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THE ART OF SUCCESSFUL ADVERTISING.
BY ERNEs•r H. HEINRicis,

Adveriising has become generally recognized as a necesary and impor-tant adjunct ta business, trade, professlon and ecantile ce commer-
cia eniterprise. Il betobber ndoertises his handiwork on he window-iedge;
tie grocer pots bis best stock of vegetables on the sidewalk; tie clothier,
te dry-goods mean and the furniture deaer fil the pages of the newspapers;

the acter seeks te attrt tie attention of the public in flaming posters, and
the manufacturer advertises bis specialties in the trade papers and tnaga.
bines. The lime worn axioe that good goads do not ned advertising s
now relegated into the deepest recesses of the business man's vault contale-
lng memoures of the past. and is brought out cnly ta serve as a dampener
upion a tvo persvertng advertising solicitor. In tis age of keen competi-
tien, it ls net likely that any man will bave a purchaser for his gonds simply
because tbey bave the characteristle of excellence. He must promulgate
their distinctive advantages or thleir superiority.

Ta do this successfuly, lie etust advertise. 'l bere are as many was of
advernsing as thete are renis leading te Rome, and the question s bow ta
find lte raght ne.

Ta tie writer it seems that the lirst point ta be considerei s, hw nuci
money will the capital of the business te lie advertiseti permit ta lie used far
this purpcse? This point, oce disposed of. will immediately suggest
anoîlier oe,-w may this sum be expended ta the best advantage. or,
hows can the business lie advertised most effectually with thmstipulated uam.

The thorough study of tiese points is of the umest Importance. There
must le method pursued in the manner of advertising.. if it I tu be profit-
tabe, ciao tite witl bu abselate taler-. One who decides te embrki any
enterprisa invariably maies it Itis frst business te find out how much it
will cost him to make a start. The ane piinciple applies so adveniaing.
It is a business in itsself, the management of which reqpires the greatest
ente and attention.

Some people sey ta they give the papes an advertisement occasionally
just ta get on the good side of them ; others, tia they give sote man
fram tise papota un ativertisemeet, because bu cs a "jolly, good felloc." la
tact, one gentleman remarbed to tise citer sene time ago that "there la c
good dieal of sentiment cosnnected with advertising 1" Now tihere Is mtuch
arth In what this gentleman seid, and mere is the pity, it le ibis kind cf
advenising which ls dangerous, inamuch as it reflects apon advertising as
a legitimate busmess, because It deteriorates ta a formt of bribery, and it dis.
heartenas avell as disgusts bot tihe reputable publisher and the honest
advnettiser.

Having decided bow much money may lie spent in advertining, the nt
uestion i, how and where s it ta bu dane? To setie this question is ver>
ielicult, fUr te reason tias the mediums fer advertising are legion. Many>

oli advertisers believe tat advertising by circuar letter afferds tie surest
and best wany lo reach a ceuomer. They argue shat fttey nsnd out a
atampei envelpe witi a type-witen page or two ci matter inside, the
teciptat cîi suely reati theie pages. Then there are otiers, who are ot
particular about having the matter even type-written; thbey ae satisfied ta
ot aip an elegant advertisement, have a printer strike ait as many copli's as

tiey have customers on their books, and then they senti these oirulars ta
iheir customers. Again, tbere are ithse whono and again get up a

catalogue, li awhich are set forth descriptions in general and in letail of
everything they sou, and tisey send taese catalogues woherever they hope te
sch u prblabie purchaser. Then te an firmswho reiy ontirely upon

titeir agents and reprsentatives te advertise tieir gods by word of touth.
Mest advertisers, however, consider all these mealods auxiliary; tihey help
a bible, but they do net do mach good nient. It may be sedy assertd
that newspapers. emagaines, and imte papers; a now ecognue as the
standard aiverising meiums.

Te abject ofadrertising is go maie certain statements known ta the
public at large. Hence the mor peu ple see the advertisement the more
thoroughly dues it fail its mission. Of course this opinin may lie ques.
ianedi b> the advertiser of specialties. who desires te reach aetain duts. of
people only, but this statement is meant toa pply t aivertising in generai,
tihough it could require merely a sligit mòdification te epply to al cases.
Neverrteless, one fact, borne out by the most successful ndvertisers in
America and in Europe, is tiat what is broadly understood by newspaper
.adverting la tie lest cad elirapet adetlsing that mn be bad. Te term

enspaper" inciudes of corse periodicals fe er cass,
in choosing apubication sente people bave very peculiar ideas; if they

soc a peper a o age umber et advertismg pages. tiei taie ,t frgranted tsa e advertisement in such a paper means mane throm away,
tbme the adiertisesent will be crodedm of siglit. Ts a mtake.
Tie best papers, as a nie, have the largest amount of advertising; ibence
tic>' must bu the best advertising mediums. TIhe best papers ar apt te buthe mest widely read, se that advertisements in them must of necessity' be-
coma widaly cistenated,hich itha gingreat ebject otavertisieg. Ta this
rasoningIt may lie teplied th t it does nt follow, hat because an adver-tisement ts circulated among ten thousand people, ten thousand people wl
teal it. Certainly not, but an advertisement circulated mong ten thosai
leple stands a better chance of eing bead ten ticusand times ahn an u
.ivetlisemernt cirUlaited anmong only fine thousand people. Apart fromlitk deduction of simple logie il sta net be fogotten that advertisements
are ad with as much lnteret as an>' eter portion of a newsspaper. This
may not ahvays bave liec se, but it l nevertheless tue îo.day. It eay bu
that the busy nin iUl carcesslty pasn oer the advtising ciumns o- the
dailya sewspaper, but the housewe will read then twice and ths make up
fur hils neglect. Bat take the popular magazines of to-da, te adtising
pages of which are truly remariable, not alone in their appeance, but
ah as regards ther contents. Dues any one tare to assert tbAt an adver-tisement piaced anyihere in thes pages is a lost invesment? The adver-lisng pages of these periodicals represent trom monti te mtonth tie met
st iking refiecation o the commerciai, the industrial, and the financial, as
weil us the Intelleiemal, progress of ibis country, and the intelligent teaders
Of hese publications are just as much interested in the peral of te adver-
iing pages asnof lte esys, tories aned eler featares.
Aebusiness man. baving decided to advertise, and laving set apart a cer-

'in soim for ibis parpeoe shoid go to that publieation whih is rend by
lta larcest numbero peuple ittereld in his busines. which most probably
cillbe that publication which bas the most advetnisements And pays the
uit attention to the manner of seuing up and arranging the adcertising
pages.

The advertising eates in the best publictions are very low. Many
People. and even some advertisers of experience, will doubt ibis sutement,
but thai daos not detract from lis correctness. The trouble la ce expect
1e0 anuch from an advertisentent. It must notlie supposed that a single
advertisement, for which perhaps 5e bo ieen paid, le going te fill a tare
itb tustemees fora year ta cone, tises bringleg a profit on the investmrent

of Probably ten hundred per cent. Mot peopl are satisied, if they maite
One lndred pot cent, on tisr inves atepal, and everbody should com-
ntiend tiet for their modesty. Why, Ien, shonld a larger profit bu ex-
Peoeli frm an adverutentent than fIm aney.oter investiment P

Advertising once commenced, must be kept up, and if conducted with the
sane thoughtfulness, the same care, and the same business methods exer-
cised in any thler enterprise, an advertisement will always provo a profitable
invstment.

There is oe aoter feature conneictied with the business of advrting,
which, athough the writer bas se far not mee mention of it, is neveeteIess
of no les irmportance than the others. Tlis is tite miannr f composing an
advertisement. It is impossible te fore any set ofstandard rues as a guide
for the eomposition of advrtisements, except in sm farts that they should
in ail cases be se worded tisat tiey will at once attract attention and be read.
To be brief, concise, ciear, and te the point In writing an advertisemjent is
undoubtedly commendable, and a plain smutement le always more liable t
enrry weight cwith the render tisas a long string of ambiguous phrases. which
havenodeined meaning whten analyed.-Esginea-it Magazine.

HOW TO USE CEMENT,
The following general rules referring ta the practical use of

cenent are reprinted from the National Building Regter:
QUALITY or SANn-The sand should be clean, sharp and

coarse. When the sand is mixed with loamt the mortar will set
comparatively slow, and the atork wiii lie conparatively wveai.
Fine sand, and especially avater-wo o sand, delays lie setting
of the cement, and deteriorates strength. Damp sand shouild
be mixed thoroughly and uniferily together, wlaen both are
dry, and no wter should be applied until imnediately before
the nortar is wanted for use.

PROPORTION OF SAND-The larger the proportion of cement
the stronger the work. One part of good cement te two parts
sand is allowable for ordinary work ; but for cistems, ce lars,
and work requiring special care, half and half is the bettet pro-
portion. For floors, the censent should be increased toward the
surface.

WATER IN CONCRETE-Use nu more water in cement than
absolutely necessary. Coînent requires but a very small quat-
tity of vater in crystallizing. Merely datmpening the material
gives the best results. Any arater te excess necessarily evapor-
ates and leaves the hardened cement comparatively weak and
porous.

CONCRETE IN WATER-Whenever concrete is used under
vaiet, care mst be taken tiat the waier is still. Se say ail

English and American authorities. In laying cellar floors, or
constructing cisterns or simeilar caork, care must be taken te
avoid ossure of exterior cater. Cement avill not crystallize
when disturbed by the force of currects, or pressure of aaer,
but will resist currents and pressure after hardening only. In
still aaer good ceatent' wtill harden quicker than la air, and
wien kept a avaler will be stronger titan awhen kept in air.
Ceionts whici harden especially qtck in air are usually slow
or worthless in wtater.

HoW To PUT DOWN CONCRETE-When strong atork is
canted, for cellar floors and all similar work, the concrete
should be damned cad tam'Ied down te place, aith the back
ofta spade, or btter, teith the end of a plank or rammer ; tien
finisled off wii a trovel, thus levelling and comapacting the
wYork. Only persons ignorant of te busmness will lay a fluor or
s'alk with soft cemsent mortar. All artificial stone is made in a
simailar anay to that described, and, wien set, is strong and htd
as Stone.

DELAY IN UsE-Do not permit the mortar te exhaust ils ses-
ting properties by delaying ils use toisen ready. Inferior ce-
ments only will remain standing in the ioriar-bed any> length
of time waithout serious injul y.

STONE AND BRICK WORK-ln buildingsconstructed of stone
or brick, the best protection fromî dampness and decay, and aise
fron the danger of cyclones, is a mortar of ceient and coarse
sand. The extra cost is inconsiderable, and site increased value
of the -structure tery greal. Chimneys laid in this tmanner
never blowa down, and cellars whose foundations are thus laid
are always fret fron atnosplheric tmoisture. Cotent may alse
be mixed with iliime mrtar for plastering and other purposes, te
great advantage.
. EFFECT OF FROST AND COLD-At a temperature less than
6c degrees Fahrenheit, all good cenent sets slowly, though
surely, but if allowaed te freeze ils value is seriously impaired.
In cold ceather or cold water do not fear te wait for your con-
crete to crystallize.

DAMaAGE FiROi MOISTURE-Good conent is not injured by
age, if carefully preserved from moisture. Lumps in bags or
barrels of cement are caused by exposure t moisture. They
prove the originally good quality of the cemnent.

LEGAL DECISIONS.
Mr. justice Ouimet, of Montreal, in tie case of leaulieu vs.

Brouillet, etecided a point of mnci interest te architecis. Tie
action cas taken te recover an atint alleged te be date under
a written building contract for certain anork donc, aud an addi-
tional sun fer extras. The plaintiff htad endeavored te produce
evidence to establish the value of thene extras: but the defend-
ant objected, and the objection ias been maintaincd. It is held
that an architect can only claim for avork donc under wrtten
contract, and in the absence of a critten agreemsent or ait ad-
mission under oath by the person for chon the ivork aves dont
as to tie value of the extra atork, no claim con be entertaineid.
In the present case the plaintif had neglected te have a written
agreement drawn up before commencing the extra work.


