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DEPARTMENT OF ADVERTISING
SUGGESTION AND CRITICISM

BOOKSPLLER AND BTATIONER

Nury Mereln aee disctinad the principdes and peuctice of adventislng,  Sulecribens ane fnvited to aend Mr Kirkwood Tdmcnn of
thelr pesspmper amd other advertidng, for the punposs of nevfew [n this departinent. Addrem carclo! Departinent of Al

Ivertidng,

ADVERTISING FOR THE STATIONER.
Wihiat ean the retail stationer advertise?

-Blank Books. - Fountain Pens.
- Office Files, Correspondence Stationery,
=Typewriter Supplics. —School Supplies.

Inks, -"Tigsue Papers.
Postal Seales. Playing Cards and Games.
Diaries, * Artists® Materials.

~ Muecilage. - Musie,

- Iaper Clips, --Photographic Supplics.

and what nat 7 A Jong Jist,  Yet by no means an exhaus.
tive ane. | venture to say that there is not a stationer in
Capnan who will assert taat his sales in any one of the
lines named above have renched their limit,  There are
seores of peaple whom he knows wha would appreciate
the possession of a0 goud fountain pen: others in both
town and country who requive but faint persuasion to {oss
aside their old and soiled playing cards and to get fresh
preks,  There are merehants, Jawyers and other profes-
stanal peaple who can be made better stationery enstom-
% it their trade is rolicited with but a very little more
direetness,  And these that are continually being sent by
mail ta the big eatulogue houses for note paper, leather
gouds, and cther stationery supplies, ean be diverted to
the laeal dealer it he zees after them, Where there’s a
will there'’s o way,

The way to gel business is to ask for it
peaple’s loyalty to home  institnfiens is to lean on a
brohen veed.  Mail-arder honses and Iarge advertisers ave
getling from the remote hamlets and from homes in the
Nosthwest, tran villazes nnd towas in every part of Can-
ada, i volume of business that wonld produce despair were
the figuies kuown, These peaple who send afar tor their

To rely on

stitionery newds are fed o give these arders threugh the
advertisemonts i the newspapers, magnzines and eata-
Iognes that they reeeive,

Hothe loea! stationer as to shiaee in or to have in its
entivety this bnsiness he, too, smust advertize: must im-
press fivmly and foreibly the faet that these wants of his
communty ean ke supplicd at hoe and through him,  He
maust tell the people who can beeome and e his cus-
teters abott his business, his abilitv to meet their needs,
lns preparcdness Tor all seasenable demands: and he must
make his statoent as copvineing and attractive as that
of anv eonpetitor. He must not wait for people’s in-
emtries s these must be compelled.

Rome stationers way protest their inability to write
Let it be grunted that they cannot.
whe have the gift,

el advertisenents.
Thev ean etuploy others, however,
pessibly sote loeal aspirant will be delizhted to perform
this service e exchange tor a book-reading privilege or
far supplies of some sort. The publisher  of the loeal
paper can Joubtleas render the desired service at ne cost,
beitz enly tew zlad that use s to be made of hiz paper.

Ju

The preparation of wood *¢ copy *? is not likely, however,
to be a big or forbidding dificulty. The harder thing to
do ix to persuade onesell to begin advertising, to make
aneself believe in the economy, the business-producing
power, the necessity, of advertising. )

There is a law from which there is no eseape. Cuartly
put it is that one must spend to get, The history of all
growth shows that outlay precedes income. A merchant
livex on the applieation of this principle or law, but has
trouble sometimes in perceciving its bearing on the more
subtle expenditure of will and  planning.  Advertising
exemplifies the vperation of this law, but to view it as an
“Copen sesane ' to greater business apart from  other
efforts is a fatal mistake.  Yet there ave those to befound
whoe look for magic resalts to follow upon the insertion
of an advertisement in their loeal newspaper. *¢ Joining
the church ** has value only as it is a deeclaration of a
purpase. So iz it with advertising: it is a necessary act
in achieving full business growth,

Aunather form of advertising, one certain to be pro-
duetive of excellent resalts and quick returns, ix the per-
somad lelter.  Aceordingly every stationer should prepare
mailing lists, made up of the nawnes of society’s ** Four
fiundred,”’ of hankers and bank clerks, barristers, baok-

buyers, elub women, artists, musicians, sportsmen, school

teachers, school trustees, clergymen,  students,  county

aficials, members of whist clubz, ete. ete. Fhese  ists
can be built up steadily  year by year. The card index
svstem will be found most satisfactory. By this means
the stationer can keep nis lists simply, and  free  trom
Addresses ean be cuickly chauged when ne-
cessary, and new names added without trouble,  Having
the lists he ean madl intelligently, quickly and at small
expense personal letters, special cireulars, samples  of
stationery and so on. In this conueetion it is well to point

dead waoad.

out that the wholesale houses in many instanees ean and
will very gladly supply literator+ and samples for re.
tailers® use, and properly cucouraged cau be induced to
do a great deal more in this direction.

Anillustration or two in Hne with the foregoing sug-
zestion is in ovder,  The engraved ealling card is * good
form,”" and it is steadily replacing the hand-writlen and
type-printed eard.  The stationer ean get from a firm of
cugravers sample  cards to mail  to the *¢ Four Hun-
dred™ list: this with a neatlv written or printed letter
snggesting engraved eards either for own use or as
gift to some relative or friend; giving prices of plate and
Hor 100 eands. Tt is a foregone conclusion that the re-
furns on such o venture would repay  handsomely the
necessary ontlay,  Then, too, the stationer has succeeded
i putting very thoroughly into the minds  of his com-
nanity a fact of permaneut value 1o himself.



