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The "PEERLESS" LEG BAND
Made of Aluminumu. Is briglt. Stays bright.

This band is liglit, neat and durable. It is easily put on and it " stays on " suiut. To put Baud on,
place it around the fowl's leg. Press it together. Then take the snall locking piece with slot in it and slip
it over the parts of the band that project outward. Then turn locking piece so that slot runs in the saine
direction as the band, i.e., horizontally. Then benîd down backwards the two projecting pieces, flat withî
the rest of the baud. Thie band is thet on " to stay.'' This is extreniely important, for it is muost pro-
vokinig to have a lot of birds scored and a week later find half the bands off. To have the birds scored again
costs money. The " Peerless" stays on. IV CAN'T come off. Price, post paid, 3oc. per dozen. State
breed and sex wlen ordering. H. B. DONOVAN, 124 Victoria Street, Toronto.

Fullon's Book of Pigeons
Reduced to $5.

Large full page engravings of all
varieties.

New edition re-written right up to
date. For sale by

H. B. DoNovÂA<, Toronto.
Thn 4thedition of James tankin's book,
"Natural and Artificial

Duck Culture,'
is just out. h lias been enlarged, re.
vised and illustrated. A question bureau
has been added, designed i o answer all
questions concermnng the diseases, cure,
management and feeding of the duck
from shell to market. Price 25 cents.

Ilrcu1. Il. flONOVAN'. Toronîto.

Importers. and nerecaers of ail kind, of

Games and Game Bantams
Aiso Fox Terrier Dogs

OUR RECORD AT THE PRINCIPAL SHOWS:
Jan. 1891-New York. 18 firstq. 7 seconds, I C. 4 1 . 3 ten dollar. in golid, nls.o 3 (Ive dol.
3atr i. 193a rI'Ie W .. 'orb1'> Fair, (ui.gt. (itr o5n riea<n. n 33 lIr.n, 7 Ccon(i, and3 ttird..-aîayBiiao .V 9fr>' n fo<nC»C> 'rtnGuCvc
also tei dolIar-sin gol<foi' let coliection :also a rooi share of tir,t on nIantani.. Ms- Janu-
ars The Ontario Shon at Lonidon. we won mlore ei. than ni the Gane and Gaine Bantani

jrï,c 'all Bae'r tCulan oranedn tor n' Er Å> a iago:redr. ineltnding tlle Chainpioîî Gaîine ('li, the Chialiion (ifielOîaî C;.nî eo
lbni of ottuer Sîeui.ton nuitîerotis to nient fii,. ;55'epteriàbvr l'le Toronuto lngiti,>triai. 16
firsts, 14 .econds, 12 thiirds and tuo ruedas. isctern ber-The western Fair. London. 14firsttu, 12 second-sand teu thirds. s98, Septerraber- Utavwa Central Fair 11 firstu, 14 secoints,ai"( 15 Ibirds. Ontari. Toronto, 1) " c i.tr, 11 s I3rdand seeuaîs. At thegreat NewY.rk, Show, 1899, 8 6s~ 2îuds, 3 3rds, 4 lti and 7 s;îccuu1-.

Birds for Sale ait all Times and Egge in Sca3on.

242 Qin.oe&E. St. W. "OEO2tO

tween my fingers, because I an able to see (iii a
mieasure) the end fron the beginning. The poultry-
mai who lias never had sucli an experience, naturally
questions the advisability of putting money into sonme-
thing that lie cannot see lias any particular valve to
it. He therefore needs the assurance of its worth,
and encouragement fromt those who have succeeded.
I cati take you to po-iltrynien who expend three, four
and five thousand dollars a year in advertising who
will tell you that it lias paid. One custonier for whoi
we have expended this last year in the neigliborhood
of two thousand dollars, reports a business of fifteen
thousand dollars-perhaps the largest of any single
poultry advertiser in the country. It is wortl your
while to investigate these facts.

To advertise successfully there are several things
that should be taken into cousideration, and the more
essential are these. The careful preparation of adver-
tisements, attractive, argunientive, forceful, truthful,
and do not try to advertise others-advertise yourself,
placing these advertisenents in papers of worth-
papers that go into the hones of the buying class-
those imost likely to be interested in what you have to
say. There is tne shotgui sort of advertising and
there is the rifle-ball style. I recommend both, but
it depends upon conditions as to when and where
either or both should be used.

Your advertising in the newspaper will not be con-
plete unless you follow it up with attractive and vell
prepared auxiliary advertising, literature-neat cir-
cular, booklet or catalogue, and good stationery.
When you receive an inquiry iii response to your
advertisement it should becone your positive duty to
treat that inquiry just as you would a new friend. It
nay have have cost you to receive that inquiry fifty
cents or a dollar ; it is worth your while to put as
unch more, if need be, with it to miiake the sale. I
w'ould treat that individual inquiry just as if there
were no others and as though the success of my busi-
ness depended upon making a sale to that particular
individual. A careful following up of that new
acquaintauce may lead to a business freindship, prof-
itable not only with himi but with his friends and his
friends' friends. Thus vou see the cumulative or
continued effect of good advertising. If you were to
call at my office and state that you wanted to do some
advertising, and I were to hand you out a cold, illy
gotten up circular and tell you to read it, and pay no
further attention to you, you would think me a poor
business muain and your conclusion would be just, but
no more so would I be than would you if you were to
receive an inquiry and not give the careful attention
to it that it deserves.

(To be continued)


