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ADVERTISING PAYS.

Some of the richest business tuen in
the world have. spent hundicds of thous
ands of doflars ettt peonle hnow
who they are, where they ate, and what
they have to scll, and continue to follow
up that plan, but no matter how hard
you try to drive ie into the craniums of
some business men, you can't make them
believe that millions of dollars are in
vested annually in adsertising.  lHere are
a few facts and figares that can be easi'y
verifted. For instance, there i+ Harper's
Magazine, which derives a yearly income
of 150,000 from its advertising patrons
in its twelve issues. Pear's Svap pays
$9.000 u year for a swgle page in the
Conlury, Luoch Moryans Sons spend
annually S300,010 to keep * Sapolio™ before
the public. As for John Wanamaker, it
has long been known that he pags a man
210,000 1 yearr to write his advertisements.
In 1838 no less than $110,000,000 went
into newspaper advertising in the United
States.

AWHAT 1S AN an?

A life blgod of modern business.

A money maker, getter and saver.

Allash of information to all the people.

A lever of trade,

The mine that yields pure gold in large
dividends,

The key note of progress in the march
Lo succeess.

The dealer’s sure road Lo success.

A vacdium for the increase of business.

That ~hich bo~ms the place and en.
riches the advertiser.

A meaus of communicating items of
inserest to wide awake people.

An intelligent message to intelligent
people, profiting sender and receiver.

Per<ounl and public benefits are de-
rived from its judicious application.

A notice that brings best returns for
the least money.

‘The cornerstone of the tewple of For-
tune.

The power that starts and keeps trade
in motion.

The electric power controlling trade.

Aun infallibie bait to eatch customers,

An indispensible medium to  suceess
and business enlargement,

A hielpmate to prosperity in business.

The “hamited express™ on the road to
sSuCCess.

Aun clectric current that propels the
wheels of cominerce.

THE RULE REVERSED.

There is probably not oue who can better
testify to thic falsity of the old proverh,
that **the barrover is servant to the
lender,” than can the grocers,  As the
Retail Grocer says, experience huas con
vinced them that as long as they refuse to
Jend their Ruods to e rianin elass of cus:
tomers it is casier to please them afierthe
goods have been loaned to themy  The
lender becomes servant to the barrower at
that time, amd no wmatter iow mueh the
atorckeeper tries to please the customer,
hie fails in hisability o satisfy him, until
finally the borrower concludes that he iy
not bicing served properly and he with-
draws hi3 patronage, forgetting, however,

Ito pay for the goods that have been bor-

rowed by him,

When the theory of the above proverb is
applied to borrowing money from ‘‘an
uucle,” who demands good security before
he parts with his eash, we do not claim
but what “the borrowes i< servaut to the
tender," beeause the lender is secured in
his position. But what sccurity does the
tradesman have for the goods which he
aells on eredit? And how little difference
is there between the value of a dollar in
coin and the amount of groceries that a
grocer gives for it?7 Why does he not for-
tify himself so that he need not become
the servant when people have his goods
and he has the account in the books to
ghow for it? ‘There is as much reason for
the grocer to claim security before he parts
company with his goods as there is for the
“uncle” to test the value of the security
offered before he makes any advances
thercon.

The less credit & merchant gives the
more friends he will have in time to come,
Personally, he will be appreciated and
numbered among the leading merchants
in his class; the goods he sells will be
satisfactory to his patrons and he will
build up a reputation for being one of the
few merchants who does business as busi-
ness ought to be done. It will not be
stated of him that he has overcharged
anybody. nor that he sends poor goods
because some money is owing to him ; nor
will it be laid at his door that he gives
short weight s0 as to muke up his losses.
And there are numerous other calumnies
with which he is charged to-day that will
never be attributed to him after he stops
selling on credit.

Almost every cnemy that a bu<iness
man has is the result of his flist giving
credit and afterwards trying to collect the
bill. e hias no business to worry people
who would rather owe money than
swindle. \When he tries to collect the bil),
it iy not generally stated that he does so
because the customer has transferred his
patronage to some other person, and it is
only spite work on the part of the grocer
that prompts him to enforce the collection
of his vill? 7 1l this a wmerchant receives
beecause hie asks for no sccurity when he
parted with his goods on a promisc to pay.
If groceries can not bie hought on credit,
onc may rest assured that always enough
cash will be reserved to pay for them.

AP it e
CREDIT INSURANCE.

A speaker at the recent commercind
credit. congress outlined the gencral plan
on which the several credit insurance com-
panics now in the field are conducted.
Among other things, he said: The plan
contcmplates a contract entered into be-
tween a merchant and an insurance com-
pany under the terms of which the mer-
chant himsclfl stands losses umi! they
reach a certain agreed percentage of his
sales for the period covered, such percent.
age. which we may term the “initial loss,”
being intended to represent an ordinary
yearly loss or, more properly, what said
uerehant might Jose without ity being
considered a scrious matter, the company
insuring him against loss in excess of
such percentage. Iunsurance caunnot be
safely issucd against all loss noragainst

slight {luctuations ; it is not practical, nor
is it at all eggential, because what we ex-
pect can be provided for, A merchant who
loses ordinarily $1,000 is not seriously
affected if he loses §1,100 or 81,200, and he
who loses ordinarily $10,000 does not feel
especially nggrieved when he loses $11,000,
or cven $12,000; but should these same
people lose $2,000 and 820,000, respectively,
they would feel that they had had a bad
year, and insurance can be safely made to
cover excessive losses of this kind. The
* initial loys,” therefore, must be some-
what above the ordinary yearly loss te
provide for slight fluctuations.

One great difliculty that such companies
have had to contend rwith is the lack of
relinble statistics regavding credits. When
the association now forming as a result of
the congress gets into operation, an effort
will be made to compile justsuchstatistics
as are needed and place them at the 1is.
posal of the credit insurance companics.
The latter are still in their infancy, and
cananot be ¢aid to have as yet secured the
confidence of the business conmunity, the
principal reason of this probably being
their newness They are making progress,
however, annd as many good credit men
endorse the idea, will undoubtedly succeed
ultimately. - Dry Goords Reporter.
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BIG BANK NOTES.

It is said that two notes for one hun-
dred thousand pounds ecach were once
engraved and issued. A butcher who
had amassed an immense fortune as an
army contractor in war time went with
one of these fifty thousand pound uotes
toa private Lanker, asking for aloan of
five thou<and pounds, and wished to
deposit the large note as security with
the bank, stating that it had been in
his possession for several years. The
sum asked for was of course handed over;
but the financier took occasion to hint to
the holder the folly of which he was
guilty in hoarding such a sum and so
sacrificing the interest.  “That is all wery
true and sound sense, sir,” replied the
man, *but I likes the looks o' the crittur
sowery well that I have got t'other one
of the same kind at home.” A wealthy
but eccentric gentleman in London once
framed & bank post-bifl for thirty thou.
sand pounds and exhibited it inhis study.
At his death, which occurred f ve years
later, the extraordinaty picture was
promptly taken down from the wall and
cashed by his heirs. It is gaid that
several years igo, at a nobleman’s house
in the neighborhood of the Marble Arch,
adispute arocc ahoul a certain passage
which was declared to be Scriptural. A
learned dean who was present denying
that there was any such text in the
Bible, the sacred volume was called for.
After considernble »earch, s dusty old
Bibie which had lain upon the shell
since the death of the peer's mother—
several  years  before—was  produced.
When the volume was opened, a book-
marker was found in it, which upon
cxaminution proved tobe a bank post-
bill for forty thousand pounds. Why it
had been placed there was never dise
covered. Perhaps the old Jady bhad
thought it a good mecans of inducing her
son to scarch the scriptures,



