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Some Thoughts on Giving Premiums
Is It Advisable ?

Giang away premiums i ovder to induce the publie
to spend more money, and to spend 1t at a particular
place, has came to be looked upon with considerable
suspicion by many retailers. Possibly this suspicion has
been cansed by the at one time widespread presalence of
the universal trading stamp idea. The universal trading
stamp as a means of giving premiums, quite naturally
Kills itself. If it is not altogether dead yet, it only exists
in a senile state in a few communities.

The trouble with the trading stamp idea was that it
universalized a plan which, for genuine suceess, must de-
pend upon individual and somewhat spas nodie applica-
tion. Suppose, for instance, there are a hundred mer-
chants in a certain commumty. A trading stamp artist
comes along with a plan to sell trading stamps to cach
merchant, and to furnish a certain line of gift goods to
the customers of the mevchants upon presentation  of
varying numbers of stamps. Eighty of the hundred mer
chants fall in with the plan. For awhile the cighty mer
chants do a little more business, at the cxpense of the
twenty who refused to adopt the plan. Bat, before lonzg,
the eizhty  merchants  begin to realize that they are
losing muney. This is quite natural. beeause the public,
getting Liading  stamps almost everswhere, come to
look upon them as a nceessary part of every purchase
they make. Instead of, as at ficst, looking upon them as
a special gift to induce them to trade at a particular
store, they realize that they can trade anywhere in the
town and still get stamps.

When the buying public reaches this stage of opinion,
the plan becomes a rank failure and a source of dead loss
to every merchant concerned in it. It wmeans that the
cost of the trading stamps must be deducted from the
profit of every article sold with a trading stamp thrown
in, without the least corresponding increase in the vol-
ume of sales. The universal giving away of a premium,
uniform in the case of the majority of a community's
merchants, defeats itself beeause of its very uniformity.

But although the trading stamp plan is so obviously
a failure, the plan of occasionally giving away a premium
of some real value, is a very sure way of inereasing the
sales of individual merchants. Premium  giving s
acquiesced in cven by merchants who loudly deery it
The cash discount which a retailer gets by paying his
jobber's or manufacturer’s account within the specified
time, is, in essence, a premium given by the whalesaler
to the retailer. Tt is an obvious fact, that if a retailer
who keeps a fairly good cash balance at his bank, had
fo chaose whether he would buy from a whoelealer who
gave a discount for cash, or from one who did not, he
would choose the former. So that every retailer  who
has ever taken advantage of a eash discount allowed by
a wholesaler, is vittually a believer in the svstem of
preminm giving, whether he ad nits it or not,

In the faney goods trade, there is a good opportunity
to work the preminm methaod. In the first place there s
no widely advertised standard retail priee aflixed to the
majority of articles coming under this head. Eaeh mer-
chant makes his own price, avcordimr to what the goods
cost i, This beang the case, a Taney goods merchant
wha thinks of offermg s customers a premium aduce
ment has an opportumt) to fix s prices so that he
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mahes a0 reasunable profit un every atticle sold. Unless
he dues this, s premsam plan widl net ban o loss in
stead of a gain.

Some skepties mught here say that that wounld be
practcally swindhing the customer by makme lam - be
heve he was getting something for notlung  when he was
actually paying for the premuum by an anereased price
of the purchased article. Not by any means. The pubhe
is not such a gull that 1t can long be deceived by any
sueh a seheme. That was one of the blows which killed
the trading stamp. But it is absolotely neeessary for a
merchant to make a profit in any case. And when he is
givine something anway he must mahe duubly sure that
lus caleulation of cost is absolat-lv cotredt, for what he
is giving away s a fraction of s protit And before
giving away a fraction of his profit he must of necessity
assure himsell that he i< really makimg a proiit,

Here 1s a premuwm plan now  being conducted by a
country  town statwoner. This dealet issues, upon re-
quest, cards whieh will be punched with the value of all
sovemt post cards bought by the customer. When this
value aggregates 32, the customer s entitled to a post
card album worth 25 cents. Fur 83 the album 1~ worth
o) cents ; for 3, a To-cent album, and for 35 a 31 al
bum.

Now, this dealer is the only man capable of judwing
what he s making i the way of profit when he gives
away a dollar article for five dollars’ worth of trade in
other articles, hecause he only knows the cost of the
articles lor which he has received $3, and of the article
which he has given away, stated to be worth $1. Prob-
ably he has made a certain cut in his profit, which he
is more than making up by increased sales of post eards,
induced by the offer of the premivm. But bhe must be
sure of his cost calenlation, to begin with,

It is undoubtedy o fact that the premium is a great
trade builder. It is alo undoubtedly 2 faet that Too
much of a good thing's good for uothing.” In giving
premiums it would be wise to limit the time during
which custa wers could take advantage of them, and to
give a really gemmne article when vou gmve anvthng. 1f
a customer gets o preminm and tinds it not as repre
sented, he wall be highly offended, even off he did get the
article for nothing ; even the elemental human desue to
get something for nothimge may not wdinee lim (o take
advantage of any  future premiom offers by the store
which has deeeived him.
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A NEW CARD GAME

An interesting new card game eatled < Politin™ s
being put on the market by Miller & Gonld, 605 Pullman
Building, Chicago. The game, ax mav he surmised, hias
to do with polities and the players are out after votes
There are 52 cards, representing the states and tern
tories of the union and these are divided mto four suits,
each st representing 119 clectaral votes. On each card
appears the seal of the <tade and the emblem of the
party, which will denote the swit The value of the card
The gane said, by these who have tried
1it, to be exciting, and a good sale should be cnjoyed.

alsu appeats.

et o e

pace s S

T AR L e v

e T T e A

T nan e~ s et

a o B v ra - m -

- et & e




