BOOKSELLER AND STATIONER

Another Plan.

Another plan for moving fishing apparatus, which
might be adopted by the faney goods man, is that of
offeving a prize fishing pole and hne, to the eatcher of
the biggest tish during the season.  This plan is followed
every year by a Toronto paper, and is found to be good
advertising,  The prize vad need not be a very expensive
one. although it should be good enough not to diseredit
the store in the eyes of the winner or his friends.  The
idei is to stiv up a litle friendly rvaley amone the loeal
anglers, and (o ereate new followers of the wnortal Lraak,
Trade in flishing appircatus will thus e made brisker, aml
the whole store will benefit by the advertisitge afforded.

Stock-taking in July.

The subjeet of when to tahe steek in the book and
stationery store is a debatable one.  Some prefer one
month and some another. Possibly the best rule to fol-
low s to take it when the stock is at its lowest. It at

the same time trade is at its slowest, then we have the
tdeal time.  The merits of July ns a stock-taking maonth
are notable.  Stocks are usnally pretty short and time
hangs heavy on the dealer’s hands. 1t he goes over hig
stoek now. he will tind a lot of old material lying around
in corners, that he ean perhaps =acriice now to advan-
tawe,
Prepare for School Opening.

Having bought or ordered your school supplies for the
coming season, caveful plang should be Inid durving July
Tor the opening,  School supplies ave usuatly a profitable
line aud the children bay peneils, pens, peneil hoxes,
rulers, seribblers and all the other acecessories with great
avidity, I you can give your store the atmosphere of
being the correct place Tor the purehase of these supplies,
ror wall hasve achieved something. \We will give dolhus
for sdeas on this subject and will be gld to publish any
wood ideas in our July oumber.

THE RETAIL MERCHANT AND HIS SHOW WINDOW

By 11, L. Hall, Circulation Manager Business Man's Magazine,

The properly used shaw window i the best adver-
tising medium within the reach of the retail merchant, and
vel. curionsly enough, it seems to be the least appreciated
of all the means he uses. His show window is hix hest
medinm, beeause it will sell goods for him at a less per-
centage of cast than any other means at his command.
1 say that it is the least appreciated beeanse of the faet
that it is so very generally neglested.  Most retail mer-
chants have not vet learned its true value.
them seem to think that it is merely a space which must
be filled up with something—it does not really matter
what or how. All this is wrong.

Your department store manager appreciates his win-
dew space and makes good use of it. If you do net
believe that he considers window space valuable, go to him
and try 1o rent one of these he is using.  You will svon
wet 2 larger idea of its value.  The big stere even goes
to the leagth of employing an artist who speuds all his
e and thought in getting up and exeenting atteactive
window displays.  And these window displays sell gonds
enough, to make the window dresse. and his big salary
a good fnvestment. We ealled these window  trimmers
artists, and many of them are nothing less, as an wspee-
tion will =oon shaw, but it is not cnough that a display
shall please the exeo 1t must sell gomds or it is not sie-
cessful. The big stere demands that there shall be a
material inerease in the sale of a displayed artiele whilc
Ui in the winduw, aud i the juerease does 1ol come
the fact is chatked up against the window dresser in the
vecords of the manager.

In show windows the aeme of achiesement is to be
Usend in the big stores wn Broadway and State Sts.. New
York, and there are uot lacking thuse who will whisper
that the latter is in the lead.  The other extreme is e
he found in the window of the little store in 2 side street,
where the sole decorations consist of a smoky Lamp or a
laring gas jet and 2 chaice colleetion of fy-specks. And
the latter has just as great a relative value as the tormer
it the merchant did but know . The advertisiug agent
of yeur loeal apera hovse knows the value of show win-
dews, for he is willing to exchange seats worth maney for
the privilege of hanging his lithographs in your window,
sl T emnmot coneeive of him doing it unless your window
has a real value to him—and if to him, why not to you?

The real potential value of a show window lies in the
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uwmber of peaple who will pass it withiu a given space of
time. s value may be computed on the same basis as
that used for the computation of any other means of pub-
licity,  Magazines charge so mueh a line per thousand
of cireulation.  If you buy spare in the pages of a maga-
zine yon pay for the privilege of exhibiting your announce-
ment in a place where a civen number of peaple will
pass. It is up to You to make your announcement in such
a manner that these praple, or a goodly wamber of them,
will stap to see what you have to say. It is just the
same with your show window., No matter what your
loeation, there will be about so many people pass your
window eitch day. and it is your lask to make that window
cateh and hold their attention o such an extent that
same of them will feel a want of what yeu there offer.

OFf course the average retail merchant cannot afford
to pay a big salary o an exelusive window trimmer, hat
the elianees arve that there is some oue within reach who
can do many times better than he is now doiug with the
means at s command. I may be his elerk or porler.
It may be his wife or danghter. The proper thing to de
is to experiment Gl he finds the right one, and then et
that une do his best. Window trimming s an art. bat
like mext other avts 1t can be studied and acquired. Gt
ot on the street and study other windows,  Analyze the
cnes which appeal to don as being above the average,
Learw what it is which mahes them better than mest of
the athers. Piek wut the goumd peints and emualate them.,
Pich out the faults and avoid them. 1 do not mean to
advise capring, bt we can learn from the mistakes and
suecesses ol uthers without copying.

It i~ at night when the outside world iy dark that
som windon will ook the most atteaetive, Henee the
hest time for window display s i the all and winter,
when the eveniues arve longest. For ths veason, too, 1t
Tollows that one of the fivst things to be seen to s that
the window must be well illnminated.  Nothing so surely
kills off a winduw display as poor lights. And at the
same tme 1 wmad be stated that there is no other mvest-
ment which will pay a werchant so well as good hghts
thraughout the store as well as i the wandow, hut f
the lizhts must be ent down anywhere, let it not he
the windows,

The chief fault of the ordinary window display 1
erowding. Don’t try to put your entire stock in your



