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Lightening Speed!

Your last minute customers demand it. Take the
order without worrv—Melrose always has an im-
mense stock of staple sizes ready for shipment as 20on
as your order is received.
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We anticipate your Decoration Day rush and
vour lagging customers’ demands.
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Take Advantage of MELROSE SERVICE!
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cMelrose Granite Company?

St. Cloud, Minn.
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| Irresistible Beauty

The Muagnetic Force that draws
your customers;

That keeps them ever proud of
and pleased with their selection
of this exceptional granite;

That causes these customers to
direct others to your door;

That i= in itself finest evidence
of exclusive taste;

Genuine That builds future business;
New Westerly l That gives you grutifyin:,: know-
. edge that your work stands out in
Granite bold relief ns THE BEST,

These are only u few off-hand considerations that should cause you to
write us at once for our sizes and prices on this New Westerly Granite
Company Exclusive Design

New Westerly Granite Company
Milford, New Hampshire

Proprietors of the famous Smith Granite Quarry of Milford, N. H.
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Dealer Protection

We give you exclusive territory rights on this benu-
tiful Mahogany granite. No customer cun tell yvou
that your competitor will furnish it at a lower price
because you are the only one who can sell it in vour
own territory. Make your own retail price and get it
with our exclusive territory protection.

Our Certificate of Warranty giins vour customer
satisfaction.

Let us quote vou on the beautiful design above.

Quarriers N ][ I R Hunter’

and U EN \"S, M ahoguns ¥

Manufacturers Memorials
ILBANK . S.D.
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ROBERT HUNTER

Milbank, South Dakota
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ers the Grewe Granite Company grows, The secret is

in

Grewe customer is always a satisfied customer. Your
trade will be equally well pleased with you if vou
supply it with

design for yvour spring trade.

REWE
gANITE WHOLESALE EXCLUSIVELY
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A Spring Suggestion
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With a constantly growing list of satisfied custom-

giving our customers the best of evervthing. A
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Grewe Built Memorials

Write for quotations on this beautiful, new Grewe

Grewe Granite Co. Gpanen

ANDBLAST
ERVICE
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St. Cloud, Minn.
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REX—Means King

In kingly fashion to owr court of business
we welcome potentates and diplomats of com-

merce in

the retail field. Our guard of honor—

—your gquard—s our personnel of skilled
craftsmen to escort you to the kingdom of

business

SUCCESS,

Chur coat of arm and seal are one—the

word REX

This symbol is your guarantee. Let us assist

jyou.

Rex Granite Companyv
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St. Cloud, Minn.
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Boy, Dat Midnight Blonde
Granite Am It!

(Copyright)

Fo' a shine what is a shine an’
a contras’ what does contras’

always specify

Peerless Black Granite

Peerless Granite Company
Little Falls, Minn,
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There's Just This Much About It—
R For quality in granite and workman- =
Superlor Red ship vou need look no further. If we :
can't please you in every respect—and =

and help you make money—then it can’t be =

. done! 3
Superlor Gfa!) Write us today for sizes and prices on £
the Pence memorial. d

—

Granite City? Granite Company®
The eAhlprens 2

St. Cloud, eMinnesota
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Say you saw it in DESIGN HINTS
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G. A, NICHOLS, Editor

‘DESIGN HINTS

FOR <sMEMORIAL CRAFTSMEN

Published eMonthly® at St. Clond, cMinnesota
HASLAM & NICHOLS. Puablishers

‘DAN 'B. HASLAM, Memar ial Des'ner

a

G. A NICHOLS

It will be interesting to our
readers and advertisers to know
that an addition has been made to
the institution of Design Hints
through a partnership agreement
between Mr. Dan B. Haslam and
Mr. Gi. A. Nichols. The purpose of
the expansion it to make possible
constant improvement in the publi-
tion and to render to the monu-
mental trade and industry and
allied fields more efficient and
& higher type of service. In addi-
tion to the publication itself every
effort will be made to render such
other service as is possible. Many
of the direct mail advertising fold-
ers, such s the one headed ‘Mem-
orinls’ enclosed with the February
issue of Design Hints are bringing
inercased volume to the retailers
who are now using them.

Under the new arrangement Mr.
Haslam will be in complete charge
of the art side of the business and
can devote all of his time to de-
signing and related art work. Mr.

&

DAN B, HASLAM

Nichols, who has been a contrib-
utor through the Observer Column
from its beginning, will edit the
magazine and take charge of the
advertising and  business end of
the partnership.

Dan, of course, needs po intro-
duction. If there were any points
on the continent of North Ameriea
where the product of his pen and
brush was not known prior to the
advent of Design Hints some
twenty months ago, his successful
lnunching and guiding of this pub-
lication has since established him
permanently  with the memorial
trade. He enjoys the reputation of
being a producer of the class of
designs most. in  demand in the
avernge retail field. He realizes
that the design is the basis of
every memorial order and he
promises to live up to that reputa-
tion. He is now in better position
to do it than ever before, He is
justly proud that his business which

(Continued on jage 23)
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Monumental Drawing and
Lettering

A SIMPLE AND QUICK METHOD OF MAKING LARGE
DRAWINGS FROM SMALL PHOTOS

By Dun B. Haslam

In keeping with the policy of
Design Hints to divulge “tricks of
the trade” in connection with draw-
ing instruction we are illustrating
in this article a quick method of
making enlurgements from small
photos or drawings. The method as
explained i most simple and one
that will enable anyone to produce
satisfactory results, Of course, one
must have some drawing ability if
lettering or ornamentation is to be
ghown in the enlargement but even
such details if properly outlined in
the form of squares or rectangles
on the small drawing are easily
handled by carrying lines from the
established points on the outlined
details to the proper position in the
enlargement. Thiz will be explained
later in the article.

We will suppose that we have a
small photograph of & monument
as shown in Fig. 1 and marked
Original, of which there is to be a
large drawing made. The small pho-
tograph is first place squarely on
the drawing board and held in
position with thumb tacks. It is
absolutly necessary that the photo
be placed squarely on the board.
It must not tip either to the right
or left.

We must now find a point exact-
ly in the center of the memorial
from which all enlargement points
are measured. So as to be sure of
this center point we construct a
rectangle around the memorial so

that its lines touch the extreme out-
side points of the memorial, In
Fig. 1 it will be noted that the top
line of the rectangle touches the
Point. . on the memorial; the
lower line, Point R; while the two
vertieals touch Points L and M on
the left and P and S on the right
or extreme outside lines of the base.
The horizontal lines are made by
using the T-square from the edge
of drawing bourd and the vertical
lines with the T-square and Tri-
angle so that the rectangle will be
true in form. We have indicated
the corners of the rectangle by
numbers, 1, 2, 3, and 4. Diagonal
lines are then drawn from corners
1 to 4 and 2 10 3. Where these lines
intersect a center point is estab-
lished indieated by Point X in Fig.
1 on the originnl drawing. All
measurements are made from this
Point X and unless it is located in
the exact conter of the memorial as
explained, it will be impossible to
make a true enlargement of the
original,

So that further procedure may be
more clearly explained we have in-
dicated each corner of the original
drawing by letters A to S,

Now with the use of the triangle,
rule or any instrument that will
enable you to draw a straight line,
direct lines from Peoint X to and
bevond every corner in the orig-
inal photo or drawing. The length

(Continued on pige 20)
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Monumental Shades and
Shadow

By joromc Aske
ARTICLE 11.

The method of shadow delini-
ation with which we are about to
deal in the present article, reduces
the problem of shadow projection
to 1= ultimate degree of simplicity.
On first thought this is contrary to
the text of the last chapter, but
it must be remembered that the
so called “conventional ray” (Ray
Z-Fig. 1 Article 1) is cast down-
ward, outward and to the right.
From this it =hould be concluded
that the ray dealt with in the in-
troductory article is not to be used
in practice, and that it was demon-
strated for the sole purpose of
simplifying the use of the standard
Ray Z, which is directed on an ad-
ditiona] angle of 45" backward of
the object casting the shadow. The
backward direction of the Ray Z
assumes a front plane upon which
the shadow is cast.

To throw the shadow of the
trinngle A-B-C (Fig. 5), construct
the front and side elevations of the
object as shown. The shadow points
of the form are located forward
from the plane (side eclevation)
upon which the shadow is thrown.
To cast the shadow project the
points A1-C1 downward and to the
right angles of 45" to the points
where they meet the plane at A2-
C2 respectively. Bl is on the line
with C1. Similarly draw the 45°
lines AM-CN-BL. By carrying the
point A2 to the right until it meets
the line AM at As, and by treating

C2 (and, therefore, B2) in the same
way, with respeet to the lines CN-
BL, the three points As-Bs and
Cs which determine the shadow
outlines of the triangle are ob-
tained,

From this example it becomes
obvious that when the shadow is
enst on an ideal front plane, the
shadow 1s a simple oblique pro-
jection of the object casting it, for
the fact that only 45" angles are
involved eliminates any necessity
for considering *‘lengthening” and
“shortening” shadows. This is one
of the main reasons for construct-
ing the Ray Z on angles of the de-
gree used.

Figure 6 shows the shadow of
the same object thrown on a broken
surface, In this case it is necessary
to find the points D-E on the front
elevation by working from E2 to
El and thén to the points just
mentioned.

The method of casting the plan
of n shadow thrown by an object in
the path of the Ray Z is shown
in Fig. 7. The eclevation of the
triangle A-B-C resting on  the
ground plane is projected to its
plan B-A-C. Convential 45" lines
are directed from the shadow
points  A-(B-C) to the ground
plane. Note that the points B-C
are normally on the ground plane
and. therefore, cannot be and need
not be projected. To continue, draw
the 45" line A1-M. The shadow
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3,

point As i= determined by drawing
the line A2-As which is perpendic-
ular with the ground plane. Bl-
C1 correspond to the points B-C' on
the ground plane and consequent-
Iy determine that line of the sha-
dow.

The Urns shown in the various
figures are used here to demon-
strate the drawing of shadow
lines of curved objects according to
the svatem just considered. The

Urns in Figs. 1 and 2 are not treat-
¢d properly according to the theory
of the Ray Z since the shadow
points used are drawn from the
simplest corresponding outlines of
the front and side elevations, the
point=  of tangency of the sun’s
ravs being disregarded for the
reason that the methods of finding
the points of tangency have not
vet been treated, and, if mentioned

(Continued on page 21)




14 DESIGN HINTS

THE OBSERVER

By G. A. NICHOLS

In the issues of July and August
last year the subject of profit was
dwelt upon at some length, The
economic  explanation  already
given might be reviewed in con-
sidering the present writing and it
would be well to look in the fut-
ure to the matter of costs and book
records of details of your business
because these things are as closely
related to profit as the nose is to
the face, A knowledge of cost must
precede an intelligent understand-
ing of selling price. With the proper
selling price there is profit; with
a selling price too low there is
either no profit at all or else there
is actual loss sustained. In this
writing the selling price is given
the place of prominence.

Any dealer who knows his costs
and knows the difference between
pure profit and actual charges
against doing business should have
no difficulty in determining upon
a fair selling price. Bear in mind
throughout. that no profit 1= made
until all charges against sales have
been figured; a mere return of
these charges does in no sense con-
stitute a profit. Profit is distinet
and separate from these items; it
must be a return over and above
them. A salary for a proprictor's
;ervices is an expense, not a pro-

t.

Percentages are sometimes hard
to understand; they are too ab-
stract. Figures at all times are
more readily understood beesuse
they are concrete, When one un-
derstands the sources of cost fig-

ures then percentages applied to
selling prices tuke on more definite
meaning. Mention is made of this
point because in the past percent-
ages have been used in a more or
less arbitrary manner in this con-
nection. Because of this fact the
Observer was  deeply  impressed
with & comprehensive presentation
of the question of =elling price in
the retail memorial field, given by
Mr. John K. Batchelder of Dixon,
Illinois before several state con-
ventions this year. Mr. Batehelder
has kindly furnished facts based on
A survey covering numerous retail-
ers with whom he is well acquaint-
ed and who gave only actual facts
reluting to their respective busi-
ne=ses in confidence. The source of
hiz information has been disclosed
to no one. The following schedule
of figures is used as an hypotheti-
cal case. There is room for eriti-
cism because many of the expense
items are far too low considering
the volume of business done and
because many legitimate and
neeessary items are omitted. In
other words, the business in ques-
tion has been given the benefit of
the doubt all the way through,
Think what the result would be if
accurate accounting records were
kept and all costs figured as high
as they should be, to say nothing
of the omissions!

“Suppose a dealer has a $12.-
000.00 stock and desire to keep
hiz inventory at about that point.
In 1926 he does a $25,000.00 vol-
ume of business and collects the
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full amount. Let us arbitrarily say
that he is entitled to at least 10%
of this figure as profit, allowing all
the rest of this income to be used
to defray the expense of doing

business. What is the relation be-
tween this aggregate sales price
and the aggregate quarry cost
price?”

INCOME FROM SALES: £25,000.00

109% of Income deducted as PROFIT 2,500.00
TOTAL AVAILABLE for operation, Mdse., ete. . $22500.00
AMOUNTS PAID OUT DURING YEAR:

Mechanie's Salary (one many . $2000.00

Extra Labor, Setter and ete. RSOSSNt (i X 1}

Salary to Propmetor ... — 2,50000'

Commissions (20% on $10,000. 1) T 2,000.00

Heat, Light, Power, Tools, Office Supplies. l)es:gns

Poetage, Tel. and ete. 750.00

Proprietor's Automobile Expenses e ¢ K000

Truck Expenses or Drayage . 50000

Rent (or return on property invest.) . 400,00

e e 300.00

Foundation Expense 900.00

Freight Bills C1,000.00  11,650.00
BALANCE TO PAY COST OF MDSE, AT QUARRY $10,850.00

“Under conditions as stated
above the quarry eost would have
to be multiplied by about two and
one-half to yield the income from
sales stated. But consider only o
few obvious ommissions: Interest
on the investment which amounts
to $720.00 in the case of a $12-
000.00 stock and money worth 6% ;
Insurance; Taxes; Advertising;
Donstions; Association Dues and
other Business men's club  dues;
Deprecintion; and Bad Debts. 1f
all these items were figured in—
as they should be along with ex-
penses  listed above—the result
would be a figure so small with
which to buy merchandise that it
is doubtful whether a selling price
based on three times the quarry
cost would yield o profit.”

Mr. Batchelder submitted figures

on a specific business in which the
total returns from sales equaled
three times the total quarry cost,
vet that proprietor declared him-
self that his business had not net-
e Iim o profit in 1925,

In the hypothetical case above
there is room for much discussion
on relative figures and specific ex-
pense items. For instance, it is
reasonable to suppose that expenses
for cutter and setter are low in re-
Intion to the volume of work turn-
ed out. The =supposition is that the

proprietor did over half of his own
selling. Hiz own profit is actually
$500.00 less than he would have
paid a salesman had such salesman
sold this merchandizo  for him.
Where is his reward for the risk
and enterprise? It is shown that

(Continued on page 21)
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MILTON

The Milton Design shows a novel

treatment of

ornament that is practical, attractive and distinetly

modern. The incised lines serve a threefold purpose

in their support of omament, thereby

ereating not

only a pilaster effect but a panel for the family name

a= well.

Please write to the maunufacturers Hsted In Deslgn Hints for slzes

and prices on th designs shiown on these

.'Hh HEn
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