B well-worded, neatly displayed

advertisement is a finger-post on

the thoroughfarc of business, ever

- %, . "pointing the wayfarer to your
- ”f“"‘ =%, place of business. Where should
this finger-post be crected 2 Sup-
posing three or four roads lead
. to your place of business, you
would not thmk of p]acmg this finger-post on the road travelled by the
general public when it could be put right in the path of your customers.
No, you would be too near-sighted for that. Still that is what many are
doing e:very day in the matter of advertising. You plant small advertise-
ments in numerous publxcatlons hoping, but doubting, that they will bear

fruit, and if they do not, you say “advertising don’t pay.” -
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THE ARGUMENT against advertising, that it does not pay, is as

senseless as the argument against cating food, becausc some fools have ’J
;
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made themselves sick eating some kinds of it.

You do not speculate when you advertise in Tui Dry Goovs Review. .

The best evidence -of the value of a paper as an advertising medium is its
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ability to secure and hold the best paying class of « 'vertisements. There-
fore, we are in it. Tur Review's success will be due to the fact that we
will study our advertisers’ interests. That fact will become more and more
patent as time goes on. Have you ever seen a more.attractive paper? The ]
time has now arrived when you cannot do business without advertising; and q‘
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" the sooner you see this the sooner you will make money. Dropusa '}
. M - _" "‘ “—;":"‘.H . .'." :._,

card for rates.



