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amount at 5,000.  Now the honest man, by eapenience, knows
evetlhy what s competitor will do and should he send in his
figuresat the 3,000 mark, he will be bound tolose s business

il the dinectory ever diteets. He faids 10 send i any informa-
tton, and Rowell guesses at t and places it anywhere from one
to fout thousand.  This is where M. Rowell makes a mistake.
A unsupplied information should be left out. Blanks are pre
feralile to guesses.

Thete can be no denying that a newspaper directory of
Canada and the Umited Sates 1s i desinable thing, bat it should
nat be publshed by an advertising, ageney. When at s, it is
stre to bear onoats brow the mank of the beast. Colored inks
iy not be tused i the printing of at, but the colotations are
there, and the publicher of the fake journal s usually the man
who succeds i atfecning these colorations,

Advertisng agencies are objectionable in themselves from
wam pomnts of view. They adopt some very ingemous, yet not
g nuets, wanvs o seeuring space at 75 per cent. off regular
ttes, They have an advertisement of some patent medicine to
accupy a space o weekly which usuadly costs $100 per vear.
Fhey wiite out a cheque for $25, and melose 1t with the adver-
tnanent to the publisher, saving that the adsertiser cannot afford
to pavmore than that amonnt for that space. The publisher
finggers that 323 cheque very gangerly at fisst, then doubttully,
ad finally, after thinkoyg that he anught as well have that as
nothing, and that heas just i need of $25, aceepts it. He
arzues that heas onhy tobbang Ins readers of a little plate matter,
and st will not matter.
he will never get any lugher.

But once he has aceepted such a rate,
Hhs accord s made and placed
on fite, to be used against him so long as he remains in business.

September, 1894

The newspaper that can conduet its  business  without
appealing to any advertising agencey for business is lucky and
fortunate.  Indeed it s often a mark of great wisdom.  Loval
news and local advertising only are the one source from which
sustentation can be expected. The newspaper half full of
doubtful patent medicine adsertisements at - one-quarter regular
rates, is not it to enter the cdear atmosphere of the pious home,
Morcover, its lack of suitable reading matter and abundant
local news causes it 10 Jose more in subsceriptions and local
adventisements than would pay twice over for all the advertising
ageney advertisetuents at cut rates,

Of course, when these contracts can be procured at not Jess
than 23 per cent. off segular rates, and if the advertisements are
not of a doubtful character, it would be folly to refuse them
Some cases might atise when it would be unwise, but so far as
the city daily and the local weekly are concerned, these cases
would be infrequent,

Local advertising is capable of very large development.,
Any publisher can by counsel and example educate his adver-
tisers to write waking advertisements, He can, moreover, cdu-
'ate his readers by strategy, and carefully caleulated make-ups,
1o read the advertisements.  With this double-barrelled gun he
can sccure double the supply of game.  The cducation of
patrans (nd readers is something to which publishers give, per-
haps, too little attention. A publisher in Western Ontario
speaking on this point, recently, remarked that the purchase of
some dozen copics of a monthly advertising journal for gratuit-
ous distribution among the merchants of that town, doubled
his advertising patronage in two years.  ‘This is something
which every publisher should bear in mind.
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QUEER THINGS AROUND.

By Sy,

OWEVER pleasant a business man
may by, however jolly s comersa-
tion, howerer aamerous and taking
Ins vars, he needs sontething more
substantal to win him the conli
denve of Ins trade.  The printer
must know  his business so that he

{ can make suggestions 1o all his cus-

tomersas to the proper methods to be

used by them an setune up ther ciecalars, the billheads, letter-
heads, cte He must be an antisg, capable of showing a method
of pmtis ok the hali-formed idea that his customer has

brought 10 i to be developal. Inorder to do this e must
make @ carcdul study of goold ponting as seen i the products
ot the bhost puntmy ottees and as seen in the trade journals
ol the da
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His sample ook should have acarefully armnged set of
samples showing moddd Inltheads, model statements, model
bausiness cands, programues, ete. Bech cass sthould e kept
o aselt, that sl the Wllheads together, all the wedding
announcements - the one part ot the book, ete. Such a
sample book wili cost about $3 to start with, besides all the
tronble of pasting samples of ervervtlung that is worthy of a

But the benetit flowing from it is wonderful, ¢ven in a
town of 1,000 habitants.  Eyvery time a customer goes through
that book he s cducated to have better printing done, and he
soon hecomes willing to pay  $4 a thousand for the printing of
s lettetheads, where before he wanted it done for $1.50,
Morcover it educates the printer himself.  Standing on the
rounds of the ladder that he has already reached, he climbs 1o
greater hetghits of antistic perfection. His strength draws him up.,

place.
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A friend of mine, a printer in a city, bas a large case of
drawers, cach of which is divided into four compartments, and
in cach compartment is kept a centain line of sample-s of his
A these compartments are numbered and labelled,
and on the top of the box is an index to the various kinds of
samples contained therein. He says it saves him enough time
cach week to pay the original cost.  He is a busy man, and
does a huge job business. For my own smali business 1 find
an invoice hook with a leather back, size 12 x 18, ta be just the
thing. 1 keep onlv samples of my best work.
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But 1 have drilted far alicld of what 1 mtended to say at
first.  The man who runs a newspaper and job printing business
in connection will, besides what has been suggested above, need
o be a man of great education and varied accomplishments,

printing,
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