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20 THE «- DRY -- GOODS -- REVIEW.

The fancy goods trade is fairly good, al-
though not so active as some would seem to
wish. The travellers are sendiny in orders
which are very far, but the import orders
are not so bulky with most houses as they
were last season.

Silver photograph frames which represent
a wreath of flowers tied with a bow of deh-
cately cut ribbon are amony the latest novel
ties.

Handsome black satin shopping bags or
reticules, hand painted, and well finished,
are finding aready sale. Copp, Clark & Co.
are handhng them,

Dealers requiring fans should try the
Heming Bros. Co, They have a splendid
assortment and claim to be making a spe-
cialty of fans from all countries.

The Methodist Book Room expect the
sale of their art calendars to runover twenty
thousand, They sell some very beautiful
lines, and as a souvenmir they are superior to
almost anything in point of price and useful
ness.

Celluloid Novelues are going to be the
rage this year. They deserve a degree of
populacty, for they are decorative as well as
useful. They are taking the place of the
mate expensive lines of Chrnistmas cards
which used tosell 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-
ish ts quite creditable. Comparning the horns
in the rough with the polished ornaments
one waonders iow much an evolution can
take place.

Fancy plush box.cards for the Chiismas
season are still abundant, but their sale this
year will nat be very extensive, despite the
strenuous efforts put forth by the manufactu-
rers and wholesalers, to keep them in fash-
ion. Many new vaneties are seen, different
navelties being introduced to help their at-
tractiveness. The flat cards are having a
greater sale and they seem hkely to hold
their old position in public favor.

Last year Copp, Llark & Co. placed a new
line of handkerchiefl and glove sachets on
the matket. These were their own manufac-
ture.  This year they have improved these
and introduced some new features and are
now offering several very attractive lines
whieh are mieeting with the ready apprecia
tion of the retail trade. They are mosily
satin, hand.painted and perlumed, but their
attractiveness. is much strengthened by the
variety of beautiful shapes irntroduced.
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A roputation for truthfulness 18 indispronsable
to pormanent and satsfying succoss.

Crodit {s often toocheap and overbuylog {ar too
cotmon Don't bo gty of the oue, aud dou't
abuse tho othor.

ADVERTISING AS IT IS.

A person who picks up any Canadian local
weekly will find in 1t a vanety of methods of
advertising  The man who begmns his

advertisement with “The Great Railroad
Strike is now over, but this has not pre-
vented us getting 1n two more carloads of
that sugar,” has not ceased to exist. He
still lives. He changes his advertisement
regularly twice a year, once in the Christmas
season and once during some other season
when he seems to have a new idea. \When
he sits down to write an advertisement he
must first have some words about something
that 1s happening or has happened, but
which has no connection with his trade.
War is a favorite topic with him. Heis in
the same weary class as the man who s al.
ways *‘selling below cost,” or ** at slaughter
prices.” The firm that always claims to 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 some 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 to their
readers and their advertisers to always have
all their advertisements fresh and cnsp.  In
the issue of an Ontario weekly, dated May
27, the most conspicuous advertisement on
the local page was that of a grocer whose
carelessness in changing his advertisement
was well marked by his latest production
bearing the date February 25th.

But these are only relics of the barbarous
past. Advertising has been making real
advancement in the points of variety and ex-
cellence. Display advertisements are stli
predominant, and much ingenuity and taste
are displayea both by printers and adver.
tisers. But another kind of advertising is
rapidly winning its way into favor among
merchants, This 1s an advertisement one
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-
ing and firm-nume. The wording for such
an advertisement is generally conversational
in 1ts character, thats, 1t talks to the reader
in a straightforward, but often 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 solid phrases,
which are the opposite of meaningless—
these are its charactenstics. This kind of
advertising was made popular by the Wana-
maker firm, and now the leading retail
dealers in Toronto and other Canadian
cities use 1t either exclusively or for the
greater part of their newspaper advertising.
It is slowly percolating to the tural dealers,
and it would seem that this 15 to be the
future advertisement. It appeals 0 a
matter-of-fact people, to those peuvple: who
read advertisements because they are accus-
tomed to g there for information. A great
many who adopt this method embellish their
advertisements with small antistic cuts,
which the saving in space enables-them to
use without any greater outlay than in using
a larger display advertisement,

To write a suitable advertisement for this
method requires a certain amount of cate,
thought and brains. A good plan for are
tail dealer would be to have a sirap book,
and from the leading dailies to clip the best

advertisements 2ach day and paste them nto
this book, not for imtation, though this
wauld not be wrong in itself, but as models
or ideals, and for the purpose of sug
gesting like or other ideas to the adver-
tiser. Then when an advertisement 1s to be
written in a hurry the book suggests ready-
made ideas. Some of the men who wrnile
these advertisements for leading houses are
men who have lony studied advertising, and
their writings are worthy of study and imita-
tion. To advertise properly, a man must
know s stock thoroughly, andhe must be
always ready to advertise some article par g
ticularly.  Advertisements are often too
general ; they do not speak pointedly to the
reader. A good advertisement must oe
brisk, conversational, thoughtful, poinied
and particular.
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MARTIN & CO.

Designem and Manutnoturers of Electrical Spoot
altiey, 'folephionos, Call Bolla and all other Elec-
trical apparatas and supplivs, 765 Cratg streot,

SAILING_ _WREKLY botweon Montreal and
Liverpool Dircot. Will bo despatchied as follows.

From
Montroal..

Wed'y, May :
ph “’

Ll&?xmol Steamships.
Sat’y, April 14 { Lako Huron

e “ 231 Lako Superlor..
b ‘*  30] Lako Winnipog o R L)
¢ May 7] Lake Ontario... . 2%
" * " 14| Lake Nepigon.. ** Juno 1
* ¢ 21{ Lake Huron . ‘ ¢ R

Suporior accommodation for Saloon, Intermo-
Qdiate and Stocrage Passongers,

The Saloon Statorooms are Roomy and all
outs{de, admitting ot verfoct vontilation,

Each steamer carries a duly qualified surgeon
and experionced stowardess,

Rates of I.asage, Montreal 1o Liver 1.
SALOON, $1V and $30 According to Accom-
Rouvxd Taip, SROand $90 mwodation.

Tho 240 and 280 rates aro por I.ako Nepigon only.
INTRRMEDIATE, 230, STKERAGE, 820.

Parsuges and Rovths can bo scoured on Applioa-
tion to tho Montreal Ofiico or any local Agent

For turther information apply to

. E. MURRAY, Gen. Manager,
4 Custem House Square,
. Montreal.

DRY GOODS STORE FOR S_ALB._

1 desire to sell my one-half interest ina
Dry Goods Store, in hve and growing county
seat of 10,000 population, One ofthe clean-
est_stocks 1n Northern Ohio. Nothing but
legitimate competition. Invoices' ‘$32,500.
Gross business $60,000 annually. Net busi-
ness $16,coo. Wish to retire on account of
age. Address, MERCHANT, P. O. Box
351, Toledo, O.




