
THE -:- DRY -:- GOODS -:- REVIEW.

ADVERTISING COUNSEL.

1 K E 1 .R: %*'1 111?G vise mnethods changt
.mid thilada rtsmg tif the da.% i>Kco

ing don tuo i uluti n ad% rtis
ments. Thle old half page flaring Il-
Ssertiseit it is a thimg of tht past t x
eept willi 'ery large establishments.

hlie ioderate retail merchants writes
strik.g ad% tertisemniats and putis them
n a smngle column. If lie lie wise he

uses a cut at the top of thead. to

draw attention and theni lie runs his in.o tir three Ieading poin.

is bold type, and lis explan.1tion ii smaller t> pc. The follon-
mlig x.unliple tAiken frunm . lut.il paper In ..Istern Onitariu ' il]

IlIuti.tat iat 1 m e.itm.it, . d i..ltly hun a iractical nl rta.it

dut:, tlt nirk. I hi .î'rtising i r.mk of this juurn.di tuld lx

glati to imtt nt yilippîng, fromt dr gouds merchants, shuning
wh. at ther beelîtv to be thlt: best form of ads rtisemeit.

In a Box____
Gentlemen frequently

find themselves annoyed
at a particularly trying
moment bynot having the
right

Tie and

Suspenders
. .

AT HAND. GEO. BOW
CAN OBVIATE THIS
TROUBLE. HE HAS

The Gorrect Thing
At very Moderate Cost.
Your inspection of the
Spring Assortment is in-
vited.

T Ni- Wl'AP'}R "At'' 11TE nt'stNl:.

A nleat illustration of the salue oti sagacious advertisig was
gen at tit Portlanîd mt.iîng SuAni, when Gencral erctars
MI D)onald ;tated that ie aid un trsît> lu knuw s'.lat mcthod of
advertising reached the most people. lie hal circulated
thousands if little dodgers gisîn notice of the meeting, and lie
askel those who had seen ilien, and liad been ioved to cone
through that means tu rise. The hall was packed as full as it
couldi holdti, andi of the- entnr numier about fitteen arose. Thlen
Mr. IlCl)onald asked all ahlo la readi the notices ini the news.
papers, and had been mtluenced ltv them, t rise, anI the crowd
rose in a bodv.- Ex.

A CONCRETI. EXA.PFt.E.
A Toronto dealer comm'.sencing a reading advertie un.

der the heading of " Fake Sales," sa) s.
I'is ti old story, told ocr and user again, tht- )d., AIt&

kînow the gun was loaded the funny ho) who <.ried %.' tuo

ottel was finally eaten ipt, and so it is with the mercham,. ut
this city and of every otler who are always trying Io det.tuA%. tilt
people by false cries. They are continually having " banikrupt,"
" closing," " clearing," and all kinds and manners of imaginable
sales to catch the public when they do not intend selling tlir
stock ait any reduction on regular retail prices, and ha't ii

bankrupt stock other than their own-it would, in iost iast,
pay them to gi'.c the trashi ad'.ertised away for nothing. l, mi
any wonder then thtat the public hae cone to look at thuse su.
calledI "sales "I with a certain amount of distrust and .s, tu

charry of bcing again deceiedi b them ? This is a f.a i hat
ofte' tells to the disaidvantage of hunest, wel mcineaing mirih..I,,,

who intend to do what they sa, and wlio neer adtertist. wIoat
tley cannot carry out ; who would far ratier lose mont.' tian
disappoint a customer. 'lie public can understand what a difti-
cuit position an honest merchant is often placed in by such a
system of doing business. Ccrtainly no business bas ever sue

ceeded by this course of action. Quite possibly temporary suc.
cess has followed, but as the public are quick to detect frauds,
failure must bc the final result. No merchant who wishes to
retain the confidence of the public would attenipt to dti ise
them in this way-yet a great many do it. There is one firn in
Toronto, however, who must be perfectly aware of this fact, wh.o
nust have always fulfilled their promises, who musit have only
advertised what they were able to do, and when the people wnit
to hicir store they found for once that there was no deception.
These must be facts, for this firm have lately advertised an
Alteration Sale, and the confidence the public shows in wh'at
they say was fully illustrated )esterda>, w'hen, owing tu tl ourt

crowded state of their establishment, tle) were again furud tu
close the doors for over an hour." Tius man writes advertise
ments which are worth reading. Telire is information in thtm.

cON\ ERSATION vs. >tAl.OGUF
'Tli method used in the above example approaches nearly

but iot quite to what is generally terned the conversation
method of advertising. This method is very different fromt the
dialogue method, which is now considered old fashioned. 1 lie
advertiser who uses the conversation method begins in soume
suci way as this: " We want to cal the attention of our cu%-
toniers to," and follows this by the naine of some lne in display
type. The word " we" is not absolutely necessary to bnng an
advertisement within this method, but it is essential that the ad.
vertiser should write as if he were speaking directly to the reader.
Iln titis way the customer imagines that the dealer keeps that
space in that paper just to tell her when to conte down town and
get what site wants. Why, sonte dealers' advertisenents are
read as regularly as the notices under the headmg "marnages."a
The comersation niethod neier wearies the reader andt cati he
casilv varied.

A SM. 1 UFF.

I'ennyson says: "'The old order changeth, yielding place to
the new." That is true of advertising as of every other tride.
'l'here is always soimething new. The b..st sort of ahility is cn-
stantly studying and devising wise and stnking methods. Ti
REvlE.W keeps track of Ihese and gives ils readers the very car-
liest benefit of Iltem.


