Next Month's Windows Should Feature Fourth of July Items and Give Especial Prominence to Beach Toys

THE JULY WINDOW

REPRESENTING ONE of the best mediums for procuring
sales, the importance of window displays during July
should not be underestimated. The coming month will see
countless numbers of customers visiting the stores to ful-
fill the many needs brought on by the Summer season.
It is only logical to conclude that the needs and pleasures
of the children will be uppermost in the minds of fathers
and mothers. In order that the attention of shoppers may
be called to the needs of children in the line of toys, stores
should plan to make generous use of windoiw displays
and turn passersby into customers. .

The arrival of school vacation and increasingly warm
weather will provide children with both more time for
play and a need for new playthings. The wide variety of
playthings which the children will need should be featured
in next month’s windows. .

At the outset of the month a window should be installed
which will serve the double purpose of directing atten-
tion to the need for Fourth-of-July items and beach toys.
A patriotic touch in such a display will attract attention.
American flags of various sizes may be artistically ar-
ranged in the center of the background. Stands display-
ing Big-Bang cannons could be placed on either side of
the flags, and the floor in the center of the display could
be given over to such safe and sane July Fourth items as
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flash guns, cap pistols, paper busters, noisemakers, soldiers,
tanks and forts. Inasmuch as bathing is certain to rank
high among the Fourth-of-July pastimes, and as no child’s
day at the beach is complete without some sort of a toy,
the window should also give considerable prominence
to sand and water toys. Beach toys should be shown on
both sides of the Fourth-of-July items, and should in-
clude such items as boats, pail and shovel sets, sieves,
trucks, sand loaders, life belts, rubber water toys, balls,
etc. Dramatization in display might be achieved by show-
ing the water toys, boats and balls in a “sea” made from
crepe paper or a mirror; dolls in bathing suits will at-
tract attention if shown playing in the sand with pails,
shovels, sieves and moulds. The patriotic touch can be
carried out still further by showing tanks in the sand and
soldiers atop sand forts or in trenches, and battleships
among the water toys.

After the Fourth of July the window displays should
continue to call attention to the need for beach toys, but
additional playthings should be included in the displays
from time to time. For example, during the second week
of the month dealers might elect to call attention, through
display, to the need for such wholesome recreation as is
provided by such outdoor games as quoits, badminton,

(Please turn to page 72)
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RICHARD S. ROBBINS, AUTHORITY
ON SCALE MODEL BUILDING,
GIVES DEALERS SOME VALUABLE
SUGGESTIONS FOR

'OPERATING A MODEL AIRPLANE DEPARTMENT

WITH THE COMING of summer and the drawing near of
the National Model Airplane Championships from July
6 to July 9, all boys and young men interested in Model
Aviation are preparing for a gala season. The manu-
facturing of model airplanes and supplies is one of the
largest model industries in America today and no hobby
or toy department is complete without being fully equipped
to supply the needs of model airplane fans.

Many buyers today seem to pick out a few kits, put
them on their shelves and are then disappointed because
the airplane department is not making money.

DISPLAY METHODS

The best method to sell kits in the 10, 25, and 50 cent
price range is by using a built-up model for display made
from the kits you are selling. These models should re-
semble nationally advertised airplanes such as the public
sees in the picture, “Test Pilot.” They should be neatly
and accurately built and colored in an artistic way. The
store that keeps on hand about ten model airplanes rang-
ing from a 10 cent model to a gas model job can speed
up its sales and greatly increase the day’s tally. For
example; suppose you have on display a model of a
Codron in the 25 cent size. A small boy comes to the
counter. He wants an airplane similar to one he has seen
in a book, in the funny paper, or in a picture,—a racing
airplane. No doubt it has impressed him. The clerk says
to the boy, “How do you like that airplane?” and nine
times out of ten the boy will buy that kit. Why? It ap-
pealed to his eye! The model was well-built, beautifully
colored, and had real sales value. The boy had seen a
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plane like it. His imagination had been excited and he
wanted to own such a model.

I have tried this experiment on many O%tasions ‘and
the time necessary to sell an airplane kit has been greatly
reduced, while the number of sales has been increased.
Every three to five wecks another model of a different
type is substituted and the process repeated. It has not
failed yet,

The cost of the average model in the 10, 25, and 50
cents price range is from two dollars to five dollars ex-
cept when it comes to building the larger wing spans
such as thirty and fifty inches. The price for such models
is slightly higher.

As most of you know, model aIrplanes are made from
balsawood. A buyer who is buying balsawood at random
is cutting off his nose to spite his face, for by carrying a
good grade of halsawood you will attract the gas model
airplane builders and with them comes the high item of
sale which means a profitable department. There are three
or four large companies who cut balsawood to all dimen-
sions and sizes needed for model airplane construction.
These materials should be stocked in two foot, three foot,
and five foot lengths. Both sheet and stick measurements.
Balsawood can be bought in three grades: soft, medium,
and hatd. It is well to carry these assortments. Upon
receipt of the wood, care should be taken to see that the
saws have cut the wood to the cortect sizes and that the
grain is straight because the model airplane bullder de-
mands a high standard in balsawood.

As most buyers know, the rise of gas model airplanes
is taking the country by storm and any store that is not

21




