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The fancy goods trade is fairly good, al-
though niot sa active as some would seem to
w,sh. The travellers are sending an orders
which are very fair, but the import orders
are not sa bulky with most houses as they
were Last scason.

Sdlver photograph frames which represent
a wreath of flowers tied wih a bow of dei-
cately cut ribbon are among the latest novel
ties.

Handsome black satin shopping nags or
reticules, hand painted, and well finisled,
are finding a ready sale. Copp, Clark & Co.
are handling them.

Dealers rcquiring fans should try the
lieming llros. Co. They have a splendid
assortiment and claim ta be making a spe-
cialty of fans from all countries.

The Methodist llook Room expect the
sale of their art calendars to run over twenty
thousand. They sell some very beautiful
lines, and as a souvenir they are superior ta
almost anything in point of prce and useful
ness.

Celluloid Novelties are going ta be the
rage this year. They deserve a degrec of
populraity, for they are decorative as well as
useful. They are tak-mg the place of the
mare expensive hnes of Chrstmas cards
which used ta seil so largely.

Horn goods are also holding their own.
Samples we have seen lately are better put
together than last year's goods, and the pol-
tsl is quite creditable. Conparing the horns
in the rough with the polished ornaments
one wonders how much an evolution can
take place.

Fancy plush box.cards for the Chaîsmas
scason are still abundant, but their sale this
year will not be very extensive, despite the
strenuous efforts put forth by the manufactu.
rers and wholesalers, ta keep them in fash-
inn. Many new varietaes are seen, different
noveltieà beang antrodui.ed ta help their at-
tractiveness. The fiat cards are having a
greater sale and they seem hikely ta hold
their old position in public favor.

Last year Copp, Ulark & La. placed a new
line of handkerchief and glove sachets on
the niaiket. These were their own manufac-
turt. This year they hase improved these
and introduced soie new features and are
now offerng several very attractive lines
which are rieesing wih the ready apprecia
i:on of the retai trade. They are nostly
satin, hand-painted and perlumed, but their
attractivenes&is much strengthened by the
varitty of beautiful shapes i.troduced.

A reputation for truthfulsess la indisionsable
te pernisent and satif>yam success.

Credit ta ofiten toocliesp andoverbuyIng far too
comamon. Don't .e 6;uatty of the out. and dn't,
abuse the outer.

ADVERTISING AS IT IS.

A person who piks up any Canadian local
weekly will find in it a variety of methods of
advertîsing The man who begns his
advertisement with "The Great Railroad
Strike is now over, but this bas not pre.
vente] us getting in two more -arloads of
that sugar," has not ceased ta exist. lie
still lives. He changes his advertisement
regularly twice a year, once in the Christmas
season and once during some other season
when he seems ta have a new idea. When
he sits down ta write an advertisement he
must first have soeai words about somethng
that is happening or has happened, but
which bas no conneci on with his trade.
War is a favorite topic with him. He is in
the saine weary class as the man whn as ai.
ways " selling below cost," or " at slaughter
prices." The firm that always claims ta be
" the cheapest house on earth " still survives.
Such talk must cause a loss of confidence
in traders among their customers. In a cer.
tain local weekly in Western Ontario may
be seen an advertisement of a photograph.
ing firm, which was dissolved saine five or
six years ago, but the advertisement still re-
mains like an Egyptian obelisk as a me-
mento of the past. Truly the editor must
not read his own paper. Editors who would
allow such a state of affairs in their paper
cannot realize the duty they owe ta their
readers and their advertisers ta always have
all their advertisements fresh and crrasp. In
t'e issue of an Ontario weekly, dated May
27, the most conspicuous advertisement on
the local page was that of a grocer whose
carelessness an changing his advertisement
was welI marked by bis latest production
bearing the date February a5th.

But these are only relics of the barbarous
past. Adertising has been making real
advancement in the points of variety and ex-
cellence. Display advertisements are still
predominant, and much ngenuity and taste
are displayea both by printers and adver.
tisers. But another kind of advertising is
rapidly winning its way into favor among
merr.hants. This as an advertisement ane
column wide, one-third or one-half column
in length, the body of which is set up in
pica type, with an appropriate display head-
ng and firm-name. The wording for such
an advertisement is generally conversational
in its character, that as, it talks ta the reader
in a straightforward, but ofien natty, con-
versational way. The dealer speaks through
it directly and pointedly to his customers.
Very little bombast, very few rash assertions,
but scund common sense and solad phrases,
which are the opposite of meaningless-
these are its characteristics. This kmnd of
advertisng was made popular by the Wana-
maker firm, and now the leading retail
dealers in Toronto and other Canadian
cities use it either exclusively or for the
greater part of their newspaper advertising.
It as slowly percolating to the aurai dealers,
and st would seem that this as ta be the
future advertisement. It appeals to a
matter-of-fact people, ta those peuple who
read advertisements because they are accus-
tomed ta gr there for information. A great
many who adopt this raethod embellish their
advertisements with small artistic culs,
which the saving in space enables them ta
use without any greater outlay than in using
a larger display advertisement.

Ta write a suitable advertisement for this
method requires a certain amount of case,
thought and brains. A gond plan for a re
tail dealer would be te have a si.rap book,
and froin the leading dailies ta clip the bcst

advertisements each day and paste themin mio
this book, not for imitation, though this
wnuld not be wrong in itself, but as models
or ideals, and for the purpose of stg
gesting like or other ideas ta the adver.
tiser. Then when an advertisement is ta be
written in a hurry the book suggests ready.
made ideas. Somle of the men who write
these advertsemnents for le.ading houses are
men who have long studied advertisin, and
their writings are worthy of study and imita-
ton. To advertise properly, a man must
know lis stock thoroughly, and he must be
always ready ta advertise soine article par
ticularly. Advertisements are often totY
general ; they do flot spealc pointedly ta the
reader. A good advertisement must be
brisk, conversational, thoughtful, pointed
and particular.
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