
PREFACE 

This m u s c r i p t  i s  the product of tape recorded Interviews by Donald 
Talmant fo r  the Oral History Office i n  the Summer of 1975. Rosalyn 
Bone transcribed, audited and edited the tape, and Gerald Jones re- 
viewed it. 

Gerald Jones was born i n  July 8, 1949 i n  Blue Island, I l l ino i s .  A t  the 
age of 12 he and h i s  family moved t o  Springfield and M r .  Jones attended 
Jefferson Junior H i g h  and Springfield High Schools. While i n  high school 
and while a t  I l l i n o i s  State  University he helped form a successful jazz 
quartet but t h i s  came t o  an end i n  1970 when he was drafted. He spent 
two years in Vietnam where he met H a m y  Hirano, a future business asso- 
ciate ,  and l a t e r  lletwned t o  the States i n  2972. After trying t o  estab- 
l i s h  himself as  a dealer of Oriental jewelry M r .  Jones returned t o  Spring- 
f i e l d  where he has since opened h i s  own business, Modern Mailing Systems. 

Readers of t h i s  o ra l  history memoir should bear i n  mind that it is a 
transcript of the spoken worli, and tha t  the interviewer, n m a t o r ,  and 
editor  sought t o  preserve the informal conversational s ty le  that is in- 
herent i n  such h is tor ica l  sources. Sangamon State University is not 
responsible f o r  the factual  accuracy of the memoir, nor f o r  the views 
expressed therein; these are f o r  the reader t o  judge. 

The m u s c r i p t  may be read, quoted, and ci ted freely. It m y  not be 
reproduced i n  whole o r  i n  part by any means, electmnic or  mechanical, 
without permission i n  writing fim the Oral History Office, Sangamon 
State  University, Springfield, I l l ino i s ,  62708 



Gerald Jones, July, 1975, Springfield, I l l ino i s .  
Donald T-t, Interviewer. 

A. . . . Blue Island, I l l ino i s .  

Q. Where did you l ive  a f t e r  staying in  Blue Island? Where did you move 
to? 

A. parents moved t o  a small town, Fdinburg, I l l ino i s ,  where they 
owned a depa,rtmnt store; very small store, small town. So I lived 
above the store. Both pments worked. Mother kept the store while 
Father worked at Smgamo [Electric Co .I ,  because the s tore couldn ' t 
support the family entirely. 

Q How long did you l ive  i n  Eainburg? 

A. F"rorn age three un t i l  about seventh grade, and then my parents 
moved t o  Springfield af'ter having sold the store, which proved t o  be 
a blessing. !They worked a l o t  at the store and didn't get too mch 
fo r  it. However, they didn't have t o  take bankruptcy, so tha t ' s  good. 

Q. Where did you go t o  school when you moved t o  Springfield? 

A. Oh, I went t o  Jefferson Mddle School. That was the best years. 

Q. What can you t e l l  us about your experiences a t  Jefferson Middle 
School? 

A. Oh, goodness. After coming from a smll town, I was th r i l l ed  with 
the s ize  of the school. There were probably nine hundred kids in the 
school, and that  was more than there were in the whole town I ' d  cane 
from. I was lucky enough t o  be able t o  participate i n  sore athlet ics ,  
and I f e l t  l ike  a pret ty big man. Tom Ehglund, a teacher there, is 
one of the f inest  people I 've ever known, so it was a good experience. 
Also Dewey Hughes, good m. You don't run in to  good people in  education 
a l o t ,  two or  three good teachers i n  a lifetime. I happened t o  have 
two there. 

I went t o  Springfield High School then and it was disappointing because 
I stopped growing, so I couldn't play basketball. I wasn't t a l l  enough 
o r  good enough (laughs) o r  something. And 
I didn't l ike  Springfield High School. 

so a th le t ics  was out, and 

€2. A t  Springfield hZgh School, did you form 
worn, did you want t o  become a teacher, did 
man? 

any goals in  l i f e ?  In other 
you want t o  becane a bushes- 
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A. I f o m d  some social  opinions on the type of person I didn't want t o  
be. I wasn't sure what I wanted t o  be, but I was sure what I d;idnlt want 
t o  be. The children, the teenagers, of business types was what I didn't 
w a n t  t o  be, because they are very clannish and very social conscious. 
So I knew what I didn't want; t o  be. Now that I 'rn & business. . . . 
I lrn i n  business but I ' m  trying not t o  be. If I ever make a l o t  of m e y ,  
I don't want t o  be l ike  them, whlch is defeating society at its own gmie. 
That's one of objectives, being one of the boys, so t o  speak, without 
being clannish. 

Q. So at Springfield High School, you did form some definite ideas 
on what not t o  be i n  the social world? 

A. Right. I just didn't l ike  the old blue blood families and i t ' s  real 
entertaining t o  see what som of them are not doing. They're not 
successes themselves, even though t he i r  parents w e r e .  They had a s i lve r  
spoon in the i r  mouth, but couldn't do much wlth it. Well, i n  som cases 
tha t ' s  not t rue,  but a l o t  of cases they didn't do anything with what 
they had t o  work with. So I feel  l i k e  more of a success than they, even 
though I d idnf t  f i t  in-in those years--with being accepted. I didn't 
have a business at that  time and my father didn't own a departmnt store 
i n  Springfield or  somewhere. 

Q. Did your education, your formal education, enable you t o  l a t e r  on 
become a businessman? 

A. Agah, it was i n  spi te  of the education, not because of it. Because 
a f t e r  Springfield High School, I went t o  I l l ino i s  State University. I 
w a s  unhappy with I11Snois State because it was just an overgrown high 
school. Well, there weren't the social  irrrplications at ISU tha t  there 
were at Springfield High School, but it w a s  a disappointment. You know, 
i s  that  all there is? Just  so many computerized questions. I didn't 
f ee l  I was learning anything. 

Q. Did you . . . 
A. I'm a slow reader. 

Q. Did you enter I l l ino i s  State [University] with the intention of 
taking courses that  would eventually lead you in to- the  business world? 

A. No. Since I was h t i - soc i a l  e l i t e ,  I wanted t o  be a social worker. 
Thatls just the opposLte of the c l h a t e  I was i n  at high school. Also, 
I wasn't very good in mth .  (la-ter) So, tha t  seemed t o  be a good 
social cause I wanted t o  get involved Sn. But I S U  is a bad school for  
sociology in opinion. And the counseling wasn't real good and I 
didnl t do well at ISU at all. 

Q. How long did you stay at ISU? 

A. I was tkre about two years, but there are some kind of business 
related topics here. F*st of a l l ,  I had a jazz quartet, played drums 
wlth a group in 1964, and I kind of was always the one t o  get the jobs 
for  the poup. So even i n  hi& school, that  w a s  own personal thing. 
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It 's  always been an inner thing. I had a l o t  of satisfaction f m m  playing, 
but I wasn't recognized and popular because of it. 

For example, w Junior and senior year In high school, I played a t  what's 
now Mr. J1s and what was then Curleyls Lounge, overlooking the beautiful 
Wabash [Avenue i n  Springfield, I l l inois] ,  from 10  : 00 p.m. till 3: 00 in 
the mrning. And then, af ter  we played the job, the guys went t o  Dunkln 
Donuts, which is now defunct, got In l a t e ,  parents got me off t o  church 
the next morning. Really wild. So the jazz quartet continued in to  
college. One other reason I didnlt  do as  well In  school is I was ei ther  
rehearsing or  playing gigs o r  playing a concert, maybe writing programs, 
something like that .  So on rqy own i id t i a t ive ,  there was a sense of 
business. I was i n  fac t  a professional musician. 

Also, father and I went half-and-half and bought a house in Normal, 
I l l inois ,  a house far students. I talked him in to  it. I took the money 
I ' d  saved playing drums-two thousand dollars at that  time-and he put 
i n  two thousand dollars for  the down payn~nt .  Of course, I couldnlt get 
credit ,  but he could get credit  pretty easily. So, on his credit  and 
our mutual down p-nt we bought a house fo r  students, on my recommenda- 
tion. That was another business venture which proved t o  be pretty good. 

About the same t h e  I had t o  go t o  . . . Well, Uncle Sam wanted E, so 
I was about t o  be drWted. There was a l i t t l e  known option the Army 
offered, a two-year enlistment, which gave you nothing except the day on 
which you would be inducted. So I decided, well, 1'11 decide the day 
anyway, so I could rrake some plans, because I don't l ike  l iving with 
uncertainty. So here was the objective; l e t ' s  get it done and over 
with, because nly father, well, father thought a t  that  time, he f e l t  
tha t ,  h i s  country r ight  o r  wrong. I had some doubts about tha t .  A t  
any rate ,  I went to,  had t o  go t o  the service and we sold the house 
and we made 100 per cent prof i t  on our investrent. (laughs) 

Q. Would you say that  would be your first mJor  financial success i n  
the business world? 

A. Yes, I would s a ~  so. Took a l o t  of work. We took a house which 
wasn't se t  up as a multi-family dwelling, if you will, and converted it 
t o  accomodate twelve lnen o r  students. 

Q. D i d  you a t  this time real ize that  l a t e r  on you mLght be doing the 
same business after you got out of the service? In other words, buying 
house, f ixing them up and then se l l ing  them? 

A. No. I never consider that  anymore. Another good reason t o  s e l l  the 
house at that  time, besides nly leaving, was father had very bad wthritis, 
which has since irrrproved. But I didn't consider buyfng and fixing up hornes 
anyrare a f t e r  that .  I real ly don't know why. I just didn't. My in teres ts  
had changed. Well, I wanted t o  play a m ,  play dmuns again. 

A friend of mine, Monte Wisbrock, who was a tenor sax player i n  the jazz 
quartet was i n  the Presidential Navy Band i n  Washington, D.C. and he wrote 
rre while I was in Vietnam and said, 'Why don't you come out t o  D.C. when 
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you're finished i n  the Army and we'll  play; and when I get out of the 
Navy, I 've got a job lined up fo r  us i n  Greece, playing s ix  n i m t s  a 
week." Fantastic. So, when I got out of the Army, I stayed horn fo r  
about a month and then I flew t o  Washington, D.C. i n  hopes of playing 
@* 

Q. In  Vietnam, did your backpound i n  the Army ca r ry  over t o  your 
business career l a t e r  on? 

A. Well, again it was a similar situation t o  high school and t o  college. 
H e r e  a&n was something I didn't want t o  be l ike.  It taught re another 
lesson of w h a t  not t o  be, because I hated the military hie~archy of 
officers,  enlisted men and cigarette butts.  Every day, you how, the 
enlisted men w e r e  herded m u n d  the gmunds t o  pick up butts.  I learned 
then that I don't l ike  cigarette butts on the ground. I hate l i t t e r .  
That's one reason. I probably picked up an average of one hundred or  
more butts  every day fo r  two years. So when somebody throws a c i g e t t e  
butt out, I ' m  not too happy about that .  But, back t o  the m, in the 
hierarchy, well, this is cavried over t o  the way I want t o  t r ea t  my 
employees . 
My people f e e l  as if they're on a team rather than. . . . They work 
with me and not work for  re. My philosophy is  the more you work for rre 
the mre yout l l  get i n  return. Eventually, that  should be i n  the form 
of a p r o f i t - s M n g  idea. They don't f ee l  they're under the gun, but 
they can work through t he i r  own in i t i a t ive  t o  bet ter  themselves while 
working fo r  me. You know, i n  fact  working fo r  E , but wo~king with me. 

Q. Okay. Now back t o  Wasl-rfngton, D. C. 

A. Right. Incidentally, while I w a s  i n  Vfetnam. . . . It's kind of a 
complicated story, but my brother knew an Amrican of Japanese descent. 

brother w a s  in Vietnam for  five years selling. Well, first he was 
i n  the military, but he went back because he wanted t o  mamy a V i e t m s e  
woman, which he did. But he couldn't get her our of the country because 
she had three children f r o m  a previous marriage. So it took three years 
of paperwork and walting because he wouldn't pay off the g o v e m n t  t o  
get them out quicker. In the meantime as a civi l ian,  he sold cars and 
worked with a man i n  Da Nang, probably in 1968, 1967, around there, Harry 
Hirano . 
Harry 9s this Jananese-American who lived in Asia. He's h r i c a n  but he 
liked Asia, so he was always in Asia. My brother wo~ked with Ha~ry 
and then Hamy l e f t  t o  go t o  Taiwan t o  s e l l  cars. So when I was in Viet- 
nam at a l a t e r  date, rqy brother said, 'Well, why don't you go t o  Taiwan 
for  your rest and recuperation for  one week and look up qy friend Harry," 
which I did. Harry, of course, drove a car, and when you're on vacation 
and you don't know where t o  go and youlre in a strange country, this i s  
kind of nice, t o  know somebody. 

So Hamy drove rrr3 around the island, and a t  this time I learned of l i t e r a l l y  
the muntaLns of untapped marble in Taiwan. I found out what par t s  of the 
country have the best wood carving villages, and in the back of rry rdnd I 
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was saying, "Well, if I can't be a musician, I ' d  l ike  t o  import f ine 
work h m  Asia." Because I 'd  seen stores l ike  Pier I, stores l ike  that ,  
with r o w s  and rows of just  so rrmy carved pineapples and rows and r o w s  
of things that  looked identical and that weren't rea l ly  good. Just 
so many four-slit salad spoons on the wall. !This is the klnd of store 
that  I didn't want, and i n  Asia I found out what I liked and what I 
thought was marketable. So. . . . 
Now I f l y  back t o  Washington, D.C. Monte and I, the sax player, we 
couldnlt play a l o t  because the local union, the naxsicians union, was 
upset with a l l  of the military musicians because som of the best players 
i n  the country were in Washington, D.C., i n  these military bands. There's 
the Presidential Mwine Bank, the Aim of Note, a l l  these f ine  players 
were taking all the local jobs in Washington, D.C. $0 we weren't allowed 
t o  have jobs. O f  course, they squeezed a few in,  but it wasn't exactly 
a living. So I looked around Washington; I liked Washington. It was 
close enough t o  Baltimore, a port of entry for importing. The town 
has a l o t  of cal ls ,  it has a l o t  of unique people, a l o t  of wealthy 
people, and it has Georgetown. If you haven't been t o  Georgetown, 
Georgetown is n i f t y .  A l o t  of old shops, and I thought this is  where 
I would l ike  t o  have a shop myself. 

Unfortunately, I couldnlt get a prime l o c a t i d ,  because p r w  locations 
cost you between f i r teen  hundred dollars and two thousand dollars a 
month i n  Georgetown. So what I got w a s  in Georgetown, but it was out 
of Georgetown. I w a s  one block away f r o m  what I now c a l l  the walkilng 
t r a f f i c .  Those two words, walking t raf f ic ,  were t o  lead t o  my decease 
in the retail business. In this particular kind of r e t a i l  business, 
which was llmerican and Asian a r t ,  the philosophy of ny l i t t l e  s tore 
was quality items h r n  three dollars t o  f ive hundred dollars. How can 
you have a unique three dollar  item? Well, tkre m e  a l o t  of Amrican 
potters who do some great work, and even though sore of it i s  production 
pottery, it i s  handrrade, and each is individual. 

So I went t o  some a& fairs and I mt a lovely woman by the mm of 
S i p i d  Biow and she was  about fifty-five at the time, but she was a 
professional potter.  By that  I don't man she was a secretary i n  the 
daytime who c e  horn and t h r e w  pots every now and then, this i s  what 
she did for a living, every day. She was an artist. That's a l l  she 
did and th&'s a l l  she w a s .  It's a l l  she wanted t o  do and she was 
good enough t o  support herself. She took an in teres t  i n  what I was 
doing. I ' m  not an artist, but I bow what I l ike  and can do one thing 
very w e l l .  S i p i d  told me. I can display other people's work and I 
bu i l t  rr~y own displays i n  the store. 

One was a t ree  trunk that  probably weighs three hundred pounds, that  was 
a huge pedestal fo r  a sculpture. The one sculpture that  was on it was 
called "War Horse" by Thorns White, an a l d n u m  cast of a horse fa l l ing  
in battle. The jaws of the horse were pointed skyward, grimacing i n  
p&n, and the l ight  from the t r ee  trunk was coming up f r o m  underneath 
right along the jaw. It was a perfect display fo r  that  part icular  
piece. Before I opened the store, I was having dreams of displays. It 
was rea l ly  strange. 
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me display was in plexiglass. The idea was unsupported l ight ,  and the 
l ight  was unsuppox%ed on som kind of a r t i f ac t  which would be for  sale.  
Out of ny own imagination I made these displays and they t m d  out 
pretty good. 

The store didn't work because of walking t ra f f i c .  You just don't go 
downtown with the idea i n  mind, llWell, I ' m  going t o  go t o  Himno and 
Jones1'--that was the rme of the store-"to buy a three dollar  toad- 
stool." It was one of those things, one of those kinds of stores which 
has t o  be discovered when you w a l k  by. Somthing i n  the window catches 
your eye and you walk in.  But where I was located, I could see the 
people i n  I-IELSS i n  smrtime, the tour is t  season, walking by everybody 
e lse ' s  store. Between them and me was a gas s tat ion and a park and the 
s t ree t .  It 's kind of naturally divided. So people walking in the 
s t ree t  think, "Well, tha t ' s  a l l  the stores," turn m m d  and walk back 
the other way, without ever having passed my store. 

Q. Who is this Hirano you just  ~ n t i o n e d ?  

A. Mrano i s  the guy I mt i n  Taiwan. Hamy Hirano. To think of the 
n a n ~  of the store wasn't diff icul t .  Asian and American a r t ;  Hlrano, 
who was rr~y s i lent  partner, and Jones. I wrote H a r r y  after qy t r i p  t o  
Taiwan and he agreed t o  buy the k h d s  of things we looked at and then 
he would get a percentage of the prof i t s  f r o m  the sale of those items. 
But Hamy didn't come through with the best. Besides having that  
location--a f a i r  location, but not a mat location--besides that  
problem, was the problem of getting the goods out of Taiwan. We los t  
one thousand dollars worth of marble because of a shipping str ike.  
Never recovered as far as I know. It w a s  los t  i n  the ocean. Never 
received, never shipped, just  a mystery. A l l  kinds of hand-turned 
marb le -mle  is turned i n  a lathe-we just never got it t o  see it. 
If you don't haxe it, you can 't s e l l  it. 

And first. . . . Heartbrealdng, it was heau*tbreaking. I almst 
cried. When 1 received by flrst shipmnt h m  Taiwan, it was jewelry 
chests. When I was in Taiwan, I saw beautiful hand-carved jewelry chests 
and I thought, "Fantastic!" Hamy sent me one thousand dollam worth 
of very c o m r c i a l  looking chests, exactly what I didnl t  want. At 
thls t b ,  I was l iving in a third-story apmment with k n t e  the sax 
player, and I had t o  camy those things all the way up t o  the th i rd  
floor. Each tSlle I moved those boxes, I hated them, because they 
weren't what I had i n  mind. 

The kind of store I had i n  mhd never quite materialized because of the 
logist ics  and because of this mistake tha t  Harry mde. It was out of 
ny hands. So I end up sel l ing these chests fo r  cost o r  less ,  just  t o  
get r i d  of them. And I had t o  sleep in the s m  room with these d m  
things for two months before the store opened. It was my first big 
disappointment, not having the mrchandise I knew was available. Sa 
I learned from the store i t s e l f .  

Walk-in traf'fic. You have t o  have the right kind of exposure fo r  a given 
store. Retail stores require location, especially i n  that  kind of store. 
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And the other lesson i s  the m u n t  of rent paAd is  not important i f  the 
location is r ight .  If there was an opening i n  Georgetown fop two thousand 
dollars a month, I should have taken it, even t h o u  I didn't have much 
mney, because without location, you will f a i l .  You must have it. If 
you can have a two thousand dollar location, so what? It doesn't matter, 
especially i f  you're t a m  in forty thousand dollars a month, plus two 
thousand dollars. It doesn't matter w lp re .  It's the cost of doing 
business. 

Q. How old were you a t  the time when you opened your shop in Washington, 
D.C.? 

A. Well, l e t ' s  see now. I spent q 21st birthday at Fort Leanardwood 
on a foot locker, that w a s  21; 22 w a s  Salgon; 23 was i n  Washington, D.C.-- 
23 and 24. 

Q. So you would say the ma3-1 reason why yow second major business 
venture did not succeed was due t o  the walking t r a f f i c  and the logist ics  . . . 
A. . . . involved with Taiwan and Hamy's inability t o  get me exactly 
what I wanted. Now he a d  give re some items that  were good. I bought 
a l o t  of jade when I was in Taiwan. 3-1 Taiwan, the jade is not a s  good 
as  the Bwlma jade, but i t 's  the sm t h b g  that's found i n  mainland 
China i n  i ts natural s ta te .  Now I only know that  because I took a course 
at the Smithsonian on gemlogy. In  addition t o  se l l ing  mayble and wood 
camring, we also had some jewelry. I've learned that  you don't buy cheap 
rings i n  Thailand because the i r  mountings are te r r ib le .  The stones w i l l  
a11 fall out. So, we did have som success with se l l ing  of jewelry and 
the jade. But I had t o  depend on q 7  own in i t i a t ive  t o  go out and find 
Atrerican artists, because I couldn't depend on As ia ,  because it wasn' t 
arriving. The only small success f r o m  Asia was--I can't veriSy this-- 
I was one of the first, the very first t o  receive anything produced on 
rminland China after the enbargo years. 

Harry was i n  Hong Kong, Harry Hirano, on the day they l i f t e d  the embargo. 
He walked in to  the C o m s t  Depmmnt Store in How Kong-that ' s the 
name of it, the Comunist Departmnt Store--and purchased eight hundred 
dollars worth of handmade tablecloths and irrmdiately shipped them t o  
me. Also, three rugs hand-woven in China. The Hecht Company i n  Washing- 
ton, D.C., is t h i s  big department store chain. Two mnths af'ter I had 
things f r o m  China, they cam out with a big advertising thing about them 
being the first. I d idn ' t  have enough money, enough capital,  t o  advertise 
sufficiently ei ther .  That plays a role i n  the success o r  fai lure of a 
business. 

END OF SIDE ONE 

A. Being undercapitalized is the biggest reason small businesses f a i l .  
Talk about location, walking t s f i c ,  products for  sale ,  e t  cetera. But, 
in any business, the catch-all problem is being undercapitalized. You 
can't start out red, real small and mushroom overnight. It takes some 
beginning capital, because there are so rrmy expenses. There's insurance, 
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a l l  kinds of insurance: fire insurance, l i ab i l i t y ,  thef t .  These beginning 
costs will k i l l  you. So then if you don't have much mney, you can't 
advertise much. If you can't advertise nruch, youlre going t o  grow slowly, 
very slowly. 

Q. What about a loan? Did you go t o  a bank and try t o  get a loan so 
you could increase your capital  and then advertise? 

A. Well, l e t ' s  face it. I was a novice a t  that  t i n e .  Everything I've 
done practically i s  self-taught. I didn't have any college business 
backpound, which might have helped. O f  course, I didn't have much 
collateral  t o  get a loan, anyway, even i f  I ' d  t r ied.  I don't think at 
twenty-three they would have given m some kind of unsecured loan. They 
don't give unsecured loans. But I had l i t t l e  t o  secure a loan with. 

However, that  brings us t o  the topice of money. Undercapitalization, 
you're absolutely correct, i s  the way. If you don't have it, you've 
got t o  bomw it, and pay the bankers the i r  in teres t .  Don't worry about 
t he i r  interest .  You don't worry about the i r  interest  a n p r e  than you 
worry about paying a l o t  fo r  a prime locattion i n  a shopping m a l l .  It 's 
a cost of doing business, i t 's  a necessity. You u t  make your money 
on t he i r  mney. landlords in Georgetown a m  prime e-les of tNs. 
They bomwed a l o t .  They were slow in paying the b i l l s .  They operated 
on sombody e lse ' s  capital  a l l  the tim. You borrow it, you d m t t  pay 
it back so fast. You make them w a i t .  And time i s  money. 

So I guess that  l s about all fo r  Washington, D. C . I packed up rqy belong- 
ings. I had a 1966 Nova station wagon with a 283 engine, which wasn't 
running too well. It had about eighty thousand miles on it, so I had 
it overhauled, and I hooked up a U-Haul t o  it. I hew why I had failed; 
I wasn't b i t t e r  about it, because It was s m t h i n g  I wanted t o  try. It 
was an ego t r i p ,  because on rmny occasions a f t e r  closing horns I would 
stand on the corner of the store and people would pass by the dispalys 
I had made and rrake c o m n t s ,  which l i f t  your sp i r i t s .  And of course, 
there's another aspect of business which is not a financial side, but 
just  that  you f ee l  grat if ied that  you've accomplished somthing or  you 
can take pride i n  what you're doing. You can take pride in your ethics,  
you how, because you didn't cheat anybody. You m an honest business; 
that  kind of thing can give you som rewards besides mney. 

But a t  any rate ,  I packed up rry displays and everything I owned. I lived 
i n  sore bad places, because every cent and every effor t  went in to  the 
store. I worked at least  twelve hours a day and o f ien t i rm more. I 
lived in some very dir ty,  very bad places because I didn't have any mney 
fo r  rry personal rent.  

Q. Could you give us an example of the l iving conditions? 

A. I lived in a baserent. (laughs) I &Mnl t have a, well, I had a bed, 
but it was a rollaway bed and it was just  a dark, dirty old basement. 
The people who lived upstairs were l e t t ing  nr; stay there for  a srrall 
amount of rent.  But they didn't real ly want me there. They used t o  put 
the i r  cat dawnstairs. The cat liked t o  w a l k  around on my bed and things. 


































