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Modern Studios Demand 
Modern Equipment

The studio of ten years ago resembled but little the modern 
studio. Likewise the studio outfit o f today is naturally a more 
refined piece of equipment than its forerunner. The essen­
tials have remained the same, but convenience and appearance 
have been greatly improved.

And now, in the Century i oA Studio Outfit the profession 
is offered, in reality, two outfits in one. This is possible by 
means of a new bellows design which is equally well adapted 
for use with lenses o f long or short focal lengths. In other 
words here is an outfit for the large or small studio, designed 
for both.

But, in addition, the i oA is beautifully finished, hand 
rubbed. All adjustments are quickly and easily made with a 
smoothness of action never approached in earlier outfits. 
Keep your studio abreast of the times. Look over the i oA  
at your stockhouse.

The Century ioA  Studio Outfit 
is made by the Folmer Grafiex Corp.

E A S T M A N  K O D A K  C O M P A N Y
Rochester, N . Y .

The Largest Professional Circulation in America
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F o r  h o t  or humi d w e a t h e r  
H AM M ER PLATES are unequaled. 
They produce the BEST negatives 
with sparkling high lights and rich 
shadows full of detail and do not frill. 
Coated on clear transparent glass.

Hammer D ry Plate Company
Ohio Ave. and Miami St., St. Louis, Mo.

REQ.TRADE MARK N.Y. Depot 159 W.22nd St., New York City
Hammer's booklet, 10th edition, sent upon request

G U A R A N T E E D

N o ifs or ands about it —  
Holliston Photo-Cloth is 
unconditionally guaranteed 
to produce better cloth- 
backed photographs in less 
time than anything else 
you have ever used.

Samples on request

TH E H O LLISTO N  MILLS, Inc.
Norwood, Mass.

Boston New York Chicago St. Louis

Muslin Banners for Photo Finishers

Made in oil colors 12"x6 ft.
No. 1-2-3-5-6 Red and Black 
No. 4 Red and Green
No. 7 All Red, White letters

Order by number
1 to 5 of each n u m ber_____________ $1.00 each
6 to 15  ...............  ........................85 »

16 to 25 ”  ”  ”    ;70 •>
26 or more ”  ”  ”  ____________~ !60 ”

Terms 25% with the order, Balance C. O. D.
S. L. HENDRICK

123 South Jefferson Street Chicago, 111

Favor (he advertised products— (heir makers are responsible
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TO PREVENT loss or delay by mail, all communica­
tions and photographs intended for publication 
should be addressed to Abel’ s Photographic Weekly, 
515 Caxton Building, Cleveland, Ohio.

Jtv f*<zs s  n g r 3
STANDARDIZED Prices. One of our readers renewing1 his subscription 
O  to Abel’s, writes that he does not like us as well as formerly, since 

we “ knocked in the head” the question of standardizing prices of 
portrait photographs by coming out editorially and stating flatly that it 
was impossible. Far be it from us to set ourselves up as arbitraters of 
what can or cannot be done in the portrait field; we are willing to admit 
that if price standardization could be brought about it might obviate many 
of the evils that now exist but at the same time we cannot see any prac­
ticable method of working it out.

As we wrote our reader: “ Let us take the two studios in an average 
town and call them A and B. A has been in business for twenty years; 
he is thoroughly well established and is a photographer of real merit. 
He has received awards at different exhibitions and is an artist. B 
has been in business for two or three years and is practically a new man 
in photography. Both studios are turning out 8x10’s and 5x7’s and smaller 
sizes at varying prices. How can any one standardize the prices at these 
two studios? Why should A bring his prices down to those of B, and 
what right would B have to raise his to those of A ? And how could you 
justify a standardized price to the public?”

Photographs are not cabbages, nor onions nor cigars nor jewelry, nor 
any of a multitude of other manufactured articles, all of which are exactly 
alike or have enough points of similarity to warrant price standardization. 
As long as a sitter can walk down the main street of any city, visit six or 
seven studios and come away with sets of proofs showing six or seven 
different impressions of that sitter, just so long will it be impossible to 
standardize prices for portrait photography. Of course if all photogra­
phers made exactly the same kind of pictures, finished them the same way, 
and made the sitters look identical in each, that would be a horse of a 
different feather, but at the same time it would be the end of photography 
as an artistic profession.

What can be done and what should be done is to conduct a systematic
-Get your competitor to read A be l  s
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campaign of education on costs, so that the practice of selling photographs 
at less than it actually costs to produce them can be gradually eliminated. 
There is a real job for the P. A. of A. and the amalgamated associations!

-------------o-------------

The Liability of Photographers For Making Extra 
Copies of Portrait Photographs"

B y  L eo  T . P a r k e r , Cincinnati, Ohio

THE records of numerous previously de­
cided litigations disclose the fact that 
many persons have objected to photog­

raphers making more than the required and 
ordered number of photographs.

Whether or not a photographer is liable 
for damages, as a result of making extra 
copies of the portraits of a customer, de­
pends upon the circumstances. However, it 
is certain that when a photographer desires 
to utilize a portrait of a customer for dis­
play purposes, it is good policy to obtain 
a written permission. A printed form may 
be conveniently used for this purpose, or 
the form may be printed on the original 
order which the customer signs. Other­
wise there are serious risks of being in­
volved in litigation, if extra portraits of 
persons are made and used.

For example, in a recently decided case, 
the details of which are interesting, it was 
disclosed that a photographer was employed 
to make a negative and twelve pictures of 
the corpse of a dead baby. The father of 
the child made the arrangements with the 
photographer. But because the child was 
deformed, the photographer made several 
extra copies from the negative, for his 
own use. The father of the child instituted 
legal proceedings against the photographer 
to recover damages for the unauthorized 
use of the negative. He testified that the 
extra pictures had been made against his 
will and consent, and that the display of 
the extra photographs had humiliated both 
himself and his wife. He asked the court 
to award a judgment for $10,000 damages. 
The case was committed to a jury with a 
result that a judgment for $2,500 was ren­
dered against the photographer, who ap­
pealed the case to a higher court. But the 
higher court affirmed the verdict and the 
photographer was compelled to pay.

During this litigation it was disclosed 
that many other similar controversies had 
been before the various courts previously, 
and generally, that photographers were 
liable.

In another decided case, the court held 
whether a photographer has a legal right to

Copyright 1926 by The Abel Publishing Co.

make extra photographs and place them on 
display, as in a sample case, depends upon 
whether or not permission is given the pho­
tographer. The court in effect said, “ The 
object for which a photographer is em­
ployed and paid, is to supply his customer 
with a desired number of finished pictures. 
The photographer, therefore, exposes a neg­
ative for this purpose. The customer places 
the power of reproducing the negative into 
the hands of the photographer; and a pho­
tographer who, without authority, uses the 
negative to produce other copies for his own 
use, is abusing the power confidentially 
placed in him which is for the purpose of 
supplying the customer; and further I hold 
that the bargain between the photographer 
and the customer is to the effect that no 
extra pictures shall be made by the photog- 
ragher and that the negative is for the use 
of the customer only.”

The ruling held in this particular case 
has been affirmed from time to time by 
many of the other courts, before which 
similar litigations have been settled.

In another controversy between a photog­
rapher and a customer, it was held that a 
photographer has no more or extended right 
to make extra copies from a negative ex­
posed for “ copying” a portrait, than when 
the negative is taken of a person who “ sits” 
for the exposure.

While it is true that a contract is seldom 
entered into between a photographer and a 
customer, however, the law implies a con­
tract to the effect that the negative for 
which a customer sits shall be used only 
for printing such portraits as he may order.

On the other hand, if a person or group 
of persons subject themselves to a photog­
rapher for the purpose of his exposing a 
negative from which to make photographs 
especially for the use of the photographer, 
the negative belongs to the photographer 
who has the exclusive right to make and 
sell copies therefrom. As a matter of fact, 
under these circumstances it was held that 
a photographer was privileged to obtain a 
copyright on the negative, whereby he has 
the protection afforded by the copyright 
laws to prevent anyone infringing the copy-

Our Motto ii "S ervice." Can u>e help you?—
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C.Vhe<

Younger 
Generation

G. Mitchell Deane
Dallas, Texas

YOUNG DEANE seems to be quite an 
all-round hand at attaining popularity 

but, differing from most of the other young 
chaps whose pictures have appeared in this 
column, he is not married, unless his father 
hid the fact from us when writing about 
him. Nor do we know how old he is, but 
from the picture would hazard a guess of 
about 26 or 27.

He has been particularly active in Dallas 
in the Order of De Molay, and has a most 
imposing list of titles in that order. In 11)24 
he was selected as one of the 88 Representa­
tive De Mol ays in the world and went to the 
national camp at Bear Lake, Colorado, in 
the summer of that year, where he was se­
lected to perform an important part of the 
ritual. He is president of the Texas Repre­
sentative De Molay Association, composed 
of all the Texas boys who have received this 
distinction, and has a number of other simi­
lar honors. He is a member of Blue Mason­
ry and in 1925 took his Scottish Rite de­
grees, serving as officer of his class in 
several capacities, this being the more 
notable in that the class included a number 
a men who have attained considerable 
prominence. He is past president of the 
Young People’s Department of his church, 
president of one of the largest boys’ classes

in the state and has several additional 
church activities.

To show that while he may believe in re­
ligion, fraternity and similar idealistic mat­
ters he is just the same a regular fellow, 
the kind who believes in being “ too proud 
to fight” but ready to if necessary, he was 
a member of Troop C in the 112th Texas 
Cavalry for two years.

He has handled the printing, enlarging 
and finishing end of the Granville M. Deane 
Studio (his father’s) for several years, and 
the “ old man” writes that he turns out an 
average of good work but bigger fields are 
calling him and it is possible that he may 
not remain long in the studio.

right, as by making the same or similar 
pictures.

This phase of the law is important for 
photographers to know, particularly for the 
reason that a copyright issues for 28 years, 
after which it may be renewed for a period 
of 28 years, and an absolute monopoly may 
be had on an unusual photograph for a 
period of 56 years. It goes without saying 
that numerous photographers have accumu­
lated a large amount of money from the sale 
of unusually popular pictures, which are 
copyrighted.

In another case, the court held that where 
an individual has a photographer make a 
negative, and pays for the work, the nega­

tive produced actually belongs to the pho­
tographer, and particularly it belongs to 
him from the standpoint of reproducing pic­
tures, unless a contrary agreement existed, 
but neither the photographer nor anyone 
else has the right to make pictures from the 
negative.

This case establishes a much discussed 
point, and it is apparent that where a cus­
tomer makes no provision to obtain the neg­
ative, it belongs to the photographer.

In one case, the court held that where a 
portrait or a photograph is given by one 
person to another, for a particular purpose, 
the person to whom the photograph is given 
has no right to use it for any other purpose

When in dou bt— consult  A b e l ' s-
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than merely to retain it. Therefore, it is 
apparent that where a man gives a portrait 
of himself to another person, the receiver 
has no right to place the picture on display. 
Furthermore, he must keep the picture in 
places where photographs of friends usually 
are kept.

On the other hand where a photographer 
is given permission to make use of a cus­
tomer’s picture, for a particular purpose, 
the photographer may put the photograph 
to that purpose without incurring liability. 
But the privilege must not be enlarged 
upon.

For illustration, where a customer gave a 
photographer permission to make one extra 
copy of her portrait for display, and he 
made extra copies for sale, he was liable for 
damages, the extent or amount of the dam­
ages being dependent upon the use to which 
the extra portraits were put.

Another common source of litigation is 
where a living person authorizes his picture 
to be used for a special purpose, and after 
his death the relatives of the deceased at­
tempt to stop the previously established use.

For illustration, where a brand of cigars 
was named after a man who gave his per­
mission to the manufacturer of the cigars to 
use the name, the court held that the family 
of the deceased could not stop the use of 
the name even though it was offensive and 
sorrowful, so long as it did not amount to 
libel.

In other words, w'here a living person 
gives his permission to another to use his 
photograph or name, or both, for a particu­
lar purpose and the receiver, in good faith, 
spends money for publicity, the use may be 
continued even after the man is dead, ir­
respective as to whether or not the relatives 
object.

1 he same rule relative to making extra 
copies of photographs, holds where a printer

makes extra copies for the purpose of ad­
vertising his own business. For example, 
in a case in which this point was involved 
the court held that a printer has no right 
to use the cut of a photograph to make 
extra copies for himself, and he was liable 
for having a large number of extra copies 
of a folder printed for the purpose of ad­
vertising his own business. The court said 
the unauthorized use was a breach of trust 
toward his own customer who might, with­
out difficulty, restrain the printer from us­
ing the photograph. Furthermore, under 
these circumstances, a court is privileged to 
order the extra copies destroyed.

Where a photograph is made of a public 
character, such as a person who is promi­
nent in politics, the law is that the maker 
of the picture has the right to publish and 
use it as he sees fit, so long as the use is 
not detrimental to the person. Further­
more, there is no breech of the implied 
contract or other chances of liability, even 
if the photographer utilizes unusual me­
thods by which he is successful in exposing 
the negative.

Another rule that is well established is 
where an agreement is entered into between 
a photographer and a customer whereby a 
photograph is to be used for a certain time 
for a specified purpose, the right of the 
photographer ceases after the termination 
of the agreed time. Recently the user of a 
photograph, under these conditions, argued 
that he had a right to use the picture when 
and for any purpose he might choose, but 
the court held otherwise.

For instance, it has been held that 
where a photograph was given to a maga­
zine publisher for a specified use, the per­
son of whom the portrait is made may re­
sort to a court to prevent an unauthorized 
use of the picture which, legally, is a breach 
of contract between the parties.

-------------o-------------

Repairs and Emergency Hints
Btj A . LOCKETT, in the “British Journal of Photography”

A n  A rc  L a m p  H in t

W HILE on the subject of racks, those 
who use arc lamps in the studio will 
find it worth while to make sure, with 

the current switched off, that the milled- 
head and rack used in adjusting the car­
bons to strike the arc work freely and with­
out stiffness. If this part happens to jam 
while trying to separate the carbons after 
bringing them momentarily together, the re­
sult may be a troublesome short circuit.

D e r a n g e d  S t u d io  S h u t t e r s  
An occasional eye needs to be kept on stu­

dio shutters placed inside the camera and 
operated by a bulb and tube. A slight dis­
arrangement of the mechanism or a leak­
age of the bulb or tube may result in the 
shutter not acting properly when exposing, 
or perhaps remaining closed although the 
bulb seems responsive to pressure. From 
that point of view, a faintly audible shut­
ter has some advantage over a silent one.

■Get your competitor to read A b e l 's-
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Prominent 

Photographers 

Yon Ought 

to Know

John H . Garo

■

Boston, Mass.

An incipient leakage can often be dealt with 
by a tiny patch of thin sheet rubber and 
indiarubber cement from a bicycle repair 
outfit.

B r o k e n  F o c u s in g  S c r e e n

A rough-and-ready remedy for a broken 
focusing screen when there is no time to 
get anything better, is to use an unexposed 
dry plate. The size taken by the camera 
will probably fit all right in the rebate, 
and, unless very thickly coated, will permit 
focusing to be done fairly well for the time 
being. It should be screened from the light 
as far as possible to avoid discoloration.

A  S m a s h e d  L e n s

Though lenses, fortunately, manage to 
survive quite a number of falls and minor 
accidents without serious damage, there are 
still occasions, especially outdoors, when one

is dropped on a hard surface with such 
force as to smash some of the glasses. Be­
fore giving up hope and leaving the field, 
it is worth while seeing whether one of the 
combinations has not escaped. If so, it may 
be possible to use it as a single lens by 
removing the broken pieces of the other 
combination. Front and back cells are 
often interchangeable should it be the rear 
portion that is affected. A useful prevent­
ive measure when work has to be done un­
der rough conditions is to spring two ox- 
three wide and thick rubber rings or bands 
over the lens tube, allowing those at front 
and back to project somewhat if possible. 
The diaphragm ring must obviously be 
avoided. The rubber will probably pre­
serve the lens from all but deliberately vio­
lent concussions.

-W hen in doubt—-consult A b e l 's
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Other Photographers’ Studios. No. 72

Studio of Z. Egi, Tokyo, Japan

It is always good to know the other man’s ideas. Nearly every photographer intends to build—or at 
least equip—a studio which shall contain what is (to him) the last word in arrangement and equip­
ment. This series of pictures includes studio exteriors and interiors in different parts of the country, 
not necessarily those of famous photographers but all worth careful study. File them away, and 
make use of the best o f their ideas when the time comes for your own dream to come true.

Mr. £gi s .'imho was the (irst one rebuilt in Tokyo alter the great earthquake and fire, and it is interesting to note
how he has made use of his experience in this country in laying out this new place. Above are the entrance hall,
a carttcr of the camera room, and the outside view of the building. Below the reception room, with another view
showing the changing room door, and lastly another view of the camera room.

A  S t u c k  D ia p h r a g m  
The iris diaphragm gets refractory on 

occasion, and sticks. It is no use trying 
to force it, and may cause irremediable 
damage. The only thing to do is to remove 
the glass or glasses of the lens, which may 
merely be necessary at one end, and give 
the diaphragm a gentle tap here and there 
with a pointed piece of wood, say a trimmed 
match-stick. This will very likely rectify 
any slight shift that has occurred and en­
able the leaves to move; if not, the fault 
may be evident from further inspection and 
curable by a little adjustment, or perhaps 
by blowing out particles of dust that have 
collected.

E m e r g e n c y  T r ip o d  S c r e w  
The tripod screw often gets lost when 

far away from any photographic dealer. A 
possible temporary substitute may be ob­
tainable from the nearest hardware store 
in the shape of an iron or brass screw-bolt 
that will fit the camera bush. If too long, 
the nut accompanying it can be used mid­

way for clamping.
I n e r t  D e v e l o p e r

At rare intervals it happens that, on 
starting to develop, no image whatever ap­
pears. It may, of course, be owing to acci­
dental non-exposure or great under­
exposure, but another possible reason is the 
absent-minded omission of an essential in­
gredient in the developer. On one occasion, 
even, a certain operator tried to develop 
with a bottle of what was really plain dis­
tilled water. It can easily happen. An 
assistant, say, is making up the solution; 
he pours in the greater part of the water 
first, then he is suddenly called awray, put­
ting the labelled bottle back tidily on the 
shelf and omitting to explain matters. The 
sensible thing to do when no image appears 
is to rinse o ff all the solution and to leave 
the plate, film or print in clean water while 
making up a small quantity of fresh devel­
oper, which will settle the point. This is 
much better than spoiling or thi-owing 
away a lot of perhaps perfectly good nega-

Any question? Ask us!
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tives or prints for the wrong reason.
A n  E m e r g e n c y  T r a y  

When a large tray is broken and no other 
available, try a well-made drawer from 
some less valuable article of furniture, say 
a kitchen table. With a narrow seam of 
wax run round where the sides meet the 
bottom it will pi-obably prove water-tight, 
and should serve well for the short interval 
before a proper tray is obtained, being little 
the worse afterwards when laid upside 
down to dry and the wax chipped out.

S u b s t it u t e  for  R e t o u c h in g  L ead

Suppose the last bit of retouching lead 
is gone, and one has neglected to order 
fresh. There is no need to despair, for an 
ordinary lead pencil of good quality will 
answer just as well if trimmed to a longer 
point than usual, and sharpened on sand­
paper. Or sometimes the fine leads in an 
ever-pointed pocket pencil will prove satis­
factory, but these break unless one is con­
tent with a rather short point.

-------------o-------------

Chats With a Receptionist
By J . F. S l a c k , in the P. P. A. Record

FIRST of all, it is very desirable that 
your appearance should be smart and 
respectable, so that you can demand 

respect.
Showy dresses are against all business 

principles, black being the best color.
A successful assistant must have com­

mon sense and self-respect; it does not mean 
that you have to be a genius in order to 
use ordinary everyday common sense, yet 
common sense is the greatest money maker 
in the market.

Always endeavor to be prompt so that 
your employer will respect you; remember 
if you are late he is entitled to an apology 
or an explanation, otherwise he will feel 
annoyed though he may not show it.

There are only GO minutes to an hour— 
no more. Forget private and home thoughts 
and concentrate on the business and its 
welfare.

R e l a t i o n s h i p  w i t h  B u s i n e s s  
Your position is a very important one; 

in fact one of the main springs of the 
firm’s clockwork, and on your ability rests 
to a great extent the success of the business. 
It is very essential that you should know 
all the business routine, in fact as much as 
your employer knows about the salesman­
ship of photography. You are his mouth­
piece; you are like the driver of a horse 
and vehicle and hold the reins—can either 
let the horse wander its own way or direct 
it rightly—either let customers have what 
they ask for, or advise and lead them to 
something better.

You cannot expect your employer to look 
after your interests; you have got to rise 
or fall by your own personal efforts.

F a ir  P l a y  fo r  B o th  
If your employer was not making a profit 

on your work, he would not be employing 
you. You will never be worth more money 
to yourself until you are worth more money 
to him. He is entitled to a fair profit on

your services. He takes risks that you do 
not have to take. He supplies you with a 
place in which to work. He loses money 
when you make mistakes.

Be fair with him as you expect him to 
be fair to you. The more money you can 
make for your employer, the more value 
you will be in his eyes. If you can show 
him that you are making more for him than 
his other employees, unless he is a fool, he 
will pay you more.
Play as fair with your employer as you ex­
pect him to play fairly with you.

M a n n e r s
Bad manners and treatment in the recep­

tion room or shop often lead to a disap­
pointed result. Assistants must always 
leave their tempers out of doors, and must 
exercise the greatest power of self-control, 
remembering that soft words drive away 
wrath, and when dealing with customers 
try to listen to your own conversation and 
consider if you think it sounds respectful 
and sympathetic.

Don’t let people criticize you; criticise 
yourself. We are inclined to think that 
people have a warped judgment of our 
faults, whereas it is often ourselves.

One of the most important reasons why 
we must respect our patrons is because they 
provide for our daily bread.

To most people, having their photograph 
taken, is a very distasteful occupation, and 
we cannot do too much to ameliorate their 
feelings.

Some people always expect many atten­
tions, and are pleased to receive courtesies.

To be courteous shows good taste, and is 
pleasing to all, but discretion and courteous- 
ness must go hand in hand. Sympathise 
wilth your clients, and they will take your 
advice, especially those undecided; begin 
well with a pleasant greeting; make them 
feel at home.

Get into the habit of sizing up your cus-
W h e n  you  write advertisers, please mention A b e l ' s-
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Home portrait made 
umh one Lcoty Porta­
ble Arc dt 12V:2 amps, 
diffused with one tis­
sue; distant about 8 
feet; directly toward 
camera; one second at 
F/8, two Vg* 12"  Na­
tional White Flame 
cored carbons used in 
lamp. Philip Conklin. 
Troy, N- Y ., mailer of 
the picture, points out 
the beautiful roundness 
obtainable with only the 
one source of light.

tomers; try and read their character, at 
least that part of their taste; try and imag­
ine what they are likely to want, and what 
suits them—it will require a certain amount 
of shrewdness, but it is easily acquired by 
practice. The bustling business man, the 
reserved old lady, the gushing maiden and 
shy boy—all require their various styles.

Customers object to a listless, apathetic 
assistant who makes no efforts to realize 
the customers’ wants.

Begin well; greet people wilth a smile 
and a pleasant expression of the day; show 
an anxiety to serve them, and your success 
of a good order is assured.

Sitters expect a heap for their money, a 
smile of welcome tempered to an exact 
shade of deference, instantaneous attention, 
tireless courtesy, a vivid interest in their 
wants, all of which you can easily give 
them.

Most people think we run the show for

their benefit, and we could not carry on 
without their patronage, which is quite true 
if we regard them as one of a thousand 
others thinking the same way.

S e c u r in g  t h e  O rder
Don’t ram the prices down their throats.
Don’t even metion the price, unless neces­

sary, until the order is secured.
Always, where considered suitable, sug­

gest the order to be one dozen, etc.; try 
to forget or pretend you don’t take smaller 
amounts, unless circumstances require it.

It sometimes pays to be deaf to their in­
quiries. Climb down to the lower quanti­
ties, or cheaper lines, if the customers’ 
position demands it; don’t rob them, but 
secure all you can; leave them with enough 
care fare money to get home with; any 
fool can sell people what they want, but it 
takes a clever saleswoman to sell what they 
don’t expect to buy.

Whether the style selected is a cheap
---------- Our Motto is "Service.' Can wc help you?
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In the strong contrast o f home 
or outdoor portrait lightings, 
film bridges the gap from shadow 
to highlight and renders a per­
fect scale of tones between.

EASTMAN
PORTRAIT
FILM

Par Speed - Super Speed 
Uniform

E A S T M A N  K O D A K  C O M P A N Y
ROCHESTER, N. Y.

A ll dealers'

------ He'll than\ you for the suggation
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one, or for a copy, always quote the extras 
inclusive, so that the customer is not aware 
of any extras.

The reason why cheaper styles are ad­
vertised is to bring people in, and then the 
firm rely on your skill and ability, and 
make good on that. The better you know 
your business the better your chance of 
success.

When clients return with proofs, always 
try to increase their order; this will bene­
fit you as well as the firm; keep in your 
mind the various ideas of suggestive spe­
cialties—which you can recommend for 
their consideration—enlargements and min­
iatures, etc., etc.

If a customer is pleased with the results, 
then try and get something extra to please 
you.

A knowledge of various technicalities is 
very useful when discussing complaints or 
points of interests, such as:—

How a negative is made;
How and why it is retouched;
The making of the' print, etc.

C o pie s

Bear in mind that photographs brought 
in to be reproduced or copied are generally 
of dear relatives, and must be carefully 
handled, thoughtfully considered and judi­
ciously commended; if they are not exactly 
sharp and clear, don’t say it will reproduce 
clear, but the best will be made of it, and 
possibly in most cases can be made too look 
better.

D e l iv e r y  o f  W o r k
Always be ready, if work is not complete, 

to express regret, and say you hope to have 
them ready in a few days; don’t give a 
definite time and commit yourself unless 
you know it will be ready. Always strive 
at keeping your customer in a good humor.

If you have a mount or frame that will 
suit the order in hand, make every effort 
to effect a sale, it being possible that every 
photograph taken will be framed eventually, 
and why shouldn’t you sell that frame?

In some cases you might secure the or­
der to have the photograph colored.

If a customer shows disappointment in 
the results, use great tact and try to con­
vince them otherwise, unless an improve­
ment can be usefully applied. Be familiar 
with all prices. Knowledge, tact and push 
must eventually lead to success. With good 
education, good disposition and tact, the re­
ceptionist could almost double an ordinary 
business as soon as she discovers the differ­
ence between opportunity and importunity. 

T h e  R e c e p t io n  R oom
Everything about the place should reflect 

order, thrift, cleanliness and system. Here, 
all the honor (and profit) lies. There should 
be an atmosphere of cheerful refinement.

All specimens to be kept in order and 
replaced when soiled, etc., or out of date, 
suggestions made for better appearance 
when conditions demand it.

As you spend most of your daily life in 
the reception room, try to keep it comfor- 
able and fit to receive your best friends in, 
otherwise it will reflect on your disposition.

--------- o---------

Some Good Reasons W hy You Lose Customers

A S long as we attempt to do business 
ourselves, or employ others to do it 
for us, mistakes will creep in. There 

are a thousand little things which make no 
impression upon us at the time, but will 
cause customers to quit. The following are 
some of the things we have heard in stu­
dios. “ If you want something cheaper there 
is another photographer down the street,” 
and the prospective customer left the studio. 
One customer was waiting in a studio, an­
other came in, the second one was waited 
on first, and the customer left the studio. 
A lady receptionist insisted that there was 
no down payment on a dozen pictures, in­
stead of asking about it. This caused an 
argument with the customer. The owner of 
the studio was called in, and when asked, 
he remembered taking the deposit himself, 
but failed to put it in the cash register, and 
it went into his pocket instead. His cus­

tomer was the mother of seven children 
and never returned to the studio.

The sales person talking in a way which 
offends the customer is another method of 
losing sales, making herself more important 
than the customer, and practically telling 
the customer that she knows what she 
wants better than the customer herself. It 
is mighty easy to hurt the feelings of a 
customer by saying something regarding 
her, some of her friends, her children, or 
her husband, or by the sales person going 
and talking in an undertone to someone else 
employed in the studio.

The feelings of your customers, their de­
sires, their puchases, and their credit are 
all-important to them and also to your stu­
dio, if you want to keep them as customers. 
Customers will leave studios because they 
regard every employee, no matter what his 
or her position, as a personal expression of

■Ht'il than!; you for the suggestion-
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P ro fessio n a l C yko

P R O F E S S IO N A L  C Y K O  in 
^  Satex White and Satex Buff is 
much used for groups, as the sur­
face is smooth enough to show good 
detail and at the same time re­
moves the commercial look of a 
glossy or semi-glossy print.

@ S5,E5S©

Ansco Photoproducts, Inc.
Binghamton, N . Y.

•Get your competitor to read A * el '»—



214 A b e l ’s  P h o t o g r a p h ic  W e e k l y

the business, and they will be offended just 
as quickly as if the owner himself had made 
the remark.

Many photographers seem to think that 
they themselves and their help are as near 
perfect as can be secured, and do not take 
the time to look after what is wrong and 
Point out the right way to their employees 
but pat themselves on the back and think 
they have a perfect organization. Your cus­
tomers’s time is valuable, and when told a 
lie regarding when the prints are ready, and 
when they are compelled to come two or 
three times before they get them, you can 
make up your mind that you have lost that 
customer. Sometimes these statements are 
not intended for a lie, but to a customer 
who is disappointed it is one, and they can­
not get over it.

Customers are often lost because some 
one attempts to wait upon them who does 
not understand the business and does not 
fully understand their wants. Try this out 
for one week and see what you can learn 
about your own business. Place an ad in your 
local paper regarding certain styles, sizes 
and prices of photographs without saying 
anything to the sales person, as is often 
done. Then send customers into the studio

and you will find out that the customers 
know more about the ad than the sales per­
son herself. Keep on sending two or three 
a day into your studio who do not buy pic­
tures and then have them report to you just 
what happened. Of course, always be sure 
that they are strangers and not friends of 
any employee. If you can keep your pres­
ent list of customers, except those who nat- 
mally you must lose because of moving 
away, you will have no trouble in increas­
ing your business each and every year. 
Every one in your organization who ever 
appears in the sales room should under­
stand the value of salesmanship and how 
to use it. Because you have had exper­
ience and you know yourself how to handle 
customers, don’t think for a moment that 
e\ ei yone else who waits on your customers 
in your studio knows the same thing. Some 
of your customers may be critical, they may 
be exacting, they may even be unreason­
able; nevertheless, everyone should go out 
of your door a satisfied and a good cus­
tomer. A satisfied customer may never say 
a good word for your studio, but a dissat­
isfied customer will do a lot of knocking 
for a long time.—Ohio Photo News.

Improvement Noticed in Studios

IN connection W’ith his business, it has 
been the fortune of the writer of these 
lines to have been in many hundred 

studios in many widely scattered parts of 
the country. This has been over a period 
of twenty-five or thirty years. The writer 
does not have the opportunity at this time 
to be in studios as he once did.

Last month, however, he was in a number 
of studios in Kansas and Oklahoma, and it 
is a positive pleasure to compare the gen­
eral tone of the average studio of today 
with that of only a few years ago. At that 
time the studio was rather the exception, 
which, by its furnishings, decorations and 
settings, attracted attention and called forth 
complimentary remarks from visitors.

It speaks well for the advancement of the 
profession in the general public regard. 
There is no denying the fact, unpleasant 
though it may be, that an unfortunately too 
large percentage of photographers of a 
quarter of a century ago were not of a class 
to raise the standard of the profession in 
the esteem of the community. Slovenly re­
ception rooms, dust-covered operating equip­
ment and fixtures, skylights so covered with 
dirt that the light hardly came through,

and along with all this, all too frequently 
a local reputation for being a “ poor credit 
risk, all gave the profession a black eye 
in many communities.

A dentist who is personally unkempt in 
his dress and person will not get far. How 
then could an operator who frequently 
handles and touches his sitters expect to 
hold the patronage of refined and fastidious 
women, if he were careless of his person?

It is, therefore, a great pleasure to note 
the very general change in the great ma­
jority of studios today. They really are 
now studios rather than “galieries.” 
Reception rooms now are found in many, 
many studios that are so richly and taste­
fully furnished that an involuntary expres­
sion of delight and satisfaction escapes the 
lips of a person entering the room. Did you 
e\ er stop to consider how much this means 
in securing a happy and satisfactory ex­
pression on the face of the sitter?

Psychologists have long recognized the 
value of surroundings, furnishings, wall 
hangings, etc., upon the minds of those who 
pass their time amongst these settings.

In place of the chromos, etc., that former­
ly hung on the walls, today it is a common

W h e n  in doubt oruuit A d e l 's-
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ARTURA IRIS
For Portraiture

The logical choice when vigor of scale and richness of 
tone is sought.

In the IRIS of today each of the seven surfaces is se­
lected from the finest imported paper stock available—  
a refinement that enhances the interpretive value of 
this standard bearer of portrait papers.

Look for the familiar A R T U R A  
label at your dealers.

Full descriptive matter in 
The Bool{ of Defender Papers.

D e f e n d e r  P h o t o  S u p p l y  C o m p a n y , I n c .

R o c h e s t e r , N.  Y.

■When you write advertisers, please mer.non A b e l ' s-
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It W ill Pay You—
To Offer Attractive Swing Frames When You 

Sell Portraits

Rochester Swing Frames
Distinctive Finishes — W ide Variety of Patterns — Write 
for sample Case and Price List. W e also manufacture 
Picture Frame Mouldings.

ROCHESTER MOULDING WORKS, Inc.
266 Lyell Ave. Rochester, N. Y.
New York Representative: F. A. Petranick, 3 East 17th St.

occurrence to find beautiful oil and water 
colors, etchings, drawings, miniatures, 
prints and other expressions of art, while 
the evident harmony in color schemes, and 
the general all round good taste displayed, 
gives evidence that the man or woman who 
owns or directs such a place is an individual 
whose acquaintance would be sought and 
friendship cultivated by the most cultured 
and refined people of the community.

We believe this improvement in general 
appearances is reflected in a similar im­
provement in the product of the studio and 
begets confidence in customers that the tone 
of the finished work will be in keeping with 
the general appearance of the studio.

—Photo Trade Neivs.

------ o------

Tis Here, Maybe
Still faster lenses appear to be in sight. 

We understand that the famous English 
firm of Dallmeyer’s are working on a mo­
tion picture lens to work at F /l .

A letter from Henrietta Jamieson, of the 
well known Jamieson Sisters’ Studio in

-------------------D U P L E X--------------- -
U N IV E R SA L CLEANER

Removes friction marks, finger prints, stains and 
abrasions. \\ ill not destroy surface of glossy prints.

Price, 8-ox, bottle $.60 plus postage

Duplex Motion Picture IncL, Inc.
Long Island City, N. Y.

T H E  BEST BY T E ST
Sterling Tanks For Every Need 

HYPO & FIXING BATH TANKS 
WATER-JACKETED OUTFITS 

Ask your dealer for prompt shipment or write us.
Sterling Manufacturing Co.

Beaver Falls, Fa.

Pittsburgh, tells us that she and her sister 
Katherine had a narrow escape from death 
in a fierce forest fire during their vacation 
on the shores of Lake MacDonald in Gla­
cier Park, Montana. Cutting their stay there 
short owing to the constant danger they 
went on to their sister’s at Pullman, Wash., 
where Katherine suffered a slight stroke. 
Though not paralyzed she is only able to 
sit up a little, and has very high blood 
pressure, although the doctor’s reports are 
very reassuring. Their trip is unfortun­
ately cut short and they will probably re­
main at Pullman all winter, where friends 
who wish to write can reach them at Col­
lege Station.

Management of the Motl Studio, Janes­
ville, Wis., has been taken over by Miss 
Minnie E. Sickler, formerly manager of a 
large Minneapolis studio. She has pur­
chased the studio and already taken jioses- 
sion.

S IT U A T IO N  W A N T E D
The insertion of an advertisement under “ Situation 
Wanted”  carries with it the obligation on the part 
of the employee to answer every letter he receives 
in response to his advertisement for a position. If 
only with a postcard. The editor of A bel ’s will 
appreciate being advised when employes fail to 
accord this courtesy to employers.

MASTER workman, artist in colors, operator, re­
toucher, printer and producer, portraits, commercial, 
kodak, age thirty-nine, over twenty years’ experience, 
wants to manage. Salary and percentage. Henry 
Martin, General Delivery, Tulsa. Okla. 8-14-4-C
WANTED—POSITION in first-class studio by lady. 
Able to do all around work. N. H., 921 Fatherland 
St., Nashville, Tenn. 8-21-3

Picture, of Thing, 
We I-ove

Coil but a ‘Trifle

trai l- Your Bha Here

JUST OUT
Beautiful set of 10 cards for 
the photo finisher. Each card 
different—all new and choice 
wordings. Printed in two 
co ors on mottled book cover 
itock—9x1 1". While 200 sets
last — only SI.23. postpaid. 
Colercraft Display Service 

23 37 S. Crawford Ave. 
Chicago, ill.

Get youT com petitor  to read A b e l ’ s-



A b e l ’s P h o t o g r a p h ic  W e e k l y 217

A  sun that shines at your bidding
W HAT is this worth to you? —  light you can control at 
will. Light, rivaling the sun, to flood your studio on the 
darkest day or for evening sittings. Light that you can 
project at any angle, and diffuse or concentrate as you 
wish. Such light is yours the moment you install arc 
lamps and equip them with National White Flame 
Photographic Carbons. The light from these carbons 
frees you from the limitations of time and weather, and 
is essential if you would secure some of the novel photo­
graphic effects that many customers want nowadays.

N A T IO N A L
W hite Flame 

Photographic Carbons
— more reliable than daylight

Manufactured and guaranteed by

N A T IO N A L  CARBON CO M PAN Y, INC. 
Cleveland, Ohio Carbon Sales Division San Francisco, Cal.

Canadian National Carbon Co., Limited, Toronto, Ontario

He'll thank you for the suggestion
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The Standard of Comparison

PLATINOTYPE (platinum) 
PALLADIOTYPE (palladium)

SATISTA (platinum and silver)
By description or use of the whole or part of 
the word “ platinum” many papers claim an 
approach to the beauty and quality of the 
Platinotype papers.

USE THE REAL— AND BE SURE 
OF PERMANENCE and QUALITY

If you prefer, our Service Department will do 
your printing on any of these papers.

Sold direct to Photographers by

WILLIS & CLEMENTS, Inc.
601 Arch Street Philadelphia, Pa.

Boston School of Art Photography
ABE you interested in Portrait Photography 

1 enough to have a reason for everything you do? 
Only an artist can point you the way so that 
you will know if you are right, and not guessing. 
Learn this great art and i>eopie who want real 
[Kirtraits will find you. Have you a son or a 
daughter that you would wish to start right? 
Consider Portrait Photography as an Art for an 
accomplishment or a life work.

Write for information to

Mr. G. E. Livingston, Secretary
60 SOU TH ST., BOSTON, MASS.

School opens Sept. 20th, 1926

Jkjlislj .journal oCTljofoimiplji}
Published every Friday

For 72 years the B. J., as its readers call 
it. has been read by professional and 
commercial photographers of all English' 
speaking countries. Its articles on the 
practical and business branches of por- 
trait, commercial and press photography 
are the weekly counsel of thousands. If 
you get it for a while you will find out 
its value in your business.

The terms of subscription throughout the 
United States are $4.7? per annum post 
free. A sample copy wilt be mailed upon 
receipt of application.

IQenrp <£mntuootj &  Co., Htb.
P R OPR IETO RS AND PU BL ISH ERS

24 Wellington Street, London, England

FULLY CORRECTED 
ANASTIGMAT LENSES

Free trial and comparison invited with lenses costing double 
Catalogue on request.

Sole Agent
BURLEIGH BROOKS

136 Liberty Street New York City

POSITION WANTED—Experienced first-class printer, 
background worker and general useful man. wishes 
position in first-class studio. Have had charge of 
finishing department in highest class studio in large 
city for past five years. References given. Address 
E L. Hawthorne. 3 Eden Park Terrace, Cincinnati,
oh l° - ____________________________________81-21-2-C
FIRST-CLASS operator, retoucher, practically an all- 
around man is used to better class of studios, wishes 
position in or about Detroit. Best of reference. K-l, 
care of this journal. 8-21-2-C
SITt A I ION WANTED in a good portrait studio by 
a steady man. first-class printer and retoucher, fair 
cameraman. Only year round position considered. 
Will go anywhere, C-4, care of this journal. 8-28-2-C
POSITION WANTED by young man with several 
years experience as printer and finisher, home por­
traiture, commercial and kodak finishing. Address 
Photographer, 1305 No. Huey St.. South Bend, Ind.

8-28-1

STU D IO S FOR SALE
MUST SELL by September fifteenth: One man stu­
dio doing a paying business. No reasonable offer re­
fused^  N-2, care_of_this_journal. 8-14-3
l-OR SALE—Two up-to-date ground floor studios: 
low rent: good business. A bargain. National Stu­
dios, New Bedford. Mass. 8-21-3-C
lOK SALE One of Chicago's leading high-class 
photo studios, established over thirty-five years; best 
loop location in city ; valuable lease. Illness of own­
er compels sacrifice. $5000 cash required. M-6,
care of this journal. 8-28-2-C
STUDIO FOR SALE— Located in a busy location ; 
no comiietition : fully equipped ; day light and artifi­
cial lighting; rent, including heat. $45 monthly. Will 
sacrifice for $1500 cash only. For more information 
write B. Woodoff, 217 South St., Utica, N. Y. 8-28-2-C

High Grade

C O L O R  W O R K
Exclusively

Prices from $2.50—Satisfaction guaranteed
BLACK & LOVETT

1276 Cook Ave., Lakewood, (Cleveland) Ohio 
10 years in photographic color work

I Buy Film and Glass
Highest prices paid. Write for prices 
and instructions before shipping.

F». H. KANTRO
PORTAGE. W IS.

When you write advertisers, please mention A b e l "
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A  pleasingly different and distinctive 

paper for portrait enlarging:

EASTMAN
PORTRAIT
BROMIDE

Parchment T

A  variety of tone effects may be secured 

by mounting Parchment prints over 

papers of various colors.

E A S T M A N  K O D A K  C O M P A N Y
ROCHESTER, N. Y.

A ll dealers'

Any question? Aiif us!
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CLASSIFIED ADVERTISING
Italic type or capitals at double the rates quoted. 
No display. Count every word, number and initial, 
including heading name and address. CASH 
MUST ACCOMPANY ORDER. ADVERTISE­
MENTS NOT ACCOMPANIED BY REMIT­
TANCE WILL BE RETURNED. Help Wanted 
Advertisements, when desired, will be repeated 
until order is cancelled. Miscellaneous and Studic 
For Sale Advertisements will not be accepted 
on that basis.

SITUATION WANTED: Under 30 words, one 
insertion free. Additional words, 2c each. Extra 
insertions, 2c per word. No advertisements less 
than 50c.
HELP W ANTED: 3c per word. No advertise­
ment less than $1.00.
MISCELLANEOUS: 3c per word. No adver­
tisement less than $1.00.
STUDIO FOR SALE: 5c per word. No adver­
tisement less than $1.00.
ANSWERS IN OUR CARE: 25c extra for each 
Insertion.

STUDIO FOR SALE—Well equipped for portraiture, 
amateur finishing, picture framing. Population 10,- 
000; 6000 nearby. Haveles Studio, Putnam, Conn. 
_______________________________________________ 8-28-3-C
FOR SALE— Portrait or commercial studio, separate 
or together; large Southern Seaport and Railroad 
town, 300,000 ; good climate. Sale or lease with buy­
ing privilege. Own building. Schlueter’s Studio, 
3617 Main St., Houston, Texas. 8-28-1

MISCELLANEOUS

USE LEOTY’S PORTABLE ARC LAMP new type, 
for 30 days FREE. Price only $80.00 with case. If 
not greatly pleased return to Leoty Electric Co., 
Dayton. Ohio. Trial costs nothing. Lightest weight, 
most powerful lamp made for moving pictures, home 
portrait, commercial and studio use. 12-12-52
A DANDY ASSORTMENT of ton beautiful window 
cards, size 11x14" in two and three colors on good 
grade cardboard (some with space for sample pic­
tures) for only $1.50 per set, six sets for only $7.50. 
Just the thing for advertising your photo finishing 
business through your retail stations. Shipped F. O. 
B. Chicago, shipping weight three ponds per set. 
Our recent discount offer on our splendid line of 
advertising displays for the photo field is still in 
effect. Send for circulars and save money on your 
window advertising. Colorcraft Display Service. 
2537 S. Crawford Ave., Chicago, 111. 7-17-TF-C
FOR SALE—-Bausch & Lomb Zeiss Protar Lens, ser­
ies VII, convertible fitted with Volute shutter, 13% 
and 16 inch focus. Good as new. A bargain. Ad­
dress Mrs. J. G. Rhyner, R. D. 1, Oshkosh, Wise. 
_____________________________________  8-21-2-C
1 'n i; SALE— No. Six 14" F/4.5 Heliar Lens, almost 
new, including Packard Shutter 9" front board and 
hood, all new, $100.00. C. W. Perry. 97 Narragan- 
sett T errace, East Providence, R. I. 8-28-1
WE COLOR photographs in oils for $1.50 each 
(samples $1.00 each). We handle piece or contract 
work. Bernhardt Oster Studio, 186 East Ave., Ro­
chester, N. Y. 8-28-1-C

\ A /  A  M T E T D  MEN AND WOMEN TO VV M I N  I CL U  LEARN PHOTOGRAPHY
Photographers and Photo-Engravers earn $200 to $500 
a month. The field is uncrowded. Learn these profitable 
and fascinating professions. Taught by largest and best 
college of its kind in the world. Established over 30 
years. Demand for our graduates far exceeds supply.

Get this FREE Rook
book describing wonderful opportunities in this field. 
Good positions secured.Tuition and living expenses low.
ILLINOIS COLLEGE oi PHOTOGRAPHY - Eihngham. Illinois

FOR SALE— Ingento enlarger, $45.00: 24" cutting 
board, $10.00; Ingento washer, $1.00; Wold airbrush 
outfit, $25.00. Shipped C. O. D. with privilege of 
returning if not satisfied. Want to buy a washer. 
Neumeyer Studio, Brillion, Wise. 8-28-1
FOR SALE— 8x10 studio camera and stand; 8x10 
view outfit, with or without lens; 6 ^ x 8 ^  Cooke 5.6 
Anastigmat Lens, 11x14 view or portrait camera, 
3%x4y4 Reflex with Wollensak Anastigmat 4.5 lens. 
National Studios, Bucyrus, Ohio. 8-28-1
STUDIO WANTED—Town of 3000 to 10,000, prefer 
ground floor, in Central West. Address 214 North 
Third St., Watseka, III. 8-28«-l
PRACTICAL ALL-around man to purchase part in­
terest in a live and growing portrait studio. Lo­
cated in best section of north side. Will pay the 
right party to investigate at once. Best of refere- 
ences required. Wagner Studio, 4654 Sheridan Road, 
Chicago. 111.______________________ ___________ 8-28-1-C
FOR EXCHANGE— One 12x20 Banquet Camera, 
20x24 Lens, two holders ; want No. 2 Eastman Kodak 
Company 8x10 view outfit. One 5x7 Eastman Kodak 
Company No. 1 view camera to trade for 3A Kodak. 
Want to buy one 6" Packard Shutter. Powell Studio. 
Warrensburg, Mo. 8-28-1

HELP W ANTED
The insertion of an advertisement under “ Help 
Wanted”  carries with it the obligation on the part 
of the employer to answer every response to his 
advertisement, if only with a postcard, and to 
return samples of work, etc., promptly. The editor 
o f  A bel ’s will appreciate being advised when em­
ployers fail to accord this courtesy to employes.

WANTED—Two or three women to solicit high class 
portrait work. We may consider coupon proposition. 
Let us hear from you. B-3, care of this journal.
________________________________________________7-24-TF
HUSTLERS WANTED to make the neighboring 
towns, to make sittings in the homes and hotels, on 
a commission basis. B-4, care of this journal. 7-24-TF
WANTED — HIGH-CLASS ETHICAL BUSINESS- 
GETTER AND GENERAL PUBLICITY MAN; ONE 
WHO HAS SUCCESSFUL RECORD TO RECOM­
MEND HIM. WANTED BY OLD ESTABLISHED 
STUDIO WITH REPUTATION FOR HIGH-GRADE 
WORK. B-2, care o f this journal. 7-10-TF
WANTED—Saleswoman of real ability. One who is 
willing to work. Edmonston Studio, 610-13th St.. 
N. W ., Washington. D. C. 8-21-TF
WANTED—First-class operator in A-l studio in De- 
trait. Must be able to retouch, no finishing. Write 
R -l, care of this journal. 8-28-1

Photographers— Attention
We will cheerfully refund to any photographer the 

full price paid for piece work retouching done by 
any Artcraft graduate which is found to be unsatis­
factory in any way. We are training expert re­
touchers in every part of the United States and 
Canada. If you do not know an Artcraft retoucher 
in your locality, drop us a line and we will gladly 
furnish name and address of one. We make no 
charge for this service. Artcraft Studios, Inc., 3900 
Sheridan Road, Chicago.

Favor (he advertised products— their makers arc responsible--------
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TREE-PHO PH O TO G RAPH IC PRODUCTS
T H A T  AR E FU L LY G U A R A N T E E D

Tretec New Flectragraph
Commercial and Portrait Portrait

Treline
Commercial

P a p e r s  o f  Q u a l i t y  T h a t  A r e  D i f f e r e n t

Produced for

P r o f e s s i o n a l , C o m m e r c i a l , A m a t e u r  F i n i s h i n g  

In Single and Double W eights— W hite and Buff 
F o r  C o n t a c t  a n d  P r o j e c t i o n  P r i n t i n g

Papers cover the requirements of all branches in photog- 
raphy, for contact and projection printing.
Tree-Pho paper products are sensitized on the highest 
quality of paper stock with new and very finely balanced 
emulsions, having desired scale of gradation; with con­
trollable latitude of exposure and development, retaining 
original brilliancy when dry, with pleasing tonal qualities.

TREE-PHO PRO D U CTS PO SITIVELY G U A R A N T E E D .

Write for further detailed information.

Try Tree-Pho Papers Now.

Treesdale Laboratories
Mars, Pennsylvania

Don’t Forget to Remember TREESDALE Laboratories
A t Your Service A n y Time

TRETEC
TRELINE
FLECTRAGRAPH

When you write advertijeri, please mention A belV
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OPERATOR, retoucher and etcher, man or woman: 
must be up to the minute in all three. (loot! per­
sonality and initiative with sales ability. If you can 
execute photography of the better class, address 
Camera Craft Shop, Durham, No. Car. 8-28-1
COUPON SALESMAN, high-class proposition that
mean money both ways. Steady, easy work all year 
round. May consider a crew of men and women.
C-9, care of this journal._________________  8-28-1
WANTED FIRST-class all-around man. Must be
A-l operator and retoucher, also able to do printing:, 
etc. Please send sample of work, reference, salary 
expected and photograph of self in first letter. No 
kodak finishing done. If you answer the above re­
quirements and want a permanent position, tret in 
touch with us immediately. Goff Studio, Sheboygan. 
Wise. 8-28-1

WANTED—A first-class operator. Must know how 
to retouch. In application kindly state salary wanted, 
age, and enclose your photograph. Lee Brothers 
923 Nicollet Ave., Minneapolis, Minn. 8-21-4
WANTED—To get in touch with a young man who 
is a good retoucher and printer. Fine chance for 
a young man who is willing to hustle. Salary and 
bonus. Write at once with particulars. Shea’s Art 
Studio, Danbury, Conn. 8-2S-1
WANTED—PHOTOGRAPHERS who are going to 
Florida this winter and wish to stop on the way, we 
have two months’ work (October and November) on 
college annuals for several assistants. We need oper­
ators, retouchers and finishers. Also have a perman­
ent opening for an efficient receptionist and oi>eratoi>- 
retoucher. Give full particulars. Box 783, Raleigh, 
No. Car. 8-28-2

Professional Dealers W ho W ant Your Trade
ALBANY, N. Y.—F. E. Colwell & Co., 465

Broadway
MEMPHIS, TENN__ The Memphis Photo

Supply Co., 122 Union Avenue
ATLANTA, GA.—Atlanta Photo Supply 

Company, 56 Walton Street 
ATLANTA, GA.— Eastman Kodak Stores,

MILWAUKEE, WIS.— Eastman Kodak Com­
pany (Milwaukee Photo Materials Co.) 
427 Milwaukee Street

Inc., 183 Peachtree Street 
BALTIMORE, MD.— Eastman Kodak Stores, 

Inc., 223-225 Park Avenue 
BALTIMORE, MD.— Maryland Photo Stock 

Co., 219 North Liberty Street
BOSTON, MASS__ Ralph Harris & Co., 22-26

Bromfield Street
BOSTON, MASS.— Eastman Kodak Company 

(Robey-French Co.), 38 Bromfield Street 
BUFFALO. N. Y__J. F. Adams, 459 Wash-

MILWAUKEE, WIS.— Reimers Photo Mater­
ial Co., 238-240 Third Street 

MINNEAPOLIS. MINN. — Eastman Kodak 
Stores, Inc., 114 So. 5th Street 

NEW ORLEANS, LA — Eastman Kodak 
Stores, Inc., 213 Baronne Street 

NEW YORK CITY— Eastman Kodak Stores, 
Inc., Madison Avenue at 45th Street 

NEW YORK CITY—George Murphy. Inc., 57 
East 9th Street

ington Street
CEDAR RAPIDS, IA. Camera Shop. 306

NEW YORK CITY—New York Camera Ex­
change, 109 FHilton Street

Second Avenue. East
CHICAGO, ILI___Burke & James, 223-225

West Madison Street
CHICAGO, IL L — Eastman Kodak Stores 

Co., (formerly Sweet. Wallach & Company) 
138 North Wabash Avenue

NEW YORK CITY — Willoughby. Inc., 110
W. 32nd Street

OMAHA, NEB.— Eastman Kodak Stores, Inc.
PHILADELPHIA, PA. _  Eastman Kodak 

Stores, Inc., 1020 Chestnut Street
CHICAGO, ILL— Norman-Willets Photo Sup­

ply Co., 318 W. Washington Street
PITTSBURGH, PA.— Bell Photo Supply Co. 

Inc., Eastman Kodak Co., 410 Wood Street
CHICAGO, ILL__Western Photo & Supply

Co., 208 N. Wabash Avenue 
CINCINNATI, OHIO—The Huber Art Co., 

124 W. 7th Street
CINCINNATI, OHIO— Simpkinson & Miller, 

433-435 Elm Street

PORTLAND, ORE.— Eastman Kodak Stores, 
Inc., 345 Washington Street 

REGINA, SASK.—The Regina Photo Supply, 
Ltd., 1924 Rose Street

ROCHESTER, N. Y.—Marks & Fuller, Inc.,
45 East Avenue

CLEVELAND. OHIO—The Dodd Company, 
648-62 Huron Road

ROCHESTER, N. Y. — Smith-Surrey, Inc., 
119 Clinton Avenue. South

CLEVELAND, OHIO—The Fowler & Slater 
Co., 806 Huron Road, S. E.

COLUMBUS, OHIO— Columbus Photo Sup­
ply. 62 East Gay Street

ST. LOUIS. MO.— Hyatt’s Supply Co., 417 
N. Broadway

ST. LOUIS, MO. — W. Schiller & Co.. 6 
South Broadway

DALLAS, TEXAS— Geo. H. Pittman & Bro., 
1504 Young Street

DENVER, COLO—Eastman Kodak Stores, 
Inc., 626 16th Street

ST. PAUL, MINN.— Eastman Kodak Com­
pany (Zimmerman Bros.) 380 Minnesota 
Street

SAN FRANCISCO. CAI____ Hirsch & Kaye,
239 Grant Avenue

614 Shelby Street
FORT WAYNE. IND.—M. L  Jones. 112 W. 

Wayne Street

SAN FRANCISCO, CAL. __ Eastman Kodak
Stores, Inc., 545 Market Street 

SEATTLE, WASH.— Anderson Supply Co., 
I l l  Cherry Street

liKAr I Uii, W• V A.—-W• K. Lobr me oon, lly
W. Main Street SEATTLE, WASH.— Eastman Kodak Stores, 

Inc., 1416 Fourth Avenue
HOUSTON, TEXAS—Texas Photo Supply 

Co., 1017 Texas Avenue 
INDIANAPOLIS, IND—The H. Lieber Com­

pany. 24 W. Washington Street
JACKSONVILLE. FLA__ H. & W. B. Drew

Company

SYRACUSE, N. Y.— I. U. Doust Photo Ma­
terials Co., 126 South Salina Street 

SYRACUSE. N. Y— Francis Hendricks Co..
Inc., 389 South Warren Street 

TAMPA, FLA.—Tampa Photo & Art Supply 
Co., 312% -314 Twiggs Street

KANSAS CITY. MO.—Z. T. Briggs Photo 
Supply Co., 916 Grand Avenue

TOLEDO, OHIO — George L  Kohne, 602 
Summit Street

LOS ANGELES, C A L — Eastman Kodak 
Stores. Inc., 643 South Hill Street

WINNIPEG, MAN.— Duffin & Co., Limited, 
472 Main Street, also Calgary, Alta.

Favor the advertised products— th<ir makers are responsible■
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Eastman Plates
Cover the entire range o f

photographic requirements

The Eastman Commercial is specially 
suited to that class of commercial work 
requiring a plate of medium slow speed 
with good orthochromatic quality. It is 
single coated, fine grained, gives excel­
lent color correction when used with 
filters and has a wide range o f latitude. 
The Commercial is an excellent plate 
for landscape work which does not re­
quire short exposures.

7fere s an Eastman Plate for every purpose, 
backed by Eastman Service.

E A S T M A N  K O D AK  C O M P A N Y  
ROCHESTER, N. Y.

A ll dealers'

When you  write advertisers, please mention A b e l ' s-
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When in doubt— comuit


