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The Late THOMAS A. SPERRY, Founder





OUR SILVER ANNIVERSARY

deliveries, and all of those things
which stores have learned to use

in catering to the woman shopper.
We are, therefore, largely in the

hands of the women of this nation
who are doing the shopping for

theo8
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tion-of this Company further hack
than I had been able to recall.

Mr. Klock recalls meeting Mr.

Sperry for the first time in 1891,
and distinctly remembers the
numerous



GEORGE B. CALDWELL, President





OUR SI L VK It ANNIVKRSA IIY

family, and again success attended
his efforts. Other cities and towns
were being
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In 1904, Mr. William M. Sperry
acquired the stock of the Company
held by Mr. Shelley B. Hutchin-

son, and from that time until the

death of Mr. Thomas A. Sperry
the two brothers were associated

in





President's Office.

been submitted by Jane J. Martin,
our Advertising Manager, although
not for this occasion.

Miss MARJORY SPERRY:
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pend on me. Many a home have
I helped to furnish for them, when
they had not the money with
which to purchase needfuls. Many
an empty corner have I filled with

things of beauty and practical
value. Many a heart have I

gladdened with some long wanted
possession, that they could not
have acquired without my aid.

Yes,
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tation was that it should be re-

deemed in lots of 1,000 when
properly assembled in a book
which he furnished each customer,
so that in the course of their trading
in different places where Stamps
were given,
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just, as necessary, in the nature of

menial, spiritual, or religious exer-

cises, the enjoyment of beauty,
decoration of his clothing, habita-

tion, and the utensils with which
he works. These things are all in

the realm of art. It is most nat-
ural then, when you come to think
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TWENTY-FIVE
years ago
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To-day this Company points with
much pride to the fact that it has

many thousands of merchants,
some of whom have been with the

company ten, fifteen and twenty
years, and points with a greater
satisfaction and pride
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in merchandising. During the last

twenty-five years the stamp, which
was put out originally for about
$5.00 a thousand to the merchant,
has, like all other items of cost in

merchandising, been reduced and
has for the past ten years followed

closely a standard of price at which
it is now sold to the merchant.

During all of its



Advertising Department.

It means TEAM WORK. The
pennant winners of commerce are

those who have best solved the

problems







SERVICE

SERVICE
is defined by Web-

ster as "The performance
of labor or offices at the

command of or for another."
President Eliot of Harvard says,
"To be of service is a solid founda-
tion for contentment in this world."

Some











ETHICS VS. PRACTICAL BUSINESS

in every line is fast approaching not
an unethical or an undignified posi-

tion, but a more ethical and a more

dignified position. The definition

of dignity is "to distinguish by
some excellence," or "that which

gives celebrity." Trading Stamps
given as a discount for cash trade

does not destroy the quality of the

goods, it does not partake of "Spe-
cial sales," or a cut in prices it is a

distinguishing characteristic to give
a discount for cash in any line of

business. It is a trend of the times

to

lineforcashforasgivenascashforgoods,trendsomeofthegoods,trendgoods,trendgoods,timesinthedTm
(every)Tj
ET
/F1 48.33 Tf
BT
111520260125 37ha Tm
(give)Tj
E8.8F1 50.91 Tf
BT
10 0 25 663 3017 ngdignifiedortheb
(goods,)Tj
ET1 60.56 Tf
BT
10 0 0253959 3642 Tm
(and)Tj
ET
/F1 50 Tf
BT
1 00 245939 2878 ref3 Tm
(more)Tj
ET
/F1 61.67 Tf
BT
1 0 0241097 2991 Tm
(by)Tj
ET
//F1 47.5 Tf
BT
1 0 0241963 3017 nginguishingordiscountofeverygivetheisordestroybutIttimes













VOLUME VERSUS NET PROFITS

has enabled the turnover of all

stocks at  0 1 217 3783 Tm
()Tj
ET
/F1601 530 3910 urnyocks

enocks 0 1 217 81 73.33 Tf
BT
1 0 296 264 3713 Butoverofatat 0 1 217611 36.67 Tf
BT
1 0 97 1556 3781 Eurnyocksofallofat 0 1 217 817 47.5 Tf
BT
1 0 114 1442ru
(stocks)Tj
ET
/F1s/F1 53.89 Tf
BT
1 0 0 1 217 3783 tal367sat



HIGH LEVEL OF PRICES

WHAT
is the cause of the

continuance of the high
level



HIGH LEVEL OF PRICES

type of service and commodity
needed for the maintenance of

any business organization.
A study of these examples shows

that the average rate of increase

has been up-to-date around 120%.
The question naturally arises, why
should





SELLING

THE
problem of distribution

is the problem of selling.

The merchant in the retail

trade is the big agency of service.

He serves the manufacturer and

jobber as well as the consumer.
He makes more sales servesas

as5(agency)Tj
ET
/F1 44125 T1BT
1 0H0 0 1 409 30920kesdistributiondist5obberasmore







CASH TRADE

the decision of the Supreme Court
of Montana in the State of Mon-
tana versus Lutey Brothers and





PUBLIC OPINION

and convinced them to a 100%
that the plan was good. We, there-

fore, have had no exception in the
store to the use of the stamp.

Should you decide to use the

stamp yourself, first be heartily and
thoroughly convinced that
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PUBLIC OPINION

(1) In answer to your question
number one would you state that

their figures total exactly with





PUBLIC OPINION

set more firmly to catch the favor-

able winds that will land us there

without question.
The Sperry & Hutchinson peo-

ple have proved to be very fair at

all times, and have never yet failed

to carry out

























HOW TO USE "S.&H." GREEN STAMPS

"S.&H." Green Trading
Stamp is one and only one

part of our Discount Service.



HOW TO USE "S.&H." GREEN TRADING STAMPS

chants who are doing business on a
credit basis and are forced to bor-

row money realize the truth of Mr.
Forbes' statement. Cash on hand
not only saves book accounts and

bookkeeping, loss from credits, and
borrowing at your bank when
money is high, but helps keep retail

trade on a cash basis. It





HOW TO USE "S.&H." GREEN TRADING STAMPS

and redeemed she is brought

bF1 will 4isbrougg71 T3017bF1 1 4F1 57.38 Tf
B1
1 0 0 1 700 3778u5231 T3017bFServicalue. 4isbrou4g72bFServicalue. 4is





THE THINKING MERCHANT

"S.&H." System of Co-operative
Discount or savings is put to work
by him, he is, by one small act of

his, helping to revive business, in-

creas1 49.17 Tf
BT
 5916 3577 Tm
(his,)Tj
ET
/F1 52.38723 Tm


of

revivein-creas1 49.17 85.2243Tf
BT
1utomT
1c1 0y 0 1 206 3502 Tm
(small)Tj
ET
/205BT2 Tf
BT
1 577 Tm
(his,)Tj
ET
453 Tm
(act)Tj
ET
/F54.2238 Tf
BT
1  0 1 910 3769 Tm
(put)Tj
ET
/F167m
238F1 56.own 0 1 207 3722
(creas1 49.17 8402238 Tf
BT"turnover0 0 1 517 374 Tm
(he)Tj
ET
/F1  4102238 Tf
BT 0 0 1 889 3774 Tm
(to)Tj
ET
/F1 Tf
BT3038 Tf
167mhandise. 0 1 910 37653 Tm
(act)Tj
ET
/F663.330F1 56.T 0 0 1 573 3603 Tm
(is)Tj
ET
/F1 524.330F1 56.time 0 1 889 3774 Tm
(is,)Tj
ET
/F191.1130F1 56.ha  0 1 910 3764 Tm
(to)Tj
ET
/F1 F1 3.330F1 56.come 0 1 889 3763 Tm
(is)Tj
ET
/F1 2 Tm323F1 56.whenhis,)Tj
ET
/F1 52.38723 Tm
reviveofone



GIVE THE PUBLIC A CHANCE

THE
public is all of us and

all of us are consumers.
Sometimes our consumption

is greater than at other times, and,

notwithstanding the fluctuations of

the "purse" there is a very large

daily consumption. The



GIVE THE PUBLIC A CHANCE

get to the point that they are nor-

mal, the economies that ought to

play so large a part in the transac-
tion of business will show them-
selves and be the onlyBT
1 0 0 1 385 3720 Tm
(the)Tj3-.13580 TcurenlyBT
1 0 0 1 385 3720 Tm
(the10913-.13580 Tm
(that)Tj
ET
/35 50.83 Tf
BT
1 0 0 2453-.13580 Timies)Tj
ET
/F1 48.67 Tf
BT
1 0 0 1 21443513 Tworth(so)Tj
ET
/F1 00.56 Tf
BT
1 0 0 3421443513 Twhile.and

inrthetothethataandareandwillbusinessandare





ASK THE MAN WHO KNOWS"

WE are glad to have you in-

vestigate us; our service;
our ethics; our financial

standing, and our twenty-five years'

experience in serving











REACHING THE WOMAN WHO BUYS

have a wife and daughter who are

typical woman bargainers and sur-

prise

REACHING
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