
April, i9ii THE CANADIAN HORTICULTURIST

The Canadian Horticulturist
Contents for April

Tulip Bed in a Briiish Columbia Garden . . C
Fruit a.nd Fruit Growing

Orchard Cultivation.........W. Dreker
Peach Culture .W Smith & Sons
Planting and Care of a Large Orchard

W. H. Gibson
Root Pruning of Fruit Trees .G. W. Tebbs
Value of Bees in an Orchard f J W. Clark
Trees Injured hy Mice .........
Starting an Orchard . . .. Fr. M. Leopold
Neglecied Trees...........A. McNil
Strawberries and Some New Varieties.... ..

E B. Stevenson
Notes on Small Fruit....... . .. ......

.Flow.rs and Flower Growing
What Amateurs Can Do in April..... .. ..
The Planting of an Amateur's Flower Oarden.

Roderick Cameron
A Year's Work in a Calgary Flower Garden '

W. B. Reader
Plant Asters Early........... M. Besso
Remedies for Millîpedes........ . .. ....
The Cultivation of the Canna .. Frank Wise
Window Boxes in Early Spring .R. L. Canning
Spring Care of Flower J3eds ... Wm. Hun t
Dahlia Culture.........L. W. Barclay

v7er

82

84
84

b5
85

86

87

88

go

go

o

Végetables
How to Grow Eighty-Two Vreties of Vegetables

Goge Baldwin 92
Montreal Melon Growing .. Prof- W S- Blair 93
Growing Nutmeg Melons . . . 1F. Wllia ms 93
Intensive Gardening . . . . .W. Kennedy 93

General
Editorials...............94
Publishers Desk........ .. .. 95
Planting T'able...............96
Durham Northumberland Fruit Institute ... 97
Reports of Horticultural Societies......98
Provincial Notes............ ..... 102

Arbor Day in the Country .......... 4
Poultry................o

INDEX TO ADVERTISEMENTS.
Bank . . . . . . . . . . . . . x
Bee-Keepers' Supplies .. .. .. .... Ni
Cam&eas.... ... ........ ... 105
Classmfed Advertleements.............xiv
F'encing...................viii, ix

Frlzes ... ......... iv, y, 97, 101
Flowoer Pots....... ..... ... 106
Fruit Baskets....... ..... ... xv
Fruit Lands.. ..... ...... xv, xix
Gasoline Engines.... ....... 108, i
Greenhouse Matera....... .... viii, 99, xv
Haotbed Sash .v
Ixuplernents and Tools . .8. 102, 105, 106, xii, xiv
Insecticides and Funglaldes..........i, 98, xii, xiii
Ladders . . . . . . . . . . . . x
Ladape Arhitect~ure . .. . .. . . i
Lawn Mowers........ ..... .. 106
lawçn Swings ............ ... .. .... xiii
Llghting Systes... ..... ..... 104
Magazines... ... ....... vi
Nuj1sery Stock . iii, viii, 96, 97, 98, 101, 104, 106, 108, x, xv
Pianos...... .... ..... 104

TALKS ON ADVERTISING
By the Advertising Manager

No. 7
KEEPING EVERLASTINGLY AT IT

"Repetition," says Luther Burbank, "is the best
means of impressing any one point on the human
understariding. By repetition we fix any tendency,
and the more times an impression is repeated, the
more indelibly will the resultant tendencies be fixed,
until, if repeated often enough, the impression be-
cornes so fixed that it will require many repetitions
of an opposite nature to e ,fface it. "

What bas this to do with advertisinR-? Let us
see. ,Suppose somneone mentions soap, tea, safety
razors, or breakfast food, to you. Instantly you
think of some particular brand or variety in connec-
tion with the article mentioned. Why? You have
seen advertising of these articles so frequently that
your mind instantly connects the name of the article
with some particular make or brand. The constant
repetition of the advertising of this article which you
have seen from time to time has made sucli an im-
pression on your mind that you cannotthink of ont
without the other. When buying an article you are in-
Iluenced perhaps almost unconsçiously, to purchase-
something which has been well advertised rather
than another article which may be every bit as good
but about which you may know nothing. You are
s0 familiar witli the namne of the advertised article
that you somehow feel it must be good.

And ýhere is the real secret of the remarkable
success that usually attends steady persistent,
straight-forward advertising. It is possible to selt
goods of poor quality throughthe aid of advertising,
but it is not possible to continue selling these goods
to people who have once tried them, and found them
unsatisfactory, no matter how liard they are adver-
tised. Wlien people see the same uine of goods ad-
vertised steadily in the-same publication, month after
month, they know these goods must have quality.
The advertising lias created confidence in the re-,
liability of the advertiser and in the quality of the
goods lie offers that would be difficult to, obtain in any
other way.

Then, too, people like to buy from the man witli
wliom they feel acquainted. If they see his advertis-
ing appearing regularly in their favorite paper or
magazine, they get ta feel that tliey know him. Wlien
tliey want anything in lis line they will buy from.
him in preference to buying from a man wliom they
do flot know. Steady, persistent advertising is of
value to the advertiser nlot only in helping to seli tlie
goods advertised from month to month, but alsa
serves ta build up a reputation for reliability and fair
dealing that will of itself attract many custamners.

The Canadian Hlorticulturist numbers among its
advertisers many wlio finid it pays to advertise in
every issue of the year. There are others wliose
business would be benefited by sudh advertising. Let
us talk the matter over witli von.

Frtisers Io ou,- Columns ex-
!re 1korougly reliable.


