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When it comes to a discussion of
business conditions the American peo-
ple seem akin to that famous parrot,
which after inveigling the monkey into
a scrap, crawled back to his perch be-
reft of his gay plumage, and mourn-
fully said. “I know what’s the matter
with me, I talk too much.”

The trouble with the parrot was he
talked the wrong way. MHe talked
nothing hut fight. If he had talked
pleasantly and optimistically to the
monkey the language would now Dbe
withont that concise and expressive
phrase, “a monkey and a parrot time.”
There would have been no fight. °

The people who continvally talk
abont court decisions and legislation
retarding business, and threatening
hard times. etc., are just like the parrot.
They are brewing trouble and if they
succeed v bringing it to a focus,
which we don't believe they can, they
will awake to a realization that they
have been largely to blame in talking
too much.

Let's take the sensible view of it
Let's ask ourselves why a court de-
cision or pending legislation should ex-
ert a detrimental infhuence on the bus-
iness of a great country like ours. It
might have an effect on some line of
business, dependent upon favorable
legislation or favorable court decisions,
but why should any business expect to
live that depends on favoritism. The
legitimate business of the country is
not going to suffer. Tt is founded on
business principles and has no fear of
legislation or court decisions. ILegis-
lation and. court decisions might call
for a re-adjustment of business poli-
cies in general, hut they are not going
to ston the onward march. They
can't. They never have and they

.are confident.

never will. The world has always had
courts and.law-makers, whose decis-
ions and acts have never pleased all.
Yet the world’s history is one of pro-
gress.

If we believed in this talk of courts
and law-makers retarding and depress-
ing business. we would never get any-
where, OQOur plans would always wait
for them to get through deciding and
making laws and they never would.
And we would stand still. More than
half of you salesmen would be out of a
job. Hard times and starvation would
be here in reality.

If you have been influenced by these
pessimistic wailings. get it out of your
svstem, Good times and better yet to
come is what vou should believe in,
and what you should talk. Remember
the great crons for vears past. the very
foundation of our life and husiness.
Look at the vast imnrovements going
on about us. Note the constant ex-
pansions in  Dbusiness. Feel as the
solid business men do who are snend-
ing money now to enlarge their facili-
ties for more business in the future,

These men are not alarmed. They
Thev are seeing ahead.

We shonld o'l feel and talk that wav.

Talking business denression never
got a man anv business, It merely
added to a feeling that there is denres-
stomn.

Don’t vou talk it. The evidence is
all against it.

ey
ARCHITECTS’ CATALOG

The Architects” Catalog is off the
press and the salesmen’s copies will he
sent out in a few davs.

The advertising devartment would
e nleased to have your criticism of the
hook.



KNOW YOUR BUSINESS

A Sales Talk Full of Hard Hitting,
Sound Advice

Here is another “Sales Talk to Sales-
men,” by L. G. Muller, founder of the
National Sales Managers’ Association.
It is on the subject, “Know Your Bus-
iness,” and is too long for publication
in its entirety, so we shall give vou one
installment this month and another

next. It will pav vou to read it, read
what is published now, and  next

month when you get the second install-
ment read it as a whole. We regard
it as exceptionally good. Tt is intense-
iy applicable to Mueller goods, and if
we read it with sufficient appreciation
of Mr. Muller's hard hitting logic we
may possibly find a personal applica-
tion. The article follows:

Right about face!

Stop right where you are. Let’s talk
matters over. Orders are falline off! Yon
are beginnine to lose your hold and we are
sliding backwards, From the way that
things seem to be going this month we
will fall far short of the preceding month.
That will never do.

Company Hhalt!

Here we are supposedly America’s best
salesmen, who have spent years couvincing
men, we who stand pre-eminent as one of
the largest organizaticns in the world ac-
trally losing ground.

We—every single one of us—were going
to make an earnest endeavor to make this
year 1911 outstrip any year ot the com-
pany’s history. Surely you haven't forgot-
ten our good intentions and resolntions of
the new year. Didu't we spend several
days at the factory recently discussing ev-
ery single detail of our business? You said
then that you knew the line—but do you?

I have been thinking the matter over
hard. And now I am going to say a few
straight from the shonlder words to you and
I want you to take what I say aud make a
mental notation of it—think it over until it
becomes a permanent part of your mental
equipment.

It was old Josh Billings who said. “I Inv
the rooster for two things: for the crow
he's got and for the spurs he’s got to back
up the crow.” This company has heen do-
ing some “crowing.” We have got the
greatest line in the world and we know it.
We want you to realize it as fully as we
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do. If you have any apologetic doubts
about our -goods we want you to get them
out of yonr system lere and now.

In a word, gentlemen, you must
vourselves.

You must fully realize that you are do-
ing the retail merchant as much good as he
is doing you when wvoun sell him.our line.
We know that we are, and you. too, must
realize it.

sell

The merchant with whom you come in
contact lTooks to you as a part of our com-
rany. Every single word you speak and
evervthing you do leaves an unconscious
impression upon that man’s mind, and when
he thinks of —on he thinks of nus. And if
von yourself are not fully and completely
sold, how on earth do yon expect to sell
the other man?

You have the ability—of that there is no
donbt—but you are losing sight of the ~os-
sibilities that lie in store for vou. Think
this over, for it rings with truth. How can
a man impress another man when he himself
is not impressed? He cannot do it! For
he shows at once when he enters a store
that he is not sure of himself and approaches
his*custonter with hesitation, a mind full of
icy doubts, and a conscious feeling that he
will be turned down, tthe chances are one
hundred to one that he will receive just
what he expects—nothing more.

Whenever you fully realize that we have
the greatest line in the world; that it means
dollars amd cents to everv merchant who
becomes associated with us; that should he
fail to he’s doing just the same as were he
to take a bag of silver dollars out into the
street and toss them in the gutter. When
you enter a man’s store absolutely sold
yourself and precent your proposition in a
clean cut. forcible manner—you’ll get that
man’s order.

But unless you are. barring a certain
amount of “chance” or reputation estab-
lished before vour comiung. yon couldn’t get
his name on the line in a thousand years.”

, e
A NEW HANDLE

A new handle has been adopted for
our M-inch Extra Self-closing Bibb,
which we helieve is an improvement
over the old handle.

The balls on the handle have a

"oreater diameter and the length over

all is greater.

It improves the annearance of the
hibb counsiderably, and we hone will
create an increased demand for the
same.
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VITREOUS LAVATORIES

All Salesmen Requested to Forward
Information

We are now negotiating with sev-
eral concerns for vitreous lavatories
and the chances seem very favorable
to the consummation of a deal whereby
we will be in a position to supply the
trade with a first-class lavatory to go
with our brass goods.

You will remember that this matter
was under consideration at the sales-
men’s meeting and a committee was
named to secure information relative
to proner styles of vitreous lavatories
for hotels and offices.

While a number of the members of
the committee have reported we s+ill
lack all the information we desire be-
fore making a final decision. Each
salesman is therefore instructed to
gather all information he can relative
to three principal styley of lavatories,
namely, wall, one leg and corner.

You_are also instructed to send il-
lustrations and plate numbers of the
designs that seem most likely to prove
quick and satisfactory sellers..

Do not fail to keen this in mind and
advise us at vour earliest convenience.

-
READ AND REMEMBER
An Important  Message Regarding

Donations, Gifts, Etc.

The following article under the head
of Donations, Gifts. Advertising and
Samvles, will shortly come to you in
the form of a bulletin:

Donations, Gifts, Advertising and
Samples

Donations

In cases where a plumber is building a
residence for the use of himself and fam-
ily. or where he desires goods for his own
use, we will allrw him wpon his request,
plombine goods of ovr male to the amouvnt
of $10.00. the same to be figured at regular
trade prices.

Thiz is positivelv the nmraximum amovnt
allawed. Tf a plumber wants more than this
we will allow a 15 per cent discount from
the regular trade price for all goods for
his own personal needs, the 15 per cent to
applv after the $10.00 allowance has been
made. It should never be mnecessary to

suggest this to the plumber. Let him make
the request.

We must positively decline all requests
from customers who are members of
churches and lodges which may be building
or promoting some enterprise, to make any
donations of material or cash subscriptions
whatever. Salesmen should at all times,
with as much diplomacy as possible head off
these requests.

Gifts

We positivelv will not make gifts of tools
or other articles not of our manufacture.
If a salesman takes the liberty of making a
gift of this character he must do so at his
own expense.

Advertising

Plumbers’ directories, programs, munici~
pal directories, etc.. do not yield us any re-
turns .whatever, and we must decline to
take space in them. This refers particularly
to local affairs. The salesmen can nip
such requ sts in the bud by calling atten-
tion to the fact that this rule is not made
to cover any particular case. but because of
the hundreds of requests that we are con-

stantlv  receiving from  all parts of the
country. We would thank vou to assist us
in everv way to check what we consider

useless expenditure of money.

Samples

We strongly disapprove sending out cut
open samples., Where working samnles
seem likely to promote the sale of an order
of sufficient size we have no objection to
furnishing same for the use of an architect,
building manager, water or gas works nran-
ager, but we urge upon you to exercise
vour best judgment in determining whether
this action is necessary to secure the bhus-
INess.

This will cancel previous hulletins
on this subject and we wish to im-
press upon you that it is imoerative
that all salesmen understand and »d-
here to our nolicy in this varticular.
We have had recent evidence that
some of the salesmien have forgotten
or overlooked our policy in this mat-
ter. We wish it understood that we
are not in the donating husiness excent
in the most restricted sense. There are
of course conditions and occasions
which iustifv the donation of our own
goods, but this 1s done solely with the
idea that it will cement business friend-
ship and advertise our goods. It is
absolutely essential that a most watch-
ful care be exercised in this narticular
in order to reduce to the minimum the
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nuwmber of donations or gifts of goods
that we make.

It is not that we wish to follow a
niggardly policy in this particular, but
we can see how easily a custom can
be built up which will eventually prove
a big. fixed expense on the business,
and one which it will be extremely
difficult to break up if once estab-
lished.

Under mo circumstances should =
salesman suggest that we will give a
present or make a donation of any
kind. Let the man who wants the
favor ask for it.

ey
ORDERING CATALOGUES

In ordering DD Catalogs salesmen are
notified that they must follow these
forms: ‘

1 D Catalog
sheet. or

1 D Catalog. no discount sheet.

This will avoid confusion and assist
us in getting discount sheets into the
hands of those who are entitled to
them. We had an order the past
week for “1 D Catalog,” nothing being
said about the discount sheet. We
might assume that the party for whom
the catalog is intended is entitled to a
discount sheet and send him one. only
to find later that he was not entitled
to it.

To make sure that discount sheets
go only to those who are entitled to
them, nlease specify as above in-
structed.

: ey

MR. CLOW’S TESTIMONY

It Does Not Appear to Us That It Will
Impress Anyone

with (kind) discount

In the evidence taken at Pittsburg

in the Bath Tub Trust caze, Wm. H.
Clow. president of the J. B. Clow &
Sons. admitted his company had signed
the agreement for the reason that it
would cause an improvement in the
enameled iron ware. because the com-
pany was enabled to use a patent pro-
cess that both facilitated the manu-
facture and maintained a standard
price for sanitary ware.

He said that since the azreement
was signed prices may have been
higher but the cost to the consumer
was less, and in reply to a question as
to the cause, answered, “the plumber.”

It does not appear to us that this
kind of testimony will impress anyone.
Mr. Clow knows as well as we do that
to sell a plumber a bath tub for $30.00
instead of $15.00, means that the
plumber is going to make up the dif-
ference in cost when he sells that tub.

Certaily the plumbers have not
reached that degree of prosperity which
enables them to pay more than they
had previously paid for an article and,
then make it cheaver than it had ever
Ireen to the consumer.

SELF-CLOSING HANDLES

Recommend the Four and Six Arms in
Preference to Primo

In accordance with Bulletin SO-132,
subject “Handles on Self-closing Basin
Cocks.” you are expected to push the
4-arm or 6-arm handle for Extra Self-
closing basin cocks and the 6-arm
handle for Colonial Self-closing basin
cocks., |

This decision is due the complaints
which have been made concerning the
Primo handle. It is claimed to he
hard to onen when a nerson’s hands
are wet and soapy. and it is also claim-
ed to te inconvenient when used on a
corner lavatory. because of the handles
coming too close to the back.

It is therefore deemed advisable to
recommend the handles referred to
above. and we will so ship in the ab-
sence of specificationa where the price
does not show which handle is desired.

AN ERRONEOUS STATEMENT

In the April issue of the Record the
statement was made in sneaking of our
new regulators. that a chip, or scale or
any foreign substance getting under
the diaphragm would disable it for ef-
fective service.

We wish to call your attention to the
fact that the statement should have
read “on the seat of the regulator” in-
stead of the “diaphragm.”
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BIGGEST SINGLE ORDER

For Service Boxes and a Good Brass
Contract

A. C. Pilcher landed a fine bit of
business when he secured the year’s
contract from the Schenectady Water
Department of Schenectady, N. Y.

This includes all- the brass goods
and 800 only 434 to 314 Special Mueller
Service Boxes. The boxes will be
shipped in a few days.

The eastern division has been after
this business for three years past and
naturally are elated to have at last suc-
ceeded in getting it.

In the past the Schenectady Water
works have Dbeen using a special pat-
tern box made by the Hays Mfg. Co.
For three years the eastern division
has submitted prices on the Hays’
boxes at exactly cost. This was done
to enable them to secure the contract
on the brass goods. This year, how-
ever, we not only get the contract for
brass goods, but make a nice profit on
the service boxes.

The order for our service hoxes is
the largest single order that has vet
heen recorded bv us.

ORDERS FOR REGULATORS

We must again call the attention of
all of our salesmen to the ahsolute ne-
cessity of obtaining and sending infor-
mation with all orders for reducing
and regulating valves.

If regulators are ordered for use on
cold water, under ordinary service con-
ditions of pressure in residences, apart-
ment buildings, hotels and office build-
ings, and the order so states, we will
send 13160 regulators (No. 2), suit-
able for delivery pressure from 20 to
50 nounds, as given under the head of
“Stock Regulators,” page 2 of Regula-
tor Catalog No. 2. '

If regulators are required for pres-
sures different from the above, the or-
der must clearly state that fact.

In sending orders for gas regulators
the order must in all-cases clearly and
explicitly give the initial pressure and
the required delivery pressure. If you

desire Mueller regulators to always
give the best satisfaction, and thereby
increase your sales, you will not neg-
lect obtaining and giving us the nec-
essary information to enable us to de-
termine the mechanical necessities of
regulators that will best meet the re-
quirements in all cases.

We want to impress upon your
mind that each case where you fail to
follow the above instructions means
delay in filling orders. Without it we
are compelled to prolong correspond-
ence to get at the facts, which is a
useless work and expense that can be
averted by vou getting the information
when vou get the order.

, ey
UNDERWENT AN OPERATION

Mr. Fred B. Mueller Will Be Six
Weeks in Hospital

Mr. Fred B. Mueller is in St. Mary’s

‘Hospital recovering from the effects

of an operation which was performed
Friday, April 21st.

The operation was of a severe char-
acter, though not necessarily danger-
ous. Owing to the length and depth
of the incision made it will be six
weeks hefore Mr. Mueller has suffi-
ciently recovered to leave the hospital.

Fortunately he was in excellent
health and physical condition at the
time the oneration was performed, fac-
tors which will contribute to his re-
covery, and we trust give him freedom
from a trouble that has caused him
much discomfort.

THE OLD STYLE STRAINER

It has been decided by the firm that
we will go back to the old style water
strainer, making the same without the
boss and the plug in the side. We will
continue the manufacture of the
strainers in sizes from 14 to 3-inch in-
clusive, the same as ¢hown in our D
catalog, and in the second edition of
our D catalog, 14401, without the side
onening.

No strainer will be furnished in sizes
mentioned with the side opening.
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NEW SELLING TALK

On Lead Melting Furnace Brought
Out by Recent Test

We again call your attention to our
lead melting furnace D-23322. There
are some strong talking points which
Mr. O. B. Mueller brings out and it is
the belief that the merits of this fur-
nace are not as fully understood by the
salesmien as they should be. He sub-
mits some figures showing the relative
value of a kerosene and a gasoline fur-
nace, the latter similar to ours, obtain-
ed through a test made under similar
conditions with tlhe result greatly in
favor of the gasoline furnace. The
weight of lead melted was 69 Ibs. It
took the kerosene furnace 40 minutes
and the gasoline furnace 27 niinutes.
It required 8 minutes to start the ker-
osene furnace and only 2 minutes to
start the gasoline furnace.

The total time consumed in melt-
ing the lead was for the kerosene fur-
nace 48 minutes and the gasoline fur-
nace 29 minutes. In efficiency the ker-
osene furnace showed only 96 per cent
while the gasoline furnace showed 3.42
per cent. This test wag conducted in
the street where there was a2 brisk wind
blowing, in order to give both furnaces
a trial under ordinary conditions. Tlie
suneriority of the gosoline furnace as
compared with the kerosene furnace is
thus clearly demonstrated and when
compared to a coke or coal furnace
there are very pronounced advantages
for our gasoline furnace.

In the fist place the Mueller furnace
iz light and compact in comparison
with the coke or coal furnace. It can
be packed in a barrel and so shipped
and is not liable to get out of order as
a result or hard usage. The old bum-
ers can readily be replaced by new
ones, or old burners can be cleaned by
steam and made to continue, giving ad-
equate heat. The gasoline furnace can
be started without the least difficulty
and is not affected by the strongest
winds, and it gives a sufficient volunie
of heat to melt the lead qmcklv as
was demonstrated not only in the test
mentioned above, but in frequent tests

that we have made here at the factory.
It is very much quicker than a coke or
coal furnace and on account of its cou-
struction cools rapidly when the flanie
has been extinguished, and can be
moved from point to point rapidly for
this reason. Its lightness makes it
particularly adapted to repair work
where only a few joints are to be run.
It can be moved easily because it can
he put in the wagon with little diffi-
culty and unloaded just as easily.

An extra man is not required to
watch the furnace and it is not .neces-
sary to Degin melting the lead until a
few niinutes before the men are ready
to use the same. On the contrary,
where a coal or coke furnace is used.
the job 1s frequently delayed because
the lead is uot ready and there is not
only one man’s time taken up, but
probably the time of the entire gang
who are comnelled to stand round until
a sufficient heat has developed to pre-
pare the metal for use.

The Mueller Lead Melting Furnace

.as now wade, while it is hg*ht and com-

pact, is stronger and better than any
one of similar make, and its efficiency
has been demonstrated to a point which
justifiea our salesmen in putting forth
the strongest claims for it. We bhe-
lieve that if this is done with the water
works and gas works managers that
the sales of this particular article can
be greatly increased.

AN OFFICE CHANGE

Advertising Department is Switched
to Main Office

There has been a complete re-ar-
rangement of the main office.” The dif-
ferent departments have been placed
with regard to their relation to the
routine work. This plan is expected
to simplify and expedite the daily rou-
tine.

Under the arrangement the adver-
tising denartment ‘has heen moved to
the main office, occupying a space on
the east side back of the sales depart-
mernt.

The frame building on the west end
of the lot which ha< been occupied by
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the advertising department for nearly
five years will be used for storage pur~
poses and as a place for paying off the
factory employes.

THE QESTION BOX

Mr. E. S. Morrow submits the first
query for "The Question Box,” as fol-
lows :

“Ask the salesmen through the Record
what they would say to the manager of a
Gas Company who had ben using a com-
petitor’s gas service cock for six years, with
entire satisfaction, there having been prac-
tically no expense for repairs during that
time. The cock in question is one similar
to our 15181, which they buy as follows:

3-inch $1.15 ..less 70-5

-1 -inch  1.50... ..less 70-10

The manager who does the buying can
see no reason why he shounld use Mueller
Goods at-a higher price. I might add that
they operate a low pressure system.”

*+
THE GAS REGULATOR

Mr. E. W. Aubinger asks several
questions about the gas regulator and
each is answered by Mr. Cash. The
questions follow:

(1) “What volume of gas will our regu-
lator prodnce under an inlet pressure of
25 pounds on a 34-inch line and set to 3
inches on the ontlet? Will it give as much
as-a Reynolds?’

(2) “In case of fluctnation on the inlet,
what effect will that have on the outlet
pressure? For example we have 25 pounds
tnitial pressue and same is set to 10 pounds
on the outlet. The initial is suddenly re-
duced to 15 pounds. Will the rednced pres-
sure on the inlet still working against the
10 pounds on the outlet give enough action
to the diaphragm to still allow a full open-
tng throngh the seat or will the flow of gas
be impeded? If so, -what wonld approxi-
matelv be the outlet pressure?”’

(3) “Why do we mmake a smaller opening
throngh the seat than do the Reynolds
people? Is this a point in our favor? I
should think it otherwise.”

(4) “What is the object of using a pnint-
ed disc on onr seat? Would not a flat «isc
same as is used on a valve a more free flow
of gz;a with less action from the diaph-
ragm?

(5) “What .is the object of the hrass nut
on the top of our regulator? Could not this
be a solid surface? Is this not gas tight
under a high pressure -withont the nse of
lead of a washer?”

(6) “In filling onr mercurv seal is there
any-manner in which we can tell when we

have inserted the desired mercury withont
the use of a column?”’

(7) “Is it necessary to use a column in
adjusting the blow-off on the Reynolds?”

ANSWERS BY MR. CASH

(1) Mueller 34-inch Gas Regulators have
sufficient area of seat opening to supply the
full capacity of a 34-inch pipe under nmormal
or usnal service conditions. For 25 pounds
3-16-inch diameter, while for S-pound inlet
pressure the seat would be 14-inch diameter.
For 50 to 60 pounds pressure the seat open-
ing would be Mg-inch diameter.

These seat openings about correspond with
seat openings in Reynolds regulators and
will give an equal or greater volume of de-
livery in every case.

(2) Fluctnation of inlet pressure from 25
pounds to 15 pounds wounld have a verv
small effect cn dellverv or ouilet pressure,
the exact amount in this case being deter-
mined by multiplying the areax of 3-16-inch
circle bv 10 ponnds, and dividing hv the area
of 4 4%-inch circle. which is about 2-3 of
exposed diameter 'of diaphragm, this being
estimated as its effective area. The result

wonld bhe abont 1-3-ounce lower dgliverv
pressure -with 15 pounds than with 25
pounds.

(3) We do not make seat openings in onr
regulators smaller than in Reynolds’ reg-
wlators intended for use on the same ‘inlet
pressure.

(4) We nuse a cone-shaped valve disc be-
cause it is very much less liable to obstrie-
tion and injury by foreign substances than
the flat seat as in the Reynolds. Our seat
contact is very narrow, almost a sharp cor-
ner, and being of metal does not become
dented or depressed as is the case with the
inlet pressure the seat opening would be
flat leather wvalve disc shutting on a flat
metal seat. Therefore our valve disc re-
quires less movement to pass the same
amount of gas. )

(5) The brass cap mnt on the top of gas
regulator is to close the opening after the
piston and sprine has been put in place,
and these parts could not be assembled if
this chamber was closed solidlv as a part of
the regnlator body. Only the low or de-
livery pressnre comes in contact with this
cap joint, therefore it is no more liable to
leakage with high inlet pressure than with
low inlet pressure. The metal to metal joint
of this cap and bm:hung is far be«t‘ter than a
lead or leather joint and this is evidenced
by the fact that all globe, gate and check
valves in small sizes that are used in quan-
tities of many thousands have =0lid metal
joints.

(6) There is no wav of determmmg ex-
actly the correct quantitv of mercurv to pnt
in onr safety seat except by means of a test
colimn gaunge, either ‘of water or mercury
and the same is true of the Reéynolds.
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However, our safety seat will usually be
so adjusted when sent out that 14 to 115
ounces of mercury will be equal to a seal
of 5 to 6-inch water column.

{77 It is as absolutely necessary to use
a column gauge in accurately adjusting the
Reynolds mercury safety seat, as it is with
our mercury safety seal

PUT IT ON THE ORDER
A Word to Salesmen About Special
Instructions

When salesmen have any particular
information they are advised to write
the same on their order and not to
incorporate it in a separate letter.
Thisg includes instructions as to the
style of goods, route of shipment,
manner of shipment, or in fact. any-
thing which directly pertains to the or-
der. Such information written on the
order in sure to attract attention and
he complied with. Otherwise there is
alwayvs the possibility of it being over-
looked.

We had such an ingtance recentlv.
The letter which contained the instruc-
tions became detached from the order,
which was filed and sent to the cus-
tomer for whom intended. without re-
gard to the special instructions. The
result was a complaint from the cus-
tomer. If the instructions had been on
the order they would have been spe-
cified on the shipping order and com-
plied with.

It is the utmost importance to us
that we reduce complaints to the min-
imum. Failure from any cause to
meet reasonable requests from a cus-

tomer are certain to lessen his opinion .

of our ability to properly take care of
his business.
o+

DISCOUNT ON REGULATORS

Some confusion has resulted rela-
tive to Bulletin SO-124. Section J. is-
sued April 3rd. 1911, regarding prices
on regulators.

Some of the hilling department seem
to think that this it not clear in show-
ing that discount is on everything
shown in Regulator Catalog No. 2.

You are therefore notified that the
discount as shown does anply on every-
thing in Regulator Catalog No. 2.
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THE WATER METER TESTER

"We Are Anxious for You to Extend
the Sale of It

We are advertising and expect to ad-
vertise quite heavily, the Water Meter
Tester, in an effort to increase our
sales, and wish to ask all salesmen to
put forth every effort to effect a sale
of a tester.

For your
gard we are
testers that
since 1907.

There are

information in ‘this re-
giving you a list of the
have already been sold

many strong arguments
that can be put forth in urging the
adoption of these testers by water
works comnanies with which vou are
familiar. We suggest. however. that
the points made last month in the
Mueller Record will be worth your
study. We believe that where an ex-
pert gives an oninion and cites figures
to show the loss that follows the use
of defective meters, that it is the very
strongest argument that can be put
un to a customer. and the most effec-
tive meaus of unholding any argument
that vou may make. We believe it
would he worth every salesman’s while
to thoroughly familiarize himself with
the noints made by Mr. Bemis and re-
produced in the last Record.
_ The list of testers follows:

7 Tampa Water Works Co.,, Tampa. Fla,
shipped 4-19-07.

Minneapolis Water Department, Minneap-

7 olis. Minn., shipped 1-24-08.

..~ Vincennes Water Supply Co.. Vincennes,

¥ Ind., shipped 11-2-08.

Muskogee. Okla,, shipped prior to 1-1-08.

Decatur Water Works Co., Decatur, IfL.

sped prior to 1-1-09.

¥

" Chicago, Hlinois, shipped prior to 1-1-09.
&+ Cedar Rapids. Ia.. shipped 1-1-09.

" Valparaiso Home Water Co., Valparaiso.
Ind.. shipped 1-13-09.

w~ Houston Water Department,
Tex., shipped 4-23-09.

4~ City of Des Maines, Des Moines. Ta.,
shipped 5-29-00.

Houston.

- St. Panl Water Department, St. Paul,
JMinn., shipped 6-10-09.
Louisville Water Co., Lonisville. XKy.,

shipped 8-4-09.
v Galveston Water and Sewer Department,
alveston, Tex.. shipped 9-4-00.

Sewerage and Water Beard of New Or-
leans. l.a.. shipped 9-25-00.
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ship-

City of Spokane. Spokane, Wash,,
ped 9-27-09. .
Citizens’ Water Co.. Washington. Pa..

shipped 9-28-09.
Sioux Falls Water
S. D., shipped 10-16-09.
‘Hot Springs Water Co.,
Ark., shipped 10-18-09.
Sweetwater Water Co..

Works. Sioux Falls,

Hot Springs.

National City.

Calif.. shipped 1-26-10.
City of Salt Lake City, Utah.. shipped
2-3-10. .
Village of Houghton. Houghton, Mich..
shipped 3-15-10. )
Water Works of Kansas City, Kansas

City, Mo., shipped 4-21-10.

Oklahoma City Water Department. Ok-
lahoma City. Okla.. shipped 4-25-10.

Fort Worth Ci'ty Water Works, Fort
Worth, Tex.. shipped 6-28-10.

Danville Water Co.. Danville, Ky.. ship-
ped 831-10.

Citv. Water Works., Montgomery. Ala.,

shirned 9-28-10.

Denver Rock Drill and Machine Co.,
Denver, Colo., shipped 11-14-10.

Green Bay Water Co.. Green Bay. Wis.,
shipped 2-8-11.

Waterlon Water Works.
shipped 2-16-11.

New York Territory

Washington Water Works, Washington,
D. C.. shipped 3-16-08.

Harrisburg Water and Light Co..
hure. Pa., shipped 4-21-08.

E. Greenwich Water Co..
N. Y., shipped 4-21-08.

Baltimore Water and Electric Co.,
more, Md., shioped 6-5-08.

Dept. W'lter Supplv and Electricity. New
York City. N. Y., shipped 6-30-08.

Deot. Water Supply and Electricity. New
York Ci*- N. Y.. shipped 6-30-08.

Hackensack \:Vater Department. Weehaw-
ken, N. J.. shipped 7-1-08.

De-pt Water Supr'-- Gas and E]e(tnmtw
Tottenville. S. C.. shipped 7-10-08.

Waterloo. Ia..

Harris-
E. Greenwich,
Balti-

H. R. Worthington Co., Harrison, N. J,
shipped 9-10-08,
H. R. Worrthington Co.. Harrison, N. J..
shipped 9-17-08,

Board of Public Works., Perth-Amboy,
N. 1., shipped 9-19-08.

Aunburn Water Works, Auburn. N. Y.,

shipped 11-23-08.

Orange Water Department, Orange. N. J..
shipped during 08.

Queen Countv Water Co.. Far Rockaway,
N. Y., shinped 2-3-09.

Dent. Water Snoplv., Gas and Flectricity,
Xew York Citv, N. Y.. shiooed 3-2-09.

Garfield Water - Works,  Garfield. N. J..

shinped 3-18-09, ;
Y(’“ker‘ W‘g“ 'e-pa'?“?vr@afyonkers. N.
New

Y., shipped 3-2 ‘,—O?t %
‘ .‘ Am Pomnt Co,

York City, No¥ - Thipped 3-25:00.

" sociation, at Denver.

Depew and Lake Erie Water Department.

Buffalo. N. Y.. shipped 5-27-09.

Newton Water Department, W. Newton,
Mass., shipped 9-15-00.

New Chester Water Co. Chester. Pa..
snipped 11-19-09.

Milton Water Works. Milton, Mass.,
shipped 3-23-10.

Chelsea Water Works. Chelsea. Mass.,
shipned 8-28-10. '

Chelsea Water Works. Chelsea. Mass..
shinned 11-22-10, T

Springfield Water Department. Spring-

field, Mass., shipped b%1-22-10.

THE FOREMEN’S CLUB

The second meeting and banquet of
the Foremen’s Club was held on the
evening of April Ist. in Mr. Mason’s
oom. where the salesmen met. It was
a dry “Dutch”™ lunch. a frothless sort
of an affair, but there was a fine flow
of good fellowship.

A permanent organization was ef-
fected, and monthly nieetings will be
held.

The object of the organization is to
bring the foremen of the various de-
partments - into closer personal rela-
tions. and promote interest in the work
of the factory. and office. and thus se-
cure more harmonious and efficient co-
operation.

Y

CONVENTION DATES

May 10. 1911, West Virginia State
Association of Master Plumbers. at
\Torgantown West Virginia.

June 14-14-15, 1911, \nnual Conven-
tion National Association Master
Plumbers. at Galveston. Texas.

May 9. 1911, Annual Convention of
the New Jersey State Association of
Master Plumbers. at Union Hill Turn
Hall. Union Hill. New Jersey.

May 10. 1911. Annual Convention of
the Massachusetts State Association of
Master Plumbers, at Boston. Mass.

May 29-30. 1911., Annual Convention
of the Colorado Master Plumbers’ As-
Colo. This as-
sociation is composed: of < Master
Plumbers in Colorado. New Mexico,
Utah and Wyoming.

October (date not given). American
Gas Institute, at Qt Louis. Missouri.

September 21-22-23. 1911, Michigan
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Gas :\ssncmtmn at Detroit. Michigan.

September 3-12. 1911. National Com-
mercial Gas Association. at Denver,
Colorado.

May 16-1/7-18. 1911, Natural Gas As-
sociation at Pit tshurg Pa.

September 20-21-22, 1911. Pacific
Coast Gas Association, at Oakland,
California. '

May 17-1
soclation,

8. 1911, Wisconsin Gas As-
at Milwaukee, Wisconsin.
Water

Week of June 3th. American \Water
Works Association. at Rochester. New
York.

el

THE USE OF SYMBOLS

The following are the svmhols
which follow the catalog number of
each item on an order to indicate tle
particular finish of the article:

“AT—Rough brass.

“B " —Finished or polished brass.

“Cr—Rough nickel plate.

“D7—Finishied  or  polished
plate.

“EV—LEnamel.

“F—Galvanize.

“G:"—To be applied.

“H"—To be applied.

“1"—To be applied.

“M"—No option (as stee! tools. lead
pine. etel)

In order not to coufuse with the lat-
ter indicating a “Special Article™ the
gymbol for finishh will be written in
quotation marks “A.”

The letters indicating Special Arti-
cles are being supplanted as ranidly as
possible by nunibers. The following
symbols have been adopted for tabu-
lating purposes:

MS—Salesman’s personal credit on
Mueller goods.

MR~—Territorial
goods.

JS——Salesman’s personal areglxt (m
*: Mueller goods.

S Territorial
goods.

In writing up an order put the let-
ter “J7 at the end of eacl item for
jnbhing goods.

nickel

credit on Mueller

credit nn '\h‘reﬂc
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In making out orders where goods
are ordered by one customer and ship-
ped to another party, the second party
being in a different salesman’s terri-
tory than the territory in which the
purchaser is located, the name of the
salesman who took the order and also
the name of the salesman who will re-
ceive credit for the same or wlose ter-
ritory will receive credit will be in-
serted. the names appearing on this or-

der.
ool
AN APT ILLUSTRATION

The press dispatches announce the
failure of George \V. Jackson & Co.
and this recalls an iucident of a few
vears ago. when they secured the brass
goads contract from the city of Chi-

cago. They got it at ruinously low
ficures. We predicted at the time

that it was impossible for any company
to make the price they did. deliver
goods according to the snecifications.
and make a profit.

This company was a firm of con-
tractors dabbling in a business with
which they were unfamiliar. and if
their other contracts were figured in
like manner and upon no better know-
ledge of costs. 1t is small wonder that
they are in the hands of their creditors
today, regrettable as any business fail-
ure is.

It i1s simply another illustration of
thie futility of attempting to do a per-
manent and nrofitable bnsiuess on any-
thing but a legitimate profit.

PORCELAIN HANDLES

In the future all porcelain handles
will be put on the cocks with litharge
and glvcerine.

Very severe tests. in both hot and
cold water. of handles put on with this

composition. have proved it to ‘be a
very wsatisfactory composition for the
purpose.

Its adoption was due the fact that
there had heen some complaint about
porcelain handles coming off. \We he-
lieve the use of this composition will
obviate that complaint.
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MUELLER EEL GUARD END

Its Points of Advantage Not Possessed
By Any Similar Device

In a letter regarding the article in
the April Record on Eel Guard Ends,
Mr. O. B. Mueller suggested that the
se¢’ling arguments be presented to the
salesmen and he calls attention to some
important points. ‘

As a result of his letter a meeting
was held, attended by Mr. Robert
Mueller, F. B. Mueller, and others, and
selling talk was agreed upon as fol-
lows:

The slotted construction " of the
Mueller Eel Guard End gives it ad-
vantage over any known similar arti-
cle on the market. The slotted areas
are so narrow as to preclude the possi-
bility of eels, minnows, or other animal
or foreign substance passing through.
This is a point not possessed by other
eel guards which are cast with round
onenings, because ‘the size and shape
of these openings are such as to make
it possible for eels, minnows, moss,
weeds, etc., to pass through. In real-
ity therefore they fail of their intended
purpose. It may be argued for the
Mueller Eel Guard End that it not
only excludes eels, etc., but is practi-
cally a water screen, the narrow slotted
areas preventing the passage through
the corporation cock of anything but
the smallest particles of foreign sub-
stances. Its efficiency 1s further in-
creased by 'the fact that the flat or
solid portion of the guard is parallel to
the flat of the corporation cock. It is
thereby easy to tell from the position of
the cock when screwed into the main
the position of she slots. This flat
side of the guard should he nlaced
against the flow of the water as it then
acts as an additional barrier to the
entrance into the cock of anything cal-
culated 10 prove offensive to the con-
sumer. Any foreign substance strik-
ing the side of the guard would bhe
very apt to be deflected away from the
slots.

Another point regarding the Mueller
Eel Guard End is the fact that the
guard is a milled brass shell, the walls
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of which, while ample to resist the
pressure of the water, are not thick
enough to decrease the water way of
the cock.

As a matter of fact, established by
measurements recently made in our
drafting room, the sides and ends of
the guard afford a greater area for the
passage of the water than does the end
of the cock. In some instances it is
almost double, and is less only in the
1 and 2-inch cocks. The measure-
ments for % to 2-inch are as follows:

Eel Guards for Corporation Cocks with
Mueller Thread

Size of Area of Area of Area of  Total area
cock wiater way end slots side slots of slots
34 110 9625 156 219
% 196 0625 156 219
54 307 112 215 327
x 442 187 281 469

1 .785 141 406 547

174 1.227 528 857 1.395

114 1.767 676 - 1.148 1.824

2 3.1416 1.171 8496 2.017

Eel Guards for Cocks with I. P. Thread

Size ot Area of Area of Areaof  Total area
cock water way end slots side slats of slots
3% 140 .0625 156 219
L4 .196 078 156 234
34 307 1127 215 .327
¥ 442 .181 253 434

1 690 141 406 .547

1y 1.111 528 867 1.395

114 1.555 .676 1.148 1.824

2 2.761 773 1.02 1.793

Mr. Haley states that he can improve the
area in the l-inch cocks by lengthening the
eel guard end slightly, but cannot do much
with the 2-inch cock on aceount of the tap-
ping machine, but may be able to make a
slight. impronievent in it.

A MUELLER SALESMAN

Gets an Ordinance Providing Self-
Closing Work at Midland, Tex.

An opportunity presented itself (o
C. H. Brown at Midland, Texas, and
he promptly lassooed it, and in doing
so he displayed good judgment.

The city council was considering the
question of metering every service, but
there was a very decided protest from
property owners. The result was a
determination of the council not to
meter every service. Mr. Brown was
present at the meeting and he succeed-
ed in having an ordinance adonted
governing the supply and consumption
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of water in that cityv. The ordinance
is known as No. 23 and it makes 'this
provision:

Faucets not served through meters
shall be operated with seli-closing
valves.

A sulesman can irequently make his
influence felt with city councils, and
create a friemdly feeling {or our line of
goodsy  Of course it is not always
possible to secure the passage of a
favorable ordinance, but the creation
of an interest in our goods, which will
minimize waste 13 a long step toward
the adoption of \[uellex goods.

Much good may result by getting
our water works friends to recommend
the use of self-closing work as a relia-
ble and effective means of preventing
waste.

ey

SOME SELF-CLOSING ORDERS

We have received a number of nice
little orders for self-closing work, dur-
ing the past few weeks, among the
number being the following:

100 Extra Self-closing Basin Cocks,
D-11901 with Cross Handle for the E.
F. Rieger Hotel, Sandusky, Ohio.

3 dozen D-12901. 5 dozen D-11901
and 3 dozen D-8303 from, the Plumbing
& Engineering Supply Co.. Fort Wil-
liams, Ont.

39 nairs of D-11901 Indexed. with D-
25059 Connections for the (Globe Hotel,
Columbus, Ohio,

40 Self-closing Basin Cocks for the
Elk Hotel, Dcmer Colo.

120 D-11901 Indexed for the Kerr-
Smith Building. Twelfth and Douglas
Streets, Chicago.
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\We are advised that our D-11901
Dasin Cocks with supplies will be in-
stalled in the St. James Hotel at Pana,
IMinois.

The Block Building at Indianapolis
is to be equipped with 36 pairs of our
Extra Self-closing Basin Cocks and our
#8-in. D-25009 Sup;hes.

SLEEVES AND VALVES

Sizes to Be in Stock About the Middle
of May

We have ordered a stock of Sleeves
and Valves which will be received in
about two weeks. Therefore, begin-
ning about the middle of May we WIH
carry the following stock of Sleeves
and Valves:

valves to open to right.
-alves to open to lett

valves to open to right.

valves to open to left.

valves to open to right.

valves to open tO left.

valves to open to right.

valves 1o open to left.
sleeve.

sleeve.

sleeve.

sleeve.

sleeve.

sleeve.

sieeve.

sleeve.

sleeve.

sleeve.

sleeve.

sleeve.

sleeve.

2 1n.
2 m. v
41n.
4 1n.
6 in.
6 1n.
8 in.
8 in.
4x2
4x4
6x4
6x6
&4
8xb6
10x4
10x6
10xR
12x4
12x6
12x8
16x6
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