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ADVERTISING ADVICE.
READARLL AD\ ERTISEMENTS

HEN the dealer geta tired of

\; \( huge display  advertine.

ments, and haa no particu-

lar linew to adverting, hie turne to yuict

tut well written advertisementa, lead-
g ofl with seamonable topica.

For example, he wegiun by wsuch o
phrase ax ** The proof of the pudding
1w in the eating of i1, and talks about
(hrietmnn puddings, and winds up by
telling that proper ingredients make
e ood pudding Just as gengine wool.
len clotha mnke good suits procurable
at the store of —~, The Chrintmsas
turkey s another such subkct. Here
are other subjects which may be writ
ten upon nn ce chatty way - Swear
ing O, New Year Promuses, To be
Well Dreant Superscdes the est (Shake-
mpeare), The World s Full, A Wet Sen-
ron, The Buow Drifts, Muddy Roads,
Market Your Wheat, n Bad Spell of
Rheumatism, 32 Degrees is Freesing
Poit, A Winter Blast, The Ponde are
Froten, The Rosea are Qone, A Bad
Fall, The Untrodden 8now, The Blenk
Windn, The Honry Frost, Xipe by Jack
Frost. All these headings can be taken
and written about {n a readable way
People Iike to read neat, chatty  witty
articles, even f they arce advertime
menta. Ench heading should be earnied
in the mind of the writer two or three
hours and thought about, and wleas
will e suggeated  that  wall be
surprining. But they cannot be prop-
erly treated off-hand. Advirtikements
written an a hurey are generally faal-
uren. There must be real dowaright
carnestness on the part of the weiter,
esprenily when he s not n profession
advertiner. 1 ,rat attompts may  be
poor, but Juzuriant thoughts, deas
and sayings will come with practice.
Every man can be onginnl i e tries
sullicaently hard, for orignabty s not
a untura) @ift except n very rare an-
wtanees . What o called originnlity ia
often, nny nlways, the resnit of hard
and honest labor.

FOR THE CLOTHIERR,

Al the retad clothiiers view tin ques
tion of adverymng in the peewdar Light
that 1t affeeta each jndividual flem

Mant retail clothing men twelleve in
advertwing tn one form or another.
Thw is shhown LY the almost constant
use of pruiters’ ink. I am safe in eny
uge that clothing I8 ns well advertised
through the puble prints an any other
branch ool merchandwe. The greant
pomt 8 to prewent the necessity of
wearing aplarel—-put 8 man in ming
o womcething he neads and he will
ly at- i hie has money cnough. In
ordrr to ereate a1 demand for an ar-
ticle, the advertsement must appear
mn o readable and attractive man
ner. It W not always the “ag’ which
contains the moxt highly-colored and
suicothly polikhed sentencea that sells
the most goods, the blunt, plian, hon-
ut atyle @ far better, but this can
be earred too far. There i3 a happy
medium and st must be nached in
under to make an “'ad” the most of
fective,

Io wrating an advertisement ¢ horn-
«et, not only with the reader, but
with  yourweld. Conviction carrlen
nweght In avder to make othera In
Lieve your &tory you must Le thor
ughly «anbucd avith the 1dca that your
hargams are worth advertising—and
worth the cunmumer’s attent,on.

Never promise anythlug in an “ad'

which you o not, or cannot, carry
ot to the Jetter,

Monenty s the very Post policy in
advertining.

Ume good Judgmeant in the aclection
of o medium.

There are k0o many different waye
of adverting thaat It s not ceay to
dscriminnte, however, T have no heai
tancy {n paying that there Is no Intter
or surer way of reaching the public
oyve, ear and purwe than through the
NEeWWPADPCTA,

It » hard to make a comparin--,
of the relative returns of different for.nn
of advertiming, for the simple reason
that you can never tell! what inhduced
the purchaser to come to your atore.

I believe in qulvertining, In every way,
shape and form, but place this ge-
atriction to my ‘‘ads”—Thay must not
bo fakon.

To my notion it Khows enterprise and
gootl buriness Judgment to see o firm
get out Jarge roadmide advertising and
powtern ; put wup large signs on the
store, uxe libernl spaco in the newas.
papers, make atteactive window dis-
plays of ndvertwed Hnes. To keep stock
m good order, decorate both inslde
nmd outsitde of the ntore with the goods
for wale, and make the wtore both in-
viting and Interesting to the trade,
It wa good ika to study to make
the store ar popular as possible. Onee
you get people coming to your store
you have no trouble in gaining thelr
trade.

There are certain elementas that com
biar to give an advertivement the
Tentont strength, among thewe are
courteous  treatment, a  demire  to
please, politenms and obliging man
uers, n proper display of #alermanship,
not alome in rhowing up to the Foods,
but after affectingg a snle, 0 leave
the customer in that happy fraine of
mnd when he will make additionnl
purchasens and have no hesitation in
recommending your gooda and your
methods to hia feiends. —Charles M Wie.
ner in Clothier and Furnlsher.

ADVERTIBING A NECESSITY.

‘* The only bumineas man who can
f'\ﬂord to thwpeoaire with advertising is
he man who has no bueiness to engage
in business,’”” rays n  well-known ad-
vertuer, “I have made advertising a
atudy for yenrs, and the more I look
into the quesition the more I am con-
vineed thint it ix an abeolute necesalty.
It I hnd enouxh money to retire from
business, I might oppose the expen-
diture of Ilarge sums in advertising
mediams, but so long an 1 have to
depend upon A commercial pursuit for
my income, I munt depend upon adver-
tising to influence, il not iring me
business directly. It s only a question
of the best mediuma. A preat many
men s&tart out to advertme with
flurry nnd blare of tru. «ts, and then,
beeause they do not get Immediante
reaulta 1 the way of cash, they say
that advertining doecs not pay. Now,
any experienced advertiser knows full
well that many of the benefite of adver
twing are not visible. They may come
in o thousaand waya that we never
count upon. I use trade paperrs ex.
teamvely, and I do not expect that
every man who reads our advertise.
ment w.ll «write to tell me of the fact,
uor do I expect that when he even
wTites, nfter reading the advertise-
ment, that he will always mention
that he aatw :t. If the dcalers, however,
would more {requently toctnion where

they ace the advertiacment that In
fluenced them in writing to a busineas
firm it would prove of Rveat value
to che ndvertiser as well ax to the
legitimate trade paper.

MANNER AND METHODS,

At the outect it must e distfuctly
understood that sknply putting one's
Duaincsn card In the paper ia, In itself,
n very fecble attraction, and to cateh
the repder’s cye, o striking head line
or deaign must be ured. The columns
of many newwpapers containing o ¢
meaningleas lot of twodneh “ads,"” one
after another, with little break In the
type or variidon In style, remind one
more of & business directory than the
mute representation of a Jivo buslucss
coneern, and is the renson why so many
dealcrs grumble at their advertising
bills amd complain that they do not
pay.

I a gardener planted n garden with
goo xeed and then left ¢ to the merey
of the weeds, nobody would soconer aee
the austeke and negleet than that same
advertiser (the name is misplaced) who
pays hws coin for an advertising space
and then neglecta to keep it clean and
attractive. It is better, in my ostima
tion, to put ten poorfy-wristen adver-
tiremients tn o paper durlng a month
than but one {nirly good one, beecause
the chinnge excites curiostty, and curi
oxnity s the bump of humar nature
on which you must operate to be suc-
cessful. The way to have fresh adver.
tements, if your time iy llmited, is to
have n blank book at home, and when
you find an idea in what you read or
tiear, jot it down in the form of an
advertwement, and 8o always have a
stock on hand to draw from. Read
other people’s advertmements, especinl-
13 1 the large citles, and notice polnts
which you can utilize, and watch local
cvents and work them mto your adver-
twement. They make your loenl notices
and «pace work hand in hand.

Muany people will tell you that it is
a hard matter to keep ndvertisements
frexh and attractive, and #0 in truth
it is, but {s it not alvo Alflcult, and
often tedious, to waii on customers
and st their varying fancics 2 1f you
had n clerk who was impatient or
uawdlmg to estow enough labor and
tack to 1l to thexe customers, would
you keep fum ? Is #t, therefore, a valid
excuse to allow the gquestion of “hard
work,” which 8 indispensable in any
lLine of succtns to deter You from reach-
‘ug the trade for which you pay the
newwpapers 2—D. T. Mallett.

The Canndian Goverminent has con-
sulted the Marowis of ipon on a pro-
jected commercial treaty between Caa-
adn and Mcxica, the former alluwing
the free importation of Mexican raw
sugar, cotton na/d tobacco in exchange
for the free ymportation imto Mexico
of Canadiaan wheat and fiour, manu-
fuctured cottons and woollens and ma-
chnery.

8S.nce the Canadna Cotton Cowpany
purchased the Ontario cotton m.lly at
Hamilton extenkive improvements
have been commenced, and the com
pany proposes to increase the capacity
of the mill from 400 to 800 hands. A
new dye houxe 18 1n courge of crection
that will v one of the finest in Am-
cricn, and ;mproved machinery is being
put in. The output of the mill will
consist prancpally in future of colored
shirtings.



