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House Organ Editor’'s Conference

The Consumer House Organ

By ARTHUR WEST
Editor, Buicx Burremx

E started out about four years ago with
Wan lnterna.lmbcounc organ, a Io:;-“

newspaper t gotten up ve ply
and’ carelessly, circulating nmon% on?' dealers.
About two years ago we started on a different
basis. Weeh:fedthepapertoamagaﬂneot
sixteen pages, with a quarter million circulation,
u:idgt costs about $7,000 or $8,000 a month to
prin : '

The method of circulation is this: We have
sbout four thousand dealers in the country and
each dealer sends us a list of names of those to
whom he thinks he can some day sell an auto-
mobile. He makes up this list and each month we
charge him two cents for gending the magasine
to each man. 1If for any reason we have to guar-
antee return , and the magasine is not de-
livered, the dealer puts in & new name.

About six months ago, we wondered just what
our dealers thought of the magasi
wrote them a letter and asked them, and from
the replies that we received, we decided to make
our dealers buy it, so we add the cost of the
magssines to each fifth car that the dealer re-
ceives 50 that our dealers are now paying for
the magasine.

ne, and we

The Internal House Organ

By ALBERT WORTMAN
Yawsax & Emm

HERE developed a need for something that
I would keep the office and factory employees
interested in their Individual work.
need of another house organ was felt, which
could be devoted entirely to them—an internal
?vonse organ. It resulted in The “¥ and E”
o008,

Briefly the idea was this: To offer prises to
employees for suggestions. These suggestions were
to be about [mprovements in their environment or
in their work or in the products that they were
working on. The whole plan was to be fostered
by the proposed new house organ.

It was instantly secn that this suggestion plan,
if properly handled in the organ, would
develop individual ability on the part of the em-
ployees and wauld certainly make them think for
themselves and keep their eyes open. It would
develop their ambitions and quite conceivably it
mliht give the company some ideas that would
make for economy or efficiency or safety or the
roducts. Needless to say
the plan was adopted. A four-page, ecight and
one-half by eleven inch sheet was published an-
nouncing the FEmplovees’ Suggestion Plan and it
became the first number of “The ‘¥ and E’ News.”

Tn the second issue of The News we showed a
line cut of the actual checks that had been r:ld
out to the first prize winners, also half tone
portraits of the men. This started another riot
and another flood of suggestions—these mostly
new ones, thought up on purpose. Suggestions
came in so thick that the Board of Awards Com-
mittee, which was, by the way, composed of some
of our best men, was seriously handicapped in
their regular work.

The psychology of this thing waas right. I have
scen people turn “green with envy” as the phrase

because some inslgnmcm‘:‘rup in the same
s:purtment had got a prise official recognl-

improvement of our

tion just because he happened to see somth&s
that was perfectly obvious to anybody who

eyes to see. So by means of The News they
were all set to thinking; became more ob-
servant—even, I might say, more intelligent
men, They took new interest in their work and
Incidentally all the little odds and ends of in-
eficieney which the superintendents and execu-
tives up high could not see, because they were
not there to see, began to correct themselves.
Well, up toward s thousand suggestions have
et thim cxcept through the hovoe organ. Many
get except se organ. any
of them were absolutely useless enﬂ»t in that
they had mede the individuals think. Meny others
did not entitle the senders to cash prises for oue
reason or another, but to these men—and by the
way, a good proportion of cur women em)
also sent in suggestions—were given the Certifi-
cate of Award of Merit, signed by Mr. Erbe.

Swapping not Swiping

By ROBERT E. RAMSEY
Arr Mzrar Cowsmucriox Co.

NSTEAD o{hFMng you a number of moments
I of what I think on this subject of swapping

house organs, I am going to quote a dozen or
more mtlonall{lknown gm organ cditors, tell-
ing you just what they think of it.

I first gent a letter of research to two hundred

by, McNiel & Libby say: “We were often
able to glean usable ideas.” H. W. Straus & Co.:
“We have gotten a good many ideas out of ex-
changes.” Browning, Ktnﬁn& .2 “I always look
over my exchanges with interest and sometimes
with benefit to :nssdf." Henry Disston & Sons:
“I am always glad to look over the house organs
that may reach my desk, not so much as for the
purpose of patterning crucibles as to get new
slants and angles of other editors. This practice
I have found very belpful.” A. Stein & Co.: “We
often get valuable hints from other publications.”
The Larkin Co.: “Frank to admit that man

ideas are suggested through this interchange. Al-

ways glad to exchm}e." Gage Brothers & Co.,
come nedrer hitting my own personal

cpiaion, than

infon the other dozen and they say that

e mutual interchange of bhouse or is ben-
eficlal to both parties, regardless of diversi-
ficd their lines may be, A t many {deas con-
veyed in house or may be utflized in another
line, if mixed with a little Imagination and brains.

Don’t think my swapping fdea means that you
are not going to do some thinking. No, slr; you
have got to supply the brains and imagination.

Note, I say swapping and not awldp:;g. I don't
mean slavishly copying the other feilow’s stuff in
toto and forgetting to put his name on it, thuwh
as the cditor of an Illinais house organ says: “We
frequently find the other fellow’s stuff so much
better than our own that we are glad indeed to
appropriate it and there seems to
feeling amongst house o editors and they do
not find any fault when 13 done.”

Does exchanging or swa hurt your origin-
ality? Na. A?tge edltorpol “The Mirror” of the
Chas. Willlams Stores so well sald: “We make it a

ractice t6 use original materisl almost entirely,

have found {deas in other publications very
helpful.”

Making the Employees’ Magazine
Worth While

By GAIL MURPHY
Advertising Manager, CraLuzzs Moroz Co.

THOUGHT you might like to get another

I viewpoint .of the house or, from the manu-
facturer’s standpoint. e believe that the
thlnf to do is keep our customers ours, and we
want our house organ to our customers
boosters. While we do not talk ers” In the
house organ, we give hints on the care of the car.
As E. St. Blmo Lew!s ;:ld. the

the censorship rests with
gueethntnothinggminthatbednesnotwmt

re.

One of the biggest things about having a sue-
cessful house organ is to have the rlgh't.sldnd of
paper. A sense of news is very important. Take
commonplace things—find points of interest.
There should be a good mixture. Get next to the
men in the factory. Get their confidence, The
editor must also know the policies of the men.

A great many cases require diplomacy. At the
same time, if you turn & man cold ke win
noteomebackand{ve{:umﬂngelu. There-
fore, you must be able to tell he cannot
have his article Next time he will sub-
mit something different. The editor should have
an editorial staff to help him. Take the men Into
your confidence and tell them it is up to them
to see that their department is represented. The
only way to have them represented is to pick ocut
one man, the best man in the department, to col-
lect this materisl. Create competition among the
foremen to get men to see that they are repre-
sented in each aumber. .

As soon as this staff of correspondents is ge-
lected, we hold a meeting of the correspondents,
talk the thing over with them, tell them they
can helg-and how. We impress upon these cor-
Tespo ts the fact that this Is thelr pa‘ger. It
is up to them whether it makes good. We pub-
lish a list of the correspondents with their de-
rnrlments and their pictures. We also get them
n the habit of sending suggestions to us. We
hold meetings of the correspondents after every
issue to find what was in the magasine, and
what was left out. We give credit to the fellows
who had done good and kept the thing alive.

How to Get House Organ Editorial
Matter

By FRANK J. McGRANN
Guaraxty Tavsr Coupaxy

N getting out a house organ for employees, the

vet"‘;ﬂ:s‘: thing to determine is yotl:r{-dltoﬁal

policy. Who and what are you driving at?
What do you wish to accomplish? In deslsnil;g
this policy you must shape it strictly in acco:
with the po ;Ifczonr company.

Some things w should absolutely be avolded
are the discussion of politics, religion and such
purely personal subjects.

To carry out and secure the benefits of the
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overworked, lacking of interest, dried out filler.
Now there is no excuse for any cditor plastering
up a lot of space which your company pays
good money for, and expects you to use for other
purposes, with such stuff. One of your greatest
sources of information is your own employees.
Make them send to you everything of interest
happening in their departments. tablish de-
Eartments. such as department notes; and if you
ave a club, club notes; social notes, and if your
company maintainsg a library, run book eriticisms,
?uggrstlon.: of w::at btg;&:lu’b read, etc. Carry
amily notes, such as marria, enga
ments, and while not the most plcnsﬁ—deatﬁ
Tell where the boys are srcndlng their vacations
and what they are doing in the line of athletics,
These are the things your people want to read
about. Avold cold facts, and uninteresting sta-
tistics. If you have any “O. Henrys® in your
crowd, get thems to write apropos fiction. Pro-
motions and recognitions of your men should be
written up.

I believe you will with me when 1 say
that t);m fkhti):!l‘d n?t solicit outside advertising to
pay the freight of your paper. And by payin
the freight T mean ‘making the other ttow ypafr
for your desires and accomplishments. Assum-
ing, of course, that you have—as most internal
organs have—a small outside malling lst, it is
very entlclnf when you think of a revenue that
you can get in the form of advertising from people
with whom you do business. This is a holdup.
The only difference between this and cracking a
man on the head with the butt of a gun is that
yon are within the law, and the other man gets
about ten years in jail.

Publishing a House Organ to Bank
Customers

By THEODORE JESSUP
Wooptawx Trusr & Savixaes CoMpaxy

HE cight arguments In favor of publishing
a house organ to the customers of a finan-
clal institution, line up about as follows:

1. It is classed by its recipient with the best of
the magasines and not as a mere advertisemént
and recelves more careful reading as a conse-
quence.

2. It is an information bureau of the work done
in each department of the bank.

8. 1t is a financial educator in its community.

4. It gives the bank leadership, standing and
dignity.

5. It stimulates dormant accounts.

6. It advertises the bank’s varicus seasonal ser-
vices.

7. It scrves as an announcement bulleting and
reduces other forms of adve expense.

8. It humanizes the bank to the customer,

Is there any one of these things which it is
not desirable for a bank to bring about? Is there
any way it can be brought about so thoroughly, so
economically, so agreeably, as through the house
organ?

The cost of publication, compared with other
forms of publicity, is not large. Five thousand
copics, every other month in the year, can be
delivered at a cost of not to exceed twenty-five
cents per customer. Monthly service would not
be double that. Naturally smaller the issue,
the higher the cost, hut even a circulation of
2,000 bi-monthly should not cost fifty cents per
customer. Lower cstimates may be made by the
professional advertising gentlemen gathered Lre-
about, 1 speak as a layman, but below a certain
]l:.:int the cheaper they are the less valuable they

cnme.

Mas.Genravbpe Errrasox Boas
has become a member of the Hayt's Service, Inc.,
New York City, to take charge of a department
known as “Women's Interests.” Mr. Boas was
formerly on the editorfal staff of the Ladies
Home Journal.

Sentences from the Big Speeches at Philadelphia
The President of the United States _ .

1 feel perfectly safe in the hands of
the average body of my fellow citizens.
You are bound to feel safe in their
hands. If they don't believe in you, you
can't sell anything. Your vitality comes
from them to you. It doesn’t go from
you to them, and the theory of Govern-
ment which I decline to subscribe to is
that the vitality of the nation comes out
of positive counsels where a few men
determine the policy of the country.
And 8o, gentlemen, I feel at home in
this company, not because I advertise,
but because I have got principles that
I am perfectly willing to expose to the
public view.

I came merely to show my profound

Governor Brumbaugh

While it is not my province to ad-
vise, I believe that the true advertising
agent will be as frank with his clients
as is a dependable lawyer. To advise
wisely the man of productive genius re-
quires skill of the highest order and the
men in the advertising business should
be trained, skilled, capable men of high
character and business insight. It might
be well to license after proper tests those
that buy, make or scll advertising. This
would not only be a protection to the
producer and to the consumer, but it
would place the men in this business
upon a basis of professional security of

. great significance and value.

interest in a body of men who are not
only devoted to business, but devoted to -
ideals.

Business is right so long as it isn't
sordid, and it can’t be sordid if it is shot
through with ideals, A man, no matter
how humble his busincss, can hold his
head up among the princes of the world
if, as he ought to do, he will think.

As the servant of the people and not
as their master, as one who would serve
and not one who would govern, I con-
gratulate you, my fellow-citizens, upon
the ideals of a profession which can
lower or exalt business as you choose,
and which you have chosen to employ
for its exaltation.

The Hon. f‘ranklin K. Lane

What is the American spirit? Is it
love of adventure? Two years ago Con-
gress authorized the construction of a
railroad in Alaska—five miles straight-
away from the sea to the circle. We
necded a thousand men, and within sixty
days thirty-three thousand had made
petition that they might take the haz-
ards of that new country—not idlers, the
flotsam of the sea of civilization, but
men of steady habit.

There is no sense in saying that the
spirit has gone out of a people when we
as a landed proprietor are selling twelve
million acres of desert every year to
people who eamn it by living on it

The Text of the Legislative Enactment Secured by
Asheville for Development Purposes

An Act to Ald in the Development of the City of
Asheville. v

The Goneral Anombklgeo] North Carolina do enact:

Secrox 1. That mayor and board of al-
dermen of the city of Asheville shall annually set
apart and appropriate from the funds derived an-
nually from general taxes in said city an amount
not less than one-forticth of one per cent, nor
more than one-tenth of one per cent upon the as-
sessed valuation of all real and personal property
taxable in ssid ¢ity, which funds shall be used and
cxpended under direction and control of the
mayor and board of aldermen of said city, and
the directors of the Board of Trade of Asheville,
under such rules and regulations as they shall
prescribe, for the purpose of aiding and encourag-
ing the location of manufacturing, industrial and
commercial plants in and near said city, the en-
couraging of the building of railroads thereto, and
for such othc:-wrurpmes ag will, in the discretion of
said mayor and board of aldermen, and directors
of the Board of Trade of Asheville, increase the
population, " taxable property and business prop-
erty of said city.

Sec. 2. That said appropriation of funds shall
not be made unless authorized by a vote of the

majority of the qualified voters of the city of
Asheville at the next public election to be held
in said city for the election of a mayor and board
of aldermen thereof, at which election these quall-
fied voters in said city who favor the makingb of
such appropriation herein provided shall vote bal-
lots having the words “For Appropriation” writ-
ten or printed thereon, and those opposed to sald
appropriation shall vote ballots having the words
“Against Appropriation” written or sﬂnted
therecon; and if at such election a majority of
qualified voters of said city shall cast ballots
having the words “For Appropriation” written
or printed thereon, then said mayor and board of
aldermen shall make such appropriation as here-
inbefore specified.

Sec. 8. t there shall be a separate box in
which the ballots cast at said election shall be
pluced, and the result thereof shall be canvassed,
determined, certified and accorded as the results
of other elections in said city, and said election
shall be held generally under the rules prescribed
by law for the election of mayor and board of al-
dermen thercof.

Src. 4 That this act shall be in force and effect
from and after its ratification.

Ratified, this the 8th day of February.

Tt s oy GQO‘%[C
C
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¢ HEN ADVERTISERS LEARN ~A. N. A. Scarts_Agitation

Against “Forced Circulation”
e Associati f National Adver-

TO DISCRIMINATE BETWEEN e

pa
In a news bulletin sent to the 250 mem-
bers of the Association recemtly, it
» Hoh o qualiy” af Cirsalatisn and to the
tion to g o tion and to the
‘READERS’ ‘ ATION ]

y _which publishers secure
D. AND ‘CIRCULATION’ meheis” i Al St

part_ss follows:
“Every moraing's mail brings you

AND DEMAND READERS RATHER oo s 2 i, Ty

omctimes by sclling it, sometimes by
giving it away and sometimes by buying

THAN MERE CIRCULATION, THEN el Pt o f, gy

are largely to blame. We N ked
“How, much have you?” and bave faiicd
to ask the equnlly“i;gpomnt question:

AND THEN ONLY WILL CONDI- o S S

e. We
ve learned ¢o-of ion with the Sales
Deig_ we have d about in-
telligent iﬂm-gp. Our mcrchlngi:ing
ve L

TI ONS IMP R O V * ” fg‘!e' e, But ld"""iliﬂ( is St a8 profit-

g8 it used to

Why?

Because, like the Post Office De-
partment, we are losing vast sums of
moncy on sccond<lass matter,

“Because the publications, in a peri-

F the experienced Advertisers who 'zzgfg:‘;‘;',:m,g; saien. arenot
signed this Bulletin of the Association e e Tencty e Sevtly

3 o . ’ of e . a

of  National Advertisers believe the &ﬁé ﬁ:&'ﬁ;ﬁ%&"ﬁ‘% ':‘:l:'.:
method of obtaining circulation is of thoriecd to kecp all the money they col

. A S S by S
greater importance than volume— “Audited clrculation statements as to
R the ‘how much’ are now readily obtain.

he M M i domubinee) Sarelully read. the A

: agazines lati btained—e int

The policy of t unsey Mag o eaable. you o oo froueh of & hiut

WOUIJ seem lo be ﬂ.g,lf. gg\,'sil,lai‘z:blioal in the suspicious cases.

ob-
se should be given

jection. Their abw
[3 . . . - *’ id b s ., )
Their circulation is full paid—unbribed ﬁn,&ﬁ%&i‘% .‘::‘.:":hl,:‘.’.,x;},;f:,‘::
. : ns, we ow
—and strictly voluntary. And every fome of e wings Wi 7 belog fone
e f culation. These must not be e:mid.
copy is read from cover to cover—for ered Sy O amy B, “Fhcs
these publications offer the purchaser , 10708 the mothogy warsy o indicate
o o ) . When advertisers leamn o discrimi-
absolutely no incentive other than their g between resders aed Srcutsion
editorial contents. Conditiaon:jenen and then only will the
“F. G. EasTuan,
“0. C. Haax,
The Munsey publications give the great- :E-l‘g ;s*;:f;_nm-
est buying power per unit of any group = W, Stuons,
A N “L. B. Jones, Chairman,
of National Magazines. “Circulation Audit Commitrre.”
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