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Window Dressing.

Is there any longer a shadow of duubt
as to the tradbe-ringing potentiahty of a
dressed window ? Those who have tried
ils etlicacy as a mueans of drawing trade
are enthusiastic. We consider the store.
keeper's window his cheapest advertise.
ment. In his window lie can display the
goods with or without prices, as he decms
best. Is lot the dealer's window bis sign
of cleanliness, thrift, taste, and business
enterprise ? 'l'he window stands there,
gazing out utpon the patticular spot
wherever located. It stands there, il
iatter where *s owner tmay be(, cont'ut-
ally enticing the public to tht- spot
Window advertising catches a class of
custoi that is well woith the baitmig.
There is ailso a trade caught by attractive
window advertising tiat never would
muateriali.e were il not for the show ; just
as the huckster creates an appetite that
wouild never have beei developed were it
not for the polishiig of his red ripe apples.

The style of the window is the firsit
thing to consider. Iln this connectIon we
tmay say that it is one of the requisites of
a good trade, where there ts any sort of
intelligent coupetition, that there be a
maximum of utnbroken window glass tt
the store front. If the front is a single
one, say twetty-two feet, the Iest disposi-
tion to tmake of it is to place the door at
one side and tmake one window. By all
neans let the store front be a light color,
even if the paint has to be applied twice
a year. It suggests neatness on the t-
side. A pale creain with gold ining is
one of the latest and muost tasteful things
in colored fronts.

The lettering on the windows is a thing
worth attention. h'lie old style of white
enaneled letteis is not bad, but one of
the new things is a gold script, a thick
letter soute ialf an inch or more deep.
T lettering should not interfere with

the display.
'lie custoi of kecping stores open late

in the evening is still prevalit. and there
is no netter ltime for a display if thte win-
dow and store he well lightd. If your
store is situated on a proimîinent tiorougli-
fare, where a great muany pîersons are
likely to pass after sundown, tie nindows
shoild be w(el liglted, so that the goods
in themi tu'ay be viewed, and So tlat the
advertising valute of )our wm tdow mua> go
on while your store s closecd. .\s bear
ing on the matter of lighting, it woald be
well if thte backs and sides of cach windo .v
were linted with imirrors. Nothing cati lie
more effective or give more hght, and at
the saime time do away witht aIl clumîtsy
drapiig to hide the wooden backs or par-
titionts. For artifici.al light, of course,
electric lamps are by far the best and
safest, but where these cannot be had
there are tiany covered laips that are
very effective.

As a rule, windows are overcrowded,
and various classes of goods are indis.
criminately mitixed, whereby the eyc be.
coues con ftsed and the mind is unable

to grasp any particular ohject slhownt.
Do not dress too hight up. aid let any
special line or bargaii he as near as pos-
sible on a level with the eyes of the
passer.by. Ail price tickets and descrip-
lions should be plainly vritten, with as

lttle ornamuentation as possible, and in a
color to suit the goods.

The window.diesser mutst keep in mind
the object in view and be guided accord-
ingly. lle ais to set forth a fair sample
of the goods to be found withmi. They
must be so displayed as to prove ain
attraction to the people upon the street,
muost of whom are intent ttpon gomîtg
somttewhtere else. Their attention itust
be iverted froi their original puoe.
'l'o dho this the goods displayed itmust be
of such a character as will appeal with
force to the pumrchaser ai the time. li a
word, the wiidow imlust lie dressed with
scasonable goods.

Every legitinate muethod for attracting
the attention of those who pass your way
itust be tsed. h'lie ways liv which you

cati gel the people of your towin in syi-
pathy with your imethods are nuimcrous.
First of all you nust be sincere, and try
to please. Then keep up with local and
cirent Ilistory. . . .

The general success which cornes fron
wmdow-dressing is eiougl to warrant a
mllerchant in gomng to any expeilse neces-
sary to make his display cffective. The
display should be made first-class in every
particulai. Nothig should lie left half
done, and nothing shotild he left undone.
Evei if your widow is expenisnse it will
pay for itself twice over if il is properly
made.- Kers/one.

Building Up a Businesse

Ily Jfs c. GRAJIA1, New v Or.

The mai who aspires to establisi a per-
ianent paying business will take grcat

care in layinghis foundations. No iatter
wiat particular lne lie itmay be in, lie mîay
have the very laudable ambition to lead
i his trade, to iake his namie pre.eminent

amiong ls fellows, and to have his goods
mltent'.ionted as tite best of their class. The
grandest advertiseimîent ever penned is
poor compared to a reputation for keep-
ing ioitest goods and tehllng the trtth
about themn. Ii building pt a business,
be careful not to iake a failse start by
neglecting this. .ound your business oit
truth. and the superstructure is bound to
be a success, but if your fouindation rests
on false goods and failse stateents, your
business is in danger of tottering at any
minute and is alinost certain of collapse
sooner or later.

If you arc in business " for keeps " you
mtust strive to please the public peria
nently. Il woi't do to give real bargains
occasioially, and practise a "skin " gatme
inI betweei. Never advertise what you
havei't got and can't supply. To the
crowd who visit your store in response to
such ads youî are simply furishing ai ob.
ject lesson in lying. You will imiake mltore

eitenemies thain friends that way. It is a
great thing to have your ad vertiseients
iiplicitly believed. Il is easy, too, if you
always tell the truth. People are as quick
to appreciate the truth as they are to con-
detnî falsehood.

Ini buildig up1> a business you should
choose your employés with great care
and discrimination. Every one of your
salespeoiple should be polite. Courtesy
to ail is one of the first essentials in a
well-organized store. And the best way
Io teach your employees poh;tenîess is to
set the example yourself in your relations
with themt. Don't carnt a rcputation for
beng iean or over-strict with your heli.
Try to make cach individual feel that ie
or shte is a part of the firt, and that ituch
depends on lis or lier personal efforts.
Do everything you can to imake your lelp
comfortabie-kinîdness goes further than
bulilying. Well.treate'. employees are great
advertiseients. People vill talk about
where they wovrk and ltow tley are treated.
Don't forge this item-it is a very it-
portant one. Your heli, wien out of the
store, cati do you a great deal of good or
harmt-just according to the way they are
treated. And the more help you employ
the more good or bad advertising you will
gel.

No big busimess is built up in a hurry.
It takes lime, patience, care, and watch-
fulniess. Il can't very well be donc with,
out advertising, and plenty of il, but such
advertising is not so mtutch an expense as
a source of profit. Witiott il the busi.
nîess could not grow so fast or so exten-
sively. W'itit , donc judiciously, it can't
heip growing.

''lhe advertising shottld be proportion.
ate to the business. Never do more than
you can afford to. At the commence-
ment yot have to be sparing of space.
As the store grows so should your space-
you can pay for it better, and the added
advertismtg wili niake the store grow still
bigger.

Another point in building up a business
is to get a reputation for prompt pay.
That's a big advertisemtent in itself. If
you can pay cash for everything you buy
you'il get the best, and you'll get it
cheaper than the thity or sixty.days tian
couild. People will lbe glad to deal vith
you, aie sure to talk favorably of you, and
you'll gel plenty of first offers or 'options"
on goods that credit men would not he
asked to buy. ''ie big businesses that
have bcen built utp in this and other
couitîries ivere chiefly started and
iianaged on the above lies.-Printer's
Ink.

Injections of lime water adiniîistered
every moriiiig for two or tlree days is
said to be a positive cure for pin woris.

Thi Piarmaceutische IWoelhenschrift
says: Ii order to mix balsai of Peru with
oifs, you mnust first ix it wih a little
castor oil. With this it niakes a homo.
geneous Mixture, with which any otlier
fixced oil easily combincs.


