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ABSTRACT

The purpose of this research is to identify and
interpret the socio-cultural factors that contributed to
the role of the department store managerial woman from
1870 to 1920. Specifically, the objectives are to identify
and analyze the female individuals that held managerial
leadership roles, and analyze the environmental factors
that led to the rise and development of women in management
at two major U.S. department stores, Macy's and Filene's.
This study explores the socio-cultural factors from
an open systems perspective at both the macro, external
environmental level and the micro, internal environmental
level. The macro level includes the cities of New York
and Boston and the economic, political, techological and
socio-cultural factors within the environment. The micro
level includes Macy's and Filene's department stores, their
organizational history, and the managerial women who worked
for the stores.
Documentary research was employed to identify and
support the role of managerial women in the rise and
development of the major department stores examined.

Sources for this analysis include Macy's and Filene's



records and papers, business school records, newspapers,

government records, city directories, magazines, books,
articles, and transcribed interviews.
Evidence was found on twenty-five managerial women
who worked at Macy's and Filene's. The department store
was shown to play a major role in urban culture and society, |
and also woman's role in that society. |
Results indicated that the department stores examined
were open system organizations. There is also evidence
to indicate that the socio-cultural factors at both the
macro and micro environmental levels contributed to the
role of the managerial woman. Traditional female roles
were reflected in about half of the job positions held
by these women. The other half of the women were in
merchandising and store supervisory positions.
It is also evident that the stores provided these
women with a new work alternative, where they rose through
the ranks to become the forerunners of retail managerial

women today.
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CHAPTER I

INTRODUCTION

Background Information

Life in the United States was undergoing tremendous
change during the years 1870-1925, which was commonly
referred to as the Reconstruction and Progressive Periods.
Industry was growing, population was increasing, and there
was exceptional transition occurring in society. Cultural
beliefs were being challenged as people tried to adjust
to the changes taking place inAtheir environment.

The Progressive transformation of the national

economy as commerical and industrial revolutions

swept the land, . . . challenged all citizens

but especially city dwellers. (McKelvey, 1963,

p. 127).

Large-scale manufacturing and retailing developed,
helping to create a new, mass consumer society. The U.S.
economy needed women as a part of the essential labor
source. In order to deal effectively with the changes,
many businesses had to review their organizations. Also,
new types of businesses were created; among those was the
department store.

The rise of the department store had a wajor impact

on urban culture and society. The department store

1



presented goods in a new setting and came to dominate retail

trade during this period in history. For women who desired
or had to work, the creation of the department store
supplied a respectable work alternative to typical jobs

of teaching and nursing. The department Store played a
"significant role in the evolution both of contemporary
society and of women's pléce in that society" (McBride,
1978, p. 664).

There is a great deal in print on the male department
store founders and leaders; however, very little literature
exists on the female managers who held leadership roles
during the rise and development of the department store.

It is well documented that retail merchants solicited female
workers to serve the female customers that shopped in their
stores. It is not widely known, however, that some women
held positions of leadership and power at the department

store.

Statement of the Problem

The purpose of this research is to identify and
interpret from an open-systems perspective the socio-
cultural factors that contributed to the role of the
department store managerial woman from 1870 to 1920.

More specifically, the objectives are to identify
and analyze éhe female individuals who contributed to

managerial leadership, and analyze the environmental factors




that led to the rise and development of women in management

at two major U.S. department stores, Macy's and Filene's.

Conceptual Framework

The underlying conceptual framework for this research
is organizational open-systems theory. This study considers
the department store as a societal unit that influences
the environment and is also influenced by the environment.
The three organizational levels identified by Daft and
Steers (1986, p. 7) are examined. 1In viewing the
organization as a social system, they regard three
apparent levels: the individual, the role group to which
they belong, and the total organization. Since a systems
approach is being taken, the macro (external) environment
is also considered, along with the micro (internal)
environment in this socio-cultural analysis.

Many definitions c¢f organizations exist. Goldhaber
(1979, p. 29) defines the organization as a "network of
interdependent relationships." Hodge and Anthony (1988,

p. 7) describe an organization "as two or more people
working cooperatively toward a common objective or set
of objectives."

Culture is present in organizations, just as it is
in any societal unit. It is usually defined as the values,

beliefs, customs, and behavior in a society. Also, many



authors consider culture the interpretation of these shared
values, beliefs, customs, and behavior (Jones, Moore, &
Snyder, 1988). To the majority of researchers, "'culture'
implies organization: A society seems to have a 'system'
of beliefs and practices giving it internal coherence and
distinguishing it from all other collectives of people™
(Jones, Moore, & Snyder, 1988, p. 17).

Organizations as culture have become one of the fastest
growing divisions of organizational research (Corwin, 1987:
Deshpande & Webster, 1989:; Ouchi & Wilkins, 1985). There
is no strong consensus about a definition of organizational
culture as a result of the many different theoretical bases
(Deshpande & Webster, 1989, p. 4; Gudykunst, Stewart, &
Ting-Toomey, 1985, p. 1l4). According to Kast and
Rosenzweig (1974, p. 245), "Societal culture sets an
overall framework" for the study of an organization.

Daft and Steers (1986, p. 5) have indicated that an
organization has four components: 1) it is a social entity;
2) it is goal-directed; 3) it has a deliberately structured
activity system; and 4) it has identifiable boundary.

Katz and Kahn (1966, pp. 19-25) associate nine
characteristics with all open-system organizations.

Table 1 shows the nine characteristics identified with
open-systems and the corresponding department store
characterist’:s. For an explanation of the correlation

between department stores and open-system organizations




Table 1

Characteristics of an Open-System Organization

and the Department Store

Organizational Open Systems
Characteristics

Related Department

Store Characteristics

The importation of energy
from the external
environment.

The through-put or
transformation of energy.

The output or exportation
of energy to the external
environment.

Systems are cycles of
events, where the output
enables continuation of the
business.

Negative entropy is present,
where systems import more than
they export.

Information input, feedback,

and the coding process
are present.

The steady state and
dynamic homeostasis.

Differentiation

*
*

Labor
Merchandise

Training
Consumer uses of goods
and services

Customer needs and wants
Social, economic and
political reforms.

Customer rewards
Money to continue and
expand business.

Merchandise bought by
store exceeds needs.

Rules, policies,
procedures--give order
to the departmet store.
Types of people are
successful or
unsuccessful as
determined through
employee evaluations.

Department stores grow
to meet the changing
needs of the external
and internal environment.

Specialized functions
are present in the
department store.



Table 1 (continued)

Organizational Open Systems Related Department
Characteristics Store Characteristics

Equifinality, where * Department stores have

organizations can reach various operating

the same end through procedures, policies,

differing means. and practices, but still

achieve the same results.

* Different types of
individuals may produce
the same results.

Source: The data in column 1 are adapted from D. Katz
and R. L. Kahn (1966), The Social Psychology of
Organlzatlons (New York: John Wiley and Sons,
Inc.); pp. 19-25.




see the section on the "Internal Environment,"

pages 85-86.

Hodge and Anthony (1988, p. 78) adapted a framework
to study the organization using a systems approach. 1In
their framework the environment is broken down into three
levels: the macro, intermediate, and micro. Hodge and
Anthony's (1988) model shows the interactive nature of
the environments, their components, and further breakdown
identifies the particular components of the environments
(Hodge & Anthony, 1988, p. 74). (See Figures 1 and 2.)

The open-systems organization criteria set by Katz
and Kahn (1966, pp. 19-25) and Hodge and Anthony's (1988)
model will serve as the basis for the department store
regarded as an open-system organization in this study.

Emphasis is placed at the micro level on the management
group and specifically on the individual female managers
who make up this group. Focus is on the socio-cultural
component of the macro and micro environments. The
department store organization is the specific system
examined, and the managerial group and female managers
will be the sub-systems examined. Using the open-systems
approach, however, requires the examination and analysis
at both the macro (external environment) and micro (internal
environment) levels. All other relevant components must
also be considered, as permeable boundaries are elements

of all open-systems (Baker, 1973, p. 35).
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Figure 1. Hodge and Anthony's Systems Approach
to Organizational Theory

Source: B. J. Hodge and W. P. Anthony (1988), Organization
theory (Needham Heights, MA: Allyn and Bacon,
Inc.), p. 78.




MICRO ENVIRONMENT INTERMEDIATE ENVIRONMENT MACRO ENVIRONMENT
Goal and work system Suppliers Culture
Structure, communication, Distributors Values
authority, and power Advertising agencies Attitudes
system Public relations agencies Role patterns
Human factors system Brokers Family
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Employment agencies Educational system
Service units Political System
(law firms, 1ending institutions, Government
etc.) Political parties

Political processes

International relations
Economic System

Market system

Business organization
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resources

Competition
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Nonbusiness competition
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Technology

Production
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Human Resources Skill/
Educational Mix

Employees
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Present

Potential
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Figure 2. Components of the Organization's Micro,

Intermediate,

Source: B. J. 'todge and W. P. Anthony (1988), Organization
(Needham Heights, MA: Allyn and Bacon,
74.
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The intermediate environment included in Hodge and
Anthony's (1988, p. 78) model is not being assessed in
this study. This environment does not play a pertinent
role in organizational culture, but rather in the business
profits of the organization.

Primary focus will be at the micro (internal)
environmental level, and the female managers and leaders
who were employed by two major U.S. department stores from
1870 to 1920. 1In Etzioni's (1964, p. 89) words, this
research will be directed at those considered to be the
"organizational elite" in particular, the female
individuals and managerial group who held formal power
at the department stores. The women researched, however,
were an elite minority in the managerial ranks of the
department store.

The paradigm presented in Figure 3 reveals the two

interactive levels of analysis to be undertaken.

External - Macro Socio-Cultural Environment

Internal - Micro Socio-Cultural Environment

Figure 3. Paradigm of Environmental Levels
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A model has been constructed to reflect the interactive
nature of the environmental levels and all of the socio-
cultural factors to be considered in this open-systems
study. (See Figure 4.)

The external, or macro environmental level, includes
the modern cities of New York and Boston. All of the
related socio-cultural, political, technological, and
economic factors of these environments that contributed
to the department store's ;ise and growth will be examined.
The internal, or micro, environment consists of the Macy's
and Filene's department store organizations. Specific
factors regarded internally are the companies themselves,

management as a group, and the individual managerial women.

Justification of the Research

Several factors justify this research. First, little
historical research on women in retailing has zen done.
Second, little retail management history has been recorded.
Third, women managers play a major role in department store
retailing today, yet little has been accredited to them.

The majority of existing department store retail
studies has been confined to saleswomen and the male retail
kings and their kingdoms (individually and collectively).
Much of the literature on large U.S. retailers simply

entertains.
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Business history has taken too narrow an approach
in studying retail institutions according to many (Miller,
1981; samson, 1981). The need for specific investigation
focusing on the role af retailing and social change has
been expressed by several researchers (Butler, 1988;
Rosenbloom & Shiffman, 1981). Samson (1981, p. 34)
stresses the need to view retail history as "mirrors of
social history."

This study integrates social history, women's history,
and department store retail history resulting
in a general socio-cultural history of the managerial
women who were important to the rise and development of
the department store.

In studying the managerial role of the individuals
selected for this study, one cannot focus just on the
personality characteristics and traits of the people or
the internal working environment. Cultural factors
(opportunities and constraints) that may have influenced
their effectiveness and development as managers must also
be identified. "People are recalcitrance [sic] because
they act as whole persons and not simply in terms of their
narrowly-defined, formal organizational roles" (Silverman,

1970[ po 51).



14

Definitions of Terms

Authority - "It is the institutionalized right to
employ power" (Kast & Rosenzweig, 1974, p. 336).

Culture - The values, beliefs, customs, and behavior
of a group.

Department store - "A retail outlet that sells a wide

variety of merchandise under one roof, is organized into
separate areas or departments, and employs 25 or more
people" (Beisel, 1987, p. 67).

Gainfully employed - Those individuals who are in

the labor force.

Leadership - Describes the formal or informal power

that gives authority and motivates a group toward goals.

Management - The "primary force within organizations

which coordinates the activities of the subsystems and
relates them to the environment" (Kast & Rosenzweig, 1974,

P. 6). It is considered a subsystem of the organization.

Open-systems - "An interconnected complex of

functionally related components" (Kast & Rosenzweig, 1974,
p. 107).

Organization - Regarded as a formally structured

business with segmented divisions of work creating the
whole.
Role - Activities of an individual in a particular

position.



Societal unit - A collective group of individuals

organized for a particular purpose.

Subsystem - A secondary level system, such as
management.

System - "An organized, unitary whole composed of
two or more interdependent parts, components, or subsystems
and delineated by identifiable boundaries from its
environmental suprasystem" (Kast & Rosenzweig, 1974, p.

101).



CHAPTER II

REVIEW OF THE LITERATURE

The External Environment - Macro

“Soclo-Cultural Level

Many major social, political, economic, and
techhological changes occurred in America from the 1870s
to the 1920s. The United States was shifting from the
Victorian period to the Progressive Period, and as Weibe
(1967) describes, making a transition resulting in "a search
for order" (p. vii). Victorian ideals and values which
focused on the family and an ordered, practical life were
being challenged. The ideal American home, which centered
on family, motherhood, religion, health, and beauty was
now being questioned. Industrial urbanization was
occurring, and with it the growth of a new labor-intensive,
urban society. Industrialization was the unifying theme
of the period.

Abundant resources, cheap, plentiful labor, domestic
capital, improved technology, transportation, and
communication all contributed to the changing environment

(Hays, 1957).

16
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A process of up-building, with increasing

differentiation, integration,and social

accommodation of the individual parts in

relation to the whole was going on: an

articulation within an ever-widening

environment was taking place within the

factory, and indeed the entire economic

order. (Mumford, 1961, p. 451)

Growth of both industry and population was
centered in the cities. A shift was occurring from small
communities to large, mass societies. There was much change
to be dealt with, and coping with the change often resulted
in economic and social conflict. The "new" often clashed
with the "old". Economically and technologically the
environment was rapidly changing. Urban centers were
now growing "upward and outward" which varied the physical
structure of American cities (Glaab & Brown, 1967, p. 285).
Politically and socio-culturally, changes were often being
met with opposition. The past Victorian ideals were being
replaced with consumerism, where "greatness was determined
by amount" (wWeibe, 1967, p. 49). "The rise of the city
thus connoted much more than the physical transformation
of America" (McKelvey, 1963, p. 231).

Industrialization and technology were providing new
consumer products that helped ease women's work at home,
as well as providing qoods that the emerging middle-class
desired. The demand for goods was dependent on labor to

keep the factories and stores running and producing.

The U.S. economy now needed women as a part of the
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labor force. Women's employment increased steadily

with industrialization, as they left the home for work.

New jobs were created that gave women an alternative to

factories, teaching, nursing, and domestic service. As

these new opportunities arose, however, women's roles at
home and work were questioned.

Both single and married women seized this opportunity
to break away from tradition. 1In 1870, females were better
educated than men, although less than 10% of the total
female'population (of all ages) were "gainfully" employed
(Hook, 1947). Entrance into many occupations, however,
was still restricted by gender thinking and traditional
roles (Miller, 1981).

In the late 19th and early 20th centuries, with the
rise of large scale retailing and manufacturing, came a
shift from total owner management to salaried management.
As the organization grew and more employees were hired,
there was a need for more management to direct and supervise
the employees. Forward-thinking business owners such as
Lincoln Filene (1924, p. 11) felt that "business is a living
thing, and to grow it must be able to renew itself from
within," generating its own leadership from the ranks.

In addition, the division of labor and tighter control
over organizations was necessary to achieve better
efficiency and resulting profitability fror these growing,

large organizations (Benson, 1986, p. 4).



From 1870-1920, U.S. history saw the rise and

development of the department store as the retailing
institution that we know today. "As the mass of people
required more of life's necessities and luxuries, stores
arose to meet that urgent demand" (Mayfield, 1949, p. 32).
The department store dominated U.S. retailing from its
nineteenth century beginning until after World War II.

This study regards the external environment as the
macro socio-cultural level that lies outside the department
store organization. This environment includes the cities
of New York and Boston, and the related socio-cultural,
political, economic, and technological factors of the time
period researched.

The Modern Cities

The "modern city" is said to be a product of the mid-
nineteenth and early twentieth centuries and the "economic
revolution" that occurred after the Civil War (Glaab &
Brown, 1967; Handlin, 1963; Mumford, 1961; Schlesinger,
1951, p. 112). It emerged between 1860 and 1910 and was
generally regarded as an outcome of the rapid economic
development of the post-Civil War period (Glaab & Brown,
1967, p. 107). Large metropolitan centers, such as Boston
and New York, held a concentration of merchant capital,

people, and a growing transportation system. Schlesinger
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(1951) referred to them as the "nerve center of the rising
industrial order" (p. 1).

In its simplist form, the city is a physical setting
for human culture. This researcher agrees with Mumford
(1938) that the city in a complete form, "is a geographic
plexus, an economic organization, an institutional process,
a theater of social action, and an aesthetic symbol of
collective unity" (p. 480).

Mumford (1938) defines the city as:

a related collection of primary groups and

purposive associations: the first, like family

and neighborhood, are common to all communities,

while the second are especially characteristic

of city life. (p. 480)

In a social context, Mumford (1938, p. 481) regards
the city "as a special framework directed toward the
creation of differentiated opportunities for a common life
and a significant collective drama."

The increase in urban population contributed to the
rise of modern cities that became centers of commerce and
industry. Urban population in the U.S. increased from
19.8% to 45.7% of the total, from 1860 to 1910 (Glaab &
Brown, 1967, p. 107). This urban population growth came
from two directions--immigrants from abroad and in-migrants
from rural America (Ewen & Ewen, 1982, p. 81: McKelvey,
1963, p. 63). The majority of the newcomers to the city

came from rural environments. The population was becoming

more ethnically diverse with European immigration.



21

City life differed from rural life in many ways.

The new city dweller found life "more mobile, less
predictable, and peopled with strangers" (Ewen & Ewen,
1982, p. 63). To long-term city residents and newly
arrived residents, the new city was different from the

old. Many of the new residents had moved from rural areas,
and the established city dwellers were experiencing an
invasion of new types of people. McKelvey (1963, p. 231)
considered the city during this period in a state of flux,
"a human society, always changing and developing."

The growth of the cities presented both opportunities
and problems,- and a "fundamental problem facing American
society" (Glaab & Brown, 1967, p. 107). Never had there
been such demands for the coordination of people and complex
"interrelationships of life [as] in the modern city. . . ."
(Glaab & Brown, 1967, p. 134). The city was a place for
opportunity, yet also provided challenges. The city stood
for "progress as well as pollution, liberty as well as
loneliness" (Sanders, 1986, p. 84). The new modern city
transformed the daily experiences of all urban residents,
the working, middle~ and upper-classes alike. Schlesinger
(1951) believed that "urbanization led to the standardizing
of American life . . . " (p. 162).

Park (1952) writes that the social disorganization
resulting from the growth of cities had both a

positive and negative effect. There was a breakdown
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in the social cohesion once maintained by the family, church
and rural communities.

To many nineteenth century Americans, urban life was
considered "too artificial and of the wrong quality to
support a moral life" (Warner, 1978, p. 12). The general
consensus was that only rural life could support a
harmonious family life and morality, to these opponents
of city life.

American Institutions [sic ] were still oriented

toward a community life where family and church,

education and press, professions and government,

all largely found their meaning by the way.

They fit one with another inside a town or a

detached portion of a city. As men ranged

farther and farther from their communities,

they tried desperately to understand the larger

world in terms of their small, familiar

environment. They tried, in other words, to

impose the known upon the unknown, to master

an impersonal world through the customs of a

personal society. (Weibe, 1967, p. 12)

Yet with the growth of cities, there was room for more
individual growth, freedom and self-expression. In other
words, disorganization leads to a different form of
organization.

Handlin (1963) believes that three societal changes
created new order in the city--"the centralized national
state, the new productive system, and vastly improved
communications . . ." (p. 5). Capitalism, according to
Mumford (1962), was responsible for the transformation

of the social order of the city. "Capitalism tended to

dismantle the whole structure of urban life and place it
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upon a new impersonal basis: money and profit" (Mumford,
1961, p. 416).

By the first World War, cities had reached a new
turning point:

The increased size and complexity of the

cities and the mounting significance of their

interrelationships had transformed many into

metropolitan centers effecting important

structural changes in their organization and

calling for increased functional specialization.

(McKelvey, 1963, p. 285).

One-fourth of the total inhabitants of 29 cities whose
population was over 200,000 became suburbanites by 1920
(McKelvey, 1963, pp. 241-242). The majority of these
individuals, however, still looked to the city for their
jobs, culture, and consumer needs.

The modern city, during the time period researched
for this study, often presented problems of order in all
aspects of the environment. The complex arrangement of
individuals and space led to inevitable changes and
transformations in the socio-cultural, political, economic
and technological aspects ¢of the environment.

Two of the large, eastern seaboard cities--New York
City and Boston--epitomized the new, modern city that arose
with reconstruction. Both exemplified the changing
-environment from 1870 to the 1920s and the move "toward

an urban and industrialized order" (Schlesinger, 1951,

p. 1).
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New York City

By 1860, New York City was one of the nine largest
U.S. cities and ports (McKelvey, 1963, p. 4). After 1870,
it was and still is considered by many as "the national
metropolis" (McKelvey, 1963, p. 4; Rischin, 1962, p. vii).
Economically, New York was the chief American banking and
printing city, as well as the major clothing and
manufacturing center (Rischin, 1962, pp. 51-70). This
city also provided an abundance of social and cultural
activities (McKelvey, 1963, p. 15) by 1870.

Nevins and Krout (1948, p. 17) noted three events
during the nineteenth century that contributed to New York
City's leadership position in American cities. One was
the opening of the Erie Canal in 1825. It provided an
inexpensive route into mid-America, helping to establish
New York's commerical predominance (McKelvey, 1963, p. 4).
The second event was the creation of the "cotton triangle"
which moved cotton, other merchandise, and people by ship
from Charleston, Mobile, and New Orleans back and forth
to New York. The construction of major railroads is the
third event that Nevins and Krout (1948, p. 17) believes
is responsible for New York City's leading role.

The port of New York held a central location on the
East Coast (McKelvey, 1963, p. 4). More than two-thirds
of the nation's European immigrants landed in New York,

which was referred to by McKelvey (1963, p. 53) as the
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"immigrant gateway" of the U.S. (Nevins, 1948, p. 126).
Almost 61% of all American exports passed through New York
in 1874, and by 1884 approximately 70% of the country's
imports passed through New York (Rischin, 1962, p. 5).
This was almost double all of the remainder of imports
received in U.S. cities.

Between 1870 and 1915, the city's population increased
nearly two-thirds, from one and half million to five million
. people (Rischin, 1962, p. 10). 1In 1898, the five boroughs
of Manhattan, Brooklyn, the Bronx, Queens, and Richmond
were consolidated into the greater city of New York with
a combined population of almost three and a half million
(Glaab & Brown, 1967, p. 109; McKelvey, 1963, p. 51; Nevins
& Krout, 1948, p. v).

New York was the most populated U.S. city by the end
of the nineteenth century and the "world's largest center
of foreign born. . . " (Rischin, 1962, p. 7; Schlesinger,
1951, p. 169). By 1890, four out of five people residing
in New York had either been born abroad or their parents
were (Glaab & Brown, 1967, p. 142).

"Unparallel[ed] growth in retail trade and interstate
commerce in the 1880s solidified the city's role as the
nation's leading jobber and distributor" (Rischin, 1962,

p. 6). Retail and wholesale trade abounded. Manhattan
led the world in retail trade in 1900. No other city "had

such a concentration of department stores as could be found
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in Manhattan between 1l4th and 23rd streets" (Nevins, 1948,
pP. 148). These great retail and wholesale markets, along
with the large labor supply, are said by Nevins and Krout
(1948, p. 155), to have been the "chief magnets" that drew
industry to New York in the nineteenth century.

As in all major cities of the times, New York developed
districts where businesses centered by type. Retail dry
good stores were first situated from Fourteenth to Twenty-
Third Streets, and Broadway and Sixth Avenue (Rischin,
1962, p. 8). This shopping district was called the "Ladies
Mile," and held "all the stores that were anything"
(Birmingham, 1978, p. 44). By the late nineteenth century,
some stores moved to Fifth Avenue and it "became a fairyland
of European architectural styles . . ."™ (Rischin, 1977,
pP. 16). 1In 1902, Macy's moved from Fourteenth Street to
Herald Square, at Broadway and Thirty-Fourth Streets, which
is said to have led the exodus of department stores uptown
(Birmingham, 1978, p. 4; Macy's publicity, p. 2). Thirty-
fourth Street between Fifth and Seventh Avenues became
the fasionable shopping area at the outbreak of World War
I. After the War, many stores began relocating up Fifth
Avenue to the Fifties, but most department stores remained
around 34th Street (Nevins, 1948, pp. 148-149). During
the 1920s, however, another shift in the location of
Manhattan's Jepartment and better specialty store shopping

district occurred. Many stores moved up Fifth Avenue,
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between Forty-Ninth Street and the Fifties, while others
remained in the Thirties (Birmingham, 1978, p. 4).

As a socio-cultural center, New York was said to have
been both "beautiful and ugly" during the time examined
in this study (Nevins & Krout, 1948, p.l 96). It was
considered a great center of the western world, both
"cosmopolitan and provincial." McKelvey (1963, p. 4)
writes that New York was at the time "in some ways the
most typically American city."

Boston

Boston was also one of the nine largest cities and
ports in the U.S. by 1860 (McKelvey, 1963, p. 4). 1In 1892,
Herndon (p. 1) wrote that "among American cities Boston
holds a unique positon. It is to-day at once the most
famous of the few historic citiés of the republic and in
the best sense the most progressive."

By the 1890s, writers such as Herndon (1892, p. 1)
considered Boston a modern metropolitan city. In 1900,
Boston "sprawled over a ten mile radiué and contained
thirty-one cities and towns" (Warner, 1962, p. 1). Boston's
population grew five and a half times from 25,000 in 1800
to 450,000 by 1890 (Herndon, 1892, p. 2). This population
constituted over 30% of Massachusetts' total.

Boston boasts "a deep, sheltered harbor," and two
rivers that permit easy access !’ .land (Seaburg, 1971, p.

l1). "Industrialization and immigration together fired
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the economy of nineteenth century Boston" (Warner, 1962,
P. 5). Boston's leading economic position among U.S. cities
was primarily a result of manufacturing and trade. Boston
led in domestic trade of wool, leather, furniture, metal
goods, ready-made clothing, machinery, produce, printing
and publishing in 1892 (Herndon, 1892, p. 6).

Boston was regarded as an intellectual and literary
center, as well as a conservative business center by the
latter part of the nineteenth century. It was known for
a fine educational system, universities and colleges, a
Public Library, Art Museum, and a Museum of Natural History
(Herndon, 1892, p. 2).

The city "developed the prototype of the metropolitan
region* with its thriving suburbs by 1860 (McKelvey, 1963,
pp. 5-6). Between 1860 and 1870, many advances in
transportation technology were undertaken to meet the
changing demands of the commerical environment. These
include the completion of Hoosa Tunnel, the Grand Junction
Railroad, and new steamship lines and terminal facilities
(Herndon, 1892, p. 5). 1In 1860, "there were 88.8 miles
of streetcar lines in the city, increasing to 222.5 in
1880 and to 470.2 miles by 1887" (Seaburg, 1971, p. 273).
Migration to the suburbs after 1865 was commonplace for
Boston's middle-class families (Seaburg, 1971, p. 273).
"By 1900 about half of the families of metropolitar Boston

had come to share this new environment" (Warner, 1962,
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p. 160). Also, by this time, the Boston middle-class were
"the dominant class in society" (Warner, 1962, p. 157).
"The suburb, [became] the home of property owners and
settled family life . . ." (Warner,'l962, p. 158).

Sam Bass Warner (1962) refers to Boston during this time

periqd in his book, The Streetcar Suburbs.

To help accommodate the growing Boston population,
land filling of the Back Bay occurred about 1870 to
provide more residential growth (McKelvey, 1963, p. 77).
Improvements in transportation cdntinued, with the building
of the first American subway in Boston during 1898 (Seaburg,
1971, p. 274). Boston's boundaries expanded, and by 1911
included the neighboring towns of Dorchester, Thomson's
Island, Roxbury, Brookline, Charleston, Brighton, and Hyde
Park (Seaburg, 1971, p. 301).

As other large cities, Boston segmented business
geographically. 1In 1872, a fire occurred which destroyed
about 65 acres in the downtown business district. Within
a year, however, the burnt district was largely rebuilt
(Herndon, 1892, p. 6). The reconstruction shifted the
location of Boston's business center districts. The retail
shopping district expanded from Washington and Tremont
Streets to Beacon and Bolyston Streets, and even into the
Back Bay district. The ready-made clothing industry

followed into the dry-goods trade area; however, the
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financial center remained on State Street (Herndon, 1892,
p. 8).
Economic Factors

Market System

"The mobilization of goods for their rapid interchange
and distribution was the great achievement of the market
economy . « " of the late nineteenth century America
according to Mumford (1961, p. 419). The completion of
the country's basic railroad and telegraph network, in
addition to the perfection of its operational methods,
"opened up the largest and fastest-growing market in the
world" (Chandler, 1984, p. 474). By 1870, private
enterprise was acquiring a firm hold on the urban-industrial
society. They helped promote the rise of corporations,
unions, and employee associations, while also encouraging
community control and civic pride.

By 1880, 6,532 banks with national, state, or private
charter--one to every 2,000 urban residents--served a
variety of functions, among them the promotion of city
growth (McKelvey, 1963, p. 40). Glaab and Brown (1967,

p. 142) state that "private expenditure for construction
was the single most important contribution cities made
to the economy in the late nineteenth century." Cities
were undergoing an economic vitality never before

witnessed. The growth of railroads helped establish the



development of national markets in the cities through the

movement of raw and finished goods. By 1870, advances
in urban transportation such as elevated steam railroads,
horse railroads, and omnibus lines had made the city a
major transportation center (Glaab, 1963, p. 178). People
and goods could now be moved rapidly and efficiently.

Population was another aspect of society that changed
the pattern of the economy during this time in history.
The commercial and industrial demands of the city required
a large and varied urban labor force (Glaab & Brown, 1967,
P. 136). The urban economy was witnessing a rising
proportion of women and immigrant workers. A sexual
division of labor was present, however, which restricted
the type of work many women could choose to perform.

Within the modern city, the economy was geographically
divided by types of business. "Tradition and convenience
combined to center like businesses in one district"
(Rischin, 1962, p. 7). For example, wholesalers located
near railroad sidings, while retailers located near local
transportation systems. This division of industry still
exists today in large cities where there is grouping of
like businesses into districts, such as a wholesale
district or a financial district.

The growing urban population supplied a varied pool

of labor--foreig® and native Americans, men and women.
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A division of labor arose to meet the needs of the changing
work environment. This social division of labor, according
to Mumford (1938, p. 480), served not merely the economic
life, but also the cultural processes.

With the change and increase of jobs available in
the city, emerged a new middle-class society. According
to Warner (1962, p. 8), middle-class Americans in the
nineteenth century worked hard, were thrifty, and valued
education. Enriching one's life was important. These
were the ideals shared by this social group and those who
aspired to belong to it.

The degree of the family's financial success and
property ownership qualified them for middle-class status.
"Middle class" meant that the family was "sufficiently
well off to live by the income of one member of the family"
who was traditionally the husband (Warner, 1962, p. 8).

The income earners' hours were long, but "their places

of work tended to be stable" (Warner, 1962, p. 55). "The
central middle class," Warner (1962, p. 53) states, were
"the owners of small downtown stores, successful salesmen
and commerical travelers, lawyers, school teachers, and
the large contractors." This research reveals that
middle-class women in the nineteenth century began working
outside of the house in larger numbers than ever before.
Some worked without monetary compe' sation, others were

paid. "Production and consumption had become distinct
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activities, a fundamental rearrangement in the way people
apprehended their material world" (Ewen & Ewen, 1982,

P. 58). The home was no longer the production place, but
that of consumption.

Consumption. "It is no accident that a mass culture--a

social landscape marked by consumer industries, mass media,
and merchandising--developed just when a formerly rural

or otherwise non-industrial people were being transformed
into a permanent, mass industrial population" (Ewen & Ewen,
1982, p. 57). Consumer products, with brand names and
trademarks, seemed to provide a bond or bridge between
"otherwise culturally heterogenous" people (Ewen & Ewen,
1982, p. 58). By the nineteenth century, McCracken (1988,
p. 22) felt that "the consumer revolution had installed
itself as a structural feature of social life." The end
of the century saw consumerism grow, with people able to
purchase goods in abundance, whereas in the past the
production of goods outside the home was scarce (Ewen &
Ewen, 1982, p. 72). The advances in technology that led

to mass production made it possible for people from all
socio-economic levels to purchase and consume goods
unavailable and unobtainable in the past. Urban American
culture was converting to a "consumer culture" (Leach,
1984, p. 320). Ewen and Ewen (1982, p. 70) write that

" « o department stores helped shape consumption as a
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palpable system of belief by providing an institutional
structure for mass marketing." Many of the changes of
this period in history help lead to the understanding of
consumption today. More detail on consumer culture is
given in the "Socio-Cultural Factors" section.

Production and distribution. Ewen and Ewen (1982,

p. 58) refer to "the double-prong of Americanization--mass
production and mass consumption" that drahatically changed
the "social landscape of American life by the early
twentieth century." "The railroad, telegraph, steamship,
and cable made possible the modern mass production and
distribution that were the hallmarks of the Second
Industrial Revolution of the late nineteenth and early
twentieth centuries" (Chandler, 1984, p. 474).
The advances in transportation technology seemed
paramount in the city's leading role in production and
distribution. These improvements helped move more people
and goods in and out of the city, at a faster and more
efficient rate than previously possible.

The first American subway was completed in Boston
in 1895 (McKelvey, 1983, p.l 5; Schlesinger, 1951, p. 47).
It ran one and a half miles and cost the city about four
and a quarter million dollars (Glaab, 1963, p. 179; Glaab
& Brown, 1967, p. 152). New York City's subway system
opened a short time later, in 1904 (Glaab, 1963, p. 179;

McKelvey, 1963, p. 83).
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For those city dwellers who preferred and could afford
private or public transportation, bridges were being built
that allowed increased mobility beyond the city's urban
center. The longest suspension bridge in the world, the
Brooklyn Bridge, was built in 1883 (Schlesinger, 1951,

p. 47). Transportation in and out of the city was extremely
important to the growing middle class population who worked
in the urban center, yet may not have lived there.

Manufacturing technology improved after the Civil

War, and new consumer products were now being mass
produced. Mass production allowed more people from various
economic classes to obtain goods previously unavailable

to them.

Against the disruptive changes experienced by

people undergoing industrialization, apparent

stability and aesthetic allure began to

reorganize the structure and meaning of need.

If consumption was alien to a customary way

of life, the genesis of tie national marketplace

was the historic passageway for the transition.

(Ewen & Ewen, 1982, p. 70)

New marketing techniques, such as advertising, added
value to products. The emergence of the department store
contributed to the "nature and context of purchase activity
as well as the nature of information and influence to which
the consumer was subjected" (McCracken, 1988, p. 22).

Both of these developments helped develop new consumer

lifestyles, based on the interaction of "persons and

things" (McCracken, 1988, p. 22).
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Retailing. Retailing "includes any activities included
in the sale of products or services to the ultimate consumer
for personal or household consumption" (Beisel, 1987, p. 3).
It is considered the last channel step in getting the goods
and services from the manufacturer to the consumer, and
a labor-intensive industry, dependent on people.

Retailing has undergone many changes in U.S. history.
One of the major and most dramatic retailing changes was
the creation of the department store. With its rise and
development from the late 1860s to the 1920s, according
to Mumford (1961), "buying and selling became not merely
an incidental traffic in the conveyance of goods from
producer to consumer, it became one of the principal
preoccupations of all classes" (p. 435).

The department store brought manufactured goods
directly from the factory to the consumer, which eliminated
the wholesaler (middleman) and reduced the consumer's retail
cost. "America's department stores constituted an
absolutely essential link in the technological chain between
the inventor/manufacturers and the consumer" (Harris, 1979,
p. 140). As a result of lower costs, merchandise was more
affordable to a greater majority of consumers. "In many
respects retail selling has been turned topsy-turvy by
the department store, and yet its influence extends beyond

the retailer" (Adams, 1897, p. 4).
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The small retailer believed that the department stores
were monopolizing business, and worked toward their demise.
"Within the years of creation, however, the department
store succeeded in establishing itself as a permanent
institution despite opposition from the small retailer
and reformers" (Tyner, 1899, p. 201).

Employment - Human Resources

The changes in the market system occurring from 1870
to 1920 had an immense effect oni;gbor. New and improved
technology, resulting in mass production and distribution,
created new jobs and a restructuring of old ones. 1In
addition, the flood of immigrants into the U.S. changed
the composition of the working classes (Evan, 1989,

p. 130). The rising middle-class held new jobs, created
from the changing work environment.

Women and Work. Two types of working women emerged

around the mid-nineteenth century: women who had to work
and women who wanted to work. General circumstances and
goals differed between these two types of working women
(Weiner, 1985, pp. 4-6). The woman who wanted to work

was generally the middle-class "new woman" who was proud,
self-supporting, and found her work fulfilling. She sought
work for the fulfillment of her life, ratner than financial
need, The woman who had to work was doing so to survive,
meeting basic needs such as food and shelter. This woman

was usually a member of the lower, working class.
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The economy was dependent on women as a part of the
labor force after the Civil War because more people were
needed than the men available to meet .the labor supply
demands of the economy. Capitalism was considered the
impetus that drew more women into the labor force
(Matthaei, 1982, p. 155). Mass production and mass
distribution opened new job opportunities to women, other
than teaching, nursing, working in a factory and doing
domestic work.

Two major changes occurred with women who worked from
1870 to the 1920s. One was simply that more women began
working. Another was that many of these women were single
and members of the middle- and upper-classes (Matthaei,
1982, p. 155). 1In addition, more types of work
opportunities were created. "A major readjustment was
indeed underway in the work arrangements of hiddle-class
women" (Leach, 1980, p. 168).

Prior to the time period focused on in this research,
domestic service, sewing, teaching and nursing were
stereotyped as women's work (Baker, 1964:; Evans, 1989,

P. 133). Although the methods varied, "The production
of cloth, clothing, the preparation of food, the care of
the sick, and the training of children have been women's
activities both in the pioneer period and in the present
highly developed economy" (Hooks, 1947, p. 8). Service

lay at the base of sex-typed work roles for women. "The
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labor force participation of a female was either the
subordination of herself to the needs of her family as

a daughter or homemaker, or the subordination of herself
to the needs of society in a 'women's profession'"
(Matthaei, 1982, p. 188).

In 1870, less than 10% or less than two million of
the total female population of all ages were gainfully
employed (Hooks, 1947, p. 3). By 1890, 19% of women over
16 were in the labor force. Never married women
constituted 68% of these working women, and 14% were married
(Weiner, 1985, pp. 4-7). From 1870 to 1910, the total
of gainfully employed women increased five times (Hill,"
1929, p. 140).

Brownlee and Brownlee (1976; p. 3) compiled data from
an extensive study on the participation of women in the
American labor force from 1800 to 1970. A number of U.S.
labor publications were used for their survey, however,
percentages by year are not truly comparable because the
ages of working women included in reported figures differed
from year to year. Prior to 1890, all females over ten
were included, and from 1890 to 1950, only women over 14
were reported. Even so, the percentages of total women
in the labor force and working women in the female
population show a steady percentage increase from 1870
to 1920 (except the percentage of working women in the

female population in 1920). These are worth noting in
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Table 2. A comparison of the percentage differences from
1870 to 1920, of the two reported groups reveals two
interesting facts. There is about one percentage increase
in women as a part of the total labor force from 1870 to
1920. This percentage almost parallels the total percentage
of working women as a portion of the female population.

At the beginning of the period of history this‘research
is'concerned with, women were warned of the dangers of
occupations. Early books questioned the respectability
of working outside the home (Eisenstein, 1983, p. 98).

In addition, "the common opinion was that the feminine
mind was unfitted for executive duties" (Riegel, 1970,
p. 159).

Popular literature defined the standards of acceptable
female occupations and the proper behavior that should
coincide with the jobs (Eisenstein, 1983, p. 80). After
the turn of the century, literature was written that advised
and directed, rather than discouraged, young, working
girls (Candée, 1900; Filene, 1920). Moving up and getting
ahead in occupations was advised (Eisenstein, 1983, p.

105). Advice is also found that is aimed at the upper-
and middle-class women who want to work. These books and
guides emphasize training and education for jobs, and

assume that working women are respectable (Eisenstein,

1982, p. 98).




Table 2

Participation of Women in American
Labor Force, 1870-1920

Women's Share of

Working Women in
the Female

Year Labor Force (%) Population (%)
1870 14.8 13.7
1880 15.2 14.7
1890 17.0 18.2
1900 18.3 21,2
1910 20.0 24.8
1920 20.4 23.9

Source: W. E. Brownlee and M. M.
in the American family: A

Brownlee (1976), Women
documentary history,

1675-1929 (New Haven, CT:
p. 3.

Yale University press),
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Mid-nineteenth century American "culture did not

legitimate professions for women . . ." (Antler, 1977,

pP. 3). Woman's proper place was in the home. Her
respectable and accepted roles were those of mother and
wife. To turn from the home was considered deviant. "The
public life was male, and individualism a male legacy that
only a few women dared claim as their own" (Leach, 1984,
p. 319). Those who did were often regarded as odd, for
leaving their proper place in the home. Opposition to
working women was often present, "even when women accepted
sex-stereotyped professional roles" (Antler, 1977, p. 13).

The new and emerging culture, resulting from the growth
of modern cities, had the power to alter the behavior of
many women. The "culture of consumption" had a specific
effect on women who wanted to enter the public world (Leach,
1984, p. 320).

The American woman, like the American man, has

gone down into the market-place. Like him, she

has become crazed with desire to gain money,

social position, and power. She takes up

professions, trades, politics, charity--good

things enough in their way, but not her work.

(American Woman, 1900, p. 19)

There were a "few professions that women gradually,
quietly came to dominate" (Weibe, 1967, p. 122). The two
major professions that women became increasingly associated
with were teaching and social work (Antler, 1977, p. 397:

Riegel, 1970, p. 159). By the end of the ninet~enth

century, teaching was the major professional occupation
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of female college graduates (Antler, 1977, p. 379; Riegel,
1970, p. 155). The most popular non-teaching profession
was social work (Antler, 1977, p. 397).

From 1880 to 1920, some women were adopting new work
roles that moved them out of the home into the "male world"
of politics and public policy. Kerber and Mathews (1982,
pP. 211) refer to "Political Motherhood" as the role women
took when working for women's causes or with many of the
new settlements and societies created for the betterment
of the lives of women and children. Ryan (1975, p. 233)
and Matthaei (1982, p. 173) label this work "social
housekeeping."

"New kinds of white-collar work emerged that employed
primarily white, native-born young women" (Evans, 1989,

p. 134). Office work was considered one of the most
acceptable and "ladylike" of these occupations, as it was
not physically demanding (Eisenstein, 1983, p. 80; Weiner,
1985, p. 29). The office, which was once considered a
"male preserve," became a public environment when women
began working in it (Evans, 1989, p. 183).

Another new position for women which gained rapid
popularity was working in the department store. Books
were published citing department store work as a viable
option for women as early as 1910 (Gilbert, 1916; O'Leary,
1916; Marion, 1910). Rothman (1978, p. 18) believed that

"no change better exemplified the ways in which technology
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increased women's efficiency and encouraged their movement
outside the home than the department store." The department
store, however, demanded personnel who had basic arithmetic
skills and were able to converse easily with predominently
female customers (Evans, 1989, p. 235). By 1880, women

were considered more fortunate if they worked in a
department store (Leach, 1984, p. 163).

Much was written on the "plight" of the single working
woman, once she started growing in numbers (Baxandale,
Gordon, & Reverby, 1976; Donovan, 1929; Richardson, 1906).
Often, she was pitied and some felt that morally she would

go down the wrong path working in the city. Harper's Bazaar

("Girl Who", 1908, p. 54) sponsored a contest for working
girls from 1908 to 1909, to submit written personal
experiences that could be shared with subscribers.
Justification for the need of these personal accounts
follows:

How many girls, the land over, come to the
cities every year to find work or begin a career,
no government statistics yet show. But every

one knows that the number is great, and yearly
increasing. A girl is a girl in the first place.
She does not and cannot come to the city on a
level, as to chances, with the young man who
starts in to find his place in city life. He

can encounter hardships and do without
conventionalities, where she cannot. She is
limited as to kinds and grades of work, for

the same reasons. Adrift in the city, she is

far more helpless and in peril than a man in

the same straits. She needs all the knowledge
she can get, and needs it before she leaves

home, so as to weigh and consider the question
of leaving home at all. She needs that some
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one, who has fronted the conditions, shall give
her the benefit of experience. (p. 54)

It seems that Harper's Bazaar realized that single, working

women were a reality in the city, and they wanted to help
them improve their situation and lives in the unpleasant
environment.

Others felt that single, working women were
contributing to the breakdown of "sacred family life" and
"motherhood" (American Woman, 1900, p. 19). 1In addition,
this life was considered perilous'and against nature.

The Bachelor Maid in all cities has her

work and her friends uncontrolled by her

parents. She has her own latch-key and

goes and comes alone by day or night.

(American Woman, 1900, p. 19)

Although single working women lived independent,
individualistic lives that did not center on family, after
marriage most returned to the family-orientation of
Victorian ideology (Evans, 1989, p. 161). "Most women
viewed work as a brief passage between childhood and
marriage" (Cross & Shergold, 1987, p. 24).

Department store company newspapers, such as Filene's
"Echo" and Macy's "Sparks," made reference to women leaving
the employment of the store for marriage. Numerous
citations in the "Echo" and "Sparks" bid farewell to women
getting married who were leaving work to become traditional
wives. Some examples of this may be found below.

Miss Kaiherine Thompson has left the F.C.A. (for
better or for worse), and was married September 23rd
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to Mr. Wilson O'Brien, Bath, Me. Best wishes Mr. and

Mrs. O'Brien in your new home. ("Echo," September

1908, p. 4)

We all love her and wish she could remain with

us, but we must recognize the greater claim of

Mr. Jensen., ("Sparks," August 1924, p. 15)

e « « "the stage of matrimony is set and the

curtain is about to rise on a new drama" for

Miss Blythe. ("Sparks," January 1919, p. 5)

Some historians feel that women carried their
motherhood role out of the house into society, through
the majority of occupations they held (Weibe, 1967,

p. 122). Many of the jobs available to women were
considered gender-based.

And even when they worked, or were allowed

to work, it was for the most part in mother

surrogate roles which they themselves defined

as different from masculine orientations.

(Antler, 1977, p. 15)

One of the major changes that occurred in women's
working roles, after 1920, "was the growing tendency of
married women to work outside the home--to the point where
neither husband nor wife felt the need to explain or

apologize" (Riegel, 1970, p. 323).

Organizations

Mass production required larger businesses, employing
more people. The increased urban population and mass
production created a need for bigger businesses to
accommodate the needs and wants of the mass society.
According to Mumford (1961), "tecianical advances depended

socially upon the invention of new laws of corporate
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organization and administration" (p. 447). Businesses
had to reorganize to handle their increasing size and
function profitably and efficiently. With the growth of
organizations also came increased needs for expanded record
keeping.

In order to meet the changing needs, businesses had
to reexamine their organizations and structure their work
force in a more manageable way. A more segmented division
of labor was necessary to handle the changing work
environment and masses of employees. Big business meant
more supervision and more employees, with a new managerial
class arising that controlleéed workers and rationalized
the work process (Evans, 1989, p. 146).

.“In the late nineteenth and early twentieth centuries,
a new type of capitalism emerged. It differed from
traditional personal capitalism in that the basic decisions
concerning the production and distribution of goods and
services were made by teams, or hierarchies, of salaried
managers who had little or no equity ownership in the
enterprises they operated" (Chandler, 1984, p. 473).
Managerial hierarchies first appeared in the U.S. in the
1850s as a means to coordinate the movement of trains,
goods, and messages. Shortly thereafter, they were adopted
by the new, mass retailers, such as department stores,

to help manage their business.
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"Institutional developments nurtured the growth of
professional workers and offered a new social orientation
to urban residents" (McKelvey, 1963, p. 181). Public and
private enterprises alike were reorganizing internally
to meet the environmental changes and needs occurring in
society. Bureaucratic organization, professional expertise,
and scientific thought'ﬁere all considered key aspects
of modern life.

Organizational research. A review of the literature

reveals that there is no one théory of organization
(silverman, 1976). Organizational theories have developed
from many different disciplines: economics, engineering,
psychology,_sociology, social psychology, business,
anthropology, and mathematics.

Traditional organizational theories are regarded as
closed systems (Corwin, 1987; Katz & Kahn, 1966). Analysis
is undertaken at the internal, organizational level,
disregarding the external environment. These theories
are only concerned with matters confined to the
organization, without thought to the permeable boundaries
and the outside environment. This provides a rather
narrow, segmented perspective of the organization. Much
of this early organizational research centers on the
attributes of successful leaders (particularly the physical,
rather than psychological context), division of labor,

and structure. Most researchers have viewed the external



49

environment from within the internal (organizational)
environment (Baker, 1973, p. 13).

The most current organizational theory building
construct is based on open-systems and the contingency
school approach. The open-systems view favors a general
theory for the behavioral sciences that combines a micro
(psychological) and macro (sociological) perspective (Baker,
1973; Corwin, 1987; Graham, 1975; Katz & Kahn, 1966; Miller,
1955). 1It is a broad perspective that synthesizes the
interaction of the parts of an organization, the total
organization, and the outside environment (Hodge & Anthony,
1988, p. 28). A system is "an identifiable process which
can be divided into smaller identifiable processes"
(subsystems) (Graham, 1975, p. 17). Organizations are
constantly being challenged and shaped by outside or
external influences. Therefore, a macro analysis of
organizations should not be taken from any other view than
the open-systems perspective.

Etzioni (1964) takes a structural human relations
approach to the study of the organization. He believes
that organizations affect the (external) environment and
that the environment also affects organizations, or the
internal environment. Therefore, a comprehensive study
of organizations must view both aspects and their

interaction.
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The contingency school is based on the open-systems
concept and is dependent on the situation. According to
Hodge and Anthony (1988, p. 29), "organization's
relationship with its environment is properly viewed as
flexible and prescriptive rather than static and patent."

Organizational culture. Limited attention has been

given to organizational culture from the marketing
perspective. Until the 1980s, most of the business research
focused on consumer culture rather than organizational
culture. Since the mid-1980s, organizational culture has
been studied in relationship to selling effectiveness and
managerial effectiveness. The majority of organizational
culture research has been grounded in organizational
behavior, and it has become one of its most active areas
of research within the last ten years (Deshpande & Webster,
1989). 1In Deshpande and Webster's (1989) review article
on organizational culture and marketing research, they
reveal that five major organizational culture approaches
have been taken. All of these approaches take
organizational culture as either a variable (what it has)
or as a metaphor (what it is).

Organizational culture is sometimes regarded as a
characteristic of the organization itself. Other times,
it is viewed as a characteristic of a group or an individual
within the organi-ation. Still others see organizational

culture as "both a process and outcome, because it shapes
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human interactions and is also the outcome of those
interactions" (Deshpande & Webster, 1989, p. 5).

This author concurs with Deshpande and Webster (1989,
p. 5) that organizational culture is both a process and
product. It is an individual, or group, that affects and
is affected by interaction. 1In addition, the appropriate
meaning of organizational culture is dependent on the
theoretical base used and the problem addressed. For this
research, culture exists at all levels of the environments
and will therefore be examined at the macro and micro
levels in order to use an open-systems approach.

The most basic unit of analysis in cultural
organizational research, as in the analysis of any culture,
is the individual within the organization (Baker, 1973,

p. 109). Hodge and Anthony (1988, p. 74) refer to people
within an organization as a "human factors system" (see
Figure 1). Today, we refer to individuals who belong to

an organization as employees, personnel, or human

resources. In modern organizations, individuals are grouped
according to the work they perform. Management is a group
of individuals within an organization given the formal

power and authority to direct the workers assigned to their
supervision.

Management, leadership and power. Katz and Kahn (1966,

p. 94) define management as "the controlling or decision-

making aspect of the organization and its parts." 1It is
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also considered a social process, where the actions are
often "guided" or "shaped" by the outside environment and
traditions of society (Schnee, Lazarus, & Warren, 1977,

p. 1). Management is viewed as a subsystem of all
organizations (Corwin, 1987:; Goldhaber, 1979; Katz & Kahn,
1966). Managers work with people within the organization
to coordinate their activities and realize organizational
goals (Graham, 1975, p. 27).

The principles of management are present in every
type of organization. These principles are: planning,
organizing, motivating, control, and communication (Kast
& Rosenzweig, 1974, p. 61; Koontz & O'Donnell, 1968, p. 5;
Markin, 1971, pp. 28-32). The methods of applying these
principles, however, are as varied as the types of
businesses that exist. Businesses, like people, have
individual characteristics and none are exactly alike.
Similarities in business organizations do exist, which
help to type the kind of business one wants to identify.

Leadership has various conceptual definitions, but
according to Katz and Kahn (1966, p. 301) there are three
major meanings. It is the attributes of a position, the
characteristics of a person, or the category of behavior.
These definitions designate aspects of management such
as management positions, management attributes, and

management style.
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Fiedler and Chemers (1974, p. 6) state that "everyone
whose work involves the direction and supervision of other
people is in a leadership position." Organizational
leadership is a combination of "social structural factors
and particular characteristics of the individuals making
up the structure" (Katz & Kahn, 1966, p. 308). The
personalities and characteristics brought to an
organization, as well as the characterisfics developed
within an organization, create and define the leadership
style. Successful supervisory leadership, then, is a
function of three situational factors: the individual,
the group, and the organization (Blunt, 1981, p. iii).
Effective communication is essential to effective management
within an organization.

Goldhaber (1979, p. 13) diagrammed organizational
communication in the paradigm shown in Figure 5. 1In
Goldhaber's organizational communication paradigm, people
relay messages back and forth within the organization,
which is a part of the total environmental sphere. Formal
organizational communication is either verbal or written.
Written communication includes memos, letters, and company
newsletters and newspapers. Verbal communication includes
all formal and informal talks; including speeches and
meetings. Informal communication also includes the behavior

of members in the organization. According to Gudykunst,
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Environment

Organization
People

Messages

Organization

Enviranment

Figure 5. Goldhaber's Paradigm of Organizetional
Communication

Source: G. M. Goldhaber (1979), Organizatiwsnal
Communication (Dubuque, IA: Wm. C. Brown Co.
Publishers, p. 13)
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Stewart, and Ting-Toomey (1985), communication plays a
major role in organizational culture.

According to Corwin (1987), authority lies at the
foundation of any organization. Authority is the legitimate
power "to judge, act, or command" (Stein, 1980, p. 55).
Official, or formal, power is that which is derived from
an organizational position. It directly relates to the
office held, rather than to the people. Authority, then,
may be considered inseparable from the management subsystem
of an organization. There are formal and informal leaders
in organizations. The informal leaders' control ability
is personal, while the formal leader "commands both
positional and personal power . . ." (Etzioni, 1964, p. 61).

The response to the type of power is determined by
the use of power and the participants' (leaders and
subordinates) personalities (Etzioni, 1964, p. 61). The
study of people is at the core of the management process,
and the study of management depends on the study of people
(Graham, 1975, p. 27).

Management research. The earliest studies on

management and leadership investigated the traits of
managers and leaders. The traitist approach has declined
in favor, as different studies produce different lists

of traits and inconclusive results. More recent research

on managerial traits realizes that traits necessary for
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leadership may vary under different situations and
environments.

Blunt's (1981) dissertation research focusing on
"Organizational Leadership: An Analysis of Supervisor-
Subordinate Linkages Utilizing the Path-Goal Approach"
attempts to identify and describe specific supervisory
qualities fundamental to supervisory motivation of an
organizational group. Public and private businesses are
examined, through the administration of questionnaires
to both supervisors and their subordinates. Results of
the study indicate a significant association between
supervisor-subordinate linkages, and a construct of
subordinate motivation.

The most recent research by Graham (1975, pp. 322-325)
and Stogdill (1974, pp. 5-6) takes a comprehensive view
of managerial leadership. This research places greater
emphasis on the relationships between leaders, followers,
and situational factors. By doing so, a systems approach
is undertaken.

Women in management. The literature reviewed did

not disclose women as a managerial group until after the
turn of the century. The emergence of women as serious
individual contenders for managerial positions in the U.S.
did not surface until the growth of large-scale
manufacturing and ret .iling organizations during the 1870s.

With the growth in size of organizations, there came a
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need for more employees, and women helped meet this need.

Women supervising women was the next step. Leach (1980,

pP. 169) writes that "the expansion of the textiles

industries fostered, a demand for managerial female labor."
In the 1860s and 1870s, a small group of American

women managed and owned fashion stores in large cities.

These primarily consisted of specialty stores, but some

like Madame Demorest of New York City successfully organized

and ran one of the first large-sgale import and wholesale

companies in this country that was totally operated and

‘managed by women (Leach, 1980, p. 169).

The National Retail Dry Goods Association, under the
leadership of Mary Tolman (1921) conducted a survey and
interview study of 500 merchants and 638 women who held
"positions of responsibility in stores" (Tolman, 1921, '
p. 11). Findings were published in 1921 from 387 sources
that represented 176 stores in 32 states.

The results were presented as department store job
descriptions, with experience and training necessary,
personal qualifications, and salary expectations.
Merchandising, Advertising, Store Service (Operations),
Personnel and Training, Accounting, Customer Service, and
In-house Service positions (Nursing, Librarians, House
Organ Editor, etc.) are all described as possible career
paths for women. 1In addition, "allied work" outside of

the department stores was presented. A lengthy appendix
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gives the names of 27 colleges and universities where
degrees could be obtained in "salesmanship and related
subjects" (Tolman, 1921, pp. 100-102). These professional
schools and courses included the "Prince School of Education
for Store Service,"Boston; the "Research Bureau for Retail
Training of the Carnegie Institute of Technology,"
Pittsburg; and the "Training School for Teachers of Retail
Selling of New York University," New York (Tolman, 1921!'
pp. 105-112). All three schools included experience in

the stores as a part of their programs, and gave preference
for admission to college graduates and/or those who had

had retail experience.

The majority of the research undertaken on women
in management was done during the last 25 years. Then,
however, most studies regarded women as a total group frdm
various types of organizations, rather than isolated by
type of business. Most of these studies utilized the sﬁrvey
method, with self-administered questionnaires employed.

The characteristics and competencies of female managers
were researched by Berry (1980), Bryce (1969), Morrison
(1981), and Moulliet (1979). Bryce's (1969) dissertation
research was conducted to determine if significant
differences characterize women holding high-level positions
in four types of business industries. The sample of 226
women was selected from banking, manufacturing, radio-TvV,

and department and specialty store retailing companies
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in or around Denver, Colorado. A self-administered
questionnaire and inventory were given to the sample group.
Findings revealed five trait differences among the groups:
annual salary, marital status, ages, and advancement
opportunities within each field. Of the 53 retailing
respondents used, seven were Personnel Managers or
Coordinators, five were Store Managers or Department
Managers, and three were Advertising and Publicity
Directors, three were Assistant Managers, eight were
Divisional Merchandise Managers, six were in training

or "other" positions, and the largest group of 21 were
buyers (Bryce, 1969, p. 45). Table 3 reveals some of"
the disclosed traits of these women (Bryce, 1969, pp.

46-48).

Table 3

Retail Management Traits

Traits Mean Median
Years at present company 10.3
Years title held at
present company 5.2
Total years worked 16.7
Total years title held 6.8
Current age 43.1

None of the retailing respondents had any relatives
as superiors, and approximately 50% of the women had begun

as salesclerks and worked their way up. The remainder
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had been teachers, typists, secretaries, copywriters,
stenographers, office clerks, and business machine operators
(Bryce, 1969, pp. 47-49). Thirty-four percent of the women
were married, 50.9% were single, 9% were divorced, and
almost 6% were widowed. Over 30% had a college or high
school degree, 26% had some college, and almost 8% had
graduated from business school (Bryce, 1969, pp. 54-56).

| Factors that this retailing management group felt
contributed to success and advancement were: intelligence,
decisiveness, self-assuredness, supervisory ability,
willingness to succeed, hard work, a college education,
and courses in business administration and education (Bryce,
1969, p. 45).

Diedre Moulliet (1979) researched the differences

in personality characteristics and role orientations of
women employed in managerial and clerical occupations.
Unfortunately, the specific jobs that each individual held
were not revealed. Surveys were administered to 156 women
belonging.to 11 business women's organizations, such as
The American Business Women's Organization and The National
Secretary's Association. No significant differences were
found between the two groups studied in the number of years
with their companies, number of years in current position,
age, marital status, number of children and husband's
occupation. Differences were found, however, in the

education levels reached by the two groups. Four times
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as many managers as clericals had college or professional
degrees.

Job satisfaction was investigated by Krebs (1979)
and Wilch-Jordan (1987). Leadership orientation, role
conflict, and training were analyzed by Angus (1974), Ball
(1970), Hudson (1987), Novit (1966), and Wentorf (1969).
Role clarity and expectation were researched by Sutton
(1986) and wang (1987).

Political Factors

Urban expansion brought with it increased crime,
corruption, and violence in the cities. In addition, new
‘technology and the changing economic environment created
situations where new controls and legislation were often
deemed.necessary. The major question from 1870 to the
19208 was not whether reforms were necessary, but what
kinds of reforms and whether or not government controls
and legislation were the manner in which to achieve the
reforms. Private versus public was the major conflict.

With the growing population and construction boom
of the cities, the scenery was dramatically changing.
During the period of time studied, civic reform was
primarily initiated by local businessmen, who preferred
private enterprise to public ownership. In many cases,
therefore, public ownership resulted only if private means
failed to deliver the nece¢ ssary reforms (McKelvey, 1963,

pp. 113-114).
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Enterpreneurship and private enterprise were literally

building the cities. Businesses were making the rules
and employees were forced to abide by them or look for
work elsewhere. Private enterprises were often becoming
monopolies and local independent businesses were threatened
(McKelvey, 1963, p. 107). Many businesses practiced unfair
and inhuman treatment. "Labor rights, in the early 1880s
were virtually unknown in law and were beyond the concern
of public opinion" (Rischin, 1962, p. 171).

| Politics were considered "men's responsibility . . ."
(Matthaei, 1982, p. 203). Women had little or no voice
in law, banking, commerce, and industry, yet were often
directly affected by their policies. They had not yet
obtained the privilege of voting in 1870, and obtaining
this right became of primary concern to many women until
the right to vote was granted. Some historians, such as
Vicinus (1985, p. 247), viewed the lack of vote a symbol
of "women's secondary status."

Government and Legislation

Most city governments in 1876, including Boston and
New York, were chartered state agencies, whose laws had
to be passed by the state (McKelvey, 1963, p. 100).
Decisions reached were often based more on "party strategy
than on informed appraisal of municipal needs."

Existing urban government was in itself c¢~ten

deficient, weak or corrupt (McKelvey, 1963, p. 95). The
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demand for municipal reform was said to have come from

the city streets, where needs were evident among residents
themselves. Concern arose over education, safety, health,
public services and utilities, living and working
conditions, and wages.

State regulation was seen by many, toward the end
of the nineteenth century, as the only way to preserve
democracy (McKelvey, 1963, p. 110). City planning and
construction needed codes and controls. Legislative reform
to solve practical urban problems, such a sewage, clean
water, and electricity was hastened by literary exposes,
unions, strikes, and reformers.

National government's "primary responsibilities" in
the late nineteenth century were gathering income and
appropriating funds (Weibe, 1967, p. 31). Federal
legislation was, however, instrumental in satisfying many
reforms during the late nineteenth and early twentieth
centuries. Passage of child and labor laws, the Sherman
Anti-Trust Act, and the establishment of the Interstate
Commerce Commission helped resolve major problems that
had many concerned. Federal agencies, such as the Bureau
of the Census, the Bureau of Labor Statistics, and the
Immigration service, were in place by 1900 (McKelvey, 1963,

p. 111).
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Technological Factors

Technological advances helped reshape the physical
and socio-cultural structure of cities. Inventiveness
flourished. From 1870 to 1910, patent applications
increased from 120,000 to over a million (McKelvey, 1963,
P. 4). 1Industrialization used these inventions to create
mass production and distribution. U.S. cities began to
change their configuration, spreading upward and outward,
after 1870 (Glaab, 1963, p. 173).

Major technological advances that contributed to
production and distribution and the resulting city's economy
were the railroad, trolley, automobile, electricity,
telephone, and new forms of construction and building
materials. Chandler (1984, p. 474) states that the "new
high-volume technologies could not be effectively exploited
unless the massive flows of materials were guided through
the process of both production and distribution by teams

or salaried managers."

Socio-Cultural Factors

Disorder and Reorganization
A major change in societal culture occurred in this
country toward the end of the nineteenth century. "Out
of the social pains of industrialization, ifs spiritual
and material deprivations, a consumer culture was born"

(Ewen & Ewen, 1982, p. 71). The modern city brought with
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it a new, mass culture, where tradition was being replaced
with newness. Ewen and Ewen (1982, p. 57) describe this
culture as "a social landscape marked by consumer
industries, mass media, and merchandising." This new
culture is often referred to by historians as "commerical"
or "consumer culture" (Ewen & Ewen, 1982, p. 70; Glaab
& Brown, 1967; Handlin & Bouchard, 1963; Leach, 1984,
p. 320).

The growth in all factors of the environment created
disorder and confusion for many urban Americans during
the late nineteenth century. Weibe (1967, p. 12) describes
America during this time "as a society without a core."
Problems arose never encountered before, evolving into

a new way of life brought on by the changes occurring in

society that resulted from growth and development. 1In
addition, the mixing of different types of people in the
city often created confusion and bewilderment.

Social disorganization was a major concern to many
city dwellers (Glaab & Brown, 1967; Schlesinger, 1951).
This social disorganization, according to Glaab and Brown
(1967, p. 234) may have been in "reality only a complicated
pattern of accommodation to the new environment." In order
for people to enjoy the pleasures of the new order they
had to abandon many old expectations" (Ewen & Ewen, 1982,

p. 71).
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The increased standard of living resulting from
industrialization created a new trend toward marrying
later. "Middle-and-upper-class men and women were unwilling
to marry until they could support a family in a suitable
style" (vicinus, 1985, p. 2). This then resulted in more
single people who had time to do something with themselves
between school and marriage.

There was debate over whether many of the problems
that faced society, such as enculturation, should be handled
at all and if so, privately or by local or state
government. Fear arose that charity might demoralize some
of the poor, or discourage them from productivity and self-
sufficiency (McKelvey, 1963, pp. 143-145).

Others felt that education was the answer to resolving
the plight of the "poor" immigrant. Teach them how to
be middle-class Americans, and their problems will
disappear. Humanitarianism, which had flourished during
the Civil War, took a back seat during reconstruction,
and only surfaced again once need was evident. The
depression of the mid-seventies saw men and women out of
work, homeless, and starving. Need was recognized in New
York and Boston, among other cities, and then met through
various private charitable societies (McKelvey, 1963, pp.
144-145). Social responsibility was taken by sympathetic

individuals, during the first few decades included in this
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study. Around the turn of the century, however, the
government began taking some responsibility.

The new, modern city required "a new social order
that defined the character of a national culture" (Glaab
& Brown, 1967, p. 134). With the growth of the modern
city came "a decentralization of activities, primarily
noted by the separation of work and residential areas and
the establishment of divided domains" (Glaab & Brown, 1967,
p. 272).

There was residential growth away from the city and
into the suburbs by the turn of the century which attracted
the growing middle-class. The "suburbs gave a safe,
sanitary environment, new houses in styles somewhat in
keeping with their conception of family life, and
temporary neighborhoods of people with similar outlook"
(Warner, 1962, p. 157).

Time and scheduling were fundamental to the efficient
success of the city. Work and leisure were dependent on
time. People reported to work at a certain timg, hours
were kept, public institutions had hours, and transportation
ran on a schedule.

"Cultural homogenization" was the goal of American
political and social leaders from the late 1800s until
World War I (Brownlee & Brownlee, 1976, p. 29). The rise

in population, due to massive European immigration

consisted of an ethnically diverse group of people with
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different languages and customs. The problem of
assimilating these groups of people into American culture
was of paramount importance to most middle- and upper-class
urban citizens.

The complexity of urban life increased and hastened
the establishment of new institutions designed to work
with special groups in the community"™ (McKelvey, 1963,
pP. 147). These included such organizations as the Y.M.C.A.,
Y.W.C.A., settlement houses, women's clubs, and charitable
organizations supported by churches and synagogues.

Often these organizations provided low cost housing, job
opportunities, libraries, gymnasiums and instructional
classes (McKelvey, 1963, pp. 145-147). The purpose of
these institutions and clubs was to distill comradery
between people of different backgrounds and aspirations,
while bridging "the widening gap between the classes in
American cities" (McKelvey, 1963, p. 150).

Culture in itself was highly regarded and sought after
by the middle- and upper-classes from 1870 onward. Mumford
(1938, p. 263) describes the metropolitan nouveaux riche
as "culture-shoppers." Public places and occasions were
created in the city that became places for those who wanted
to see others, and desired to be seen. "Social and cultural
institutions appeared to bridge the gap between immigrants
and Americans . . ." (Rischin, 1977, p. vii). These

included grandiose churches, restaurants, hotels, clubs,
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parks, promenades, libraries, theaters and retail department
stores (Leach, 1980, p. 220).

Cultural institutions were erected in the major cities
during the late nineteenth and early twentieth centuries.
The city was the home of the theater, symphonies, the
museum, and the art gallery. 1In the cities, "private
associations took the lead in supplying urban cultural
facilities" (McKelvey, 1963, p. 14). "Patronage of the
arts was looked upon as a responsibility of the urban upper
classes" (Glaab & Brown, 1967, p. 98). There was also
an increase in the growth of other cultural institutions
and agencies which supported civic pride, such as public
libraries, historical agencies, and more universities.

The Museum of Fine Arts in Boston was begun in 1876.
In the spring of 1880, the Metropolitan Museum of Art was
opened in New York City (McKelvey, 1963, p. 209). The
New York Symphony Orchestra was founded in 1878, and the
Metropolitan Opera House was opened in 1883 (Schlesinger,
1951, p. 141). The Boston Symphony Orchestra was founded
in 1881 (schlesinger, 1951, p. 141). Boston's Public
Library, one of the largest in the United States, opened
in 1861, with almost 100,000 books (McKelvey, 1963, p 15).

There was concern in the large cities about preserving
land that was rapidly being built up. New York had created
a park commission headed by Frederick Olmstead by 1870,

to plan Central Park (McKelvey, 1963, p. 116). Boston's
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largest downtown public park, the Boston Common, was
established in 1634, and served as the major park and
playground for several hundred years (Seaburg, 1971,

pP. 286). By the 1870s, however, the growth of Boston's
population made the city look for expanded parks and public
grounds. Frederic Olmstead, the famous New York's Central
Park planner, was called in to help (Seaburg, 1971, p. 287).
At the turn of the century, more than 2,100 acres of park
land had been developed in Boston proper.

With the rise and growth of the middle-class came
increased leisure time to enjoy the urban cultural
attractions that were now available. People could
enjoy and broaden their lives through the new, cultural
opportunities found in the cities. "Beauty and ease werei
claims that spoke loudly to people schooled by historic
denial" (Ewen & Ewen, 1982, p. 70). The progressive city
life of these times reveled in cultural delights. Even
though many writers of the time felt "that American culture
ought to reflect democratic ideal," most of the newly
created cultural activities could primarily be enjoyed
by the privileged few (Glaab & Brown, 1967, p. 102).

One could not ignore the cultural images that
surrounded the city. Signs, displays, and lights drew
attention to the various goods and services available (Ewen

& Ewen, 1982, p'.. 191-192). The large cities, by 1890,
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were said to have had a "festival" environment (Leach,
1984, p. 321).

Consumer culture, as it took shape and ever

widened like an enchanted circle until it

touched every nook and cranny of city life,

was above all an imaginative, improvisational,

even surreal culture, freely mixing often

contradictory elements into fascinating and

original patterns that took somewhat different

forms in cities from New York to San Francisco.

(Leach, 1984, p. 322).

By 1910 American culture can be said, iﬁ a

number of senses, to have become urbanized,

and this marked a significant change in the

character of American society. (Glaab & Brown,

19671 p. 133).

Evans (1989, p. 160) states that "between 1900 and
World War I, the old Victorian code which prescribed strict
segregation of the sexes in separate spheres crumbled."
Men and women began appearing publicly for activities aimed
at pleasure and consumption. 1In addition, places of work,
which were once reserved for men, were becoming populated
with women.

Another way in which the urban dweller spent free
time was joining a club. "Between 1865 and 1901 no fewer
than 568 different fraternal organizations were founded"
(Sschlesinger, 1951, p. 142). During this time period,
women were also organizing clubs. Sororal organizations
often "expressed the unmet needs of middle-class women
both for intellectual stimulation and for mechanism of

upward mobility not totally contrclled by their husbands"

(Evans, 1989, p. 140). These organizations provided
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training for public activity, as activities included
preparing and giving speeches, and raising and managing
money (Evans, 1989, p. 140).

Women's clubs were "truly urban" according to McKelvey
(1963, p. 218). They began in New York and Boston around
the mid-1860s, and gained momentum after the turn of the
century. These clubs were organized for social, charitable
and educational purposes. Many had the welfare of others
in mind, while others were simply a collection of like
minded women who shared common interests. "Like
college, the woman's club was a place to shape and share
individual aspirations, a giant step out of the
suffoccatingly domestic Victorian home" (Brownlee &
Broﬁnlee, 1976 p. xxviii). The Geéneral Federation of
Women's Clubs (GFWC) was founded in 1890, and contained
approximately 200 clubs, with a combined membership of
20,000. By 1900, there were over 150,000 members, and
by 1920 approximately one million (Blair, 1980, p.p. 84-85;
Schlesinger, 1951, p. 114).‘

Other clubs that surfaced and gained rapid popularity
were founded for the benefit of working girls and women.
The most successful clubs for working girls were led by
a "charismatic and devoted leader" or "conducted through
a process of self-selection that eliminated all but the
quietest and most submissive members" (Vicinus, 1985,

p. 133). Many of the working girls' clubs had limited
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success, however, as there was often a discrepancy between
the actual needs of the girls and the perceived needs of
the directors.

The Women's Educational and industrial Union was begun
in Boston, in 1877, by Mrs. Abby Morton Diaz. It sought
secular benefits for women in cities and united the efforts
of many religions. Ptégrams were held in English, teaching
practical skills such as sewing and stenography, and
cultural subjects such as art and music. In addition,
the union provided legal counsél, an employment agency,
and facilities for noon lunches, restrooms, an exchange
for the sale of articles made by women, and social
entértainment (McKelvey, 1963, pp. 147-148). The Young
Woman's Christian Association (Y.W.C.A.) was an organization
created to help young, single women who immigrated to the
city (Schlesinger, 1951, p. 114). The first American
Y.W.C.A. was founded as a boarding house in New York City
in 1860 and the Boston Y.W.C.A. was founded in 1867 (Evans,
1989, p. 140; McKelvey, 1963, p. 147). By 1871, there
were eight Y.W.C.A. chapters nationally, and by 1893, almost
40 (McKelvey, 1963, p. 147).

Male and Female Roles

"Every culture uses the biological differences between
women and men to classify individuals and assign them social
roles" (Harris & McNamara, 1984, p. ix). As earlier

reported, during the early nineteenth century, women's
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commonly accepted sphere centered on the home and family.
"The public life was male" and "middle class Americans
viewed women as dependent, emotional, deeply religious,
and sexually pure beings who were supposed to tend the
domestic fires and bear and rear children" (Leach, 1984,
p. 319). Women's roles were restricted by what was socially
described as feminine activities (Harris & McNamara, 1984,
p. ix).

The Victorians had developed a "middle-class model
of womanhood" (Ryan, 1975, p. 195). This ideal model of
femininity revered the values considered feminine, such
as affection, sympathy and nurturance (Antler, 1977, p. 8).
Women were to run, organize and manage the household.
Responsibilities included feeding, clothing, caring and
educating her children. Her husband's financial status
determined what tasks she performed and whether or not
she had household help.

Rigid social rules ensured the safety of the

bourgeois family, within the home. Women were

assigned a special position as caretakers of

morality and religion, for their unique

sensibility made them alone capable of child

care and domestic responsibilities.

(vicinus, 1985, p. 2)

Respectable Victorian womanhood excluded wage-earning
women. “Working outside the home was considered a clear

contradiction of women's basic purpose in life--marriage

and motherhood . . ." (Eisenstein, 1983, p. 94). "To go
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beyond the home was in the eyes of many to go beyond
womanhood" (Kelley, 1979, p. 267).

The very different roles that men and women played
during this period in history is referred to by Vicinus
(1985, p. 2) as the "doctrine of separate spheres." The
preconceived ideas of female characteristics and "ideals
of domesticity" excluded middle-class women from political,
economic and social power (Vicinus, 1985, p. 3).

In essence, "women existed outside of and apart from
the structure that defined and dominated their societies"
(Harris & McNamara, 1984, p. x). They were confined to
the domestic context, which some historians regard as a
lower order of socio-cultural organization (Harris &
McNamara, 1984, p. ix; Rosaldo, 1974, p. 79).

Women's Changing Status

"In the Progressive period--roughly speaking, the
years 1890-1920--a generation of women set out on a restless
quest for independence so remarkable, so thorough, and
so unconventional that only in the last ten years (since
the 1960s) with the rebirth and revitalization of feminism,
has it begun to be equaled" (Antler, 1977, p. 1l). Up until
this time, generally "women existed outside of and apart
from the structure that defined and dominated their
societies."

Evans (1989, pr. 146-147) refers to this woman as

the "new woman" who enjoyed more individuality and autonomy
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than before by moving away from Victorian culture and
communal domesticity. This new woman seems to have
"transcended the domestic limits" that were socially imposed
on her, by either entering the men's world of work or
creating a society themselves (Rosaldo, 1974, p. 41).

The events and changes following the Civil war,
including the rapid rise of the modern city, according
to Evans (1989, p. 133) "combined to create a new stage
in the female life cycle." These events and changes,
Schlesinger (1951, p. 113) believes are responsible for
changes in women which "jarred them loose from the
traditional seclusion of the home. . . ." Evans (1989,
P. 125) poetically descibes this period in history as a
time when "the rhythms of many women's lives became detached
from the earth's seasons" (Evans, 1989, p. 125).

The collective power of women emerged in the form
of women's clubs, organizations, institutions, and
associations which helped shape the new, modern America
(Evans, 1989, p. 146). The prominance of women in the
temperance, sufferage, social settlement movements and
other humane enterprises attested to their changing role
in society (Schlesinger, 1951, p. 113). Social welfare
and humanitarian work became a new calling for women who
had time on their hands, and the desire to help others

(Brownlee & Brownlee, 1976, p. xxxi).
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"Innumerable charities run by women, devoted to the
welfare, education, and unemployment of working-class women
appeared from the middle of the nineteenth century on"
(Leach, 1984, p. 164). Volunteering for charities, often
organized under the church, was a popular way for many
middle~class women respectively to enter the outside world.
Through these charitable organizations, many women were
able to "demonstrate their female competencies through
their own outstanding work" which "helped to eliminate
skepticism involving women's capacities for professional
work" (Antler, 1977, p. 423). McKelvey (1963, p. 181)
also believes that these institutions helped nurture the
growth of female professional workers. "Charitable work
gave women freedom to talk and move in areas that were
previously forbidden" (vicinus, 1985, p. 270). 1In the
name of charity, the streets were theirs.

According to Leach (1984, p. 321), the new emerging
"consumer culture" of the times had "a transformative effect
on women." .”WOmen found themselves in circumstances that,
more and more, defined them as consumers, a basic category
of industrial life" (Ewen & Ewen, 1982, p. 188). Consumer
culture had an "emancipating impact" on two kinds of women,
"working women who had power within consumer institutions .
and middle-class women who shopped and spent much time
in such institutions" (Leach, 1984, p. 321). Leach (1984,

p. 320) writes that the "culture of consumption slowly
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blurred the lines between work and leisure, creating a

new freedom from self-denial and from repression, a
liberation that promised to expand the province of rewarding
work and of individual expression for women."

"Traditional family responsibilities d4id not yield
easily to the new beat of urban industrial life, and women
were often caught in the middle" (Evans, 1989, p. 125).
"The ornamental symbol of femininity stbod in contrast
to the experiences of growing numbers of white, middle-
and upper-class women" (Kelley, 1979, p. 90). "The new
urban world undercut the basis of traditional womanhood,
forcing women to look in two directions simultaneously:
to the past for strength to sustain life in the present
and to the future to find new means of survival" (Ewen
& Ewen, 1982, p. 81).

The April 1900 Ladies Home Journal ("American Woman,"

1900, p. 19) holds an article written by an American mother
who addresses the changes in the role of women. She states
that "during the last thirty years there has been scarcely
a belief, a custom or a prejudice which they have not
trampled under foot on their noisy march to victory."

Grave facts, according to this article, prove "how rapidly
the instinct of motherhood is dying out," the "rapid and
enormous increase of divorces" and the "number of

children's homes" ("American Woman," 1900, p. 19).
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Women were readjusting to their own perceptions of
"women's place," and considering their new options (Antler,
1977, p. 9). Public life was changing by 1915, through
the transformation of work (Leach, 1984, p. 319). The
development of the middle-class and resulting rise in income
subsequently improved lifestyles, which made it unnecessary
for many female members of families to work outside the
home, where they once had to. Some women elected to do
so, however, for reasons other than necessity.

By 1880, American women were getting married at an
older age and having less children than before (Brownlee
& Brownlee, 1976, p. 23). Between 1860 and 1910, births
dropped by nearly 30% (Kessler-Harris, 1982, p. 110).

At the end of the nineteenth century, approximately half
of the women's college graduates did not marry. These
women contributed to the "expanding pool of single women
constricted in their movements by social conventions"
(Leach, 1984, p. 168).

Many of those who did not have household
responsibilities took an increasing interest in society
(McKelvey, 1963, p. 15). It was also the first time in
history that some middle-class women could afford to live
on their own, without commitment to others (Vicinus, 1985,
p. 6). Economic independence was becoming a viable option
for educated, unmarried, middle-class women. "Perhaps

the most striking evidence of change among women was the
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emergence of the college~educated, frequently unmarried,
and self-supporting new woman" (Evans, 1989, p. 147).

Education of Women

During the nineteenth century, "learning--for both
men and women--was always seen as a part of a larger
purpose, for service to God or mankind" (Vicinus, 1985,
pP. 123). Women were becoming more educated than men.

"In addition education brought social standing, for people
tended to associate class with different levels of training
and rising scales of social reward" (Warner, 1978, p. 8).
By 1890, two-thirds of the nation's high school graduates
were women (Brownlee & Brownlee, 1976, p. 19).

Leaders of women's higher education movements promoted
education as the foundation for change in women's lives.
Between 1890 and 1920, colleges and universities helped
launch female professional careers (Ryan, 1975, p. 232).
The educational curricula of many women's colleges, however,
reflected cultural gender roles (Antler, 1977,p. 22).

Women entered college to improve their job prospects, but
also as a way to take time learning before returning home,
going into teaching, or getting married (vicinus, 1985,
pp. 123-124). College, for women, also promoted the
importance of female friendship and female organized
activities, along with self-awareness (Rothman, 1978,

pp. 41-42). It was an ir:erlude, "in which duty to self

and community took precedence over all outside obligations"




81

(vicinus, 1985, p. 124). Higher education could serve

as "a period of autonomy between childhood and marriage"
(Evans, 1989, p. 139). Here also, could leadership skills
be developed and friendship networks build, often leading
to a "power base for public work" (Vicinus, 1985, p. 3).
Women's colleges offered the "opportunity for intellectual
women to join others who shared their delight in study

« o <" at the same time taking responsibility for their
own time. vSome, like Vassar, according to Rothman (1978,
p. 39), duplicated "the life style of a well-ordered family
ensuring that feminine sensibilities were not violated."

By 1870, 11,000 women were attending colleges and
universities. This represented 21% of all the students
and the percentage increased to 32%, or 40,000 women by
1880 (Filene, 1920, p. 238). Between 1865 and 1874, many
state universities became coed (Schlesinger, 1951, pp.
113-114). According to Baker (1964, p. 259), by 1900,
U.S. colleges had approximately 85,000 women enrolled.

The percentage of women decreased by the turn of the
century, however, to about 25%.

Upon graduation from college, "women congregated in
professions of social service, public health medicine,
legal, public school teaching, and social work (Ryan,
1975, p. 234). The college graduate had a lower marriage

rate, wed later, and had fewer children ths.a women who

did not graduate from college (Ryan, 1975, p. 236).
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Retail training. The .turn of the century brought

with it interest on the part of merchants and educational
institutions in offering formal training for women and

men who were interested in retailing occupations. Women

had proven themselves competent by this time. There was

a proliferation of various employment manuals and guides,

along with specialty schools created to educate would-be

retailers (Aiken, 1918; Kennard, 1918; Tolman, 1921).

Further discussion of department store retail |
training may be found in the Women in Department Store

Training segment (see pp. 109-114).

Mrs. Lucinda Wyman Prince, of Boston, pioneered a
school, The Prince School of Salesmanship, which taught
salesmanship and training for education directors. Today,
The Prince School of Retailing is still a part of Simmons
College. Under the auspices of the Women;s Educational
and Industrial Union, she established her school in 1905,
with the support of large department store heads who sent
their employees to her classes, and in some cases helped
financially support the school (Mark, 1945, pp. 128-129;
Norton, 1917, pp. 7-67; Tolman, 1921, p. 10). Many
organizational changes occurred at the school from 1911
to 1926, when stability finally prevailed.

In 1911, the school joined with Simmons College as
a part of the School of Industrial Teaching with financial

backing from the National Retail Dry Goods Association.
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It became an independent school again in 1915, as the school
of salesmanship, administered jointly by the union and
college. After 1918, the union withdrew its support and

the college entered in agreement with several "leading

dry goods stores of Boston," with continuing financial
support from the National Dry Goods Association (NRDGA).

The school was now renamed The Prince School of Education
for Store Service (Mark, 1945, pp. 129-130).

. Controversy between the college and Mrs. Prince arose
as to the kind of recognition students should receive from
their year-long course work. Most students who enrolled
already held a bachelor's degree. By 1920, the Prince
School had graduated a total of 195 students, and 115 of
them were employed with storeé (Cannon, 1920 p. 371).
Simmons College felt they should again be awarded, and
graduation resulted in two bachelor's degrees. Mrs. Prince
objected to this practice, and wanted a master's of science
awarded to those already holding a B.S., and certification
to those completing the course who did not have a B.S.
After two years debate, Mrs. Prince affiliated with the
School of Education of the Harvard Business School for
supervision of candidates for the master's degree. 1In
1922, ten master's and 48 bachelor's degrees were
granted under this program (Mark, 1945, pp. 130-131)..

The arrangement with Harvard only lasted two years,

when the Prince School returned to Simmons College with
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graduate school status, and continued support of the NRDGA
and Boston merchants. 1In 1924, this new plan issued 35
master's and no bachelor's degrees. Grade requirements
were increased in 1925, demanding only As and Bs for all
coursework and a thesis leading toward a master's. Lower
grades would contribute toward a bachelor's. Unfortunately,
the higher standards immediately resulted in only half
Qf the class obtaining master's, and in succeeding years,
those numbers became smaller (Mark, 1945, p. 131).

The Carnegie Institute of Technology and New York
University also began retail training courses for both
men and women in the late teens (Cannon, 1920, p. 370;:
Tolman, 1921, p. 12). Merchants supported these courses
and schools from the inception, and many felt "that the
future of the merchandise business depends on attractive,
educated women" (Tolman, 1921, p. 11). The importance
of academic training for people interested in professional
retailing careers finally gained momentum around 1919
(Tolman,.192l, p. 10). During this year, there was a marked
increase in interest on the part of merchants to cooperate

with universities and special schools toward training future

retail executives.
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The Internal Environment - Micro
Socio-Cultural Level

The Department Store Organization
The department store is defined by Kreiger (1980,
P. 26) as "a store organized into a number of individual
departments and selling a great variety of merchandise,
including men's, women's, and children's ready-to-wear
and home furnishings." Ready-to-wear "refers to any article
of apparel that is manufactured to sell in retail stores"

(Kreiger, 1980, pp. 87-88). Mayfield in The Department

Store Story defines the department store as "a large-scale

store handling many lines of goods, or more accurately,
it is a combination of single-line stores in which each
is operated as a separate department" (Mayfield, 1949,
p. vii). 1In 1897, Adams (p. 4) generically described
the department store as a "great collection of shops
gathered together under one roof, conducted as a single
organization. . . ." As a business organization, the
department store organized specialized functions under
a centralized control.

The department store has an organization
which differs in many respects from that

of other types of business. Though it has
developed as the result of the general
movement toward specialized functions with
centralized control, it is still far from
being a unit. It may be classified as a
composite of smaller units called sales
departments, which are held together by a
common system of accou'ting and delivery of
goods. The degree of dependence of the
departments upon the store management varies
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even within one store, as well as between
different stores. (Kennard, 1918, p. 13)

The department store meets the qualifications of an
open-system organization, in that it has the nine
characteristics identified by Katz and Kahn (1966, pp.

19-25). It imports energy in the form of labor and

merchandise, and transforms this energy into consumer uses
of goods and services through the training of labor. Energy

is exported from the organization to the outside environment

through the meeting of customer needs and wants.

Additionally, the department store acts as a catalyst for

social, economic, and political reforms. The department

store is cyclical, in that the output enables the

continuation of the business. If successful, customer

rewards are met and reinvestment occurs that enables

growth. "Negative entropy" occurs at the department store ;
when the merchandise provided exceeds the needs of the

customers. Rules, policies, procedures and the evaluation

of employees provides information input, feedback, and

the coding of behavior. 1Illustrating a steady state and

"dynamic homeostasis," department stores grow to meet the

changing needs of the external and internal environment.

The specialized functions of the department store provide

differentiation (see Table 1). The department store,

according to Ferry (1960, p. 29), "is probably the most

complex of all business structures, having to meet almost
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every material requirement of people in an ever-changing
world, and therefore requiring executive control of
exceptional ability."

Managerial hierarchies were quickly adopted by
department stores as a means to manage their business and
large number of employees (Chandler, 1984, p. 474). The
division of labor was economical for the big stores, and
was divided into "functional divisions: office, sales
and stock, delivery, manufacturing, and maintenance" (Carter
& Carter, 1985, p. 588). Carter and Carter's (1985, p. 588)
study on early labor of two New York City department stores,
Lord and Taylor and Hearn's, revealed that "each division
recruited its workers from distinct gender, ethnic,
social-class and educational backgrounds,"” and that "there
was little or no employee mobility across the functional
divisions by 1913. Also, supervisory and administrative
positions were filled from outside the firm" (Carter &
Carter, 1985, p. 588). The largest department stores by
the turn of the century "employed as many workers as the
very largest of manufacturing establishments"™ (Carter &
Carter, 1985, p. 587). By the mid-1920s, the major
department stores had adopted the use of an organizational
chart that depicted their four divisions: buying,
publicity, finance and accounts, and store management

(Bitner, 1927, p. 5). A typical early department store

organization chart is presented by Tolman (1921, p. 8)
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in her book Positions of Responsibility in Department Stores

and Other Retail Selling Organizations. Figure 6 shows

its four major divisions headed by the Merchandise Manager,
Advertising Manger, Store Superintendent, and Comptroller.
Specific Macy's and Filene's organizational charts are
described in their store segments of this chapter (see
pages 161-222).

Pasdermadjian (1953, p. 22) writes that department
stores represent typical applications of modern
organizations. These include a division of labor, and
the delegation of authority through organization structure.

History of the Department Store

The department store is primarily a result of mass-
produced American clothing, a by-product of the Industrial
Revolution and the growth of the modern city. Early
department stores, according to Carter and Carter (1985,
pP. 587), had a "dual heritage." Some began as "single-line
retail outlets," then branched out. Others "began as
adjuncts to wholesaling firms." "Mass production has made
mass distribution necessary" (Filene, 1927, p. 1). With
mass-produced clothing came the need for a new type of
retail outlet to distribute goods to the new, mass-
oriented consumer society. Other merchants, such as Max
Hess (1952, p. 3) felt that the department store was truly

"characteristic of the country's industrial vigor,

imagination, and enterprise." Glaab and Brown (1967,
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pP. 128) considered the department store an "organized civic
enterprise" and "a major form of urban enterpreneurship."
Some say they were the lifeblood of urban America, as they
were the urban merchandisers.

Between the Civil War and the beginning of

the new century appeared grand and impressive

edifices--Palaces of Consumption--in the principal

cities of the nation and in the upstart cities

that hoped to become great metropolises.

(Boorstin, 1974, p. 101).

Most department stores were built from 1870 to 1920,
and many such as Filene's and Macy's, that began as
family-owned enterprises, are still in existence'today.
By 1897, there were approximately 1,000 U.S. department
stores (Adams, 1897, p. 5).

Every city in the United States with a

population of 100,000 or more has at least

one of these stores. New York has fifty,

Chicago a score, Philadelphia and Boston

nearly as many, and Brooklyn a dozen or more.

(Adams, 1897, p. 5)

The original department store, according to most
historic retailing authorities such as Harris (1979,

p. 38), Hendrickson (1980, pp. 26 and 35), Leach (1980,
pp. 221-222) and Mayfield (1949, pp. 35-36) was either
Paris' Bon Marche or New York City's Stewart's Cast Iron
Palace. Discrepancies exist between these authors as to
the founding dates of these department stores. Harris
(1979, p. 38) and Leach (1980, p. 221) state that the Bon
Marche was bkunilt in 1853 and that A. T. Stewart built his

store ten years later. Hendrickson (1980, p. 26) writes
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that 1850 was the year that both the Bon Marche and
Stewart's became department stores. Hendrickson considers
Stewart's earlier store, the Marble Dry Goods Palace, built
in 1848, a department store. Mayfield (1949, p. 35)
attributes 1860 as the year the Bon Marche, Stewart's and
Macy's were departmentalized. Macy's themselves, state
that they became a department store by 1877 (Macy's
publicity, p. 1).

Since most of the prominent authors agree that
Alexander Turney Stewart built the first American department
store, some discussion of this store is warranted. Two
of the merchandising techniques attributed to the department
store were first initiated by Stewart, including a small
mark-up, and the cash system (Harris, 1979, p. 144; Leach,
1980, p. 233).

Stewart's Cast Iron Palace was opened in 1862, at
Astor Place in New York City on Broadway between Ninth
and Tenth Streets (National Division, 1873, p. 23;
Ressigvie, 1964, p. 131). It contained 19 departments
and rose eight and a half stories high, constructed at
a cost of two and three quarter million dollars
(Hendrickson, 1980, pp. 36-37; Leach, 1980, p. 223).

It covered a "full block from Broadway to Fourth Avenue"
(Ressiguie, 1964, p. 160). A picture of this store is

presented in Figure 7. The store employed 2,000 people

and catered exlcusively to women (Harris, 1979, p. 38;




Figure 7.

Source:

Stewart's Store—Broadway, Ninth and Tenth Streets.

A. T. Stewart's Cast Iron Palace

New York Illustrated (June 18, 1873) (New York:
National Division, Sons of Temperance of North
America; C. J. Bartran, Steam Job Ornamental
Printer), p. 23.

92
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Hendrickson, 1980, p. 35). The Sixth Avenue and Fourteenth
Street elevated stop was in operation by 1878, and brought
shoppers just a few blocks away (Leach, 1980, p. 223).

Stewart is attributed with standardizing retail work,
and therefore allowing for the hiring of less qualified
and lower paid personnel than were hired in other types
of retail stores (Leach, 1980, p. 224). Writers such as
Leach (1980; p. 224) say this practice was the entree for
women salesclerks, because women would accept jobs for
lower pay than men would. Others such as Jane Crowley,
a nineteenth century fashion editor and feminist, held
a more favorable view about Stewart's employ of women.
She felt that women were gaining "a new domestic freedom"
in the store (Leach, 1980, p. 226).

Stewart is credited with being "the first individual
to institutionalize the function of retailing and make
it big business" (Ressigvie, 1964, p. 131). He was the
first American retailer to organize his own European buying
system, the first to initiate "buying for cash," and also
the first to organize "the generalized systematization
of the business which led to departmentalization”
(Ressiguie, 1964, p. 150, 158).

Most records describe Alexander Stewart as a cold
man, who was disinterested in his people and their lives.
His concern was for his store, not for the people t’at

ran it, or his popularity. It is known that he paid poorly
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and did not hold company leisure and social functions
(Leach, 1980, p. 224). He did, however, build a hotel

in Manhattan for women which opened in 1878 after his death
in 1876 (Ressiquie, 1964, p. 162). Unfortunately, it closed
shortly thereafter, as it was too expensive for working
women to rent and there were legal ramifications to his
estate after his death (NYT, March 17, 1878; NYT,

June 5, 1878).

Stewart was considered "one of America's richest men"
(Schlesinger, 1951, p. 52). His store was the first to
reach an annual sales volume of ten million dollars
(Ressiguie, 1964, p. 162). He collected art to display
in private galleries, according to McKelvey (1963, p. 210)
and may very well have displayed his treasures in his
store. A. T. Stewart was named to the U.S. Treasury by
President Grant; however, he was found to be ineligible
under the law because he was engaged in trade (Schlesinger,
1951, p. 52). He was also instrumental in the establishment
of the rapid transit system, backing the "West Side
Association, an organization of many of the most powerful
capitalists in the city, men who owned nearly a third of
the taxable property in New York . . . " (Leach, 1980,
pP. 222). Six years after his death in 1882, Stewart's
businesses were liquidated (Ressiguie, 1964, p. 162).

Stewart's innovativeness and forward thinking, however,



led him to become one of the greatest American retailers

in history.

The post-Civil War period brought with it a major
retail revolution in this country. That period witnessed
a revival of business, an improvement in the standard of
living, and the consumer demand for more goals and an
increased variety of goods. A better retail distribution
system developed during this time in history to meet these
needs; thus, the department store. Economically, the
department store played a major role. It has even been
referred to "as one of the great pillars of the American
economy” (Hess, 1952, p. i64).

Some were opposed to the department store's rapid
growth. "It became a giant of trade, a devouring monster,
from the standpoint of the smaller establishments from
which whose greed and rapcity no trade or profession was
safe; until it finally arrived at its present proportions,
and became a business world of itself" (Adams, 1897, p. 5).
In addition, more available capital, low taxes, and cheap
labor to build and staff stores also aided the rise of
the department store. The small, cluttered general store
of the past was now "eclipsed by a lavishly decorated palace
of consumption, which not only presented goods in a well-
organized and tempting way but also offered a variety of

services and public accommodations" (Benson, 1981, p. 1l).
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According to Bluestone, Hanna, Kuhn and Moore (1981)

in their book, The Retail Revolution, Market Transformation,

Investment and Labor in the Modern Department Store, the

department store tells more about capital investment,
competition, and the U.S. labor process than many other
types of industries. "In fact, the department store can
be considered as one of the most characteristic forms
through which the new forces released by the industrial
revolution sought expression" (Pasdermadjian, 1954, p. 7).
Pasdermadjian (1954, p. 21) accredits the increase of the
rising middle class and that corresponding wealth as one
of the contributory factors to the development of the
department store.

The new economic and social conditions of the city
helped stimulate demand for a new type of store. Leach
(1984, p. 322) believes that department stores resulted
from "the demands of the market, made possible by mass
concentrations of capital and people and by the expansion
of the transportation system. . . ." These stores needed
to "turn capital over quickly, and to house, handle, and
distribute merchandise for much larger and concentrated
markets" (Leach, 1980, p. 221).

Doubman and Whitaker (1927, p. 14) list six primary
reasons for the development of department stores:

1. Growth ¢I urban centers;

2. Change in household economy;
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3. Development of street and suburban railways;

4, Expansion of efficient delivery system;

5. ' The use of the modern newspaper as a selling
device; and

6. The use of the telephone by the stores' customers.

The stores sold an array of goods, with fixed price-
points to meet the needs and wants of the different
socio-economic customers. Edward Filene (1927, p. 7)
describes department stores as appealing "to all classes
of customers," not being "exclusive, nor cheap, nor middle
class:;" selling "high priced, low priced and medium priced
goods." More goods were now being offered to consumers
than ever before. The department store enabled
"democratized luxury," inviting people from all socio-
economic strata to join a "consumption community" (Boorstin,
1974, p. 109).

Miller (1981, p. 7) also believes that the department
store not only reflected the changing consumer behavior,
but was instrumental in the creatioﬁ and development of
the new consumer culture. Department stores understood
how to satisfy the changing needs of society, which included
elegance and comfort (Pardermadjian, 1953, p. 124)

New merchandising principles were introduced in the
department store. Merchants and historians alike state

that the stores came to dominate ret..il trade by introducing

novel merchandising principles, such as fixed-pricing,
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cash transactions, low-markups, and newspaper advertising
(Davis, 1907, p. 314; Hess, 1952, p. 164; McBride, 1978,

p. 664; Phillips, 1905, p. 7). "In their democratic
one-price-for-all policies and in the plenty they provide
for their customers, American's department stores are
unique" (Hess, 1952, p. 164). One significant merchandising
technique was presentation. Huge spacious galleries
displayed the goods inside the stores, while large display
windows attracted the customers from the street.

Extravagant interiors and new style of merchandising and
display created a "dream world" according to Williams (1982,
P. 65) where "imaginative desires and material ones" were
joined together in a new environment. Consumers were
enéouraged to wander around the store partaking of the
sensuous delights without obligation to buy. Shoppers

were freely exposed to merchandise, but did not feel
pressure to buy (McCracken, 1988, p. 26; Williams, 1982,

P. 67).

Shopping in the department store became a social event
for urban middle~ and upper-class women who had new leisure
time to enjoy. Women came to see and be seen. Services
were designed "to lure women into the nest of the big store"
(Ewen & Ewen, 1982, p. 89). "Shopping furnished
excitement: it afforded a special occasion for the lady

of the house to dress up, to sally forth, to exhibit her

own person" (Mumford, 1961, p. 435). The department store
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offered the consumer the greatest possible number of wares
under one roof and diversified the temptations to buy,

at the same time as it concentrated the opportunity
(Mumford, 1961, p. 438).

But inside, temptation was inescapable, for

one may not walk through a department store

with one's eyes fixed on the floor nor turned

toward the ceiling, unless one wishes to be

made a shuttlecock." (Davis, 1907, p. 312)

The department store contributed many technological
and social advances which helped build our society during
the late nineteenth and early’twentieth centuries., Electric
lighting, glass display windows, the elevator, the
escalator, the paper bag, indoor plumbing, and other
inventions were all first commercially used in the
department store. The department store merchant was also
instrumental in social and political reform: helping to
establish fair wages, training schools, vacation and
holiday pay, sick pay, and labor and tax laws. Rural Free
delivery, Parcel Post, in addition to the expansion of
the railroad and urban trolley, were all a result of many
retailers' hard work and backing (Ferry, 1960; Harris,
1979; Hendrickson, 1980; Leach, 1984; Mayfield, 1949;
Mahoney & Sloane, 1966).

Major department stores, such as Macy's and Filene's

created in-house company newspapers during the early

development of their stores. Filene's "Echo" (1902) and

Macy's "Sparks" (1919) were written by and for the
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employees. They seem to have been very effective
communication tools and were considered indispensible to
stores with well-established "social and education
departments" (Kennard, 1918, p. 139). Not only were
business matters reported, such as promotions and upcoming
events, but all socially related occurrences as well.

Service was another principle that the early department
stores emphasized, "Looking after them (the customers)
in such a manner that service is an attraction in itself,
that shopping is made easy and comfortable" (Phillips,
1905, p. 8). The customer was not pressured to buy,
shopping was considered visiting the store and was often
a social event for many women. "The department store was
more than a site for consumption, it was a sight of
consﬁmption « « «" (Ewen & Ewen, 1982, p. 68).

In addition to helping the customer shop, most
department stores housed libraries, lounges, restaurants,
nurseries, reception and writing rooms, special exhibits,
and musical performances (Adams, 1897, pp. 4-27;
Hendrickson, 1980; Leach, 1984, p. 328). The department
store was one of the few public places women could
acceptably go alone (Leach, 1980, p. 234). It was
considered a safe social environment, and became a place

for many women to spend their increased leisure time (Ewen

& Zwen, 1982, p. 69). "They became homes away from home"
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where women could "safely be social together" (Leach, 1980,

Delivery service was a novel and important service
provided by department stores from their beginnings (Doubman
& Whitaker, 1927, p. 211). By the 1890s major stores had
horse drawn wagons to deliver, free of charge, purchases
to the customer's homes. "The largest stores in various
cities have from ninety to one hundred and forty wagons,
and as many as three hundred and fifty horses" (Adams,
1897, p. 4). Anything and everything would be delivered.
In the September, 1907, Scribner's Magazine (p. 321).
Davis tells the extent of this practice in some cases.

She bought the paper of hooks and eyes for

which she had come to the store, paid five cents

for it, and asked to have it delivered at her

home in Orange, New Jersey. The saleswoman

diplomatically asked if the lady couldn't take

the little package with her--they didn't like

to deliver parcels so easily portable. But the

Shopper from the Suburbs really couldn't think

of carrying the package, because her purse was

full and she was going to make some calls.

Besides, she couldn't see that it made any

difference to the store; their delivery wagon

passed her house every day. So the saleswoman

said that the hooks and eyes would be delivered,

and the Shopper from the Suburbs, bound to live

up to the resolution, fled by a side door.

The early U.S. department store was a grand
architectural fixture that was centered downtown in major
metropolitan cities. "Within a single century it has

established landmarks throughout the nation" (Hess, 1952,

P. 3). "The huge three and four story department store
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in the heart of the city became the leading symbol of urban
mass consumer markets in this country" (Bryant & Dethloff,
1983, p. 320). These stores affected the cities in both
"physical and psychological ways" (Leach, 1984, p. 322).
They were much larger than any other existing retail
establishments and held a wide variety of goods under one
roof. Indeed, they were a spectacle to view and shop in.
If the vitality of an institution may be gauged

by its architecture, the department store was one

of the most vital institutions in this commerical

regime. (Mumford, 1961, p. 438)
They were built with elaborate interiors, balconies,
rotundas, columns, and courtyards.

Numerous physical descriptions of the department store
exist, but all are complimentary. The department store
was described as "palatial" (Ewen & Ewen, 1982, p. 194),
"massive" (Ewen & Ewen, 1982, p. 68), and even "a castle
away from home" (Ewen & Ewen, 1982, p. 62). It was
considered the counterpart to the big metropolitan museum
by Mumford (1938 p. 263). 1In the stores "goods were graced
in momumental splendor" (Ewen & Ewen, 1982, p. 68).
Department stores pictured the desirable as did no other
countemporary institution" (Leach, 1984, p. 322). The
stores "served as an immense World's Fair of art and

industry in which all the exhibits were on sale" (Mumford,

1961, p. 438).
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Birmingham (1978, p. 44) writes a visually exciting
account of the exterior and interior of the early department
stores. One is returned through her words to the time
when these retail palaces were a wonder and awe to
consumers.,

Cast-iron and marble facades shone white
and brilliant in the sunlight. They were
trimmed with Moorish filigree and gimcrackery.
The metal work was stamped with palm fronds
and pineapples. Leafy vines were entwined
among the rosettes. There were marble columns
and marble arches and marble floors. Smart
striped awnings were raised and lowered to
protect the glorious window tableaux from
the bleaching rays of the sun that flooded
the wide thoroughfares. There were flags
flying. The Ladies Mile was a grand pastry
shop filled with delicious architectural
Victorian wedding cakes.

Inside the imposing confections were
further marvels. Luxurious steam elevators,
giant carpeted boxes, lifted customers up and
down, disgorging them onto the galleries
that surrounded the colonnaded rotundas.
Rich, heavy chords, mixed with glistening
arpeggios, poured forth from pipe organs
to resound off the Carrara travertine,
Portor, and Italian Rose floors and walls,
and the stained-glass domes. Fountains
rippled and palm fronds rustled. There
were the windy pipelines of the pneumatic
tubes that slurped and sucked and hissed
and threw up the brass bullet carriers
that sent money back and forth from a
central cashier's office. Speedy
transactions occasionally bogged down
when suction, with the force of a tornado,
would inhale a wisp of gift ribbon.

The department store strove for better efficiency
and profits during the Progressive Period, just as all

growing organizations did. The department store is a
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service organization whose goal is to meet the needs and
wants of consumers. Lincoln Filene (1924, p. 22) stated
that the department store "has become itself a social
force. Perhaps the leading social force" of the times.
"The department store has thus appeared as one of the main
instruments through which the forces of a new era have
sought expression"” (Pasdermadjian, 1953, p. 23).

Unique problems, however, surfaced in the department
store. Problems arose due to the climate of the external
and internal environment. 1In 1899, it was said that "a
few years ago no reformer had a good word to say for the
department store. It had represented inequity, as the
source and support of the sweat-shop evil, of low wages,
long hours and hard conditioné generally" (Tyner, 1899,
p.'290). That same year, social reformers such as Mrs.
Florence Kelley, State Factory Inspector of Illinois, felt
that "the department store is an immense step forward;
they are far more humane, with all their brutalities, than
the small employers.”

The story of a department store is the story of people
who work in it, as Mayfield (1949, p. 249) states. The
majority of the employees hired by the stores were
working-class women. Another role, held by a minority

of women, was management.
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Department Store Research

Much has been written on the U.S. department store.
The majority of the historical research focuses on the
establishment of the store as a socio-economic and consumer
unit, and the founding fathers and families of the major
department stores. Becker and Larson (1987, pp. 64-71)
compiled a comprehensive bibliography of books 6n American

. retail merchants that was published in the Journal of

Marketing Education. A number of these books are collective

essays on the major department stores and their founderé
(Ferry, 1960; Harris, 1979; Hendrickson, 1980; Mahoney
& Sloane, 1966; Mayfield, 1949; McNair & May, 1963). Other
writings include biographies.and autobiographies of the
merchants (Conwell, 1924; Gibbons, 1926; Marcus, 1974;
Penney, 1974; Werner, 1939). In addition, some examine
the individual stores (Baker, 1953; Beasley, 1948; Ditchett,
‘1922: Emmett & Jeuck, 1950; Holmes, 1972; Hower, 1946;
Tolbert, 1953; Webber, 1954).
| Women in the Department Store

Women have always played an active, important retailing
role. Retailing is a business whose customers have been
primarily women and whose largest group of executives
(buyers) today are women.

The department store was pre-eminently the world

of women, where women were encouraged to find

their life's meaning in conspicuous consumption

and where they increasingly found a role selling.
(McBride, 1978, p. 664)
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It is unfortunate that women who have paved the way for
today's women retailer have, by the most part, been
unrecorded and unremembered.

In the early years of U.S. retail, women family members
were not encouraged to take an active part in stores.

"Sons, grandsons, and male in-laws were welcomed into the
stores; female heirs inherited real estate or assets other
than stock in the store; that was reserved to male heirs"
(Harris, 1979, p. 129). However, with the creation of

the department store came a tremendous new work opportunity
for women who were not necessarily related to the male
owners. They did not have to compete with men for positions
either, as they were sought as a labor source by the
merchants. Historically, department stores have been major
employers of women. Since 1900, the job of saleswoman

has ranked among the top ten women's occupations (Baxandale,
Gordon, & Reverby, 1976).

In the early department store years, however, many
women who wanted to join the stores were met with opposition
from society. The respectability of the job was questioned,
along with women's proper role in society. Was department
store employment considered "women's work"? Some say that
department store work was an "extension of their domestic
role" (McBride, 1978, p. 667).

As a result of the large rumber of women employed

in department store sales, it became known as women's work.
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Period women's magazines and employment manuals promoted
department stores as women's domain (Aiken, 1918; Candee,
1900; Filene, 1920; Kennard, 1918: Leach, 1984, p. 339).
Generally, department store work was considered "dignified"
if one conducted themselves properly (Eisenstein, 1983,

p. 85). "Department stores employed more native-born women
than any other major woman-employment industry" (Butler,
1909a, p. 139). The department store woman of 1900 was
cautioned to be discreet in her dealings with the public

ih order to prevent presenting a poor public image. Because
service work was considered "unpleasant" and the department
store woman was in a service role, care should be taken

to avoid unpleasantry (Eisenstein, 1983, p. 120).

Since there were questions regarding the respectability
of department store employment for women, many early
department stores practiced patérnalism in order to give
society a more respectable image of department store
employment. It is questionable whether this was the only
motive, or if employers were also seeking to control their
employees' lives. Many retailers, however, took it as
their paternal role to provide and supervise their women's
housing, meals, free time, and morals, while promoting
a family-type environment. Rules, including proper dress,
were strictly enforced by store management. More often
than not, the total life of an early department st re

woman revolved around the store, and the store was often
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a substitute family for many whose blood family lived out
of town and was unavailable to them.

Although the majority of women employed by the early
department stores served as clerks, many others did not.
Women also worked in buying, advertising, personnel,
finance, accounting, and training. Much literature exists
on the saleswomen in U.S. department stores with early
monographs focusing on the plight of saleswomen (Butler,
1909; Donovan, 1929; MacClean, 1974; Smuts, 1959).

Other works regard the department store clerk as a major
position held by working women from 1900 to the present

and describe her role (Baker, 1964; Baxandale, Gordon &
Reverby, 1976; Hook, 1947:; McBride, 1978; Wertheimer, 1977).

One dissertation was located which focused on early
department store women entitled, "Faces Across the Counter:
A Social History of Female Department Store Employees,
1870-1920," by Sarah Smith Malino (1982). It explores
the origins and character of all women's department store
employment, but predominantly centers on the sales clerk.
Malino also focuses on the positive and negative aspects
of department store employment for women.

Susan Porter Benson's extensive work on the department
store from 1890 to 1960 primarily concentrates on the
department store work culture of the saleswomen (Benson,
1978, 1981, 1986). She considers culture from the

anthropological perspective as a "set of frameworks,
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attitudes, and accepted standards of behavior" which enables
one to deal with the circumstances within a society (Benson,
1986, p. 3). Benson contends that men primarily supervised
the majority of the female employees (saleswomen) at the
department store (1986, p. 284).

The path to promotion in department stores was often
long and hard. Many women began as cash girls, then moved
to stock girls or wrappers, next to sales, head of stock,
and finally to assistant buyers and buyers (Baker, 1964,
pP. 248). Few made it to the top, as store superintendents,
managers, partners, or owners, but those who did are
noteworthy and many have been identified in this research.
Training

Training of women for department store work was
obtained in two ways: inside the store and outside the
store. It was both formal and informal in nature. Through
the rise and development of the department store, training
involved into a highly specialized field.

Early department store training-concentrated on the
salespeople, and focused on eliminating errors and behavior
toward the customers (Benson, 1986, p. 150; LaDame, 1930,
p. 391). Informal training was evident at the department
stores from their inception. Employees were told and shown
how to do their jobs, and often bulletins were circulated

on rules and requlations (LaDame, 1930, p. 395).
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Initially, department store executives and managers
were responsible for training their employees as necessary.
Some formal classes, lectures, and conferences were being
held at department stores, such as Filene's, before the
turn of the century, but these were not being regularly
conducted (LaDame, 1930, p. 390).

With the growth in the size of department stores,
and the necessary increase in the numbers of employees,
came a need for more specialized and structured training.
By the turn of the century, major department stores began
supporting formal training programs. At first they went
outside the store, then they organized internal programs.

Formal department store retail training for women
was first introduced by the Women's Educational and
Industrial Union of Boston in 1905 (Norton, 1917, p. 65).
Mrs. Lucinda Wyman Prince directed a class for saleswomen
with the cooperation of Boston's major department stores.
In order to attract the "right type of girl," Mrs. Prince
wanted to provide actual store experience and guarantee
positions to its graduates (Norton, 1917, p. 9). William
Filene's Sons Company was the first store to offer to take
students one day a week--Mondays--for a small wage, and
also consider graduates for store positions. Other Boston
stores, such as Jordan Marsh Company and R. H. White, joined
the program shrcstly thereafter, with superintendents of

the stores invited to become members of an advisory
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committee. By 1906, "it was soon clear that more practical
work in the stores was needed for the best results," so
school was conducted daily from 8:30 a.m. to 11:00 a.m. to
5:30 p.m., and work in the stores was undertaken the
remainder of the time. The students received $3 a week
for their "half-time work" (Norton, 1917, p. 10). In 1907,
school room hours were rearranged and conducted only five
mornings a week, from 8:30 a.m. to 11:30 am., and students
began working all day Monday and Saturday, and afternoons
the remaining weekdays. Full wages were granted the
students for their work by the fall of 1907. Students
were "selected from the selling force of the cooperating
school" and received "full payment of wages," while they
attended the twelve-week course (Norton, 1917, p. 11l).
From this time until 1911, no significant program changes
occurred in the School of Salesmanship of the Women's
Educational and Industrial Union (Norton, 1917, p. 10).
The School of Salesmanship also established a
teacher's training class, introduced salesmanship into
the Boston public schools, and officially united with the
National Retail Dry Goods Association (predecessor to the
National Retail Merchants Association in the ensuing years)
(Norton, 1917, p. 65). Prince's 3chool of Salesmanship
attracted students from all over the country, but
particularly the east coast. Majc. merchants in New York

and Boston affiliated with the school. In 1911, however,
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Mrs. Prince took her school to Simmons College and
affiliated with them. This is further discussed along
with other schools that provided retail training for women
in Chapter II, Retail Training, pages 81-84. It was
reported that in 1917, the majority of the total 80
graduates from the teacher's course, were employed as
educational directors in "large stores" (Norton, 1917,

p. 66). A'total of eight women held positions in New York
stores, while 21 held positions in Massachusetts stores.
These stores include Macy's and Filene's (Norton, 1917,

p. 78).

Formal training programs were established in major
department stores shortly after the turn of the century.
Filene's had established a training department in 1906,
and Macy's shortly thereafter in 1915 (Hower, 1943, p. 379;:
LaDame, 1930, p. 354). According to Benson (1986, p. 14),
training by the mid-1900s consisted of three broad focuses:
general education, merchandise training and salesmanship
training needs. Formal training was delegated as the
responsibility of the welfare manager, social secretary
or education director. A combination of classroom and
on-the-job training was the method used. Formal training
programs provided an opportunity for women to move up in
the organization and an effective tool for promotion from
within. Lincoln Filene (1924, p. 11) stated that the

department store as a "business is a living thing, and
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to last it must be able to renew itself from within."
"It must generate its own leadership, preferably from its
own ordinary rank."

Women who entered the department store .in management
positions were expected to have had formal training in
a related area. Often, the welfare manager, educational
director, and personnel manager had teaching degrees and
experience. A college education was regarded by many
retailers to be important (Sutton, 1920, p. 88; Tolman,
1921, pp. 19, 24). Many women, however, worked their way
up to responsible positions with just a high school degree.
Some also completed specialized training from schools such
as The Prince School of Salesmanship (Tolman, 1921,
p. 19). Store experience was considered necessary training
for the woman who wanted to get ahead in the department
store. "Experience in a New York or Boston store was
considered most valuable" (Tolman, 1921, p. 19). Women
who were responsible for training in the department store
often gave lectures, wrote articles and books, and taught
classes in their area of expertise away from the store,
and thus became authorities on their subject (Cannon, 1920:
Hirschler, 1913, p. 32).

Retail and department store training books began to
be published in the first decades of the twentieth century.

By the 1920s, an abundance of manuals were printed (Aiken,

1918; Badger, 1920; Benedict-Roche, 1914; Brisco, 1920:
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Field, 1917; Fisk, 1914; Hall, 1915; Hutchinson, 1918:
Kennard, 1918; Lehmann, 1917, 1918; Norton, 1919; Souder,
1917; Thompson, 1918; Whitehead, 1917). Beulah Kennard
(1917-1918) edited a series of ten merchandise manuals
that focused on different departments in the department
store.

Toward the 1920s, specialized courses and training
were conducted on all areas of department store work and
full-scale internal training programs had been initiated
by all major department stores.

By 1920, one New York department store, Macy's, was
conducting a specialized training program for college men
and women who were employed as members of a "special squad”
for twenty-five dollars a week (Tolman, 1921, p. 27).

This program seems to have been the precedessor to the
modern day executive training program. The trainees worked
from three to six months in various departments throughout
the store, while also writing reports and attending training
classes. Upon completion of their program, they were
assigned permanent positions in a department.

Roles and Jobs

Women held an array of positions in the department
store from its beginning. The primary positions they held

have been separated by their major organizational division

in this section, with a description of the major jobs held.
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The four major organizational divisions are: merchandising,
store services, advertising, and accounting.

Merchandising

The merchandising division "has the responsibility
for buying and selling the merchandise carried" (Tolman,
1921, p. 90). The merchandise manager, assistant
merchandise manager, assistant buyer, and salesclerk are
organized under this division (in F.C.A. "Echo," March
1906, p. 7; Tolman, 1921, p. 8). 1In addition, this author
has placed head of stock, wrappers, and stock girls under
this segment because they have not been specifically
identified with a division in the literature.

The merchandise manager supervises both the buying
and the selling, and sees that the "goods are bought to.
the best advantage and sold as quickly as possible" (Davis,
1907, p. 318). 1It is an administrative position that
involves budgeting the department or departments, guiding
the buyer(s), and planning the movement of goods (Tolman,
1921, p. 16). The merchandise manager performs varied
work and must possess wide knowledge. Tolman (1921, p. 16)
considers the merchandise manager "in charge of the most
responible office." Some early merchandise managers were
also responsible for the store's advertising (Davis, 1907,
p. 319). 1In 1907, Davis (p. 319) reported the salary range

for merchandise mar .gers between $15,000 and $50,000 a

year.
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The assistant merchandise manager was sometimes also
known as the "group" merchandise manager (Tolman, 1921,
p. 16). The major rolg of this individual is to assist
the merchandise manager in all duties or specially delegated
lines. The buyers assist the assistant merchandise manager
and "direct_their departments under her" (Tolman, 1921,
P. 17). The reported salary range for assistant merchandise
managers in 1921 were from $3,000 to $15,000 a year (Tolman,
1921, p. 20).

The position of buyer in the department store was
considered the most attractive and desirable job for a
lady. Women in department stores often felt that being
~a buyer was one of the most "satisfactory types of work"
that was offered (Tolman, 1921, p. 22). A female buyer
could use her "traditional skills and a lady's particular
knowledge of what other ladies need" (Eisenstein, 1983,
p. 85). From the beginning, there were a large number
of women employed as buyers for department stores. Filene's
and Macy's, along with other large department stores, in
1913 reported women as buyers (Malino, 1982, p. 122).
- In 1921, 87 large retailers reported that out of a total
of 985 buyers, 459 or 46.5% were women (Tolman, 1921, Pe.
220). A buyer was responsible for the . selection and buying
of merchandise and selling the goods at retail to achieve

- a profit for a department. They act (Davis, 1907, p. 318;

Sutton, 1920, p. 87; Tolman, 1921, p&-33) as the "head
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of the department," with the entire responsibility of the
merchandise (Adams, 1897, p. 12). Additionally, they may
be responsible for the merchandising and display of their
department, managing and setting the salaries of their
department's sales force, and advertising, as well as
assisting in "general executive work" (Davis, 1907, p. 320;
Tolman, 1921, p. 23). As early as the 1890s, buyers often
took two annual trips to Europe and sometimes to other
countries as well (Adams, 1897, p. 14).

A good buyer was well respected as a "genius of money
making" (Adams, 1897, p. 9). They were expected to increase
sales every year and keep a clean inventory, stocked with
desirable merchandise. Buyers needed a "broad"
understanding of goods and people, a bargaining ability,
self-confidence, and an ability to handle, analyze, and
manipulate figures (Sutton, 1920, p. 88). In general,
an independent thinker with executive ability and good
business sense made a successful buyer (Eisenstein, 1983,
P. 105). Adams (1897, p. 14) refers to the early buyer
as a "prophetic soul."

Buyers, in 1897, who worked for the stores earned
an annual salary of between $5,000 and $10,000, with some
additionally earning a percentage based on the increase
of sales over last year. Some of the largest stores were
paying up to $30,000 a year (Adams, 1897, p. 19). 1In the

"lower class stores," however, buyers could be paid as
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little as $1,300 a year, with no percentage (Adams, 1897,
p. 19).

By 1907, the majority of buyers were earning between
$5,000 and $10,000 a year, but salaries dropped as low
as $2,500 or went up to $35,000 (Davis, 1907, p. 320).

The average buyers' yearly salaries in 1913 were between
$600 and $2,300 (Malino, 1982, p. 122). 1In 1920, the
reported annual salaries of buyers ranged from around $1,600
to $8,000 (sutton, 1920, p. 88). These figures indicate
that some early buyers made more money than buyers toward
the end of the period studied, and even today.

The most successful buyers of 1920, had started in
entry level store positions, such as a stock girl or
inspector, and worked their way up (Tolman, 1921, p. 25).
Ambition, experience, and holding the personal
qualifications necessary to advance, were considered major
factors related to success as a buyer (Tolman, 1921, p. 25).

An assistant buyer worked directly with the buyer
to whom they were assigned. They assist their buyer ih
all ways toward the goals of the department and after have
"extensive duties and powers" (Tolman, 1921, p. 30). Salary
ranges in the 1920s (Tolman, 1921, p. 30) were from
approximately $1,500 to $5,000 a year.

The head of stock position was hierarchially under

the assista .t buyer (Davis, 1907, p. 321; Hower, 1943,

p. 199). Status-wise, these employees were on par with.
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the small shop keepers, as they supervised all of the
department's goods (Eisenstein, 1983, p. 120). The head

of stock in 1897, "arranges the goods" in their places

on the shelves, and transfers their order from the
floorwalker when he needs them to keep his department fully
stocked (Adams, 1897,p. 16). Around the turn of the
century, they were making from twenty-five to sixty dollars
a week (Davis, 1907, p. 321). Head of stock was responsible
for unpacking merchanidse, comparing invoices, making and
placing the merchandise in storage until the departments
needed it (Badger, 1921, p. 25).

The next level of embloyees in the merchandising
division were the salesclerks (Eisenstein, 1983, p. 120;
Hower, 1943, pp. 194-199; Rothman, 1978, p. 53; Tolman,
1921, p. 8). An abundance of literature has been written
on the female salesclerk in the department store, as the
department store is accredited with hiring women as a major
proportion of their sales help. Major sources on the sales
girl and saleswomen are mentioned earlier in this section
on pages 105 to 108.

By 1897, "the duties of the clerks" were "so well-
known" that Adams (1897, p. 15) did not feel it was

necessary to explain them in his Scribner's magazine

article. The major role of the salesclerk was, however,
to wait on customers and atten¢ to stock (Benson, 1978,

p. 45; Campbell, 1893, p. 256). Salesclerks in the early
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history of the department stores came primarily from the
working class and were of English or Irish descent (Rothman,
1978, p. 55). Some retail clerks also came from middle-
class families (Cross & Shergold, 1987, p. 41). By 1900,
German and Eastern European females were also being hired
for sales positions (Rothman, 1978, p. 55).

Many "salesgirls" joined the department store with
aspirations to move up in the organization (Eisenstein,
1983, pp. 104-105). "Department-store selling also offered
women workers the opportunity to behave like and associate
with members of the middle- and upper-classes, albeit in
a subordinate position . . . " (Benson, 1983, p. 191).

Some women hoped to meet and marry fellow employees or
customers (Davis, 1907, p. 322). 1In general, department
store selling offered women an employment opportunity other
than the factory, teaching, nursing or as a domestic
servant. The department store also offered women the
opportunity to work, meet and interact with people from
socio-cultural levels of society that they may otherwise
not have had the opportunity to.

Ferry (1960, p. 240) states that salesclerks were
often chosen for their good looks "in order to appeal to
those customers who might like to indulge in a little

flirtation while making their purchases." Most of the

customers that the early salesclerks waited on, howe:er,
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were women (Ewen & Ewen, 1982, p. 69; Leach, 1980, PPe.
234-235).

Benson (1983, p. 192) contends that:

the qualities which managers most desired in

saleswomen were exactly those which were the

props of nineteenth-century women's culture:

adeptness at manipulating people, sympathetic

ways of responding to the needs of others,

and a familiarity with domestic things--

qualities which would enable the saleswoman

to convince the woman across the counter to

part with her money.

Because of the large number and variety of women
employed by the department store, measures were taken to
standardize their behavior. Rules and regulations were
estabished, along with training to strengthen selling skills
and manners in many of the department stores (Adams, 1897,
p. 15; Benson, 1983, p. 200). McBride (1978, p. 665)
considered the salesperson a part of the stores'
presentation," helping to create an atmosphere of service
and contributing to the seductiveness of the merchandise."

Department store women's sales hours were long, and
beginning pay was low. Until labor laws were passed
restricting hours for women, many worked from twelve to
fourteen hours a day, six days a week (Ferry, 1960, p. 24).
"In the 1870s, salesclerks started with a salary of three
to four dollars a week . . ." (Birmingham, 1978, p. 37).

By 1897, salespeople were earning between three and fifteen

dollars a week (Adams, 1897, p. 15; Benson, 1978, p. 45).

At the turn of the century, their pay increased from eight
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to ten dollars a week (Birmingham, 1978, p. 34). 1In 1907,
Davis (1907, p. 322) reported that saleswomen earned between
six and eighteen dollars a week.

Rothman (1978, p. 53) writes that girls could work
their way up into sales after about two years of service
with their store, and upon reaching the age of approximately
sixteen. Most likely the majority of department store
female clerks were young, as they were most frequently
referred to as sales girls. By 1920, the term "saleslady"
was begun to be used more frequently, so perhaps their
age was increasing (Baker, 1964, p. 249).

The stock girl was the entry level employee in the
merchandising division (Baker, 1964, p. 248; Campbell,
1893, p. 256; Davis, 1907, p. 321; Hower, 1943, p. 144).
Unfortunately, no formal job descriptions have been found
on this employee, but it is probable that they helped carry
merchandise to the departments, arranged the goods, and
ticketed them. It is also quite probable that they worked
under the head of stock. Rothman (1978, p. 53) states
that they were paid from two to three dollars a week for
their work.

Many personal qualities were considered by women in
the field and trainers alike, to contribute to the success
of women in merchandising. "Clear headedness,"
"persistence," "tact," "good judgment," "poise," "an

ability to get along with people," the "ability to think
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impersonally," and an "appreciation of the artistic and
beautiful" were some of the qualities that were regarded
highly (Tolman, 1921, pp. 19-20). 1In addition, a capacity
for hard work, an ability to manage people, "aggressiveness,
initiative and enthusiasm" were other qualities considered
important (Tolman, 1921, p. 28). Another most desirable
qualification was having a "style sense," and the capability
of judging the salability of merchandise (Tolman, 1921,
P. 28). Working as a team and recognizing authority, were
also considered important qualities (Sutton, 1920, p. 88).
Advantages to merchandising included: opportunities
for interesting work, unlimited financial renumeration,
advancement opportunities, contact with interesting people,
holding responsibility and being in a position of importance
and influence, travel, and the opportunity to set standards
(Tolman, 1921, p. 29). The only disadvantages to a career
in merchandising were the long hours, and that most of
the work was conducted indoors (Tolman, 1921, p. 29).

Store Services

The store service division is responsible "for the
care of the building and equipment, the administration
of personnel, and service to customers" (Tolman, 1921,
P. 91). Within this division, is the store superintendent
and assistants, the housekeeping department, the building

and operations der.rtment, the personnel department, and

other customer and employee service departments (Tolman,
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1921, p. 8). As early as 1897, a store owner was refererd
to as the manager (Adams, 1897, p. 12). The following
excerpt describes the role of the owner-manager in the
late nineteenth century.

Undoubtedly, the chief outward exponent
of the policy of the store is the manager.
His interests are bounded by the four walls,
the roof, and the earth underneath. Every
detail is, or should be, under his grasp,
and in matters of discipline his authority is
seldom over-ruled or his judgment questioned.
He is practically the court of final appeal in
all matters pertaining to the management and
conduct of the store. Often upon the disposition
of the manager depends a store's reputation among
the store people. A man who has a reputation for
harshness, quick temper, and unfairness will have
difficulty in getting first-class men and women
behind his counters. (Adams, 1897, p. 12)

The second in command at the early deparment store
was the "superintendent." Today, this individual is called
the store manager. Tolman (1921, p. 15) explains that
the superintendent commands the store's service. This
position is varied and complex.

Supplementary to the duties of the manager

are those of the superintendent, who

generally has assistants under him.

Unlike the manager he is seldom a member

of the firm. (Adams, 1897, p. 12)

An annual salary of $5,000 in 1897 for a department
store superintendent was considered "good" (Adams, 1897,
p. 12). "This [amount] was paid for years to a woman who

held that office in one of the largest of New York

departments stores" (Adams, 1897, p. 12°.
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The store superintendent often supervised assistants,
who aided them in their many duties. . Assistant department
store managers could be paid as little as $700 year, which
one 22-year-old New York woman received in 1897 (Adams,
1897, p. 12).

Floorwalkers are not placed on the typical
department store organizational chart; however, a "floor
superintendent" is placed on Filene's 1906 organizational
chart (see page 222). Floorwalkers were referred to often
in the literature and were also called "ushers," "aisle
managers," "floor managers," or "section managers" (Adams,
1897, p. 14; Dpavis, 1907, p. 322; Hendrickson, 1980,

P. 52). These individuals were responsible for supervising
the salespeople's deportment, dress standards, all
activities and adherence to the store's rules. The
floorwalker acted as a "buffer" between the salespeople
and the customers (Adams, 1897, p. 14). The early
floorwalker walked around the store supervising the
activity and also directed customers to the departménts
and merchandise that they were interested in. "They were
to represent the proprietor on the selling floor, greet
customers, assure that they were well served, and enforce
rules evenhandedly in the face of departmental claims
(Benson, 1986, p. 17). Adams (1897, p. 14) wrote that
the public viewed the early floorwalker as "nothing more

than a politely convenient living directory."™ The
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floorwalker made between fifteen and forty dollars a

week in 1897 (Adams, 1897, p. 1l4). After the turn of the
century, the floorwalker became involved with supervising
salespeople, and servicing the customers (Benson, 1986,
p. 60).

Personnel

"The close relation of all the functions under the
general heading of Personnel has caused different stores
to assign different duties to their workers in the several
departments of this broad division of department store
work" (Tolman, 1921, p. 53). In a survey of 49 educational
directors and assistants, conducted in 1921, six were doing
employment work along with their education work. Employment
managers were ofteﬁ also involved with educational work
(Tolman, 1921, p. 68). By 1921, the personnel department
was more clearly broken down into several major areas:
employment, education, and employee services (Bitner, 1927,
p. 6; Tolman, 1921, p. 8).

Around 1890, department stores began assuming an
active role in employee welfare activities (Benson, 1978,
P. 44). A welfare department and director, or manager,
were established in major stores to direct and coordinate
the activities of employees and establish services to help
improve the conditions of employees. Filene's had employed
the first professional "welfare secretary" by 1897, "to

help manage its work force and coordinate the activities
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of the many employeé clubs and services the company had
already established" (Carter & Carter, 1985, p. 588).
In some stores, the "social secretary assumed thg
responsibilities of the welfare manager" (Davis, 1907,
p. 333).

Carter and Carter (1985, p. 588) state that employee-
welfare policies created a "paternalistic ambience" in
the stores. Often, the welfare manager was called "mother"
by fellow employees. She was involved in many activities
and oversaw the store's employee services.

Certainly it is more descriptive of her

infinite activities. None in the great beehive

is busier than she, none more beloved. She is

everywhere preaching the gospel of clean living

and cheerfulness. She mothers the whole

establishment. (Davis, 1907, p. 333)

The services that this department provided often included:
a hospital or clinic, with doctors, dentists, and nurses:
a mutual benefit plan for insurance; rest and recreation
rooms; a library; a gymnasium; restaurant; and a house
organ (Tolman, 1921, p. 72).

"Welfare work" was the term used for the services
department in the early years of the department store,
however, it held an “implication of patronage" which went
out of favor in the nineteen twenties (Tolman, 1921, p.
72). "By the twenties, the welfare departments were being

transformed into personnel departments which took over

the old programs and combined them with the newest
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techniques of employee recruiting, testing, and training"
(Benson, 198, p. 44; Bitner, 1927, p. 6).

The personnel director supervises the department
responsible for employment, education and employee
services. Many merchants felt, in the early part of the
century, that "women are especially fitted to fill™"
personnel positions (Tolman, 1921, p. 53). Perhaps their
educational training, accepted work as teachers, and socio-
cultural role contributed to the acceptance of women for
high level positions in personnel.

The educational director, a new position in 1920,
was a member of the personnel department, and supervised

all training and education in the department store (Cannon,

1920, p. 367; Tolman, 1921, p. 67). "She represents neither

the merchandising nor the service nor the accounting of
the store, but is concerned with the human element in all
three departments" (Kennard, 1918, p. 189).

The most delicate but most far-reaching
function of the educational director is the
task of interpreting the point of view of the
management to the employees, and in turn
making their position clear to the employer.
This is not supposed to be included in her
work, but it naturally develops out of it,
and among other questions there are many
involving the ethics of business which
cannot be escaped. (Kennard, 1918, p. 183)

The educational director was commonly referred to as a

woman in the literature. She was "sometimes a young woman,

fresh from college" or a previous teacher (Badger, 1921;
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Kennard, 1918, p. 4). "She should be recognized as the
most valuable assistant to the general manager" (Kennard,
1918, p. 189). "This position is usually given to a woman,
_ although sometimes a man is placed at the head of the
department with one or more women assistants" (Kennard,
1918, p. 4). Kennard (1918, p. 156) states that there

are a number of reasons for giving the work of educational
director to women, however, she feels that the primary

one is that most salespeople are women and young girls.

"A well-organized educational department is gaining
recognition as an indispensible means of ensuring the
efficiency of the employees of large stores" (Kennard,
1918, p. 99). The education department must supply motives
to increase the efficiency of the store's employees, and
these should include the provision of earned increases
and promotion (Kennard, 1918, p. 99). Often the educational
director originates new methods in the personnel and
merchandising departments, and "she is sometimes the
director of service for employers" (Tolman, 1921, p. 67).
Kennard (1918, pp. 11-12) likened the educational director
to the "dean of women in a college," who "must provide
the environment in which girls can do their best work and
the plan with which they are to cooperate." The difference
between a teacher and an educational director is
"profitability" according to Kennard (1918, .. 11). Kennard

(1918, p. 1) also distinguishes the role of the educational
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director from the "welfare secretary" or "store mother,"

as one who "cannot spend her time on details," but must
look at the large picture. Beginning educational directors
in 1920 made between $1,200 and $2,000 a year, and more
experienced directors made from $4,000 to $5,000 a year
(Cannon, 1920, p. 369).

Because of the varied and multiple work load assigned
to the educational director, personnel director or welfare
manager, assistants were often necessary. Long hours,
and short vacations were disadvantages to this type of
department store work, according to Cannon (1920, p. 369).

Two important and highly visible areas of work in
early department store employee services were the clubs
and store organs. The responsibilities for these two
service, however, varied from store to store. They were
usually directed by a department head in the personnel
area, such as the educational director, training director,
or welfare manager.

The clubs gave employees an opportunity for comradery
and leisure activities. The department store offered "so
much social life with its beneficial aids, socials, choral
clubs, and store functions" by the early part of the
twentieth century, that the clubs for girls and women
offered outside of the store, such as the Y.W.C.A., had

a hard time competing (Hogue, 1913, p. 122).
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The store paper or "organ" was a communicative tool,
often directed by the employees themselves, that relayed
important store, environmental and personal news. Kennard
(1918, p. 139) advocated the usage of a "store organ" as
indispensible to large stores. "The difficulty in
assembling large numbers of employees at any one time during
business hours, and the varied interests of the different
departments, make such a medium for the interchange of
news and opinions necessary."

Business and/or professional experience, as well as
an academic background in the particular department
directing, were considered essential fo advanced positions
in the service division (Cannon, 1920, p. 369; Tolman,
1921, p. 112). College offered a "broad foundation" and
was recommended for women who aspired to managment positions
in this division of department store work. For success
in the personnel and educational areas, a "well-balanced"
individual, who is "just in character," "free from
jealousy," and holds "highlstandards" is recommended
(Tolman, 1921, p. 12). According to Bernice Cannon (1920,
p. 369), patience, a willingness "to work steadily and
thoroughly"” and having "a teaching instinct" are qualities
necessary for an educational director to be successful.

In addition, background and training which has provided
a "social vision" are considered assets leading to success

(Tolman, 1921, p. 189).
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Accounting

The accounting division directs the "collections,
credits, accounts and audits," handling all of the store's
finances (Tolman, 1921, p. 92). In 1921, "very few stores"
had "advanced women to executive positions" in accounting
(Tolman, 1921, p. 82). This division holds a controller,
credit manager, head auditor, head bookkeeper, cashiers,
clericals, assistants and cash girls and boys. |

The controller is the head of the accounting division,
responsible for the administration of the finances of the
store (Tolman, 1921, p. 82). The credit manager works
under the controller and is responsible for credit
transactions. The auditing department, headed by the head
auditor or audit manager, balances charge, cash and mail
order stubs and tickets, attends to all related ledgers,
and other accounting duties. This department may also
control the employee payroll (Tolman, 1921, pp. 83-84.

The bookkeeping department, headed by the head bookkeeper,
is responsible for recording all of the store's financial
transactions.

The cashiers' department is "the pool into which all
rivulets of coin in the place empty" (Adams, 1897, p. 16).
In the early stores, this department was often housed in
the basement (Adams, 1897, p. 16). The head cashier of
Macy's, - woman in 1907 who had advanced from a cash girl,

received a salary of $6,000 a year (Davis, 1907, p. 322).
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In 1921, the majority of department store cashiers were
women (Badger, 1921, p. 61). Traits that led to success
as a cashier were described as a capacity for details and
accuracy, a quick mind, and a quiet disposition (Badger,
1921, p. 61).

The cash girl aided the salesclerk by carrying the
customer's money to the cashier and returning with the
change (Baker, 1964, p. 148; Hendrickson, 1980, p. 54).
These children were usually between ten and fourteen years
of age, and almost always came from "poor homes"
(Hendrickson, 1980, p. 54; Rothman, 1978 p. 53). They
were often on their feet all day, and kept "exhaustive
hours," yet they were the lowest paid department store
employees, making about a dollar and a half a week
(Birmingham, 1978, p. 37; Campbell, 1893, p. 256;
Hendrickson, 1980, p. 54).

In addition to carrying cash, they often did odd jobs
(Hendrickson, 1980, p. 54). Many aspired to become
salesclerks, and often the salesclerk began as a cash girl
(Campbell, 1893, p. 256). She "had to be well built,
usually tall for her age, and quick to learn" for rapid
advancement (Baker, 1964, p. 248). The cash girl became
extinct in the stores with the use of the pneumatic tube,

which John Wanamaker is attributed with introducing in

the department store in 1880 (Hendrickson, 1980, p. 56).




In 1921, a clerical in accounting made from thirty
to forty dollars a week. A bookkeeper's assistant, at
the same time, made about twenty to twenty-five dollars
a week. A female head bookkeeper was paid $4,000 a year
during the same year (Tolman, 1921, pp. 83-84).

To reach management positions in the accounting
division, "executive ability and a knack of managing people
ére essential," "as well as ease in handling figures and
enjoyment of detailed work" (Tolman, 1921, p. 83).

Advertising

The advertising division "carries the largest
responsibility of attracting custom(ers) to the store:
its work is suggested by and carried on in support of the
merchandise section" (Tolman, 1921, p. 90). Advertising
in 1907 was "the largest single item of expense of a
department store, apart from the money spent for goods"
(Davis, 1907, p. 319).

The advertising manager or director is responsible
for: buying advertising space, planning, assigning and
supervising all copy, display, and all other executive
work related to advertising and promotion (Tolman, 1921,
p. 39). The manager may have assistants, copy writers,
clerks, artists, and display personnel to supervise (Tolman,
1921, pp. 42-49). The advertising manager's "chief

business" in 1907, according to Davis (1907, p. 319), was

"to make sure that every five cents spent on advertising
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shall bring in a dollar's worth of business." The early
merchandise manager was also responsible for advertising |
(Davis, 1907, p. 319).

Success in advertising is dependent on initiative,
imagination and hard work (Tolman, 1921, p. 49). 1In 1921,
an advertising manager for the large stores annually made
between $6,000 and $15,000; an assistant made approximately
$1,300 to $2,600; copywriters made between $1,300 to $3,900:
and artists from about $1(000 to $2,600. Clerical help
in advertising were the lowest paid, earning between $800
to $1,300 per year (Tolman, 1921, pp. 42-49).

Department Store Managerial Women

With the rise and development of the department store
came opportunities in management that were never before
available for women. Lincoln Filene (1924, p. 11)
considered the department store a source of energy that
must be able to renew itself internally. He also felt
strongly that the business "must generate its own
leadership, preferably from its own ordinary rank," as
with promotion from within. Benson (1986, p. 3) states
that a new "managerial culture" arose as a result of the
department store environment. With the high number of
women hired came a need (perhaps in the minds of the male
owners) for female supervisors and managers to train and

develop the working class women.
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Research on Women in Management

Today, women in management are getting more attention
as their ranks increase. There is still, however, a limited
amount of research undertaken on female department store
management. Women's managerial status in the department
store has been researched in three studies from 1949 to
1984. Gerstenberg and Ellsworth (1949), Gillespie (1977-
1978), and Gable, Gillespie and Topal (1984) all surveyed
the managerial positions that women held in department.
stores in relationship to men. Identification of the job
titles and number of individuals holding the positions
was determined. During the 36 year time period they
studied, there was an increase in the number of women
holding total managerial positions; however, there were
still totally more men than women holding the highest
positions.

Other studies, previously discussed in the "Women
in Management" segment, have also included women in
department store management (see pages 56-61). Many of
these studies did not designate the type of business for
individual women, so that those in department store
management cannot be identified as a separate group.

Research has identified a small amount of work on
the managerial women in American department stores during

the period from 1870 to 1920. Only two biographies, and

no autobiographies, on women department store leaders has
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been found. Curtis Johnson (1965) wrote America's First

Lady Boss on Margaret Getchell LaForge of Macy's; and Corwin
(1977) wrote about the Boston Store's owner, "Molly Netcher
Newburg: The Merchant Princess."

Benson's (1986) book, Counter Cultures: Saleswomen,

Managers, and Customers in American Department Stores,

reveals three managerial women: Belle Cushman, Margaret
Getchell, and Diane Hirschler. 1In his historic retail

epic Merchant Princes, Leon Harris (1979) acknowledges

one managerial woman, Mary Ann Magnin of I. Magnin. Robert
Hendrickson's (1980) identified one woman in The Grand
Emporiums, Margaret Getchell LaForge, who held a leadership
role during the time period researched. He also notes
others who gained managerial status later, or.were
associated with other retail establishments than the
department store. Malino (1982) mentions ten managerial
women in her dissertation: Matilda Croissant, Margaret
Fitzgerald, Mrs. Foster, Margaret Getchell LaForge, Abigail
Golden, Diane Hirschler, Miss Kane, Sadie Levy, Isabelle
Nye, and Mrs. Keiser. Ralph Hower (1943) wrote of Margaret
Getchell LaForge, Martha Toye, Belle Cushman, Marie Bowyer,
and Cora Crossman.

The literature on department stores has disclosed
a total of 18 women who held leadership roles in six early

U.S. departme .t stores during the time studied. The

identified women by store are listed in Table 4.




Table 4

Title

138

Macy's - New York

Marie (Lottie) Bowyer
Cora Crossman

Bella Cushman

Margaret Getchell LaForge
Abigail Golden

Diane Hirschler

Martha Toye

Siegel-Cooper - New York

Isabella Nye

Baily Co. - Cleveland

Mrs. Foster

Filene's - Boston

Matilda Croissant
Margaret Fitzgerald
Estella Hand

Diana Hirschler
Miss Kane

"Mother" Keiser
Sadie Levy

J. Barnaby - Boston

Estella Hand

Boston Store - Chicago

Molly Netcher Newbury




CHAPTER III

METHODOLOGY

Working Hypothesis

The socio-cultural factors at both the macro and micro
environmental levels contributed to the role of the
department store managerial woman. Answers will be sought
to the following questions regarding the macro and micro
environmental levels.

Macro Environment

« What enQironmental factors attracted the
managerial woman to the department store?

« What were the socio-cultural factors that led
to women holding managerial department store
positions?

« Did the department store managerial women's
occupations parallel traditional socio-cultural
female roles?

Micro Environment

- Did the women rise in employment status through

the department store(s) ranks and did they hold

previous positions of leadership?

139
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"« What were the managerial women's contributions,
job positions, and roles?
« Were the'traits held by the women considered to ‘
be contributory to ;heir success?
« Who were the managerial women and what department
stores did they work for?
. What background characteristics, physical and
psychological traits, and skills did the female

managers hold?

SamEle

Twenty-five managerial women, identified through the
literature search and field research, will be the sample
in this study. They worked for Macy's, New York and
Filene's, Boston. One of the individuals, Diana Hirschler,
worked for both stores. Because they constitute the
majorivy of the managerial women located, and New York
City and Boston were two of the principal East Coast
retailing centers from 1870 through the 1920s, these are
the focus of this research.

A listing of the women and their affiliated stores

is given in Table 5.

Data Collection

The traditional method of historic documentary research

was employed to support the role of managerial women in

the rise and development of the department store. The
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Sample
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Macy's

Filene's

Marie (Lottie) Bowyer
Cora Crossman

Bella Cushman

Margaret Getchell LaForge
Abigail (Abbie) Golden
Diana Hirschler

Estelle Hamburger

Lena Robeneau

Martha Toye

Ada Winship

Anna Bennett
Edith Brownlee
Matilda Croissant
Bernice Cannon
Margaret Fitzgerald
Eleanor Good
Estella Hand
Diana Hirschler
Mildred 1Ivy

F. M. Keiser
Margaret Jackson
M. A. Jantzen
Lilian Kane

L. P. Minshall

M. C. Sweeney
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following primary and secondary resources were examined:
official government records, department store archives,
business school records, city directories, trade magazines,
books, articles, and interviews with any appropriate and
relevant people. A listing of the primary and secondary
evidence sought is presented in Table 6.

Appointments were made to visit and work in libraries
and archives in New York City and Boston during June 1989,
in order to locate primary and secondary evidence for this
study. These contacts included schools and universities,
social organizations, public institutions, and private
businesses. (See Appendix A for a sample letter.)

Inquiries were made to schools and universities that
had sales and retailing studies and taught women during
the time period researched. 1In Massachusetts, the Prince
School of Simmons College, Boston University, The
Massachusetts Institute of Technology, Radcliffe College,
and Smith College were contacted. New York University
and the Carnegie Institute of Technology, Pittsburgh were
also contacted. Only the Prince School had any information
on the women in this study.

Other New York institutions researched were: The
New York Public Library, The Hunter College School for
Social Work Library, The Fashion Institute of Technology
Library, Sarah L¢Jrence College, The Brooklyn Public

Library, The Brooklyn Historical Society, The Young Women's




Table 6

Primary and Secondary Evidence Sought

Source Data
Primary
Stores: Company and Employee
Employee Records Information:

Performance Reviews
Job Descriptions
Company Newspapers
Reports
Memorandums
Financial Records

Organizational Information

Museums, Libraries,
Historical Societies,
and Personal Records:
Taxes
Real Estate Records
Family Records
Personal Records
Diaries
Letters
Newspapers
Magazines
Pamphlets
Serials
Manuscripts
Books
Photographs
U.S. Senate Reports
Union Reports
Women's Bureau Reports
Department of Commerce
Bureau of the Census
Department of Labor

Position(s) Held and
Tenure

Income (Wages) and
Benefits

Personality Traits

Performance/Skills
(strengths/weaknesses)

Work Performed

Company History

Company Size

Chain of Command
(subordinates,
superiors)

Demographic:

Financial Status

Residences

Ancestry and Family
History

Physical Traits

Race

Religion

Marital Status

Children

Education

Occupational History

Birth and Death Dates

Psychographics:
Outside Interests
Associations/Clubs
Values, Beliefs, and

Attitudes
Lifestyle
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Table 6 (continued)

Source Data

Women and Work:
Status of Women
Retail Management Women
Women and Work

Environmental Data:
Cities (New York and
Boston)

Interviews: Friends
Relatives
Store Employees

Secondary
Books Supporting Evidence:
Articles Department Stores
Organizations
Management

Women in Department
Store Management
Progressive and
Reconstruction Period
History
Cities
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Christian Association (YWCA), The Metropolitan Museum of
Art, The New York University, YIVO Institute for Jewish
Research, Columbia University, Museum of the City of New
York, The New York Historical Society, The New York Society
Library, Sarah Lawrence College, and the Library of the
Jewish Theological Seminary of America.

Additional institutions in Boston and Massachusetts
contacted were The Massachﬁsetts Historical Society, The
Boston Public Library, and the Baker Library at Harvard
University.

Bibliographic information on the women researched
in this study was sought through major reference sources.

A complete alphabetized listing of these references may
be found in Appendix A.

The majority of the evidence collected was found in
the New York and Boston Public Libraries, the Baker Library
at Harvard, and Macy's and Filene's store archives. Primary
data were located in period books on New York and Boston,
Macy's and Filene's handbooks, promotional brochures,
in-house histories and organs, transcribed interviews,
period newspaper articles, college and school archives,
diaries, notebooks, speeches, letters, and photographs.
Additional primary evidence came from public records and

city directories. Supporting evidence came from secondary

sources, such as books and articles on department stores,
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organizations, management and the period of history
examined.

Unfortunately, store employment and personnel records
no longer exist that date back to the years covered in
this study. Also, requests were made to the New York City
and Boston public records divisions for birth, death, and
marriage information. The disclosure of this information
was denied, as the researcher was not the next of
kin.

Trow's New York City Directory from 1870 to 1915

(excluding 1880-1881) and the Boston City Directories from

1870 to 1905 (excluding 1886-1901) were also searched for
entries on the women in this study. The Trow's

Directories were unobtainable from 1916 to 1920, and

the Boston City Directories from 1906-1920 were also

unobtainable. These records were searched as a means of
determining residential ward for census information.
Unfortunately, they did not reveal much evidence on the
women in the study. Listings were irregular and sporatic,
and therefore, unusable for further census data searching.
Practically all of the women listed in the 1870 to 1900
Trow's were widows. Only after the turn of the century
did some single women begin listing themselves with
occupations. Those that did, and some may have been

women in this research, are discussed under the Macy's

presentation of results by individual managerial women.
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The Boston Directories primarily listed widows and married

women in the early years searched. Again, after the turn
of the century only a small amount of women who were not
widows or married were listed. Those that could be matched
with the women considered in this study are presented in
the Filene's discussion on results by individual managerial

women.

Analzsis

Qualitative analysis was done on the primary and
secondary data. Interpretation of the data resulted in
a synthesis of the women studied and their individual and
collective roles at the department stores researched.
The socio-cultural factors were examined at all
environmental levels for an open-systems perspective.
The individual, group, and organization, at the internal
(micro) level were analyzed, and at the external (macro)

level the cities, cultural, political, technological and

economic factors were analyzed.




CHAPTER 1V
PRESENTATION AND DISCUSSION OF RESULTS

Much has been written on Macy's and Filene's,
therefore, this researcher has focused only on information
that is directly related to the role of the managerial
women in the stores. Hower (1943) and Hungerford (1922)
and Zola (1976) have written books on the histbry of
R. H. Macy Company that present thorough accounts of the
history and development of the store and its founders.
LaDame (1930) and A. L. Filene (1924) have published
complete chronicles on the history and philosophy of
Wm. Filene and Sons. Other historians that have detailed
information on these two great stores are: Birmingham
(1978), Ferry (1960), Harris (1979), Hendrickson (1980),

Holmes (1972), Mayfield (1949), and Mahoney and Sloan

(1966).

The primary and secondary data sought and found in
this study is presented in Table 7. The majority of the
information desired was obtained. The individual financial
status, ancestry and family history, religion, education,

birth and death dates; however, were not available for
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Table 7

Primary and Secondary Data Sought and Found

Data Sought Data Found

Primarx

Company and Employee

Information:
Position(s) Held and Tenure *
Income (Wages and Benefits) general ranges

for positions
Personality Traits : some
Performance/Skills (strengths and some
weaknesses) '
Work Performed *
Company History *
Company Size *
Chain of Command (subordinates, *
superiors)

Demographic:
Financial Status
Residences some
Ancestry and Family History little
Physical Traits *
Race _ *
Religion
Marital Status some
Children : *
Education some
Occupational History *
Birth and Death Dates

Psychographics:
Outside Interests little
Associations/Clubs
Values, Beliefs, and Attitudes some
Lifestyle some

Women and Work:
Status of Women *
Retail Management Women *
Women and Work *

Environmental Data:
Cities (New York and Boston) *
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Table 7 (continued)

Data Sought Data Found
Friends some
Relatives some
Store Employees *

Secondarz

Supporting Evidence:
Department Stores
Organizations
Management
Women in Department Store Management
Progressive and Reconstruction
Period History

* % * F A

*Majority of information found
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many of the women researched. The data found are presented
in this chapter by store.

This section concentrates on the socio-cultural aspects
of the department stores and their organizational culture.
Major store contributions that influenced the micro and
macro socio-cultural environments are discussed.
Specifically, store customer and employee services, and
the individual and collective profiles of the managerial
women are presented. In addition, the identified managerial
women and their store contributions and roles are examined.

The information contained in this chapter clearly
reveals that the majority of the 26 women included in this
research worked their way up in Macy's and Filene's
department store organizations. They also played major
roles in the founding and development of the department
store as the retail phenomena that we are familiar with

today.

Macy's
A short summary of the history of Macy's helps to
explain the store's philosophy and the people who created
and built it. Macy's had many policies, procedures, and
systems that made it unique in department store history,
and these will also be covered in this section.
Rowland Hussey (R. H.) Macy was born one of six

children in 1822, on Nantucket Island, Massachusetts, of
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Quaker ancestry (Hower, 1943, pp. 5-6). He came from a
merchant whaling family and went to sea himself at the
early age of 15 (Hower, 1943, p. 7; Reilly, 1966, p. 143).
In 1841, he returned to Nantucket for a few years, then
traveled to Boston to try his hand in retailing (Reilly,
1966, p. 143). From 1844 to 1848, he opened and closed
two different stores and went to work for his
brother-in-law.

During this time, he married Louisa Houghton in 1844
and had a son, Rowland Jr., in 1847 (Birmingham, 1978,

P. 241; Hower, 1943, p. 11). Reference was made by Hower
(1943, p. 1943) to a daughter, Florence, who got married.
No mention of her in the literature by others was found,
except Abigail Golden, (1922, p. 26).

Mrs. Macy must not have been included in R. H. Macy's
business life, as few writers have mentioned her other
than the date of her marriage to R. H., and that she was
the sister of one of Macy's early business partners, George
W. Houghton (Hower, 1943, p. 1ll1l). Rowland Jr. and his
father never got along well. Over the years, Rowland Jr.
did many things (such as drink excessively) that disturbed
and displeased R. H., so that he never could trust him
(Golden, 1922, p. 4; Hower, 1943, p. 123).

The spirit of adventure must have overtaken R. H.

again; in 1849 he left his family and he and lris brother

Charles went to California in search of gold (Hower, 1943,
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p. 12; Reilly, 1966, p. 143). The brothers formed a
partnership with several others in 1850 and opened "Macy
and Company" in Marysville, California (Hower, 1943, p. 12;
Reilly, 1966, p. 143). Unfortunately, the business closed
after two months, and by 1851, R. H. had returned to the
east coast and opened a store with another brother, Robert,
in Haverhill, Massachusetts (Hower, 1943, p. 16; Reilly,
1966, p. 143). This venture lasted until 1855, when Macy
then traveled to Wisconsin and worked as a "broker" (Hower,
1943, p. 32; Reilly, 1966, pp. 143-144). By 1858 (at the
age of 36), he had returned east, rejoined his family,
and finally settled in New York City (Hower, 1943, p. 37).
Rowland Hussey Macy opened a small fancy dry goods
store for women at 204-206 Sixth Avenue in New York City
on Wednesday, October 27, 1858 (Macy's publicity, p. 1).
R. H. Macy expanded his store in 1866, adding a store on
66 West 14th Street. Twelve departments were housed in
the store by 1869 (Reilly, 1966, p. 143). 1In 1872, Macy's
consisted of four buildings, four stories high, on Sixth
Avenue, and Thirteenth and Fourteenth Streets (Macy's
publicity, p. 1). This is the same year that Rowland H.
took a partner, Abiel T. LaForge, into the store (Macy
& LaForge, 1872, p. 1). Abiel had taken a position as
lace buyer for Macy's in 1869 (Hower, 1943, p. 125). An

officer in the U.S. army during the Civil War, Abiel had

befriended and helped Rowland Junior out of trouble, during
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the time Macy's son had served under him (Hower, 1943,
pPp. 124-125; LaForge, 1864).

From this time until 1877, Macy's was acquired and
Macy's by 1877 occupied a total of eleven stores (Macy's
publicity, p. 1). By this date, Macy's had 22 departments
and claimed to have "become a department store carrying
completely stocked departments of drugs, toilet goods,
china and glassware, silver, house furnishings, sporting
goods, luggage, toys, musical instruments, and even books"
(Macy's publicity, p. 1; Reilly, 1966, p. 143). Macy's
was now one of the largest retailers in New York City
(Reilly, 1966, p. 143).

R. H. Macy and LaForge became good friends and their
partnership continued until 1877 when R. H. died in Paris
on a merchandise buying trip at the age of 54 (Reilly,
1966, p. 145). Unfortunately, LaForge also passed away
in 1878, but by that date Macy and LaForge had taken a
third partner, Robert Macy Valentine (Hower, 1943, p. 128).
Valentine was R. H. Macy'é nephew.

Two years after LaForge's death, Valentine went into
partnership with Charles B. Webster, who had been a
floorwalker at the store since 1876 (Hower, 1943, p. 158).
Tragedy struck again in 1879, when Valentine died (Hower,
1943, p. 159). At this point (1879), Webster went into
partnership with Valentine's brother-in-law, Jerome B.

Wheeler (Hower, 1943, p. 159). Their "strained"” and "tense"
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partnership lasted until 1887. Wheeler then left the
company due to an error in his judgment, and a falling
out between the two (Golden, 1922, pp. 45-47; Hower, 1943,
P. 159). Webster then formed a partnership with Isidor
and Nathan Straus, which lasted until he sold out to the
Strauses (Hendrickson, 1980, p. 65).

Isidor and Nathan Straus had opened a leased china
and glassware department in the store's basement in 1674
which became "the most profitable department in the store"
(Reilly, 1966, p. 145). Webster had felt the men had
"ability," and he had worked "well with them" since they
had joined the store (Hower, 1943, p. 213). Additionally,
they had capital to invest in the growing company. The
Straus brothers owned and ran Macy's as a team until 1912,
Hower (1943), p. 213) says that "a new era in Macy's
history" began with the Strauses.

According to Abigail Golden (1922, p. 27), Nathan
Straus was a generous man who helped the Macy's employees
whenever he could. He was never known "to go back on a
friend or to forget a good turn" (Golden, 1922, p. 55).
Nathan Straus threatened to give up his china business
in the store once, according to Golden (1922, p. 41),
because of the ill treatment of a scrub woman by a
superintendent.

Nath:in's charity went beyond the confines of the store

and New York City. When a large earthquake shook Italy,
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he sent a chartered ship filled with supplies (Golden,

1922, p. 58). Another time, he was responsible for
beginning a filtering plant for clear water in Cuba (Golden,
1922, p. 58). 1In 1894, during the hard New York winter,
Nathan rented vacant stores and set them up as shelters

for the poor (Golden, 1922, p. 58).

An employee who worked under Isidor Straus said he
was "a holy man . . . a saint on earth" who was always
willing to help anyone (Golden, 1922, pp. 48-49). When
he came to work for the company he was said to have "stopped
everything that in any way oppressed his employees" (Golden,
1922, p. 48). He was also described as "patient" and "an
easy boss" (Golden, 1922, p. 48).

Isidor would pay for the store girls' board in the
country during the summers (Golden, 1922, p. 65). Mrs.
Isidor Straus, on her birthdays or anniversaries, would
treat the younger female employees to a Hudson River cruise
or trip to the circus (Golden, 1922, p. 65).

The Strauses helped financially care for active and
retired employees and their families in need (Golden, 1922,
pp. 48-59). They also believed in the fair treatment of
all employees, from scrub women and delivery men to
superintendents. Both Nathan and Isidor were active in
politics. Nathan was involved in local government, and
Isidor in national politics (Hecwer, 1943, p. 298). Nathan

was even offered the Democratic nomination for New York
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City mayor, which he refused. 1Isidor was against
protectionism and filled an unexpired term in the 1894
Congress. The two brothers were quite different, but worked
well together as a team. Isidor was more of the idea man,
while Nathan was instrumental in carrying out the ideas
(Hower, 1943, p. 298).

Isidor and his wife Ida died with the sinking of the
Titanic (1912) on their return from a buying trip to Paris
(Harris, 1979, p. 47; Hendrickson, 1980, p. 65). At the
time of Isidor's death, he and Nathan had equal partnership
in the company. After Isidor's death, Nathan sold his
interest to Isidor's sons, Jesse, Percy and Herbert, and
they "ruled as a triumvirate"™ into the 1930s (Harris, 1979,
p. 50). Macy's was incorporated as R. H. Macy and Co. in
1919, and public stock was offered in 1922 (Macy's
publicity, p. 2). 1In the 19208, Percy Straus helped
establish and support the New York University School of
Retailing (Hower, 1943, p. 153). This school "focused
on training retail teachers and cqmbined classroom work
with field work in stores." Since then, Macy's has had
five ruling generations of Strauses, followed by other
ownership from that point onward.

Macy's was not physically like the other extravagant
department stores of the time that had fountains,
magnificent domes and exquisite, palatial interic.s

(Mahoney & Sloan, 1966, p. 157; see Appendix B for some




158

early interior pictures). Technologically the store was
advanced, since electric lights replaced oil lamps in the
1870s, and a state of the art ventilation system and
telephones were being used by the store in the 1880s
(Hower, 1943, pp. 165, 283). An addition in 1890 enlarged
the store, that by then had over 30 departments and in
1891, six stories were added to the structure (Hower, 1943,
p. 284).

Macy's "Herald Square" store was opened on
November 8, 1902 (Macy's publicity, p. 2). It was nine
stories high, and contained a basement and sub-basement
covering a half of a block between Broadway and Seventh
Avenues, and 34th and 35th Streets (Hower, 1943, p. 146).
There were 33 elevators, four escalators, and a pneumatic
tube system (Macy's publicity, p. 2). This store, however,
was ten blocks north of the "fashionable shopping district"
at the time (Hower, 1943, p. 43; Nevins, 1948, p. 148).
Despite this, Macy's grew and prospered. The close
proximity of the railroads and subway stops made shopping
at Macy's convenient (Hower, 1943, pp. 317-318; Macy's
publicity, p. 2). Macy's was "the largest store under
one roof in 1907, with twenty-six acres of floor space"
(Davis, 1907, p. 322). Two more stories were added in
1910, and more additions in the twenties and thirties

increased the size of the store to a full block, with the

exception of two small corner sites (Macy's publicity,
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p. 2: Reilly, 1966, p. 146). The three New York City Macy's
stores (from 1858 to 1919) are depicted on the cover of
the first issue of "Sparks" (January 1919) in Figure 8.
Fundamental principles of Macy's included buying and
selling for cash, and underselling competitors (Hower,
1943, p. 4). The organization traded in cash even after
most department stores granted credit. They did not change
their policy until the 1930s (Hower, 1943, pp. 281-228).
Accepting only cash helped keep the store's retail prices
down, and they were able to guarantee merchandise at "six
percent less than the stores that granted credit" (Mahoney
& Sloan, 1966, pp. 162-163). As other department stores
of the time did, Macy's sold merchandise on a one-price
fixed policy (Hendrickson, 1980, p. 28). Hower (1943,
p. 50) states that Macy's did not invent "selling for
less," but made it a standard store policy. The use of
vigorous advertising was also a Macy's concept (Hower,
1943, p. 24). Another policy that Macy's stressed was
guaranteed customer satisfaction (Hower, 1943, p. 282).
Macy's is credited with being the first retailer to
use private-label. 1In 1860, R. H. Macy introduced
"private-label hoopskirts" (Reilly, 1966, p. 144). o0dd-
pricing (e.g., $18.69, $2.24) is another merchandising
technique attributed to Macy's ingenuity (Hower, 1943,
pp. 52, 224; Leach, 1980, p. 228). The comparison shopping

department also began at Macy's (Mahoney & Sloan, 1966,
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pP. 162). It was established to ensure that Macy's prices
were "kept below those of rival firms," and, by 1917, it
also monitored the service and stock at Macy's (Hower,
1943, p. 373). The first use in a store of the telephone,
window displays, and lighted windows occurred at Macy's,
according to Leach (1980, p. 228).

From the onset, Macy's strove to reach the new,
emerging middle class (Mahoney & Sloan, 1966, p. 156).
They continﬁously widened their merchandise assortment
as a way to increase sales (Hower, 1943, p. 234). Sales
were also regularly held at Macy's to clear out old stock
and make room for new (Hower, 1943, p. 52). Mahoney and
Sloan (1966, pp. 157-158) believed that the Quaker ideals
of simplicity and fairness were incorporated.into Macy's
business philosophy. Perhaps these ideals, blended with

the aggressive merchandising techniques that Macy's used,

both contributed to the success of the store.

As early as 1871, Macy's was using a functional
division of labor according to Hower (1943, pp. 126, 192).
"The store superintendent served as Macy's assistant and
substitute in the direction of operations handling
customers' complaints, hiring employees, maintaining store
discipline and the like" (Hower, 1943, p. 115). Each
department was headed by a buyer, and floorwalkers directed

customers, supc.vised the clerks and helped the owners

with other duties. There were also clerks, cash girls,
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cashiers, parcel clerks (or wrappers), receiving room
clerks, porters, milliners and seamstresses, deliverers,
a watchman, a carpenter, an artist, bookkeepers, and
scrubwomen (Hower, 1943, p. 15). "By 1873, if not
earlier . . . a number of functional activities were
handled by separate divisions, controlled by Macy and the
superintendent . . ." (Hower, 1943, p. 117).

From the 1870s onward, men and women at Macy's worked
- side by side and were often employed in the same positions.
Leach (1980, p. 228) states that Macy's was the first store
to employ more women than men. Malino (1982, p. 120) found
that from 1869 to 1873, "women managers earned wages
comparable to those of men." Until 1887, all store
superintendents were women at Macy's (Hower, pp. 65-66).

At the turn of ﬁhe century, there were five female buyers
at Macy's. By 1918, 25 of the total 59 buyers (42%) were
women (Malino,-1982, p. 122).

The earliest organizational chart found was dated
1922, It was redrawn ffom a Macy's chart by Hower (1943,
p. 371) and shows primarily the same structure that Macy's
had in 1919. A copy of this chart is found in Figure 9.
The four major divisions are: Merchandise, Management,
Finance, and Publicity. An "Advisory Council on Mdse."
and an "Advisory Board on Mgmt." is shown on the same

level as the four divisions and i shown to have a direct

interactive role.
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CHART II. OxreANIZATION CHART, 1922
The organization was substantially the same in 1919

lorFrcers or e corPoRATION)
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Figure 9. R. H. Macy and Co. Organizational Chart
(1922)

Source: R. M. Hower (1943), History of Macy's New York,
© 1858-1919 (Cambridge, MA: Har—rard University

Press, p. 371).
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Under the Straus ownership, Macy's created some
committees and boards. "The three brothers advanced ideas
for consideration and encouraged their subordinates to
do the same, but the final decision in all matters was
invariably made by the Strauses, not by any of the
administrative committees (Hower, 1943, p. 374).

The Macy's Managers' Association was founded in 1908
by the buyers (Hower, 1943, p. 367). It served as a social,
as well as a business, group according to Hower (1943,

p. 367). The "Board of Operations" was formed about the
same time and consisted of the general manager, and
representatives of "nonselling divisions" such as control,
delivery, and adjustments (Hower, 1943, p. 367). It met
weekly and helped to "coordinate all Macy activities having
to do with employment, equipment, store systems, . . .
delivery service, housekeeping and building maintenance

e - «" (Hower, 1943, p. 367).

In 1914 an Advisory Council was established "to help
improve the merchandising and publicity functions" of the
organization (Hower, 1943, p. 367). Members of this council
included "the three partners, the general manager, the
controller, the advertising manager, and five managers
of merchandising departments" (Hower, 1943, p. 367).

Since R. H. Macy's heir never joined the company,

R. H. had to look to other members of his family and

non-relatives to help build his business. Macy was not
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opposed to hiring friends and relatives of employees.

"We know that practically everyone in the store, from
Rowland Macy down to the cash girls, brought in relatives
or friends who wanted to_work" (Golden, 1922: Hower, 1943,
P. 199). A major percentage of the early Macy's employees
had no previous retail experience (Hower, 1943, p. 199).
Almost ail were New Englanders, English, Scotch, and Irish
(Hower, 1943, p. 199).

Of the total 506 Macy's employees in 1870, 443 were
women (87.3%) (Mélino{ 1982, p. 115). Almost half of these
were salesclerks and 40% were cash girls. There were only
eight female floorwalkers, one buyer, and eleven "desk"
people. The remainder of the female employees were in
receiving, delivery, and "scrub." By 1873, there was a
total of 932 employees, and women held positions in all
the same jobs as in 1870 (Malino, 1982, p. 116).

Macy's had approximately 3,000 employees by 1898
(Hower, 1943, p. 305), and in 1907 there were 4,622
employees at the store (Davis, 1907, p. 322). 1In 1911,
of the total 5,207 employees, 61% were women (Hower, 1943,
p. 383). Forty percent of Macy's female employees were
salesclerks in 1913, and one percent were buyers or
assistant buyers. The remaining were categorized as "other"
(Malino, 1982, p. 118). "Other," "presumably included
packers, telephone operators, stock girls, alterations

women, waitresses, and an army of office employees"
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according to Malino (1982, p. 118). By 1919, the number
of Macy's employees had shrunk a little to 4,566 (Hower,
1943, p. 383).

Until 1887, all of Macy's superintendents were women
(Benson, 1986, p. 25). "While Macy's was by no means the
first or only store to employ members of the fair sex,
such scraps of evidence as have survived suggest that the
female predominence was somewhat unusual in New York"
(Hower, 1943, p. 193). Rowland Macy even "urged his own
daughter to come into the business," so he obviously went
against the more common belief that "every women's place
was in the home . . ." (Hower, 1943, p. 194).

Customer and employee service stand out as the two
major functions of Macy's. It is therefore necessary to
elaborate on these services.

Customer Services

Pleasing the customer and attracting their patronage
seemed to be primary Macy's concerns. Along with
advertising and promotions, Macy's offered other services
that built customer loyalty and helped contribute to the
success of the store.

Free delivery was first offered in 1868 by Macy's.
An account of the number of delivery vehicles that Macy's
had through the years reflects the growth and importance

of this service. Below is an inventory of their service
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vehicles from 1868 to 1922, according to Doubman and

Whitaker (1956, p. 21) and Hower (1943, pp. 338-339).

1868 1 wagon

1873 3 wagons

1883 15 wagons

1902 100-200 wagons

1910 184 vehicles (wagons and trucks)
1922 250 vehicles

By 1875, Macy's was providing free delivery anywhere in
New York City, Brooklyn, Williamsburg, Jersey City, and
Hoboken (Birmingham, 1978, p. 119). This servicé was
increased to a 100 mile radius by 1888, with a purchase
of five dollars or more (Birmingham, 1978, p. 278). A
picture of one of Macy's early delivery wagons is found
in Figure 10,

Credit for the first lunchroom in a department store
is given to Macy's, who opened one in 1878 (Hower, 1943,
P. 160). The predecessor to this was a "soda fountain"
opened in 1870 (Hower, 1943, p. 20). Macy's had "the
largest department store restaurant in New York" in 1907
(pavis, 1907, p. 319). |

Although Macy's was not as grand as many other
department stores, they still offered many amenities and
services. In 1877, they had telephones and telegraphs
installed, and by the 1880s a post office annex and a
Western Union brancﬁ were also in the store (Ewen & Ewen;
1982, pp. 69-70; Hower, 1943, p. 166). Prior to the turn

of the century, Macy's also had a lost and found, a parcel
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Figure 10. Early Macy's Delivery Wagon

Source: "Retail in Retrospect"” in The Ultimate Gride
to Shopping in New York, 1979, The New York
Magazine Co., InC., p. 46.
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check desk, lounges, and a restroom (Ewen & Ewen, 1982,
pp. 69-70; Hower, 1943, p. 166). 1In addition there were
"special writing rooms supplied with paper and pens, an
art gallery filled with o0il paintings (historically the
property of the wealthy)" (Ewen & Ewen, 1982, p. 70).
Daily newspapers were also provided in a reading room
(Hower, 1943, p. 166). As Macy's business grew, so did
their delivery territory. 1In 1906, free delivery was
extended to include "any town from the Atlantic to the
Pacific," for a purchase of $75 or more (Hower, 1943,
p. 340). Macy's claimed in 1907, "to have the most perfect
delivery system in the country" (Davis, 1907, p. 322).
Special delivery service was also added in the summer
and at Christmas, to ensure that customers got their
merchandise, no matter where they were (Birmingham, 1978,
pp. 280-281).

Providing the customer with quality merchandise was
a concern of the organization as evidenced by the
establishment of their "Bureau of Standards" in 1927
(Reilly, 1966, p. 148). The needs and wants of customers
were of interest to Macy's, as early as 1917 when the store
conducted interviews with customers to discover their likes
and dislikes (Hower, 1943, p. 373).

Free bicycle lessons were offered to customers who
purchased a bike in 1895 (Hower, 1943, ;. 283). Free

installation of stoves and ranges was also a customer




170

service at this date. Furniture purchased from Macy's
could be stored free of charge for 60 days and packing
and shipping services were also offered before the turn
of the century (Hower, 1943, p. 283).

Advertising and Promotion

Vigorous advertising and promotion were implemented
from the early days of Macy's. The store always used
newspaper advertising aggressively, but also used other
media as the years went by.

R. H. Macy always wrote his own advertising, and spent
more than three times as much as his competitors on
advertising (Hendrickson, 1980, p. 65). Mahoney and Sloan
(1966, p. 156) write that there was a "bit of P. T. Barnum"
in R. H. His early flair for promotion and advertising
can easily attest to their statement.

Early newspaper advertising focused on the stores'

policies, services, and prices. The money-back guarantee,

low-cash prices, and the one-price policy were all regularly
featured in print advertising (Hower, 1943, pp. 56—65).

The quantity and quality of merchandise was also stressed.
Concept and institutional advertising was another technique
that Macy's used prior to others (Hower, 1943, p. 164).

Macy was always frank in his advertising, leaving little
room for question by the reader. Hower (1943, pp. 58-64)

quotes examples of early copy that reinforce this technique.
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Another advertising technique that Macy's used was
artistically spaced print in ads. He often did not fill
all the space with print or pictures, which was an eye-
catching technique. Several examples of this unusual
arrangement of spaced copy are presented in Figure 11.

Macy's always advertised in multiple newspapers, and
advertised more frequently than other retailers of the
times (Hower, 1943, p. 164). 1In 1906, Macy's spent $400,000
in newspaper advertising, topped only by Siegel-Cooper
Co. and John Wannamaker (Davis, 1907, p. 319).

As early as 1859, Macy advertised how convenient it
was to shop at Macy's, advising women to "take the cars"
that ran to Fourteenth Street and Sixth Avenue by the store
(N. Y. Herald, Feb. 10, 1859). The convenience of shopping
in the store was also advertised by Macy's. An 1882 ad
(Misc. Ad., Oct. 1882, p. 3) guided the shopper around
the first floor and is shown in Figure 12.

National advertising was achieved through magazines
and catalogs. "Catalogs were issued twice yearly after
1879 to solicit mail order business . . ." (Hower, 1943,

p. 164). Specialty catalogs were also issued, and early
examples featured items such as perfume and toiletries,
and grocery and liquor (Hower, 1943, p. 269). Magazine
advertising is found as early as 1882, when Macy's used
"Century Magazine" (Hower, 1943, p. 164). Other early

magazine advertising was done in "Munsey's," "Ladies' Home



172

Erwrrnmmummlnnm

; nnnomuru.
ROUSRREEFING DAY
HOSIRRY, monaamgqﬂﬁu

i PR "ﬂmﬂhw&

' l«ntaﬂnaqnnunt

R,
AT YRRY now ndmm. : !
Al l.l‘l' .
 J st RETAIL.

PﬂA?ul £y PAR "I.
AN
2 &OI.”I .l %Aﬂlvg

L AALE )
{ . o a-‘.l’v‘«a’"'f‘},)- B PR
. oL g N
‘ON TED IRORNANR .

.

ﬁ.@m.‘%

mmm

nuﬂ£E§$=1uu4un‘ﬁ=hn

numnmm"%:dﬁﬂﬁﬁ%h&u&amna
) N < " ‘m Lome e 1
. I THR WALKING M
100
" BAD, ’
Just * . .
FAKE TNB
CABS, .o
COMB UP AND EXAMINR OUR .
‘aw )
b aoons . -
AND PRICES.
nr
NUMBER 19
904 ond 300 Slsh aveswe,

e 22
Figure 1ll. Examples of Early Macy's Newspaper
Advertisements

Source: New York Herald, February 10, 1859 and
March 12, 1859.




173

R. H. MACY & CO.

14th Street, 6th Avenue & 13th Street, New-York City.

GRAND CENTRAL FANCY AND DRY GOODS ESTABLISHMENT.

Our cut this month represents a section of our establishment as seen from the southerly staircase
looking north, toward the corner of 14th Street and 6th Avenue; showing in the foreground, on the
right, the telegraph office, and, further on, the mail and “found” desk, combined! Here postage-
stamps of all denominations are kept on sale for the convenience of our patrons. To this desk is also
brought all articles that are jound in the store. A careful record is kept of them, so that customers can
have no difficulty in recovering them, even if not claimed for months after they are found. This desk
is also used for checking all articles that customers may wish to leave for safe-keeping. All pocket-
books found are taken directly to the head cashier’s office on second floor of the 13th Street side, and
carefully kept until identified by their owners. Then follows a portion of the Notion Counter, which
extends to the main.stairway on the 14th Street side.

Returning, on the left side of the passage shown, are the Untrimmed Hats, which take up the
whole side on the 14th Street front, west of the staircase. Then follow Artificial Flowers and
Feathers, from the medium to the finest quality imported; then Fans, Swiss Carvings, and Vienna
Goods of all descriptions; next Gent’s Furnishing Goods, Ladies’ Hosiery, Silk Balbriggan, and Cotton -
Underwear. Our Handkerchief Department comes next; then Laces and Embroideries, and, still
further on, the White Goods Department, which is a large store in itself. .

The last Departments shown in the foreground are the Fringes, Worsted, Buttons of all
descriptions for dress-trimming, and Worsted Goods.

We have exercised great care in showing these Departments exactly as they are located, so that
our out-of-town patrons, who are not able to visit us daily, may find them without difficulty.

All orders by mail will receive prompt and careful attention, and Goods forwarded to any part |
of the world.

C. B. WEBSTER . ) 3
I stmniiﬁ""- R. H. MACY & CO.

Figure 12. R. H. Macy & Co. Miscellaneous Advertisement

Source: New York: R. H. Macy & Co. papers.
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Journal," and the."Delineator;" among others (Hower, 1943,
p. 268).

Macy's adopted a red star as their tradem;rk symbol
in 1862 or 1863 (Hower, 1943,p. 112). The reasoning behind
the acceptance of the star is not clear. Hower (1943,

p. 113) suggests that the star was linked to a sea
experience that R. H. had. Early advertising also refers
to the "Star of the Empire" and the "Star of Fashion."

R. H. did, however, have a red star tattoo on his arm,

a momento from his whaling days (Hower, 1943, pp; 113,
443). The "red star" was used on gift wrap, stationary,
bags, delivery vehicles, and even private-label merchandise
(Hower, 1943, p.-442). ‘Giveaways were another promotional
device that Macy's used. An example of a fan given to
customers, when the store moved in 1902, is in Figure 13.

Macy's periodically held special events. 1In 1892,
for example, "coaching expeditions" for $2.50 were sold
(Hower, 1943, p. 276). During the Spanish-American War,
Macy's hung out the "largest" American flag (Hower, 1943,
P. 276). Also, merchandise was promoted that tied in with
local, national, and foreign events. For example, the
store carried Italian silver, and other Italian goods to
correspond with the Columbian Centennial (Hower, 1943,
pP. 277). Demonstrations using Macy's goods were given
in the ntore as early as 1899 (Hower, 1943, p. 276).

Another promotional event that Macy's made history with,
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Figure 13. Macy's Promotional Giveaway Fan, 1902

Source: "Retail in Retrospect" in The Ultimate Guide
to Shopping in New York, 1979, The New York
Magazine Co., Inc.
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is their Thanksgiving Day Parade which began in 1924
(Reilly, 1966, p. 147). It was probably the biggest
promotion in department store history (Hendrickson, 1980,
p. 302).

Macy's believed in moving merchandise and holding
sales were a device that they used to do so. Clearance
and seasonal sales were always advertised. Early seasonal
sales included a back-to-school sale (1888) and a February
furniture sale (1898) (Hower, 1943, pp. 276-277).

Employee Services

The majority of the employee services and benefit
at Macy's appeared toward the end of the 1800s and early
1900s. Prior to 1880, Macy's was providing paid vacations
to employees (Benson, 1986, p. 25). Uniforms were provided
to some employees as early as the 1870s (Hower, 1943, PP.
305-306). 1In 1888, Hower (1943, 'pp. 304-305) found
evidence of doctor bills, funeral expenses, and pensions
being paid to current and past Macy's employees. These
payments, however, were at the direction of the owners,
since there were no policies established at the time for
such benefits. Golden (1922, pp. 22-23, 27) reveals many
instances of Macy's owners giving financial support to
needy employees and their families, and doing other gestures
of kindness. "Gratuity lunches" were provided to cash
girls, stock girls, and wrap.'ers in 1888 by the store

(Hower, 1943, p. 305). Employees of a higher position
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could purchase beverages and food at "nominal" costs.

By 1912, an employee cafeteria was operating (Hower, 1943,
pP. 384) that offered low priced food and free milk to
"junior members of the staff." Sales bonuses were awarded
to salesclerks who exceeded their quotas in 1896, but these
did not apparently amount to much (Hower, 1943, p. 305).

A mutual aid society was formed by a group of Macy's
employees in 1885. It provided "health and life benefits
to employees at moderate cost" (Hower, 1943, p. 207).
Membership was restricted, however, to employment of three
months and benefits were only received after another three
months. The success of this society was questionable,
as an 1887 report "showed a total membership of 329, which
must have been less than a third of the eligible employees
at the time (Hower, 194, p. 208). Hower (1942, p. 207)
believes that the dues required would have been prohibitive
to the majority of the employees. By 1904, Macy's
management required all employees to become members of
Macy Mutual Aid, with dues automatically deducted from
employees' pay (Hower, 1943, p. 386).

In 1907, a fund was established to "make small loans
to employees" and, in 1908, there were nurses and a
physician on staff (Hower, 1943, p. 386). In 1906, store
hours were reduced from 8:00 a.m. to 6:00 p.m., to 8:30
a.m, to 6:00 p.m. During the summer months, bec.inning

in 1918, closing was set at 5:30 p.m. and the store was
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closed Saturday afternoons during July and August. Although
other stores were closed all day Saturday during July and
August, Macy's did not do so until 1919 when the Advisory
Couricil voted to make the change (Hower, 1943, pp. 384-385).

In employee welfare matters, the Strauses were more
liberal than R. H. Macy or Webster had been (Hower, 1943,
pP. 304). They often gave help to employers out of their
own pockets (Golden, 1922, p. 27). 1Isidor and Nathan Straus
supported social affairs, such as "an annual sleigh ride
for the cashiers” and "a summer picnic for the entire store"
(Hower, 1943, p. 305).

No evidence was found on formal welfare, training,
or personnel programs prior to 1915. The 1922 Macy's
Organization Chart does show an "Employment Manager," under
the Management Division (See Figure 8). The duties listed
are, "interviewing, hiring, testing, follow-up, transfers,
separations, labor turnover," and "records." This chart
also has a "Superintendent of Training," whose job role
includes "Social Service" and "Recreation.”

Employees' errors and mistakes were subject to the
owners' and management's judgment of seriousness during
the early history of Macy's, and could often lead to unfair
discharges (Golden, 1922, pp. 13-14, 47). Employee

advancement was also subject to these individuals®

discretion.
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"Sparks," Macy's official organ and store newspaper
was begun in 1918 (R. H. Macy, "Sparks"). This monthly
publication was started by A. S. Donaldson, a former
training department manager at Macy's (Ewen & Ewen, 1982,
P. 92). According to Hower (1943, p. 479), "Sparks" was
a "result of the firm's efforts to improve relations with
the employees." Review of "Sparks" from 1918 to 1924
revealed that it contained announcements of upcoming company
events, descriptions of past events, news on new or changed
company procedures and policies, and articles of services
available to employees. There are also letters to and
from current and past employeess, profiles of employees,
and honors awarded employees in "Sparks" (R. H. Macy,
"Sparks, 1918-1924).

Beginning in 1918, "Sparks" reports leisure and
entertainment activities that the employees enjoyed. A
war benefit "costume" Ball was held in the store restaurant
in November of 1918, with over 1,000 attendees (R. H. Macy,
"Sparks," Nov. 1918, p. 2). There was also a "Revue" in
1924 where employees performed in skits and musical numbers
(R. H. Macy, "Sparks," April, 1924, p. 8). An employee
library is also mentioned in the April 1924 issue of
"Sparks" (R. H. Macy, p. 8). How these services and
activities were funded is a question. The January 1919

"Sparks" (R. H. Macy, p. 3) states that the 1918 "Costume
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Ball" was held by the "Community Club." Unfortunately,
no other mention of this club was found.
Training

Evidence indicates that Macy's did more informal
training than formal training during its early years.
Golden's (1922) "Memoirs" gives vivid examples of on-the-job
training, and supervisors teaching their subordinates.

A separate training department was established by
1915 that instructed employees in "store methods and
policies" (Hower, 1943, p. 379). Macy's 1922 Organization
Chart lists a "Superintendent of Training" under the
"Management Division." Figure 9 identifies four forms
of training under this position. They are: initial job
training, follow-up training, promotional training,
merchandise and instruction manuals are also delegated
to the "Superintendent of Training." Booklets and manuals
helped standardize company rules and procedures and assist
the employees to do a better job (Hower, 1943, p. 379).

A formal "Executive Training Course" was instituted
in January 1919, to which "selected employees were given
a special course designed to qualify them for executive
positions" (Hower, 1943, p. 379). This program was
initiated to help satisfy immediate employee needs, as
well as to anticipate future needs (Hower, 1943, p. 401).

For this proc.am, Macy's "began to select young men and

women mainly on the basis of their formal training and
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general cultural background" (Hower, 1943, p. 401). The
February 1919 issue of "Sparks" (p. 2) discussed the
executive training class which consisted of 40 people,
14 of whom were women.

The January 1919 "Sparks" (R. H. Macy, January 1919,
pp. 10-11) explained the opportunities and services of
Macy's "Department of Training." Within the department,
were seven different programs. There was a systems
instruction for all new sales clerks, and a "Continuation
School" for young employees who needed improvement in basic
reading, writing, and arithmetic skills was set up on a
three month program, that met for two hours every morning.
Teachers from the Board of Education instructed, and a
certificate was awarded upon completion of the program.
Salesclerks' "conferences" were held three mornings a week
for "those clerks who had been with the firm not less than
one month and not more than three months." A "Junior
Training Class," where "younger employees" were trained
to "pass into the larger field of opportunity of selling,"
was another training program offered. "Senior Training
Classes" were also held for salesclerks in textiles, and
non-textiles merchandise. A "Seminar Class" was also
offered "for buyers interested in the study of design and
color" which met once a week. In addition, independent

study was encouraged through th. "Technical Library" and

consultation with any of the Department of Training staff.
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This same "Sparks" issue (R. H. Macy, January, 1919,
P. 5), contains an article "Learning Merchandise by Movie."
In December 1918, a representative from a vendor that Macy's
used showed a film to department members who were involved
with selling feather pillows. The film depicted the making
of feather pillows, and "the processes of the manufacture."

Apparently by 1922, the employees' welfare was a

concern of Macy's, as the 1922 Organization Chart lists
"Social Service"” and "Recreation" under the training
department (see Figure 7). Nothing more than what is
reported under "Employee Services," was found on this
matter.
Macy's Managerial Women

There are 13 women who held positions of leadership
and management in Macy's from the late 1800s into the
1920s. The ten original women are: Marie Bowyer, Cora
Crossman, Bella Cushman, Margaret Getchell LaForge, Abigail
Golden, Diana Hirschler, Estelle Hawburger, Lena Robeneau,
Martha Toye and Ada Winship. The majority of the
information found focuses on two of these women, Margaret
Getchell LaForge and Abigail Golden. Three more women
than originally identified as Macy's sample were found
to hold managerial positions with the store: Miss I.illian
Kinnear, Miss Blythe, and Miss Sidney.

Abigail Golden (1922) and Hartsough (1930) also

identified several others by name in their monographs,

S
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but no further information was found on them. These were
"Miss Mary Wilder" (Golden, 1922, pp. 3-8), "Miss Ponchre"
(Golden, 1922, p. 13), "Miss Hasbrook" (Golden, 1922, p.
19), and "Miss Clark" (Hartsough, 1930, p. 73). These
four women may have made significant contributions to
Macy's, but more information will have to be uncovered
before that can be determined.

Margaret Swain Getchell LaForge

Margaret Swain Getchell was born on Nantucket Island
on July 16, 1841 (Johnson, 1965, p. 3). Her mother was
Phebe Ann Pinkham, a native of Nantucket, and her father
was Barzillai Getchell of Brunswick, Maine (James & James,
1971, p. 338).

A discrepency exists between James and James (1971,

p. 358) and Johnson (1965, p. 3), as to Margaret's mother's
name. Johnson (1965, p. 3) writes that Margaret's mother
was Phebe Ann Swain Pinkham, born as one of four children
to Phebe Ann Swain and George C. Pinkham in 1817. James
and James (1971) write that her name was Phebe Ann Pinkham.
Apparently, Margaret's mother was given the name of her
mother. Also, Margaret's mother's 1860 entry in her
daughter's autograph book was signed "Phebe Ann Getchell"
(LaForge, 1859-1864) and in Margaret's will, her mother

is referred to as "Mrs. P. A. Getchell" (LaForge, 1878,

p. 1). Margaret's middle name was Swain.
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Margaret was a distant relative of Rowland H. Macy,
whose descendents settled Nantucket. Unfortunately, direct
lineage could not be ascertained, through the Getchell,
Pinkham or Swain family. Several Swains were married to
Starbucks, one of the leading Nantucket families, but no
Getchells of Nantucket origin were found. (See Appendix
C for the Starbuck family lineage from Gardner's (1943)

book, Three Bricks and Three Brothers.

A captain Seth Pinkham was a prominent Nantucket
whaling captain in the early 1800s (Whipple, 1978, p. 9).
He had one daughter, Elizabeth, who married William Cosby,
a prosperous whaling merchant in 1837 (Whipple, 1978, p.
9). No information regarding any children of theirs was
found. Another Pinkham, Tristram, was identified by Forman
(1966, p. 178), but no heirs were revealed. Swain and
Pinkham, however, were both o0ld Quaker, Nantucket family
names (Forman, 1966, Whipple, 1978). One of R. H. Macy's
cousins was Josiah Reuben Pinkham (Birmingham, 1978, p.
240).

An autograph book (1859-1864), a diary (1855-1878),
and a French language notebook (1858-1860) of Margaret's
are held in Macy's Herald Square Archives. 1In addition,
Margaret's will and a business agreement between her and
Robert M. Valentine are also located in the Archives.

All these sources help document her life.
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Margaret had two sisters, Rebecca and Susan, and a
brother, George, who died in infancy (James & James, 1971,
p. 358; LaForge, 1859-1864, 1877, p. 2; Prentice, 1941).
She lived in Maine with her parents for several years,
before their divorce. Mrs. Getchell then moved back to
Nantucket with her children (Johnson, 1965, p. 8).

For many years, Nantucket was considered "the women's
island," because they "ran the shops and businesses," while
most of the men were away from the island whaling
(Birmingham, 1978, p. 240). 1In 1840, retailing was
considered "women's business" and "unmanly" work on
Nantucket (Birmingham, 1978, pp. 240-241). Could Margaret
have become interested in retailing from some of her island
friends or relatives? There is no evidence to substantiate
this, but perhaps‘some exposure to retailing aroused her
interest and gave her confidence to try her hand at it.

When Margaret was 12, she had a serious eye accident
while playing with her sister, Rebecca. The eye injury
later gave her problems, according to one of her daughters,
Lilly LaForge Prentice (Prentice, 1941). Margaret graduated
from the "Fair Street School" on Nantucket at 16 in 1857,
leading her class (Johnson, 1965, pp. 8-9, 13). Margaret
had a flair for writing, and even composed a tribute to
her pastor at age 15 (Johnson, 1965, p. 9). She became
"the unofficial .oet laureate of the island" according

to Johnson (1965, p. 9). Margaret's diary, which she




186

started at 14, gives some insight into her Ehoughts and
literary interest. She made daily entries from 1855 to
1857, then wrote sporadically until 1871, when her first

son was born. The first entries in her diary contain some
writing expressing her thoughts on such things as education,
beauty, and eloquence (LaForge, 1855-1878). Five poems,
entitled "Our High School," "Agriculture Song," "Freedom,"
"Progress," and "Lives," are also presented in the diary.
For a young girl, the seriousness of the poems is surprising
(see Appendix C for two poems she wrote in 1856).

Margaret taught school for a year on Nantucket after
graduation, then went to Lansingburg, New York in 1858
to teach (Johnson, 1965, p. 16). In 1859, She moved to
the Laurenceville Female Seminary in Laurenceville, New
York where she remained on faculty teaching arithmetic
until 1860 (Johnson, 1965, p. 16).

Physicaliy, Margaret was tall (almost six feet), had
a turned-up nose, brown eyes, and brown hair (Johnson,

1965, p. 19). A pictufe of her in Figure 14 from the Macy's
Archives shows her appearance. The date of the photograph
is unknown, however.

In September 1860, Miss Getchell accepted a position
with Macy's as a cashier. She had written Mr. Macy seeking
a position before she went to New York (LaForge, 1855-
1878). Most authors attribute Margarei's career change

to her worsening eyesight (Hower, 1943, p. 65; Johnson,
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1965, p. 8). At 22 (1863), Margaret was promoted by R. H.
Macy to the store's bookkeeper's position which placed
her third in command at the store (Johnson, 1965, pp.
29-30). It is surprising that her failing eyesight did
not hinder her in this position. At that time, most
bookkeepers were male.

In 1866, Miss Getchell was promoted to "Superintendent
of the Store," reporting directly to R. H. Macy (Johnson,
1922, p. 50). During her first year in the position the
store tripled in size (Johnson, 1922, p. 53).

Margaret worked many hours, day and night, in her
duties for the store. Johnson (1965, p. 24) wrote that
in 1867, Margaret roomed directly across from the store,
and was usually the first to arrive in the mornings and
the last to leave at night. She did not even take a
vacation from 1860 to 1865 (Johnson, 1965, p. 45).

Most authors who wrote about Macy's attribute some
or much of the store's success, after 1860, to Margaret
Getchell (Birmingham, 1978, p. 243; Hower, 1943, p. 65).
Hower (1943, p. 65) agrees with Hungerford (1922, p.l16),
as do some of the past Macy's employees who worked with
Margaret, that she was responsible for "a large part of"
Macy's success (Golden, 1922; Hartsough, 1930).

Golden (1922, pp. 10, 14) expressed in her memoirs
that Margaret was "quick," "intuitive," "clever," and all

in all a "remarkable woman." Getchell was also described
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as "a brilliant innovative merchandiser with a talent for
display and publicity" (Birmingham, 1978, p. 243). She
is accredited with_initiating most of the innovations at
Macy's (Golden, 1922, p. 79; Hartsough, 1930, p. 79).
"Miss Getchell opened several departments, even one for
cut flowers. If it was not a success, she dropped it"
(Hartsough, 1930, p. 100). Margaret suggested better ways
to handle the cash in the store and also made other
administrative suggestions (Johnson, 1965, p. 22). She
also had a “gifﬁ forlknowing what would appeal to other
women (Johnson, 1965, p. 62).

As a manager, Miss Getchell was often stern, but fair
and just. There are mixed reviews as to her popularity
with the Macy's employees. Johnson (1965, p. 21) wrote
that she was well liked by the salesclerks and cashiers.
Golden (1922, p. 15) reports that when she was a Macy's
cashier she asked Margaret for a raise because she made
less money than another cashier. Margaret did not give
the raise, explaining that she could "use the other cashier,
where I cannot use you" (Golden, 1922, p. 15). The same
cashier, Abigail Golden, was ill near Christmas and told
Getchell that she needed to go home. Miss Getchell did
not show much sympathy when she replied, "I would rather
have you out a month at any other time, than one hour now"

(Golden, 1922, p. 16). Margaret did stand up for an
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employee who was being wrongly accused of a theft, and
got a confession out of the thief (Golden, 1922, p. 14).

On two occasions Margaret was described as cruel.
Abigail Golden (1922, p. 10) recalls Miss Getchell calling:
her "to her desk one day, and told me to wash her green
porcelian [sic] lamp shade." Upon lifting the lamp, Abigail
burned herself, and Miss Getchell "laughed at my stupidity"”
(Golden, 1922, p. 10). Another instance, was when Miss
Getchell put a girl in the coal cellar. According to Miss
Golden (1922), several girls were outside Macy's selling
shawl pins and Miss Getchell tried to "drive them away"
to no avail. She then captured a girl, and "put her down
in the coal cellar until she promised not to stand in front
of the door again" (p. 10).

A turning point in Margaret's life occurred when she
met Abiel T. LaForge. Margaret met Abiel through the
Macys, who were instrumental in arranging their meeting
(Johnson, 1922, p. 71). Abiel went to work for Macy's
as the lace, embroidery, and trimmings buyer in 1869
(Reilly, 1966, p. 144). He had served as an officer in
the Union Army during the Civil War and was honorably
discharged in 1864 (LaForge, A. T., 1864, Military Service
Records).

Margaret and Abiel knew each other and dated for about

th) 2ze years prior to their marriage (Maxson, 1941). The

couple became engaged on New Year's Eve, 1868 (LaForge,
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1855-1878). The marriage took place on June 8, 1869 and

the LaForges took a three-week honeymoon to Nantucket
(LaForge, 1855-1878). Margaret wrote in her diary that

she told Macy that she wanted to continue as superintendent
after her marriage, and he was pleased (LaForge, 1855-1878).

When the LaForges returned to New York City they
resided in a five-room apartment above the Sixth Avenue
Store until 1872. At that time, they moved to a larger,
seven-room apartment, still above the store (Johnson, 1965,
pp. 69, 87). It is unknown whether or not the LaForges
paid rent for their apartment. The year 1872 was also
the year that Macy took Abiel as his first partner (LaForge,
1855-1878). 1In 1872, the LaForges moved again, but this
time uptown to a summer house on 52nd Street. Margaret
did not go to work in the store from May to August, and
she admitted missing it (LaForge, 1855-1878).

During their time as husband and wife, Margaret and
Abiel worked diligently side by side for the growth and
prosperity of the Macy's store and their future. Instances
are recorded in her diary when she slipped down at night
to tend to bookkeeping (LaForge, 1855-1878). Abigail Golden
(1922, p. 18) also wrote that Margaret and Abiel would
come down every niaht after dinner to help her "straighten
out" her accounts.

The LaForges had tive children, three boys and twin

girls, between 1870 to 1875 (LaForge, 1855-1378). All
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but the first born survived to adulthood (LaForge, 1855~
1878). Margaret's diary indicates that after her children's
births she did not work full time in the store or keep
reqular hours, but often helped with the books and inventory
(LaForge, 1855-1878). Many remarks in Margaret's diary
refer to the hard times she had after delivery of her
children. While Margaret was raising a family and working,
she had hired nurses and other domestic help. Her mother
and sister-in-law also came to help quite often (LaForge,
1855-1878).

After Abiel became a partner, there is no indication
that Margaret held a paid position for the store. On one
occasion, while R. H. Macy and Abiel were on a European
buying trip, Margaret was running the store in their
absence. Margaret wrote in her diary that she had received
a letter from her husband that mentioned Mr. Macy wanting
to give her something for all the work she was doing.

Abiel took the liberty of telling Mr. Macy that pay would
be appreciated (LaForge, 1855-1878). Macy, however, did
not give her a salary, but presented her with furniture
as payment for her three months work. Whether or not
Margaret was on the regular payroll after she started a
family is questionable.

The LaForges moved to the suburbs in Washington
Heights in 1875. They rented a large 15-roo.. house, with

spacious grounds and a barn (LaForge, 1855-1878). 1In 1876,




193

they moved back down to 106 West 52nd Street, as commuting
was a strain on Abiel's health (LaForge, 1855-1878). 1In
May 1877, another move occurred to Fort Washington, due
to Abiel's poor health (Johnson, 1922, p. 87).
Although Margaret worked hard, she also took some
time for a social life. Margaret refers to social occasions
in her diary and others made comments in her autograph
book (LaForge, 1855-1878, 1859-1864). She attended a high
school reunion in 1865 and mentions several dinners at
the R. H. Macys (LaForge, 1855-1878). 1In addition, she
notes visits from friends and relatives, and describes
her vacations to Nantucket. Margaret's uncle must have
been quite close to her, as there are many references to
him and his visits in her diary. He "came up" for Margaret
and Abiel's seventh wedding‘anniversary, June 8, 1976
(LaForge, 1855-1878). An uncle, George F. Pinkham (her
mother's brother), was bequeathed five hﬁndred dollars
in her will, so perhaps this is the uncle to whom she
referred. |
Margaret's autograph book has many entries from people
she worked with and from family. Both R. H. Macy and his
son signed Getchell's autograph book in 1861 and 1859
respectively (LaForge, 1859-1864). Other Macy relatives'
entries include Eliza Macy, Louisa Macy, and Valentine.
Other people that Margaret worked with at Macy's who also

signed her autograph book include: Bella Cushman (1869)
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and Alexander Lindsay (1864). There are, however, more
male than female entries in this book.

Abiel died on February 11, 1878, while in Florida
attempting to recuperate from ill health (LaForge &
Valentine, 1878, p. 2). Margaret had taken her husband
down there and felt that he was progressively getting better
(LaForge, 1855-1878). After Abiel's death, Margaret only
wrote in her diary five more months, and these entries
were sporadic. She referred to her great loss after Abiel's
death and the funeral services. The April 4, 1878 entry
states "my loss is so great that I cannot bring myself
to write the details. Margaret moved with her children
to a leased home on 69 East 77th Street, after the death
of her husband (Johnson, 1965, p. 15). There is no evidence
that she returned to Macy's to work after Abiel's death.

Margaret was executrix of Abiel's will, and in May
1878, she signed a business agreement with Robert M.
Valentine dissolving the LaForge-Valentine partnership.
Margaret received $82,500 in the form of promissory notes
for LaForge's interest in Macy's and was allowed access
to the books of R. H. Macy & Co., "so long as any of the
said notes remain outstanding and unpaid" (LaForge &
Valentine, 1878, pp. 5-6).

Margaret Getchell LaForge died two years after her
husband, in 1880, at the age of 38. She died on

January 24, 1880, after being in a coma for two days
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(Johnson, 1965, b. 161). She had been in poor health since
her children were born, and had suffered "side pains" on
and off for three years (LaForge, 1855-1878)._ Her death
certificate states a "fatty heart," "chronic ovarity,"

and "collapse from metro peritonitis" as the cause of her
death. Today these ailments translate into pelvic
inflamatory disease and a heart cohdition. Some say she
died of a broken heart (Golden, 1922, p. 24).

Margaret's 1878 will detailed the division of her
estate upon her death. Her sister-in-law,‘Susah A, Potter,
was assigned executrix of the will and gqguardian of the
children. Susan Potter was given "control and
superinténdence‘[sic] of my household and attend to the
education of my children" (LaForge, 1878, p. 3). Mrs.
Florence Sutton (R. H. Macy's daughter) took the children
to their aunt and uncle, and offered to adopt one of the
twin girls. Mrs. Potter, however, did not want to separate
the children (Golden, 1922, p. 26).

Margaret Getchell LaForge is said to have been
"America's first lady boss" (Johnson, 1965) and "possibly"
the first "female executive" (Hower, 1943, p. 65). She
was the first woman executive at Macy's that has been

documented in surviving memoirs and memorabilia (Golden,

1922; Hartsough, 1930),
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Abigail Golden

Abigail Golden wrote her memoirs in 1922 after Jesse
Straus suggested that she do so. This 69-page monograph
is housed in Macy's Herald Square archives. She claims
to have written her memoirs "solely to show you the
wonderful friends I met on the long up-hill road" (Golden,
1922, p. 1).

Miss Golden was the oldest of five children for whom
her widowed mother cared. She recalls being "quite young"
at the time, and her mother was "in ill health" when a

neighbor woman took her to Macy's to see about a job

(Golden, 1922, p. 1). She was hired by the superintendent,
Margaret Getchell, in 1869, as a "cash girl" for the
holidays (Golden, 1922, p. 1l; Malino, 1982, p. 121).
Abigail's mother was poor and in ill health, so Abigail
helped to support the family. After work and supper,
Abigail, her mother, sisters, and brothers would work at
home until eleven or twelve making parasol covers (Golden,
1922, p. 2).

After Christmas, Abigail was kept on as "Cash 13."
Other duties she assumed in this position were: cleaning
counters, opening the store door for customers, and running
errands (Golden, 1922, pp. 1-2). As a cash girl, Abigail
witnessed a theft by a buyer and reported it, which led
to the employee's dismissal (G,lden, 1922, p. 6). This

action seems like a brave act for a young, newly hired

]
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girl. She admits enjoying her days as a cash girl (Golden,
1922, p. 2).

From cash girl, Abigail was moved to the "parcel desk,"
where she helped wrap and take packages to carriages
(Golden, 1922, p. 6). Her next promotion was to Assistant
Cashier, although no big raise went with the promotion
as she had hoped (Golden, 1922, p. 8). She remembers making
three dollars a week, when another cash girl made twelve
(Golden, 1922, p. 2). Another promotion was to the "Head
Cashier's" Office, and by 1872 she was in charge of C.0.D.s
(Golden, 1922, p. 18). Some time later, she was promoted
to Head Cashier. Responsibility then included paying
salaries and company bills (Golden, 1922, pp. 20-21).

Abigail's work did not come easy to her in the
beginning. Many nights at home and Sundays were spent

trying to sort her accounts out (Golden, 1922, p. 18).

She also often stayed late at work trying to balance the
books. Math was hard for her because she said that she
did not have schooling in much math (Golden, 1922, p. 8).
Miss Golden admits to making a lot of errors when
refiguring sales checks. Many of these cost her money,
as differences were taken out of her pay (Golden, 1922,
pp. 12, 15). Abiel LaForge was praised as a kind man who
helped her balance her cash desk and keep her checks in

order (Golden, 1922, p. 17). She also admits thast the

"intuition and brains of that clever woman Margaret
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Getchell" saved her from being dismissed as a thief (Golden,
1922, p. 14). Once Abiel became a partner in Macy's, he
and his wife Margaret came down many nights to help Golden
sort out the books (Golden, 1922, p. 18).

Abigail acknowledges all of the other help she got
from people at Macy's and outside the store in her memoirs
(Golden, 1922, pp. 44, 50, 52, 54, 60, 65). These memoirs
reveal that she had much interaction with all of the early
Macy's owners which in turn gave her insight into their
characters. R. H. Macy, Abiel LaForge, Robert Valentine,
Mr. Wheeler, Mr. Webster, and the Strauses all confided
in her (p. 45). She was on close, informal speaking terms
with R. H. Macy, Abiel LaForge, Robert Valentine, Mr.
Wheeler, Mr. Webster and the Strauses. LaForge and Wheeler
sought her opinion and confidence on many matters (Golden,
1922, p. 41). A few times this intimacy caused Abigail
great concern and stress. 1In one instance,; she told Mr.
Wheeler that she would leave the organization rather than
cover-up the dishonesty of an employee (Golden, 1922,
pp. 46-47). Luckily, the truth surfaced, and she did not
have to quit.

Her honesty and concern for the store surfaced early
in her employment. Abigail also admits to always following
"orders to a T and working hard" (Golden, 1922, p. 9).

In addition, she seemed to be quite self-critical, always

wanting to do the best and believing that there were "no
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excuses for me making mistakes" (Golden, 1922, p. 29).
Most likely the owners valued these traits, which may have
led her to her success in the company.

As the head cashier, Golden was "assisted by fifteen
misses" (Hartsough, 1930, p. 72). She most likely directly
supervised their work and coordinated the department.
Counterfeit money was a problem to Golden and the store
during the time she worked for Macy's (Golden, 1922, pp.
7-8). She was sent to Vermont once to identify a man who
had written a bad $50 check. Her identification of him
led to his arrest (Golden, 1922, p. 31). Often, Golden
paid the personal bills of the owners as well as the company
bills (Golden, 1922, p. 65). In 1907, her salary was
reported as $6,000 a year--quite a large salary for the
time (Davis, 1907, p. 322).

Conscious of the poor level of f&rmal schooling she
had, Abigail took full advantage of what she could learn
through the store. Miss Golden got an education from the
store in more ways thanvone. Many of the employees she
worked with told her about art, and she borrowed books
from some of the clerks (Golden, 1922, p. 4). Vacations
were another way that Golden broadened her horizons. She
went to Washington, D.C. twice, and through the store
partners' introductions and connections toured the White
House and the Treasury, and met Presidents Cleveland and

McKinley (Golden, 1922, pp. 34-35, 51). While an employee,

»
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she also went to Mexico and Europe. Abigail had wanted
to visit Europe early in her career, but had been
discouraged by Mr. Wheeler, who sent her (ticket paid)
to D. C. instead (Golden, 1922, pp. 34-35). Europe finally
became a reality, late in her career, when she went on
a six-week tour of London, Paris, Rome, Naples, and Pompeii
with best friends (Golden, 1922, pp. 55-56).

Abigail considered herself "independent." She.also

admitted a "love of beauty" (Golden, 1922, pp. 7, 20).

According to a former fellow employee, she was "a very
remarkable woman" who looked quite young for her age
(Hartsough, 1930, p. 72). She was also a generous woman
who paid her brother's family's bills for a year when he
got sick, as well as took care of her sister when she was
ill (Golden, 1922, p. 37). Golden's memoirs also note
instances when she defended employees whom she felt were
unjustly wronged or needed help (Golden, 1922, pp. 27,
41). After Golden had worked for the company some time,
she was able to get people hired on her recommendation
(Golden, 1922, pp. 37, 51). Unfortunately, one man who
was made head of the Advertising Department was discharged
for passing unauthorized newspaper bills.

Abigail admits that her highest ambition "was to own
a home of my own." She needed $5,000 to do so and Mr.
Webster lent it to her without interest (Golden, 1922,

P. 54). The owners of Macy's were not only good and kind
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employers, but friends who helped Miss Golden whenever
she needed it, according to her memoirs.

Malino (1982, p. 12) writes that Abigail, or Abbie
as she was called by her friends (Hartsough, 1930, p. 83),
"remained as head cashier of the store until her retirement
in 1924." Golden (1922, pp. 68-69) herself says that after
her sister died in 1920, she had "a nervous breakdown"
and "weak heart" and took her doctor's advice and retired.
This statement was made in 1922, when she said she "gave
up business . . . over two years ago." From her recall,
she most likely retired around 1920, after 51 years of
service. Golden does state that Macy's still paid her
salary and invited her to dinners and reunions at the time
that her memoirs were written (Golden, 1922, p. 69). She
closes her recollections expressing her love for the
business and the "great privilige [sic]" it was to serve
the men she worked with.

Marie Bowyer

Miss Marie Bowyer was a superintendent of Macy's for
14 years, from 1872 to 1886 (Hartsough, 1930, p. 61l; Hower,
1943, p. 194; Johnson, 1965, p. 100). She began in the
store as a salesclerk and then became a floorwalker, buyer,
and finally a superintendent (Hower, 1943, p. 194; Johnson,
1965, pp. 100-101).

"Miss Bowyer" replaced Marga et Getchell LaForge as

superintendent. She was referred to by the employees as
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"M. J. B." (Hartsough, 1930, p. 87). As a superintendent,
she worked under the first five Macy's partnerships: R. H.
Macy and LaForge; Macy, LaForge and Valentine; LaForge
and Valentine; Valentine and Webster; and Webster and
Wheeler.

Miss Prunty, a salesclerk under Miss Bowyer, recalls
her fondly,

If I could I would place her on a pedestal so

all could see and learn from her example. She

was the embodiment of dignity, courtesy,

patience, and justice. The few years I served

under her supervision I always look back to as

a pleasure. She had no malice and was just to

all, the cash girl, the buyer, the it self.

(Hartsough, 1930, p. 67)

"After Macy's death, Miss Bowyer decided to build
up the mail order department" (Hartsough, 1930, p. 83).
She is also accredited with introducing Macy's Christmas
windows (Hartsough, 1930, p. 99).

Miss Bowyer must have been a friend of Margaret
Getchell LaForge's. An entry in Margaret's diary on
August 14, 1975 stated, "Miss Bowyer came out to spend
Sunday" (LaForge, 1855-1878). Miss Bowyer died in 1886,
and was succeeded by Miss Toye (Hower, 1943, p. 194).
Marie also had a brother that worked for Macy's and became

her assistant (Hartsough, 1930, p. 72).

Martha Toye

Miss Martha Toye worked for Macy's in the early years

of its history. She was first employed as a floorwalker,
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next as a superintendent (1886-1887), then in the millinery
workroom (Hartsough, 1930, pp. 46, 67).

Toye was described by a former salesclerk, Miss Prunty,
who worked with her, as "a tall, majestic woman with a
coldly handsome face and stern manner" (Hartsough, 1930,

p. 67). She came from Scotland, and was a fine looking
lady with a splendid figure" (Golden, 1922, p. 39).
According to Miss Prunty, all the Macy's employees feared
Miss Toye; however, she found her "a sweet woman and not
the stern cold creature she looked" (Hartsough, 1930,

p. 67).

Golden (1922, pp. 39-41), who also worked with Toye,
describes her as shrewd and antagonistic, an "awful woman."
She also writes that she was extremely clean, but "not
well educated" or "smart" (Golden, 1922, p. 39). Miss
Golden (1922, pp. 40-41) reports several instances when
Miss Toye upset fellow employees.

Obviously, many employees did not think very highly
of Miss Toye and they worked toward her dismissal. The
employees filed a "petition" against Miss Toye, which may
have contributed to her later dismissal (Golden, 1922,
pp. 40-41). Miss Toye was finally fired by Mr. Wheeler
some time in 1887, when Wheeler and Webster were partners
and Webster was in Europe (Golden, 1922, p. 42; Hartsough,
1930, p. 46). She was insubordinate to Mr. Wheeler and

he discharged her on the spot.
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Upon his return, however, Mr. Webster set Miss Toye
up in a millinery store on 125th Street (Golden, 1911,
p. 43). How long this lasted is unknown. Miss Toye was
unsuccessful in her business, and she returned to work
at Macy's (Golden, 1922, p. 43). They rehired her,
giving her a position in the "millinery workroom," and
according to Golden (1922, p. 43), she was a "changed

woman." Trow's N.Y.C. Directory 1904-1905 (p. 1362) lists

"Martha E." at "81 W. 126th." Her occupation is listed

as "milliner." This woman may very well be the same Martha
Toye who worked at Macy's. Whether this was her address
when she went into business for herself, or during that
time and also when she returned to the store, is uncertain.
In any event, she must have worked as a milliner, in or

out of Macy's, for about 18 years (1877-1905).

When Miss Toye returned to the store, she suffered
from "neuralgia" (severe nerve pain) and did not stay in
her position long. Later, she was found near destitute
in a park by a doctor. Macy's supported her financially
upon the doctor's plea the next few years, while she was
in and out of the hospital until her death (Golden, 1922,
p. 43).

Hower (1943, p. 213) has an interesting view on Toye,

which leads one to think that there may have been something

going on between Webster and Toye. He writes that
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At an early stage in partnership Webster had

become interested in a strikingly handsome woman

who was employed in the store as a floorwalker.

(Her name was Toye, which in the circumstances,

was rather appropriate.) He chose to reward her
services by making her superintendent of the store,
a position for which Wheeler felt, with considerable
justification, she was unsuited" (Hower, 1943,

p. 213).

It is known, however, that Miss Toye succeeded Miss Bowyer
as superintendent upon her death (Harstough, 1930, p. 67).
She was only employed as a superintendent for one year.

Belle T. Cushman.

Miss Belle T. Cushman worked for Macy's at least from
1869 to 1871. She was an elderly relative of R. H. Macy,
when Golden (1922, p. 4) met her as a cash girl in 1869,
In 1855, Macy sold his Haverhill store to a Mr. E. F.
- Cushman and whether or not this individual was a relative
of R. H. Macy or Belle is not ascertained (Hower, 1943,
p. 30). Golden (1922, p. 4) remarks that Belle suffered
from neuralgia, and was nervous when she spun around on
the stools in front of her counter waiting to be called
for work.

She was the "fancy goods department buyer" for Macy's
in 1871, earning twenty-five dollars a week (Hower, 1943,
pp. 65-66). "Miss Cushman" bought candy, drugs, toiletries,
leather goods and jewelry (Hartsough, 1930, p. 71).

Apparently, Belle was a friend of Margaret Getchell

LaForge's, as she signed her autograph book March 15, 1869
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(LaForge, 1859). The inscription read, "Tf you have room
for one more please accept--as your friend."

The 1884 to 1886 Trow's N.Y.C. Directories (pp. 376,

411) list "Isabella L. Cushman," a widow of "John A." who
lived first at "320 Henry," then at "34 Willet." Another
Cushman surfaces again in the directories, after

the turn of the century. The 1904 to 1907 Trow's N.Y.C.

Directories (pp. 296) lists a Belle V. Cushman who resided

in a house on "54 W. 129th." It cannot be proven whether
or not either of these are the same woman, Belle T.
Cushman, who worked at Macy's. Whether Belle retired or
died while employed at Macy's cannot be supported, as no
further information on her was found.

Estelle Hamburger

Estelle Hamburger worked in advertising at Macy's
from 1916 to 1920 (Harriman, 1958, p. 127). A small amount
of other_infdrmation on her was found in "Sparks." She
was the first editor of the Macy's paper (R. H. Macy,
"Sparks," March 1919,.p. 6). Estelle was also one of four
judges for the Macy's November, 1918, benefit "Costume
Ball" (R. H. Macy, "Sparks," 1919, p. 2).

She went to work for Bonwit Teller after leaving
Macy's. It is unknown if she went to Bonwit's directly
after leaving Macy's, but a letter on Bonwit's stationery
from her was found in the April 1924 "gparks" (R. H. Macy,

P. 9). The letter in Figure 15 congratulates Macy's on
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the sixth birthday of "Sparks," and expresses her pride
in being its "mother."
An "Estelle O0." Hamburger is listed in the 1910 to

1913 Trow's N.Y.C. Directories (pp. 601, 638, 642). From

1910 to 1911, she lived at 1564 Madison Ave and was listed
as a "stenographer" working at 231 Broadway. Her residence
from 1911 to 1913 changed to 23 E 99th Street, but she

was still listed as a "stenographer" who now worked at

95 William. This woman may very well be the same lady

who started working in advertising at Macy's in 1916.

Cora Crossman

Miss Cora Crossman came to Macy's at the age of 13

(Hartsough, 1930, p. 83). No dates are known of her
employment; howevef, she worked with early Macy's employees,
such as Abigail Golden, so she was employed sometime between
1869 and 1908. Cora was still alive in 1908, as she wrote
a letter to Abigail Golden, after leaving Macy's (Hower,
1943, p. 200). The letter reported that one of the
pleasures she enjoyed after being promoted to assistant
superintendent "was going out to lunch."

She had "charge of the mail order department" with
an assistant, Miss Moss (Hartsough, 1930, pp. 72, 83).
From Hartsough's (1930, p. 83) papers, it seems that
Miss Crossman was promoted in 1877 to "assistant

superintendent," in charge of the mail order department.

S



209

Ada Winship

Miss Ada Winship was an early floorwalker for Macy's.
Miss Prunty, a sa}esclerk under her, remembered "her kind
and gracious manner" (Hartsough, 1930, p. 72). She was
also remembered as being "Kind and gentler to all
particularly the little cash girl" (Hartsough, 1930, p. 72).
No speéific dates of employment are known, nor are other
positions held. A Charles O. Winship worked as a "bill
clerk" at Macy's in 1885 (Hower, 1943, pp. 204-205).
Whether or notAhe was a relative is questionable. Also,
Charles had an uncle who was a buyer for the store.

The 1904-5 Trow's N.Y.C. Directory (p. 1469) listed

an Edith A. Winship, who was an "editor" on 85 5th Ave.
and lived at 415 W. 118th Street. Also, the "Club Women
of New York, 1899" (p. 311) directory listed "Winship,
Edith A" at the same address who was affiliated with the
"Women's University, N.Y."

Lena Robenau

Miss Lena Robenau began with Macy's in 1895, as a
salesclerk in the glove department. She was promoted to
"glove buyer four or five years later" (Hartsough, 1930,

p. 85; Malino, 1982, p.l121). She was the first buyer to
go abroad and around 1905, she went to England to buy men's
gloves. She later made trips to Scotland, Germany,

Switzerland, Czechoslavakia, and Italy (Hartsough, 1930,

P. 85).
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As a buyer, Miss Robenau, "bought in large quantities
rather than planning orders as fresh stocks were needed"
and she sometimes bought "seconds" along with "firsts"
in order to get a good price (Hartsough, 1930, p. 85).
Purchasing overseas, she worked with firms that acted as
"commissionares" for Macy's (Hartsough, 1930, p. 85).

Lena Robenau was described as a risk taker, who "was
evidently inclined to take a chance when she found something
good" (Hartsough, 1930, p. 86). She was with the store
for 31 years, until 1926 (Hartsough, 1930, p. 85).

Diana Hirschler

Not a great deal is known about Diana Hirschler's
life at Macy's. According to Malino (1982, pp. 64, 69),
Diana worked for Macy's as "welfare secretary" in 1911
after leaving Filene's, Boston.

Her official title was "Efficiency Manager" (Malino,
1982, p. 71). Malino believes that this title is indicative
of the changing role the welfare manager was undergoing.
She (Malino, 1982, p. 71) writes that "store managers were
participating in a process of unifying various strategies
for employee supervision and motivation into a coherent
and comprehensive policy."

Her work included educating employees on diet and
health. Diana and the Macy's head nurse "published a
circular for female employees on" 'How to Keep the Feet

Comfortable'" (Malino, 1982, p. 65).
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Diana's work with Macy's came as a result of her work
with Anna Garlin Spencer teaching night salesmenship
classes for the New York public schools in 1908 (Benson,
1986, p. 152; Malino, 1982, p. 72). How long she remained
with Macy's is a mystery. Diana wrote several published
works on her philosophy of salesmanship, when she may have
been living in New York. An article in "Colliers" (August
23, 1913, pp. 32-34) is entitled "The Aisles of Trade."

In this article, Diana recalls some instances pf the way
in which she worked with problem salesclerks (see Appendix
D for a copy of the article). She also explains that her
approach has been the mixing of "welfare" work with
education. Diana concludes her article by stating that
the success of a salesperson will result

if we train them to see when they look, when

they hear to listen, and when they touch to

take notice. 1In other words, to gain the

habit of close attention, or concentration

is the basis of advancement. (Hirschler,

1913, p. 34)

Hirschler also published a book, The Art of Retail

Selling, that was widely used, according to Benson (1986,
p. 152).
Diana's 1912-1913 address was listed in the Trow's

N.Y.C. Directory (p. 705), which reported her living at

"4 W 103rd" Street. More information about Diana's work
and life is found under the Filene's "Managerial Women"

section. She is also analyzed with that group of managers,
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because there is more information about her and her work
at Filene's.

Lillian Kinnear

Lillian Kinnear began at Macy's in 1881, at the age
of 14 (Malino, 1982, p. 122). She worked her way up in
the store, and by 1896 she was a buyer in the "print shop,"
buying books and stationery (Hartsough, 1930, p. 113;
Malino, 1982, p. 122). Miss Kinnear was described as
"shrewd and clever," and one who "knew her stocks and her
buying public," according to an employee who knew her
(Hartsough, 1930, p. 87). She retired from Macy's in 1913,
after 32 years of employment (Malino, 1982, p. 122).
Lillian was 46 years old upon retirement.

An Anna Kinnear is listed in the 1915 Trow's N.Y.C.

Directory (p. 1047), as the widow of Jas G. She lived

at 601 W 137th Street. One cannot be sure that this is

the same woman, but she may have called herself Anna, short
for Lillian.

Miss Blythe

Miss Blythe began her career as a cash girl in the
Toy Department at Macy's in 1895, After 30 days, she was
promoted to cashier working under Abigail Golden (Golden,
1922, p. 33; R. H. Macy "Sparks," January 1919, p. 5).

Blythe worked at the "Transfer Desk" for a period

of training, then in 1902 (and the opening of the Herald

Square Store), she became "Transfer Cashier" (R. H. Macy
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"Sparks," January 1919, p. 5). According to Golden (1922,
p. 38), for years she collected and deposited money for
employees who wanted to open bank accounts.

A picture and article on Miss Blythe was printed in
the January 1919 "Sparks" (p. 5) bidding her farewell.
Her picture is shown in Figure 16. She left Macy's, after
over 23 years of employment, to be married (R. H. Macy
"Sparks," January 1919, p. 5).

A Miss "Margaret" Blythe is listed in the 1915 Trow's

N.Y.C. Directory (p. 348). Her occupation is given as

"cashier," so she may be the same woman identified in this
research. If so, she lived within walking distance of
the store at 439 W 47th Street.

Miss Sidney

All of the information found on Miss Sidney's role
at Macy's came from "Sparks." A letter from Mr. Percy
Straus in the August 1924 issue of "Sparks" (pp. 14-15)
that bids her farewell contains the majority of
information.

She began at Macy's around 1914, as a salesclerk.
Soon, however, she "was selected to supervise the social
and recreational activities of the organization" (R. H. Macy
“"Sparks," Augqust 1924, p. 15). In this position as
Assistant Superintendent of Training, she organized a summer

camp for employees, Camp Isida on Lake Marjorie. Miss




214

Figure 16. Photograph of Miss Blythe, 1919

Source: R. H. Macy, "Sparks," January 1919, p. 5.
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Sidney was "advanced [to] Superintendent of Training,"
following Mr. Donaldson.

Mr. Straus describes Sidney as patient and willing
to listen, with a "desire to help and judgment to advise"
(R. H. Macy "Sparks," August 1924, p. 15). She was further
praised as "cheerful" and "understanding," making "her
way to the hearts of members" of the organization as a
"good samaritan." The April 1924 "Sparks" (p. 10) includes
Miss Sidney as a part of the Macy's "Revue" cast. She
plays a character role, which she is attributed with doing
so well with in past. A portrait of her is included as
shown in Figure 17. Miss Sidney left Macy's in 1924 to
marry Mr. Jensen, and was encouraged to come back and
visit. The tribute was brief, but quite complimentary
to this employee of over ten years.

Summary of Macy's Managerial Women

Ten of the thirteen managerial women of Macy's worked
their way up within the store to their final position.
Three began as cash girls, four began in sales, two as
floorwalkers, and one as a cashier. The remaining three
women, Cushman, Hamburger and Hirschler, began at Macy's
in managerial positions. Cushman was only known as a buyer
and department head, and Hamburger as an advertising
manager. Hirschler came to Macy's from Filene's as a
Welfare Secretary and Efficiency Manager. The top position

held by four women was superintendent; responsible for
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store service. Macy's had only female superintendents
from 1866 to 1877 (21 years). The other highest positions
achieved, and the number of women who held these positions,
are: buyer (two), head cashier (two), assistant
superintendent (two), advertising (one), floorwalker (one),
and training (one). These women represented all store
organizational divisions: merchandising, finance, store
services, advertising, and personnel.

Six, or 46%, of the women held positions at ;he store

for ten years or more. One worked for 51 years and two

worked over 20 years. Only one employee worked less than
three years for Macy's. Three women retired from their
positions, one died while employed, and another took

employment elsewhere after leaving the company.

The majority of the Macy's managers (nine) were single
through their tenure. Two women left the store to marry,
and one wed a fellow employee. The marital status of the
remaining two women is unknown, but it is probable that
they were divorced or widowed because they were never
referred to as "Miss," like the majority of the others.

The mention, or non-mention, of spouses also helps support
the above conclusions.

Two of the women examined came from a single parent
family, with other brothers and sisters under their mother's
care, a d two women were relatives of the owners. Only

one reported woman had children.




Figure 17.

Source:

Re.

Miss Sidney, 1924

He.

Macy,

"Sparks," April 1924,

Pe

10.

217




218

Physically, three of the women were described as
attractive, and two were considered tall. Most were liked
by their fellow employees and considered fair and just.
Since the majority of the women began their employment
greeting customers, as salesclerks or floorwalkers, it
is most likely that the women were presentable and probably
considered attractive.

Independence, self-initiative, talent, intuition,
working hard, and taking risks were all attributes that
many of the women held. The kindness, courtesy, patience,
helpfulness, cheerfulness and gentility which most of the
women possessed was also complimentary to their management
style. A few women were labeled stern, shrewd, clever,
and even cruel.

Only Margaret Getchell LaForge's educétional background
is known, and she graduated from high school. She also
taught school for several years without any further
education.

The women for whom there were any indications of
lifestyle for, were Margaret Getchell LaForge and Abigail
Golden. Margaret's records indicate that she spent most
of her time working in the store until she got married
and began having children. She and her husband must have
been financially secure, as they moved residence several

times and furnished the houses. Apparently, sk. was close
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to her family as she recalls spending vacation time with
them and had them visit her in New York quite often. Her
immediate family (husband and children) also took a lot
of her time and energy after 1872. Her will (1877) also
describes jewelry and clothing that she treasured enough
to pass on. Visits to and from friends and relatives and
vacations, according to her diary (LaForge, 1855-1878),
are how she spent any free time she had away from work,
or tending to her sick husband. This free time, however,
was limited as work and her husband used most of her time,
and seemed to give her the most pleasure in life.

Abigail Golden (1922), according to her memoirs, spent
most of her time working. She did, however, describe her
vacations as enjoyable and meaning a lot to her. Abigail
also writes about several friends in the store, but does
not mention any outside activities that she was involved
with. A house, which she finally buys,.is her greatest
ambition in life. Abigail does note, though, that it cannot

be too far from the store.

Filene's
A brief history of the founding of Filene's helps
explain the store's philosophy which lasted into the 1950s.
The founder of Filene's was William Filene, a Polish
immigrant who was born ih 1830, and moved to the United

States in 1848. He married Clara Ballin in 1858, and had
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two sons, Edward Albert and Abraham Lincoln (Holmes, 1972,
P. 20). As early as 1849 he was in the retail business,
with "a small merchant tailor shop" in Boston (Holmes,
1972, p. 20). William Filene moved between New York City,
Boston and Lynn, Massachusetts from 1848 to 1881, opening
different wholesale and retail businesses (F. C. A. "Echo,"
June 1911, pp. 2-4). Finally, in 1881 he moved back to
Boston with his family and opened a small store on Winter
and Washington Streets. From this time until 1912, Filene's
grew through the expansion of three separate stores that
were situated next to each other from 441 to 463 Washington
Street (F. C. A. "Echo," June 1911, p. 5).

In 1860, William's health was failing and he turned
his business over to his two sons (Holmes, 1972, p. 20).
William Filene died in 1861, at the age of 61, and his
sons continued to run the organization as he would have.

The store was incorporated in 1902 .as Wm. Filene's
Sons Co. and in 1912, Filene's moved to its current downtown
Boston location on Washington, Summer, and Hawley Streets
(Holmes, 1972, pp. 20-21). This store consisted of eight
floors, including a basement and sub-basement (F. C. A.
"Echo," June 1911, p. 5). The final store was built by
noted architect Daniel H. Burnham (Holmes, 1972, p. 21).
Pictures of Filene's stores, from 1890 to 1912, are in

Figure 18.
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Filene's has been considered both a specialty store
and a department store (Hendrickson, 1980, p. 130; LaDame,
1930, p. 75; Mahoney & Sloan, p. 78). The literature
reveals that it began as a women's specialty store, then
grew in merchandise assortment and size to qualify as a
department store. The Filenes, themselves, regarded their
company a department store by 1912 (Holmes, 1972, p. 21).
The "General Profit-Sharing Plan and Agreement of Wm.
Filene's Sons Company" that was adopted in 1912, states
that the store "is a department store in the City of Boston"
(LaDame, 1930, p. 521). 1In 1926, this company consisted
of a main store, a men's store, and an automatic bargain
basement (LaDame, 1930, p. 75).

Important'retailing contributions that Mahoney and
Sloan (1979, p. 79) accredit Filene's with are: "advances
in employee selection and training, sustained showmanship
and community service, and merchandising innovations."
Filene's were also a very strongly based customer and
employee service organization. Their progressive personnel
and employee orientation were instrumental in changing
large scale retailing.

In 1906, Wm. Filene's Sons Company created and
adopted a four-pyramid organizational chart. It was
published in the March, 1906, "Echo" (F. C. A. "Echo,"
pp. 7-8) for all employees to see and understand store

services and the company's management structure, and



223

contained separéte merchandising, publicity, and recording
divisions. According to the store manager, T. K. Cory,
the purpose of the pyramid system is

to show you where to go to get things done;

to whom you are responsible for your work; to

whom those are responsible to that you are

responsible to; who can remove you from your

position or who can advance you in your position;

what redress you have in case of dismissal or

removal; and the general working plan on which

you may build your future in this business.
A sketch of the store pyramid, with the individuals
contained in it, and their positions are shown in Figure
19. Only one woman identified in this study is listed
on the chart, Diana Hirschler.

March, 1913, saw a new store opening and a major
reorganization of Filene's top management. The company
was still headed by six executives according to the pyramid
plan, however, stock in the company was distributed to
each executive accordingly: 26% each to kdward and Lincoln
Filene, and 12% each to Merchandising Vice President Louis
E. Kirstein, Publicity Manager John R. Simpson, Store
Manager Thomas K. Cory, and Comptroller Edward J. Frost.
In addition to these six men, five others composed the
company's board of directors (LaDame, 1930, p. 78; Mahoney
& Sloan, 1966, p. 91). Business was run through this
executive structure until 1928, when another reorganization

occurred due to incorporation with Federated Departemnt

Stores, Inc. and the company going public (LaDame, 1930,
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p. 78; Mahoney & Sloan, 1966, p. 93)., The Filene's
influence was felt in the company until 1957, when Lincoln
Filene died, at the age of 92 (Holmes, 1972, p. 22).
LaDame (1930, p. 108) classified executives at Filene's
into two groups in 1926, "major and other." The "major"
executives, who were all men, headed the five pyramids:
merchandising of the main store; merchandising of the
basement; publicity; control; and the store. Apparently,
the pyramids had been expanded by 1926, from the original
four in 1906 (F. C. A., March 1906, p. 7). "Other"
executives included: division managers, superintendents,
assistant superintendents, head of personnel, head of the
"Expense Control Department," section supervisors, assistant
comptroller, chief auditor, credit manager, head cashier,
head of the "Statistical Department," head of "Stock
Records Department," head of the "C.0.D. Department,"
the advertising Manager, the head of the "Decorating
Department," the head of "outside sales," and the head
of the "Clothing Information Bureau" (LaDame, 1930, pp.
108-111). There were a total of 145 "other" executives,
with over one-third being women (LaDame, 1930, p. 1l1l1l).
"Better paid positions held by women" in 1926,
according to LaDame (1930, p. 93) were as listed below:
Divisional Manager
Head of the Training Department
Head of the Control Department

Head of the Women's Apparel
Head of the Alterations
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Head of the Beauty Shop
Head of the Personal Service Bureau
Head of the Clothing Information Bureau
Head of the Comparison Department
Head of the Bureau of Standards
Manager of Individual Outside Shops
Style Expert
These women managers were interested in improving their
store status and were more concerned about management and
industrial relations than "women of the rank and file"
(LaDame, 1930, p. 93).
Customer Services
Customer service and satisfaction were Filene's primary
objectives. "According to the business philosophy of the
Filenes, profit is an inevitable result of satisfactory
service to consumers" (LaDame, 1930, p. 445). This
philosophy was channeled from the owners to management,
then to all employees. Several written examples emphasizing
the company's doctrine were found in a standards brochure
prepared by the main store floor superintendents and the
Training Department (Wm. Filene's Sons Co., 1924, p. 1).
Every customer entering our store shall
receive a demonstration of the spirit of
hospitality and courtesy that shall give
her the impression of special attention
paid to her individual requirements.
(Wm. Filene's Sons Co., 1924, p. 1)
The above passage identifies the customer as a female,

which reveals that as late as 1924 the male was not

considered the customer. It also stresses that customers
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should be given "the impression of special attention"
through courtesy and hospitality. Whether or not actual
"special attention" was given is unclear, however, the
customer was to feel as if that is what they received
through the employees' behavior.

Satisfaction, through a service orientation, is also
emphasized on the last page of this employee brochure.

It is a definite policy of the management that

we expect to sell satisfaction as well as

merchandise. One of the members of the firm

says that our ideal should be "Mother Service."

This means that we should serve each customer

as carefully and with as much interest and

consideration as if she were our own mother.

(Wm. Filene's Sons Co., 1924, p. 22)
Not only is the employee expected to sell goods, but
customer satisfaction was also stated as part of the
selling function. Playing the role of "Mother Service,"
and respecting each customer as one would their mother,
served to be the manner in which management could best
express to the employees the level of consideration expected
from them for the customer. Transferring societal mores
of the reverence of motherhood to the store may have been
a way to reach employee understanding. 1In addition, it
may have implied that the store was to be a home away from
home to many customers. The customer was to be treated

as a "guest" in the store, and appropriate tact and

consideration was to be administered (Mahoney & Sloan,

1966, p. 84).
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Customer services that Filene's provided included
a personal service balcony created in 1912, This balcony
held a ticket bureau, a post office annex, a travel bureau,
repair services, and a cash office. Filene's "opened
Boston's first publicly available commerical wireless
station" in 1913 (Holmes, 1972, p. 23). Other customer
services were added through the years, and in 1919, Filene's
even began an afternoon tea dance for young people (Holmes,
1972, p. 23). Filene's was also the first to use "cycle

billing," and "charga-plate." Two services that were later

instituted by other major retailers (Mahoney & Sloan, 1966,
pP. 79).

A retail phenomenon uniquely begun by Filene's was
their "automatic bargain basement."™ This phenomenon
broadened Filene's customer base by attracting customers
who otherwise could not have afforded fashion apparel.
Merchandise was presented in a no-frills environment, and
automatically reduced a percentage on a given day.
Initially, already redﬁced merchandise was priced at 25%
off after 12 selling days. It was then marked down another
25% after six more days (18 total days), and reduced still
another 25% after six more days (or 24 total days)
(Hendrickson, 1980, p. 130; LaDame, 1930, pp. 84-85).

After 30 days, all unsold merchandise was given to charity.
It was operated as a separate store from its inception

in 1909 (Holmes, 1972, P. 21; LaDame, 1930, p. 84). It
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may have been the predecessor of the modern discount store,
but in any event, they were the first with this concept
that was later adopted by others as the bargain basement
(Bluestone et al., 1981, p. 11).

Filene's was always active in Boston's community and
civic enterprises. Lincoln Filene felt "that just making
money out of a city and its inhabitants isn't the only
thing to do" (Filene, 1924, p. 11). Edward was reéponsible
for organizing the Boston City Club, the Boston Chamber
of Commerce, and the National Chamber of Commerce (Harris,
1979, p. 21).

Lincoln helped found the Retail Research Association
(RRA) in 1916 (Holmes, 1972, p. 21). This organization
joined together retailers from all over the country to
exchange information, to cooperatively study merchandising
and store operations problems, and to establish a standard
record-keeping system (Bluestone et al., 1981, p. 1ll;
Mahoney & Sloan, 1960, p. 90). By 1918 this organization
had become the Associated Merchandising Corporation
(A.M.C.), with an expanded purpose to recruit and train
employees, group buy, improve advertising, and better other
aspects of the retail business (Bluestone et al., 1981,

p. 1ll; Mahoney & Sloan, 1966, pp. 90-91). Members of this
organization were from all over the U.S., and by 1927,

also included i.ternational department stores and numbered
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in total, over 20 store groups (Mahoney & Sloan, 1966,
pp. 90-91).
Employee Services

Filene's people orientation was not only present in
customer service, but was clearly evident in employee
policies and procedures. Filene's philosophy incorporated
employee participation in management, profits, and ownership
(LaDame, 1930, p. 73). From the creation of the store,
employees had an active say-so in its operation,
organization, and their duties and benefits. Training,
profit-sharing and Filene's Co-operative Association were
all instrumental in Filene's employee orientation and
successful growth.

The Filenes were "against absentee ownership and
nepotism"” (Mahoney & Sloan, 1966, p. 8l; Reilly, 1966,
P. 71). Employee participation in management was evident
through the growth of Filene's. Lincoln Filene believed
that employees learned their behavior toward the public
by management's example (Mahoney & Sloan, 1966, p. 81).

In 1899, Filene's had approximately 100 employees
and by 1905 they had between 600 and 800 (F. C. A. "Echo,"
October 1905, pp. 20, 22). By 1912, there were 3,200
employees of Filene's (Holmes, 1972, p. 26; LaDame, 1930,
pP. 46). 1In 1926 there were reportedly 2,956 employees

working for Filene's. Of these, 2,05 were women and 55
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(38%) were considered executives, while 115 (48%) were
classified as "special" (LaDame, 1930, p. 10).
Training

Training at Filene's held an important organizational
role. From the company's beginnings, the owners valued
their employees as information resources. "They were
indispensible participants in the evolution of better
methods of storekeeping" (LaDame, 1930, p. 389). "To be
required to make decisions and to stand the consequences
of them was, in the opinion of the two Filenes [Edward
and Lincoln], the most effective form of training" (LaDame,
1930, p. 73). Paralleling the growth of the store, was
a developmental growth in training.

Filene's was a pioneer in the systematic training
and evaluation of employees (Mahoney & Sloan, 1966, p. 83).
Job specifications and duties were printed for employees
in order for them to understand the importance of their
roles and see how they fit into the overall operations
of the organization. Company employees rules were published
by 1900 (Holmes, 1972, p. 26). In 1898, lectures were
held for employees immediately after work. The subject
matter was of "general cultural interest," however, not
direct education for the store (LaDame, 1930, p. 390).
In 1901, a series of talks on textiles was being given

to Filene's employees (LaDame, 1930, p. 390). New
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employees were being taught the store policies and systems
by the director of welfare and floor superintendents, by
1902 (LaDame, 1930, p. 391). 1In 1906, training became

an independently organized fumction in the store (LaDame,
1930, p. 354).

Formal training at Filene's was divided into four
historical periods by LaDame (1930, p. 391). The first
period ran from 1902 to 1909, and included education and
welfare work. Welfare work and education were separated
into two areas in 1906 (LaDame, 1930, p. 392). Classes
were taught through clubs and most training was
decentralized (LaDame, 1930, pp. 390-394). The second
period of training was from 1909 to 1912, and more classes,
conferences, "efficiency bulletins" and "blunder sheets"
were initiated (LaDame, 1930, pp. 394-398). From 1912
to 1922, the third period of training occurred, with
emphasis on group training (LaDame, 1930, pp. 399-412).
Between 1922 and 1927, was the fourth training period that
concentrated on decentralized training, largely a result
of the "Retail Research Association" (LaDame, 1930, pp.
413-425).

Filene's became active in training outside the store
as well. Several female employees became involved in
training through teaching, giving speeches, and writing.

The accomplishments by individual women are written about

in Filene's "Managerial Women" section (pp. 241-276).
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Filene's clerks were considered among the best trained
and polite in the country (Hendrickson, 1980, p. 132).
In 1905, it was said that the sales girls were "so alert,
attentive, and courteous, that it is a pleasure to deal
with them or to watch them at their work" (F. C. A. "Echo,"
1905, p. 21). A clerk herself admitted enjoying her work
and finding it "fair," "as it's our business. I mean,
we have an interest in it" (F. C. A. "Echo," 1905, p. 21).
This interest was in the form of sales commissions and
profit-sharing.

Profit-Sharing

Profit-sharing was begun by Filene's as early as 1904.
By 1905, Filene's profit-sharing plan was of "two varieties"
(Fo Co Ao "EchOI" OCtOber 1905I p. 23).

First, the sales force virtually share in
profits through their commission on sales.
Every sales girl gets a commission of two
percent on all her sales each week beyond
the minimum that is needed to justify her
salary.

Another large group of employees who . . .
hold positions of considerable importance,
such as managers, floor superintendents,
buyers and their assistants, book-keepers,
advertising men, and other office people
etc., get their share of profits as
dividends on profit-sharing certificates
issued to them in virtue of the positions
they hold and the value of the services
they render.

Filene Cooperative Association

Employee suggestions were awarded as early as 1899,

when $25,000 worth of rewards were given to employees
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(Hendrickson, 1980, p. 132). An Insurance Committee "was
also founded this year, and was the forerunner of Filene
Co-operative Association (Holmes, 1972, p. 26).

In 1898 Filene's founded an employee management
participation organization, known as the Filene's
Co-operative Ass6ciation (F. C. A.) (Holmes, 1972, p. 26;
LaDame, 1930, p. 46). A constitution for the Association
was adopted in 1903, and "every employee, by virtue of
his employment, [became] a member" (LaDame, 1930, p. 47).

At the moment when a name of a new employee
is recorded on the roll, he or she
automatically becomes a member and is
entitled to most of the advantages. At the
end of ninety days he becomes a full-fledged
member. In order that none shall be left out
for financial reasons, nho dues are collected.
The Association supports itself through

fees and charges aided by the proceeds of

its own entertainments or other social and
educational activities, but many activities
are cooperatively maintained because they
help to business success. (Filene, 1924,

p. 56)

The F. C. A., itself, wrote in the first volume of

the "Echo" that it exists to bring into closer relation

the different employees and the firm, in order that the
work of the whole store body and of the individuals may

be strengthened" (F. C. A. "Echo," July 1902, p. 2).
Filene's Co-operative Association held four major purposes:
"l) To give members a voice in their government, 2) to

increase their efficiency, 3) to provide social gatherings,
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4) to create and sustain a just relationship between
employer and employee" (Holmes, 1972, p. 26).

LaDame (1930) accredits two events to the establishment
of the Filene Co-operative Association. One, is the value
~that the founders of Filene's recognized in the early
informal employee meetings they held. Another, is the
owner's realization of "the ineffectiveness of welfare
work superimposed by them upon their workers." Lincoln
Filene stated the reasons for establishing the F. C. A. as
twofold:

We did it because it is good business.

Because it pays. Good will is a factor,

of course, and desire for just and harmonious

relations, but the fundamental reason for

adopting co-operative methods is that they

develop efficiency and attractive service,

relieve the management of many of the

burdens formerly entailed by labor problems,

and afford important financial advantages,

aiding the expansion of business and the

increase of profits. (F. C. A. "Echo,"
October 1905, p. 24)

The Board of Arbitration was formed in 1901, as a
part of the F. C. A. (Holmes, 1972, p. 26).

It was given power to settle, without

interference from management, any matter

regarded as an injustice to an employee,

or group of employees, resulting from

a rule, a discharge or a question of

wages. (Mahoney & Sloan, 1966, p. 84)
Mahoney and Sloan (1966, p. 84) write that this board was
a direct result of a complaint registered by a cashier,

whose pay had been docked because of a srurtage. The

jurisdiction of the board included "all cases of controversy
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between the company and an employee" (F. C. A. "Echo,"
October 1905, p. 21). Article V, Section 2 of the
Co-operative Association states:
The Arbitration Committee of the Co-operative
Association (elected by secret ballot of your
fellow~employes) [sic] shall act as a court of
appeal on all cases of controversy between the
Company and an employe [sic], including
dismissals, and between one employe [sic] and
another. It shall have no power to change a
store rule, but if it deems the rule unjustly
applicable the Committee may suspend such rule
in the case on appeal until the Association has
taken action on the rule.
In case of dismissal, a two-thirds vote
of the entire Committee for reinstatement
shall be an order on the Superintendent for
reinstatement. In cases of salary deductions
a majority vote of the entire Committee shall

be an order for refund. (F. C. A. "Echo,"
October 1905, p. 21)

The F. C. A. was responsible for initiating, organizing
and running many of Filene's employee services. Early
employee services provided included: a clinic with a
medical doctor (1898), an insurance committee (1898), a
library (1899), a Welfare Manager's office (1900), a club
and lunch room (1903), legal advice (1903), a beach cottage
for vacation or after work (1905), a credit union (1913),
and a summer camp (1917) (Holmes, 1972, pp. 26=27).

Clubs and social activities were also a big part of
F. C. A.'s work. These not only provided leisure and
recreational activities, but also lectures and educationally
work-related activities. A Girl's Club was organized in

1907, but divided in 1912 into two: "one for girls under
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‘21 and The Young Woman's Club for those over 21" (Holmes,
1972, p. 27). A Men's Club was founded in 1910, and
athletic clubs (for both men and women), a dramatic club,
a choral group, a band and orchestra were all established
by the 1920s (Holmes, 1972, p. 27). Almost any
recreational, intellectual or social activity that anyone
would‘want was provided at Filene's through the F. C. A.

The F. C. A. was also instrumental in improving the
working conditions and establishing and changing rules
of the store.b Membership on Filene's Board of Directors
was granted to the F. C. A, in 1914, when four of the eleven
board members were elected by the Association (Holmes,
1972, p. 27). 1In 1904, the Filene's store was closed at
5:00 pem. from June 15 to September 15. By 1913, a two-week
paid summer vacation and a 20% discount was granted to
employees and a paid winter vacation was also granted by
1923 (Holmes, 1972, pp. 26-27).

The turn of the century saw a progression of employee
benefits and labor relation improvements at Filene's.
The Welfare Manager's office was established in 1900.
Welfare work and education (which were one and the same
previously) were separated in 1906 (LaDame, 1930, p. 392).
(See the Filene's pyramid on page 222.) In 1907, the |
former Welfare Manager was made Executive Secretary and

Administrative Head of the F. C. A. (Holmes, 1972, p. 26).

This office had the power "to hire and discharge employees,
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to oversee [the] general welfare of employees, mediate
between management and employees or between two individual
employees and serve as executive secretary of the

F. C. A." (Holmes, 1972, p. 26). According to an employee
who was quoted in the October, 1905, "Echo" (p. 22):

The Social Secretary, or Welfare Manager,
is the head of the educational and welfare
departments. She is an intermediary
between employers and employes [sic], the
organizer, educator, stimulator, and harmonizer-
in-chief to both the Company and its employes
[sic]. The fundamental purpose of her office
is the development of efficiency through the
establishment of just and reasonable conditions,
and the training and stimulation of the employes
[sic] to do their best. That her work shall make
for the greater industrial efficiency of the store
force, and so produce her own salary and more,
is the first condition she must meet. . . . does
everything that anybody else can do. She helps
us get promoted, and if anything isn't right she
fixes it. She is our chief adviser, and she gives
us lessons about the best way to treat customers
and how to do our work well,.

An F. C. A. council was formed in 1905. Members were
elected annually to serve on this legislative body that
met biweekly and reported regularly to the employees
(Holmes, 1972, p. 26). Matters that the council involved
itself in were wages, hours, discipline, and grievances
(LaDame, 1930, p. 139-189). 1In March of 1906, the
F. C. A. had created a pyramid that showed the organization
of the Association (F. C. A. "Echo," March 1906, p. 11).

It was designed on the same lines of Filene's store pyramid,

and is shown in Figure 20.
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ARBITRATION BOARD
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Figure 20. Filene's Co-operative Association Pyramid

Source: F. C. A. "Echo" (March, 1906) (Boston: Filene's
Company Papers), p. ll.




The first issue of "The Echo," the official paper

of the F. C. A., was released in July 1902 and is still
housed in the Filene's Boston archives. The slogan of

the paper was "Without labor thought is unhealthy. Without
thought labor is unhappy" (F. C. A. "Echo," July 1902,

P. 1). According to Filene's, it was published monthly
until 1912, when it became a weekly publication for a
short period of time. Later it was issued monthly again
(F. C. A. "Echo," September 1912, p. 2: Holmes, 1972,

p. 27). LaDame (1930, p. 54), however, wrote that the
"Echo" was published weekly for twenty-five years, "except
for a short time when it was issued monthly."

It was said to have been the product of a suggestion
from Mr. James A. Reed, "at the time an employee of the
store" (F. C. A. "Echo," May 1907, p. 1). 1In 1907, it
was "known as one of the finest papers of its kind in the
country" (F. C. A. "Echo," May 1907, p. 1l).

Review of the issues from 1902 until 1920, substantiate
the fact that the "Echo" was the official organ of Filene's
Co-operative Association. It was "issued and controlled
by the Association,” and supported by a subscription fee
and paid advertising until 1912 (F. C. A. "Echo," October
1905, p. 8). Then, the paper was supported by management,
who "had no editorial voice" (Holmes, 1972, p. 27).

The "Echo" contained Association information, including

proceedings and material about officers and members. It
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also contained store organizational information and
communicated store changes and growth activities. 1In
addition, information on employees, training, activities,
and customer and employee services was reported. The
announcement of upcoming events, activities, and meetings,
along with reports on past ones was written about. Also,
tips on health, and attitude are presented. Editorials
were also written on everything from how to advance, to
pleas for new services. Speeches and letters, along with
committee reports were also contained in the "Echo."

Lincoln Filene (1924, p. 72) called the "Echo" " not
a trade journal or a.house-organ, but a paper of personal
news and gossip."” This researcher feels that it was more
than what Mr. Filene said it was. Yes, a column or two
in each issue reviewed from 1902 to 1920 did contain
personal remarks, gossip, and antedotes, however, other
material dominated the paper. The paper seemed to be a
very effective store communication tool, due to its
longevity and the evident employee participation.

Through the F. C. A. the "welfare work of the business
is conducted by the employees, who have many unusual
democratic privileges in the control of business"

(F. C. A. "Echo," August 1905, p. 10). It was the
contention of the Filenes and management, that welfare
work can be more effectively done if done by ‘ae people

themselves" (F. C. A. "Echo," Augqust 1905, p. 24).
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F. C. A.'s work was regarded in the December, 1906,
"Echo" (p. 1) by Mr. Tully, Publicity Manager and a chief
executive in 1906, as the "religion of our business."

His sentiment was stated as representing the entire Board
of Managers. The owners and executives played active roles
in the F. C. A., attending and speaking at many of their
functions. The "Echo" recorded many of these occasions

(F. C. A. "Echo," June 1903, p. 1l; March 1904, p. l: March
1909, p. 8). They also helped financially support many

of the F. C. A.'s endeavors (F. C. A. "Echo," June 1903,

p. 1; July 1905, p. 5).

The F. C. A. continued its active role at Filene's
until 1935, when it was banned as a company union by the
Wagner Act (Holmes, 1972, p. 28). For a complete account
of Filene Co-operative Association, see Mary LaDame's (1930)

book The Filene Store.

Many employees actively participated in the
F. C. A., which served as a device for them to gain
visibility and do other work within Filene's. Employee
sentiment was strongly favorable toward the operation of
Filene's, through employee participation in the F. C. A.
One employee in 1905 (F. C. A. "Echo," p. 4) summed it
“up by affectionately referring to Filene's as "this profit-
sharing, government-sharing store. . . ."

LaDame (1930, p. 24) wrote that in 1926, it was

becoming very difficult for employees to serve both their
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store positional job role and an official association role.
Mahoney and Sloan (1966, p. 8) state that the leaders of
the F. C. A. did not "evince any ambition to assume
responsibilities of management." This statement is
questionable, as some women who held managerial positions
with Filene's were also very active in the F. C. A.
Filene's Managerial Women

Thirteen of Filené's prominent, early managerial women
are presented in this section. The majority of the
information on the managerial women of Filene's is compiled
from evidence in the "Echo."

There was not enough information to compile profiles
on three of the women originally selected as a part of
the Filene's sample. These are Matilda Croissant, Estella
Hand, and Mildred Ivy. An additional managerial woman
from the sample, however, was documented: K. E. Coakley.

Diana Hirschler

Miss Diana Hirschler worked for Filene's for nine
years, from 1900 to 1909. Diana herself states that she
began at Filene's in 1900 (F. C. A. "Echo," April 1904,

P. 1) as "social secretary." According to Diana, her role
was to be an

impartial person, to see that just conditions

be established in order to enable the employes

[sic] to do their best work, that with just

and fair conditions from every standpoint

existing, both sides would be benefited.
(F. C. A. "Echo," April 1904, p. 1).
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Malino (1982, p. 70), however, writes that she was hired
in 1899 as a "floor manager" and "assumed the
responsibilities for superintending the employees."

It is logical that in her position as "social
secretary" that Diana played a leading role in Filene's
welfare work. Diana was extremely active in the
F. C. A,

Hirschler held many official F. C. A. positions
throughout her Filene's years. She was on the "Echo"
Advisory staff in 1902 and 1904 (F. C. A. "Echo," April
1902, p. 6; July 1902, p. 1l). Diana was also on the 1903
and 1904 "Suggestion Committee" and "Secretary" of the
F. C. A. in 1904 (F. C. A. "Echo," February 1903, p. 2:
April 1904, p. 4). In 1905 and 1906, Diana was on the
"Board of Education Lecture Committee" and the "Library
Committee" (F. C. A. "Echo," July 1905, p. 5; February
1906, p. 14). Diana was also the "Editor" of the "Echo"
in 1905 (F. C. A. "Echo," May 1905, p. 2).

Hirschler was a popular speaker, both inside Filene's
and away from the organization. She spoke at the first
F. C. A. dinner in 1904 (F. C. A. "Echo," March 1904, p.
1l). Hirschler attended "The Employees' Welfare Conference"
in the spring of 1904, which was held in New York City
(F. C. A. "Echo," April 1904, p. l). The keynote speech
she gave to this group was printed in the April 1904 "Echo"

(pp. 1-3). 1In this speech, she introduces herself and
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her role at Filene's. Hirschler also explains Filene's
philosophy on welfare work and the F. C. A's history and
role in achieving the welfare goals of the company. Miss
Hirschler lectured for a course held at the Bigelow School
in South Boston and the Lowell School in Roxbury in 1904
(F. C. A. "Echo," April 1904, p. 6). These lectures
explained the training necessary to succeed in business,
particularly for salespeople.

In 1905, she gave speeches at the Stenographer's Dinner
and the "Profit Shareholder's Dinner (F. C. A. "Echo,"
July 1905, p. 4; May 1905, p. 6). Also in 1905, Hirschler
gave morning conferences on "Store System for the Sales
Force and Apprentices" in the F. C. A. Club Room (F. C.
A. "Echo," July 1905, p. 4; September 1905, p. 4).

This same year, Hirschler attended and participated
in a "Welfare Conference" in Philadelphia (F. C. A. "Echo,"
September 1905, p. 15). This conference attracted about
50 welfare managers from all over the country. This same
year she was conducting a course on "Salesmanship Training,"
at the "South Boston Educational Center" (F. C. A. "Echo,"
November 1905, p. 2). In the fall of 1906, Hirschler was
"connected with the new commercial high school" in Boston
(F. C. A. "Echo," March 1906, p. 8). She taught classes
in salesmanship at this school.

Hirschler's interest in h+lping employees extended

beyond the walls of the store. Miss Hirschler even held
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a "Psychology Class" on Tuesday evenings at her house,
"open to all" (F. C. A. "Echo," 1905, p. 4). These were
described as "very instructive" by a member.

Hirschler held a formal position in the Filene's 1906
store pyramid. She was head of the "Educational" pyramid
(one of the third level pyramids) as seen in Figure
(see page 222). Diana was given the title of "Executive
Welfare Manager" this same year (F. C. A. "Echo," February
1906, p. 9). She worked directly under the "Superintendent
of Employees," Mrs. O. C. Pratt, who reported directly
to T. K. Cory, the "Store Manager." Working under Diana,
are the "Floor Superintendents."

Miss Hirschler was also active in F. C. A. social
activities. 1In 1904, Hirschler attended the "May Party"
and the "Barn Party" held by the F. C. A. (F. C. A. "Echo,"
June 1904, p. 1; May 1904, p. 1). She also attended the
first Girl's Club "Shirtwaist Party" and "danced as usual"
(F. C. A. "Echo," November, 1905, p. 3). She admitted
going to the opera "for purposes of character study only"
(F. C. A. "Echo," February 1906, p. 4).

Hirschler advocated vacations for employees. Examples
of this encouragement were found in several "Echo" issues.
"The Welfare Manager and her office will give helpful
advice about how and where to spend a delightful vacation"

(Fe C. A. "Echo," July 1905, p. 3). She believed in them



247

for herself, as well, and it is known that she took one
at least in 1902 (F. C. A. "Echo," September 1902, p. 2).

Several examples of Hirschler's writing were found
in the "Echo.” 1In 1906, she wrote the "Soliloquy of a
Lead Pencil" (F. C. A. "Echo," February 1906, p. 1). It
is an amusing, yet serious look, at a salesclerk and her
job through a pencil's eyes. A copy of this paper is in
Appendix D.

Another paper was printed in the March 1909 "Echo"
(pp. 2, 16). Hirschler was then the former Filene's
Welfare Manager. It was a copy of an article that had

been published in the newspaper, the New York Sun, and

was entitled "The Psychology of Selling, Types of Customers
and How to Handle Them." 1In the article, Hirschler writes
about the various types of customers and suggests ways
that salesclerks can work successfully with the various
customers. A portion of this paper is-presented in Appendix
D. Diana wrote a touching two page memorial in the "Echo"
to a salesclerk, Johanna L. Moran, who péssed éway in March
1905 (F. C. A. "Echo," pp. 1-2).

The specific educational and family background of
Diana is unknown. It is known, however, that she was once
called a "Philadelphia lawyer" (F. C. A. "Echo," November

1905, p. 2). Whether or not she was actually a lawyer,

or this was just a figure of speech, has not been




2438

ascertained. If she was, then she must have been a
college graduate. A photograph of Diana is presented in
Figure 21.

Diana certainly contributed immensely to Filene's
early employee and store success. She also reached beyond
the store for the education and advancement of women in
department stores. Miss Hirschler left Filene's in 1909

to continue pursuing work she had begun in 1908 with Anna

Garlin Spencer in New York (F. C. A. "Echo," March 1909,

P. 2). Diana left Filene's because she had "outgrown the
scope of welfare work" and had "become more interested

in the larger problems of raising saleswomanship efficiency"
(Teaching the Girl, 1912, p. 371). She worked with Anna
teaching night training classes to saleswomen and later
training sales teachers, through the New York public schools
(Benson, 1986, p. 152).

Bernice M. Cannon

Miss Cannon was employed at Filene's from at least
1912 until 1925 (Prince Alumnae News, 1915, p. 58). She
was a "Floor Superintendent" in 1912 (F. C. A. "Echo,"
April 1912, p. 4). Most of what was found on Cannon's
contributions to Filene's was contained in LaDame's (1930)
book on Filene's.

Bernice Cannon was appointed the "Director of Training"
for Filene's in the syring of 1912 (LaDame, 1930, p. 398).

In 1914, she was given the responsibility to organize and
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Figure 21. Diana Hirschler

Source: F. C. A. "Echo" (November, 1905), p. 3
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direct "a department for research" (LaDame, 1930, p. 400).
Miss Cannon is attributed with establishing formalized
group training through the development of "craft" groups
(LaDame, 1930, p. 402). These "craft" groups were
organized by the type of occupation and consisted of "floor
superintendents of the main store, floor superintendents

of the basement, floor clerks, merchandise clerks, automatic
markers, chauffeurs, elevator operators, assistant buyers,
and decorators" (LaDame, 1930, p. 403). Miss Cannon
explains the purpose and function of the "craft" groups

in the following quote:

The organized group of people doing the same

kind of work shall be considered as a very

necessary instrument for use by the training

and methods division to increase the

opportunities for developing the leadership

throughout the store and make for effective,

co-operative effort on the part of the whole

store. (LaDame, 1930, p. 402)

Three other forms of training, in addition to group
training, were developed through Miss Cannon's department
from 1912 to 1922. These were "initiation, job and resource
training.” Initiation training was a two week session
for non-executive new employees and consisted of a store
tour, three lectures on the store's organization, rules
and Filene Cooperative Association (LaDame, 1930, pp. 404-
405). Executive initiation training consisted of

"individual instruction by the Training Department in the

organization of the store, its directory . . ., the Filene
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Co-operative Association, introduction to other executives
and a tour of all departments" (LaDame, 1930, p. 406).
"Job" training, referred to as on-the-job training,
included supervisory instruction "at the employe's [sic]
place of work" consisting of observation and performance
of work (LaDame, 1930, p. 406). "Resource Training" was
the training of a group for specific job promotion
possibilities and included the training of all clerks
(floor, stock and office), floor superintendents, assistant
buyers, head of stock, and even "special training" for
executives. Special training was similar to executive
training programs of today. Members of this group were
first recruited from within the store, then from outside
the organization, returning to inside the store in 1920
(LaDame, 1930, pp. 407-410).

Search through the past issues of "Echo" did not reveal
very much active F. C. A. participation by Cannon. She
ran for election to the F. C. A. Council in 1912, but this
researcher was unable to learn whether or not she won a
seat (F. C. A. "Echo," April 1912, p. 5). She was, however,
on the F. C. A. Educational Committee and "Counselor" for
the Club House in 1912 (F. C. A. "Echo," September 1912,
p. 3). Perhaps Cannon's duties as Training Director kept

her too busy to participate much in the F. C. A., or its

activities.
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Miss Cannon also taught a free night course for
Filene's, through the Retail Trade Board of the Boston
Chamber of Commerce ("Training Department," 1926, p. 3).
The course she taught was entitled "How to Teach,"” and
prepared students to teach store employees. Cannon also
gave talks on Filene's organization to new employees.

"By this means she established a contact at once with all
newcomers" (LaDame, 1930, p. 405).
Bernice wrote a chapter in Catherine Filene's (1920)

book, Careers for Women (pp. 367-373). The chapter was

entitled "Personnel Work, the Education Director." 1In

her chapter Cannon explains what the Educational Director
does, the nature of the work, and the qualifications
necessary for success in personnel work. She recommends
"having a teaching instinct," and analysis and planning
skills for a career as an Educational Director (Filene's,
1920, p. 369). Cannon also suggests a college degree,

or a high school degree with teaching or business experience
and a particﬁlar store skill, as a basis for teaching that
kind of work.

The author of The Educational Director (1918), Beulah

E. Kennard, expresses her "deep thankfulness" to Miss
B. Cannon for her help on the book. This book was one
in a series of merchandise manuals published around 1920.

Kennard acknowledges her "original researches,” as

"Educational Director Wm. Filene Sons Company, Boston."
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Miss Cannon also "secured reports and information from
United States counselor officials in foreign countries
and made a compilation of data on the subject" (Kennard,
1918, p. ix).

Bernice M. Cannon graduated from the University of
Minnesota (Training Department, 1926, p. 3). She was also
a graduate of the "Prince School of Store Service and
Education" (Prince Alumnae News, 1918, p; 17; 1919, p. 23,
1920, p. 34; 1921, p. 36; 1923, p. 46; 1925, p. 58). Where
Miss Cannon came from and how she got to Filene's was not
found through the research.

Two pictures of Miss Cannon were found in the
F. C. A. "Echo," however, they were too small or not clear
enough to copy (F. C. A. "Echo," April 1912, p. 5; March
1912, p. 4). She wore her hair pulled back, wore glasses,
and was not smiling in either picture found. Cannon appears
to have been older than most of the other Filene's
managerial women that are included in this study. Bernice
remained Filene's Director of Training until 1925 (Prince
Alumnae News, 1925, p. 58:; "Training Department," 1926,

p. 3).

Margaret Fitzgerald

The first evidence of Margaret Fitzgerald at Filene's

appears in the October 1905, "Echo" (p. 10). She was then

an "Assistant Editor" of the "Echo." According to LaDame
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(1930, p. 149), Margaret worked her way up from salesclerk
to buyer.

Margaret won several prizes at Filene's for her
worthwhile contributions to the organization. Margaret
was the recipient of a $5.00 F. C. A. prize for "the most
suggestions accepted during the month of March, 1908
(F. C. AQ "EChO," April 1908] p. 4).

Another prize was awarded to "Miss Margaret Fitzgerald"
of "Dept. 315," in September, 1912. She also won one of
"The President's Contests" for "Advertising" (F. C. A.
"Echo," September 1912, p. 4). This winning ad promoted
Easter petticoats in every imaginable color. Part of the
ad reads:

We have them--in the new millinery shades--

"Squadron Blue"--"Burnt Amber"--"Nell Rose"--

"Royal Purple"--"Gold"--in the staple shades--

navy, brown, emerald, cerise, wisteria, black

and white. Petticoats--legions of them--to fit

the purse, to please the eye, to appeal to the

practical, to give the touch that means perfection

to the Easter Outfit. (F. C. A. Echo," September

1912, p. 4).

During her years with Filene's, Margaret was quite
active in the F. C. A. In the F. C. A. Department of
Education, Margaret represented the "Sth floor" in 1908
(F. C. A. "Echo," August 1908, p. 13). Margaret was an
Assistant Editor of the "Fcho" in 1905 and 1910 and

became the President of the F. C. A. Girl's Club in

January 1910, succeeding Anna Bennett to the presidency

(F. C. A. "Echo," January 1910, pp. 8, 13; October 1905,
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p. 10). The "State (Mass.) Minimum Wage Commission" in
1912 requested a young woman to represent Filene's
employees and Margaret Fitzgerald was elected (LaDame,
1930, p.l 49). sShe remarked that she was happy that this
position did not compromise her at Filene's.

Socially, Margaret and Anna Bennett, another managerial
woman with Filene's, were close friends, according to the
January 1910 "Echo" (p. 2). Margaret was also active in
the F. C. A.'s social activities and apparently, Margaret
sang well and/or liked to sing, as she did so at Girl's
Club Meetings (F. C. A. "Echo," November 1910, p. 1l1l).

Fitzgerald was described as having "tireless energy,
much originality, and the ability to inspire others with
her enthusiasm" (F. C. A. "Echo," January 1010, p. 13).
There is a photograph of Margaret taken in October, 1912
(F. C. A. "Echo," October 1912, p. 6). She wears glasses
and her hair is held in a bun, as shown in Figure 22.

The Boston City Directories from 1875 to 1904 reveal

several Margaret Fitzgeralds. From 1875 (p. 31) through
1879 (p. 34), the directories listed a "Miss Margaret
Fitzgerald"” living at 100 Poplar in Boston proper. There
were no other Fitzgeralds living at the same address.

In 1880 (p. 356) she moved to "6 Porcelain Place" and in
1881, moved again to "2 Rossell Place."™ The 1885 Boston

Directory (p. 401) listed a Miss Margaret Fitzgerald as

a "coatmaker" who roomed in Cambridge. From 1886 until
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Figure 22. Miss Margaret Fitzgerald

Source: F. C. A. "Echo" (September, 1912), p. 4.
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1904, all of the Margaret Fitzgeralds listed were widows.
In 1904, there was also a Margaret Fitzgerald who roomed
at 11 Camden Pl (Boston Dir., 1904, p. 658). The 1905
(p. 946) directory listed a Margaret Fitzgerald who was
a "teacher" that boarded at the "Hotel Ludlow."

Since Fitzgerald was a popular Bostonian name, and
there were always some Margarets listed in the Boston
Directory, it is difficult to determine if any of the
Margaret Fitzgeralds might have been the same woman who
worked as a manager at Filene's. What happened to Margaret
Fitzgerald after 1912 is still to be learned. She was,
however, active at Filene's for seven or more years.

M. C. Sweeney

Miss M. C. Sweeney was first found mentioned in the
November 1905 (p. 3) "Echo." She was affiliated with the
"Stenographers Department" and won a "box of chocolates
as a result of her proficiency in orthography" (spelling).
Her Filene's position and work is unknown after 1905, but
Sweeney was active in F. C. A. activities until 1912
(F. C. A. "Echo," September 1912, p. 2).

Sweeney was the Secretary of the "Exposition Committee"
in 1905 (F. C. A. "Echo," November 1905, p. 3). She was
also on the "Entertainment Committee, Board of Recreation"
for the F. C. A. in 1907 (F. C. A. "Echo," January 1907,

p.12). 1In 1912, Sweeney was an "Assistant Managing Editor"

for the "Echo" (F. C. A. "Echo," September 1912, p. 2).
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Miss Sweeney was photographed as a member of the
F. C. A, Exposition Committee" in 1905 (F. C. A. "Echo,"
November 1905, p. 3). This photo is shown in
Figure 23.

Miss Sweeney's first name was probably "Mary" as in
the January 1910 "Echo" (p. 2) a "Mary Sweeney" was
thanked for "unselfishness" in playing her violin at
F. C. A. Girl's Club éffairs. The same report stated that
"Miss Sweeney is also interested in the other club affairs."
It is known that Miss Sweeney traveled to London and Paris
during the summer of 1908. She wrote to fellow employees
through the "Echo," of the "many," "magnificent" sights
she was enjoying (F. C. A. "Echo," September 1908, p. 6).
Whether this trip was taken for work or pleasure is
unsupported.

A "Mary" Sweeney was listed in the 1877 to 1878 (p. 85)

Boston Directory living in Boston proper at "305 East Eig-

hts." No other reference is found of her in the

remainder of the Boston Directories. Whether "Mary Sweepey"
listed in the early city directory is the same woman who
worked at Filene's is unclear. The "Echo" provides evidence
that M. C. Sweeney worked at Filene's from 1905 until 1912.

K. E. Coakley

Miss K. E. Coakley worked for Filene's from at least
1902 until January 1912, as revealed by the many entries

referring to her in the F. C. A. "Echo." 1In 1902, she
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Ploto by Will Armstrong.
THE EXPOSITION COMMITTEE.

L. T. McMahon, Publleity. W. C. Watt, Exhibits, F. M. Spear, Exposition Mgr.
J. F. King, Entertainment. M. C. Sweeney, Sec. (. A, Plerce, Refreshments.

Figure 23. M. C. Sweeney, 1905

Source: F. C. A. "Zcho" (November, 1905), p. 3.
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was buyer for the "Underwear, Petticoat and White Skirt
Departments." She received a good luck floral horseshoe
wreath from "her girls," upon moving her departments to
the new Filene's store in 1902 (F. C. A. "Echo," September
1902, p. 21).

In June of 1907, Miss Coakley went to Paris on a buying
trip aboard the "Adriatic" steamship (F. C. A. "Echo,"
June 1907). This was her "second trip" buying abroad and
another buying trip to Europe was reported in 1909
(F. C. A. "Echo," March 1909, p. 3). She must have still
been buying for these departments in 1912, as her January
New Year's resolution was to "change the style and make
them wear more underwear" (F. C. A. "Echo," January 1912,
p. 15).

Coakley was active in F. C. A. activities while she
was a Filene's employee. She was a member of the
F. C. A. "Insurance Committee" in 1904 (F. C. A. "Echo,"
March 1904, p. 4) and was the Vice-President of the "Profit
Sharers' Club" in 1906 (F. C. A. "Echo," January 1906,
pP. 8). Miss Coakley was also active in F. C. A. social
activities. On New Year's Eve, 1902, she attended the
F. C. A. sponsored "Poverty Party," where members dressed
in poor lcoking costumes (F. C. A. "Echo," January 1902,
p. 3). Apparently, Miss Coakley bid on or was given a

"bunch of bkridal roses," at a 1902 Filene's "unclaimed

packages" auction. She wore this corsage that evening
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while all attendees thought they were quite becoming
(F. C. A. "Echo," August, 1902, p. 5).

Three vacation trips taken by Coakley were reported
in the "Echo." Miss Coakley was a friend of Misses Jackson
and Jantzen (also Filene's managerial women), as they all
three spent vacation together in 1908 at Kennebunkport,
Maine (F. C. A. Echo," September 1908, p. 2). She also
"spent a week's vacation at North Woodstock, New Hampshire
gaining a well deserved rest after her strenuous summer
abroad" (F. C. A. "Echo," October 1905, p. 4). Then, Miss
Coakley drove some girl friends to Providence in her new
Cadillac on June 17, 1911 (F. C. A. "Echo," July 1911,

p. 23). For a woman in 1911 to have a Cadillac, must have

been unusual. After Miss Coakley's trip to Europe, she

was interviewed for the September 1905 "Echo" (p. 14).
During the interview, she apologizes for not having time
to write this month, but tells a humorous story about a
woman on the train to Berlin. Miss Coakley also expresses
gratitude for the kindness and thoughtfulness "which
welcomed me upon my return."

What happened to Coakley's Filene career after 1912
is a mystery. She was, however, an active Filene's employee
for at least eleven years.

Mrs, F. M. Keiser

Mrs. Keiser began at Filers's in 1908 and worked at

the store at least until 1912, "Mrs. F. M. Keiser" became
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the "new" third floor assistant to Mr. Coburn, in December,
1908 according to the "Echo" (1908, p. 5). She grew to

be quite popular with the "girls" in this position

(F. C. A. "Echo," December 1908, p. 5). 1In 1912, Mrs.
Keiser was a "Floor Superintendent," and also "Secretary"
of the Floor Superintendent's Organization (F. C. A. Echo,"
September 1912, p. 3).

Perhaps because of the popularity Mrs. Keiser gained
with the Filene's "girls," she became "Mother" to the
F. C. A. Girl's Club in the winter of 1909 (F. C. A. Echo,"
January 1910, p. 1). Under her direction, the club was
organized "with officers who have general management of
the meeting and work" (F. C. A. "Echo," January 1910,

P. 1). In this position, she was the club's "advisor"

and "director" (F. C. A. "Echo," January‘l910, p. 1).

As the "Mother," she also participated actively in the
Girl's Club outings and activities. 1In the summer of
1909, she was reported to be "adept" at playing ring games
(F. C. A. "Echo," August 1909, p. 1).

It is known that she was still the Girl's Club "Mother"
in 1910 (F. C. A. "Echo," January 1910, p. 1). After that
date, there are no records that show her involvement in
the club. Other F. C. A. and Filene's activities and duties
may have taken her time. Mrs. Keiser became an F. C. A.

council member in 1912 (F. C. A. "Echo," September 1%12,

p. 3).
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Mrs. Keiser was described as generous with her time,
and one who took a "personal interest in each individual
girl" (F. C. A. "Echo," January 1910, p. 1). Several
pictures of Mrs. Keiser were found in the "Echo" (November
1905, p. 7; January 1910, p. 3). One taken with other
officers of the 1910 F. C. A. Girl's Club is in Figure
24,

L. P. Minshall

Miss L. P. Minshall was a manager for Filene's, from
1906 until 1908, according to the records found. She was
involved in merchandising and the F. C. A. Miss Minshall
was associated with the Corset Department from at least
1906 and was most likely the buyer, according to the
evidence found. She hosted a dinner party for "the girls
of her Corset Dept." on April 19, 1907 at her apartment
(Fe C. A. "Echo," April 1907, p. 20). Aftér dinner,
"singing and playing," Minshall presehted the girls with
souvenirs.

Miss Minshall is accredited with helping>to start
the F. C. A. Girl's Club in 1907 (F. C. A. "Echo," September
1909, p. 2). She began giving "a series of talks to groups
of girls in the store" and management soon recognized the
importance of this work and agreed to furnish a dinner
at each meeting" (F. C. A. "Echo," September 1907, p. 2).
Miss Minshall was also the Girl's Club Manager in 1907

and 1908 (F. C. A. "Echo," March 1907, p. 2; June 1908,
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Figure 24.

Source:

Fe

COUNCELLOR E. GOOD PRES. ANNA BENNETT MOTHER KEISER

F. C. A. Girl's Club Officers Composite
Picture, 1910

C. A. "Echo" (January, 1910), p. 3.
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P. 2). As such, she was called "Mother Minshall"

(F. Co A. "Echo," January 1910, p. l1). She attended a
July 6, 1907 Girl's Club outing at the home of Mr. and

Mrs. Lincoln Filene with approximately 50 others

(Fe C. A. "Echo," August 1907, p. 6). Minshall also played
the piano at Girl's Club luncheons (F. C. A. "Echo," March
1907, p. 2).

Minshall was also active in F. C. A. work other than
the Girl's Club. She held offices such as "Chairman of
the Library Committee" in 1906 and 1907, and was a member
of the "House Committee of the Profit Share's Club"

(F. C. A. "Echo," November 1906, p. 12; December 1906,
p. 9: January 1907, p. 12),.

Several articles written by Minshall were found in
the "Echo." 1In the October 1906 issue of "Echo" (p. 3)
is an article, "A Paper on the Direct Value of Cultural
Education to Business." This paper advocates obtaining
a cultural education for the betterment of oneself.
Reading is the way that Minshall suggests obtaining this
education, which helps lead to success in all aspects of
life and career. A copy of this paper is presented in
Appendix E.

Another Minshall article entitled "Taste" was in the
May 1907 "Echo" (p. 2). She explains that taste is "the
outward expression of harmony," and "unconsciously has

a soothing effect on our entire nervous system."™ Minshall
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further explained that the development of "good taste"
can contribute to "a complete and perfect whole, thereby
contributing our share to the actual joy of living."™ Her
article seems to be a plea for the recognition and
development of "good taste." A copy of the article is

in Appendix E.

Minshall spoke at Filene'é functions and also
represented the store at outside speaking engagements.
Minshall toasted Edward Filene prior to his "tour of the
world" at an F. C. A. 1907 New Year's Réception and Dinner.
Her toast was entitled "In the Soup" and went as follows:

You may have wine when oft you dine,

But with this crowd scarce ever,

We'll drink your health and future wealth

In this soup (all up). May you live forever!

(F. C. A. "Echo," January 1907, p. 6)

In November 1906, she addressed the "Bigelow School, South
Boston (F. C. A. "Echo," November 1906, p. 11, 15) on the
"Points of Salesmanship." This talk also included a corset
sales demonstration, which was well received by the many
male attendees..

Several vacations taken by Minshall were mentioned
in the "Echo." sShe went to Deep Harbor for vacation during
the summer of 1907 (F. C. A. "Echo," July 1907, p. 4).

In 1908, Miss Minshall went to her home in Kentucky
(F. C. A. "Echo," September 1908, p. 2).
The last mwation of Minshall was in the September

1908 (p. 8) "Echo," when it was reported that she "was
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employed in Filene's Merchandise Office." The capacity
she held was not identified, however. She began in the
corset department and then became involved with the Girl's
Club, and may have remained in corsets for more years at
Filene's.

Lillian L. Kane

Lillian L. Kane was employed as a buyer for Filene's
in 1918, and remained only through late 1919 or early 1920
(Prince Alumnae News, 1918, p. 7; 1919, pp. 23-33). Kane
graduated from the "Prince School for Store Service and
Education" in 1911 (cCarino, May 1989, p. 1). Lillian
submitted an article to the "Prince Alumnae News" which
was published in the 1919 (p. 33) issue that alludes to
her being a "Merchandising Scout." ©Lillian writes that
the purpose of the scouts "are to get the buyers in touch
with resources previously unused by Filene's, and to work
on special merchandising problems" (Prince Alumnae News,
1919, p. 33). These scouts work "as a special" "scouting"
"force at their New York Office." A copy of this article
may be found in Appendix E. The concept that Kane writes
about seems to be equivalent to a modern day buying office.
It is interesting to note that Lillian refers to buyers
as men in her article, yet she worked with many female
buyers.

Lillian moved to Canada in 1919 «r 1920, and took

a buying position with Almy's Ltd. in Montreal (Prince
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Alumnae News, 1920, pp. 35-36). She remained with them

as "waist's [sic] buyer until 1923, when she again moved

to Toronto and became a "Misses' and Juniors'" dress buyer
for T. Eaton Company in 1925 (Prince Alumnae News, 1920,

p. 33; 1931, p.56). Eaton's was an old, established
department store that began in 1869 (Mayfeld, 1949, p. 42).
Later, the "Prince Alumnae News" (1931, p. 56) reported
that she became a Resident Buyer in Paris for Morgan's

of Montreal, Canada.

M. A. Jantzen

Miss M. A. Jantzen was an employee at Filene's from
1902 until at least 1909. She may have begun in the store
earlier, or worked beyond 1909, but documentation of her
work at Filene's only exists for the eight years now written
about.

Miss "Mamie" Jantzen was the "suit department buyer"
at least from 1907 to 1909 (F. C. A. "Echo," September
1907, p. 2; March 1909, p. 3; January 1902, p. 2). She
traveled to New York and Europe on buying trips
(F. C. A. "Echo," September 1907, p. 2; March 1909, p. 3).
Jantzen led a group of stenographers on a buying trip to
New York in 1907 (F. C. A. "Echo," September, 1907, p. 2).
This trip familiarized them with the work and activities
involved in buying, and left them with a favorable
impression of the work involved and the abilities of Miss

Jantzen in the market.
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Upon returning from a 1908 buying trip in Europe,
she was welcomed with a surprise Valentine Reception Party
hosted by her department (F. C. A. "Echo," March 1909,
pp. 3, 9). It was held in the "club house library" on
February 16. Miss Jantzen thanked the employees for "their
good work done in her absence" and also the lovely party
which she felt was "one of the most attractive and happiest
little affairs I have ever attended" (F. C. A. "Echo,"
March 1909, p. 9).

Jantzen was quite active in the F. C. A. and she was
on the "Advisory Staff" and "Insurance Committee" in 1902
and 1903 (F. C. A. "Echo," January 1902, pp. 2;3: April
1903, p. 2). 1In 1903, she was a member of the "Relief
Committee" (F. C. A. "Echo," April 1903, p. 2). Jantzen
also was acknowledged for contributing articles to the
"Echo" (F. C. A. "Echo," January 1902, p. 2). None were
found, however, signed by her so she may have just reported
on her department.

Apparently, Jantzen, Jackson and Coakley, all
managerial women at Filene's, were friends. They went
on vacation to Kennebunkport, Maine in 1908 (F. C. A.
"Echo," September 1908, p. 2). She also attended F. C. A.
parties, such as "The PoVerty" (F. C. A. "Echo," January
1902, p. 3).

Jantzen was described as "dainty" by a fellow employee

in the "Echo" (F. C. A, March 1909, p. 3). Among Miss
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Jantzen's 1902 New Year's resolutions was, "to wear my
hair as my conscience dictates and not as my friends wish
me to" (F. C. A., "Echo," January 1902, p. 3). She also
states that she will try to deposit her year's savings,
which she keeps in her pocket-book, into a bank.

No further information on M. A. Jantzen was found
except that a Mary A. Jantzen was listed in the 1902

(p. 882) Boston Directory. No occupation was noted, but

she boarded at "70 Hower" in Boston, proper. This could
very well be the same individual that worked as a buyer
at Filene's.,

Margaret Jackson

She came to Filene's around 1902, from managing a
"small factory" as "a business woman." The story of how
she became employed by Filene's is rather interesting.

One day she was shopping in the store's underwear department
and was annoyed by "the presence of men in this department”
(F. C. A. "Echo," April 1912, p. 4). This came to the
attention of a super&isor, who then reported the incident

to Mr. Edward Filene. Mr. Filene then spoke to the woman
and suggested that she "call in some day and talk" to the
supervisor. She did, and was hired as the "Floor
Superintendent in the Underwear Department." Miss Margaret
Jackson was Filene's first female "Floor Superintendent"

(#« Co A. "Echo," April 1912, p. 4). 1In 1912, she had

worked for Filene's over ten years, so she must have begun
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some time in 1901 or 1902 with the company (F. C. A. "Echo,"
April 1912, p. 4).

Jackson was friends with M. A. Jantzen and K. E.
Coakley and Jackson traveled to Kennebunkport, Maine with
them in 1908 (F. C. A. "Echo," September 1908, p. 2).

Her friendship with Jantzen seems reasonable, as she was
the underwear superintendent during the same time that
Jantzen was the buyer.

The 1902 to 1904 Boston Directories (pp. 876, 925)

list a Margaret T. Jackson whose occupation is "dry goods"
and place of employment in "Dorchester" (a suburb of
Boston). Her residence is also Dorchester, therefore,

it is unlikely that this woman is the same one that came
from managing a small factory to work at Filene's.

Eleanor Good

Miss Eleanor Good was employed at Filene's from 1905
to 1912, as documented by the "Echo." Eleanor was
"Secretary Stenographer®” to Miss Hirschler, the Welfare
Manager in 1906 (F. C. A. "Echo," February 1906, p. 9).
Miss Good must have also been a stenographer in 1905, as
she was the "Chairman" of the Filene's "Stenographer's
Club" (F. C. A. "Echo," July 1905, p. 4).

Working under Miss Hirschler, it is not surprising
that Eleanor was active in F. C. A. affairs. Miss Good
was an Associate Editor of the "Echo" in 1905 and 1906

(October 1905, p. 9). She was also Secretary of the "Profit
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Sharers' Club" and F. C. A. (F. C. A. "Echo," July 1905,
pP. 15; November 1906, p. 12) from 1905 to 1907.

In 1907, Eleanor was associated with the Post Office
(F. C. A. "Echo," June 1907, p. 5) and by 1912 was the
"Counselor" of the F. C. A. Club House, her office providing
advice and classes (F. C. A. "Echo," September 1912, p. 3).
This same year (1912) Eleanor had become an "Assistant
News Editor" for the "Echo" (F. C. A. "Echo," September
1912, p. 2).

Miss Good worked for Filene's approximately eight
years, according to the documentation found. Several
pictures of Eleanor Good were found in issues of the "Echo"
and a fairly clear one is in a composite picture with Mrs.
Keiser, Anna Bennett and others in Figure 24.

Anna E. Bennett

Miss Anna Bennett worked for Filene's an unknown amount
of time, but at least three years. The March 1907 "Echo"
(p. 2) revealed that she was employed in 1907, and by 1910
she had "been in the store for several years" (F. C. A.
"Echo," January 1910, p. 13). Bennett was recognized as
a prominent member of the Girl's Club in January 1910
(F. C. A. "Echo," January 1910, p. 1). Bennett was honored
for her "past and present service" and originating the
idea of the Girl's Club and was the first president of

the club in 1909 and 1910 (F. C. A. "Echc." January 1910,

P. 1). Anna is praised in this article for "the thousand
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and one things that she has done since the beginning" and
the nice things that the Girl's Club does.

At a Girl's Club dinner, reported in the March 1907
"Echo" (p. 2), Anna "declared that she was going to be
Welfare Manager" some day . . ." Anna and Margaret
Fitzgerald were apparently good friends, according to the
January 1910 "Echo" (p. 2). It stated, "Margaret Fitzgerald

is always to be found where Anna Bennett is and vice versa

Anna was a fairly young woman while employed at .
Filene's, as evidenced by her 1910 photograph in the January
"Echo" (p. 1) and in Figure 25. Whether or not Anna became
"Welfare Manager," after Fitzgerald is not known and her
official work role at Filene's was also never identified.

Edith Brownlee

Miss Edith Brownlee was an Assistant in Training at
Filene's from 1918 until 1925 (Prince Alumnae News, 1918,
p. 7; 1919, p. 23; 1920, p. 34; 1921, p. 36; 1923, p. 46;
1925, p. 58). She was a graduate of the "Prince
School for Store Service and Education," (Prince Alumnae
News, 1918, p. 17) but the year that she graduated,
unfortunately is unknown. Brownlee was also a graduate
of Smith College (Training Depart., 1926, p. 2).

Edith taught two night courses through the Retail
Trade Board of the Boston Chamber of Commerce, as an

employee of Filene's in 1926 (Training Dept., 1926).




Figure 25.

Source:

F.

Anna E.

C.

A.

"Echo"

Bennett, 1905

(January, 1910), p. 1.
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These were "Elementary Textiles" and "Advanced Textiles."
The courses were offered free of charge at Filene's.
Other roles Brownlee may have held at Filene's are not
documented. She did, however, play an active role in
Filene's training for at least nine years.

Summary of Filene's Managerial Women

The last, and highest positions held by Filene's
managerial women were varied. They held positions of
authority in merchandising, store service, and personnel.
Four (and possibly six) were buyers, two were training
directors, two were floor superintendents, one was the
head of education, and two were secretary-stenographers.
According to this research, seven of the total thirteen
women rose through the ranks to positions of authority
at Filene's. Two moved up from entry level positions,

and five began in management positions, but were promoted

to higher levels. Six of the remaining women who held
management positions were not shown to have risen through
the ranks. Perhaps they began at Filene's in management
positions, or perhaps they worked their way up into
management and were only recognized after they achieved
managerial status.

Four of the Filene's women were directly involved
in training and teaching fellow employees. Three of these
women also got involved in teaching outside of the store.

Literary skills were evident in five women with the
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publication of a book, an advertisement, and many articles.
Two of these women were also speakers at outside conferences
in their field of expertise.

Seven, or over 50%, of the women began working at
Filene's prior to 1905. One began in 1900, and by 1928
the remaining six other women had begun their careers at
the store. By 1913, ten women were no longer working at
Filene's according to thé records. After 1912, records
did not show six of these. Could something have occurred
in 1912 to stimulate the exodus of these women?

The majority (almost 77%) of the Filene's women
researched worked in the organization less than ten years.
Three women worked for eight years, one worked for nine,
and six worked five or less years. Only three women worked
over ten years. Four women were known to have worked their
way up in Filene's to their managerial positions. Two
others, Diana Hirschler and Margaret Jackson, started their
store employment in managerial positions.

Two women, Diana Hirschler and Lillian Kane, went
to work elsewhere after they left Filene's. Both, however,
remained in the same type of work that they had at Filene's.

Eleven, and almost 85%, of the 13 Filene's women were
single. One had the title of "Mrs.," but it is unknown
whether she was married, divorced, or widowed. The marital
status of one women is unknown, as she was referred to

by her first name or initials, and never called "Miss."
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All of the women but one, were very active in Filene's
Co-operative Association with most holding officer positions
in the organization. Three were "Mothers," two had been
president of the Girl's Club, and two were counselors.

These women were represented from 1902 to 1912 on all but
two of the five pyramids, "The Board of Government" and
"The Board of Finance" (see F. C. A. 1906 Pyramid, p. 237).
Seven women held official positions on the "Board of
Recreation," primarily in the "Club House and Entertainment"
committees. There were six women who sat on the "Board

of Education" representing the "Library," "Lecture," and
"Publicity" committees. Two women also held positions

on "The Board of Government." As the "Head of Education,"
Hirschler held an official seat on the Filene's 1906
Organizationéi Pyramid as well (see Filene's 1906 Pyramid,
p. 222).

The F. C. A.'s social activities seem to have played
a large part in the women's outside work interests.
Practically all of the women examined in this study actively
participated in the dances, dinners, and outings sponsored
by the F. C. A. Some sang, danced, and played instruments
at these affairs.

Filene's managerial women seemed to live an active
lifestyle, mixing work with pleasure through the store.

They found time for recrcation and social activities and

seven traveled for work and/or pleasure.
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Vacations were regqularly taken by five of the women
in this research. Two of the buyers took multiple trips
to Europe for the company, as well, and seemed to mix
business with pleasure from their accounts. There is also
evidence that many of the women who worked together also
socialized together.

Evidence was inconclusive on where they lived, and
no information was revealed on their ancestry, families,
and financial status. The "Echo" did indicate, however,
that the majority of Filene's employees enjoyed their work
and play associations with Filene's. These managerial
women seem to be no exception to this.

The educational background of most of the women is
unknown, however, two women, Brownlee and Cannon, had

college degrees, and also graduated from the Prince School

of Store Service and Education in Boston. Kane also held

a degree from the Prince School. Another woman, Hirschler,

may have held a college degree.

Some informaﬁion on Filene's managerial women's
personalities or work and personal traits were found through
the "Echo." Several were said to have had a lot of energy
and ability. One woman was described as generous with
her time, with an ability to inspire others. . All seemed
to enjoy the company of others, either through teaching,
training, counseling and advising, or socializ’ ng with

fellow employees.




In general, a favorable attitude toward the Filene
family and the work environment was expressed through
contributions to the store paper. These women played a
very active role in Filene's, so there is no reason to
believe that they did not also enjoy working at Filene's
and were happy with the conditions and their jobs there,
although the majority of these women worked ten years or
less. If the amount of work is any indication of the
interest Filene's managerial women had, then they were
extremely interested in their jobs and lives at the store.

The "Echo" also mentioned many other women who held
managerial roles at Filene's not included in this study,
because there was not enough information on them to create
profiles. Most were buyers, superintendents, or in welfare
work, such as Miss Kleist (F. C. A. "Echo," October 1912,
P. 2), Mrs. Nellie Cady (F. C. A. "Echo," March 1914, p. 6),

and Gertrude R. Brigham (F. C. A. "Echo," April 1906, p. 2).




CHAPTER V

SUMMARY AND CONCLUSIONS

Summarx

As an open-system organization, the department store,
as the micro or internal socio-cultural environment in
this study (specifically Macy's and Filene's), has revealed
that it affects and is affected by thelmacro or external
socio-cultural environment. The economic, political,
technological and socio-cultural factors of the times
(1870-1920) indicate that the macro environment played
a part in the development of the department store into
the business organization it became. One is unable to
directly measure, however, the degree to which these outside
factors and the modern cities influenced the department
store or its managerial women. 1In turn, it is also
impossible to specifically determine the degree of influence
that the department store, or micro environment, had on
the modern cities within the macro environment and women
in general.

This research does conclude, however, that at least
25 women held major managerial positions at Macy's and

Filene's, and that these women had a major impact on the

280
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stores employing them and the socio-cultural environment
surrounding them. It is also evident that these women
worked their way up in the department store organizations
to achieve their professional success.

This study opposes many previous historians' views
that department store work was a dead-end occupation for
women. The managerial women at Macy's and Filene's, as
shown through this research, had more of an impact than
others such as Benson (1978, 1981, 1986), Hower (1943),
Mayfield (1949), and Malino (1982) believe. Benson (1986,
pp. 284, 289) writes that men were the primary managers
of women at the department store. This research reveals
that the direct supervision of most of the female department
store employees (saleswomen) was by other women. Benson
(1896) and Malino (1982) both recognize some department
store women as powerful female role models. Their studies,
however, focus on saleswomen and do not reveal just how
much of a force these women were.

The socio-cultural open-systems model created in Figure
4, page 12, discloses the specific factors and subsystems
investigated in this study. This model suggests the
interaction between the two major environmental levels
and the factors identified within them.

Since this research concentrates on the micro
environme cal level and the individual managerial women

who worked at Macy's and Filene's, this summary also focuses
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on the micro socio-cultural level. The questions presented
in Chapter Three (pp. 139-140) will also be addressed in
this section.

The literature reveals that the department store did
not exist or prosper without influences from the outside.
Evidence suggests, however, that the outside environment
also grew as a result of many of the actions of the
department store and its people. The macro environment
provided the technological and economic advances that
enabled the modern department store to become a
reality, while politically and socio-culturally, the cities
were undergoing tremendous change. The micro, department
store environment provided the means to distribute goods
and services, and also personally advance and enrich the
lives of employees and customers alike.

The Socio-Cultural Environment
in the Department Stores

In this study, the department store is shown to be
the major retailing institution of the times. .It played
a major role in the new consumer culture created during
the late nineteenth and early twentieth centuries. Not
only did it eliminate the wholesaler and therefore provide
goods at a lower cost to the consumer, but it was a;so
instrumental in providing more goods to more people of
various income levels. By doing such, the department store

most likely contributed to the establishment and growth
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of the middle-class urban society. New goods were produced
that needed a more efficient manner of distribution and
the department store provided the means for the mass
distribution of these goods. 1In other words, mass
production needed mass distribution and the department
store provided this.
This consumer culture, according to Leach (1984) and
Ewen and Ewen (1982), not only influenced women's role
in society, but also helped reshape women's work role.
The department store, as shown in this present research,
created a new work culture for women, where large numbers
of women worked under the direct supervision of other women.
This study, also discloses that as opposed to what
others such as Benson (1986) and Malino (1982) contend,
women were a viable force in the department store from
a management perspective. Many were able to better
themselves and advance to positions of authority at the
department store. The accounts on the women included in
this research also reveal that they helped shape the socio-
cultural environment of the department store by actively
participating in the decision making, teaching and training
of other women who aspired to better store positions.
Physically and geographically, these stores helped
reshape the modern cities' landscapes. The department

stores created centralized downtown shopping dist:ricts,
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and structurally rose upward instead of outward helping
to preserve the limited land in the cities.

Macy's and Filene's were both privately owned
organizations that began as small dry goods stores
targeted toward women. The two stores first grew through
the acquisition of adjacent stores, and finally with the
building of large structures to accommodate the needs of
the store. Organizationally, both stores developed
structured, functional, segmented, divisions of labor with
managerial hierarchies.

The department stores researched in this study were
prime examples of growing organizations that segmented
their labor into functional divisions. The early
establishment of organizational charts within the companies
(Filene's, 1906; Macy's 1922) depicted the hierarchial
management structures and chain of command. As the needs
of the organizations changed, the stores also changed their
structures.

The department store as seen through Macy's and
Filene's had an organizational culture like no other
institution of the times. The organizational culture of
the department store appears to be both a "process and
outcome" as Deshpande and Webster (1989, p. 6) contend.
Not only does the department store affect the individuals

and groups within it, but the individuals and groups also

affect the store. Although the culture of Macy's and




285

Filene's was similar in many ways, there were also some
dissimilarities.,

Both department stores in this study seem to support
the emerging middle-class societal ideals of education,
hard work, and the enrichment of one's life. Although
their methods varied, training and education at both stores
were stressed, and hard work resulted in the professional
advancement and succéss of the women in this study. 1In
addition, cultural and leisure activities were advocated
as means to improve the quality of department store
employees lives at Macy's and Filene's, just as they were
promoted in the macro environment.

The literature reveals that department stores were
often home away from home for many customers. Were the
stores also homes away from home for the managerial women?
Evidence indicates that they were. Close ties were
frequently formed with fellow employees and the store
owners. Work consumed most of these women's time, and
the time not necessary for work was often spent in
work-related clubs and activities.

Customers and managerial women alike were provided
with amenities and services through the department store.
The degree varied, but both levels appeared to supply and
gratify what each group wanted: service to the shoppers
on the one hand, and on the other, assistance and enrichment

to the servers. These amenities and services greatly



286

contributed to the growth of the consumer culture that
was surfacing and rising during the time of history
researched.

In addition, the lifestyles and standard of living
of some of the managerial women in this study were improved
due to their jobs' income. Their level of life may also
have been better than it otherwise would have been, due
to such things as vacations, travel, and education provided
by the stores. One managerial woman, Abigail Golden, did
rise from a low, socio-economic status to an improved,
and perhaps middle-class, position through the department
store.

Macy's and Filene's both demonstrated that while
achieving their goal of profit, they could also maintain
an organization that cared for the welfare and personal
growth and goals of their employees. The concern of
employees was shown to be primary in this study. The
research also revealed that the founders of Macy's and
Filene's were people oriented, fair, civic minded, and
philanthropic.

Although the methods differed, both stores seemed
to have the welfare of their women in mind. Prior to the
concern of the cities and states on the conditions of women
at the department store, the store owners themselves
initiated actica to help ensure the health and happiness

of their women. Many reforms, such as maximum work hours
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and minimum wages, were initiated at the department store.
In addition, through Macy's Mutual Aid Society and Filene's
Co-operative Association, employees were able to help
themselves. Many of the managerial women had an active
voice in the rules, policies, and procedures of the stores.
Before Macy's Mutual Aid Society became an effective
force in the organization, the owners themselves were taking
care of their employees when necessary. Although this
help was at their discretion, many of the Magy's female
managers attested to the generosity of their employers.
Filene's Co-operative Association, however, seemed like
a more fair and equitable method of helping all employees.
Department store owners may have felt morally responsible
to look after their women because of the socio-cultural
pressure from outside the store regarding the new form
of work for women that the department store provided.
Since the department store was a new organizational
institution at the beginning of the time period covered
in this study, training was important to teach the employees
their job roles. During this time period department
training became formalized, and included education inside
and outside of the stores. Training in both Macy's and
Filene's was geared toward women and became highly organized
and structured systems. Women were the department stores'

customers, and women were the maiurity of employees at

the department store. This could possibly be the reason
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that most of the women in this study were responsible for
training. Also, since women were the customers, the
department store owners may have felt that female managers
‘would best know their customers' needs and wants were.
Formél department store training could have also helped

to legitimize retailing as a profession for women.

Just as clubs were popular in the cities, they were
also popular in the department store. The department store
clubs helped foster store comradership and friendship,
providing a way for women to spend leisure time. Many
of the women included in this study helped create and
administer these clubs. The department stores had two
types of clubs with which the managerial women were
involved. One was to provide entertainment and leisure
activities, and the other was to nurture careers. Both
associated women with other women who shared their
interests. These clubs also afforded women the opportunity
to develop their leadership skills, which may have helped
them succeed professionally.

A check through the "Report of the Third Annual
Convention New York State Federation of Women's Clubs and
Societies" of 1897, showed no managerial women researched
in this study holding any official position. The 1899
"First Annual Report of the National League of Women

Workers" which had five associations and eighty clubs in

Vermont, Massachusetts, Rhode Island, Connecticut, New
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York, Pennsylvania, and Maryland was also searched for
names. Of the almost seven thousand members, only two
of the women identified for this research could have been
members. These are: Mrs. C. Crossman was a member of
the "West End Woman's Republican Club" and resided at
"W 83rd Street, N.Y." ("Club Women of New York," 1899,
P. 125), and a Miss Edith A. Winship who resided at "415
W 118th St., N.Y." and belonged to the "Women's University,
N.Y." ("Club Women of New York," 1899, p. 31).

Perhaps managerial women at Filene's and Macy's did
not have the time or interest in outside clubs. Also,
the stores' clubs may have satisfied the outside interest
needs of the women. Could it also be that belonging to
the department store fulfilled the women's need to affiliate
with an organization?

At the department store, employees were exposed to
people from dissimilar backgrounds and origins just as
they were on the streets of the cities. Also, men and
women often worked together and shared the s#me positions
such as buyer, floorwalker, and superintendent. The various
last names of the managerial women in this study reflect
the diversity of nationalities that could be found in large
cities during this period of time. Working side by side
were Winship, Bowyer, Crossman, Blythe, Sidney, Hamburger,

LaForge, Keiser, Jackson, Sweeney, Good, and Hirschler.
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Communication appears to have played a major role
in department store organizational culture. Proof of
the managerial women's written and oral communication
surfaced in the form of articles, speeches, talks, and
meetings. The store organs were of great value in tracing
the work roles of the women examined in this study.
Filene's "Echo" was particularly important, as most of
the information on Filene's managerial women was found
in this paper. Additionally, the "Echo" and "Sparks" served
as effective communicative tools relaying information to
and between employees.

The Managerial Women

These managerial women helped to create the department
store, drawing in the customers, and ensufing their return.
This was achieved by their managerial role at the stores.
As managers, all of the women supervised others, and
therefore held leadership roles. The majority of the women
studied gained managerial status by rising through the
ranks at the stores. Most directly supervised other women,
however, some such as the superintendents and personnel
managers also worked directly with men.

Formal power was given to the managerial women by
their job titles and descriptions. Collectively, the group
of managerial women researched held positions of authority

in all five department store organization divisions: store

services, merchandising, finance, personnel (including
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training and-education),'and advertising. Store services
and merchandising had the highest, and equal number of,
managerial women--seven each. All of the women in store
services were superintendents and all of the women in
merchandising were buyers. Personnel was the organizational
division that five other managerial women worked in.
Although only five women held formal positions in personnel,
many others informally participated in training and
educating other women. Descriptions of all the job
positions held may be found in the "Roies ahd Jobs" section
on page 114.

Both Macy's and Filene's managerial women had input
in the operétion and services at the stores. The evidence
reveals that the women at Macy's had more informal
involvement than the women at Filene's. 1Indications exist
that Filene's Co-operative Associations provided the means
for a more formal, and therefore direct, involvement.
This study has also revealed that managerial women
participated in the advancement of others outside the store,
as well as inside the organizational boundaries, through
their teaching and lecturing at schools and conferences.

The evidence in this research also indicates that
traditional family and work roles were often reflected
in early department store female managers. The department

store owners ofter'played the caretaker role for the women

who served under them. Also, women who supervised other
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women were often referred to as "Mother." Additionally,
training, welfare work, and education were many women's
entry into department store management, and these
occupations had been acceptable women's work prior to the
years covered in this study. The department store positions
that most of the managerial women held were those that
helped and nurtured others. Over a third of the women
were buyers, however, and nearly a fourth became
superintendents. It is known that men and women alike
held these positions, so they were most likely not
traditionally held female job roles.

Just as middle-class women in the home were running,
organizing, and managing the household, women were also
running, organizing, and managing the department store
as revealed by this research. Contrary to the middle-class
ideal of womanhood and woman's place in the home, the
department store managerial woman left the home to earn
a living. Several, however, left the stores when they
got married.

None of the women identified and researched in this
study held direct ownership in the stores where they
worked. One Macy's employee, Margaret Getchell LaForge's
husband, was a partner in the store. Why she was not made
a partner, instead of her husband, is an unanswered

question. Perhaps the times would not uillow a female

manager ownership, or maybe she did not want to be a partner
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herself. Some of the Filene's managerial staff probably
owned stock in the store, because it was company policy,
but it is unknown how much, if any, stock was owned by
the individuals.

What attracted these managerial woman to the department
store is uncertain. Independence and money may have been
two factors. An opportunity to grow and make something
of oneself could have been another. Also, women could
succeed without much of an education at the stores. The
fact that department stores outwardly solicited female
workers probably attracted some of these women to the
stores.

Some of the women who rose to managerial positions
were young girls when they entered the stores. Money was
probably the motivation for these girls to work. The stores
provided education and training for those girls lacking
in the necessary skills for their advancement. There were
only three college graduates, as managerial women of the
stores. Two of these, plus another, attended the Prince
School in Boston. Because many of the women were too young
when they entered the stores to have had much of an
education, they worked their way up in the stores.

Whether or not the majority of these women were
financially independent is uncertain. Although the

majority of working women during the time of this study

earned low wages, the women in this study were atypical
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and earned very high salaries (Tentler, 1979, pp. 16-22).
Certainly, they could have been financially independent
if they had so desired, as their incomes were high, even
for men. Resuits showed that several women lived away
from their families, who resided in different states.
Since so many of their individual addresses were
unavailable, it is most likely that they lived with other
family members or friends as was common for single women
to do during the times. One woman, Abigail Golden of
Macy's, admitted helping to support her mother, bother,
and sisters, but there was no information on any others.
The majority, or 20 of the 25 women researched in
this study, were single when they worked for the stores.
It is known that three women took positions in other stores
after leaving Filene's and Macy's. Four women had worked
elsewhere prior to employment at the stores. Fifteen (60%)
of the women worked their way up in the organization to
their managerial positions. Contrary to many historians,
saleswomen were able to rise through the ranks at the
department store, as several in this study did. Most
of the women in this study were either buyers or
superintendents, nine (36%) were buyers, and six (24%)
were superintendents. The remaining ten were in training,
education, advertising, and finance. The majority of the

women worked eleven years or more, with one working 32

years and another working 51 years. Seven women, or nearly
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a third, worked from six to ten years. The nine other
women remained at the stores five years or less.

What has been revealed through this research on the
individual women, and the managerial women as a group,
indicates that the women were hard team workers, who worked
their way up into managerial positions. Most importantly,
women carved an important place for themselves in the
previously only male work world through the department
store.

The department store also provided these women with
more than a place of employment. It was an environment
where women became professional retail career women,
continuously involved in their occupations. It also
provided them with the opportunity to meet and know others,
and become individuals in their own right. The stores
may have even played a role in helping to maintain social
cohesion by acting as surrogate family to those who were
on their own.

The opinions eXpressed by both the Macy's and Filene's
women indicate that they were happy with their work and
lives at the stores. The long length of time that many
of the women worked for their stores indicates that the

women must have been reasonably happy in their positions.
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Conclusions

This research historically interprets an elite group
of women in terms of their interaction with the
organizational business structure of the department stores
(the micro socio-cultural environment) and the modern cities
of New York and Boston or the outside environment (the
macro socio-cultural environment). This study also attempts
to recognize women's department store manageriai role,
and their efforts to redraw the boundaries that had defined
women's life and traditional roles in the late nineteen
and early twentieth centuries.

As an open-system, the department store is disclosed
as an organization that was shaped, and also helped shape
the outside environment. There is also evidence to indicate
that the socio-cultural factors at both the macro and micro
environmental levels contributed to the role of the
department store managerial woman. The women examined
in this study held significant roles in two major retail
organizations from 1870 to 1920. The role of the department
store was also significant in the growth and development
of the consumer culture that arose during this period in
history.

The department store provided the opportunity for
women to explore a new profession, in which they could

succeed and grow. At t'e department store, men and women

crossed the boundaries that traditionally separated their
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spheres by working side by side. Through this study, Macy's
and Filene's were revealed to be major organizations that
supported promotion from within for their female employees,
giving women the opportunity to become leaders and managers
in the business world based on merit. It often took women
just a few years to rise from beginning positions as
salesclerks or cashiers, to major supervisory positions.
Hard work, a genuine interest in their jobs, loyalty, and
dedication seemed to be the prescription necessary for
advancement and success.

All but three of the women included in this research,
Margaret Getchell LaForge, Abigail Golden and Diana
Hirschler, were just briefly mentioned in the literature.
The profiles generated through this research allow more
recognition of Macy's and Filene's managerial women and
the roles they played at the stores. At the department
store a new work culture arose, where great numbers of
women not only worked with other women, but were also
supervised and managed by them,

These women lived and worked during a highly
significant era in U.S. history and became a vital part
of the new generation of working women, not necessarily
belonging to the working class. These women worked for
reasons beyond mere economic survival.

Women first began entering the professions in large

numbers during the latter part of the nineteenth and early
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twentieth centuries. Working outside the home was
discouraged and frowned upon during the early period of
this history. Later, the "right" jobs for women were
promoted, and included department store work. The women
in this study went against the socio-cultural norm, and
were therefore pioneers in leading new, acceptable
opportunities for women in the workforce.

Service lies at the base of sex-typed work roles for
women throughout history according to Baker (1964), Evans
(1989) and Hooks (1947). Service also lies at the base
of department store work at Macy's and Filene's, as it
does in many retail institutions. This does not, however,
mean that department store work was necessarily a sex-typed
work role, although later in history it became such.

By 1920, women were a majority in retail and fashion,
with direct input into "the public culture of consumption"
(Leach, 1984, p. 336). They were rising in the managerial
ranks of department stores. However, as it still is today,
men held most of the chief gxecutive positions. After
1920, major changes occurred in the modern cities and
department stores that would justify a different research
perspective on women in department store management.

Future studies could look at department store
managerial women beyond the scope of this study. Other

periods in time could be researched, other stores, and

specific positions could be researched in more depth.
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How department store occupations became "women's work"
could also be examined. Since most of the information
disclosed in this study was derived from store sources,
other information and evidence could be obtained from
outside the stores. Specifically, demographic information
on the women, lacking in this study, might be found. Much
of this personal information, however, can only be traced
through living relatives. Also, comparisons and contrasts
could be made between department store managerial women
and other managerial women, then and now.

Opportunities for women to advance were clearly visible
at Macy's and Filene's. Although the majority of the women
studied reached middle management positions, several became
upper level managers.

The women who held early managerial roles at Filene's
and Macy's were indeed a truly elite minority. Not only
did working women constitute less than 15% of the total
female population between 1870 and 1920, but the women
who held management positions were very few. These
department stores' managerial women played an active role
in the social, economic, political and technological aspects
of the changing environment.

The managerial women in this research were the

forerunners, and possibly role models, of future department

store managerial women. They were a part of the first
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generation to show, and prove, that women could, and did,

have a business role in retail.
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KNOXVILLE

Dear

Women who held managerial positions in U.S. department
stores from 1870-1920 is the topic of my doctoral research
at The University of Tennessee. In order to document their
lives and work, it is important to locate primary resources,
such as diaries, letters, pictures, and other documents.

It is extremely important in the planning of my
research to locate this data. I would be most grateful
if you would be able to let me know whether you hold any
information on the individuals and/or stores that are
involved. The following is a listing of the women and
stores that I need information on:

Macy's - New York Filene's - Boston

1. Marie (Lottie) Bowyer l1l. Matilda Croissant
2. Cora Crossman 12, Margaret Fitzgerald
3. Bella Cushman 13, Estella Hand

4. Margaret Getchell LaForge 14, Diana Hirschler

5. Abigail Golden 15. Miss Kane

6. Diana Hirscler 16. "Mother" Keiser

7. Martha Toye 17. Sadie Levy
Loehmann's - New York J. Barnaby - Boston

8. Frieda Mueller Loehmann 18. Estella Hand

9. Anita Loehmann

Siegel-Cooper - New York The Prince School - Boston

10. Issabella Nye 19. Lucina Wyman Prince

You may know individuals who have information that
would be of aid in this research. I would be most
appreciative of your sending their names and addresses
to me. A self-addressed stamped envelope is enclosed for
your response; however, you may contact me by phone if
you wish.

I look forward to hearing from you, and thank you
in advance for your help.

Sincerely,

Judy K. Miler
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Our High School
You have asked me and I'll tell you,
Tell you of the mighty school-house,
Tell you of the School Committee,
Tell you of the patient teachers,
Tell you of the many scholars,
Toiling daily for their learning,
Toiling for the good and useful.
First, I'll tell you of the schoolhouse,
With its rattling, shaking windows,
With its stoves all cracked and rusty,
With its narrow ventilators,
With its desks both scratched and inky,
With its dingy, dusty blackboards,
Then I'll tell of School Committee,
Tell of men both wise and noble,
Regulating rules and precepts,
Visiting the schools and scholars,
Overseeing books and learning,
Building schools and mending others,
Next, I'll tell you of the teachers,
Kind, industrious, mild, and patient,
Who are striving daily, hourly,
To direct the young idea,
To impress upon the mem'ry
Of each scholar what he studies,
To encourage, cheer them onward,
To assist with kind advices.
Last, I'll tell you of the scholars
Bad or good or poor or wealthy,
They are worthy of a high school
Better than the one they now have.
When they have one, I will tell you
Where they have it, how constructed.
Should the Muse allow the freedom,
I will tell you more hereafter.
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Freedom
And can they, dare they scourge' the black,
And stretch him on the torturing rack,
Because he is not white? '
Because he toils from day to day
A powerless slave beneath their sway.
Is this a freeman’s right?

Our holy Savior from on high
Said “Do as you would be done by;"”
A rule too oft forgot

By those who doom poor Africa’s son
To toil till life’s dark race is run,
Detested slavery’s lot!

The Southern States may count their wealth,
"Tis bought with Negroes, robust health,
Forsooth! A worthy price!
For there they labor starving fast
And doomed to live and die at last
In poisonous fields of rice.

Man makes a king, man makes a slave;
Death lays alike each in the grave.
God made us equal alll
And dare we disobey his word?
Nol Let the slaver be unheard!
Respond to Freedom'’s call!
—Nantucket, 1856

—Nantucket, 1856



THOMAS STARBUCK (5)

THouas (4), Jernro (3), NaTHANEL (2), EbwaRD (1).

Tromas Starsuck (5), s. of Thomas and Rachel (Allen);
b. 22-10-1749; d. 13-12-1830;
m. Dinah Trott, b. 5-9-1743; d.
18-4-1824.
Children:
Reuben, b. ?? 1762; d. 26-10-1801; m. Deborah Folger.
Simeon, b. 16-2-1765; d. 19-10-1850; m. Judith Folger.
Rachael, b. 22-9-1767; d. 8-4-1849; m. Alexander
Swain. -
Levi, b. 9-10-1769; d. 20-8-1849; m. Elazabeth Rams-
dell.
Judah, b. ? ? 1771; d. at sea, 1792; m. Mary Coffin.
Joseph, b, 27-2-1774; d. 9-3-1861; m. Sally Gardner.
Benjamin, b. 28-12-1776; d. 1-10-1851; m. Hepsabeth

Dinah, b. 12-5-1781; d. 21-10-1848; m. Elias Ceely.
Elizabeth, b. 14-2-1783; d. ? 6-1862; m. Albert Hussey.

JOSEPH STARBUCK (6) and SALLY GARDNER.
Their children and grandchildren.

SaraH (STARBUCK) GORHAM, b. December 25, 1797; d.

October 26, 1874; m. Josiah Gorham.
No children. '

EuNice (StarBuck) HADWEN, b, December 22, 1799; d.

January 1, 1864; m. William Hadwen.
No children.
Adopted: Mary G. Swain.
ErizA (STARBUCK) BARNEY, b. April 2, 1802; d. March
18, 1889; m. Nathaniel Barney.
Children:
Joseph S., b. 1827; d. 1905; m. Malinda Swain.
Sarah S., b. 1829; d. 1905; m. Alanson Swain.
Jethro S, b. 1831; d. 1832.
Mary (STARBUCK) SWAIN, b. January 15, 1804; d. ?;
m. William C. Swain.
Children:
John H., b. 1823;d.1908; m. Ann Maria Meader.
Mary G., b. 1825; d. 1877; m. George Wright.
Lydia H., b. 1829; m. Benjamin A. Barney.
Charles H., b. 1831; m. Mary Ann Rule.
Emily C., b. 1833; m. Abishai Swain.
Eunice H., b. 1835; m. Daniel Folger.
Phillip, b. 1838; m. Opheler F. Nason.
Sarah G., b. 1840; m. H. Augustus Lathrop.
Augustus, b. 1843; m. Susan E. Coffin.
(Two children died young.)
PHEBE, b. June 14, 1807; d. September 15, 1808.
Gzorge, b. February 15, 1809; d. January 18, 1810.
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GeorcE, b. September 9, 1811; d. February 14, 1888;
m. Elizabeth Swain.
Children:

George, jr., b. January 5, 1834; d. May 14,
1914; m. Arabella Kavanagh.

William Hadwen, b. October 23, 1835; d. March
29, 1896; m. Martha H. Defrieze.

Ellen, b. July 26, 1837; d. ?; m. Edwin Swain,

Marcus, b. October 24, 1839; d. September 25,
1890; m. Mary H. Tuck.

Sidney, b. October 23, 1842; d. February 28,
1910; m. (1) Eleanor Wiederholdt, (2) Laura
Nichols, (3) Annie Whitford.

Arthur, b. December 8, 1845; d. ? 1881; m.
Grace F. Ropes.

Susan; b. January 1, 1849,

MATTHEW, b. October 25, 1813; d. January 4, 1876;
m. Mary Aan-Morton (1); Catharine Wryer (2).
Children:

Caroline W., b. June 11, 1842; d. October 14,
1895; m. Edwin A. Merriam.

J. Bradlee, b. April 15, 1844; d. May 14, 1882;
m. Anne E, Smith,

Horace, b. November 2, 1845; d. October 17,
1914,

Florence, b. May 22, 1848; d. ? ; m. Edward F.,
Paimer,

Maria, b. February 20, 1850; d. April 15, 1920;
m. George H. Mackay.

WiLLiax, b, December 28, 1815; d. April 25, 1873; m.
Sarah M. Alien.
Children:

Joseph A, b. May 12, 1835; d, ? i m. Mary Abby
Pitman, :

Alfred, b. January 22, 1838; d. November 25,
1893; m. Elizabeth Maroney.

Martha D, b. August 11, 1840; d. ? ; m. David
G. Baldwin (1); Enos Fenton (2).

Walter, b. April 25, 1843; d ? .

ANN, b. September 1, 1818; d. November 11, 1819.
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SOLILOQUY OF A LEAD PENCIL.

I may be only a lead pencil, but I've made
my mark in the world.” I belong to a salesgirl.
I confess I used to have hopes of belonging to
a police reporter, but I find there is as much
excitement in the peaceful marts of trade as in
a hold-up.

Now, come, I don’t mean to insinuate that
a sale is a “hold-up.” I may be pointed at
times and underhanded even, through the force
of circumstances, but I'll be blunted if I'll ever
go hack on the profession that chose me. The
excitement of the mart is of the quiet kind. It
is not the “touch and go” sort, but the steady
clash of mind to mind, and I thrill with pride
that I, wooden as I am, set the final touches to
every conquest. When [ am called in I know
this side wins. Naturally, after a day of heavy
innings, I am much “used-up,” but I have made
a record which lives behind me in the shape
of profits, wages and the good things they
bring. Ah, but while I gradually fade before
men’s eyes, you have no idea at the time how
much of a character student I become. If it
was vour fate to be guided by a human hand
in the literal sense that a lead pencil is, would
you detect the varying moods of the guide?

How many times I have reposed calmly in
the coil of a girl’s lustrous locks to be jerked
out hastily, punched nervously into the yield-
Ing paper of the salesbook to make marks that
turn the auditor’s hair gray through despair?
I know then that some customer has been un-
gentle in her effects and my girl has yielded to
+her own temperament too freely. Sometimes

I .can almost tell how much coffee a girl has
. dl‘unli for breakfast by the disturbing effects
upon me. Not that it disturbs me, oh, my, no,
nothins disturbs me except her teeth. If she
gets too nervous and uses her teeth, then I
yield to a stronger force. But how I do re-

Joice in the steady, even hand that moves me

regularly and quickly across the paper, making
words and figures that any one who runs may
read, that are really proud of themselves, that
proclaim their real value without concealment
to the whole world! You see, I like to be used
well, because I give myself so unstintedly to
my life work, Every time I move I leave part
of my real self behind me, and I can never pick
it up again. Like the mill, you can never use
the pencil that is passed. Therefore, I do wish
that humanity understood me better.

I am made to be used as a means of expres-
sion, and when [ am robbed of the chance to
do my best work it malkes my heart sink like
lead.

There She comes now, and I begin my charac-
ter study again. Sometimes I change owners,
for, alas! a lead pencil is like an umbrella, it
fits every hand, and then I do interesting stunts
trying to study my new guide. Come up close,
I want to whisper something in your ear. At
times a girl does not use aqua pura and Pear’s
soap in the morning! How would you like to
be hugged by a hand like that? That accounts
sometimes for my shady complexion. Ta, ta,
by-by, glad to have met you. You know, a
lead pencil always sees its finish, and if friends
are to be made, it must make them quickly.
Au revoir, when this you see, remember me.

D. H.

333




334

THE PHYSCHOLOGY OF SELLING?®*

Types of Customers and How to Handle Them

By Diana Hirschler, Formerly Welfare Manager at Filene’s

It is the girl behind the counter who is spe-
cializing now. She has taken to psychology,
though she may not call it that—the psychology
of selling.

By a systematic course she is becoming fa-
miliar with the whims and fancies of women
customers. If, for instance, a woman strolls
leisurely past a counter glancing casually at
the goods displayed the inference is she is only
looking. If she stops in an indefinite way,
pokes over the goods carelessly, the deduction
is that she wants something but doesn’t know
what. If she approaches the counter with a
firm tread, a determined look and a voice with
assurance in it it’s safe to say she knows what
she wants and means to get it.

In the first case it is up to the girl behind
‘the counter to attract her indifferent customer.
It may be that this can be accomplished by a
motion of the hand, a pleasant smile or the re-
arrangement of the goods in attractive fashion.

Attention once gained, the next point is to
kindle interest. From interest the next step
to closing the bargain should be easy to a
good salesperson. In the case of the woman
in doubt an attitude of well simulated deci-
sion on the part of the salesgirl and “Will
you take it or shall I send it?” frequently has
the desired result.

Among the types of women shoppers there
are the intellectual, the woman who thinks;
the emotional, the woman who feels; the voli-
tional, the woman who decides. In order to
tell them apart it is essential to know that the
intellectual woman is logical in mind and has
a fixed expression, while the emotional usually
has large, wavering, sympathetic eyes, a voice
of mellow tones, talks quickly and decides
quickly. In her case the work on the part of
the salesgirl is passive.

If the woman belongs to the intellectual
class she, like the person from Missouri, must
be shown. The value of the purchase must be
presented to her. She must be convinced by
reason. If she belongs to the emotional class
she is a sure sale as things which appeal to
eye und emotion catch her.

As to the volitional woman, all the talking
in the world and all the winning smiles in the
universe won’t make her buy a cent’s worth
more than she wants. Her mind is made up,

* N. Y. Sun.

"and the clerk will employ her time to better

advantage by devoting her attention to the
next customer.

A salesgirl should have a clear, distinct
voice. It holds the attention and trains the
eye along the line of observation. I think
voice culture should be a part of the training
of every business woman.

Emphasis should be laid on each important
word when a customer asks the price of goods.
For instance, often a girl will say “Twenty-five
cents,” emphasizing the cents, but swallowing
the twenty-five. You know, of course, it isn’t
dollars, but how many cents is doubtful.

It is largely inattention that is to blame for
this. To train the hearing is most important.
The mind gets into ruts, the girl expects the
customary thing, and when any unusual word
or phrase strikes her ear it takes her a minute
or two to wake up to it. .

An example of this sort of inattention oc-
curred when a friend of mine asked a clerk
for two boxes of tooth paste. As the package
was handed her with the change she asked
from force of habit, “Is it tooth paste?” “Oh,
no,” returned the girl, “it's tooth powder. I
thought it was that you wanted.” She sells
more powder than paste and expected the cus-
tomary request without thinking.

Not only the attitude of mind but the atti-
tude of body is of importance to the girl selling
goods. If she stands erect she conveys an air
of dignity. By moving toward the customer
the idea of willing service is expressed. 1 tell
my girls that their department is their home,
not in the domestic sense but in a much larger
way, and that the spirit of hospitality should
pervade the place the same as in the home
circle.

What a salesgirl should never say to a cus-
tomer is “Anything in ?” If a woman s
looking at hatpins don't say “Anything in hat-
pins?” when it is obvious that that is what she
wants. Again, if the price is attached it ig
foolish to add “Fifty cents, madam,” or what-
ever the price may be. Say nothing that is
of no value to the customer.

The fewer words the better. Motion always
helps a sale and obviates the necessity of talk-
ing. For instance, if it is silk by the yard,
take it up, drape it, let it run through the

(Continued on page 16.)




- Ine Alsies-of lrade

By Diana Hirschler

ILLUSTRATED BY MORRIS HALL PANCOAST
\

XPERTS, such as the writer

of this article, have in recent

years developed a new science,

that of creating efficiency in em-

ployees.  Rules will not do it, nor:
will clocks or fines. But a keen,

' sympathetic knowledge of human
nature, of mental machinery, will'.
enable the expert to put the girl in'
touch with her own inmer self,
the source of all efficiency.

AN you we me a few minutes wme
time to-duy?™
I looked ut the girl who spoke and
remembersd her by no special incl-
dent of pmiine or binme. Thowe are the pegs
memory hangx -her recognition on in my work.
“Nurely; come to the office In a half hour.”
1 have lmrned not to try to anticipate what
the problem ix of the salen girl who comen to
0 lght be a stepmother, or a drunken
Lather: It might be pain of Ludy or trouble of
miml, oF nn empty purse, or 1 might even be
surprisesl with a song of Joy, B
No what Miss Anderson wanted, 1 made no at-
tempt to foreteil.  Ax she had stood before we,
1 recognized a fine. sensitive face with 1te signs
of squick recull from much that would escape the
phiegmatic. Thin was ncoentunted by an une
ustinl #iiky tineness of her very yellow halr.
“Well, Mine Amlerem,” 1 wald, an she ap-
penresl, “let's. have onr chat.” amd we shook

wehool or eollege xhould have for them, Al
that alm Ix no lews than n truined will, o
wiwe Jwdgment, un Individuniity that compeis-.
, nttention. sl yet not attention that. I pﬂ\\,
* nal,
* Annle-Rapra‘ix in demand ax an opemion b
{, walutn iy virtue of her. manunl nceuracy and: 1|
+ wpwel, *No newl for the persal rndiation «f {i
L4 tm-mulm- that invite trust, Cullariess: nn-
vk nay be. heltlews her wnld. bent thee: l-«u.'
-'nnkn-m her hamds nid feet. Minuw! ury; |
i minum enthuslasm, xhe may be eficlent.:; ,' 3
i Now: ‘Annle  Snilth ¢ displays’ thown llllu U
witletn to the comsumer for whom they wep.
maudde by an eiticlent operntor,  Bat Annle
Nmith, to e eficlent, muxt show  the socl:
oourtenion il timg personnl dmwing power o
an Interexted Individunlity, combined with t1,
urt of making it all Impersonal.  Nhe must st
trnet personally, only to confer the result!
e to her mere ,

NEND for Miss Xmith to s me priviatel ”
I She enters swinging an arm with thee

bracelets on it mther defiantly, s they
mnke u mattling souml. For xhe suspects they
ure to be mentionel. ?

“Mixe Smith, ymm w
frank with you and sying t
you net to nr much Jowelry,™

“It's very Tstrnge: I've worked In o« iéank
Plivers mnl they or objeetesl to what 1
had on.”

Presumbng on my swlle and tone o make
my remnrk friendly, T owilid: “Perhaps that's
the renson you've been n s many plses
Miss Nmith, thix house belfevex In you and

t omind my bt
house prefibe

hamis to lwtin with., Nervous intensity gave
my bamd its mark throngh her grip. a further
cue (o whatever ooditions her story might unfold,

“Mbw Hirschier, 1 want to talk with you about my-—

temper. [ have a sharp tongne wnd It loxt me my Just
poition. T spenk up gquickly. to the girls In the e
partment. aml then they get to dislike me. And T have
to watch myself or I'll do it to costomers. I'd llke
to get over It. Do you think I can?”

HAVE salil T eonid not always foretell the prob-
lem I wax to face with a sales girl. Hut the gen-
« eral divisions of troubles are few, and the xpecial
one mny he chisdtisd quickly. Iere wax an excellent
Mustration of what an wluentor business Ix in 1ffe.
Do I think you cun overcome Irritntion? 1 Ao
you enn.  And I'll explain why. - There Ix a Minn
Anderron In you that ix patient ad gentle and woft
of wpeech, aml 1t Ix thisx Misx Nannle Anderson that
has come to me thix morning. ” Aml ' plenned to
meet her. For It Ix the permanent you: the other )
i the tranxient. You enn remember asx a child that
thix transient you slapped =ome one when It waxs angry
probably, amd now you don’t.  The reul you bas dented

“*4*You anney him to distrection. You are watidy. /And
you ash @ customer how much she wents 1o pay’’

the slup Itn plaew in yone dodly 1ife, Just nx it stopm
ux ot A certuin age from making faces at oneh other
Al wtieking out our tloagues,

“No the renl you denlen the tongue i right to et
others by spuech,  Miss Nannle Andensm s therefor
maying to horself riht now : T want to be sweet wml
gentle and T will el & way." The ‘want to' spirit yon
rowssl In yoursell made the *will to' de it strong
enough to seek me for wiviee. 1o you' sev, my girl,
you have pow the only frieml you nesl to acovnplish
self-contrl, your own will.

“Lot's tnke that very word, seif<omteol, [t nenns
control by the self, the real you, of the usurper: self,
the one that pretends o be Yo, T oust thin ome, you:
are now to think about the renl you, its power, Itx
Kindiinews, itx patience, it trne friendilness to others,
and it refival to acknowledige the shadow you nx (in
own, or ax laving any power o use you. 1 shall glve
you some thoughts to conter on an a dally exercime,
expecinlly before Yo go to sleep. Thin ix to tell your
will Just what you expect 1t to enrry out.”

No beglun my supervicion of Mbe Nannle. Aderon
to truin ber to do her work well,
1n the creation of nn eificient rtall ilen peesn In
fulties) the grent law of merviee In e
Wewt persennl form,

N In fuee 0 fuew In bher work with
the one whe fills the pay enveloge, eye
o eye, toneh o tonch we might sy
often, and in the lielen Keller setse
wined] 1o muell, o human is such trans
aethn,  Every article that the grat
wheels. within wheels of ldustry i
ot wtimt e tewnmtorrel v
by prheewe to the mmvironment
ol u evnsmer (i her pres.
enee, The mervhuidise bion
Iuwvsitnen Jomt 10 the working
ont wf hunan relntions,

Ner, lnomy work of trdning
woe tor wk 1L il
wiwr of tenlning others o
truln them, 1 revnize the
wme wim the whwentor ln

“You wen't mind my being
- frand with you and u;d-(
the hemve prefers you
tn wewr much jeweiry

. for awakening the dewire to he that sevens which:

wants you, or I shonhin’t I-»lhfr to tell you
something unplewsant, for 1 don’t enjoy saying it any
more than you enjoy hering It But U'm golng 1o
explnln why you make your work hard by overdres,

“You nre hem o conter the whinke of your o
tomers on the hats you have to sll, not on yourselt,
The more quickly you do that, the more quickly you
make your sale, 't that =¥ Then, when yon wer
womething that nttruets them to It and you with it!
on, are you umking the wile wnxler?  Yon know you
world mther make 0 good sale thon e ndmired for
having Jewelry.  Anyone who valuew her pexition
wonhl,

“You have severnl pletures hnging In the mllllnrry
wilon,  Dhweribee the one you Hke best,”

Nhe dld promptly.  *What sort of 0 frume has 127

Niye hewltuten : “White and guld, T e

“Yout pmy the trnme n 1} by ot
Ing It - It In w npproprinte It doew not detruct (row.
the pleture, It xhoply Improves it That I what deess .
shotill do=hring ont your atteetiveness but not des”
tleet the eye to Itself, ure pleasing enough, Mins.
Nmith, to rely upon reell to attmet, without overs
doing the frume husineed”

Al o we thresh it out together, At lenst, 1 pn-l
the mind in front of we, unused to thinking, = that
Iere niul there rowsning gnins growmd,  Anyway, she
munt leave me with n feeling of rellet an reguris the
e of her visit, 1t might have been wome tham
the watter of her wearing many bracelets

+ ANYONE conid onder Mbo Smith to remove sn e

approprinte article of drewe, 1t my depmrtment
stands for promoting unity, for tenehing rensons,

menns permanent position abd mers wages

. M Nettle Kleln rusiuel Into my. corner one tll'
nid mald: “Mins 1lirchier, U'ni houdeoosl, positively
Tl | Buven't skl m thing for two diys, and.
thin worniing Ve startel ot the mpe way. No ]
thoughit 1 evimes (o v foe o lenmt.” 14

Nhe lot wwe langh for n ont, then 1 smbl: “Yod,
cortuinly are ool If § think you uree, That'a:
the only limedon there e Nettle Kieln e gl siles:
wonsnt, nil there's nothing that enn stamd (n the way
of her sellimg but hormelf, o we'll clunnge the Tussdoe
It msnt, el you run along now aml eell Hke=
well, ke yournelf,”

True snough, nx 1 passed her on the toor twa houms
Inter, she bonnsl: N 1wkl 0 $02.50 ddrews the
winnte ot bnek, 10 nll ot aid alie waved nnbde
an lmaginnry fos,

It It b b the clows work that 1 oo the mest o
mentive trulning,  For the CCuntinued wn puige 30




The Aisles of Trade

{Continued from page 20V
My o
training must be to get that alertness Hin:d,j'l dldu't suy.

you werea't one, b
of mind 80 necessary to u buxiness which | ' she ‘eama; you':could | take: your
deals first, laat, and always with human | i, Now sho whows: you;that  to, 4
nature, and on the side, denls with mer- | {gigy° girl -therv. s no ‘wuch thing wi
chandise, - .,;;lﬁ:r.thna"‘ Time Is madam', and it
" I began wy work in Boston as welfare ‘:jiies Schults gets to her firat,.the rea
secretury before there wux uny nume for 7 is, ‘Does  madam Itke: 1t? . 11
it A well-known merchnut, Mr, Edward ‘you both for two days and kecn{
A. Fllene, had conceived the lides of, il mind the important point for. you,
. entablixhing some one ns an Intermedinry . jyhotber patrons are heiped by this new:
between the house and itx employees, un‘r,-,ﬂu.uo . )
liea slnce Lecome the basic principle of! e /again. 1 know you haven't come
the welfare secretary movement in stovex,: to hurt another girl's sales, only to

unite both employee and employer.more - Then put your best foot -forward, and

‘closely in mutunl Interest, to, make ench
more truly comprehend the needs of the
other. T had recently graduated from a
daw kehool, with a, special interest In
the progress of women, aml Mr. Flleno ‘great drafts of idens to ge
and his brother, Mr. A. Lincoln Fliene, awake period.
fidiced me to try thelr new iden.

ad T would Join them for a month. to-
nee the powsibilities in it nnd in me for
it. The montk never closed for me, so
faxclnnted did I become with the widen-
ing outiook. :

. that ailed ler, it was a sleepy mind, and:

t over the haif-,

I

< ple. The work of thin xtore was the

N thix way I launched a new i)n)feu-v

wmilar work in Boston, in which other
) : stores became Interested.  The publie
WAS in the midst of life, rushing, . whools have taken part nx well, and xo
throbbing humen lite. As a factor fn . peve such admirable philanthrople fn.
life tor life, the retall worker must, as - gifutions ax the Women's Edueational
“it"were, be-developed-.on' the run. - :And= gnd Industrinl Unfon.
this develomnent lmpled exactly those
aualities which muke nn all-round man .euntry nlso began’ to recognize the
or woman, no:less. To distribute the - value of doing for the worker what had
roods which commerce makes means. to - not been done before he or she begun to
.convince the human race of ity merits, .- #ork. No now there may be discerned
‘The best snleswoman or aalesman puts. duly tn "‘"“‘“W"'“W
mind and heart-into willing service to “";:“':"","‘"L“ ::mnel:"tlh.e wore . currien out
_nlllotl).er. and t!lls "e‘xerclnelu the gnnt‘ the “welfure” fdea only, In my work
trinity, faith, hope, and love, and cach' | have alwayx mixed the two. Or,
0 no small mensure! . i mther,.T hnve never been nble to draw
Remember, 1 uaid exercives, None of ibe llne betwoen the two. ' A girl's whort
them have become suints yet.  So the fslemimuy be due to short shoen. So I've
Browth of efficlency - plany—the word - leamed to tell the how:my-feet-nche-ex-
etficlency lind not hecome the voue then Wewdon when T look at'a Rirl. A man's
" —wun forced by the very problems that. dent-mindednexs with n customer may
. sought e, ' . ot i bedue to a home anxiety which tetds to
. . C : ' everwhelm him.  The kindly mnnnger of
M‘\(n;m MAGUIRE vomex érylng-tor 3 drescpgomds depnrtment obwerved that
- me sving the hend of hep ;l"lmﬂ' one of hiu hest men on'n busy Monday
Wenf ‘s her, . Why, certainly he dovy, - fale day wasg not up to his usunl brixk.
Maggte, . You anuoy him to Aistraction; 4w Ie declded to xay nothing to him,

You are untidy, (“But ninther Aot a8 he usunlly needed no prodding, late
think #0™)" You can't de tructionn nud-  that afternoon the salesmun upproached
you muko mistukes with your sales  the buyer, saying quletly: “Mr, 1'——.,
checks, (%I et uervous.”)  And you Ay Ige home n half hour enrller toulay ?
wNK 4 customer how much xhe wants . 1lost my only xon Yenterday, atul we bury
to pay. Unpardonubic. (“But I dida't . bim teemorrow; but I knew you needed

know I shouldn't.”) Dut, Maggte, chlld, © we for the xale to-dny, so T came in*
"o ure anxions and that'wn good sign: . But sales people are not the only
auxlety in Interest In germ. (Mugle | onen who have problems. There was
doesn’t know what rerm mennx, 1 '
) pleks up for T have told her «he I
" something, fnstead of that she 'ty -
-, There's much to Lo done with Mugie,”
but 1 you dismixs her in this neeustumed ]
wuy, you will only get annther Mugie,
in her pluce. .o
< - Eva Gottlfeb »

slot, “You kunow In the smailer xtore
where I einine from I was axlstant mans
ager, nnd T umed to go along and’ snap
wy flugers nt some one and xay: ‘Look
ot the top of that shelf! There's enough
dirt ‘to shovel it off. Get n move on
there” Rut I find ¥ ean’t o that here,

pronchos my desk
¥ e 1 And the fact 14 he hitchex his chatr

angry- dignity. There's a girl menr hor,
~ghe” sayx,“who' fx It grabher; "I regntar
grabber. Why, before Fvy o got to n’
scustomer, she silps nhead of hov, Is that
falr? 8ho 18 quicker on her foot than

like your wany best hore, and T want to
™t out of that dctatorinl style” And

you, Evi, . (“She's lttle and I'm i) | Lorte of Wiy conduct, analyzes them from
But I'v . “ 1| dRY teoalny, and ween 1t In the llght of
I've seen you dunelng, my giel, wnl: | FUCC mothod—the old-tiew one of see-

- your: feet  seemed: falvly  to twinkle.
: (lm:n umiles a bit.) ‘Don't. you' think.
_you'd ‘better call ber hustler?’ Never;

- ta

ing In others yourslf,

aud treating them
wdf you woere they, | B

al "

n or annoyed. ;. Then I'll talk with 1

factories, and. mills. - The obfect wus to’ z'nhe duesn’t hurt yours, isn't that it?. X

let's ee. In it a bargain? Eva Gottlieb sha
> .had to lenrn that, instead of heavy feet

ybe wax belng waked up. But she needed

slon. the training of retall sales pev--

beginning for ever-widening circles of hot

Other progressive.
‘ slores - here and there throughout the

0 thiyg, of bustuess:- Thy

mit she ; the new buver who xought privite sew

furward bt and lowers his tone, “I.

be dorx,  For he manfully faeos my re-’

. | one roof.

E tloor nutiazer who comes witl: the

whipe'ein-ln-line fden Jen run the meni-
g of my department and sees that “falr
My I the key to his permanency. “Rut,
Wi Hirehler, you mustn’t take awny
my determinntion.” “Itat, Mr. Stone, cun’t
o be determined and aminble too?
No aaxwer, Then he aughs, and his
wew rofe haw it boginning. I've shaken
bamndn with muny floor men since who
my they ltke it botter than the “shake”
hey gt nt our first meetings. But to
shake in Detter than to be “shook.”
T wonder 1f T ought to tell how my
neex trembled the first time T told a
manager - that he spoke with. unjust
riexx to u buyer. I knew It an a
smple of what he had a terdeney to do, -
and ux it hnd Juxt happened in front of
we, the time and matter were evidently
breordained.

So with apparent enlmness T told hin -
(I wax looking at his profile at the
fime.) There wax a drendful silence
for'n second. Then his eyes began to
twinkle and the corners crinkle, and
w he did lnugh! e apologized to
that buyer afterward, 1 found.

TRAIN fustructors in'my method, nnd
they, uxing thix as thelr baxix, have
ample pluy for individuality, One of
“them, Mr. Chinrlen W. Hoyt of Galesburg,
n"L. has started the luterenting plan of -

ViR E T Foias people e The itk
’,.euaol E-nd : cnhor‘--mplu Sty mtfuh

; flassen, where he touches the principles’
K, as time.goen on, the
-store may cull from the number young,
"veople- who will be thinkers at' their
- work, and eventually fill the higher posi-
tions so often eryingly vacant, . .
IF 8 man Is willing to pay the price
ot thinking in hls work there i no
fleld of labor ro promiuing in udvance-
- ment as the store. I mean in regard to !
pay, In freedom to uxe initiatlve and
indiyiduallty, in chances to keep in con-
tact with the executive minds .abore
-him. This statement surprisen you.* But
with the extraordinary growth of retail
business we note, as part cause and part
' effect, the rise-of the modern merchant.
He Ix a man of mental power, logical;
and a keen business thinker. He fiw
*thoroughly allve to commercinl condt-
ilions  with competition nipping  him
< sharply at every turn. He ix kept clore
“to businesn on account of the enormous

- amonnt of detail connected with the

profit
retail -
“And the point T mnke here in that
he needs lieutenants of ke caliber ex-
presuing thiwe qualitien in varying de-
greex, There are pomitions with some
. executive necesmary, from general man-
auger, through o weries of department
-managers and aisle managers, to the
.tolnor ones of heads of stock. Then
Jliere are the auxilinry oficen to man-
age. There are the depotn for the com-
Ing and gotug of merchnndine, noi to
mention whole workshoim for manuface
turlng or repalring.  Ofte.. thero are
{ Inborntories putting up products for the
totlet tuble, the kitchen, und the dining
room. In fact, we frequently have In the
{ tore movement many industries under

able tornover of merchandise at
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R o ‘ ’ VIR 13 2 AL G hl el R et N
ZPPARUE, It the 500 or £,000 members of cmm‘oﬂ’m "aferage; store: || And
4

thetls r: 8tory
# 4 uny store should simultaneounly be- thils L might: place the one atorey

‘gin to" work their brain celln with rapid.- 010 iaf’ the, samse-type of| merchandive}}

g ) i b ‘ A :
/ity with, the natural outlet of actlon, that ;U861 know of:my-uwn kiowledge jojeny
management might not be able to plau.glmll.ﬂul; |its- shouldern . over the {tudes
.In promotion each one of them. - But .Concien:to'which the women i the wtore
;there would be a rush at once from sl ’BaY:be subject by.tlis man of the’tores’
‘over the country, & race, I might say,The second: represents thowe stores which'*
'to néa what store could get there firut, 47¢ o0 the decline und noted for an-
2 and’ everyohe cnpable iof nny degrve uf d““‘“"h’“ in which the average mid
, rewponsibility secured at - salaries .of dle-claza woman shops little, - :
from §20 a weck to $20000 n.year. | It Is in the store as elsewhere. Thore
- Rut what about the stutements now Wbo let slip their womanhood easily
“mude that the atmowphere of stores iy £7d the way to do it. But no girl need
mornlly contnminating? : be frightened and no mother fear to
I am convinced thnt thero In no Place her there if whe holds herself

" clenner, freer upportunity for a glrt to ¥mply sweet und pure, as thousands do,
_malntain her purity than In the open Above thought of being nught elne,

nislon of n atore, 1'rotected on all siden

“hy the presence of the xhopping publle, IN the training clamsex of a store
nhe linx not the oppression the stenogrn. 4 thore for the youuger members—the
“pher often hnx fn private offices, where stock girls, parcel clerks, ind messengers
;& humely, girl haa a hard thoe fluding n —are important. We find them lacking
‘position and n pretty one keeping It In the rudiments of arithmetic, The

and her pux-lt‘\-l mo.f Nm;\'lnu wulmen :r‘ltlh ;Pultlpllcuuon table should be an much

countlems yards of ribbon n day, xirls "’D‘ﬂ. pticheded Wate: §

may be in a safer position than in ""‘”hﬂ&“{flﬁi'm; mmw;

vate officen with 00 per cont of thelri ) RECUTREY;  but! thay tdy - ey

huastindn: the percentage In ot x!\'ms.h':;‘, Mthill;izn.rim im m;ﬂj:

from collected statinties, but. 1 submit P ‘Attantion v by

1t to you ns not underestimated, -+ OO ave ca g ot i
Agnin, the very great need for gonlie VERYTHING the Dot

Corganisation In a succenufil ntore tenchew: . cever. Bl
“the hends that immornlity -shonld bagee ‘t’h;::, :&2‘;’;&:&’&,}:’:‘"3"""‘.‘?:
eliminated and prevented. Immoraiity))isten, and when they tonchy'm i
along one line points to jowsible Inxity'notice. In other words, to gain'py
I another. It may lend to thieving, ofhablt of close attention, or "ﬁ,
to the smull thieves of thme, by froquenteion, 1 the basis of ldi’lncement_’w "
ubsences, tardiness, and  gossip With'] have ohwervation xatnew to uhow:" 3
others, 8o there I growlug tendency we wee with the mind and henr wity
{9 reject appHennts who show the wnrkeming and touch with the mind el
of impropriety,  And, what ix better, At the same time other ;“ i
there Ix un lucrensed firmness by mWAN:(py) more securely, and loose Ntepz' Ay
ngements  to prevent influences - that fym—enthuninsm thut comes with thy
might tend to fmmoralty., - - growth of thinklng power, |
uroused by Jearning about thinge; ge
Mr. I W, Sjostrom, tenchies clanses lu:‘f'l:"""oml::,"'“t')‘l:‘: d::";‘:'t‘::: """(']l"“!l
salesmanship, and graduates veurly wiekieh O accurite crent lri tud detpy
Jmposing - exercives those “who puws ¢ 5 % 8 € crented by licrensed
thorough xet of examination questions ' == - al
The store where he In employed curries o
merchandine at and below popular prices
only, Yet a snles girl who Ix roughly
or rudely spoken to by a customer there
may touch a button at the end of the
counter, atnd a man from. a “committee”
appeari.  Ho walts on the customer, ex-
plahag that this girl to whom he had
sald: “IHere, you counter jumper, wait
on me,” wax uxed to courtesy and wan
- selected with enro by the store aw one
who wonld. render courtesy, So they
could not allow ber to be addressed that
way. Invariably the customer, through
the tact of the “committee,” becomen in-
* terested and a closer friend of the store,
This ix wonderfully udvanced, of

N Los Angelew one of my graduntes,

337



MISS HIRSCHLER AT THE EMPLOYES'
WELFARE CONFERENCE. :
New York, March 16, 1904,

I shall take thc keynote in what I have
to say this morning from onr chairman’s
remark that this was to be in the nature
of an cxpericnce meeting, so 1 trust you will
pardon any personalities.

I started at Fllene's as soclal secretary
about three aml a half years ago. We had
no definite plans, hut the membhers of the
firm had two general Idcas about this work:
they I:olicved that someone should be piaced

in the store, an impartial person, to see that
Just conditions he cstablished In order to

cnable the empiloyes to do their best work,
that with just and fair conditions from
cvery stamndpoint eoxistifhg,” both stdes would
he henetitert, Sacondly, they felt, ag most
employers da, [hat there was a certain lack
of efficieney, that caployes were not give
ing their hest elforts to their work and they
helieved there should he some one there to
help direet and (raln them. or stimulate
others to do so, that a more intelligent and
cflicient working body might result. While
these two lines of thought merge intn cach
ather, they are fairly distinet tn their actual
appiteation,

With thesn general fdeas we started in.
I kncw nothing ahout a store, =o [ felt that
the first thing to do was to study conditions
and learn the organization of the place, what
the duties of cach person were, and every-
thing conneete:t with the working system. [
went in, therefore, for throe months as floor
manager, which with us is a position some-
what larger than that of the ordinary “floor
waller,” requiring more excenlive. In that
position [ came in cominet with every part
of the store organization and system. [ was
put. upon the busiest floor, the one contain-
ing the most pcople, and coa:. .quently the :
most effective and most infinential floor in
the house. It scemed the best floor from
which to work, in order fo get control of con-
ditions,

After three months of work and study on
the floor, 1 had a complete idea of store or-
zanization and an Insight into the special
conditions and limitations of our own store.
From thal floor standpoint, T was able to get
a knowledge of the fundamental things that
really make the conditions of store life. |
alsxo beeome acnuainted with a large number
of people and gained ' their confldence.
Mcanwhile nothing was sald of my work in
any other capactty. At the cad of that time,
1 quictly went Into an office.  We sald noth.
ing about the work to he done. We did not

name the ofMice. \We simply decided to work
the thing out. One of the firm had up to
that (ime the superintendeney of the em-
ployes, adjtsting their grievances and des
termining their prometions and positions.
As the people eame to his ofice with their
dificnities he turned them over to me 8o
{hat they gradually zot into the habit of
coming lo me for all sorts of things: at the
same {ime 1 was given the opportunity to
recommend transfers and promotions in pay
and position. .
We have omdeavored thus to work out
thesc two lines of thought; and I belleve
they are a good hasts for social secretary
work eisewhere. Acting as Intermediary in
adjusting conditions, I came to realize that
1 was really a judiciary. One cannot justly
represent the cmplove's side only. This
would not even be of large value to the em-
ploye himscll. The employe, being the one
controlled and zctting only a stated pecu-
niary interest, his interests and eonditions
naturally have to he watched more carefally
than thonse of the ecmployer, who is investing
his capital in his employes’ labor for his
own persoual return. So it naturally follows
that the social secretary must watch more
closely the needs and conditions of the em-
ploye.

Dut my experience as an intermedlary con-
vinces me that the position is cssentially a
Judicial one. When a complaint comes up
for adjustment, the facts on both sides have
to be marshailed fairly and squarely, and the
decision reached on the hasis of what s
fair and just, regardless of which side it
hits. This [requently neccssitates cilucating
the employer himself and again the employe
who must be convinced that he has not
looked on all sides of the question.  This
gives the most valuable opportunity for de-
veloping the broad husiness Iintelligence
needed by the employe, and the recognition
of the “human elcment” by the employer.

The complaints hronght in have varied
from unhygicnic eonditions to what we con-
sider fomiamental things: wages amnl hours,
Wages have heen thrown open to the social
seerotary’'s offfice.  In fact the superintend-
ent expects recommendations from the social
secrotary as 1o increase of wages, transfers
of positions, opportunities for the employe
to o hetter work: and there is no change in
wages as a rule without tlu} signature of the
social seeretary, or her recommendation, I
am expecterd at regular intervals to send in
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such recommendations and slatements as
affeet vilally the condition and position of
the cmployes. No quesiion arises in the
house that [ do not have the privilege of en-
tering into. [ work with the superintendent,
who fully expects my testimony shall come
to him on all questions. e realizes that he is
the one in power, but he is perfectly willing
to hear facts presented to him of every
kind and from every proper source, amd that
attitude has grown higger and bigeer until
it has come to be a perfectly natural thing
that the superintendent shall not represent
n despotic authority, hnt an intelligently in.
formed one, ready for just actlon.

Along the dine ot benefiting employes, we
have had classes, lectures and talks in sales-
mauship, and in developing the personality
of our people who come in contact with the
public. The aim of this work has bLeen to
help them to become more efficient and thus
earn more wages and better posilions,

At the lime we began to develop Lhis oflice
there was an orgunization already started
that was institnted originally Ly the firm in
conuection with the mest progressive people
in the hounse, the jdea belng that
the budy of the people showd
organize together with the firm to
work out a plan by which they might
improve their own conditions. The firm
had in mind distinetly the fact that
there was no value [n this movement unless
it grew out of the development of the people
themselves. They had already made several
experiments of doing things individually, and
giving things to the cmptoyes, and they had
finally come to the conclusion that thesc ef-
forts were  {aitlures, They decided  that
the really vital thing was 1o get the people
to do things themselves, the fiem  simply
being individual mmembers of the organiza-
tion together with their employes. The real
basis; then, for the orgauization was that
they should try together to work out some
plan by which the store should govern itselt,
and by which the unsatisfactory conditions
conithil be changed by the whole body itself.
They named this organization “The Filene
Co-operative Association.” As a social sec-
retury | have no connection with it, any
more than the superintendent has as super-
intendent. The officers are clected by the
Associgtion, but it bappencdt that 1 was clee-

ted sceretary and have held the position
more or less ever since, and, by the way,
there is an election which takes place this




coming week and b otold them I did not
waut then to think the posilion of seere-
tary was a hereditary one,

The soeinl sceretary has never in any way
forced hersell upon the Association, nor has
any ore else counceted whh the store. 1
have stinply been connected with the Axso-
ciation as an elected secretary and of course
in that position 1 have been expectedd to push
the Courmittees, and to more or less  plan
and dircet the work.

The Association hegun ity work with an
irruranes fund, whieh Insures its members
inst Hluess, and has a death benetit con.
rected with it I am not going into details
about it, but there have DbLeen  several
stinting committees which are incorporated
in the constitution, applying distinetly to
the Lusiness of the store, and which I shall
cunumerate; but before doing so { wish to say
that the aim of this Associalion, as stated in
the Coustitntion, is to ereate a greater effi-
cicuey on the part of its members, amd give
them greater soeial opportunities.

Tle scope of the Association—and that is
what you are particularly {nterested in—is
‘the power to vote upon all general rules gov-
erning the store that affect the efficjency of
the employes. 1 have here with me the new
store  rules  issued this spring.  You
will find stamped In our store rules
v the first page outside, a little notice
calling  attention (0 the fact that the
meutbers have the power Lo offer suggestions
anmd eriticismy, which will be taken up by the
mecting of the Association. Inside you will
flud a statement of the scope of the Associa-
tion: that they have the power to initiate,
cularge, or amend the rules affecting the effi-
cieney of the employes, and that word “effi-
cieucy” is a very large word. You note we
could take up the gquestion of advertising
polley, which may materially affect the efii-
cieney of the employes, or the question of
window dressing, or any business policy ac-
tually affecting the progress of the store. At
the back of the book you will find several
little statements that will show you that our
Company (we are now a corpuration) fntend
that this  Association shall be distinetly
democratic. Amd that they actually mean

-that the Association shaill govern the store

as far as It ean according to (hese rules.
This does not mean that any special
officer or nerson may not issue  his
own rules, but it dves mean that if any
of these special people issue a rule which
aflecty the general cfficiency of the em-
ploves, the people may act upon it. A rule
issued by an cxecutive goes into immediate
cticet, the Associatlon in that instance Leiug
an appellate bady, within its scope.

Among the standing enmmitiees we have
our “Suggestion Committen”  with  which
many of you are fumiliar, olfering a0 prize for
suggestions.  These suggestions are cousid.
ered by a committee clected by the Associa-
tion, so that the Committce has power to
accept or reject suggestions. The prizes paid
are fifty cents, and onc dollar for the best
weekly suggestion,

The commitice which fundamentally at-
feets tife store and ity government is the Arp-
hitration Committee.  his committee origle
tsted in this way.  Our store bad uever had

ny system of fines, or charges for loss, and
people in authority throughout the house felt
that we should have. The qucstion cumo
up before the Association. Some one moved
that a committee known as the Arbitration
Commitiee he chosen, a member to be elec-
ted from each floor In the house by the
people on thut floor. The superintendent
conbd then charge persous for any negligent
loss or breakage, and such persons could
then have the right of appeal (o the Arbi-
tration Commitlee.  This committee was
originated about three years ago, and this
geucral ontline applivs today as it did then.
It has broadenced in its power, however, to
take in every sort of complaint hetween the
employes. and the tirm, between the em-
ployes and any one in authority, or between
one employe and another, and (his nchudes
dismissals. - One of the lirm happened at one
time to dismiss a man and he appealed to
the other member and said he was unjustly
dismissed, and the two members decided to
permit him to prescat his case’to the Arbi-
tratfon Committce.  Sinec then they have

thrown vpen to the Arbitration Committee the }

privilege of appeal in all dismissals.  Among
the several dismissals acted upon, they have
reinstated two or three people. In one case
they recommended Ieniency on account of
bast good work. In another case tl’iey rein-
stated the cwmploye on prabation for one
week.  This Arbitration Committee has not-
ouly cxereised its whole power, Lut has
proved to be a4 body showing remarkable
common seuse and Impartiality. It is actu.
ally eleeted by sceret ballot trom the people
on the floors; the lhouse has left it entlrely
alone, and accepted its judgments, and the
result has Leen a, body of people, who, acting
without inthmidation (from the house or pres-
sure from the employes, have rendercd just
decisions, su that they are in equally good
repute with the house and with the em-
ployes. The decisions In favor of each side
keep pretty close together In poiut of num-
ber, the small wajority being fn favor of

“the employes. The firm recommend arbi-

tration committees, as [ think Mr. Filene
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did at your previous gathering hicre, Lecause
our Arbitration Committee has proved to
our people in authority that they can run
the house and adjust the uncomfortable
things with less friction through the Arbi-
tration Comunittee than in any other way,
and have a morc contented and happier sct
of people, becanse facts are sifted and
weighed and adjudged by their own repre-
sentatives.

There are other committees that affect
the government of (he store. We have a
Bank Committee, & Library Committee, a
Lecture  Committee.  The  distinguishing
mark fn ull these things s that they are
governed by our people themselves. Our
ductors, dentlst, cte., are chosen by the peo-
e, who pay for their treatment themscives, ,
Tie firm pays nothing.

Oue committee that vitally affects us is
the Club Hose Committee. We have a
house in the rear of oue building which is
larger than the ordinary house usually pro-
vidled by firms for an employes’ luach room.
OQuuside of the rent, the Associalion pays
the running cxpenses.  * The Club House
Committee manages the luncheon room
and the social romn and cverything else
connected with our club house, The super-
intendent of the store has nothing to do with
it exeept 1o provide foe its protection. The
objeet of the Tuncleon room is to furnish
wholesowe foud ab the luwest possibie rates,
We have little social tables where the people
muy sit.  Lvery one mingles together there
In the most demoeratic manner; the sales

“force. buyers, firm, apprentices, cte.

In our social room we have the library.
The Boston Public Library has thought suf-
ticicnily of the movement (o make a little
centre there, and we have a branch of the
Bostou t'ublie Lihrary, but the worlk is un-
der the charue of the committee elected by
our people,

In short, in all these things, we stand for
the democratic idea that we are all working
together through these committees elected
by us, and the members of the firm have
each one vote just the same as any one in
the Association.  “This i8 the fmadamental
idea running throigh (he Association, This
idea extends, aiso, throngh ail the social
seeretary work. When a complainl comes
in, there 18 this same demoeratic idea of
how we ean make this person bigzer and
stronger and hetter able to take a place in
the store organizaltion and earn hetter
wages.

Last week we had the first dinner of (he
“Filone  Cu-operative  Association.’” WwWe
have had a number of other things, bt this




is the first thing we atlempred in the way
of a dinner, so we got the best person we
knew, who stood for characler, intelligence,
and power, and that was President EMlot of
Harvard University, who thought sufficiently
of our Association to come as our guest,
President and Mrs. Eltot. We had our own
Association president preside. At the head
table sat the chairmen of our committees,
It was an-affair of our own people in our
own club house, and by our own commit-
tees, carrying out the Kkeynote of all our
work, the ilea of doing Lhe work ourselves,

Mr. Chairman, I shall now be gilad to an-
swer any questions.

Question: Has the Association made any
changes in the rules?

At this point Mr. larry Vreeland, the
Chairman, was obliged to leave in ocder to
keep an important engagement, and Mr.
John H. Patterson, one of the vice-chairmen,
took the chair.

Mr. Patterson: There was a question
asked Miss Hirschler.

Miss Hirschler: The question was as to
whother our Association has ever changed
any rule. They have done so a number of
times. One, for example, in relation to the
method of stamping time. Some of the peo-
ple objected to it and it was brought up be-
forc the Assoelation. A motion was made
that the method in question he abolished;
the superintendent presented his side of the
case; the vote went against him and the
melhod was abolished. -

Another thing that was a little more fun-
damental was the atlempt to change the
time of closing the siore. In the eariy days
of Lhe Association several of the bhig stores
determined to change their time for opening
and closing, and the change in time was
more of an inconvenience to the employes
than the previous method. The matter was
presented to the Association, and the argu-
ment at first was in the dircction of no
change. But some one got up and asked:
\Where would we be if the.house across the
street was open when we were closed? As
our salespeople are pald the regular market
ralary, and in addition to that a commission
upon their sales over a certain amount, they
at once pictured shoppers passing by our

closed doors, R0 the .current turned along,

the line of their own inferest which was

identically that of the firm, and they voted
to change the hours just the same as In the
other stores. Afterward the stores went
back to the old system, which we also did.

In another instanee: Summer before inst
the fifth of July fell on Satnrday. Many of
the New York stores  closed un Saturday,
and many of our people wanted to close the
store on Saturday, but none of the other
stores In Boston intended to do so. The
question came up hefore the Association;
the firm refuscd o express an opinion, and
after a free discussion, the Association vot-
ed 1o close the store on Saturday, making
a three days’ holiday. Our advertising
manager at once issued elrcnlars to ail the
stores in Doston telling them we woere going
{0 close on Satureday, giving them the same
privilege beford we came ont with our ad-
vertisement on Sunday. They ail refusel and
the resrnit was that we were the only store
that was closed on Saturday, and our peo-
ple had a three days’ holiday and it has
been the universal fecling, even with the
people in authority, that it was a very wise
thing. In fact, the Association has never
done anything that we have not found In the
iong run to have been the best thing. The
consensus of apinion was better than the ac-
tion of a few people.

Wao have had a variety of instances where
the Association has voted on some rule and
it has been abolished. Of course in all 1
have tolid yon today the question naturally
arises how vitally and extensively these
things are Leing carried out. I can only
say that at our dinner last Tucsday evening
we had almost three-fourths of our people
present and they were a happy family. We
had on the tables, for example, a number of
vases, I think eighty-four, and the next day
they werc all bought in a conple of hours by
people who wanted them as souvenirs of the

dinoer. This rcsponse to the dinner, we
feel, showed a wholesome spirit in the
Association.

1 have not mentioned our newspaper. We

have a mouthly paper which is never seen
by the firm until it comes out and they pay
thete little five conty for {t just as the rest
of us do. That shows the confilence they
have that we will uot discinse husiness mat-
ters, as wcll as their willingness to allow
freedom of cxpression. The paper is 2
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year and a half old, and nothing has ever
been printed in it which has been objected
to. The editor and advisory staft are elec-
ted by the people; they edit the paper; it is
nof. seen by any one in authority, or by any-
one outstde of the committec, except by their
own secking, until issned and sold. Onr din-
ner the other evening was’ pald for Ly the
people, the firm paying their share just as
every one eise dild and no more.

Questlon: Do [ understand that each
member of the firm votes the same as any
employe? Do the firm have any represen-
tation on any of these commlittees, and do
they always vote?

Answer: They do not have any represen-
tation as such; they vote with their own
floors the same as any other individual; the
Arbitration Committee has no representation
from the firtn.  The firm vote wilh the same
floor on which their oflices are located.
‘therce arc nalurally people in positions of
respunsibility who are cleeted on our com-
miltecs.  We have luel as President of the
Assocfation our snuporintendent, onr mer-
chandise nianacer, members of the firm, and
we have had people from the ranks. Our
present President, who had charge of the
dinner the other evening, was electeid from
the bonkkeeping office and is now in charge
of the receiving office.
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TSTE

It seems strange that in order to De per-
fectly contented and happy, even’ though one
has health and wealth, they must also have
the outward expression of harmony, calleg
Taste. Why is this a necessity? Because
the every day life of a human being is made
up of different phases. We have our desires
for comfort, for knowledge, for sociability,
and good taste is but the outward expression
of our aesthetic side which appeals to the
mind through the eye, and unconsciously has
a soothing effect on our entire nervous sys.
tem.

How often we find delight in a simple, in-
expensive but harmoniously furnished home,
and feel irritated in one of great splendor
wherein vivid reds scream at awful yellows
and other incongruous combinations. This
same sense of the eternal fitness of things can
be carried out through every part of our
existence. )

Our clothing, our homes, our studies, our
pleasures, our friends,—all can be selected
with & care to the building from the various
parts, a complete and perfect whole, and
thereby contributing our share to the actual
Joy of living,—only made possible through
unconscious catering to the aesthetic side
of our nature,

Tt is ‘improbable that each should be lLorn
with this side of their nature a certainty,
but it is a possible thing that one can be
trained from the erudest ideas to the most
diseriminating judgment in selection and ar-
rangement.

Is it not well worth while, then, to have
a close, intimate analysis of ourselves and put
our weak points under a good follow-up sys-

tem; earnestly endeavoring to elevate our-.

selves and our surroundings to their highest
point in the unconscious fineness and refine-
ment of good taste?

Seeing anything through eyes trained to
discriminate puts an entirely different phase
of existence at one’s command, and the little
rough edges of living seem to gradually fade
away, leaving moments of irritation and un-

happiness as time goes on.
I. P. MINSHALL. -
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A PAPER ON THE DIRECT VALUE OF
CULTURAL EDUCATION TO
BUSINESS.

By Miss MINSHALL,

It may be difficult to realize that history, literature, in fact all
branches of what is known as cultural education, aid us materially
in becoming efficient business men and women. Knowledge of
human nature, human interests, and possession of human sympathy
are essential in being successful in our line of work, and our capac-
ity for these essentials is greatly broadened by general studies. It
may seem a fallacy to claim that book learning lays the only safe
foundation for executive work, but such is the case. Application
to study means future ability to concentrate one’s mind on whatever
matters may arise, gives one self-confidence in addressing people
under conditions where a wavering manner would lose the case, It
creates a perfect poise and self-control that instaritly imbue your
customers with confidence in your ability to aid them under all
circumstances. If your environments have been such that your
studies have been limited, make up your mind and decide at once
upon some one or more branches to take up this winter, giving
possibly one evening a week to them. This does not necessitate
going to a school, but simply plan out or have planned for you a
course of reading along one or two lines and adhere to it throughout
the season. Take a keener interest in our sales-classes when they
open again, inasmuch as this ucason they will give actually prac-
tical suggestions that properly applied will enhance your value to
yourself, your family, and our firm, as well as prove most interesting.

By reading standard literature we unconsciously acquire the use

-of good English and the ability to paint mind pictures, both of
which are strong factors in impressing the superior merits of our
business upon the public, the first also being necessary in our
dealings with manufacturers, because good English is impressive
and presents arguments and needs in a most effective manner,
Study makes one a keener observer of things in general, the result
of which is the unconscious training of the eye, and this in conjunc-
tion with the ability to think rapidly and accurately is a big asset
for a future executive,
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