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LETTER 0F TRANSMITTAL.

Derartmes: oF e Interion,
. Bugreav or Ebvcariox,
. Washington, February 7, 1917.
Sik: An interesting survival of apprenticeship instruction, embody-
ing modern methods of classroom work, is found in the vocational
schools and classes which many industrial and commercial establish-
mets now maintain within their walls and at their own expense for
the_ vocational training of their employees.  This form of teaching,
intended primarily for increase of efficiency in some particular line
of work, is based on correct principles of education, and if well done
has general educational value.  For both reasons it deserves encour-
agement at least until other means of vocational education are more
numerous- and better developed than they are now. As a valuable
concrete oxample of this kind of vocational education, I recommend
that. the manuscript transmitted herewith be published as a bulletin
of the Burcau of Education. - :

4
Respectfully submitted. :
. P. P. Craxtox, *
Contmissioner.
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DEPARTMENT-STORE EDUCATION,
) , . Chapt& L.

Hxsl'ronvf’lor-* THE BOSTON SCHOOL OF SALES.
/’ MANSHIP, . ) ~

-

2 5
\'ocat)&nl.tmining, a3 a part of the great movement for industrial
betterpient, is now widely recognized as an advantageous measure
for ?:zx the worker and the industiy, but it is not many years since
8;2 appliod education was looked upont with disfavor by employers
Al
fumstances which have led to a change of sentiment toward the
"movement as'a whole, but will deal specifically with the development
of that phase,of it known to-day as department-store eduéation.
In 1905 the Women's Educational and Industrial Union of Boston
undertook to datermine what special training was needed by girls
who wished to bocome saleswomen. This organigation, which has

-~

. for ita aim the educational, industrial, *nd social advancement of
" women, endpavored then, as it does now, to improve the conditions °

~of women workers, to find new opportunities for' them,and to help

them to get training for their chosen line of work. One of the mem-
bers of the executive committes of the union at that time was . Mrs.
Lucinda Wyman Prince, wha became so intorested in the union’s
investigation of saleswomen and their needs that she regolved to
devote hersolf to this important question.. - g

. By experience and temperament Mrs. Prince was well‘ﬁtt;od for the
work in which she now became engaged.  ‘After graduation from-the

Framingham Normsl 8chodl, she -taught with marked sucoess in

_ both public and private schools. Later she studied at Wellesley
College and in Germany. She had traveled exterigively, had & wide -
acquaintance among educators and philanthropiste, and was deeply _
interested in all social movements. She had been a resident in the
first college settlement house in Boston, an experience which brought -

her-into closs touch with the environment and problems of many
working girls and which convinesd her that a right start in' industry
would do much to i the future happiness and usefulness of thess
young “rkﬁm.’i Wl I T R « "E_zf.L’:)

In addition t6 her in tinoﬁvo‘likin'g‘; for’ all-forms of oconstructive

social work; Mrs. Prince had s spscial ‘reason:for being interested in

employees alike. This report will not attempt to relate the eir--

RE (AT Rl

_the' department-store problein. For some time: nhe«had-'bqu_n ‘the
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'
leader of a clitb of 50 working girls who met at the nion two evenings
a month’ Many of the girls held positions in department stores, and
all complained of the low wages they were receiving, even though, in
some cases, they had been working for several years. They seemed
to feel that their length of service entitied them to a salary advance,
whereas it was evident that most of them were probably being paid
quite as much as they were worth. Mrs. Prince was convigeced that
these girls would never be much better off until some olx% helped

them to see the possibilities in their work. At this timesthere was _

in most-stores no plan for instructing a new girl in, the rulds and cus-

toms of the house by which she was employed.” “She was given a -

sales book and placed behind a counter. If she was so fortunate as
* .to be placed next to a kind-hearted sales girl who rémemberod her
own initiation into the work of selling, she would receive some help;
otherwise she must work out her own salvation unaided. Mrs.

Prince saw in this situation a problem for which education was the .

natural solution. It seemed altogether reasonable that saleswomen,
like nurses, teachers, and doctors, would profit by training for their
" special vocation, and she thereupon began to plan a course of study
which she believed, by creating a more intelligent interest in the wark,
would result in greater efficiency and better wages. The Women's
Educational and Industrial Union indorsed the plan. A room and
the necessary equipment were provided, and help and support in
* the development of the work were promised.

. The next step was an effort to enlist the interest of the merchants.
Nearly all were frankly skeptical of the success of the proposed school
of saleemanship. For one thing, they thought that salesmanship
could not be taught by a person not experienced in selling. Mrs,
Prince answered this objection by selling as & “‘special’’ a$ a bargain
table for several days, and so completely did she outstrip all of her
fellow workers that her ability as a saleswoman was never again
called in question. Another objection was that training would not
help .the stores with their immediate problém, because girls could
never be spared from their work to be educated. The management,
moreover, was not prepared to offer such an opportunity to new and
untried workers, neither was it disposed to guarantee positions to
graduates of a course in salesmanship. )

It waa obvious that the school must start without the cooperation
of the stores. ‘The first olass, Which was organized in the fall of 1905,
was made up of eight girls, who entered beoause they could not get
pasitions and who were so young that they could enter the stores
only as cash girls and stock girls when the-course was completed.
.. ‘The second class was started .in January, 1906, with six somewhat
older and more promising girls.. The school had still nothing definite
-to-offer its graduates, and the girls were not very hopeful material,

‘

s
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To supplement the school work and make it vital, actusl selling
experience was considered necessary to the success of the exper-
iment, but up to this time the only places where such experience
might be gained were the food shop-and the handwork shop of the
Women’s Educational and Industrial Union. Although this oppor-
tunity was greatly appreciated, it did not furnish satisfactory prepa-
ration for the larger business world the girls were to enter. The
atmosphere and demands were those of the smnall specialty shop,
rather than the department store; the cystomere were, in general, of
one type: the sales were either paid or charged; the merchandise was
limited. In addition, because the shops were small, only a few girls
at a time could work in them. It was felt that the school could not . -

! attract the right type.of girl until it could give actual store exper-
tence, with wages, during the period of training, so that girls whe
wanted the training could afford to take it. It was also felt that the

- school shoutd be able to guarantee positions to its graduates. To this
end, the cooperation of the large stores was cssential. The first store
to volunteer this help was William Filene's Sons Co., which offered .
to take the class on Mondays at a small wage. This firm also expressed .
willingness to consider graduates of the school for positions. With -
this more definite plan. the third class opened in July, 1806, with
seven pupils.

Now that the aims of the school were better understood, the follow-
ing stores became interested in the plan: Jordan Marsh Co., William .
Filene’s Sons Co., Gilchrist Co., Shepard Norwell Co., James A.
Houston Co., and R. H. White Co. The supetintendents of these
stores were invited to become members of an advisory committee,
which should meet once a month at dinner with Mrs. Kehew, the
president of the Women’s Educational and Industrial Union, and
Mrs. Prince, the director of the school. At these meetings problems
of effective and practical organization were discussed, criticism of the
work of the school was solicited, and the superintendents were urged-
to visit the school and suggest ways in which its value might be in-
creased. These conferences were highly influential in shaping the
policy of the school organization, and to the helpful interest of this
committee the project owes much of its su>cess.

It was agreed that the cooperating fifms should send to the school

- promising applicants who, because of inexperience, could not be
engaged for stors work, but who would be given positions after satis-
factory completion of the course. These girls, after being approved
by the director, were admitted to the school. The atores which
accepted them promised selling experience on Mondays at $1 a day,
and the girls were guaranteed permanent positions if their work
proved satisfactory after one month’s probation.

The fourth class in salesmanship, the first in active cooperation with

. thestores, opened in October, 1908, with 16 pupils. - The members of

i 80807—17—2 ! o
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_ this.class were old enough to take selling positions, but it was by no
means easy to find desirable pupils.-who were able and willing to take
the training, notwithstanding the fact that positions were guaranteed.
Many could not afford the time or the loss of regular wages, and some,
not understanding the,plan, were opposed to anything connected with
schools and clasges.

It was soon clear that more practical work in the stores was needed
for the best results. Accordingly, after consultation with the advi-
sory committee, the schedule was so changed that the pupils at-
tended the school from 8.30 to 11 and from 4.30 to 5.30 each day,
spending thq intervening hours in the stores. For this half-time work
they received $3 a week. These concessions of more practice and
higher wages were encouraging, for they meant that the confidence
of the managers of the stores had been gained. From the start it
was recognized that what was asked from the stores mnust be for value .
" received, the entire proposition resting for its appeal to business men
on a business basis. ) . ’

. From nearly one hundred applicants for the next class, begin-
ning in February, 1907, twenty-one, the limit of tho classroom, were
chosen. Some of the girls left positions to take advantage of the
opportunity for training. Soon after this certain changes were made
in the school session. It was found impracticable and unprofitable
to require the pupils to return to school for the tinal hour of the work-
ing day. In place of this appointment, a half hour was added to the
morning session, which thus covered three hours, 8.30 to 11.30. On
account of special sales often offered by the Boston department stores
on Monday, that day is frequently the busiest of the week. As the
saleswomen who were being trained became increasingly valuable,
their services were desired all day Monday, and when the adyisory
committee asked that the pupils attend school five, instead of six,
mornings each week the request was readily granted. . It was a grati-
fying recognition of the practical value of the trainiifg. The next and
last important concesssion was the action taken in the autumn of
1907, when the firms agreed to allow the candidates full wages while
they were taking the course.  This step was conclusive evidence that
the school had found its place in the business world. Appreciation
of the work was further shown by financial contributions made by
some of the cooperating stores to the social-educational activities of
the union. No significant changes in-policy or orggnization have
occurred in the succeeding years and the school is maintained to-day
on the satisfactory cooperative basis which was the result of three
years of experiment and study. :

- “The ‘School of Salesmanship of the Women’s Educational and
Industrisl Union is now recognized as a valueg, training center for

- sg.lgs people of the following seven® Boston storés: Jordan Marsh Co.,

.4 Atpee shis report was written L. P. Hollander Co. has been added o the group of coopersting stores.

<
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William Filene's Sons Co., Gilchrist Co., C. F. Hovey Co., E. T. Slat- " 3
tery-Co., R. H. White Co., and Shepar Norwell Co. Three different B
classes are formed during the year, each class attending 6he school'
for o term of 12 weeks. The session, as previously stated; is from
8.30 t6 11.30 five mornings a week, which means that 15 hours a
week. or 180 hours a term, arc-allowed the girls by their firms, for
truining.  Pupils are selected from the selling force of the cooperating
stores and nlways receive full payment of wages while they are taking © ¥
the course. They are chosen by the store superintendents, whose '\‘.'
sclections must be approved by the director of the school. When
the school was in the pioneer stago, the girls selected were sometimes
those *‘who would not be missed,” but now that not only super-
.ntendents, but buyers and floor managers as well, acknowledge that
the course of training is advantageous to the business, many of the
most promising saleswomen are sent. This is as it should be, for the
more able gitls are quick to apply to the store work the principles
taught at school, and their influence in training their associates
strengthens and dignifies tho department. In other words, & better
investment is made when a promising girl is selected than when one
of mediocre ability is chosen. . )

At the beginning of the course, each pupil is asked to fill out an
application blank which contains various questions designed to give
an idea of her habits and tastes and to furnish needed statistics.
(See Appendix, p. 75, for form.) In dealing with a class of t,his‘kina& .
individual work is essential. This need has been met during the la
few years by means of the members of the teachers’ training class,
an-account of which will be found in another chapter. Each member
of the tenchers’ class is responsible for one or more saleswomen,
toward whom she acts in the capucity of teacher and, adviser, and
the information given in’the application blank helps the teacher to
discover the individual needs of her pupils,

That this pioncer school has succeeded so well is -due to many
factors, chief among them being the cooperation of the stores. This
has been gained largely by an endeavor to deal fairly with both em-
ployers and employees and by the compelling argumegt.of the
Increased efficiency of trained sales people. Another factor has boen

" the growth in esprit de corps within the stores themselves, a senti-
ment which has been fostered by tlie training of sales people to
intelligent servioe rather than to arbitrary obedience to rules. Yet
another is the earnest desire of. progressive business men to promete

+inevery way the health, happiness, intelligence, and consequent power
of their employees, . '

. Under these favorable conditions, the school of salesihanship is
working out its purpose, a purpose which, determined early in the
history of the school, permeates all its teaching.. It is fourfold:
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First, to make advancement in the profession of selling depend on
efficiency and not oh years of service. In some stores the veteran

. of the counter, no matter how unwilling and unintelligent, is advanced

on the supposition that -her years behind the counter, often despite
the evidence «f her record of sales, have made her worthy of promo- *
tion. This custom talies away any incentive to increased effort on

“the part of the ambitious young saleswoman.

Second, to increase the pupil's power and judgment—that is, to
awaken her intellect, to equip her with ideals of service, to help her
acquire the qualitics she needs, and to teach her to use her mind and
ideals in the work that is hers to do. ’

Third, to discover whether or not a girl is fitted for the voeation of *
selling. If she is not, as some are not, becgusc of mental or physical
handicaps, the school attempts to find for her some other oceupation
which will be better suited to her powers, and so make her work
something more than drudgery, at the same time removing from the
ranks of selling one who is incapable of furtheriug the interests of
the business.

Fourth, to give the girls worthy standards of all kinds. This is
the broadest and most important of the aims of the school. for it
deals with the girls as individuals, not as mere workers. Many of
them leave the stores for one reason or another, and, for them, the
school provides a training quite us valuable ns if- thoy were still sell-
ing, a training which they receive from no other source.  Improved
standards of living, better habits of thought, higher interpretations,
and ideals—these develop the power of the industrial worker because
they take root in character and bear fruit in all human relationships,

The course of study has grown with the school and the teaching
method has developed at the same time in line with the problems
which must be met in order to achieve the high purpose toward
which the work is dirccted.  Personal experienced in selling gained hy
the-director of the school and her associates, observation of many
untiained workers, and conferences with superintendents as to qual-
ifications f6r success in salesmanship have made known the subjects
most needed in the teaching of salesmanship. During the first vears
of the school’s existence it was-the custom to ask the membern of
each graduating class what subjects had proved most helpful to
them; what additions to the course they might recommend; what

in their opinion might well be omitted. The answers, given in writ-

ing, were an invaluable guide, for the genuineness of the statements
could not be doubted. Careful records are kept of the progress of -
the graduates and the loyslty of former pupils prompts many sug-
gestions as to the greater usefulness of the school. All of these influ-
ences have helped to shape the course of study.




~ Chapter 1I.
'THE COURSE OF STUDY.

SALESMANSHIP,

N 0

The subjects included in the course of study are those which care-
ful analysis of the selling problem has revealed as most needed by
sules peaple in their daily work. The widerlving purpose in the
selection of subjeets to he tnught was outlined in‘the beginning, under
four Iwn-ls, us f()l]()\\'S: . :

First, to instill a regard for system and to cultivate habits of atten-
tion to detail. : )

Second. to dnstruet in subjects which incrense knowledge of the
stock to be sold. . g

Third, to teach the essentials of the science of selling, and to-
dexelop in the individual power for self-training. |

Fourth, to teach right thinking toward selling us a profession, to
sumulate a sense of responsibility, and to influence toward high
ideals of thought and action.

The term is too short for inclusion of all thessubjects that might
scem desirable; those that are considered essential are the following:

.

Subject. Asm. -
Salesmanshipt............ To teach the technique of selling and t develop a pro-
fessional attitude toward the work.
Textiles..,............ ... }To give information about the stock and w develop an
General merchandise. . . . . .appreciatiun of itz qualitiea.

Hygiene and physical edu- ‘To promote good health and develop an attractive person-

cation v ality.
Arithmetic....... e To develop accuracy,
Store eystemn............ .. To give familiarity with the rules and forme of the store.
English...... ........... To develop furceful speech. .
Color.................... To train color sense. to set standards of good taste, to
Design_.............. ... } ddvelop a sense of heauty. = g

Although the-immediate aim'in all the work is the occupational
need, the ultimate aim, as the outlined purpose suggests, is personal
development of the pupils and resulting growth in character. | As a B
girl learns to be a better'seller of merchandise, she learns also to be
& more intelligent buyer, and the training which she reccives in
courteous service makes heria more gracious and influential member
of society. Such subjects as textiles, color,”and design are adf val-
uable to a girl in her personal life as in her industrial relation ; and

: 13
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arithmetic, English, and hygiene are of practically unlimited appli-~ * -
cation. In brief, the trainigg is intended not simply to help a girl
to earn her living, but to e the most of her life, by showing her
‘hew to make full use of her resources.
The subject matter of the several courses will be treated.in this,
-and the two succeeding chapters, the method of teaching being con-
* sidered in another chapter.

SALFSMAVQHIP

The study of salesmanship is d1v1ded into four parts:
1. Leasons on the technique of sellmg and other closely related
work of saleswomen.
2. Informal discussions of pupils’ daily expeneme
3. Store system.
\ 4. Demonstrition sales.

1. The first lesson deals with one of the simplest and most con-
crete of a salesgirl's experiences, the response to customers' inquiries.
Since most of these questions are asked specifically about the store—
the location of departments, merchandise carried, facilitios provided
for the convenience of customers—the lesson is named Store direc-
tory, although the teacher does not confine herself to questions deal-
ing exclusively with the store. After establishing the principles of
accuracy, distinctness, and courtesy as essentials in giving informa-
tion, the class, divided into storgegroups, is drilled on the gcographx
of the store and the dispositioh*df merchandise. The building is
placed in relation to the points of the compass; the near-by streets
are named; entrances, exits, elevators, stairways, and fire escapes
are indicabed on simple diagrams drawn by the pupils. The general
distribution of merchandise.according to flgors is next discussed, and
finally the smaller details are considered. Special service features,
such as rest rooms, nearest telephone,. post office, and restaurant, are
located; and the best way to reach important public buildings, places
of historical interest, railroad stations, theaters, and other well-
known stores is made clear. Pupils are led to see that directing
customers is a legitimate part of their work and that when this is
done with intelligence and courtesy, the favorable impression made .
upon a customer is likely to react advnntageouqu to the saleswoman
and to the store.

The,care of stock. —Many girls who like to sell are not fond of
_housekeepmg, and this fundamental lack leads.to much loss from
damaged stock, incomplete lines, and misplaced articles. The
relation of good stock keeping to successful selling 18 a completely
new idea to the pupils. They know, in general, that some one
must look after the stock, but.the great advantages of good work

© in this connection and the disastrous results of \neglect are not
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realized until the importance of the subject is developed accerding
+0.8 carefully detailed plan, ‘When it is understood that damaged,
shopworn, old merchandise leads to the inevitable mark-down
* salo; that a-department which must resort frequently Yo such sales
to secure money and room for new stock is not in a prosperous con-
dition; that & department which is not yielding a good profit can not
increase wages; the simple but necessary work of stock keeping be-
comes invested with new interest. ‘
. Of all the many interesting questions connected with salesmanship
perhaps the approach to the customer is most provocative of lively
discussion. This must be considered in various relations—the

kind of department involved, whether a spacious suit section, or a -

busy, crowded small-wares counter; the type of customer repre-
sented; the implied or expressed policy of the store: the spirit ard
interest which should animate all human relationships. Two
points receive especial emphasis—the importance. of making a fav-
orable first impression, and the desirability of placing before the cus-
tomer as soon as possible specimens of the merchandise which she
has come to look at or to buy.

" Presenting the merchandise, or in the more expressive parlance
of the store, talking up the merchandise, is the logical next lesson.
Among the topics developed in this lesson aro: The infermation
desired by customers: the sources of information: the choice of Eung-
lish: the selection of the points most likely to appeal to various
types of customers; the force of such presentation when well ex:

saleswoman has when she knows and believes in her. stock, and the
psychological reaction of a cugstomer under these circumstances.

*e¢ Closing the sale has to do with the critical last stage of a transac-
tion when a customer s especially open to influence. At this point,
the exercise of tact and judgment is essential. The often scem-
ingly insignificant factors which win or lose sales are reported and
discussed, and the lesson is concluded with- emphasis on the desira-
bility of having & customer leave the department with a pleasant
impression of the saleswoman who has served her and of the store
in general.

A re-stating of many principles already taught is a part of an all-
inclusive lesson on service, in which the theory of selling developed
through the class discussions, and the policy and ideals of the store
management, are interpreted in the light of the modern spirit of
business. Almost without exception, saleswomen connect ‘‘service”’
with housework—waiting on the table-—something involving patron-
aga; service done to society is a new idea, and service as a life ideal

~ seems to be the principle needed to give significance and motive to

— 3 T 0 5 - 3 . B a ""I‘*ﬂ’y

pressed; the sense of power and the feeling of confidence which a A

T

their work. The pupils gradually see that serving & customer is not
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merely, nor chiefly, a matter of polite and thoughtful little atten-
tions, that the girl who gives her full attention to selling a customer
the articles best suited to her needs is fulfilling the higher function.
Thoughtful consideration of the question of service marks for many
of the pupils the dawning of a social conscience.

In waste and s control the pupils are shown their responsibility in
using their time and energy most advantageously for the benefit of
the firm which employs them. The econontical use of supplies and
the care of equipment and fixtures are brought out at this time.
The most vital point in the lesson is reached when the relation of
waste to wages is developed. Fow of the pupils have ever heard of
‘ioverhend charges ™ or understand what is meant by general depart-
ment expense. Thev do not realize that they are in any way re-
sponsible for keeping the cost of the departinent down to the nmini-
mum. When it is pointed out that one way ta increase profits 1s to

‘reduce expense, and that money saved omfepairs, lights, and supplies

is available for other purpuses, ono of which may be increased wages.
they become better custodians of their employer’s property and use
their influence toward this end with other members of the department.

The lesson on store orgauazation aims to give the pupils an under-
standing of thie actual organization of &' department stere and the
important place in_ it which the salespeople occupy.  Perhaps no
other lesson is capable of disclosing so forecfully the indispensability
of the salospeople’s services. A well-known authonty on ifiatters of
organization has said: |

‘A whole department store is nothing but each individual mles person in {ront of
the merchaudise with ono particular piece ol merchandise in herdand, discussing 1t
with the customer. Every other sctivity of the store is legitimate in so far asit centers
at that point and illegitimate in so tar as it does not. .

This high conception of her calling is an inspiration to a salewoman

and makes her interested to trace out the divisions of responsibility

and her relation to all the other workers. This Leads naturally to
the subject of promotion. The pupils know that a worker is fre-
quently transferred from one group to the next higher, for exainple,
a salesgirl may be made head of stock or nssistant Buyer, but tiiey have
pot understood how an ambitious girl may_ prepare herself for such
an opportunity through' cooperation, study, and industrious applica
tion to the work in hand. 0

2. The informal discussions need little explanation. Pupils report
to the ~lass unusual and perplexing problems which huve arisen in
their dealings with customers and fellow workors, The subject of the

 1ast salesmanship lesson is often takon up, the pupils relating oxperi-

ences in putting it into practice. If there has been failure or success

" attending on the effort to improve, the other members of the class

seek out the reasons for it, and the wholo class profits by the individual
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-

A. STUDY OF COLOR AND DESIGN

A corner of the schoolroom arranged 10 bring out the eftects of poor tines, bad colar
combinations, and realistic decoration

B, STUDY OF COLOR AND DESIGN,

<O Simplicity, orderliness, and harmonlous color combinntlo'n are emphasized In the
. arrangement,

«
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A. A CLASS IN THE STORE OF L. S. AYRES CO . INDIANAPOLIS,

The subject of the iesson is the relation of iines to ditterent types of tigures.

B. DISCRIMINATING TASTE,

Taste Is developed by contrasting simple, well-constructad articies with those that
are over-decorated, flimsy, and aitficuit to care for.
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experionce of every member. When the girls first ¢ to the school
they are glad to talk about their successful sajes, but hesitate to
report their failures, but as they develop a professional attitude:
toward their work they submit all types df experience for class
deliberntion.  These discussions are of great value in bringing up
yuestions of vital importance which mjght not arise in connection
with any other leskon,

4. The study of store wystem is eMiefly concerned with the sales
book.  The book used by cach storé is timst studied: the sales check
itself s analyzed. the purpose and destination of each of its parts-
being determined before any sales records are written out. The
pupds are taught the reason back of every rule, and are led to see
that the many conditions govertung the use of the sudes check should
not be regarded as annoving red tape, but as an important means of,
protection to all who are i uny way connected with the sales.  Not
only are the many different forms of the sales cheek earefully taught,
but much time s given to the details of legible writing, distinet
figures. proper spacing. to the doing of the work in good form. One
uppointment each week s given to this study which is undertaken in
stnll stare groups in charge of nembers of the teachers class,  All
checks niade out by the pupils are tiled, and wt the end of the term
cach girh s marked on neatness, sceuracy, speed, Jegiblity, and also
onmprovement shown since the beginming of the course.

1. The method of condueting demonstration sades origimated with
this school of salesmanship.  Exhibition sales have long been used ss
abject lessons. but m such demonstrations, the customer and sales-
woman ordhinardy plan beforehand what shall be said and done, and
the sale 13 therefore no test of the saleswoman’s ability to meet a
situation. [t is. rather, a dramatiec performance. The demonstration
sales of the Boston School of Salesmanship are as nearly as possible
reproductions of actunl selling conditions: the saleswoman sells real
merchandise to realistie customers, she is held stricdy to the rules
and system of her store, and she 13 as unaware of the type of sale she
is to make as she is when customers approach her in hor own depart-
ment, ' ’

These exercises are held once a week, A large table in the front
of the room serves as counter.  The merchandise 1s a selection of
representative articles from the department in which the girl works,
for the buyers take a great deal of interest in the sales and are very"
willing to lend merchandise which will make an attractive display.
The saleswoman is responsible for the conduct of the entire sale,
from the arrangement of the stock to making out the sales check.
A member of the class from the same store as the saleswoman acts as
floor manager, signing such slips as would require this official signa-
ture in an actual transaction. '

80807—17—-3
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thaulongomgon,thootbar mombenuf the class listen
attanti nnd taks notes on the “strong” snd the “weak" points.

10 the discussion. The c mer is sometimes asked how
certain pmced_um affected her, and what influenced her for or against
the purchase. The buyer of the department represented is invited to
attend, and his presence always stimulates\ thoughtful effort on the
part of all the class. An excellent opportuhity is here afforded for
educating '.bp buyer, if he stands in need of enhghuanmont or for

his interest and support if he is already friendly
*. toward the wark.

In ths discussion it is customary to hold the ass to a simple out-
_lme which presents in logical order the chiof pomta to be considered
in judging the Yechnique of any sale. This is ‘not the invarable
practice, however, for tho pupils sometimes bocome so aroused oyer a
point of paramount interest that: this must be satisfactorily sottled
before other topich are considered. Such a case might be that of u
~ variation from -a woll-known rule; of misrepresentatioy, intentional

or otherwise; of treatment of a difficult situation presented, for
instance, by a shoplifter, or a deaf porton, or a customer who offers a
tip. As the gales, ato carried on during. the course, they become
_ mcreasmgly complex, and the subtlety of the points brought out for
discussion in the later exencmes is a revelation of the pupils’ mental

development. .
" The pupils who sell are chosen with care, in order to give those who
most need it the opportunity of receiving criticism, and at the same
time to select those whose salesmanship is of such a type as to offer
the rest of the class an object lesson, a warning, or an ingpiretion, as
the case may be. The customer must, also, be selected" with dis-
crimination both as to the type which she represents and as to her
sbility to bring about a significant sale. She should, in general, he
neither an exceptionally difficdlt customer nor an exceptionally eusy
one, unless the object of the sale is the handling of one of these
extrémes, but her behavior should be that of an average type undecr
certain conditions.

The demonstration sales seem to be more concretely helpful t]mn
any other part of the salesmanship course. Faults in selling of which
s gifY hias been quite unconscious may here stand out” conspicuously
~and" the eriticism of her classmates is usually felt to be just. A
. teasher mlght bie considered theoretical and an outsider prejudiced,

" bué thode ‘whose experience has been the same as her own are consid-
-ured'qualifisd to judge.the success of & sale.. If a girl resents unfav-
oublo comment (a rare occurrence), her-attempts to: justify perself
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COURSR OF STUDY," - 19

usually show her that she is in the wrong, and the salo thus belps her
to judge her own work. 22 «

The class, as a whole, responds to a sale with great interest. The
same points brought out in a lecture would be far lass effective, for
the sale, demonstrating vividly the method of approach, the sales-
woman's manner, the bandling of merchandise and numerous other
details of technique. is more potent than any amount of lecturing
could e, Another advantage of the demonstration sale is its power
to hold sttention and ingduce deep thought. The pupils improve
noticeably in ability to think constructively and to reason a matter
through to its conclurion. They also are made much more observant
of genuine sales, those which they and their fellow-workers make
aid those in which they figure as custor®rs.  Their New sensitive-
ness to fine points in salesmanship, to details which had not interested
them before, is often a surprize and delight to them.

As n means of developing a broad and sympathetic attitude toward
the public, thé sale is invaluable, for many wsual and unusual tyres
of customers are represented, and the pupils see the customor's poing,
of view more clearly thian is usually possible in the store. In en-
gendering the right spirit toward the giving and taking of criticism,
this exercise has alco a certain'moral value. o

A detailed account of o demenstration sale will be found in Chapter
V. and brief, lists in the Appendix (pp. 73, 74) will suggest types of
cust_omorspﬁd principles of <alesmanship which may be brought out

in these exofrises, :

The coufse in salesman<hip i~ =upplemented at frequent intervals
by mformal talks from business men representing various divisions of
the activities of a deparfment store.  An effort i made to have each
cooperating stove thus represented at legst once during the 12 weeks’

\tormr The following series is typical:

\\
\

decture I by president of the firm, “The Value of T;njning ?

Hxeture 11, 1y head of the eredit department, = The Esfect, upon the Businees, of
Corelessly Written Sales Check: . ™ . N

Loetyre 11, by a floor man..ter. *‘Qualities of a Succesdul Saleewoman. "

1V, by a buyer. *The Romance of Merchandise, )

". by an advertising mansger, ‘' The Relation of Xales People to (.h.c Advertis-

"

Lecture V1,
These talRs are not only a helpful means of strengthening the con-
nection hetween store and school, but sometimes accomplish also the

" greater end of broadening the outlook of the speaker and bringing
about a mucheneeded change in attitude. A classic case in point is

' one which occurred eagly in the history of the school. A Ppupil
reported that her buyer hed ordered her to describe as ‘‘pure linen”

, >-cent handkerchiefs which\¢he knew to boe cotlon. She was very
much disturbed about it, but faared she would lose her position if she

v a superintendent, Opportunitios for Trained Workers. ”
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attempted to argue the point. The buyer in question was invited to

visit the school on a day when another buyer, known to be opposed to _

mistepresentation, was to speak to the class, When, at the close of
the lecture, there was opportunity for questions, the matter of mis-
representation was brought up. The speaker denounced it as con-
traty to business policy as well as ethical action. The visiting buyer
must have been convinced, for the girl was never again asked to lie
about her merchandise.

At the end of the term the pupih are sometimes asked to answer
in writing the question, What is the use of vour studying hal&aman-
ship? A few.of the aniwers may be of interest.

One says:

) The study of salesmanship has helped me in many ways. 1 find [ cun talk more,

study customers better. and use suggestion. Before [ went to school [ thought all one
had to do to be a saleswoman was to be courtevus,

~

Says another girl:

I think I am more efficient than T was three months ago. in that where 1 formerly
tried to have a g book because the other girle did and alen to earn a8 much com-
mission as possible, now 1 think of the customers and service to them. 1 try to etudy
their interesta as well as my own.

Artother writes:

" Three monthsﬁp I knew nothing about the way to handle a customer. nothing of
what & waste of time means. or the impression a customor gets of g salos persn who
does not know her stock. But now I know how much it all means. 1 kuow what

selling is and realize that to sell you must be efficient, not just stand without mlkmg .

up your merchandiee.




Chapter III.
THE COURSE OF STUDY (continued).

TEXTILES, COLOR AND DESIGN, MERCHAND!SE.

TEXTILES.

In most of the departments of a large store, cloth of some kind
enters more or less into the composition of the merchandise offered
for sale, while in many departinents, as those of ready-to-wear gar-
ments, yard goods, ribbons, and laces, the articles sold belong en-

a certain knowledgo of textiles through early instruction in ‘practical
affairs probably do not reslizo that the general public is surprisingly
ignorant in regard to this important subject, and that' much money
18 spent annually by custoniers who, in making their purchases, are
wholly dependent upon the judgment and recommendation of the
sales people. A course in textiles is, therefore, deemed essential for
all of the pupils in the school of salesmanship. A few of the girls
may not be working in textile departments at the time that they
enter the school, but they will almost surely need the information
given in this course, if they remain in store work, and the personal
gain is great for them, as for all. o
As an introduction to the subject, the pupils examine a piece of
cloth, discover that it is made of irit,erlacing threads, which, in tumn,
are composed of individual fibers. The classification of fibers as
animal or vegetable is then discussed, much latent knowledge being
drawn out from the class. This first lesson usually includes an in-

some of the questions which customers ask them about the materials,
and state their difficulties in getting and giving information. One
lesson cach is devoted to the processes of spinning and weaving, to
give the pupils an insight into the fundamental principles of cloth
making. With & bit of raw cotton, her fingers, and a pencil, & pupil
may demonstrate for hersclf the essential processes of spinning—
drawing, twisting, and winding. By means of a small wooden loom
and harness, of the simplest construction possible, the principles of

the short class period assigned to this part of the work. With this
background of knowledge, the four leading textiles are studied—
wool and cotton first, because of their greater familiarity and their
industrial importance in this country—Llinen and silk last. In each
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tirely «in the textile class. Those fortunate persons who have gamed

formal discussion of the importance of the subject; the pupils report |

weaving are taught, each pupil making an inch or two of cloth in _
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6 ‘¢ase, .the fiber is firat studied in-its raw staté, ite structure noted, its
23 special qualifications for manufacture discovered, and the reasons
" found for the characteristits, of the resulting cloth—its strength or
weakness, elasticity; warmth or coolness, and other important proper-
ties. Here -is. much - opportunity for practical application. For-
inatance, in discussing-wool as a poor conductor of heat and thus a
warm covering for the body, the class may be asked whether an iron
halder made of cotton or of wool is to be preferred, and why. When
the char istics of flax are under discussion, any girl who has
dried dishes will be able to wll why glass towels are best made of
i+ Processes of manufacture are taken up briefly, partly because of
lack of time for more extended study, and partly because in this type
of aschool the mechanical sido of the subject is the least important.
The manufacture is taught in sufficient detail to show the class the
‘sconomic value of a bolt of cloth and to give the pupils a sympatheti¢
understanding of the conditions of labor in textile mills. If time
permite, their interest in many social-industrial problems may be |
.aroused.. The question of child labor in the southern cotton mills is
naturally discussed in connection with the manufacture of cotton;
thie unfortunate conditions which seem to he necessary in the con-
version of flax into linen cloth reveal the sacrifice of comfort and
health entailed by this branch of the textile industry; an acceunt of
the wages paid to men and women who work in the cocoonerics and -
ifilatures of Europe and Asia gives some idea of the contrast in living
conditions in the New World and the Old.
> In the study of the finished product, each pupil is given a set of
samples of .the staple materials made from the textile fiber under
. discussion. The name of each piece, its weave, durability, use,
widths, practical sdvantages and disadvantages, are discussed. One
or two of the leading novelties are also studied. E
A considerable amount of time must be devoted to the identifica-

tion of the samples. Comparatively few persons can name a piece
of cloth as soon us they see it, but girls who sell it should be able to
do this.. The familiar methods of drill and review, and constant
effort to develop powers of observation, will fix the names in most

:Much. importanco is attached to the pupils’ ability to judge the
.quality of goods by the use of their senges. With a 8-inch square of
t35«nent cotton ‘and. one of 8-cent cotton before them, they apply
! {n;implé'wsta'ofrfeelingysmelling,.obser-ving, tasting, and tearing, until
. they ol truit their judgment. in estimating the quality of any single
" spletwrof-cotbou material, © v - oo

115 The: westing (quality of materials in each of the four great textile
. (divisions i donstently emphasized. Pupils ‘are asked to tell'why &

L R : ' o
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good quality of serge, for example; is & bettar ,invuhnént.;lorc';n.tn‘.-,

tomer than & cheap ‘pisce, which in .the store appears well enough;
or again, what advantages a pure linen tablecloth has over one made

of half cotton. - From such discussion, the pupils gain sound reasons - . ;
with which to urge the better lines of goods, and become interested in o

solling reliable merchandise. Most customers prefer” to buy mer-

chandise of good quality, but the unobservant and uninformed de - -

not always know the diffetence between goo&md';ﬁor cloth until.it:
i8 brought out by comparison and. explanation. .It is this kind of
intelligent service which establishes permanent customers for a store.
The familiar statement that
i1s forgotten,” the truth of which is borne out in the experience of all
who purchase material things, shows that effort expended in urging
the merits of thoroughly reliable goods is not wasted. ,
Even though time may be limited, it is possible to make textiles.a
broadening study by reference to various subjects previously taught
in the public schools. There may, and should be, constant oorml_s-
tion with commercial geography in connection with the countries of
production, labor conditions, transportation routes, and factors
affecting the price of raw material and finished product. Another
closely related subject is thé colonial history of the, United States,
which has many points of contact with the development of our

national textile industry. Many of the pupils have watched their -

grandmothers spin andiweave, and the old wheels and looms are
familiar objects to those who live in the earlier-settled parts of the
+ country. Frequently one or two pupils in & class can tie a weaver's
knot. The old spinning*schools, the spinning competition which once
took place on Boston comon, the difficulty with which the first great
textile invantions were secured by the colonists, because of the hos-
tility between the ncw country and’the old—these and many other
topics, treated incidentally in their proper connection, help to fix the
earlier teaching. * ae o o

The -interested response of a -class to the teaching of textiles is
satisfying evidence of their appreciation of its value. It is helpful
to them not only in their work as saleswomen, but also in their per-
sonal sxpenditure, making them better able to buy their own cloth-
ing wisely and economically. .’

COLOR AND DESIGN.

Closely allied to the course in textiles, through its application to
clothing and house-furnishings, is that in. color and design. .. When
it was planned to offer this study in-the school of salesmanship, the
- merchants protested, for they felt that*‘art’"-was not needed: in-the
education of a saleswoman. Nor were ths pupils favorably :diposed

toward it. They thought that color and design . were synonymous .
Dy 0 STt e e e s el g

g e o <7 ool PR
4 S P AT % SEAR I
£, At 4‘,3 T RO N

R ‘&ngﬁ-&zﬁwﬁ B '-'_y'ﬁ:ﬂt‘wﬁ._x_. s,

quality is reraembered long after price -

A% . mn . TR




&

.
b
~

— .

s nnrmrum—mm 'BDUCATION.

!lt.h'pmting Andvdrawmg, whtich subjocts, as commonly taught 10

Yoars ago in the- public schools, meant discouraging and laborious
qu for the many who had jnot ability in such lines.

a3 Bweryone should know something about practical apphcauon of the
principles of color and design, and sales people stand in special need
of-such knowledge, for they ara often rogarded as authorities. Many

,women, lacking teste and judgment in the choice of clothing and

fumnishings, buy whatever the saleswoman may urge upon them-
without proper consideration of the purpose which the article is to
sorve. While some.sales people, like some customers, have inborn
good taste, a great many have not, .and since the public is, to a great
extent, dependent upon those \\ho sell commodities, there is herc a
definite field for training.

The basic principle of service to customers underlies the teaching
of this course. Intelligent, interested sales people help customers
to -buy,the right thing for their parti(,ulJr needs. With this thought
uppermost, the pupils themselves, in the first lesson, report cases

in which customers have appealed to them for help. Assistance -

was needed in the selection of & hecoming hat or suit; sewing silk
had to be matched as exactly as possible to broadcloth for a suit: a
bharmonious color scheme was the aim In selecting trimmings for a
party gown; a customer who was sensitive about her appearance
was anxious to get the garment which would emphasize her good

' points.” The pupils admit that they are often doubtful about the

-advice they should give in these and many other cases and thus,
without realizing it, they testify to the need of instruction.

The work in color includes a brief review of the source of color; an
explanation of the spectrum circuit, with much practice in the identi-
fication of the standard colors and intermediate hues; discussion of
the correct use of the terms “‘tifit”” and “shade;” study of color scales
and color harmonies. The principles of art are taught through their
application to things of daily interest in the pupils’ lives. Much
illustrative material is used with all the lessons—natural and arti-
ficial flowers, ribbons, fabrics, feathers, scarfs, and veilings. The
perplexing problem of the selection of colors most bccoming to dif-
ferent individuals is studied by trying various colors on members of
the class who represent well-defined types of coloring.

In arranging merchandise for display on a counter, in a wmdovx or
show case, or,even on a reel, a saleswoman who has some knowledge
«of the fundamental principles of color and deslgn has a marked ad-

- vatage, s It is wbvious that the more artistic'and effective the dis-
", playthb more easily salable are the goods.. Many times handsomé

3. . -disew materials are made very unsttrastive to customers as a result

" of ynfortunate placing of the colors. This consideration of the display

-of merchandise may-easily introduce the study of design. The pupils

... are asked to glve critical reports of the store windows they observe

g
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on their way to work. Color schemes and arrangement are d!scusaedi e
and if the effect is not thought good the pupil reporting is asked to
suggest wayn in which it might have been improved. - R
For the study of design in relation to dress, members of the class
representing marked variation in figure and feature serve as modals,
showing the effect of stripes, high and low collars, yokes of varying
shapes, different styles and sizes of hats. The study of color is
perhaps most combined with that.of design in a series of lessons on
house furnishings. Starting with a lesson on conventionalistic treat- ..
ment as opposed. to naturalistic, the teacher quickly discovers the
artistic preferences of her pupils. The standard of beauty found
in the "art goods” departments of most large stores is that usually
accepted as good by many persons within and without the stores.
Realistic forms of decoration, absurd “novelties,” and supposedly
useful articles so weakly constructed that they are worthless are still ,
quite ‘prevalent in shops and homes. Because this so-called “art” ¢
is so familiar, a change in taste must be brought about gradually and _ "
tactfully. To state in the- beginning that bejeweled sofa pillows,
top-heavy cups on stilts, and dustcatching cozy corners -are not °
worthy objocts of admiration, would be to antagonize the class at -

the outset and so defeat the purpose of the lesson. The teacir

makes an appeal, rather, to the pupils’ reason and common
Pincushions, clocks, ‘cream pitchers, and candlesticks, artistic
inartistic, are compared; and & frank, full discussion of the merits
and demerits of each object submitted results.in encouraging sup-
port of the well-designed articles. Simplicity and fitness of form to
purpose are' eventually established as guiding principles, and an
interest is thus arousell in good design and color for wall paper,
oor coverings, sofa pillows, lamps, china, and all things of daily
utility. The class is gradually brought to an understanding of the
economic principle whigh states that “every consumer is a pro-
ducer,” and as not all customers enter s department with a decided
liking for one style of ornament or construction, the pupils are urged
to use their influence with open-minded customers toward a selection
of goods that are reliable. reasonable, and beautiful in the truest sense.
Toward the end of the course each class is taken to the art museum,
and it is a first visit for most of the pupils. If nothing more were
accomplished than to show them how to Jeach the museum, and to
give an idea of what is there to be seen, the trip would be worth  *
taking. In reality much more is gained. The educational depart-
ment offers valuable léctures, one on “ Beguty in objects of daily use’’ -
and another on “Costume” being especially applfcablq to the work
of the school. Even a superficial study of the museum’s fine col-
lections enriches and illuminates not only the work in color apd .

design but also the textile and merchandise courses.
i, SBN—1T— . '
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2 :Y’ﬂns brief outline of the work in color and design suggests the
practical nature of the course. It might, perhaps, be called a colirse
.in .appreciation, for it undoubtedly accomplishes 'a great deal in
raising the level of taste and opening. the eyes of the pupily to
truth and beauty in the world of material  things. Comparatively
little time is devoted to manual work, for in this course the
emphasis is placed not upor the development of technique, but
upon the understanding and application of principles. Evidence of
the benefit derived from the course is given in statements quoted,
from a written lesson in which the pupils were asked to report any
ways in which the study of color and design had helped them either

personally or professionally. ' .

1 have applied the principles of color and design in the armahgement of my sock
by putting all of one style and evlor together, making the effect much more attmctive
than when the colors were mixed with one another. The course has Helped me with
my customers, for I find that by looking at them I can tell the style and colorein which
they will look beat. ' .

 The other day & customer with ligbt hair and very high color came in and wanted
an old-roee evening coat. When she tried it 00, it clashed with her coloring. Befpre ©
she went 1 sold her a gray coat, which was very becoming. It took some persuasion
on my part to get her away from the old-rvee coat. The study of color and desigp
has helped me at home in the armangement of my room. 1 was buying a pillow the
other day, and instead of being attracted by naturalistic desjgns, as [ alwayx hayvé been, .
I looked for 8 conventionalized design of the daisy. I find now that 1 dislike the.
pillows that [ have embroidered with naturalistic designs of the poppy and daisy.

In purchasing things for myeelf+] use the monochromatic scule, which, before I
-went to the school, I knew nothing about.> The study of color and design has helped
me to enjoy windows, rooms, and decorations more,  Previously, I used to enjoy lovk-  #
ing at them, but never knew why, and now that I do know I enjoy them much more. .

MERCHANDISE.

This course is arranged each term to meet the requirements of the
class, for in & group of 30 saleswomen 10 to 15 departments of & store
may be represented. The pupils are placed in small divisions accord-
ing to the merchandise they sell, and one appointment a week with
a -member of the teachers' class as leader.is devoted to the careful -
study of the special stock which the pupils handle in the stores. The
following list of smerchandise groups, arranged for a recent class,
shows'a normal range of subjects: 1. Suits and coats. 2. Waists and
gowns. 3. Negligees. 4. Children’s clothing. 5. Veilings. 6. Ho-
siery. . 7. GlovM. ‘8. Corsets. 9. House furnishings: 10. Small
wares. 11. Shoes. 12. Millinery. 3
~ This study is of absorbing interest and ranks with. the course in
b, - galesmanship in power to show concrete results in the form of im-
' . ‘proved store work. ™ Merchandise' knows no limits. It is FatRered

%" from the ends of the earth; it is both old and new; in cne way and
.. another it is closely connected with .the history of nations; it is
| ever-changing; words from many languages are used in describing it;
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countless materials enter into its composition. Thus subjects may be
handled in a great variety of ways. A group which is selling suits
studies the season's leading fabrics, collects samples, makes a
scrapbook of pictures giving distinetive style features, ‘a drilled in
the spelling and pronunciation of the names of famous: lesigners,
learns how to justifv the price asked for an expensive, 1 .ported
garment, and studies the st:;l(-s best suited to different figure. ‘
. The coursefor a small-wares group is, of necessity, less concentrated,

"These pupils may study the manufacture and learn the leading

brands of a few of the most Jmportant items in their varied stock,
such as seissqrs, pins and needles, dress braids and beltings, and with
these lessons as a beginning, will later get by themselves information
about other lines. ‘ .

Each merchandise division usually makes a collection of some
kind.  This may he samples, or pictures, or chippinge—anything is
goo which stimulates interest in the subject and helps the pupils
to assimilate the facts. ,

One point is emphasized with all the groups, namely, that the
sale of merchandise of good quality is advantageous to the store and
the saleswoman, and perhaps most of all to the customer, who
remembers with pleasure an article which has given satisfaction, the
place where it was bought, and the person who sold it to her. Sales-
women are sometimes afraid to show the better grades of goods,
because they do not understand their value. This work enables
them to talk intelligently about all lines and creates in them a spirit
of enthusiasm which is a valuable aid inselling.




Chapter IV,
. THE COURSE OF STUDY (concluded).

ARITHMETIC, HYGIENE AND ;"HYSICAL EDUCATION, ENGLISH,

ARITHMETIC.

When merchandise is sold, a record of the transaction must be
made. In a department store the sales check serves this purpose..
After making a sale, a saleswoman is required to record the number
of articles sold at a certain price, the total amount of the sale, and the
amount of money received from the customer, if it is a cash transac-
tion. If change is due, the saleswoman must make sure that the
amount sent by the cashier is correct and must “count the money
back" in giving the change to her customer. The amount of each
sale is entered on a slip ruled in columns, and at the end of the day
thia tally, record, or index, as it is variously called, is totaled. It
is evident that every sale involves mathematical problems, and for
this reason the school of salesmanship includes the subject of ant.hme—
tic in its course of study.

The need of this course is never questioned by the merchants who
know how the business suffers from carelessness and ignorance in the
use of figures. Out of a class of 30 saleswomen, only 4 or 5 ordinarily
exhibit any facility in the simple arithmetical operations called for
by their work. A great amount of drill is, therefore, given in the
four fundamental processes in ordet to inake them firsi accurate and
then rapid. Ability to handle fractions easily and correctly is essen-
tial for those who sell goods by the yard. Nearly all saleswomen are
afraid of fract,:ons, and there are many cases of girls who have re-
fused positions in yard-goods departments because they knew they
could npt make the computations. This unfortunate handicap of
fear is gradually removed by the teaching of the simplest method of
using the fractional parts of the dollar and tue yard. A varicty of
drill makes the pupils familiar with the new and easy way, and the
wheill of achievement which comes as they find themselves able to
handle such awkward prices as 12} cents, 374 cents, 59 cents, 98
cents, $1.87, and $1.95 is a stimulating influence felt throughout the
day. Percentage is taught in relation to commission on sales, dis-
~oounts, profits, reductions, and interest. All transactions are re-
“duced to their simplest and shortest forms. Material for the lessons

. L |
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i8 always taken from the pupils’ daily work in the stores, the girks
themselves often bringing troublesome problems for class discussion. i
All of the pupils have been taught arithmetic in the public schools,
but this feaching has apparently made little impression, probably
because it was not connected with anything which seemed of intertet
or importance. When the subject is made to “function from the
occupation,” it becomes significant and vital. It is no exaggeration
t@ 8y that the pupils in the school of salesmanship look forward with
eagerness to the arithmetic lessons. Many state that they never
liked the subject until they came to the school. . .
Characteristic of the method of teaching all of the subjects is an
effort to set standards and to establish habits of personal importance .
to the pupils. The course in arithmetic leads naturally to discussion
f cash accounts, and this topic introduces a series of lessons in ele-
mentary economics, or saving and spending, as the course is usually
called. In 1916 the minimum wage commission of Massachusetts
set $8.50 as the minimum to be paid to saleswomen who are 18 years
of age and have had one year’s experience. The relation of expendi-
ture to income is discussed on the basis of this wage, which, upon
investigation, has been determined &s sufficient to meet a sales-
woman’s absolutely necessary living expenses. A budget is worked
ont to show the most effectual distribution of this wage by one who
aims to be efficient in her work. Other wage smounts are consid-
ered and also the changed conditions when a girl lives at home or
enters into a cooperative plan with other workers. The wisest use of
asalary increaseis discussed, and the means of recreation, education,
and saving receive a great deal of attention. The application of these
lessons is constantly urged by the teachers, who stand ready to advise
about the buying of a suit or coat, saving for a vacation, and in gen-
eral, about the best use of money for.any purpose. As a part of the
regular work the pupils start cash accounts. With the help of the
teachers, expenditures are totaled each week .nder classified head-
ings. The habit of account-keeping thus formed at the school
becomes pormanent in many cases. '

In establishing a sane point of view toward life these discussions are
of great value. A few examples of the good accomplished by this
work are here given. They are taken from reports of individual
work with the pupils. .

The question of annual expenditure for atockings was under discussion. Mise
said that she bought a pair of 25-cent imitation silk stockings about once 8 week,

. 8he wore them continuously for a week, and then they were usually so full of holes
that ehe threw them away. The experience of those who paid $1 for three pairs of
good cotton stockings, which, frequently washed and mended, would last gix montha,
was entirely foreign to her. To her great surprise she discovered that her outlay for .
stockings was approximately $13 a year, while those whe bought with mere intelli-
gonce spent but $2. : .
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» Mre, , Carning $7.50 & week, had been in the habit of npeudmg her earnings
for pin money, sodss. and chocolates every day; on Sunday she unally went to Re.
wm Beach, spending 82 or 83 every time she went. She has now decided to try (o
mve money and help her husband. who has no settled ocqpnmn Before working
on the cash sccount she bought & 60-cent box of candy one night for her dinner, cating
it alome. Alter studying diet and cash accounts, she never did this again. She has
decided to open an atcount in a savings bank.

I found Mise had the habit of buying ice-cream sodas overy evening after
T explained to her how this hahit affected her appetite and her purse, and she
resolved to stop. T hegan 4 canh account with her.  She had never thought of daing
this and had not needed to, because her aunt, with whom she lived, took no board
money and helped her s great deal. When | learned thut Mis was very much
imqmlod in munic, _(augxmu-d that she save money cach week toward more advanced
musical training.  She noon gave up ice-cream sodas and ix now xaving money for
music lemons. :

HYGIENE AND PHYSICAL EDUCATION.

Six lectures by a woman physician, well known for her interest
in education, canstitute an important part of this course. The
lecturer, with a clear understanding of a saleswoman's problems,
adapta her simple, forceful talks to meet the needs of this class of
workers. The subjects of the six lectures are as follows: 1. The foat
and footwear. 2. Digestion and diet. 3. Constipation; menstrus-
tion. 4. Nervous control. 5. Reproduction. 6. Reproduction.

These lectures are reviewed and applied in various wavs in sub-
sequent lessons. conducted by the teacher in charge. who also leads
informal discussions concerning the importance of a business woman's-
appearance, the kind of clothing which should be worn and its’ care,
the desirability of frequent bathing, and other personab topics.

It is the aim of the coume in hygiene to give such instruction and

‘training as will promote the physical well-being of the pupils, and

thereby add to their comfort. happiness, and success.” As with the
other courses, the subject 13 finst approached from the -tandpoint
of the special conditions of the industry. One of the most diflicult
conditions is the necessity of standing sl day, and it is patent that

‘i anything can be done to lessen the fatigue thus occasioned, the

pupils should know abyGt it.  That. the style of shoes they wear and
their weariness at night may bear any relation to each other has
never occurred to most of them, whose choice of footwear is usually |
governed by the desire for a *‘pretty”” rather than a comfortable
shoe. After the anatomy of the foot has been described, with the
aid of drawings and photographs, a dozen different styles of shoes,
borrowed from an accommodating’ dealer, are shown. These may
vary in style from a French-beeled party slipper to an oextreme
ort.hopedlc model. . The effect of each is carefully explamed and the

- h

‘point made that footwear suitably worn with an evening gown is
" peither suitable nor safe for daytime wear by a girl whose work"’

requires eight hours of standing. Many of the pupils make their
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fimt purchase of hygienically shaped shoes a3 a result of the simple
but convincing talk. One girl who changed from cramping, deform-
ing shoes to a pair built on a hygienic last, said that she ‘‘never
-dreamed that shoes could make such a difference ; that she would be
so much less tired at night as a result of the change.”

In treating the subject of nutrition, the teacher considers the needs
of her pupils as saleswomen, but sees in them also the future pro-
viders of households. An effort is made to stimulate an interest
n wise buying, in economical methods of preparation, in clean, well-
covked, palatable food, and in a varied diet. The question of business
honesty is brought up in relation to the choice of food and the cir-
cumstances governing its consumption. Every girl knows from her
own experience or that of others that a person who is suffering from
idigestion or headache or backache finds it difficult, if not impos-
sible. to serve customers properly.  Since the best physical condi-
tion that a saleswoman can attain is due her emplover and her
customens, it is clearly her duty to let judgment rather than whim
control her choice in the matter of foods. When the assimilation
of food is under discussion, the care of the weth is emphasized, and
alterwards the condition of her teeth is talked over with cach pupil.
If w girl needs the services of a dentist, but can not afford to pay
for this attention, arrangements are made for free treatmeént at one
of the dental sehools, and she is allowed time out of the school session
Jor the necessary work. -

The lesson on the nervous system resolves itselfl into a discussion
of the best way to keep this delicate and indispensable mechanism
in a highly efficient state. The value of fresh air, of eight or nine
hours’ sleep, and of a sufficient amount of the right kind of recreation
15 brought out.  Consideration is next given to the practicability
of obtaining the needed air and sleep and to the relative merits of the
many forms of recreation indulged in by different members of the
class,

The earlier lessons prepare the way for two lectures on reproduc-
tion, which is taken up from the broad standpoint of eugenics.

Much good is derived from this practical course in hygiene. When
the eirls come to the school, many need advice in regard to some
physical handicap. Nearly always the feet, and often the teeth or
the eyes, are causing much suffering, and there are many troublesome
cases: of constipation.  Although most stares, through: their welfare
departments, provide free medical advice, mauy girls hesitate to
take advantage of this opportunity, and in a large store it is usually
not possible for an official to scek out and investigate individual
cases not previously reported. But a teacher of 30 saleswomen
soon discovers which énes are physically below par and these girls
are grateful for the advice of an older and more experienced person.

7
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Often & girl admits that she had been intending to '‘do something”
about her difficulty, but she might delay “o her great harm without
the impelling suggestion of some one in whom she feels confidence.
It is found that ill health among these girls is nearly always due to
ignorance rathér than willful neglect or the lack of means for pro-
fessional advice. They do not know how to live and do not under-
stand the reasons for many precautions which may have been given
‘them. " The question " Why 1" is put and answered many times in
this course as in all t_he others, for it i intended that the purpose, the
use of everything taught at the school shall be clearly understood by
both teachers and pupils.

~The firt three statements quoted below are taken from teachers
reports of individual work with their pupils; the last one is from a
pupil's teet paper. The extracts are typical examples of WHVS 1l
which the teaching is applied.

Miss ...... suffered frum sovere headaches.  We sent her t the Bosten Dispensary
for an examination of her eyce, found that abie needed glames very much, and helped
ber plan 10 go to the dispensary for the three necessary visits, At the end uof this
time she obtained her glases and has worn them with rolief ever sinee  This did not
cure the hoadachee completely, however It waa discovered that her rygular lunchean
consisted of doughnuts, pie, and coffee. She was pemuaded o give up coffer, first,
s day st a time, then & week, and finally togive st up alogether  She has abso learned
to chenge the charscier of the foud which ahe achecws fur her Juncheons.  Three weeks
have gone by with no headachee.

Miss ...... came 1o the achool with her teeth in very bad comliticn,  Ae she
had never had them cared for, nearly every tooth was decay ed. Immediately after
Dr. ...... 's lecture on the care of the weth, Mis ... .. asked me to recommend a

dentist. I took her to the Harvand Dontal (linic. wher she received treatment
fres of chasge axcépt for the materials used. She has been going there ance & week
for the last six woeks. ' -

Miss ...... had been eating no breakfbat before coming tu the school.  After the
Jecture by Dr. ©..... » wa talked over the matter, and the commaunsense angument
of gain in strength convinced her that she should try to eat something.  Every morn-
ing after our talk I asked ber if she had haq any breakfast, and anly once had'she
failed to get this meal. :

1 have purchased shoes like those the teacher sdvised, and the change is wonderful.
When I used to go home from work at night, I was lame and my head sched, but
now, evenif my head does ache, my feet never bother me at all. 1 feel like running
or walking al! the time. ’

. Allied with the work in hygiene, and having the same general
aim, is & course in- physical education. For this work the floor of
the schoolroom is cleared, and under the direction of an experienced
teacher the pupils practice not Swedish gymnastice but certain’
exercises which may be suifably taken in street clothes and which
are applisd to the needs of saleswomen. That the occupation of
golling is physically fatiguing no one will deny, but few porsops

" - know how the physical strain may be lessened by coirect standing

t ~ and breathing and by means of simple exercises which may be taken
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inconspicuously while on duty. Practice is given in walkinig, to.*
demonstrate the desirability of a fine bearing and gait; correct™
sitting position is taught; awkward and deforming habits are modis:’
fied; and the effectiveness of a clear, well-modulated voice is emphss !
sized. The point is constantly made that good looks and fine '©
physique are, and should be, a personal and business asset. Through- -
out the lessons, without sacrifice of scientific principles, the recreative -
spirit prevails, and the girls enter into the work sgith enthusiasm,’ ~
. The beneficiel influence of this course is marked. The possibilities - /
for good in such an application of physical training are unquestien- -
ably great, and it is believed that in the near future this field:will be *
developed by organizations interested in bringing about a high degres"
of industrial officiency. - .
Referring to the help she had received from this work, one girl said: ‘
I found that I had been sitting in street cars all bundled up and in the moet uncom-" f' i
fortable and awkward positions, with my chest contracted and my feet twisted around - "\
the foot rails. I took t0o long a step for the length of my leg and I had never thought '
of taking decp bresths in fresh air. I had no idea that exercise and fresh air would -
do so much for me, but now unless I have plenty of freeh sir all the time I can not . .
bear to do ?'nything.

£
g

ENGLISH.

i

The pupils need to be taught correct usage and what may be
termed good taste or judgment in the selection of words. In the *
public schools they have studied English grammar, and the hotice- * * } o
ably deficient speech of most saleswomen, their impaverished vocab- ' 1
ularies, would seem to indicate-that. this subject has not been taughs "% %
to advantage. 1f English and English literature were taught voca~ -
tionally, as a well-known writer has recently urged, it 'seems probable = ** #
that the rank and file of-industrial workers, as well as many of those' b
who have had the advantage of a good education, would use the '”Jf_
language with greater perfeotion. Undoubtedly most of the pupils 4 -
who speak good English when they leave school did so when they ¢
entered, from home association with those who speak well. aesd

Whatever the strength or weaknees of the present system of Eng-' 5

R A g YO

respond well to a review of subjeot, predicate, transitive and iritran= g
sitive verbs, participial forms, and other technicalities easily grasped' "4
by a certain type of mind but difficult of ‘mastery by the avetage "¢ 4
young person, the majority are not interested in the struetural wide: 11,
of the language. - All are interested, however; in ‘the phrssectogy /47«
that will most clearly exprees their ideas and will theréfors- make 4,

80807—17—5 _ : oo o

lish teaching, few of the girls who undertake store work appear to '
have gained much of practical value from their previous study of * =
English. Probably a still smaller number hear good English spoken 5
at home. Thus they naturally use the words, phrases, and construc- 2
tions of their associates of the less-educated olasses. While some "%
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. the strongest, appeal to oustomers. The idea is developed that good
. Englistl is & :quickly recognized sign .of education; that customers
‘prefer well-educated to ignorant sales people, because an educated
$-person may be expected to be intelligent, thoughtful, and thorough
" in the service which she renders; and that it is consequently greatly
' ‘ to & girl's personsl and professional advantage to cultivate an ade-
: quate vooabulary. .

" Since the merchandise is responsible for most of the conversation
" between customers and sales people, it is made the basis for much of
- the study. of English. Articles representing various departments of
| 8 store, placed before the class, are talked and written about, always
., from the standpoint of interesting and impressing the customer.

- shapes, styles, and distinctive features are named and described.
. Again, no actual merchandise may be used, but & pupil standing
- before the class will describe something from her own stock—a dress,
.~ for example—which she considers one of the best and most attractive
. values in the department. It is understood that she is to describe it
- 88 fully and aocurately as possible, so that the class will have a clear
picture of the dress. When she has finished, the class plies her with
" questions. What were the buttons? How were they arranged?
Was it genuine pongee? Was the dress hand or machine embroid-
- ‘ered? When all the gaps have been filled in and every point has
" been settled, each pupil may write a description of the dress to show
“« the strength of her memory and her power of visualizing. Similar
. exercises are given in directing customers to different departments
. of the store and in answering the many diverse questions which are
grf"asked. :

. The spelling lesson differs little from any spelling lesson taught
¢ with modern methods, except that the pupils have felt and expressed
;, the need to learn to spell the words correotly before they are given
f: the opportunity of learning them. Lists of words to be spelled are
¥, made up of confusing' addreases in Boston and it vicinity, names

> and terms used in conneotion. with merchandise of many kinds, words
#..frequently heard and written in reference to store and business, such
48 “‘superintendent,” ‘“department,” ‘‘manager,” ‘‘aisle,” and
“delivery,” and common errors found in the notebooks.
. The work which has been referred to as written English deals
ohiefly with letter writing. Each member of the class writes a letter
xof application for a position as saleswoman. Another type of letter
“Lis that written to a oustomer, explaining a delay in the delivery of
merchandise ordered or. asking permission . to substitute something

T,

-yatil, they meet certain requirements previously agreed upon as nec-
esmary;. . Lotters. must be spaced and written well, must be clear and

- Lists of appropriate adjectives are made; articles are compared;

or ap artiole not in stock. - These letters are corrected and rewritten -

b
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correct in expression, and must be gracious and dignified in tone.
When it is considered how comparatively few persons, even among
the well educated, are able to write a really excellent letter, and how
important may be the influence of a letter, the reason for emphasis
on this part of the course will be understood. _

A requirement of the daily work is a record or report of the lessons,
which each pupil writes in a notebook provided for this purpose.
The tinished accounts, written in ink, are correoted by the teachers, -
who givé individual instruction to those whose penmanship or spelling
is faulty or whose powers of expression are weak. )

Oceasional loctures-have been mantioned as a part of the salesman-
ship course, but some talks are also givon on subjects of broad general
interost.  In the study of oral English, cloar enunciation of words )
and freo and foarloss uso of the voice are found to be so important ™ .
that a talk on ““The speaking voice” is listened to with interest and -
profit.  Ono of the moans of increasing vocabulary and developing *
forcoful speach is_known to be the roading of good authors. Not
from this standpoint alone, howaver, is the subject of ““Books and

reading” approached. Knowledge of human nature, keon judgment
of character, breadth of sympathy—these are salosmanship essen-
tials. By moans of brief but interesting reviews of current or stand-
ard works of biography or fiction tho class is lod to see that good
books holp them to develop tho higher qualities of salesmanship,
The spoaker also points out that broador outlook, higher ideals, and
courage to moot hard situations are a part of the porsonal gain which
comos from reading authors of recoguized morit and that as a means of
rest and recreation, some books offor unqualified solace and delight.
Various books aroe discussod, as to thoir ultimate value to the reader.
A reading list s compiled, books previously collocted from libraries
and privato. colloctions are lent to the class, and all are oncouraged
and holpod to avail themselves of thoir public library priviloges.
Subsoquent class and individual conferonces strengthen tho desire
for good reading and mako the pupils increasingly thoughtful in
their choice of books, magazines, and newspapers. '

A talk on “The use of loisure” brings out the importance of plan-

ning the use of free time to yield the richest roturns, and “What we

get from plays’* helps the Pupils to see that tho drama, like literature, - ¢
.18 8 means of recreation, wducation, and culture, and should, there-
fore, be chosen with discrimination, . .

That the pupils may be intelligont about the great movements '
of the day which are of vital importance to them, lectures are givon °
on such subjects as “The significance of the trade-union mdvement,"”
“Woman suffrage,” ““ The minimum wage,” and “ Vocational training.”

a0 Q y




Chapter V.
THC METHOD OF TEACHING.

It will be recalled that a part of the fourfold purpose of the school
is the development of individual power, and it is toward this end par-
ticdlarly that the teaching methods are directed. Some teachers =
consider a course of study the all-important thing, while others in an
eﬁort to make the presentation conform to a certain standard may
'fail to teach essential subject matter. In the school of salesmanship
¥ the course of study and the method of teaching are so bound together
.. that an attempt to separate them results in marked loss of effective-
) | Dess, This accounts for the failure of seme teachers who, not trained
“+.  in the methods of the school, have tried to use its outlines. Anyone
" can teach the externals of selling; were the training to stop these, a
saleswoman would derive little permanent benefit from a course in
salesmanship. It takes a trained teacher, and one trained in the
highest ideals and practices of vocational teaching, to lead a class,
to think out for themselves the pmnmples governing success within_
their own vocation. '
Teaching the pupils to think is the keynote of the method. Tt
involves a selectionof questions which can not-be answered without
. constructive thought. It is s very complete application of the
method employed by many educators whereby the pupils are led to
. discover their own needs, and, having discovered, seck to satisfy
them. The teacher makes such use of the situations presented that
the actual steps in development of the lesson are detected by the
pupils themselves, the self-activity thusinduced leading to that mental
awakening which is one of the high achievements of true education.
Lessons conducted on this plan are mote like conferences than formal
recitations, for the teacher, instead of ‘‘imparting information.”
directs the class discussion so that it will follow the most helpful lines,
interprets when necessary, and so guides the lesson that the pupll\
.. form spontaneously the correct conclusions.

A few exam;:les of the lessons taught in the school of sa.lesmamhlp
‘_ may be of value in showing how inseparable is the course of study
from the method of administeringit.

... For the first example a lésson on'diet niay be taken The subject
T o( djet:and: digestion was not new- to the class. Before entering the
. school most of the’ puplls had had some instruction regarding food -
" and its asmmnlatlon, lnstructlon apparently misdirected, for their
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. bore no relation to health, to efficiency, or to wages, for this was one

" their departments late in the afternoon of every day.to get an

- fied in teking 10 or 15 minutes away from her work every day for
- this "purpose? - What is .the customer’s impression of a store in .

R A
CHING. ,
luncheons, like those of the average untrained worker, were examples .
of foolish and often harmful impracticability. Many of them began .|
an eight-hour day with no breakfast, or with the passing stimulation .
of & cup of coffes. " Frequently luncheon consisted of a ham sand-

wich and an eclair, or doughnuts and pie, aud dinner would be what-
ever was put on the table at home or in the boarding house. Food

THE METHOD OF TEA

of the many influences accepted without thought. _ :

The lesson in question was the third in a series on the choice of
food. As a basis for the lesson, the teacher had in hand the menus
of the three meals eaton by each member of the class the previous - .
day. To obtain this material no coarcion was necessary. When the
pupils were asked to write out the facts, in order that the work might
be made as helpful as possible, they responded willingly.

Without personal allusion, different menus exemplifying both wise
and unwise combinations were discussed. Nearly all of the menus
showed a preponderance of fried foods, an excessive consumption of
tea. and a very limited use of vegetables. By recalling their attention
to the first lecture on diet and digestion given by Dr.. , the
pupils were able to reason aut why fried foods are usually more
difficult of digestion than those prepared in other ways. But an
uppeal to the reason is not always powerful enough to effect a change
in habit. The experience of those who had found other methods of
preparation quite as palatable as frying was brought out. The .
pupils became deeply interested iy the pros and cous of —Broiled v.
fried steak; dropped v. fried eggs; baked v. fried sausage.

The point was also made that frying is a much less harmful process
when properly done, and then a member of the class who understood
cooking explained the corréct method.

+ Many of the girls were ready to admit that tes was not good for
them, but they said they drank it because they liked ““somothy
hot,” or nore frequently because they had formed the habit and a
mesal would seem incomplete without it. The virtues of milk, cocoa,.
multed milk, and water as substitutes were accordingly discnssed,
with the result that some members of the class gave up the im-
moderate use of tea in.favor of a beverage more wholesome. At
this point, when habits were under discussion, some one brought up-
the soda-fountsin habit, stating that many of the sales people left -

ice-cream soda at the ““fountain.” This timely suggestion led to con-
sideration of the larger principles involved. Is a saleswoman justi- .

which she sees a large number of employees occupying the stools of
& public snda fountain? Why is it sometimes a personal disadvant-
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A age to be away from the department' What are the dangers of the gt
_ - soda-fountain habit? Is it-a-good investment of money? If a girl
* bought a 5-cent soda every day for a year, what would be the total
.amount expended ¢
The questlon of vegetables Whs connectod with the discussion on
_the meaning ‘of & balanced diet, which had taken place in the pre-
ceding lesson. It was made cle‘ar that vegetables furnish a d(-sirabie
"means of supplementing a meal with the element most needed.
list was made of the fresh vegetables obtainable in the markot at .'
that season (October). Prices were given, and various wms of
cooking the vegetables were descrihed. Again the pupils who had
had experience in the preparation of food became leaders in the
lesson, emphasizing the need of thorough cooking,. delicate seasoning,
and attractive serving.

In all of the preceding discussion the tonchor gave little or no
informetion herself, but kept so many interesting questions before
the class that all were thinking about their own_experience in the
matters under distussion and were pnconq‘mmaly ostubhs}ung new
rules for future conduct.

The demonstration sale furnishes the best illustration of the
method of teaching, for the use of the sale as a teaching exercise
was devised by the director of the school wlio likewise planned the
manner of conducting it with special reference -to the noeds of a
class of saleswomen,

In the sale.about to be roported & girl from the art embroidery

, department of one of the stores was the saleswoman, and the stock
consisted of towels, laundry bags, -crochet cotton, and other mer-
chandise of like character. The accaunt of this sule is adapted from
an article on the school of salesmanship which appeared in ““ Women's
Wear” ! and which was written from notos taken by the author
during a first visit to the school.

The customer, dressed for shopping, entered fromi the opposite
sidé of the room and stated that she wished to exchange a laundry
bag which she had purchased the day before. The girl had assured
her, she said, that it would go with her pink wall paper, but she had
found that this was not the cage, and wished therefoge to return it

- and get the money back. The girl had said ‘‘good morning’’ as the
customer approached the counter. She now invited her to take a

. seat and said she would be glad to help her. The customer there-
upon asked, “I can have my money back, can’t 11" .The sales-
woman replied that she could, but that she would rather satisfy the -

-. oustomer with merchandise. While this conversation was going

- on, the-saleswoman had called a floor manager (a member of the

iclass' who represented the same store as the saleswoman) who had

© ) Issue of Mar. 5, 1915. &
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opened the package and approved it for exchange. In the mean. }',j
timé, the girl picked up a towel marked to be embroidered, cullmg'%
attention .to the new design. The customer showed some interest, ™
but objected to the pattern which she thought too Jarge for the .
space, whereupon the girl showed her'several others in finer patterns,
explaining pleasantly the best features of each. She reached a pointy .
#t which the customer liked a certain design, but did not like the . .
@ towel, so she suggested that the customer might have the design
Siamped on any towel she might select. Finsily she decided to buy
two towels of a certain design, and two more of another. The girl
then suggested that if she bought two more, she would have an even
half-dozen, on which quantity there was a slight reduction, and suc-" _
ceeded in making the sale. By this time the customer's distress
about the laundry bag was somewhat relieved, and” the saleswoman
.now brought the action back to the bag by suggesting that she |
] would show some other styles which might begmore desirable,

The customer did not think she would be interested in other kinds, -
She believed she would prefer to make the bag. The saleswoman 1
then pointed out that the materials for a bag would cost more thén
would a bag ready-made, and the customer would have the work to
do as well. Without waiting for a decision, she produced a laundry * -
bag of a style quite different from the one the customer had brought
back and began to explain its good points, She spoke of the ‘good
workmanship and how desirable it is that such an article be strongly
made; of the heavy drawing cord which, with its tassels, added to
the attractiveness of the bag; of the soft gray tone which would har-
monize with the pink wall paper and of the Persian border which
would go with anything. Having interested the customer enough -
to lead her to ask the price of the bag, it developed that the price
was higher than that of the first bag." Here the saleswoman pointed .
out that the first bag was a special value, but that this one was
really of better material and would give more satisfaction. She
finally sold the customer this laundry bag, and also some balls' of
embroidery cotton for use in.embroidering the six guest towels which
had heen previously purchased. K

The new .sale amoupted to considerably more than the price of the
first laundry bag, and as the customer was not prepared to pay the
{ull amount the girl was obliged to make out an upusual form of
sales check to complete the transaction. She had: to credit the
first bag, charge the towels, the second bag, and the cotton, and
then credit the amount paid by the customer on the néw transac-
tion, leaving the remainder as s C. O, 3 o

When the sale was over, several girls raised their hands and asked
to see the sales check, which they recognized at once as a fiiﬂicult one.

gy
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- - The class then took up the critioism of the sale. One girl thoughit
.that the stock was poorly arranged in that,all the artidles were placed
.. - on-the same level, producing a monotonous effect. Another girl said
. -that this arrangement was bad, because no attempt was made to
.attract customers’ attention, but she commended the neatness_ of
the display and the feeling for system shown in the classification of
articles. Several felt. that towels should not have been shown at -
the beginping of the sale, since the customer's chief interest was in
. laundry bags. The saleswoman answered this criticism by saying
fhat she did this partly to fill in the time while the floor manager
was examining the package, as she thought that was always an
.awkward and sometimes an embarrassing moment, and partly to get
the customer’'s mind away from the thought of disappointment and
-annoyance which had been uppermost when she entered the store.
She said she had intended to work back to the bag gradually, which,
in fact, she had done. One gir! said that not enough ** talking points "’
were given, and when the class was asked what additional ones
might well have been mentioned, the following were suggested: Name
of waterial, laundering qualitics, capacity (of the bag), quality of
-the linen (towels). The saleswoman believed that these points
would not have interested her customer, who had returned the bag
because it offended hLer sense of color.  She had, therefore, empha-
sized the ®sthetic rather than the practical points. The class agreed
that the ““talking points” selected should be those which would make
the strongest appeal to the spocial customer.

The question of diction was brought up, and two cxpressions wero
criticized, “this here,” and “‘ten & ball,” instead of “‘ten cents a
ball,” when the price of the cotton was given. All had noticed that
at & critical point in the sale one of these balls of embroidery cotton
had fallen to the floor, distracting the attention of the customer and
probably soiling the cotton. A visiting merchant said that the girl
had told the customer that the bag **would fade a little.” He con-
tended that either it would fade or it would not fade, and the girl
was not justified in returning such an answer. It was thought by all
_ that the saleswoman’s manner was exceptionally good; she was alert
without nervous tension and was friendly without being effusive.
The class was asked what-was the difficult feature of this sale, and
some one replied that it was the handling of an exchange for a dis-
satigied customer. ‘‘What kinds of refund customers have you
had ¥”’ was the next question. The pupils were urged to think about
.-.auch transactions and report interesting cases at the noxt conference.
... The point was made that customers wishing to return articles
.. ;- frequantly send-them back instead of bringing them to the store in
O .person. It was sgreed that sometimes this course is followed by
5 customers who do not want to he persuaded to buy something else and

.
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are timid about inourring the possible displeasure of the atore and
the saleg people. . ; °q L
" Then the question of why people return:goods was taken up, and °
after referenoe to the dissatisfaction that arises froin bad fitting and
misinformation, it was admitted that frequently sales people urge
customens to buy merchandise, saying that it may be returned if not
satisfactory, and that in such cases the girl’s aim is apparently to
ake a sale and get rid of the customer as soon as possible. Here the
teacher took oceasion to remind the class that a New York merchant
who had visited the school a short time before had assured them that
in New York 33} per cent of all the shirt waists sold were returned.
A great deal of questioning ensued with regurd to returns, and much
stress was Inid on the point that too often a saleswoman forced the
goods on the customer, or in other cases failed to interest herself in
selecting the artiele best suited to the customer's needs. -

The effect of returned goods on sales people themselves was dis-
cussed and it was made plain that every return means a loss to the
store, which may include the cost of delivery, of collecting and bring-
ing back the goods, a mark-down which may be necessary to sell the
goods aguin, and a lost opportunity to make o real sale through hav-
ing the merchandise out, of the department when some one else wants
1. The 1elation of the whole question to wages was finally brought
out, and it was agreed that a girl who incurred the expense of fre-
quent credits could not hope for promotion, if indoed her services
would be long retained. ‘

Lt will be noticed that the first part of the criticism came entirely
from the class, and that the teacher did not even direct it until it
became necessary to turn. the attention of the class to the object of
the sale, in order to make the best use of the period of discussion.
The topic of the sale was Returns, their ca uses, etfects, and prevention.
Since nothing out of the ordinary came up in the sale, thus making
it more profitable to discuss it under some other heading, it was
made to serve the purpose for which it had been planned.

Roviewing the criticism, it is found that the discussion of the
class is not in any definite onder, but is spontaneous rather than
forced, dealing with ccrtain'important headings under the technique
of the sale, u<. arrangement and care of stock, talking up merchan- °
dise, diction, suggestion, and points of system. The visiting mer-
chant brought forward a point of ethics. Had this been less axio-
matic, the discussion would have been laid aside till it was disposed
of, as such a -question is always beld of more importance than the
technique of a sale, . N

The attention of the class once drawn to the subject of returns,
the pupils brought out the causes for returns, the different. ways in
- which' they are made, their effest on the store, on the department

ERIC

Aruitoxt provided by Eic:



S NI e NuU SRS Bt ’ -
4 DEPARTMENT-BTORE' EDUCATION, ?!

1
where the sale is made, on the sales girl, and on the merchandise,
The prevention of such credits came next.

This exercise included not only a lesson on returned merchandise,
which was the purpose of the sale, but the side issues of several saleg.
manship principles and a question of ethics. What the side issues
would be could not, of course, have been determined in advance.
The progress of the sale might have been entirely different from that
which had been planned, for the reaction of sales girl and custoner
on each other can not be judged beforehand. :

The demonstration sale illustrates strikingly one of the salient
points in the teaching method—adaptability to eircumstance. The
willingness and the ability to discand absolutely a carefully worked-
out plan should some unforeseen need arise in the course of the leszon
are essentials in the successful teacher. The teacher who took the
part of the customer seized an opportunity to dictate a problem
the sales check, quite impromptu, for she had not expected to con-
clude the sale in this way. It was another case of adapting the cir-
cumstances to make a problem worth working over.

With the aid of notes taken during the salo the members of the
class were able to volunteer criticisms in detail. No examination was
necessary to show whether or not the lesson had been followed nnd

. understood. The pupils had been learning also how to select sigmfi.
cant points and phrase notes, how to embody these notes in a finished
expression of thought, and how to sum up the arguments for and
against a situation i a logical way, .

‘The distinguishing features of the teaclung method are: Develop-
ment through self-activity; adaptation to the requiréments of the
vocation; and always, and most unportant, in the words of the

~ founder of the school, *‘the connecting of education with life.”

The course in color and design seemed to a well-known writer suth-
ciently characteristic of the work of the school to serve as an exam-
ple of its method. He said: :

In the class in color you will at first be puzzled by the vivid interest taken by the
pupils in the theory of it. At last the reason for it works into your mind. These girls
are engaged in the practice of color every afternoon over hats, ribbons, gloves, and
costumes. When you once begin to study & subject which reaches practice in your
life. you can not stop with practice. A law of vour mind carries you on to the philos-
ophy of it.

~ What was said as to the effect of the study of color and design on
the minds of those who practice it is true of .every course in the cur-
riculum, for no subject is taken up for study which can not reach
practice in the lives of the pupils. The courses supplement each
other in this respect. It is not easy to say where economics ends and
arithmetic begins when work- on' the budget is begun; personal

]
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accounts lead to the consideration of a balanced diet, as well as to the- -
" qualities and kinds of clothing to be purchased with a stipulated pro- -

portion of income. Arithmetic, textiles, merchandise, and spelling
meet in the sales check and in the demonstration sale. Color and
design review the work done in certain textile lessons, and one can
never tell which of the various subjects will be under discussion in
the course of any given lesson.  This is a natural result from the prac-
tice of drawing the desired contributions to the discussions from the
pupils, who are encouraged to bring to the class anything that seems
to them interesting and helpful.  This treatment of the class discus-
sions 15 harmony with the fundamental motive of the training, for
the relating of subject to subject is but a part of the relating of educa-.
tion to life.

N
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: Chapter VI.

*FOLLOW-UP" WORK AND PERSONAL RVEL.ATIONS
WITH PUPILS.

In the store work of her pupils, the teacher of salesmanship has
excellent opportunity té test the vahdity of her teaching, for no
review or exannation could reveal so clearly what hax netunlly been
gained from the mornimg lessons. As stated 1y another chapler,
each member of the teachers” elass hasunder her supervision one of the
pupil saleswomen and what i= known as “follow-up ™ work is one of
her duties in this connection. At Jenst onee o week cavh teacher 1s
required to investigate the practical salesmanship of her pupl by o
visit to the department in which the girh s at work. At thus tme <he
questions her about her stock, notes her treatment of 1, and observes
apy S}]Jt‘ﬁ which she may muke: she meets the ])ll)‘(‘r aned lour managser
of the departinent in question and receives their report of her pupl -
progress: she studies alko the specinl conditions under wlieh the
girl is working, that <he may advise her more understandingly m
the conferences which naturally follow these visits  Flis wssociation
is reciprocally advantageous: the friendly counsel of her teacher
& helpful and broadening influence in the girk's hfe. and the teacher
gains from the contact an insight into the problems of department-
store workers not easily acquired in any other way,

The store report ix often the =tarting point of n more or less inn
" mate personal talk which the director of the school has with ench
girl before the end of the term. There are two reasons for holding
this conference, which is purposely deferred until the mms and
methods of the school are well Snderstood and until friendly relntions
| with the teachers are naturadly and firmly established. The first
reason is the obtaining of a statistical record of each pupil.  (See
Appendix, pp. 75-77, for form.) This is felt to be desirable, not
simply as a means of identification and for use in answering references,
but as furnishing valuable data in relation to the training of the

L£S

3 school and the results of its system of training. The record stales
4 the facts about the age, parentage, health, and education of cach

pupil and gives detailed information regarding the positions which
were held.bef;?re entrance to the school.. Later, an estimate of the
class work, and the date of awarding the diploma, are added to the
record.
“
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If & girl has behind her a series of changes from one position to
another, with no betterment from the changes, it is evident that there
1= something wrong in her attitude toward her occupation or in her
choice of it. and there is still time to bring about a better attitude or
n more suitable choice of vocation. In some cases home conditions
have a hampering effact and information concerning the trouble, no
matter how personal, is usually voluntecred in response to the
friendly interest shown in this interview. The confidence felt by the
pupils in the teachers leads themy go bring many personal problems to
the school. whieh is always ready 2 help find the right solution. It
will be seen that the by-product of this conference is an unexampled
socil opportunity, the creation of which constitutes the second rea-
son for the taking of the record.

At the end of the first six weeks of the term, when the course is
hadl over, n questionnaire is sent to the floor managers who are
m charge of the pupils.  (See Appendix, p. 76.) 1f these officials
bave supervised the work of their girls as they are expected to do, the
reports sent back to the school are extremely helpful to the teachers, .
showing what results of the training have heen recognzed by the
floor manager and what should be most emphasized in the final
weeks of the course to bring about needed improvement.  When the

- questions have heon answered by the floor managers, the blanks are .
sent to the oflice of the superintendent, who reads the reports and
sppends his signatife. The managers of the stores heartily indorse
this method of securing n detailed report at a stated time, for while
primarily intended to check up the work of the sales peoplo the blank
also fulfills.the larger function of checking up the floormen, the degree
of whose attention to the work of the saleswomen under them is indi-
cated by the answers to the questions. '

When the course is ended the pupils must show that they have
gained not only in knowledge but in abiity to apply their knowledge
to their work before they receive the diploma of the school.  Aftera
period of probation long enough to prove that the candidate is capa-
ble of independent effort toward better salesmanship the diploma is
granted. « This probation period varies with the individual, and the
nltimate award depends upon the favorable report of floor superin-
tendent, buyer, and the teacher who makes observations,

The “follow-up™ work does not cease with the awarding of the
diploma. A yearly survey is made of all the graduates of the school
who are at work, the results heing entered on the reverse side of the
record cards.  Wages and position thus noted once a year show at a
glance whather or not a girl is making good use of her training and
receiving recoguition for it. While a definite increase of wages can
not be expected for cvery graduate every year, there are often other
indications that a girl is bettering her condition. It has been found,

ff‘ - .
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< for instance, that the graduates do not change from one position to
i~ another as they did before the training, and are therefore in line for
, advaticement if they-improve as their experience grows. .If the
- "expected advance is not made and the girl keeps changing her posi- C

. "tion, the reason is sought and, if possible, the cause of her restlessness

j‘“ i8 removed. Other indications of growth are a happier outlook and

» & broader interest in affairs within and without the store. :

A study of the statistics compiled for each year of the school's
+ existence reveals an encouraging upward trend in wages. Ten years

. ' ago 86 was the average wage paid to a saleswoman, while the survey .

" of 1915 gives $9.50 as the average wage of 232 graduates. Of this

¥ number, 36 held executive positions with an average of $12.50, these

<, positions ranging from head of stock at $10.38 (average) to buyer at
$40. These figures are the more significant in that this investigation

.. Was made prior to the adoption by the stores in January, 1916, of an

| "$8.50 mininium wage, reference to which has already been made.

A ‘. 0 .

;- This'is not the place for an account of the action which led up to the
recommendation of a minimum wage for saleswomen, but it is con-
ceivable that the success of the training given by the school of sales-
manship helped to bring it all about. That training results in greater

efficiency the school has proved conclusively, demonstrating to the
¢ _mercharits that their saleswomen can be made worth a wage which at

/| first seemeéd prohibitive. A minimum wage which is not { airly earned

.. is a menace rather than a benefit, but it is a truism that efficiet,

. high-priced labor is cheaper in the end than labor low in price and

.. inferior in ability.! . )

¥ The statistical material is usually gathered in December, when the

. ' maximum number of employees is to be found in the stqges.- Short

. interviews are held in the departments immediately aftel'ﬁf opening

<" of the stores, before customers have arrived in large numbers. The

-, essential facts might be obtainedfrom the office with less expenditure

of time and effort, but if this were done, no personal connection with

-the graduates would be made. The annual visit of & representative

f the school is felt to be an invaluable means of renewing the gradu-

"ates’ interest and strengthening their loyalty, and it also makes known

any cases needing help and-advice. Thus the school keeps its hold

on its graduates and continues to show its interest in their welfare.

‘The girls respond cordially and seem to feel that their teachers are

“also their friends and advisers. They often come back for help long

r they have left the school to consult the teachers with fegard to

gheir store problems and personal affsis. .

% An {nteepeting and {ltuminating study of the relation of-tralning to wages of sasworen sppesrod 1 &

“The Nesds and Possibilities of Part-Time Education,” published by the Massscbusstts State

B uoation ig January, 1913. ' (8¢ Appendix 7. Part-Time Educstion in Commeroial Estap-

‘Hshinen(s,” Mry. Jobn T, Prince,) The study was .ssed an & comparison of statistics concerning the -

Srsined graduntes of the school of salesmanship with statlstics dealing with a simliar group of untrained ’
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| .One girl was serioualy disturbed' Because sevpral saleswomen had,

in her judgment, been unjustly discharged from her department..

Those who left were, she believed, doing their work by honest methods
and according to high ideals, while those who remained constantly
violated tke higher principles of salesmanship. She felt that it would
be wrong to remain in the store without expressing her convictions
and she wasprepared to resign if the management wished her to do so
after hearing her report. The moral support of the school gave the
aecessary impetus. She put the matter frankly and fully before the

management, who received her suggestions gratefully. As q result,

the department was reorganized on a new and more liberal basis, and

the buyer gained the respect and cooperation of his subordinates.

The new spirit will doubtless spread to other departments.
Six years after graduation a pupil asked if she might return for a
postgraduate course. Unfortunate home conditions necessi ted her

return to the industrial world as g wage earner, and she felt that
renewed courage would be hers if she might attend the schdol for s

while. She is now an assistant buyer, the only woman occupying
such a position in a well-known specialty house. S
* Many other examples might be given showing the confidence which

the girls feel in the school—a confidence based on the foundation of

practical helpfulness for which the training stands,

The pupils are met socially as frequently as possible after gradua-
tion, not only for the sake of the friendly contact, but because, at the
same time, a closer relation between the @nduates themselves is
fostered. They are held to the school and to each other by an
alumns association and by class meetings. Each class elects a
secretary before graduation, and the secretaries organize social
gatherings of all the alumnz, thereby bringing the girls from the
different classes together in the only organization to which they all
belong. These meetings are sometimes purely social in character,
but usually a part of the evening is given over to the transaction of
business and to an informal address by the director of the school,
describing and interpréting the development of the work since the
last meeting.

.
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Chapter VII.
THE TEACHERS’ TRAINING CLASS.

In the t;arly‘days of the school of salesmanship the sole aim of the
director was the deyelopment of a school where saleswomen should
receive adequate training for their work. That this development
was gradual, in line with tlu%ry conservative attitude of the mer-
chants toward depnrtment-stor education, the historical account has
shown. . The whole plan was, indéed, regarded as an educational
experiment, and little thought was given to the probable outgrowth
of the future. _

The school represented a new and necded form of education, and,
worked out as the experiment ‘was, on a sound and comprehensive
basis, with due emphasis on the occupational as well as the social

' requirement, it soon attracted the attention of educators and business
men outside of Boston. The director of the school was urged to
establish similar schools in other cities, but circumstances made this
impossible. Men interested in the movement then asked for teachers,
who, trained in Mrs. Prince’s methods, would be able to carry on the
'work elsewhere. At the same time women who saw the opportunity
in the new field were asking for the privilege of studying under Mrs.
Prince. At first it seemed impossible to undertake the development
of this new line of training, which, it was foreseen, would involve
large responsibility.

A teachers’ class was, however, the inevitable outcome of the suc-
cess of the experimental school of salesmanship, and with its estab-
lishment the permanency of the work became assured. It wasin
1909 that the first attempt was made to train a teacher for an outside
position, and this was done in response to a request from merchants
in Providence, R. I., who desired to start a cooperative school similur
to the one conducted at the Women's KEducational and Industrial
Union. The Providence school was organized and carried on by the

. teacher trained for the purpose until she left to accept a position as

educational director in one of ‘the leading stores of the country.

" During the next two years eight women were given special training

under Mrs. Prince’s personal supervision, and all were quickly placed

- in desirable positions. At the end of this period (June, 1912) it was

manifest that with increasing demyands for teachers from all parts of

the country, and a rapidly growjng list of applicants for training, &
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definitely organized teschers’ class was necessary. Ah instructor
already experienced in the t:S;’unmg of teachers was engaged to assist
the director in developing a comprehensive course of study. The
next year (1913) the school became affiliated with Simmons College,

a technical college for women in Boston, and the course for teachers
of salesmanship has since that time been included in the curriculum
of the college. By this connection the school received some finanecial
support from the college, which also provided much necded class-
rooms and equipment. The method of administering the course and
the teaching staff were not affected by the change.

From the first, theZchoice of candidates was considered of great
importance, for they, as leaders ‘of the new movement, were to set.
standards of department-store education for the entire country. In.
spite of the good accomplished by the school of salesmanship, some of
the business men still held the opinion that the most successful teacher
of salesmanship must be a person who had grown up in a store, while
the director of the school believed that a woman with a liberal adu-
cation and the right understanding of vocational training would be a
more influential teacher than ona who had had only business experi-
ence. The director was soon proved to be unquestionably right. In
the experience of the school the few purely business women who have
attempted educational work have failed to grasp the significance of
the larger issucs and have been unable to stimulate powers of thought
in their pupils. Constructive work of this kind is too far removed
from the experience of the average business woman to enable her to
make the best and fullest use of her opportunity. Consequently;
nearly all of the 80 students who have taken the teachers’ training
course have been college or normal school graduates with some in-
stinct for business, a broad social interest, and an aptitude for teach-
ing. That the work demands teachers of a high degree of ability
was strikingly brought out by Mr. Harlow S. Person, the director
of the Amos Tuck School of Business Administration, in an interpre-
tation of the meaning of the word “training.” He said:

~~

The wot\d *‘training” may not meen the sume thing to all of us; some undemstand
training with reapect to 4 given objective; by ‘‘training” 1 mean the whole complex
of educational processes—those in the classroom and those outside the classroom, but
more or lees under the control of educational authoritios whose purpuse is, in addi-
tion to the imparting of information, the wise selection of thoee who shall be trained
for the specific purpose, the.development of capacity for independent investigation
and for thinking, for forming sound judgmenta, and for constructive imagination,
and a development of a caparity for prompt adaptation to the environment in which
is to be performed the service for which the training is designed.! g

At this point, it will be well to show how the teachers’ course
prepares the students to work ‘toward the high ideal of the pro-

1 Quoted by permlsaton from an aduress delivered By Mr. Person, Jan. 19, 1016, 4t an Employment
. M Confe 1L
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of salesmanshlp (2) conferences with the director; (3) academic and
pmfessnonal subjects; (4) store work.

The requu'ementq of the first division have already heen partially
explamed "The students attend all sessions of the school, observe
the methods of teaching, do.practice teaching under supervision,
and give individual assistance to the pupils assigned to them.
At the close of the morning session, the teachers’ class has a con-
ference with the director, Mrs. Prince, who helps the students.to
interpret the many different phases of their work, discudses with them
the broader aspects of the movement and its relation to the most
progressive activities of the time, and reports to them the most
significant results of her speaking touss.

The afternoon sessions are devoted to the study of the following
subjects: .

Applied psychology.—Ordinary business situations are examiued in order to analyze
out of them some of their psychological principles. The work involves a review of the
fundamental principles of psychology, an application of these principles to various
department gtore methods, and a study of the increased efficiency in department
store transactions that may be developed through the conacious application of pey-
chological principles. ~

Education.—The course includes discuseion of teaching methods, teaching princi-
ples, leeson plans, lesson criticiams, and courses of atudy. The work of the regular
instructors, as well as that of the teachem in trainiug, ia discussed. (Courves of study
for different types of schools are planned. ‘

Textiles.—The coume comprises a study of the history of the textile industry.
including the evolution of the present manufacturing processes {rom the primitive
forms. The major and minor textile fibers are studied both acientifically and from
the standpoint of utility. Students make extensive collections of silk, wool, linen,
and cotton fabrics, with compilation of important facts in regard to t%m. Mills and
factories are visited for the observation of processes.

Eeonomics, or welfare work from an ecomomic standpoint.—Thia course familiarizes the
student with the various agencies—public, semipublic, and private—that tend to
increase the well-being of the store employee. Different methods of welfare work
carried on in department stores and iudustrial establishments are examined with
reference to therr economic as well as their humanitarian value. Beneficial agencies
under direct control of the public, through town, municipal, State, or Federal regu-
lations, are studied. This includes the examination of the laws regulating hours and
conditions of labor—especially of women—wage laws and age limit for school children.
The activities of the city board of health, the State board of health, and the Federal
Children’s Bureau form topics of study. :

A substantial background of practical store experience is considered
a8 necessary a part of the teachers’ as of the saleswomen's course.
Before entering the school, each student is required to obtain at least
two weeks’ selling experience in o large store. This gives her a
general acquaintance with the personnel, system, and atmosphere of
& department store, and makes the beginning of the course far mors
intelligible to her'than it would otherwise be. No regular scho\ol

R

fession whick Mr. Person has so well expressed. The course is divided o
into four parts: (1) Work done in active connection with the school
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sessions are held on Monday, this day being set apart dnnng the 7
entire year for work in the stores. Until after Christmas, ‘the stu-

%
dents. devota their Mondays almost exclusively to selling, for sales- A

manship, with all its hardships and privileges, is best learned behind = .7
the counter. During the busy month of December when all school’ "
sessians are suspended for both classes, the members of the teachers’
clnss take positions involving more or less responsibility. With their
: well-trained minds and vigorous interest in the selling problem, the .-
students are able to master details of technique and management in
s far shorter time than would be possible for the less well-educated -
saleswomen. Hence. by the time the holiday season has arrived, .
they are in great demand for positions of trust in the stores. In i

December, 1915, three students were engaged by a large New York - :
store for the hook department in which one of them scted as floor
manager. Two others had their expenses paid to a middl.-western
city that a store in which a graduate teacher had already demon- )
strated the valie of the training course might have their help at the —
moxt exacting season of thé year. One was made head saleswoman
and head of stock in a handkerchief department. and the other was
at once set to work investigafing the reasons for the weakness of an
unprofitable department.  Her diseriminating study of conditions
wus 30 productive of results that she was offered a permanent posi-
tion at the end of her three weeks’ term of service. Twenty of the
students were placed in the toy department of one of Boston’s largest
- stores.  Iere they fulfilled various functions, most of them having
some executive responsibility. Two acted as ‘“‘service shoppers,”
helping customers to decide what gifts to buy and suggesting timely
* purchases which might easily have been overlooked. ‘
After Christmas much less time is given to the work of selling, for
the other activities of the store must be investigated and under-
stood.  Accordingly, the students work at hundle desks, learning
the specifie duties of cashier and examiner, at the same time dis- o]
covering the personal qualifications needed in these positions; they i
visit the receiving, marking, and shipping dcepartments, and the
credit office; opportunity is given for work under a floor manager,
and the employment maunagers sometimes allow one or two students
to sit guietly in the office while ‘npplicnnts_nre interviewed. The
facilities provided for the convenience of customers are looked into
and the arrangements made for the comfqrt and well-being of the
employees are the subject of careful study. The advertising and
mail-order departments are studied; stock and alteration rooms ‘are
visited and work is done in them when practicable; observations are
made of the policy and methods of various special departments— f
the transfer, adjustment, lost articles, information—which have to ﬁ,
do with the minor details of dealings with customers, ‘‘Service
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- 'lliommlg" i’ done when the managament wishes to test the sales-
',; manship of certain individuals or departments on special points.
t" The student makes a purchase in the department as any other customer
fight do, _notmg carefully the behavior in certain particulars.

The spirit of cooperation which has held the school and the stores
together in an eminently helpful relation for so many years is ex-
pressed even more generously in reference to the teachers’ class. In
- addition to the opportunity of spending one day a week in the study
6f some store problem, students have the privilege of a month’s
.mu'ch work in one of the cooperating stores. This study, which is
usually directed by the educational department, ie counted a part of
the regular training course. More and mol time is being allowed for
such vital experience within the store, ‘‘academic” considerations
being subordinated to it at certain periods. The latest development
in this division of the course is a plan whereby each student may serve
& few weeks’ apprenticeship under a graduate teacher. This experi- '
énce, the culmination of the year of study, is felt to be an ideal way
of rounding out the preparation.

The teachers’ training course prepares its students for the work: of
either of two classes of positions. Those who undertake educatioral
work in large stores train the employees in various ways and study
problems of personnel and organization. The position carries the
title of ‘‘educational director.” Students who are more interested
in teaching than in organizational work, become teachers of sales-
manship in public high and continuation schools. Both positions
offer ‘interesting and varied opportunities which will be described
in the next two chapters.

g L
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Chapter VIIL
EDUCATIONAL WORK IN DEPARTMENT STORES.

With the creation of the position of educational director, & new
factor was introduced into the department store organization, a
factor little understood at first, but one which soon proved itself

& constructive influenee. In this brief treatment of the subject .

it will be impossible to describe in detail the many interesting plans.
which the educational directors have developed with signal success

in their several stores, but an effort will bo made to show the lines |

of endeavor which hsve scemed to be most needed, some of the
methods by which the educational deparuments have accomphshed

their notable results, and the place which this work occupies m the _'..{'

business organization.

An oducational director can not work to the best advantage uptil "’

she is personally acquainted with the omployees of the store, and
since classes offer a natural means of friendly nppronCh she fre-
quent.ly makes the personal connection by meeting various groupe
in the classroom. It is considered advisable to have one of the first
clusses made up of the more experienced and able saleswomen, for
the attendance of those who are clearly successful in their work
engenders respect for the instruction. These more mature _‘women,
also, ag leaders in their duputmcnts, interpret the educational work
to the less experienced and i iu_this way help to spread the mﬂuence
- of the training. It is recognized that all workers in the store need
training for the performance of their special dutics; and classes I
therefore made up of employees from the lowest as well as the highest
positions and include boys and men as well as girls and women.
As sales people are taught how to present their merchandise in-
telligently and to serve customers acceptably, so elevator men, tele—
phone operators, and drivers are shown how; in their mportant.
relations to the public, they may most effectively promote the interests,
of the firm. Cashiers, examiners, and markers are trained in labor-
saving methods, in system and deportment; mew workers are given |
individual or group instruction in the system and policy of the store

before they are placed in depart,ments and even executives have 8.

share in the educational work, as will presently*be explained. .
The training of floor managers has been turned over to the educa-
 tional director. by, the management with apparent relief. * Much oM
~ hare be done to develop the right atmosphere among membets of the .
force and the right attitude toward the public, for the sales people oX,
~ Prese, to a grest extent, the spirit of their supenor oﬂicera. It hu

4"' ,-) . : :'-,,(.,1 1,.;,”,
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- been lound that uniformity ip regard to rules and their enforcement
'w by floor men is notably lacking in many stores and that this leads
!‘-‘ to an appearance of favoritism which induces a feeling of distrust
.. snd bitterness among the employees. It is the business of the
o educational director to investigate all such sources of discontent
- .and by means of & well-or&)red system, consistently administered,
to implant a sense of fairness and of respect for_authority.
The teaching ability - of floor MANAZeTs may be developed by
means of bulletins expressing clearly one central idea, these mes-
" sages being sent from the educational office simultancously to all
%  departments of the store. A specimen bulletin given in the appendix
: (p. 76) shows how suggestive sélling was brought to the attention
% of the force. Floor managers are expected to see that every per
:: son in the department reads the bulletin with care, and.signs initinls
as proof that this has been done. They should also endeavor to
see that the suggestions or instructions are undesstood and are
= put into practice whenever possible. A conference of floor mana-
. gers is sometimes called a few days after the issuance of a bulletin
v for "comparison of notes as to its effectiveness.  Another. form of
bulletin is sent to floor managers only. This may give in outline
form the leading points to be vmphmizod n a discuwi(m of exchanges,
or the use of the ““transfer” or "“shopping card,” or special pre-
cautions to be observed at a busy season. In such a case the floor
manager is transformed into a teacher for the time being, instructing

3

Y. thé members of his department as requested by the educational
3 director.
[« Leasons or_conferences on merchandne are’ found to be evtremely'

2550

an hour when custom_oru are f(-w. In tluq way all members of the
5. department may be in attendance and the class is surrounded by the
merchandise which is the subject of study. The development of &
#=.  datisfactory course in any line of merchandise is not a simple matter.

- Fey s_sare available and those reference books which give the
hmwry of a product and describe its process of manufacture are
. seldom recent enough to give all the facts needed by a saleswoman
of to-day. It is, thercfore, necessary to enlist the help of all who
are in any way connected with the line of merchandise under con-
" gideration. Sales people report the questions asked them by their
- "oustomers, and the answers form a part of the systematic outlme

" whicki is developed. But the buyers are usually the most’ fruit-
" ful source of informativn, for they are in touch with the factories

lﬁd “markets; if they are successful buyers they know their goods

v’ . well, and i) e more progressive are vitally interested in having their
4 s’du people well-informed. The buyer as"s_teacher is therefore a
. «natural evolution from this situation. The educauonal director

i S I BT ) . o ’
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plans and directs the conference, but relies upon the buyer to in-

. struct his gwn department

This plan of instruction has led in one storo to the adoption of
departmental demonstration sales.  An effort is made to saecure the
attendance of evervona connacted with the department, oven the
floor managers heing includod. and each momber of this Intorested
group is oxpected to contribute to the discussion. Here, as in the
caso of “tho marchandisd lossons, tho educational director guides,
interprots, porhaps summarizes at the end, but so far as possible one

.of the exocutives, preforably tha buyer, is made to feel responsible

for tho conduct of the exereise.  He must, of course, ]oam how to do
trnm his pup:]q This \wrklng togut]mr of ul] the mombom of a
department is romarkably. offective in broakivg down & barrier of
prejudico which often exists botween the managers of dopartments
aid tho salos people. They are lod fo seo that their interests are
idontical. The buyer discovers that it is worth while to tell the sales
people all he can about the merchandise, sinco this information
evables thom to sell it botter, and heo mulwm further, that sgles
peoplecan holp him to buy succossfully. b\ roporting customers”
comments awbhout the goods he seleets.  The educational director,
in thrs way, brings the buyers and distributors.of merchandise closer
togother, in a relation of mutual helpfulress for the good.cf the
business. It is her aim to have everyone in the store teach some
one olse, that the sense of growth and resulting power may reach
ell members of all departiments.

It may be said that store clissos, in goneral, are made up of five

groups:
(1) The junior force, consisting of the voungoest workers, who fill .

the positions of eashier, examiner, marker, ote.

(2) New omployees.

(3) Sales peoplo. :

(4) “Nounproductive” groups, not included with the juniors, as
elovator men, porters, drivers, stock boys, ote.

(5) Executives, especially floor managers and buyers.

‘Betwoen business and education an "interosting int,or('hange of
mothods is hecoming provalent as each learns how to use the help-
ful ideas it may gain from tho other. Children have left school to-
escape tests and examinations, yet some stores are now giving actual
written or oral tests to determine the fitnoss of workers for promo~
tion, and such tests are not approached with dresd, bacause the plan
is 80 mai.ifestly reasonable. One store, for example, examines its

new floor managers on points of system, policy, rules, and location of

merchandise. Another store Las instituted a promot:oml test for
its cashiers. Those who pass it with a prescribed average are- tho
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been worked out by another stre whereby the passing of certain
tests counts for points toward a total required for an increase in
' This new emphasis on promotion based on absolute morit is
strengthened and carried further in practice by the educational
director’s study of the promotional possibilities connected with all
positions. Such an invostigation makes known the store’s opportuni-
ties and often its resources as woll, so that when a vacancy occurs,
the chance of filling it from the runkq of the rogular employees is
oonsiderably incroased. It has often happened that an outsider has
beon engaged for a position .which might have beon batter fillod by
some oneo already familiar with the store, had that person’s avail-
ability and fitnoss boan known. This investigation is an excellont
example of the constructive work which an aducational director takes
upon herself to do when she discovors a weak spot in the organiza-
tion. No ono olse, perhaps, would realize the noed which is so ap-
paront to her, or secing it, would kuow what-to do about it. D
she, with an impartial view of the whole situation, brings her trained
mind to boar on tho problem and finds its solution,

A store's systom, if well devised, i & highly satisfactory mechan-
ism when porfectly manipulatad, hut if many workers fail to do their
part in earrying out its unportant dotailz, thero is mueh clogging of

“the machinery, with rosultant waste of time, money, and patron-

age. In ordor to discover who is blocking tho satisfactory operation
of the systom and what tho difficultios are, an oducational director
installs an orroror blunder system. Tho orrors rofarred to are those
which occur whon salos chocks are made out carelossly, ard are
usually ono or moro of the following: Wrong price, wrorg amount of
money vouchod for, wrong quantity of merchandise, no prico tagon
merchandise, wrong figuring, wrong address, wrong item,

When an orror is dotected, it is roported to the educational offica
and is thon brought to the attention of the one respouvsible for it,
who signs a slip in acknowlodgment. Cagoful 'ELQBIB_L_JLN of
the kinds and numbers. of errors made by oach employee, improve-
ment from weok to wook also being noted.  Such a system is yaluablo
in reducing waste in_the store and in lessening the numbor of com-
plaints from_customors. Tt 'is also helpful To tho toacher in thut it
fummes concrote matorial for the training of those who nood spocial

' lnstructlon and roveals the pomts which should receive most em-

phn.sns when the sales check is taught to new employoes. As a
rosult of'such competent teaching combinad with systematic “follow-
np 'work errors of the kind descnbod have been prnczwnl]y olim-
xm.bed from sofne stores.
f'a store hes not a well-devoloped “welfare”’ depart.mont, one is
blishod by the educational director. An initial step may be the
mzqtlon of an employees’ association which, after discussing
".':'_%*,g.t‘ ,‘éz, e g o afoose

’
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thoe needs and interests of the workers, may recommend to the
management the provision of oertain facilities, as, for example, a
lunch room. Eventually, the association should becoma solf-govern-
ing. with power to control to somie extent ite own activitiea. It iw
_found that when a committee of employees has a voice in the manage-
ment of the lunch room, it is conducted better and ta the greater
satisfaction of those whom it is dosigned to sarve than when it is
" administored by the firm alona. The employees, fosling naturally
more interested in the success of an undortaking for which they are
partly responsible, make suggastions and eriticisms concorning qual-’
ity and combinations of food, prices, and service, as thay might do
m thoir own homes. In this way qualitios of leadorship are de-
velopad which count quite as much toward incroased officiency as
the improved conditions which are sought.

Other provisions made for the comfort and well-being of employees
are rest/and reading rooms, a hospital where both chronic and emer-
gency cases may be treated, and s thrift and insurance department,
A branch of the public library is often installed and clubs for recrea- -
tion or study are formed for the bencfit of those who wish to spend
8 part of their leisure time in a definitely planned way.

The term “welfare work,” which is commonly applied to these
arrangements made in behalf of the workers, is an inadequate expres-
sion and one often resented by those who are benefited, because it .
suggests an unwelcome patronage. It is felt that this work should
be connccted with the educational deparument and so be brought
nnder the supervision of the educational digeetor, for the resl motive
back of all efforts to maintain good conditions is not philarthropy,
but the increased power of the workers. In some stores in which
this suggested organization is already in operation, competent
leaders have been found among the employees to carry out the
details of management. Such a division of responsibility helps: to
develop the resources of the store, promotes self-esteem among the
workers, and, brings all members of the store family into closer per-
‘sonal relations.

Perhaps enough has been said concerning the varied functions of
an educational director to disclose her capacity for usefulness in many
different lines. In the course of a few months she usually demon-
strates her ubility to diagnose perplexing situations and to inaugurate
long-needed changes. In some stores the educational department is
engaged in research work, typioal examples of which are: A sys-
tematio study of 166t sales, with an sttempt to determine the normal
proportion 'of such failures and the reasons for them in diffarent’
. departments; an analytical survey of a department for the purpose
of discovering weak points in administration oreervice; and a detailed
“analysis of the duties pertaiiing to each position i the store and the
quelifications for it. T B .

L
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. a Careful ‘study of many phases of store mansgement makes an
edubstional director-well aoquainted with the essential requirements
of every post. Sho realizes what has not, perhaps, been always
apparent to the organizers of busineas, that a discriminating selection
of the workers who are to carry out the policy of the firm and rep-
gesent the firm to the public is fundamental to the suocess of the
/bumnem Her work is especially effective when carried on in close
| cooperation with the employment office..  Often she herself engages a
large part of the force and is consulted before a worker is discharged
or transfarred. The ‘‘specials’” engaged for ssle days and busy
ssasons are systematically trained and observed by the educational
direotor, v.ho frequently ﬁnds in this group promising girls for perma-
nent positions. It is her responsibility to discover and develop the
personnel resources within the store itself, and by cooperation with
the high-school teachers of salesmanship and other agencies to make
the resou.v.es without the store a valuable means of supply.
Another method of reducing the amount and expense of employ-
ment is the training of groups of workers for use as a ** transfer force”
or for ‘‘emergency shifts.” By this plan girls are transferred from
departments which are siot at all active to those which special cir-
sumstances have made sbnormally active. The time when extra
workers aro needed may be & matter of only two, threg, or four hours,
but in many csses the normal force has been doubled by the employ-
ment of outside ‘‘spectals’’ for s full day, when much less extra
service was the actual requirement. By this transfer plan, girls from
the alteration reoms, millinery department. or even the restaurant
.of a store, may be trained to supplement the Tegular foree of sales
people in certain departments. The system is carried further in
some stores by training sales people in one department to sell also
‘the stock of another, preferably an allied department. Girls selling
_ underwear might, for example, be transferred to the negligee depart-
p -» ment, and sales people from the lace department might help out on
E"' braids and trimmings. Thess are illustrations of the ways in which
F educational directors are helping to replace the old haphazard expen-
:
3

sive methods of employment, which meant constant shifting of the
force, by scientific methods insuring greater permanency.

It will be seen that the far-reaching and constructive work under-
taken by an educational director places her department high in the
acheme of organization. She is usually responsible to the manage
= ment, for her work, if ‘properly conducted, is related to all divisions
;e «of the business and therefore should not be under the control of a

. -subordinate official. Sinoe everyone in the store should be training
‘some one else or be trained by some one else, it seems probable that
in' time the four leading dmmons, merchandise, publicity, aooount.mg,.
. ‘personnel, now recognized in the administration of most stores, will
‘be changed to read, merchandise, publicity, accounting, education. -
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Chapter 1X.
SALESMANSHIP IN THE PUBLIC SCHOOLS.

It is significant that when the pioneer days of the school of sales-
manship were over, and the school was definitely organized on a coop-
erative basis, the merchants were the fimt to recopmnize its worth and to
take an active nterest in an extension of its usefulness. It was thay

* who saw in the course of study snd the method of approach not sim-

ply pood edueation, but nlso good business, and it was *heir urgent
requests for teachers which gave rise to thie teachers’ training clpss.
Onge convineed that an effective system of training had been devised,
the merchants were its strongest advocatas, welcoming so reasonable
a solution of the prublem of the untrained worker, ’
Those pupils whose formal education ended in the grades or the
high sehool had long felt that the publicschool courses were arranged
largely for the benefit of those who went on to college. . The majority
of the pupils who did not prepare for college left school, usually upon
graduation from the grades, but sometimes after & year or more of
high school, to enter some wage-carning industry.  Until the clerical
courses were introduced iuto the commercial high schools these boys
and girls with actual training for no kind of work drifted into any
occupation to which they were led by chance. It is no wonder that
a lack of stability was the result, that workers felt that education
was of little use to them, and that employers thought the schools
weflicient.  Courses in bookkeeping, typewriting, and stenography
- wera established in response to a definite demand for something
which would help a boy or girl not merely to get a position, but to
keep 1t when obtained. As these clerical courses have beei for many
years the only vocational courses offered by most high schools, they
have become increasingly overcrowded.

“In June, 1912, at a meeting of the school's advisory committee,
there were present, in addition to the usual representatives from the
union, the school, and the cooperating stores, two public-school offi-
citls and the head master of the largest Boston high school for girls.
This head master had previously consulted Mrs. Prince concerning
the feasibility of a high-school course in salesmanship which he wished
to introduce, and she had advised him to submit the plan to the busi-
ness men at this time. A brief report will be given of the proceed-
ings of this moeting, which marked an epoch in the history of the
school and the movement.
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After one of the business men had emphasized the need o

~ trained workers the head master apoke as follows:

The Girle’ Hjgh School lastfall refistered over 2,100 pupils; 1,400 are taking the
clerical course. There will not be enough positions for these girls and they will
have to compete with the graduates of business collegesand other achools of the
kind. Too many are taking the clerical course, and those who are taking it are doing
%0 because they hope to get something from the school which will help them in earn-
ing a living or to secure enough points to win the diploma. Not one-third of the 1,400
registered in this course will get positions. ’ :

" The head master then outlined a plan which he hoped would be
realized in two years from that time. It provided for five vocational
courses-—dressmaking, millinery, domestic science, salesmanship, and
clerical work. He said that the problem of space was serious, but
that salesmanship could be added to the curriculum without incon-
venierice because no elaborate equipment would be needed. Con:
cérning the high-school girl as a saleswoman, he said:
,:-Slig @j!l be more“intelligent than the average saleswomanand older thaa other
beginners, but will lack the experience that the girls bave who attend the school
at the union. T propose that the store superintendents shall have a share in shaping
the policy of the courde and I hope that the department stores will cooperate.  Will
the stores allow the pupils to get some store experience?
* Without exception the superintendents favored the plan and be-
lieved that their firms would cooperate with the high schools in build-
ing up a practical course. When the question was raised as to the
approximate number of saleswomen in Boston, an estimate of 20,000
. ‘was given, and the superintendents agreed that there was a yearly
shift in"their total working force of at least 30 per cent, showing that
- several thousand new workers are hired each year. This is partly
due to the custom of hiring young untrained workers for the *‘ junior””
positions, whith involve such work as running errands for the altera- -
tion and millinery departments, wrapping bundles, receiving and
* recording monoy from sales, and making change. As very low wages
haye until recontly been paid for this work in most stores, girls have
naturally left the positions as soon as better opportunities offered.
This tendency to move frequently from place to place is bad for the
"1girls who come to regard each position as merely a temporary ‘‘job”’
. into which the minimum of effortfieed be put and such a shifting group,
with:its lack of purpose, is a menace ta the community and a cause
of whate to the stores. In reviewing the industrial situation, one
of the public-school officials said: - .
E “'Merchants are now beginning, to seq the desirability of opening their shops for
part’time edtication, and aré paying inoney forit. The business man and the school-
_ maiter will soon be im the relation of partners. Conditions will never be right until
_wu:have a cooperative scheme, for the: public ¢an not pay.the cost-of ame: pupil's
“ laborsory-pimctice. - The average business man hss felt no responsibility in.,u-nin.i::ﬁ
Al

- young people for their work, but has taken the product of public-echogl training w.
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with the occupation, merchants have complained about the workers and blamed the
8 hools. 5 g ) .

This was the beginning of the movement for salesmanship in the
public achools of Boston. It developed rapidly. In the fall of 1912
one of the teachers whom Mrs. Prince had trained was engaged by
the Girls’ High School; and the Doichester ‘High School, having
" allowed one of its teachers leave of absence for the same training,

intreduced the course a few months later. - Qne year from the time

of the memorable meeting at which the high-school situation ‘was
discussed, Mrs. Prince received an appointment from the school
committee of Boston as digector of salesmanship‘ in the public schools.

She accepted this office fortwo years, thinking that if she personally

organized and developed a high-school course in salesmanship, she

would be better able to help and advise should the movement
spread to other citiel. During these first two vears nine high

schools in¢roduced a course in salesmanship, and this year (1916) a

tenth has heen added to the list. -t ‘

In all of the schools the courses .are taugat by grqdu;\tes of the
teachers’ training class. In two_ schools the coursp covers two

years; in thé others it is an elective open to seniors only. ARt

students desiring to take salesmanship are first interviewed by the
teacher in charge of the work, who urges those not qualified for sels
g positions to pursue other lines ofy study. By this means the
misfits 80 commonly found in the industrial world may in time.,be
eliminated and a more satisfactory output be assured.

With more time and with pupils whose educational advantaged
have been the same, the course of study can he made much broader
and more inclusive than is possible in the original school of sales man-
ship. In adqtion to salesmanship, the following subjects are taught:
Hygiene, ¢olor and design, commercial geography, merchandise,
industrial history, and business arithmetic, including budgets' and
practice with the sales check. Every effort is made to correlate the
work with the other high-school courses. Seven points credit are

sllowed for the one-year course—three for salesmanship -and other. .

store subjects, three for textiles (which is allowed by the school com-
- mittee to take the place of the required science), and one.for color
and design. . : ‘

In accordance with the policy fyhiph governed the school of 'salésr ‘

manship from the first, store experience accompanies the high-school
course in salesmanship. The plan has been so well developed on the

besis of practical usefulness fo the stores that several stores now
depend upon the high schools for the force of *‘junior specials” regu- -

« larly needed on Saturdays and at holiday tines. The employment

such preparation as has been given gratuitowely. - Bince this has had Bo connection

of -these girls is an advantage to the commupity, for it means the
. . . 'y e . i
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. ‘substitution of a permanont for a temporary group of workers andit
lidlps the stores in providing intelligent, trained girls for positions
formerly held by an unskilled and irresponsible group.

Requests from the stores for the services of the high-school girls |
are referred to the director of salesmanship who, as coordinator, takes
up the matter with the teachers of salesmanship in the various schools ;
and arranges for the work. All records of-store experience, hours,
and compensation are kept on file in the director’s office. The store "
work is usually done on Saturdays (except in vacation periods, when
it is continuous) and takes the place of some of the required héme
work, but if, because of a special need, the girls are wanted on Mon-
days also, those whose school averages are high are allowed to take
advantage of the opportunity for more practice. Since the class
instruction in system (more specifically the sales check) must be of
general application, preparation for the particular store in which a
group of girls is to work is managed in this way: A class of 30 girls,
selected from the 10 high schools, is sent to a store from 3 to 5 o’clock
one afternoon a week for additional instruction in the system of that
store. After two or three lessons, the girls are read\ to begin their
regular Saturday work.

‘At first, except in the smaller stores, the pupllq are placed in
“junior” positions, mostly as cashiers, examiners, or stock girls, work
furnishing excellent preparation for the selling positions which.they
hold later. The teachers ‘‘follew up’’ their pupils in the stores and |
use the business experience of the girls as a basis for general class dis- |
cussion. The girls are at all times under school direction and disci-
plive. ‘More and more the store officials are studying the high-school
girls during the year with a view to offering them permanent posmons
which may be taken at the close of school.

The high-school course in qa.leemtmshlp already shows some sxgmﬁ
cant results. It has grown steadily in popularity. In 1912-13 the
course was electdd by 204 girls; in 1915-16, by 407. A total of at
least 800 girls is the estimated enrollment for the coming year. A
séeond result, not foreseen when the work was started, is ome of
peculiar beneficence. The wages paid for the storo work (§1 to $2 & -
day) havé enabled many girls to remain in school who might other-
wise liave had to leave, for the ready money needed for carfares and
luncheons is not always available. During the past-year 400 high-
- -school girls have had 11,060 days’ practice in 35 cooperating stores
and- $12,000 has been pmd for the service. The most gratifying
rebult-of all is the action recently taken i in regard to holiday seasons.

- 'Phiede pupils'Being carefully prepared for the store positions and ade-
_.quately supervised whilé in the stores, develop rapidly into valuable
workers, 80 valuable indeed that they are now relied upon as a sure
" pesburoe fn busy smons, especially the periods preceding' Clmstmm
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snd Easter. By viriue of an agreement between the employment -
managers of the stores and the head masters of the sehools, girls whose
school work is of ““A” or “B” grade will hereafter be aflowed to work -
continuously in the stores during the month of December and also -
during the week preceding Easter. This concession is a noteworthy iy
example of & gradually broadening attitude on the part of educators . ]
toward vocational education and of the tendency to recogrize the o
value of cooperative courses to employees, employers, the sclool, and
the community.

The high-school work is by no means the only connection which .
the public schools have with selesmanship. The installation of cone i
tinuation schools has brought the younger workers in the stpores under
the direction of the department of salesmanship. Without enact-
ment of law and because of & desire to have more workers trained,
four of the Boston stores established continuation classes in 1913,
All of these classes were made up of boys and girls between the agea
of 14 and 16, except in the case of ene stqre employing no one under -
16. The next vear, 1914, continuation schools were established by
law, and four hours’ weckly attendance out of the employer's time
was required of all children under 16 years of age. The organization
of 14 cowmpulsory department store classes and two voluntary groups
(of older workers) was referred to the director of salesmanship,
If. 15 or 20 children are employed by any one store, the school js . _
organized in the store, which then provides room, fi_u'nit.ure, heat, and '3
light ; supplies and the services of the teacher are furnished by the
city. Smaller groups, from two or more stores, are combined into
classes of suitable size which meet in a central building in the busi-
ness district. An especially strong feature of the system as at
present conducted is an arrangement by which each high-school
teacher of salesmanship teaches also a store continuation group, a
plan of especial advantage to the teacher in that it keeps her in close
touch with the officials and atmosphere of a store. All of the store
. continuation classes with an enrollment in 1915-16 of 300 pupils are

taught by graduates of the teachers’ training class of the school of K

salesmanship. :

The course of study, arranged to cover the regular school year, was
planned on the basis of 2 good, all-round training, with application
to the daily problems of the pupils’ work. The following is a list of
of the subjects taught and the time allotted to each:
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