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our Credit is Good i{()fﬁaha Until You

—_—
OMAH A is a good pluos to live, bul is
nota good place to dis, aseording to an
inguiry made by a member of The Bes
staff. You can easily obtain on eredit
the necessaries and even the ludurids for
living, but when you approach the wn-
dertaker and the grave digger you must

O DIE on credit is next to Impogsible 1.
Omaha, It Is not so hard to live ou
credit, for If one has & good from:
and knowg his street address and .
few other poluts the merchants want
to know about him, he can get credit
for the necessities of lite. But to die

und be buried like s human being is a cdstly opera-
tlog, and one for which it Is difficult to obtaln
credit. No, one would be expected to trusc a dead
man o send In a cheok when a blll ls presented to
him, but them all dead men have to depend on
thelr friends or relatives to pay the funeral ex-
penses after they are gone.

Recently & man approached an undertaker (n
Omaba on the subject of obtaining credit for the
burial of a destitute friend. There was a long
segslon. The undertaker figured long and hard
with a pencil and found that the very least that
would cover the job would be $126.

Now, the only trouble,” he said,
delivery and the grave must be cash.”

“How much cash would that require?"’

“Well, anyway $00. You couldn’t gst sut an)

‘Is that the

cheaper than that, We must have that much
cash.”
“Well, if T could raise that much then what

time could 1| have on the other?"

“Well, we must have st loeast $10 a month,”
undertaker replied,
an) less.”’

hr the course of the conversation It was re-
venled that the cheapest coffin carrvied Is $25. The
undertuker ndvised the patron nmot 1o use It as he
sald it was & very common looking “ox of soft
wood, He advised the next price, $50 as the low-
est price of anything in the line of & coffin that
would be respectable

But in the matter of sustaining life through the
credit system i somewhat easler. Many mer-
chants a litle tims to look thely customer up to
sea that he |s reasonably rellable fellow. Others
extend credit to him on the spur of the moment,
Mest of them, of course, consult thelr “Blue book"
when nsked for credit, to learn whether thely cus
tomer is leted and what other merchants have sald
¢bhout his rellability and his prompiness In meet-
ing obligations, Others rely partly ou the judg-
ment of thelr credit department. 8Still others put
in & hurry up call to the credit bureau of the Asso-
cloted Retallers of Omaha.

Rocently the associntion established direct tele-
rhoue service between some fifteen of the leading
mercantlle houses in the city. This Is dope so that
when a customer asks for credit at a store, the re-
tafler can step into his office, take off the re-
celver, and without walting for central, can find
Lhimself connected with the eredit bur au of th
tigllers’ ussociation The secretary of the associa
keeps an office foree of from one

the
we couldn’t take the job for

tian e threoe
girls. Thus there iy alwiys poueone Lo puswep th

telephone Lthe moment the buzecr siarts. The girl

go with some ready cash in yeur hand |

or the pecrelary can refer to the blue book and
to whatever other records the Associated Retall-
ers have made up from thelr mutual experiences
with given customers, In Jess than & minute In
many cases this office can render the retaller an
expert opinion as to the reliability of a given cus-
tomer, ’

For the last four months this agsoclation has
been busy complling for the use of the mymbers
& Ust of peopls In Omaha who wre good pay or
poor pay, prompt or slow pay, a list that is to
rupplement the Information contained ln the “Blue
llook™ issued regularly Already the association
hag 15,000 names listed, and it expecis 1o have
45,000 or §0,00 before It linishes. OF course 1t
cannot llst the names of ail the people in the city,
for not all the people buy on credit, ard conse-
auently the association hss no way of obtaining
information about thelr credit.

To supplement all this Information credit de-
partments of the varlous mercantile houses often
call np close friends of customers to learn whether
or not the customer s reliable The employer »°
the customer is also often called up for fuforma-
tlon as Ww whether the feallow
Lills or apt to escape them

A glimpse of the routine Iy shown in the case
¢l & young man who recently stepped Into a large
men's furnishing store In Omaha and asked for
eredit for a sult and an overcoat., Without giving
liim & chance to select the garments first, the clark
hurried upstalrs to the credit department The

Is apt to pay his

4 Enm
TRADESMEN generally will taks a
chaneoe on a stranqger who can tell them
a straight stery and will let him have
guods on eredit wi'h little or no inquiry

as to his standing or h's ressonsibility

e

eredit man having besen Introduced, he asked the

I'rogpective customer his
dress

inftials and wsireet ad

“Do you own your own homa where you lUve?
he then asked.

“"Where do you work?"

"How long have you been In the clty

“Oh, you are quite an old settler If you hav
heen here two yeara''

“Do you want to refer us to anyonue*’

"Whoe are they?T What business are they In
[fave you worked for thew long?’

“"Mow long havye You worked
now smployed Y’

where You Ar
The credit man of the store made careful not

of wll the answers (o these questions on a it
rellow pad about the size of & clgarette paper. 1

stuck 1§ om & Lok,
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“All, right," he sald, "we want to look you
vp a lttle and then we will know.*

‘What will you have to do?"" asked the pros
pective customer. Wil you look me up in the
Bluae Book? '

Well,

mewnn we

uslower, nor refer him to the credit department,
I indeed there I8 such o department in the estab-
Ishhment

Again at & lurge departmeul store & customer
bought §1 worth of goods, and then fumbled in
varlous pockeis in valn for money, The customer
vwun foresd to ask for crodit, and was sent to thae
vredit man in the store,

“What Is your name snd where do you work?®

yes, but that s only one of the several

of lookiAgE A man up Dd you

wvant 1o make n selection today of the clothen?”
‘Not! necessarily.”

“Wall

have

then call ug up in & hall bour We will

that time"

were the guestions asked -

A1l right, take it aloneg,” the vordict, as
roon #s the credit man learned the customer was
cmplosed by a woll known and reliable man in the

know bh) ado
In & half hour the custoiner called up on th

iclephone What have you found out*"

“I's all right, sir, Come right along and get ity
ruything vou want. We called up Mr, , Bpd At one of the large grocery houses in the city
he spoke very highly of you™ ‘The customer credil was usked and the clerk hustled to the near-
learned later that his employer had alsao bheey ¢ut telophone girl who phoned the uame of the

Thero
and othor ri ords were hl.,‘llf\'h.d.
It the “'Blue Book"
murk, the
stores do not hesl-
tate to turn down a customer The smualler gro-
ciery stores in the outskirts of the city and in the
rosidonce districts, seldom have o ‘Dlue Book™ In
uruslly grant credit freely
without ssking many

valled about the matter besldes the man to whom
Le had referred the merchant

cysiomer upstiairs to the credit department
li1|‘ III‘J‘*"
rud the crodit was granted

Book"™
Agaln stepping Into & homo furnishing store a
customer gsked for credit for a base burner
“How high priced a base burner did you want?’
ukked

does not give o man's credit & good
credit men In the large Erovery
he was
“About $646." was the repl)y
Would you iike to pay for It in installwents?”’
Well, muybe that way when I have the money, ihe
end mavbe 1 would need several months on It be te the
fore paying anything.”
“All right, help yourself.
to plek out one come in,
This place did not even ask the name of th»

Ao Lhes
nelghborhood

holise
whole
fiupstions

Conl dealera grant credit freely “Hello, this
Is so-m1d-80 Do vou want Lo send me up seven
tone of conl and walt for your money a month or
was the substanee of a. recenl cobversation
ver the phone with & local conl dealer.

When vou get ready

two?"

{ — e
‘'What I8 your address was the roply Urom
BLUKE BOOK records are kept by the the desler. “Sure, do you want it today? Al
- . ; : > right
Retailers Association f.r th e ke And the coal was delivered, although the cus-

of keeping track of sueh customers as
do not faithiully observe obligations to

vimer hod never seen o el bey of the coal Mrm.
Credit may easily be established at clgar stores
il saloons, although the proprictors are wsually
acquainted with the eustomers befora
credit Ig asked for or granied in these places,

promptly discharge their indebtedness
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