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GLYNDON H. CROCKER, 58 DIES

PROMINENT LOCAL
CITIZEN STRICKEN,
[LL ONLY 2 WEEKS

President of Crescent Corset Co.
And Former Districi Governor of

Rotary Club

RESIDENT HERE OVER 30 YEARS

Active in Many Community Affairs
And Prominent Among Those
Raising Guernsey Cattle

Glyndon H. Crocker, 58, presi-
dent and general manager of the
Crescent Corser Company, died at
1:45 this afternoon at his home on
the East River road, following an
illness of about two weeks.

During a ecareer in Cortland
which spanned over 30 wvears, Mr.
Croeker became a prominent figure
in the business life of the com-
munity, as well as an active sup-
porter of worthy social and civic
movements. =

Mr., Crocker was born at Berlin
Heights, Ohio, July 19, 1887, the
som of Harry H. and Rosa Bohner
Tuttle Crocker, the former a na-
tive of Chicago, 1il., and the latter
of her zon's birthplace. His fath-
er, who is now deceased, was sales
representative for a woolen con-
eern. Mr. Crocker received a gen-
eral education in the public schools
of his native community and after
completing this part of his studies
attended business school at Nor-
walk, Ohio. He then began his
career with Marshall Field & Com-
pany, in Chicago, with which he
was associated for two years and
later joined the Warner Brothers
Company, ecorset manufacturers,
where he remained for 10 years.

At the expiration of this period
he came to Cortland as vice presi-
dent and sales manager of the Mil-
ler (Corset Company and in 1920 be-
came president and general mana-
ger of the Crescent Corset Com-
pany here, which he headed until
his death. He was also a member

G. H. Crocker

of the hoard of directors of the
J. C. Penney Company, the First
National PRBank of Cortland and
owned and operated a 700-acre
farm near the city known as
“Crocker Tarms,” where he raised
pure-hred Guernsey cattle and
pure-bred Percheron horges.

Mr. Crocker was a former dis-
trict governor of the Rotary In-
ternational, a member and Tormer
president of the Cortland HRotary
Club, past president of the Cort-
land County Hospital Association
and a trustee of the Young Wom-
en’s Christian Association. He also
helonged to the Cortland Country
Cluh, Cortlandville T.odge., 470,
F. and A. M.. in which he was
also a thirty-second degree mem-
bher of the Syracuse Consistory, and
was a member of the First Preshy-
terian Church of Cortland, where
he was a trustee,

On August 8, 1908 Mr. Crocker
married Myrl Z. Brown of Chicago.
Iil.,, the daughter of Charles E.
and Rose Brown.

Surviving besides his wife are
three children, Glynden H. Crock-
er. jr.. of Homer; Mrs. Harry Da-
vis, jr., of the East River vroad,
Cortland, and Robert Lyle Crocker,
a civilian instructor with the 1. 5.
Army Air Corps; and two grand-
sons, Glyndon H. Crocker, 111, and
Tracy Ashley Crocker of Homer.

Funeral arrangements are in-
complete.




JCPenney

April 17, 2001

Tracy Crocker
14115 41st Avenue North
Plymouth, MN 55446

Dear Mr. Crocker,

Enclosed is the continuation of your grandfather’s obituary in the September, 1945 Pay
Day. I'm glad you have enjoyed the material, and if you need any more JCPenney
historical information, let me know.

Sincerely,

Jeff Pirtle
Museum and Archives Project Manager
J.C. Penney Company, Inc.

J. C. Penney Company, Inc., P.O. Box 10001, Dallas, TX 75301-0001
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To All Penney Associates:

Glyn was 58 years old. In
£ July he had just rounded out
a service of 25 years to this
i Company. During that period
herhad beonTrosid

On August 2nd, we were shocked by the news of the
death of Glydon H. Crocker. Mr. Crocker had been ill
for a short period and had suffered a stroke. To those
of us who knew him it was hard to grasp the idea that
so vilal a personality had been taken from our midst.

those words one ean read his

appraisal of the: values he

sought. e came with this Com-
tsinally I

eral Manager of the Crescent
Corset ‘Company, 'and since
1926 a Director of the J. C.
Penney Company.

For those who knew Glyn
Crocker, any story of his life
and of his wvaried activities
would be inadequate.

In his own community of
Cortland, New York, he was a
leader and worker in everything
that made for the good of the
community. Whether it was the
Y.M.C.A., his church, the Red
Cross, 1 community drive or
any other activity, he gave
freely of his own means, but
even more important, he furn-
ished the inspiration and lead-
ership -that assured success.

He served for more than one
term as District Governor of

= Rotary and as a member of
commitiees of Rotery Interna-
tional. In his work with Rotary,
Clyn followed the samc philos-
ophy that had guided him al-
; ways. He believed that what
men did spoke more clearly
than what they said. “A serv-
ice club,” as he frequently put
it, could justify ‘itself only as it
Wentored Fank setiseie Silecart

Worl with, and for, erippled
children received his most gen-
erous support. He loved to lend
a helping hand to those who
were most in need.

Glyn’s friends were legion
+ + «» he had a capacity for
friendship. Those of us who
were privileged to hunt or fish
with him found the hours all
too short. His own enjoyment
of the recreation and leisurc
hours was -matched. by his

. thoughtfulness in assuring en-
joyment for others.

His contribution to the J, C.
Penney Company extended be-
yond activities in the Crescent
plant or in the Merchandise De-
partment. We conld always
: count on him for thoughtful
consideration before he spolke,
and for a sound judgment that
would advance the welfare of
the Company and of his asso-
ciates, There was no trace of
selfishness in his whole being.

. Some months ago, Glyn de-
-seribed his -experience in join-
ing  this Company. I want to
quote hiz own words, for in

ghue.
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nd-Cen- |

P ginally :
in'it certain qualities, and, af-’

terwards, he did his best to |

build even more strongly injo
Crescent and into the Penney
Company those same qualities
over a period of 25 years of
service. -

“In 1920 I was associated
with one of the larze corset
manufacturers as Vice-Presi-

dent in charge of sales. At that |

time I called at the New York
offices of the J. C. Penney Com-
pany 1o solicit their business for
the company that I was then
with, one of my duties being
the supervision of sales and the
handling of a few large accounts.
1 was immediately very much
impressed with the character of
the men I met in comnection
with my business relations with
the J. C. Penney Company, They
were enthusiastic about the
Company for which ‘they
worked. It was evident that their
association with the J. C. Penney
Company meant something un-
usual to them. They diseussed
values, gualities and service in a
way that gave it a new and dif-
ferent meaning to me, despite
the fact that I had been doing
this type of work for several
Years with some of the outstand-
ing operators of the country.
These Penney men were truly
proud of their Company and
they were equally proud of their
association  wil the Penney
Company. They told me how
Mr. Penncy started with a little

-store in' Kemmerer, Wyoming;

about the rapid and unusual
growth of the J. C. Penney
Company, ahout the Company
plan for partmership, of Mr.
Penney’s belief that his fellow
associates should share in the
profit which they, themselves,
helped to ereate. As the story
unfolded, I sensed in them a
great inspiration and loyalty,
that had been passed on to
them by a great Iéader. The
faith in the future, as expressed
by thesc men, was beyond chal-
lenge. They were courteous and
considerate and approached
their task with a Know What
and Know How that impressed
me deeply and thoroughly
aroused my thinking. il

{Continued on Page 3)
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POST-WAR ADJUSTMENTS
SUBJECT OF CONVENTIONS

Nation-Wide Managers’ Meetings Consider Merchandise and Personnel
Problems of the Next Few Months

No Immediate Merchandise Relief in Sight

Junior Conventions were held all over the country during the last weeks in Sep-
tember to .take up emergency topics connected with the Company’s reconversion to
post-war conditions. First among the problems was that of merchandise supply and
the :outlook with respect to the immediate future. The discussion went as follows:"

“What effect will the ending of the war have on the availability of merchandise?
That is the question being asked by customers, who have go long done without things
they need, It is being asked by store managers, who have had to do a job in which
nothing was certain but the uncertainty of merchandise supply. It is being asked by
store associates, who want to be able to séll the things customers want.

“Many factors enter into the
angwer! Many manufacturers
find that reconversion is being
slowed ‘by the continuance of
various types of government
controls. The National Retail
Dry Goods Association, of whose
Board of Directors Penney Vice-
President A. W. Hughes is a
member, has called upon the
Office of Price Administration
‘to adopt 2 policy of accelerating
the decontrolling of one cate-
gory of gpoods after another as
inereased production is obtained
and to speed such action by re-
laxing - controls sufficiently to
encourage production and distri-
bution of wanted things.! -

Soha‘e‘Memh{mdiWPro;pests
- ‘Better Than Others

before” more  merchandise ‘and

tyigmmierely a; matbersof-bime

better merchandise is available,
But the mere ending of the war
is not going to produee, at once,
& flood of the merchandise we all
want. In spite of newspaper talk,
the situation is not going to
change overnight. In some lines
it will come sooner than expected,

In others it will be delayed.

“If Governmental controls are
made less onerous, and if lahor
is freely available, it is likely
that we will be in a slightly
better position later in the year.
In any event it will he many
months before such merchandise
as sheets, pillow cases, towels
and other domestics will be plen-
tiful. The present outlook is
that rayon yard goods will con-
tinue scaree for a long time to

come;- but there iz hope vf an-

increase in cotton fabries. Ray-

R C. Weiderman

COMPANY ANNOUNCES APPOINTHENT OF TWO NEW- OFFICERS

G. M. Campbell

Two important Aceounting Department changes took place on
July 1st, with the appointment of Robert C, Weiderman to the post

of Assistant Comptroller, and Glenn M. Campbell to the newly-.

created position of Company Auditor.

These changes will make possible some long-deferred studies of
systems and procedures, which will modernize and simplify those

in use now, Both

Mr. Weiderman and Mr, Campbell will be in-

strumental in the development of this work, which considerably
broadens the scope of their assignments.

Robert C. Weiderman—
Assistant Comptroller

Mr. Weiderman’s appointment
as Assistant Comptroller took
place 29 years after his start
with the Company, In 1918 he
assumed charge of the Disburse-

_ments Department, and in July

of that year left to serve in the
United States Navy,

In 1920 he was made Assistant
in charge of Stores Accounting,
and in 1929 assistant in supervi-
sion of the Accounting Depart-
ment,

Besides the new features of
Mr. Weiderman’s assignment, he
supervises development and op-
erating of accounting and con-
trol methods and procedures for
stores and the New York Office,
Accounting Division.

In 1942, he served in the office
of the Quartermaster General.

Glenn M. Campbell—
Company . Auditor

Mr. Campbell joined the Com-
pany in 1929, as assistant to
the General Accounts Supervi-
sor, which position he held until
July 1st, when he became Com-
pany Auditor.

In addition to assuming new
responsibilities, Mr. Campbell
controls ecentral and branch of-
fice subsidiaries records, audit of
vendor accounts, the Company
Thrift Plan, the Management

Plan, and financial statements |

and budgets.

Before joining the
Company, Mr. Campbell was
senior accountant on the staff
of R. B. Mayo & Co. of Denver,
Colorado, in which capacity he
worked with the J, B. Byars and
Lindsay stores which were ah-
sorbed by the J. C. Penney Com-
pany in 1929, E

Penney |

on  gowns, slips and pajamas
show 1o signs of immediate re-
lease and nylons, which are on
everyhody’s mind, will not be in
adequate supply until the mid-
dle of next year. As for cotton
vard goods, slips, sleeping wear
and similar items more adequute
stocks are expected to be avail-
able hefore the year's end.

“In general, merchandise will
continue extremely difficult
through the balance of 1945 and
well into 1946.7

Revival of Planning
Discussed

At most of the meetings there
was a diseussion of the revival
of the type of planning that pre-
vailed in pre-war times, but the
merchandise  situabion is stiil
such that it is difficult to work
very far ahead, However, it was
generally agreed that it is im-
portant for everyone to hegin
to think about planning as it
used to be done—to get into
practice again.

Concerning Post-War
Personnel Problems

In a disenssion of personmnel
matters, certain features of the
current situation came into es-
pecially sharp focus, due to war's
end, and the return of so many
associates from the Armed Serv-
ices, AN full time vegular asso-
ciates who left for Military or
Naval service will, of course, be
welcomed back into the Company
in the same store and the same
position.as before.

There is no dearth of oppor-
tunity for these men and women,
and for those who remained with
the Company through the war
period, since the Company’s plans
for expansion (see pages 4 and
4) will provide ample opening
for their growth and advance-
ment within the Company.

Partienlar stress was placed
on the importance of returning
to our good cld-fashioned Pen-
ney service, which, while it was
maintained after a fashion dur-
ing the diffiecult war years,
should be brought back to the
highest possible standard.

Itis hoped that the discussions

at the District Managers' Mect-
ings will greatly facilitate the
handling of post-war situations
in all departments of store op-
erations,
. Ninety-three meetings were
held in all parts of the country,
each with a district manager
presiding, and some were at-
tended by representatives from
the New York offce.

3,011 STILL IN SERVICE

The total numhber of associ-
ates who have served in the
armed forces is 6,631, Of this
number, 5,071 are still in serv-
ice. 324 have received honor-
able discharges and have re.
turned to the Company, while
127 honorably discharged vet-
erans have resigned from the
Company. 119 associates were
killed in action,

g v
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NEW YORK ASSOCIATE WINS PRIZE FOR MURAL!

SOUTHWEST PACIFIC—Cpl. Robert C. Schott, on military
leave from the New York Office Advertising Department, received
high praise for murals he painted when he was called upon to
decorate the G. L-built American Red Cross Enlisted Men’s Service
Club, at his station. Instead of the usual South Sea Island scenes,
Schott ¢hose for his theme a sleepy, peaceful American small town
“Main Street”, complete with its little white church, old corner
drug store, grocery and barber shop. Recently, Cpl. Schott entered

an Art Exhibit contest sponsored by the American Red C

ross, in

whiech the mural was awarded first prize. Cpl. Schott is shown
above putting the finishing touches on his prize winner.

BEFIRM...
WITH THAT GERM

;?//
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A germ may be
a fearsome
thing—
|-—troften-knocks
you flatt
Me actions are quite menacing!
We'll guarantee you thatl

Now germs gel in, within your
skin

Through any little scratch,

5o quick—go get the iodine,
And then put on @ palch!

If you enjoy your Penney job

You'll have ta stay alivel

For ghosts can'l serve the shop-
ping mob

No matter how they sirivel

5o take good cara of any cul

Or pin jag. burn or scrope;

Don't give those
germs a
chance 1o
strut—

And leave us

hanging

crepal

~
Wy

MAN CAN ONLY TRY HIS BEST

SPRINGFIELD, ILL.— Any
man whose wife sends him on
shopping tours will sympathize
with this Penney customer whose
sad story appeared in the Lin-
coln Log, published by the Lin-
eoln Ordnance Depot, Springfield.

“On Friday evéening as I'm
banging my fedora over one ear
the wife says to me, ‘Since you're

ing to town, you can pick up
a couple of spools of thread for
me” Being a dutiful husband I
inquires as to where, what kind,
et cetera and gets briefed for
the mission properly.

“I eventually makes it to the
village (after the pause that re-
freshes at the Ritz) and just as
eventunally finds a parking.place.
Having made the beachhead, I
mentally plans my campaign.
Mentally alert as usua_l. 1 says
to myself, ‘I'll rendezvous at the
Connors Grill and deploy my
forces from there.! With me the
thought is the action so I pro-
ceeds to the rendezvous. Mar-
shaling my forces I reviews the
plans, takes on some supplies for
the campaign, and wi ea
high and fighting heart sets ont
for J. C. Penney's basement, I
encounter only minor resistance
at the door, suffer light ecasual-
ties—woman swats at her son
with package and hits me—un-
daunted I proceeds to basement
—the fighting is more intense,
casualties heavier—woman steps
on my toes, twirls, hits me in the
ribs with elbow while I'm as-
saulted from rear by a woman
carrying a bolt of material. T
works my way out of this sldr-
mish, still undaunted. Just as I
break clear a woman snaps a
piece of toweling in my face, and
another grabs my hat and yells,
‘Here clerk, this is the color I
mean’ and nonchalantly places
hat on a wax dummy. Now, I'm
a patient guy and I like to be
helpful at home—but there’s a
limit, so I says to myself, ‘John
—diseretion is the better part of
valor.’ As I said, with me the
thought is the aetion so I retires
to Connors, from whence I
shouldn’t have ever come in the
first place.”

PLASTIC SOLES O'KAYED
- BY RAILROADER

YATES CENTER, KANSAS
—Manager J. M. Perkins sends
us this letter from a customer:

“T hought on Sept. 10, 1944 a
pair of Railroad shoes No, 2416
with the plastic sole on. I wish
to advise you that I wore this
shoe for over 6 months every day
on the railroad. I never had a
shoe of any kind that the sole on
them wore me more than 90 days.
Am byeing another pair right
away. A sole on a shoe never
wares me more than 90 days but
this one wore mé six months and
was not wore or thin when I had
a half sole put on but I sure think
lots of the Plastic sole and ad-
vise any brother workers to buy
them. .. ."”

Page Three

Pty Day
PENNEY COMPANY 1S
PIPE LINER'S FRIEND

RICHMOND, KY -—Manager
B. B, Willis received a writfen
request for a Polar Star blanket
from a customer who had bought
two of them for Christmas pres-
ents and now wanted onie for her
own use.

She wrote: “I am one of the
pipe liners who lived in Rich-
mond, Ky., all last summer and
fall, As you probably know, the
J. C. Penney stores are the pipe
liners’ friend all over the United
States. I don’t know what we
would do without them ., . .”

25 YEARS OF LOYAL
SERVICE REAP REWARD

BEAVER DAM, WISC.—Mrs.
Flossie McGinnis recently com-
pleted 25 years of service with
the Penney Co. having been
cashier of the store here since
its opening. She was guest of
honor at a dinner and theater
party given for the entire store
personnel by Manaper W. H.
Wegner and Mrs. Wegner.

The party had a double signi-
ficance since it also marked the
completion of 25 years of service
to Beaver Dam by store No, 293.

NO 0. P. A. IN CASA BLANCA

BRENHAM, TEX.—Staff Ser-
geant Erwin Reue, an associate
of the Brenham store, came home
on a 30 day furlough $72.00
richer because of two Nation-
Wide sheets. The sergeant went
into Casa Blanca with the invad-
ing troops and, after several
months of sleeping on the ground
and in mud, was finally assigned
to 2 building which had a bed.
He wrote home for a pair of Na-
tion-Wide Sheets, which were
sent fo him immediately, Eight
months later his company was
ordered . into .combat. and  was
allowed to take only limited
amounts of personal belongings.
Reue offered his sheets for sale
to the Arabs and got 30,000
francs, the equivalent of $72.00
in American money. Reue said
he “feit he had gotten back a .
little of the overcharging the
Arabs had gotten from our boys
while over there” Manager C.
E. Koon asks, “Can anyone top
$72.00 for a pair of Penney’s
Nation-Wide sheets?”

Tom Murray, Head of Depart-
ment “G"”, has announced the
publication, this month, of Ad-
vance Fashions and Fabrics for
Fall and Winter, 1945. A copy
of this book will be sent to every
store for counter use, and will
be of considerable value to every
associate in the ready-to-wear,
aceessory and notions depart-
ments, as well as to those in the
pattern department.

Advance Fashion and Fabrics
is an attractive book, containing
a wealth of fashion news, textile
information, suggestions for
make-overs, and construction de-
tails designed to give home
sewing a professional appear-
ance. The new issue features
four pages of “Fashions for the
Family’—what the family will
wear at work, lounging at home,
playing out-of-doors and enter-

How much do you know about SWEATERS?

1. Sweaters are always all woaol.

2. A ski sweater should be used only for skiing.

3. Sweaters should be washed in lukewarm water.

4, Strong soap should be used to insure getting sweaters

thoroughly clean,

5. Water of the same temperature should be used for washing

and rinsing.

6. The final rinsing water should contain a small amount of

mild soap or glycerin.

7. “Sloppy Joes” should be bought at least three sizes too large.
8. Coat style sweaters are only for “older” men.
9. Women's cardigans, sold as sets, ¢an be of the same color

or contrasting colors,

{Answers on Page 8.)

PENNEY MANAGER HONORED!
TRAVERSE CITY, MICH,—

T. A. Fowler, manager of the
store here, recently received the
“Forney Clement Memorial
Award”. This award, presented
by each Kiwanis Club in the
State of Michigan, is presented
to the outstanding citizen in
every community where a Ki-
wanis Club ig located, Mr. Fowler
was selected by the Board of
Directors of the Traverse City
club to receive this award in 1945
“for his unselfish efforts in the
promotion of ¢ivie interests.” He
has served as a Director of the
Chamber of Commerce, headed
the Committee in charge of War
Savings Stamps and War Bonds
among the business firms there,
iz a Director of the Kiwanis Club
and Adjutant of the Bowen-
Holliday Post No. 35 of the Am-
erican Legion.

SHOE CUSTOMER REPEATS!

WALSENBURG, COLO.—
Manager F. B. Umphress, of
store No. 386, sent along- this-
letter saying, “Here is one for
PAY DAY": “Many years ago
you got me to buy some Penney
shoes. I have been wearing them
ever since. Do you have 10D17581
20 8213 7457 If so will you send
to me at once a pair by P.P. if
not drop me a line and let me
know. I have tried but can't get
them here.”

A pair of Lot 745 was sent to

him immediately.

THE PATTERN DEPARTMENT

taining friends. Children’s
clothes, outfits for the teen-ager
and for the college undergrad
are also featured, as well as de-
tailed instructions for the build-
in%' of a coordinated wardrobe.

n addition to sending a copy
of the book to each store, the
New York Office mails and pays
for thousands of books which
are sent direct to State and
County Home Demonstration
Agents, and each store iz noti-
fied of the groups in its area
who receive the book., However,
there are other clothing leaders
in each eommunity, such as 4-H
Club Leaders, Home Ecenomics
teachéers, dressmakers and
church sewing circles, to whom
the stores should distribute cop-
ies of Advance Fashions and
Fabrics. They may be obtained
at small cost to the store, ac-
cording to Bulletin No. 9096,
and should be given, not sold, as
an_education service.

Miss Mary Omen, Penney’s
Fabric Fashion Stylist and pat-
tern buyer, suggests that the
store manager and the piece
goods and pattern department
associates be familiar with the
work being done by those groups,
as well as with the fashion book.
Adwvance Fushions and Fabrics
is effective only when stores do
their part in the follow through.
A thorough knowledge of the
Advance bock and an active in-
terest in community sewing aec-
tivities on the part of Penney
associates, will result not omly
in increased sales in piece goods,
patterns and accessories, but

also in increased fashion pres-
tige and good will.

LAY-AWAY CHECK-UP
LETTERS GET RESPONSE

FAYETTEVILLE, N. C—Fay
Geddie, of store No, 795, reports
that systematic eheck-up on V-
Away pets results. A letter to a
customer whose payments were
delinquent had the following an-
SWeT:

“Dear Ser I am rite you to
let you here from me I will
there some time dune the week
after my suit if nothing happen-
ing to me.

'

From
»

GLYDON CROCKER
(Continued from Puge 1)

The J. C. Penney Company
needed quantities of merchan-
dise, the kind of goods with
which I was familiar with pro-
ducing. 1 came into the Penney
-Company. to sell them ..mer<
chandise. When 1 went our, 1
had been sold on the unusual-
ness of the Penney Company,
and the probability of its be-
coming one of the country’s
great merchandising concerns.

The following day I talked
with Mr. E. C. Sams, who is
the President of the Company.
He told me many more inter-
esting things about the Penney
Company and offered me the
management of a factory 1o
make foundation garments ex-
clusively for the Penney Com-
pany and which later bacame
known as the Crescent Corset
Company, Ine., 2 wholly-owned
subsidiary of the J. C. Penney
Company. 1 was so impressed
with the ealiber of the men I
had met in the J. C. Penney
Company that | very prompily
accepted the offer at a salary
substantially less than the one
I was receiving at that time, for
I could visualize the growth
that I was sure their method of
doing buosiness would bring
about and which I have since
seen eome into fruition.”

Clyn’s family life was a most
happy one. Our hearts go out
to Mrs. Crocker and to his sons
and daughter in their loss. They
have a rich inheritance in the
loyalty, devotion and wunder-
standing which made the Crock-
er house a “home” in the finest
sense of that word.

I do not want to eulogize
Glyn; that is the last thing he
would have wanted, because he
was too human and too humble
to welcome praise for himself.
Rather, as I think of his life
and of our years of association
together, I find myself going
back repeatedly to the first two
lines of that poem, “God, Give
Us Men!™

“God, give us men. A time

like this demands Strong

minds, great hearts, truc
faith, and ready hands.”

Glydon Crocker possessed a
strong mind, a great heart, true
faith, and hands that vere ever
ready 10 do and o help. We are
better and our lives are richer
for our association with him.
As was said at the service in
Cortland, “He has left a mem-
ory that will endure longer
than any memorial or mona-
ment that we could baild.”

E. C. S5AMS.
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For it was only as long ago as
erer, Wyoming. Yet, in other
;rides in science, in transporta-
we have seen take place in those
of :living. A whole century of
tore in Kemmerer and the huge,
‘he NOW in our company’s saga

d the doors of the new J. C. Penney
3 Penney stores stilf operate under the

aphs, we might not be far wrong’

£ the new J. C. Penney store
in 19021 Again comparing these
pace with the times , . . giving
1 to pay ... growing up with a
—these are the things that have
force that, in the short span of
- n one small store doing a volume
doing a volume of $257,963,945.

An Auniversary
Message from
Mr. Penney

It’s a long jump from one lit«
tle 25 x 40 foot shack of a store
to a huge net work of 1642,
stores, spread over the 48 states
of our great nation . . . & vast
difference between those coal
oil lamps that we used to trim
and clean and a splendid 18
story building that houses the
most modern methods and faci-
lities of merchandising and pub-
licity.

I ha\'e often been asked if 1
vigualized oiir present great or-
ganization when I opened first
one and, later with Mr. Sams
and other associates, more and
more stores, Of course, the an-
swer is “No.” I would be ¢laim-
ing gualities of planning -and
fores1ght that were by no means
mine. I did give the best that

‘was in me. And I can honestly

‘say that when I lay down to Test
at night—(and sometimes 'twas
the wee, small hours of the
morning before we were
through for the nightl) it was
with the comforting knowledge,
that I had done a good, hard
day’s work! o

Tt oceurs to me now and again
to wonder what even bigger and
better things the J. C. Penney
Company -could accomplish if
every associate, from the great-
est to the least, were to go about
his affairs every day as though
the Penney Company actually
were his or her own business. I
imagine that we should see a |
business many times as strong i
and great as that you have to-

day. E:
But enough of dwelling on the
past. T would tell you of several
weeks of inspirational exper-
iences that 1 have recently en-
joyed: They were the sessions
Wwith your District Manugexs.‘
Talking w1th them, going to
their various meetings, belng
able to observe them unstintedly
for a period of time proves to
me over and over just how
t we were—and how well we
bmlded—when the founders of
this business set as our measur-
ing stick—young men of char-
acter. I was impressed by the
young men coming along in our
company. They have been well |
chosen. They are responding,
splendidly, to their opportuni-
ties and training. 1t is heart-
ening to know that, when we
older men are ready to turn
over the reins, these Young
Men of Character, trained and
steeped in the policies that
have made us a great organiza-
tion, will be ready to take over.
There is just one thought I
wigh to send you on the occasion
of our 37th Anniversary—and |

that is:
* WEVE JUST BEGUN TO
SCRATCH THE SURFACE!
Big Business? Why, fellow
men and women, I have been
{and still am) aetive in the af;
fairs of the J. C. Penney Com:
pany for 37 years. We have
just weathered the worst de-
pression of our times, and come
through it bigger and stronger
than ever. That's why I say to
vou, as far as our business goes
—“We've just begun to scratch
the surface.”

" ton steekings, high button shaes,
ming, raised big families, went to
ohiskers, plug hats, ascot ties, red
bicycles wid"ﬁﬁgﬁ?ﬂ, went in for
. Stores burned coal oil lunps, car-
‘never _mnk inventory, placed orders

!

of underwear, have bobbed huir,
s end go in for politics, Men have
whiskers, play golf, bathe twice a
stood at home, play the stock mar-
ul die young.' Storés have electric:
' buy in advance, have overhead;
trol, annual and semi-unnual ‘sales;
ge sales, economy days and NEVER

“How's this?”. Frank,
it for this one.

AS THE TWIG
IS BENT—~

‘When Mrs., Watson of the
EVERETT, WASH., store came
to- work for Penney’s, her son
was six years-old, That was
twenty years ago, Mrs. Watson,
as you may gather, has seen
quite a few Penney anniver-
saries come and go and, as a
loyal employee with a thrifty
streak, she always bought her
son’s clothes from Penney’s,
Now young Watson is a man o
twenty-six . . . all“his -clothing,
from the skin out and from
ishoes ‘to hats, has always been
“bought from Penney’s, What an
interesting record it would have

.made if the. Watsons, mother-

and son, had kept a record of
the amount of money thig shop~
ping where the “Lowest Prices

in Town” prevail has saved
them!

LITTLE jourmneys
with BIG MEN

Associates, meet your Board of Directors! They're the Big Trees that

grew from the Little Acorns in whi

our company had iis roots . . .

and ihera isn't a "ecity slicker” in the lot! Most of them, like you and
1, came from small towns or adiacent farms. Most of them, like you
and I, came with the company as clerks. By dint of hard work, they
rose to the top—even as you and I may dol

stuncimg business executives nd merchants in the United -
He was elected president of the company in 1817,
which position he has held with notable success ever since.

States.

in 1911, He moved 1o New York as head of the Accounting
Deporiment in 1915, was clected « direcler in 1816. Became

first Vice-president. Retired from active service in 1930.

Was mmmger oi Everett store until 1926, when he entered
the Personnel Dept. in the New York Offica. He baccme hecrd
of Personnel, was elected director in 1926, Served as Vice:
president from 1930 until he ratired Lrum active service in 1937,

come with t.he Penney Company in 1824, Became head of
Saleg Depariment in 1929 and was elected director and V:ce-
president of the Compeany in 1830.

ly. Mo

- St Joseph, Mo. After some time

: ‘chee, Wash. Opened Leavenworth,

Later managed the Eureka, Utah and Athens. Ga.,
stores. Transferred to the Personnel Depariment in New York

1. C. PENNEY, Chairman of the Board of Directors, was bomn
in Hemilton, Mo., where he spent the early yecrs of his lifs.
Later he became « clerk in « drygoods store,in hiz home
town. Opened his first store in Kemmerer, Wyo., Gs « one-
third ‘parmer. Subsequently his pariners sold out to him.
Mr. Penney resigned 'as president of the company in 1817 to
become Chedmman of the Board of Directors, which position
he has since held.

E. C, SAMS, President of ]. C. Penney,
was born in Simpson, Kansas. After
several years in the retail business,
he came with Mr. Permey in 1907 as
a clerk at the Kemmerer store.  Mr.
Sams is considered one of the out-

J. L H. HERBERT, Treasurer and
Vice:president, was born in Union
Star, Mo. He started work as an of-
fice boy with the Burlington R. R. at

spent in the bonking business, he
came with J. C. Penney in 1811 at Salt Lake City. He became
a director in 1813.

G. H, BUSHNELL was born in Toledo.
Ohio, At 15 his fomily moved to
Mexico. Later, Mr. Bushnell became
a feller in the American Bank in
Mexico City. He came with the ]. C,
Penney Company in Salt Lake City

‘WILK HYER was bom in Lake Spring,
Mo. He staried with the compemy
‘in 1810 ‘at St. Anthony, Idcho and
later becams manager of the siore
v Wella Walla, Wash, Was placed
in charge of shoe buying for the
entire chain i 1817, at 5t Louis: ‘Wos elected dizecter in
1818, Retired from active buying in 1829,

LEW V. DAY was born et Roodhouse,
Il Started in the retail business at
the age of 17. Was first employed
by the company in 1812 at Wenat-

“Wash,, and Everett, Wash., stores.

G. H. CROCKER was bom in Beria
‘Heights, Ohio. He started, as a boy,
in Marshell Field's wholesale depdrt-
ment at the age of 17. Started selling
corsels three years later. He was
active in the manufacture and sale
of corsets until he came with the compeny in 1820 s head of
the Crescent Corset Company at Cortland, N. Y, He was
elected -a director in 1926.

‘W. A. REYNOLDS. Vice-president.
wuas born in Chehalis, Wash. After
school and college, entered Rhades
in Tacoma. Wash, where he ad-
vanced to the position of Sales cnd
Merchandise manager. Left there to

E. A. ROSS was bom in Clearwater,
Kansas. He entered gemeral store
business in Kansas after college. He
came with the Pénney Company at
the Dallas, Oregon store. Was later
in:‘Hoed River «and Bend. Oregon.
Opened the Portland, Oregen store, the largest store in the
Company in 1828—when he came to New York os head of
the Real Estate -department, Was elocted director in 1930.
K. W. HUCHES, Vice:président, wes
born in Skoneateles, N. Y. After
graduation . from  college taught
chool. His first retail experience was
in grocery and general stores. Came
with the company. in 1820 at Mober-

in 1926, Become assistant to the
president in 1930, a director in 1833,
‘Was made Head of the Personnel
Depariment -and Vicepxesxd.em in
1937,

F. W. BINZEN was born in Brooklyn,
N. ¥. After scheol and college, he
entered the textils business in New York City. Lctter repra-
sented « large number of whelesclers and in
the ‘market. Came with the Company in 1926 cnd became
head: of the Merchandise Deperiment in 1829, He was elected

" director in 1935,
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THE CORSET BUSINESS

By G. H. CROCKER, General Manager, Crescent Corset Company, Cortland, New York

SN July 1, 1920, a build-
2% ing was rented in Cort-
¥ land, 25 x 80 ft., three

: iyl floors, with a total

floor space of 6000 sq. ft., which

became the first home of the

Crescent Corset Company.

Well do I remember each oper-
ator and associate in the rotation
in which they were hired.

The number of employees was
small and made possible a personal
acquaintance with every indi-
vidual and that very thing has
meant much in the building of
our organization and the injec-
tion of the real spirit, the ideas
and ideals of our parent Company.

I sometimes wonder if it would
have been possible to have started
at the point where we are today
with an equal measure of success.
I am reasonably sure that the
time spent in starting small and
building a foundation first has
meant much to us. Our associates
started with the jobs they were
able to handle and have grown
proportionately with our business.

Factory operation makes the
same requirements that any other
branch of our business needs,
namely, men and women who are
loyal, who take pride in their
work and who have a desire to
make not only a certain number
of dozens but a certain number of
dozens made in such a way that they
are a credil lo the company.

I believe most labor difficulties
can be overcome by frankness and

understanding and that an abiding
belief in the desire to be fair is the
paramount factor in *successful
operation. Labor turnover and
the expense of training new em-
ployees are among the unknown
overheads. Out of approximately
six hundred employees, however,
we have lost only fifteen from
January first to July first, a
period of six months—sickness,
marriage and all other causes in-
cluded.

2

ANY of the first operators

are still with us and I never
think of them without the realiza-
tion that after all they have taken
and are taking a definite part in the
growth and building of the Cres-
cent Corset Company. It was not
the great generals who won the War
but the boys who wore the steel
helmets and it is not the executives
who will build to the ultimate

Corner view of the Crescent Corsel Company’s factory, which, when an addition now
being erected 1s completed, will have a lolal floor space of 96,000 square feet
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heights our organization but the
spirit embodied in the masses of
our great Company that must and
will carry on.

Today, with the larger number
of employees, it has become im-
possible for me to know inti-
mately every individual as 1 did
when the number wag smaller, but
the understanding and contact
with all when we were smaller
created a leaven that I hope will
be everlasting.

-

OUR people look at the factory
as their factory. In the eight
years of its existenice I have never
seen one penctl mark on the walls or
wash-rooms. True, this may seem
a small thing to mention but to
me it is one of the big things, one
of the outstanding things because
it signifies an appreciation of a
wholesome, clean atmosphere in
which to spend one-third of their
working lives.

The necessities, the big things,
the important things, always as-
sert themselves. It is therefore
refreshing sometimes to see sig-
nificant little things made con-
spicuous by their absence.

I realize the difficulty to be met
with in trying to specialize each
individual department but it seems
to me there are few departments
which offer larger opportunities
than does a properly conducted
corset department. First, the
amount of space required is small
in proportion to the volume that
can be handled and the invest-
ment is such as to allow a splendid
turnover at a most desirable profit.

The law of averages works in
Cortland just as it does in any
other city where we have a store
and we do not believe there is any
higher percentage of women here
who are wearing corsets and con-
fining garments. than you will find
in any of the other cities, neither
is the percentage in Cortland
higher than it is on Broadway in
New York.

SEPTEMBER, 1928



Ricur—Cutting room, where
as much as 68 miles of cloth
have been cut in a week

BELOW—A  seclion of the
corsel depariment

I have just been in one of our
stores and asked for the sales in
1ts= corset department for last Sat-
urday and I am advised that the
figures slightly exceeded $200.00.
We have at the present time 1024
locations. If these locations aver-
‘aged the sales of the store at which
1 called our corset sales for last

Saturday would have been one-
fifth of a million dollars for the
day.

Have we become imbued with
newspaper propaganda to the ex-
tent that we seriously anticipate
decreased sales in corset depart-
ments? If your personnel reflects
this thought and condition you

are helping some other merchant
in your town establish a desirable
corset department—and this can-
not be done without materially
helping every other department
in that store.

The small percentage of women
who have discarded corsets is far
more than offset by the fact that
women are wearing lighter gar-
ments with less boning, made of
materials that will not stand the
wear of the old-type garments.
The result is that instead of a
woman’s being a customer for two
corsets a vear, as she was under
the old conditions, she is a pro-
spective customer for as high as a
half dozen garments in a price
range as high as or higher than
the type of garment formerly
worn. It will be good form for
salespeople when a woman has
selected her style of garment to
ask, “And how many, Madam?”’

~ 5

An eﬁect:’ve hat display in the window of

'Manager) Assocmi.‘e Fred Bndens:.’me,
‘who arranged the display, describes it in

anner: “‘In the display of Marathon

i ts Black and yellow were used to creaie a

striking appearance either by day or night.

The yellow flowers gave a touch of spring.

The set Drices, floor blocks and show cards

there black with yellow decorations and letter-

ing. At night the set prices and sign, ‘Look

al yowur hal, etc.,; were fleoded with yellow
! Light.”

SEPTEMBER, 1928
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A well-arranged Corset Department

HOW TO INCREASE YOUR CORSET BUSINESS

" By G. H. CROCKER, Crescent Corset Company

’;j. ;J,l the propaganda

'ﬁ which has circulated
2l in the newspapers,
eeiEmd coupled with many
thlngs said in jest which are far
from the facts, been taken seri-
ously enough by the salespeople in
our stores to have a retarding
effect on the sale of our Lady-
Lyke corsets, combinations, and
brassieres?

I believe that it has and that

our corset department in our
stores represents an opportunity
that has as yet been but lightly
touched. .
" While in one of our stores a few
days ago, I was informed by the
Manager that his corset business
for the previous Saturday totaled
$158, which is not an unusual
occurrence for this store in a town
of 13,000 population, and one
saleswoman sold $120 of this
amount. I cannot help but won-
‘der what the corset sales of that
store would have been if that one
girl who was particularly inter-
ested were eliminated and what
the sales for the entire chain would
have been if in each one of our
stores we had one girl as thor-
oughly interested in the depart-
ment as I am convinced this young
lady is. “ _

If our stores had struck the
average of this particular store,
they would have. given us the

JANUARY, 1927

astounding sum of $117,600 as a
total for one day’s corset sales.

These are large figures, hard to
comprehend, and yet not at all
improbable or impossible, not at
all out of proportion to the volume
in other lines.

I say advisedly that it is possi-
ble to make in the corset depart-
ment one-fifth of the entire
amount we look forward to as our
gain for 1927 over 1926. The total

retail sales in this line in the

United States is $115,000,000 and
sales reaching the figure 1 have
named are not unreasonable to
expect as our portion of it.

A representative from the fac-
tory has gone into some of our
stores that were not doing much of
a corset business and has made as

high as forty-seven sales in three
days, in some instances in stores

10

that had  formerly been doing
practically no corset business. My
contention is that she did not
bring this business to the stores.
It was there before she came and
she merely took advantage of
what was there.

Many of our stores are carrying
a very small corset stock and are
doing a very small corset business.
The equipment this representative
carried consisted of a trunk filled
with a limited number of styles
but as high as two dozen of the
best sizes in them, and convinced
us thoroughly of the possibility of
limited styles and good size assort-
ments. The salespeople in these
stores could have handled the
sales just as well, perhaps better,
as they have the advantage of
personal acquaintance that a spe-
cial representative does not have.
One difference is the fact she knew
a great many women, practically
all women with the exception of
those who range in the classifica-
tion of slight models, were wearing
a confining garment of some type

"and that her trunk afforded her

the assurance of the correct size
to take care of the figure after the
proper model had been selected.
~ This question has become uni-
versal at the buying conventions:
How are the stores who are doing

a volume corset business handling
their corset department?



The photograph heading this
article is my idea of a successiul,
well-managed corset department.
I have taken an inventory of the
stock on several occasions to find
that it averages $700.

You will note from the photo-
graph that this corset department
has two sections with a counter in
front. The counter is convenient
for display purposes, particularly
for any styles to be closed out
shich can be neatly piled up on the
counter. An occasional table is
also used as the department is
given its proportion of table space
from time to time.

Do not be afraid to take the cor-
sets and brassieres from the boxes
and place them on display. You
will increase your turn-over and

have very few soiled garments.
In fact, the question of soiled cor-
sets is not half so serious as allow-
ing the elastic to become aged on
the shelves from disuse.

This store purchased from the
factory last year $6941.07 worth
of goods. If we were to take its
purchases for the first eleven
months of 1926, add to them our
average mark-up and deduct our
average cost of doing business, the
corset department, on an invest-
ment of $700, would represent
89, of the net profit of this store.

The corset department, in pro-
portion to the amount of space it
occupies and the amount of money
invested, should be ‘one of the
most desirable departments in a
dry-goods store. In any large de-

partment store this department
will be given a prominent position
and as desirable a location as can
be found for it and be granted its
full quota of window space.

Make one girl responsible for the
department. Fill in often. Keep
an order to fill in your stock con-
tinually on the road. Study the
models, the types of figure they are
adapted for, the styles that are
selling in quantities and see that
the bulk of your stock is placed
in these styles and that the quan-
tities are placed in the good selling
sizes. Do not carry too many
styles but do carry good size
assortments in the large sellers
and you will miss fewer sales than
by carrying just a run of sizes in
every style we make.

HOW TO BUILD UP WEAK

DEPARTMENTS

By H. L. HOAGILAND, Manager ai Kansas Cily, Kansas

7o’ you were the parent
: ‘2 of five children and
R{ahks#l one of them happened
L:}__A_\:g_: to be undernourished,
vou naturally would center your
efforts upon that one child, giving
it every attention in trying to
build it up to normal.

Let us assume that one of the
departments in’your store is like
the undernourished child.

Why not treat it accordingly?

First, determine the cause. Is
it poor location, incomplete stock,
or lack of knowledge of the line?

‘When you have found the an-
swer, then set to work to build it
up. It will remain a sick child
until you do.

You will admit that it would
ordinarily be next to impossible
to build a volume of business in
horseshoes. Yet if you had the
patronage of vour entire com-
munity, you would have a profit-
able volume. Consequently, it is
imperative that we investigate the
demand of the commuuity, in
order that we may buy merchan-
dise that will find a market among
our customers. It is always a

good plan to watch our com-

_petitors, too, to find out just how

much effort.they are putting forth
in merchandising this weak line.
" When you have gathered this in-
formation, then give this weak de-
partment a change of location.
Give it prominent space in the
windows and a little publicity in
advertisements. Assign a live

i &

salesperson to the weak depart-
ment and explain to that sales-
person that he will be held respons-
ible for the upbuilding of that line.
See that every salesperson is in-
structed in the sale and care of
this weak department. Have:
all understand that we have an
undernourished child with us and
that through the efforts and care *
of every member of the store or-
ganization we are going to bring’
it back to normal.

Let me assure you that there is
a cause for every weak depart-
ment. That cause can be dis-
covered. You will find the weak-
ness resulting from one of the
three causes mentioned before:
poor location, incomplete stock or
lack of knowledge.

All departments become weak
the minute the effort to keep them
up is lessened. And the decline
will be in proportion to the lack
of attention we pay the depart-
ment. :

Like a child or a plant, any de-
partment will soon fade if it is
denied proper and constant atten-
tion and nourishment.

JANUARY, 1927



WHAT I LEARNED BEHIND THE COUNTER
IN ONE OF OUR STORES

By G. H. CROCKER, Crescent Corset Company

ol FOUND 1 could sell
8, 37

Foremost hosiery,
three pairs for one

S0
oL
%=1 dollar, to nearly every
customer I waited on and soon
learned that Pay-Days were cut
two inches fuller than the average
make and in one evening could
give a fairly satisfactory explana-
tion of some of our values, at least
an explanation that was satisfac-
tory to myself. Work shirts, work
pants, underwear and men’s cloth-
ing I had no difficulty with at all
and T began to think it was much
more simple to be a successful
salesman in one of our stores than
1 had formerly been led to believe.
Then a woman ruined my peace
of mind by merely wanting to be
waited on for a pair of shoes.

I eventually found someone to
whom I could transfer this cus-
tomer and the thought occurred to
me that T had found what was
wrong with our corset business.

2

RE we looking for someone to

whom we can transfer our
corset customers?

Is it not a fact that in most

casés a large amount of the total”

corset sales in our stores are made
by one girl, notwithstanding the
fact of our practice of general
selling?

Is it not a fact that suggested
sales are universally made in the
departments with which we are
the most familiar and in which
stock we find ourselves completely
at home?

I think this is so—and it is
further verified by the fact that a
man or woman coming into our
stores will invariably sell larger
quantities of the kind of goods in
which he or she has received
training.
~ Are we then agreed, the more at
home we feel in the corset stock
the more corset business we are
going to do?

FEBRUARY, 1927

What is the first essential of a
volume corset business?

The proper assortment of styles
and a sufficient quantity of the

best sizes in them. And here let
me stress the importance of fewer -

styles and larger size assortments.

In what location shall we place
this stock when it arrives at our
store?

Memory brings to mind an inci-
dent:

A few years ago one of the
largest theatres in Chicago refused
to publish an advertisement for
one of the largest corset manufac-
turers because the model on which
this particular corset was shown
was wearing a knee length petti-
coat. This was considered at the
time very immodest. During that
period of the business the corset
department would be placed in
some obscure position so that
women could retire to some out-
of-the-way comer and purchase
their corsets with the utmost
assurance that no one would
observe the operation.

Needless to say, times have
changed. Corsets are today dis-
played on tables in the main aisles
and, in my judgment, the sales in
this department will mount -in
proportion to the prominence of
the space the department is given.

Perhaps first in importance
is a saleswoman, who has a
natural liking for corsets, to take

4

care of the corset stock, to see
that a fill-in order is in transit
most of the time.

If the salespeople in our stores,
particularly the women, will famil-
iarize themselves with our styles,
the particular type of figure to
which they are adapted, and be-
come able to talk the points of
merit of certain models for certain
figures, and as the new numbers
come recommend them to the cus-
tomers, they will find themselves
suggesting these particular models
to the particular women for whom
they are intended.

]

FOLLOWING up this thought,
let me say that during a recent
convention trip I had opportu-
nities to show the line personally
to some of the women in charge
of corset stocks in several of our
stores. They invariably found
several models about which they
were particularly enthusiastic.
They would make a selection for
themselves before half of the line
had been shown and invariably
they would change their opinion
and make another selection after
seeing the entire liie. They
picked, eventually, the very thing
that someone familiar with our
line would have suggested from
the start.

The last time I had the pleasure
of showing the line personally to
the Associates in charge of the
corset department in one of our
stores they made a personal selec-
tion, found something they liked
better, changed it, found another
number about which they were
enthusiastic and changed to that
and eventually decided on a fourth
selection. Their enthusiasm was
real as regards the fitting qualities,
styles and values.

I asked myself, if they were so
enthusiastic that they could find
such an assortment of models that
appealed to them as to make the



- number of selections they had
made, why should not the general
public be just as enthusiastic?
Then I thought perhaps they
would be if they were given the
opportunity of seeing a sufficient
assortment and were told in an in-
telligent way just what a particu-
lar type of garment would do for
them, why it would feel comfort-
able to their particular type of
figure and why they could expect a
reasonable amount of wear from it.

A customer came Into one
of our stores some time ago
and purchased for herself a corset
which happened to be our Style
165. The writer was in this store
at the time when this corset was
returned. The customer was very
much dissatisfied. Her version
was that the garment did not fit,
the hose supporters were too short,
the bust was too high, that it did
not cling to the figure and had a
tendency to ride up on the body.

-There are two sides to every
story and I am wondering, as we
are the parents of this garment, if
our side might not prove an inter-
esting illustration,

T *HE corset was creased, the

steels bent in about three and
one-half inches from the top, show-
ing it had been placed on the figure
in a position that would bring the
waist line at this point while the
top of the corset was where the
waist line should be.

After bringing the garment
down to its proper position on the
figure, it immediately brought
down the hose supporters in place
and they were amply long to allow
for adjustment, in fact had to be
shortened to be worn.

The back steels and the side
boning of a corset, particularly
true of the heavier types, can be
bent to the natural curve of the
body. They will be far more com-
fortable than when put on without
this being done. No doubt many
of you have seen a corset worn
under a thin silk dress where the
bottom line of the corset was very
noticeable. Had this been shaped
up to the body prior to being put
on, it would not only have elimi-

nated this but would have clung
under the lower part of the figure
and been far more comfortable to
the wearer.

This woman was taken into the
fitting room after these sugges-
tions were made and shown how
properly to put on this corset. She
went out delighted with the gar-
ment she brought in for exchange
and has since purchased another
one and to my knowledge has
recommended it to at least three
of her friends. -

v

E do not recommend corset

fitting in our stores but we
do recommend intelligent. corset
selling. The few minutes spent
with this woman not only made
a satisfied customer but the kind
that has made other corset cus-
tomers.

The corset business is no longer
a seasonal business. One of our
stores sold over one hundred dol-
lars’ worth of corsets recently on a
Saturday, notwithstanding the
fact the Christmas rush was on.
The Manager of another one of
our stores remarked to me last
night the number of corsets he had
sold that day was a surprise to
him. There is no distinction be-
tween June and December and if
the corset stocks are allowed to
become depleted in October and
November we are tearing down in
two months what we are spending
the other ten months to build up.

Have you ever waited on a
customer in your corset depart-
ment who has asked for a garment
fairly heavily boned and our style
numbers have not been mentally
photographed in your mind? You
turn to your stock and find Style
102 and when you open the box
the very type of the garment con-
vinces you it is not intended for
her at all. You place it back in
stock, perhaps take down another
box only to find you are still far
away. You may go through a
considerable number of the Styles
before you come to something that
would suggest itself as being what
the customer wanted.

All this time you have created in
the mind of your customer the im-

5

pression that you are not familiar
with your stock and not being fa-
miliar with the stock you cannot
be familiar with her needs. Thusa
mental hazard is built up between
vou and the customer which will
take additional effort to overcome.
A knowledge of your stock would
give you this approach:

“We have several models of
this type, any of which I am sure
will please you. If you like an
elastic garment, our No. 137
which retails at $4.98 is made of
an exceptionally heavy elastic and
is adapted for the woman who
wants the freedom of an elastic
garment; yet the elastic is heavy
enough to be supporting and
confining.

““If you prefer a lace back model
slightly heavier boned, we have
Style 166 which retails at $4.98.
This garment has a graduated
front steel, substantially boned
across the abdomen, made of a
beautiful silk brocade and elastic
of unusual quality. :

“We also have Style 165 which
retails at $2.98 and is made of a
pink coutil, lace back elastic top
model,

“Style 350 which retails at
$3.98 is also substantially boned
and has an elastic abdominal sup-
port, medium bust, made of white
coutil.”

T F you know your line, you have
established a bond of con-
fidence and you know what you .
have that is particularly adapted
to your customer’s needs and you
are going to find it comparatively
easy to sell her any one of these
four models which you feel may
best be suited to her figure and to
her purse. .

I continually find myself won-
dering what the average corset
business for one of our average
stores should be and it invariably
brings me to figures that are
astounding in their proportion.

I should just like to repeat that.
I believe it is possible to reach one-
fifth of this year’s increase in the
corset department alone if we got
away to the right head of steam
January 1, 1927.
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Concerning Corsets

By
G. H. CROCKER,

Manager of The Crescent Corsel Co., Cortland, New York

21 CORSET, pronounced as
Karsel, says Webster, is an
article of woman’s dress laced
around the body to give shape
and support and comfort.

- The practice of wearing corsets dates
far back. If we turn back the pages of
time to the reign of Cleopatra, we find the
corset of that age different in construction
and comfort from the corset of today. It
was made of hammered metal hinged in
the center and clamped around the figure
and fastened with a hasp similar to one we
might expect to find on a chicken house
or a barn door. From that date to this
styles have changed.

The first attempt to improve on the
corset. was to relieve its unsightliness by
pasting cloth of various colors over the
metal to add attractiveness. The last and
most important improvement has been
made in the last twenty years, as seenina
more marked adaptation of the corset to
the wearer’s needs. Few other articles of
dress have had so much change of style,
no doubt because of the fact that the corset
must necessarily be. the foundation of
woman’s attire,

The support of a properly fitting corset
makes possible for most women more
exertion with less fatigue. This is as true
today as it was when, after Moses had
relieved the thirsty people in the desert
by bringing forth. water from the barren
rock, the women, before starting on, bound

their waists with their sashes, thus secur-
ing comfort by improvised corsets.

WHAT SHALL BE THE STYLE OF
CORSET?

EVERY year has seen new styles catering
to characteristic types of figure. By this
we mean that, whereas the corset formerly
was of a heavy material substantially
boned to mould the figure into the shape
of the corset, manufacturers of today are
making models for the individual. This
corrects slight faults of the figure, at the
same time giving the body the necessary
support without impairing freedom of
motion—an advantage not possible in
the earlier models.

Another radical change is that, whereas -

earlier corsets were stripped outside, that
is, the boning and the pocket to contain
it were on the outside of the corset, today
most of them have the bones and stripping
on the inside.

The batiste coutil brocades, both cotton
and silk, used in making corsets are of
special construction and test from 80
pounds upward. By this we mean a strip
of material one inch wide must be strong
enough to lift a weight of 80 pounds.

Many materials will test considerably
more, but much below this is not con-
sidered safe. So many of the softer fin-
ished goods cannot be used for corsets,
because of lack of strength and too much
stretch. The question of boning is one

that will never cease to be argued. When
corsets with "small waists and many
curves were in vogue, whalebone was the
last word, because of its natural tendency

‘to shape itself to the body, when bending

in at the waist line, and its tough resistance
to breaking strain.

During the period of small waists and
tight lacing, it was not uncommon for a
corset to be returned with broken side-
steels or backwire, and many came back
with the heavy front clasp broken at the
waist line. The styles of today, with lines
straighter than ever before, have almost

- completely eliminated this trouble, and,.

in our opinion, the duplex galvanized steels,
in consideration of their cost, represent
the maximum of value in corset boning.

THE CORSET HAS COME TO STAY

THE PAsSSING of the years is sure to
bring around the question of whether the
corset will ultimately be abandoned. It
is unprofitable to argue the question here
and a few facts will reveal why. One is
that the present slouch cannot be perma-
nent for two reasons. First, because it
has reached its extreme and must soon
react into the cult of the trig and the
trim, as already reflected in Paris fashions,
which return to contracted waists and
padded hips. Another reason is that the
eten:nal feminine will make and should

(Continued on page 24)

domen and hips.

Note how high above the waist line they
are, whereas today all of this is reversed.
The brassiere, a separate garment, takes
care of the figure from the waist line
up, while the corset supports the ab-
This latter feature

is likely to be permanent.

7%
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delt Discipline in Concentration

~<ZINE of the most valuable assets

g 271 2 man can have is the ability to

B, S ;j control and train himself. No
4+2r==3 1han can advise another how to

do this. Every man must work out his
own salvation.

I recently read a lecture on concentra-
tion which has helped me more than any-
_thing of the kind I ever studied. Perhaps
this virtue has been practised by many
of our men. Nevertheless, I am going to
relate what and how I have taught myself,
since reading this article, in the hope that
it may reach some young mind that is
struggling for something solid to anchor
to, as mine was.

When I first joined this Company, I
believed little in sacrificing good times.
My thoughts were on things far away from
my work and the store, as I believed that
while I was young I should have a good
time and enjoy myself, even if I did spend
all T made and sometimes a little more.

Experience keeps a dear school, how-
ever, and there is one valuable experience
of my own that I wish to relate. I owned
an automobile. Through the week when
my mind should have been concentrated
on my work, I was anticipating some trip
that I should take on Sunday and when I
was waii:ing upon some customer who
should have had all my attention, my
mind was partly occupied .in trying to
figure out some ailment of that car. Then,

somehow, a deeper vision came to me.
Probably it was the environment in which
I found myself that changed my ideas and
started ambition working the right way.

I have come to believe Carnegie's
saying: “Put all your eggs into one basket
and then watch that basket.”” This ap-
plies particularly to J. C. Penney Com-
pany men.

In reading the biographies of some of
the most noted and influential men in
the world, I have found that they did
not succeed by -having a good time while
they were young, but by putting in long
hours at hard work and close study of
the work which they were trying to
master. I cherish the thought that, if
young men would devote more of their
spare time to reading books on business
principles and other subjects that are
far more educational than most fiction,
we should make a better country out of
these United States.

Knowing the stock, for instance, is. a
subject that requires concentration. I
have found that I must be alert to every
incident -of the day, in order to keep up
with the stock. Where there are many

salespeople in each department, different
pieces of merchandise will be closed out
every day and I think it is an advantage
to be able to give a positive answer when-
ever a customer or an Associate asks if
such and such a thing is in stock.

I decided that I would know our stock,
but it seemed an impossibility to keep
pace with the daily changes. But, re-
membering the saying my mother used to
repeat: What has been done, can be done,
I made up my mind to accomplish what
at first seemed to me impossible, knowing
that this had been done by one of my
Associates. Iam glad to say that although
very difficult at first, it is becoming more
easy every day and the easier it becomes
the more interesting it becomes.

I believe that the accomplishment of
one thing makes the next attempt seem
less difficult, because we have more con-
fidence in our ability. I feel that since
I have begun to concentrate on my work -
and to look forward to preparing myself -
for the future, I can look at things with a
broader vision and grasp them more
clearly and easily than ever before.

Every man at some time in his life has
to pass through such a stage of mental
development and growing maturity, and
it is like going from darkness into light.
The decision lies with him, whether his
life is to be a failure or a success.

Hanford, Calif. ANDREW HAYNES

What's a Penhey Man?

A Penney man is a man too strong 7 e
To do another fellow wrong,

Who loves his country and his home,

And doesn’t live for self alone.

A Pénney man is a man of truth,

Of character, of brain, of youth,

Whose creed he practises, you'll find,

It's jusf the art of being kind.

So now my friend perhaps you know

What makes the Penney family grow.
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CONCERNING CORSETS
" (Continued from preceding page)

make proper display of the curves of the
human form divine, as she has done from
time immemorial and the larger portion of
women must have corsets for this purpose.

MARKS OF THE PERFECT CORSET .

Do You know that the difference be-
tween single and double boning can be
determined by the purchaser only through
difference in service? Brass skirt hooks
cost nearly double the price of steel, but
you can tell the difference only by wear
or by a magnet. Eyelets are bought by
the pound and come in various weights,
vet the weight of the eyelet is reflected in
the value of the goods. )

The life of a corset is largely determined
by the weight of the inter-lining, which
prevents the boning from wearing through.
Our ideal will not permit us to rob a corset
of these hidden values for the sake of
appearance. .

Our corsets see the light in a factory
designed and built purposely for corset
making, and so equipped that highest
values of goods can be produced at the
lowest possible cost. The firm also is no
less alive to human values, and every com-
fort is provided for the operators.



which had been prepared by Mr. Gloyd’

and Mr. Hughes were read and unan-
imously accepted.

We have found it a splendid idea to
have a list of questions prepared for each
of our meetings. The following was pre-
pared for this meeting:

1. How. shall we handle a customer

who refuses to talk ? )

2. How can we decrease the returned
goods nuisance?

3. What special thing can each of us
do to promote the neatness of
the store? ;

4, What is the purpose of the duplicate
sales slip?

5. What can you suggest to make effect-
ive the store advertising?

6. Have you any suggestions as to

" display of merchandise either in
the windows or inside the store?

The subject of Rubber Goods and
Rubber. Shoes was discussed by Mr.
Gloyd. A paper on the Manufacture of
Laces was read by Miss Humphrey.
Then followed an ever interesting feature
of our program, Mr. Weber’s talk on
Salesmanship with a chart analvsis. His
remarks were based on the three factors
in Scientific Salesmanship: First, Know
yourself; Second, Know your customer,
and Third, Know your goods. - We loock
forward to these meetings with pleasure,
and especially to this series of talks by
Mr. Weber. ’

It was moved and seconded that a

letter be drafted and sent to Dr. Short

responding most heartily and enthusias-
tically to his suggestion for a more inten-
sive selling campaign. This motion was
carried unanimously. Mr. Hughes and Mr.
Weber were delegated to prepare a letfer
assuring Dr. Short of our best efforts.
Miss PEARL HUMPHREY, Sec’y

MANDAN, N. D.

UR first store meeting was opened’

by our manager, Mr. Mohr, on
October 4th, 1920. )

The election of officers was the first
corder of business: Mr. Hearl was elected
President; Miss Davis, Secretary and
Treasurer. .

The naming of the Club followed: All
voted in favor of The Beat Yesterday
Club.

After a very interesting talk on Sales-
manship by Mr. Mohr, an article from
Tue Dynamo on The Game of Getting
Ahead, written by Dr. Short, was read
by Mr. Smith.

The meeting then adjourned to Novem-
ber 3rd. 7

. ALBERTA DAVIS, Sec’y

k% ok ok %k

" “No profit goes where is no pleasure
taken.”"—Shakespeare.
¥ % F ¥ %
“Be great in act as you have been in
thought.”—Shakespeare.

Our Corset Factory

THE REASON AND  THE
RESULT ;

THE reason for our venture into corset

manufacturing was largely due to our
inability to secure deliveries in a reason-
able time.

With this idea in mind the question of
location was one of the first importance.
Cortland, New York, was selected for the
reason that Cortland and its ‘drawing
vicinity has been a corset manufacturing
center for nearly a half a century. It is
not uncommon to find here, daughter,
mother and grandmother working together
in the making of corsets.

A three story and basement brick build-
ing with 8,600 square feet of floor space
was secured, put in first-class condition,
equipped with modern machinery and
opened with a force of thoroughly experi-
enced operators.

Qur line was designed by one of the
most able designers and every model fitted
and checked up before a corset was cut
and put into the works. The trade mark
Lady-Lyke has been adopted for all goods
made in our own factory.

Our cutting is done by laying out 48
thicknesses of cloth on a table 44 feet long.
The patterns are made of metal held down
on a clamp operated on a track. A very
keen edged knife is passed around the
patterns, producing enough of that partic-
uw.ar section for two dozen corsets. The
other sections are cut in turn and:then
enough of each to complete one package or
two dozen corsets, are tied together. The
goods go into the factory in this way, in
lists of 50 dozen of a style. In this way
our machines run a complete list without
change. They pass on through perhaps

.

30 operations depending on the style of
the corset before they are ready to ship.

The needs of our many stores are so
nearly the same that instead of making 150
styles as is the common practice, a smaller
number is sufficient. Furthermore, we
believe that by concentration on a limited
number of styles suitable to our needs,
with which operators can become familiar,
production could be increased, workman-
ship improved and goods produced at a
minimum cost.

This starting the first J. C. Penney Com-
pany factory puts our Company in the
position of the young man who has just
donned his first pair of long trousers.
There is a lot of responsibility connected
with both operations. And we want to
say right here that we are straining a point
to put the maximum of value in every
corset that leaves this factory, we believe
that if a hose supporter three inches long
is too short to put on the hip of a corset
selling at $36.00 a dozen, that it is also
just that much too short to put on a
number selling at $12.00 a dozen, and that
the goods are judged by the service they
render as well as by their attractiveness
when sold.

We believe that one corset in one of our o

stores is worth two on order, that one in
the window is worth even more, and that
immediate deliveries will more than double
our corset sales.

We want you to feel that this is your
factory and that our aim is better corsets
and better corset service. We want to
work with you rather than by ourselves.
We are only the pitcher, without your
support we cannot score. _

G. H. CROCKER, Manager

Interior, Third Floor, Sewing Room
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OUR NEW RESPONSIBILITY

T T T 5

HE remarkable growth

of our Company during
the past twenty-five vears
has been largely due to a
strict adherence to the elim-
ination of waste, the prac-
tice of self-denial and a
willingness to serve. We
must not permit ourselves to forget these
factors in our success, for it is only by con-
tinuing to apply them conscientiously that
we can hope to meet our new responsibilities

during the next twenty-five years.
—WILK HYER

T T T T

UR Founder originated

our Institution not
.through favorable circum-
stances nor by Fortune's
lucky chance. He had an
idea which he energized.
He worked and It worked.
A man combined Ideas with
~ Energy to bring about a marvelous result.

Shall we endure through the next quarter

cf a century? Will it be a profitable experi-
ence? = Yes, if underneath the external
greatness of the Enterprise are MEN
energizing Ideas.

Not in money is our hope—
But in MEN

Not through favorable circumstances shall
.we endure—
But by MEN

Not in large numbers of stores is our
strength— ik

’ But in MEN.
—LEW V. Day

ODAY we stand on the

threshold of a great
opportunity, QOur prepara-
tory days are over. Until
now we have merely been
undergraduates in the great
school of business. From
now on we have an im-
portant part to play in the world of Big

~Business. A new and larger responsibilit

rests upon our shoulders.
With a greater spirit of service and a

 fuller recognition of our obligation to the

public, let us step over the threshold into a
new era, another quarter of a century of
devotion to the highest business ideals.
- ~—D. G. McDONALD
T ¥ T T
HE interesting fact
about a growing busi-
ness is that it is constantly
turning up new problems
for consideration.

Problems rightly solved
are the basis of all business -
expansion.

Problems neglected and unsolved are the
causes of business failure.

We have come thus far—that is, to our
Silver Anniversary—safely and with suc-
cess, because we have met squarely and con-
sidered as adequately as our power and
judgment have permitted, the problems of
a quarter of a century.

Let us go on in the same simple way,
meeting - the problem in hand and doing
what requires to be done. Let us not pitch
our tents too far in the future, for our task
and our responsibility lie near at hand.

—Roy H. Orr

T T ®F T

E are launched on this, the celebration of our Silver Anniversary, aware
that our mills must grind with the waters that are yet to come over the
dam and that the waters which have passed over it are gone forever.

Much is expected of those who have an enviable record of past perform-
ances. Great, then, are our responsibilities to this Company of which we are
proud to be a part, to the communities in which we serve and to the lives
that will be affected by what we make of our own.

—G. H. CROCKER

APRIL, 1927
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