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H IS is a story about a store, and

of course it's an advertisement.

^
;| But it isn't the every-day kind of an

advertisement. It is intended to tell you

some things about a store that you will

be glad to know, and it consequently ought

to be good reading.

The store in question is The Waxamaker

Store of New York City. The "Wana-

maker's" of Philadelphia is probably well

known to vou. That's another storv. This
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is about the Wanamaker's of New York, for-

merly known to millions of people as "A. T.

Stewart's," one of the biggest, and without

doubt the handsomest, of all the stores in

the United States.

The store stands on the easterly side of

Broadway (on the right hand side going

uptown), bs^lin Ninth and Tenth Streets.

Its easterly frontage is on Fourth Avenue.

It fills the entire block, and contains about

eleven acres of floor space.

A. T. Stewart built it thirty years ago,

but he built so wisely and so well that it is

to-day in every respect a model store. A
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generation of architects has been able to

suggest no material improvements.

It has been the Wanamaker store but

two years, but in that time has swept to the

very first place among New York enter-

prises. It entered a field already well filled,

and inet the competition of the largest or-

ganizations and the ablest managements in

the country. It came—and it conquered.

The policy of the store may be given in a

single sentence. "Hate Trash and Tell

THE Truth." The keynote of the business

is the protectioTi of the purchaser, the cen-

tral thought, reliability. No one can think

of Wanamaker' s without instantly associ-

ating it with o;ood goods.
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The masterful grip on the markets that

is given by the outlet formed by two of the

largest stores in the world makes Wana-
maker prices as well known as Wanamaker's

itself. Heavy transactions mean heavy re-

ductions, and some of the merchandise move-

ments are colossal. In many cases a single

purchase of goods for a single sale involves

more money than would run an ordinary

store for a half dozen years. Such purchases
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as those of a million yards of ribbons, one

hundred thousand pairs of one kind of glove,

one hundred car-loads of muslin underwear,

fifty-seven miles of one kind of silk, four

thousand of a single make of bicycle, twenty

thousand pairs of shoes, and many and many

similar transactions have been made during

the past few months. They are not extra-

ordinary, and are not mentioned as such.

They are instanced as illustrations of the

tremendous capacity for handling heavy

transactions that makes the Wanamaker

prices and the Wanamaker sales so famously

attractive.

But these sales are incidents. The chief

charm of the store lies in its regular stock,

carefully chosen by life-trained experts from
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the best and finest of the world's offerings.

The manner of the display is also a notable

feature. Thfere is no store in the country

wherein there is so much to see. Lavish

expenditure and constant planning have

made the store a veritable palace of mer-

chandise.

One thing you will notice before you

have been in the store five minutes: You are

never asked to buy anything. You are free

to wander at your own' sweet will, examin-

ing and admiring the heaped-up beauties of

the stock; but no officious clerk will obtrude

himself. Service is there, ready and alert,



if you should intimate by even so much as

the hft of an eyelid that you wish it. But it

will never heforced upon you.

This store, as thousands of people a day

discover, is as much a place to see as one in

which to buy. Everything that art and un-

limited expenditure can do toward satisfy-

ing the eye and the comfort of the visitor

has been done. For this reason is provided

:

the commodious waiting and correspond-

ence rooms; the art gallery, filled with

medaled paintings of modern masters; the

restaurant ; the "store features," that change

constantly, and the music. Great effort has

also been devoted to the educational side of

the store. It is, in fact, a sort of World's Fair

in miniature, showing the world's best in all
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manufacture that comes under its roof. And

so the showing is elaborated and set off and

made attractive and useful to the visitor.

Thus, for example, the " Model Apartment,"

a life-scale suite of rooms furnished to utter-

most details, and an object lesson in decora-

tion. The Art Room, where the bric-a-brac

and china are, is really a little museum of

fine arts. Constantly occurring "reception

days" bring to the store special expositions.

It is a principle of the store management

that there shall be but one standard of

excellence—the best. There are no half way

measures in anything. Yet certain branches

will infallibly receive quicker and larger

attention from the public, and certain de-

partments of this store have had unexampled

and predominant growth. These are the

China and Glassware,

Carpets,

Furniture,

Dress Goods and »Silks,

Clo'iiiinc,

Shoes,



Ready-to-wear Costumes and Cloaks,

Underwear.

The business in all these things is phe-

nomenal, and is growing as nothing but

awakened and satisfied public interest can

make a business grow. This reacts again



To be of any use at all, a mail order

system must offer to its customers three

things: First, the same prices that obtain

over the counter; second, intelligent and

reliable service ; third, promptness. A care-

less or stupid ^#a^Qg of your letter, a
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service that " d^^dles along," or a higher

price than other people pay, are things that

you do not want. You will not get them at

Wanamaker's. The mail order service is



highly organized and is made up of the

bright, careful, energetic people with whom

you like to deal, and who are, in addition,

highly experienced in you and your wants.

Whenever you are in New York, visit

this store. You will find it an exceedingly

easy place to reach from any part of the" city.

You v/ill find it an exceedingly pleasant

place in which to spend an hour or two. The

pictures and the music alone will keep you

interested for that length of time. And the

goods are wonderful, and wonderfully pretty,

and in most cases wonderfully cheap. Come

in and look and listen and enjoy. Please

yourself about buying. No one will ask

you to, nor so much as look as if you were

expected to purchase -^'
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The " Little French Store "

containing the Imported^Lingerie

(2d floor)
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