
Palhoitsic Million Fund- His Hook

of the value (,f her servicx" to the individual and to
the community; a thcnm^di knowlcdt^e of what Dal-
housie has done in the past, ..f her traditions an.l her
needs: a keen appreciation ..f possible ol)iections
that i.rosi)ccts may raise t.. tie -ivin- of mon-v
and hnally. a determination t.. do evervlhin- ix.ssi-

.
Die to raise the money needed.

GENERVL INSTRUCTIONS

Don't make the fatal mistake of thinkin- thatyou can effectively present vour case without Ihor-
pu-hlv masterin^r all the facts supplied voii concern-
m^' Ualhousies present conditions and" its presentand future needs. I-:ven those of vou wh') mavhave spent .some happy years of vour'life in the col-
lege cannot without j)rei)aralion hecome etlicient
JJalhousie salesmen. Vou must know thor.ni-hlv
the commodity you are sellin-, an<l from stu<lv and
not memory, must come N-(3ur knowled-e there-
tore before you call on vour first prospectixx" <nver
satisfy yourself that >-ou have mastered all the in-
formation with which you have been su,,plied about
IJalhousie. "

THE FIRST STEP

Complete your pre])arations l)v filling out v(jurown subscription for every cent x'ou can give in' the
next hfteen months. Make out \our check. }fand
both to your Chairman and then go io work with a
clear conscience.

SIZING UP A PROSPECT

Under the plan of cami)aign which has been mai)-
ped out, the person whom vou will be u<\^',^A to rail
upon will have been carefullv selected bv a com-
mittee because it is hoped that in practicallv everv


