE DEPARTMENT OF COMMERCE 

The establishment of a real headquarters for business 
men at Washington and ' the official sponsoring of the 

peace-time possibilities in Simplification. ' 

INVENTIONS AND IMPROVEMENTS OF If'NENTIONS 

Labor-saving devices and methods for offices; the aero­
plane; better presses and typesetting methods; moving 
pictures; the phonograph; the pulp process; artificial 
silk; elevators; the sewing machine; improved farm ma-

chinery; vulcanization of rubber.· 

THE HIGHER STANDARD OF LIVING 

Resulting in the increased purchasing power necessary to 
mass production. 

THE RESULT OF THE "VOTE" 
Here is how business men scattered from the Atlantic to the 
Pacific coast answered: "What are the greatest things that have 
happened to business in the last 2 5 years?" The first topic - the 
establishment of a scientific or professional spirit as the measure 
of business - led by a wide margin. There were many scattering 
answers which have been omitted because of space limitations -
these ranged from " the growth of exports," "the increased use of 
insurance," "conservation," ''the expansion of public utilities" 

and "the stabilization "of freight rates77 to "stainless steel." ' 

execution, and with 
the development of 
this situation has come 
the professional spirit 
of solving these prob­
lems in the best pos­
sible way." 

A ND here is the 
view-point of the 

president and general 
manager of one of the 
largest automobile 
companies: 

"As to the greatest 
things that have hap­
pened to business in 
the last 2 5 years, the 
greatest, in my opin­
ion, is the development 
of the idea of service. 
It will be recalled that, 
under the old Roman 
law, the rule was, 'Let 
the buyer beware.' It 
took many generations 
for this idea to wear 
itself out. Original­
ly, the merchant was 
almost the antagonist 
of the buyer. Today, 
a policy ·of service 
pervades all successful 
business. The mer­
chant alines himself 
in the interest of his 
customer and the cus­
tomer realizes that it 
is to mutual advan­
tage that the merchant 
earn a fair profit." 

I T is evident from 
thumbing through 

the letters that there is 
not space to carry out 
a "sampling" by in­
dustries such as I have 
(Continued on page 118) 

36 SYSTEM, the MAGAZINE of BUSINESS, 



City Directory Libraries 
are lJiaintained for 
Free reference 
in all larger 
Cities. 

·if our Ot'J "?imclot¥ 
- lfte Wllllllllllthj Qla/og' . 

Keeps Pace With Progress and Parallels 
the Demands of Business . 

"When Broadway was a pasture," the City 
Directory was an. accurate reflection of the 
city of that day. Today it mirrors the "Great 

The City Directory is the only publication 
that lists every individual and endeavor in 
the community. It is the detailed catalog of 

civic, social and business develop­
ment. 
Is your business proper! y indexed 
so that those who consult the City 
Directory for sources of supply can 
find the information they desire 
about you or your products? 
Look for yourself. 

White Way," and the metropo­
lis, in just as complete detail. 
What is true of New York City 
is also true of your city. 
Through the medium of the 
City Directory your city, any 
city, is an open book. The vital 
industrial, civic and individual 
information is therein available 
at a glance. 
The general make-up of a City 
Directory is indicative of the 

The Executive who knows how 
This trade mark appears to use his City Directory realizes 
in Dir';~'rz!:~.'f..leading that it provides a definite oppor­

tu'nity to insure and increase 
his business. Our booklet, "Directories, 
What They Are and How They Function," 
will tell you how. Send for a free copy . 

spirit of the community it represents. 
Leading businesses and citizens are defi, 
. nitely emphasized therein. 

ASSOCIATION of 
NORTH AMERICAN DIRECTORY PUBLISHERS 

Headquarters 
524 Broadway, New York City 

VERDE LITE 
G t M t Over 2000 concerns 

e as er use our forms to 
This increase value of 
Send 10 cents Ch . f office records and 
instampsfor ar save time making 

Prevents 
Eyestrain 

Give your eyes 
a Xmas present. 
Put a Verdelite 
on your desk, 
and enjoy real 
eye comfort. 

Verdelite's soft 
restful light, free 
from glare or 
shadows, pre­
vents eyestrain. 

And their attractive 
designs and finishes 
add the final touch 
of distinction to the 
well appointed of­
fice. 

Write for our illustrated booklet. 

FARIES MFG. CO., Decatur, Ill., u. s. A . 
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the Master charts 
Chart for f 9. · 
1926 on a daily unit or 1 26 
basis, also !r~e boo k w 
Jet descnbmg 26 
standard chart forms . Address-
Busines s Chartir.g Institute, 1812 Tribune Tower, Chicago 

To Hang Up Anything 
In the Office 

· Moore Push-Pins 
Glass Heads- Steel Points 

Moore Push-less Hangers 
Safely Hold Heavy Articles 

The secret of the success of our Push .. Pins 
and Push .. less Hangers is in the tool temper­
ed steel points. They will not injure plas­
ter walls or woodwork. 

1 Oc pkts. Everywhere 

Moore Push-Pin Co. 
Philadelphia, Pa. 

The Underlying _ 
Trend of Business 

(Continued from page 36) 

started. I will therefore turn to a 
geographical division - here is an opin­
ion from New York: 

"It seems to me that one of the 
greatest things that has happened to 
business in the last 2 5 years is a grow­
ing feeling of responsibility to the cus­
tomer. I might put it another way by 
saying that there is more honesty in 
business than there was 2 5 years ago. 

"I can recall when I was a boy see­
ing an illustrated poster in a highly 
reputable mercantile house. It showed 
an old-time English merchant with 
his long coat and all of the parapher­
nalia that went with it. Underneath 
was the motto, in Latin, 'Let the buy­
er beware.' The immorality of the 
motto in itself was bad enough, but 
putting it in Latin, which rendered it 
unintelligible to 99.9 % of this mer­
chant's customers, made it infinitely 
worse. 

"Today our slogan in business is 
'Your money back if you want it,' 
and 'The customer .is always right.' " 

T HIS tomes from \Vest Virginia: 
"I think that the outstanding 

thing that has happened in business in 
the last 2 5 years, has been the recogni­
tion of the Buyer as having equal rights 
with the Seller. In my short business 
life of 2 5 years I have seen the at­
titude of the Seller change towards 
the Buyer from a dog-eat-dog ctttitude 
to one of · mutual confidence and re­
spect. Ethics of the highest type are 
today found in business, as a principal 
foundation stone, and not as a thing 
to use on Sundays only." 

And this from Pennsylvania: 
"The greatest thing that has hap­

pened to business in the last 25 years, 
in my opinion, has been the practical 
application of the Golden Rule to 
every-day business relationships. 

"Few indeed are the business houses 
today which operate on the principle 
of 'Let the buyer beware.' Instead, 
business of today is built on confidence. 

"Business men . have learned that 
any transaction which does not benefit 
both parties benefits neither. It is 
more profitable to lose business than 
to force a sale that will not result to 
our customer's advantage as well as 
our own. 

"Out of the last 25 years has come 
a higher standard of business ethics, 
with ·a result that personally today the 
business man is as well regarded as the 
professional man. With the passing 
of the sharp practices of earlier years, 
there has (Continued on page 122) 
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~eSeeret 
of tile · 

Growing ··, 
Preference 

for tile 
~FLEX/POST" 

The ingenious application of an unique 
and exclusive principle of flexible link posts 
is the secret of the increasing preference 
for the popular 

PRACTIBlLT 
FLEX/POST 

BINDER 
Through the medium of this unusual flexible post 

principle, we have succeeded in providing those . 
f ea tu res most desired of a loose le<:j.f binder without 
the objectionable disadvantages. 

You'll Appreciate These Advantages 
Business inen everywhere appreciate these four car­
dinal advantages available only in the "Flexipost." 

First: Utility- unlimited ca-
pacity for expansion to meet the 
growing demands of business. 

Second: Efficiency--direct screw 
compression providing positive lock­
ing efficiency for a single sheet or a 
thousand. 

Third: Accessipility-two inches 
of expansion instantly available for 

the e ? s y insertion or removal 0f 
sheets without removing the binder 
cover. 

Fourth: Economy- absence of 
objectiona ble protruding posts 
which facilitates handling, saves 
costly vault space and eliminates 
unnecessary marring or scratching 
of desks. 

There's a "Flexipost" to meet every business need. 
Ask your dealer for a demonstration. If no dealer 
convenient, send samples of your present· sheets and 

we will send binder for demonstration. 

STATIONERS LOOSE LEAF COMPANY 
CHICAGO 
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(Continued from page 118) 

· come an era of better business for 
everybody." . 

Here is a view-point from Ohio: 
" I -should· say that the general ac­

ceptance of the idea of service is the 
very. greatest thing which has devel­
oped in the business world in the last 
quarter of a century. It seems to me 
that now· almost every business is based 
on th~t idea, and the effect of this on 
the whole business structure is tremen­
dous. Among other things, I believe it 
has drawn the employer and the em­
ployee closer together,-notwithstanding 

· the unionization · of many industries, 
and the stresses and strains which this 
has introduced." 

w~~~:E here is a Michigan opin-

"By far the greatest development in 
business during the period in question 
is putting the making of immediate 
profit in the background and concen­
trating on giving service; or, the gen­
eral adoption of the idea that a busi­
ness that renders an acceptable ser­
vice cannot fail of success: The con­
sequence has been that profits, mea­
sured in caJ?ital employed and energy 
expended, are larger than ever before." 

And this comes from Illinois: 
"Business has reasoned and it has 

translated its conclusions into policies 
based on the propositions: That ideal­
ism and enlightened self-interest are 
twin sisters and travel along the same 
road ; that a dollar earned carrying 
good-vvill is more valuable than many 
dollars gained which bring with them 
hatred, jealousy, and ill feeling; and 
that he profits most who serves best." 

And this from Minnesota : 
"With due appreciation of all the 

mechanical devices that have been in­
vented and placed· upon the market 
for greater efficiency in production and 
in office detail work, it seems to me 
that really the greatest thing that has 
happened to business is more of a 
spiritual feature than a mechanical one, 
and I refer to that great spirit of co­
operation which has developed during 
the past 2 5 years, and which has radi­
cally changed business methods and 
business operations during that period. 
I can distinctly ~~member whep. men 
and business concerns were individual­
istic in their work. T hey were, without 
realizing it, extremely selfish in their 
endeavors. Now the opposite is the 
case. Men have found that their great­
est responsibility lies with . the con­
suming public, and that the. greatest 
service can be rendered stockholders 
by rendering maximum servici to cus­
tomers. They have also found that 
their business has been tremendously 
benefited by a free, frank, and whole-
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Bow to 
Make Your Ideas 
Worth More Money! 
THOUSANDS of sound business ideas, 

. rich in profit possibilities, are lost be­
cause the men who conceive' them cannot 
put them into words. Thousands of sales 
are never made because the salesman's 
stumbling speech and poor pronunciation 
prevent effective salesmanship. 

Hundreds of business men, after win­
ning success by unusual ability, then real­
ize for the first time the handicap of in­
complete mastery of words. Hundreds of 
them yearly adopt our simple, scientific 
method of learning to speak and wril.: 
masterly English. 

souled cooperation among their busi­
ness associates. Perhaps, the free ex­
change of ledger information is one of 
the greatest things that has happened 
in business in the last 2 S years. Any­
way, it is my personal opinion that the 
development of confidence in business 
men for business men in competitive 
and other lines of business, the wiil­
ingness to work together, the freedom 
from suspicion, and the desire to work 
together rather than individually, is 
the greatest thing that has happen_ed 
since 1900." · 

I T is obvious that to go farther \!Vest 
than Minnesota in selecting ex· 

cerpts will far overrun the space a .. ottep 
to me, and that therefore I sh:ii! have 
to forego many interesting view-points. 
I am also without space to excerpt 
from the numerous letters mentioning 
other developments considered of im­
portance. The large table printed on 
page 36, however, gives an outline of 
the contents of all the letters. The 
following letter happens to supply ·a· 

• • rather close size-up of the view-point 
Study Only IS Minutes Daily coloring the entire group of replies: 

We Want 
Young Men 

to 
Manage 

·Our Stores 
How would you like to manage a 
Kresge. Store? How would you 
like to step out from .the ranks 
fo an. executive position with a 

. good iripome? Here is your 
chance--'- here where advance­
ment iS certain foi: alert, vigor­
ous, young men of the right sort. 
We want a limited . number of 
such men between the ages of 2 2 
and 30 years for store managers. 

We Will Train You 

The same easy method will free you "Business really has two sides. Tne· -
from the handicap of incorrett speech and h · 1 h d 

Successful applicants will be 
· trained at our expense in the 
various phases ot our business. 
Then when qualified, they will 
be given charge of a · store. 

pronunciation. It is not based .on th.eory, first, its mec amca property, as to o 
but upon iwenty years of successful teach- with raw-materials, building, machin: 
ing. There is no slow. memorizing of rules. ery, and finished products - all the 
No time is .wasted on work you already · tangible, accurately measurable . fac­
know. Correct speech becomes a habit 
rather th.an ·a matter of rules. tors - the 'things' of business. 

New Invention Helps You 
Our patented "100% Self-Corrective" 

device, the revo!Utionary invention ·of 
_Mr . . Sherwin Cody, 
shows you your mis­

. takes instantly and 
tells you . the correi::t 
answer. There ·is. no 

· delay in you.r prog­
ress--the course · is 
self-correcting. Each 
daily ·lesson requires -
only fifteen . minutes' 

Mr. Sherwin Cody time. 

Test Yourself- Write for Our 
New Free Book 

Test yourself in your own home.. See for 
yourself whether you are unconsciously 
making mistakes which hold you back. Our 
booklet, "How to Speak· and Write Masterly 
English,'' tells you more about this wonder­
fully easy way to improve your speech.· With 
it we will also mail you Mr. Cody's famous 
"Fifteen Minute Test" of your English. Mail 
the coupon now for our book and the test. 

Sherwin Cody School of English 
131 Searle Bldg., Rochester, N. Y. 

Sherwin Cody School of English' 
131 Searle Bldg., Rochester, N. Y. 

Please send me your free booklet, "How to 
Speak and Write Masterly English," and Mr. 
Cody's "Fifteen Minute Test." 

Name .. . ..... . . . ... .. ... . . · · ···· · · ···· ·· · · 

Address •.... . .. . . • .... . ... ... . . · · · · · · · · · · • 

"The other half has to do with all 
the complex fabric of human attitudes 
of ·mind and human decisions oh the 
part of employers, those who are em­
ployed, and the public - the mental 
property of business which has to do 
with 'thoughts' and feelings. · 

"I suppose 100 years from now, the 
people then living will look back upon 
this quarter of a century as the period 
into which was crowded a greater and 
more significant development on the 
mechanical side of business than in 
all the centuries that went before. 

"Of course, this period does not 
mark the beginning of our industrial 
age, but it certainly does measure the 
time during which our civilization has 
become one in which business .is the 
dominating thing in life. And in that 
business it would appear that the dom­
inating characteristic is the machine. 
Mechanical invention has profoundly 
changed production, transportation, 
and communication. · 

"But in the development of the . 
mental property of business~ we have· 
worked with exactly the same old raw 
materials as before - the minds and 
feelings of millions of people, whether 
we consider them as producers or con­
sumers. We have some new tools to 
work with, the telegram, telephone, and 
now the radio, and I think we have 

Share in Profits 
As a store manager you share in 
the net profits. Earning_s. are high 
~as . high as you can ·make them. 
To be considered you must have 
had so·me training in merchandis­
ing, or show some special aptitude 
for it. You must be able to think 
for yourself. You must have the 
initiative· and determination to 
work unceasingly for results. You 
must have the type of personality 
that enables you to meet easily all 
classes of people . In a word, you 
must be a potential mercantile ex­
ecutive. 
You may now be a clerk or junior 
manager in · a retail store. Or, per­
haps, you are working in an en­
tirely different line .. But if you feel 
that you . are capable. of intensive 
training and satisfactory advance­
ment, wi:ite us._ :_· . ' ' 

Write at Once 
You must act at once. The num­
ber of vacancies is limited. Write 
your whole story today and ask 
for a formal application blank. 
Sell yourself in your letter. Con­
vince us of your qualifications 
after which ·an interview may be 
arranged. 

S.S. KRESGE 
COMPANY 
·General Offices 

Personnel Department 
Detroit Michigan 

City & State 

made some progress in the use of the I L:;;;==============;;;;;;;J 
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How Much is a Guaranteed 
Good First Impression Worth to YOU? 

In this new day of keen 
business competition. the im .. 
portance of good impressions 
--especially first impressions 
--cannot be ignored. 

Wiggins engraved cards. 
bound in handy tabs of 25 and 
carried in a neat Genuine Mo· 
rocco Leather Case, guaran­
tee the best possible first im· 
pression for you at every call. 

\Vhen you car ry a book of 
Wiggins Cards. you always 
have a clean. fresh card to 
present. They cannot become 
rubbed or mussy. because they 
are separated by t issue sheets, 
which also serve a s a handy 
mern'o pad. 

The Peerless card case is 
economical. as it prevents all 
waste and spoilage of cards. 
You can use 100 Wiggins 
cards 0£ each 100 you buy. 

WIGGINS 
l::C,T:"l:;: CARDS 

~ 
67 years of experience is be­

hind every Wi.e:gins card. This 
assures you of highest quali­
ty engraving, plu~ absolutely 
correct design; size of let ter­
ing and position of units on 
your card. 

Don't be satisfied with a ny 
but t he best cards. Thousands 
of business men every year 
adopt Wiggins cards after 

~!~ijin7J~Jie~r~~~:~s. vYt~~· k°~i 
economy~ in the \.Viggins cards. 

Send fpr sample tab of these 
engraved Cards. They w"ill con­
vince you. of our superiority in 
this line.· 

The John B w·g . c Cen. Olfice & Plut-1153 Fullerton Ave. CHICAGO 
• I gins O. Downtown Office-Peoples Cas Building 

John B. Wiggins Co. 
1153 Fullerton Avenue, Chicago 

· Please send me prices and sample tab of your lat est styles in business ca rds. 

Name . .... 

Address .. 

City &_State ~~·-· . : . .... . .. ~ ....... . • . •. • •.. .. .• . ... 

What . Do 'Jen Years _ _ ~ 
Mean to ·your Filesr 
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no they contain thick bundles of cheap record paper 
-or do they contain neat, Thin Paper records? 

Cheap, heavy record papers multiplied by their cost are 
more expensive than Thin Papers multiplied by their 
slightly higher cost. 

ASK YOUR PRINTER OR STATIONER. .FOR"'"-.-} 

TN PAPERS 
(Watermarked) 

printed word. Advertising has played 
its part in this development of mental 
property in business. 

"I am sometimes reminded of a tale 
that you rnust remember from the 
Arabian Nights; how Sin pad, the sail­
or, walking on the seashore heard a 
voice pleading th'!t Sinbad release the 
speaker. You will remember that he 
had some difficulty in locating the 
voice, and finally found that it came 
from a bottle half-buried in the sand. 

"Filled with curiosity and with no 
thought of danger, Sinbad broke the 
seal, and then you recall a great geni~ 
came out of the bottle and towered 
above Sinbad to the clouds. · 

"Do you see the parallel that I 
would draw? It is scarcely more than 
a couple of generations since our ·busi­
ness forefathers heard the voice ol 
our industrial age, pleading for its re­
lease. With their first inventions they 
broke the seal, and from those small 
beginnings the mechanical side of busi­
ness has grown until, in all its tremen­
dous complexity, it towers far above 
the vision of those men who brought it 
into being. 

"None of us would turn back the 
hands of the clock. N one of us would 
restore the genie to his bottle. Terrible 
as he may be at times, we know that 
he is a beneficent giant ready to do our 
bidding if we can achieve the word and 
spirit of command. 

"Without that word ·the genie will 
never be our servant. He will always 
be our master. Command over him 
is not · to be found · in still greater de­
velopment of mechanical invention. It 

. alone can be found in the very hearts 
of business men. It can only come 
as the outgrowth of a sincere attitude 
of mind and character. 

"We have been striving for it and 
I think we have made wonderful prog­
ress. We know the word, in fact have 
used it so often that it is in danger of 
becoming trite, but we need to keep it 
alive in all its significance if we are to 
do anything on this big job. 

"The word is 'cooperation.' " 

T HE replies to the second question 
which endeavored to obtain an 

expression of opinion as . to ·the men 
who have contributed most to business 
since 1900, are in many resp.ects as in­
teresting as the answers to the first 
question. I have, however, only enough 
space to cross-section them, which I 

. have endeavored to do in the small 
table on page 34. 

I found on going over the tabula­
tion of these replies that I had been 
mentioned in a number of them. I 
admit very readily that it pleased me, 
but, on the other hand, it made the sit­
uation a bit embarrassing, as I had ex-
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FORo·s 
PURE ADHESIVE 

/Or Canceled 
Stock Certificates 
Insurance Policies 
and Oene1·a1 Off iceW01·k 

Appro'Ua[ Charter Subscription 
A. W. SHAW COMPANY, Cass, Huron and Erie Streets, Chicago 

Jl lease enter my approval Sl.lbscription to receive 
D (!) Harvard Business Reports as issued (Volume I now ready) 
D (2) Harvard Bu:;iness Reports - Volume I only 

Within five days after the receipt of each volume, I'll remit $7 .50 plus a few cents for mail-
ing charge; or return the Report to you . S-126 

NA~fE ...... · ... . ..... . . . . .. .. . .. .. .. . .. . .... . POSITION .. . . . .. ....... . . . . .. .•. .. . .. . ....... 

STREET & NO. . .. : . . . . . . . . . . . . . . . . . . . . . . . . . . . FIR~l . ... . 

CITY & STATE .. . .. . . . .. .. . .. . . . .. . . .. . . . . . . . BUSINESS . . . 
(Canada $8.25, duty prepaid,~ same terms; U. S. Territories and Colonies and 

all other countries $8 .25. cash \v ith order.) ------------------------------------

C]f All Reports are sent sub .. 
ject to approval after ex• 
aminatlo~. Simply fill in 
and mail the convenient 
coupon toda)'-now! 
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f ust Published-
THE FIRST VOLUME OF THE 

Harvard . Business Reports 
Compiled by the Graduate School of Business 

Administration, Harvard Uni~ersity 

EXECUTIVE decisions today can be reached most intelligently by taking 
into account the precedents and pract ices· current within each particular 
industry am\ analogou s experience in other industries. The aim of the 

HARVARD BUSINESS REPORTS is to bring together in convenient, usable 
form these precedents and practices. In the first volume of this series are 
puhlishe<l 149 cases selected. from over 3, 500 cases colleCted by the Harvard 
G.raduate School of Business Administration through its Bureau of Business 
Research. Each reported case has particular importance as an example of 
current business practice or as a guide to sound business management. 

Guides for Executive Decisions 
Each case presents an actual business situation. For example. take the 

case of the Randolph Shoe and Leather Company, on page 244. Here a de­
clining market ha<l led many customer s t o attempt i:ep'udiation of contracts 
made at higher prices. \Vhat should be the policy of the company? The facts 
are first made plain, then the i~ sues the company was called upon to decide 
are described, the company's decision and the factors influencing it. definitely 
explained. Each Report covers the whole field of business. Concise headnotes 
at the beginning of each case briefly summarize the facts and indicate the 
executive decision therein. T11e first Renort contains 149 significarit cases; 
561 pages size, 6 by 9 inches; bound in library buckram. 

At first. two or three yolumes will be issued a year. Other volumes will 
exemplify points not covered hy the first volume shmVing the current results 
of part icular practices. A cumulative index will make the series of increas· 
ing value a s other volumes become available. 

pected nothing of the sort when I dis­
covered the material in the editorial 
department and commandeered it! 
Since it hardly seemed fair to those 
who had taken time to contribute to the 
questionnaire to expurgate anything 
from the results, I have left my name 

· in the list, accepting the honor entirely 
as an indication that the striving of 
SYSTEM .during the last quarter-century 
to supply a "Magazine of Business" 
has not been unsuccessful. 

There are so. many interesting as­
pects to the answers drawn out by this 
questionnaire that I find it difficult to 
turn away, although I have already ex­
ceeded the space belonging to "The 
Underlying Trend of Business." On 
the other hand, our objective here is 
analysis of the business trend, and it is 
vital that we hold closely to our pur-
pose. 

W HAT impressed me most among 
these answers - in relation to 

the underlying trend - is the broad 
point on which I have endeavored to 
focus attention. We have completed a 
great quarter-century of business. We 
stand, if the analysis of the underly­
ing trend published in last month's 
issue · is correct, at the opening not 
only of the second quarter-.century, 
which may well prove even more mo­
mentous than the first, but as well at 
the opening of a year which shouJd 
materialize into one of the exception-
ally prosperous years of this new 
quarter-century. 

. Now the thought - set against such 
a background - which in my opinion 
is emphasized by these business men's 
answers is simply this: Who can fix 
limits to the future growth . of this 
country when, given the greatest of 
material prosperity, its business leaders 
measure their progress in terms . of ser­
vice, ·the application of the Golden 
Rule, the public be pleased, and co­
operation? 

We might discount material wealth 
in gaging the underlying trend if those 
answers had been in material terms. 
But when we have material wealth, 
and the answer is in terms of ideals, 
ethics, .and professional standards -
then I, for one, hold that the underly­
ing trend in this country for the quar­
ter-century ahead is basically soi.Ind. 

And it seems to me that standing 
here as we do at the opening of a new 
quarter-century, there is no small mea­
sure of practical value in turning back 
to our tasks with this fact in mind: 

There is now a professfon of busi­
ness; the business men of the country 
have themselves elected to measure 
their success by ideals. 

For that is the great message to be 
found in the table on page 36. 
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