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l IINTlS FOR'I HE, I)\E''SNG I)I.R'' N'

j 1~' III. l~a sucte Csfîîl Id ~Msng mian ina' nlncss

w bu a practi printenI consider such c-,;Ierituîîre fne o
the essemîtials b . ccess. ene rarcly finds a sîîccessfut eanivaI;-
ser who lias [Io raduate ~ronithe ranks. Th lis espIerienceL givL.s

one a great advantage ii the lire-
ç paralion of ad vert isenient s for

lirosl)cctiv'e îdv e.rrisers. Anîd 1
nî'îgliî sas., ifle 1 bave that
tboughît in ii îid, Oitla ibis %vill
be f<>nnd a l)oi%'erftil lever iii the
cultiation of advertîsenients. 1

liltegood advt rtising will 11.y
ils cîrleium. no coutire the
ilsn ci uflln Of coarte tvîa
sanie advertiscrnent %ill pay beîU

P"' ter in a piper lîaving a larger
circulation, covering cqual ly as

Sgood terrilory. Cotisequeîîîily,
tie grcatest difficulty is sur-

nîiounîed Mien you arc able Io get a contract froni a muercbant.
IL then rcsts witlî tlî advertising manager to see tit the idver-
tising is good. 'l'lie returns î%'ill certaimîly conie, and with îîeni
the renewal 0f future coîîtracts. IfC1 thimik a mercliant is about
ripe I0 do business I get out a nuniber of 111e best advertise-
mnents I cain think of and submnit tiieni io him. After lie
decides to go into adverticing I sc ibai bis ad vert isenien ts are
frcqucntly cbariged, give the mercnnntt ail the assistance and
advice 1 can, until, as lie sees resuits, he ivill graduall>' coin-
mence to give the subject dloser attention, and frequently
bccomies a permanent source of revenue to tbe j>ubliber.

HAVE \WRîYl-EN CONTRA.C'TS.

No matter wlîat the anlount is, invariably bave a written
contract drawn ut) and signed. WVbcn a merchant lias been
broughit to the point of advertising lie will not hcsitatc to sign .a
contract. He may think better of it iii a day or two and then
the missionary work lias igain ho be donc ail ovcr. And, whlile
you are talking a contract to a mian it is jusi as easy t0 miake it
for a year as for tlîree months. Wbcn I find an advcrtiser wlio
wants to advertise, but probably not to the exient of a year, 1
always draw up, a contract for a year, with the privilege of dis-
continuing i tic end of any quarter or six rnonthis ai a gridu-
aîed scale of rates. I have drawn uî) a good many conîracîs
thîs way, and 1 do îlot recall any who ever took advantage of
the privilege of cancelling. On the other hand, if you allow
a contract 10 lapse at the end of three montis, you nia>' îot get
your man s0 casily. In any event you arc rclievcd of tlie
nccessity or looking afier liim evcry tlîree or four mon ths, the
onus bcing on lîim t0 look after Vou.

IIONEST %ivEirSIN(;.
Fortunately for the advertising niager, the tendency to bc

perfcîly bonest îvith the public is becoming more and nmore
obscrved amongst merchants until tic red flig kind is each day
becoming the exception rather than the rule. 1 wvas talking ihie
other day to a Chatlîam mercliant wlio neyer adveruised. lic
kîîcw ail about tlîe prilncile of advcrtising. It is ibis class of
merclints whio have to be handled carefuil>' by the slirewd
advertising inan. Nothing plcases me so mucli as ta get close
to sucli a man. If lie wants to iîicrease bis prospcrity, 1 amn

pretty sure ofseeioîg bis nainie ai fli2 end ufain advertisemîîent iii
'l'lic journal. " If a riian wants 10 delude tlie pîublic," %aid thiIs
('liaîuî ni erchant, 'Iaîd alîract a large trade b>lis'îînins
I grant >'ou tilit newsl)aler shlaCe wvould bc valtuable i 11111i.
Now Ibis miercliant inerel>' represenîs a clas.- îtco lasy lis, cîy
are gradually disappering froni thie active aremia o. commineril
life. lie ivas ai) honest mîan and, froni luis point ol view, 1
cliaritabl>' suppose îliat lif. could îlot advertise bccauise lie culul
flot do so successfully and yet liomiesîly. 'l'lie nierclîant whmio
advcrtiscs somîîethinmg lie lias uîot got, advertises an article for
less îîoîîes Ilian lie Can seil i for, trusti ig to soine sclienie lis
whîiclî lie liopes to sell thie cusîu.îîer a limgler pricud article ifter
lie lias attracted lîmni to bis store by a false statenuent, wvill cdo
great liarni to lîurniself, and lie usuially does lu %tuchi aIn t\tctîl
tliat lie entlier faits or gives up advertising. Sucjî. t(lvcrti,itig is
ruitious Io amîy business. IL us better nul 10 advertise a'. aIl, for
Ilie merchant wblo does %wmll ofteîî driic away cld custunurs
wlîon lie lias deceived.

A FAI.SEj DOTRt(INE.

1 fimîd iii the May nunîber of a niontl> devoted tu the art
of advertisiiig (anl obscuire licriodical by tic way> ain article on

IModermn Advcrisimîg,» iii whiicli tlie merciamt is told t0 ".1doîî
a lîead line wlîici (tous îlot directly appl>' t0 your business." 1
fancy the fallacy of such a statemient %vill be: apparent 10 almiiosi
every advertisiiig mnm. If lie uîîdertuok to prepire adhecitise-
mîlents for a nîerchîant'îlîat did îlot directiy'app>' 10 lus bîusinîess
lie would hiave a lot of sore advertisers on liis liaîîds. I"amcy a
nierciamt talkimîg one îlîimg to lus ctistonier over a cotmîter whitle
lie wvas endeavorimîg t0 seil lier sonictuimg cisc. 'l'lie iewsîapcl)r
is simply a veluicle throughi wliicl lie talks 10 a great mail> cus-
lomners. I have spemît the t)cst part of i lire iii cducatiiig
mierchamîts to adverîise exacts, wliaî the>' have bo selI. A muer-
chant ciî't; be 100 plain iii lus advcrtisenîcnîs. If a mîanl iants
insurance lic îwill bu thinking of ilîsurance, anîd iliose conîpamiies
wlio kccp ticir nîaines f1051 proiimcmily before the public wvill
naturally suggcrt tliselves to hini Mieni lie is rcady 10 dIo busi.
mîess. And so il is witli cvcry bramîcl of trade. Emîcourage
niercliants to bc perfect>' [raîîk aîîd plain iii Ilîir anîîouiîce-
muiins. The>' wilI gel better returîls, aîîd you will have less
diffuculi>' iii kcepiiîg tlîcir nîaines on your advertisiiîg book.

SOI.ICITINc; Ai)viii;NC, 1W C0iRRESl'ONIENCE.

Solicitiîîg ad vert iseni en s b>' ixîaus of a priiîcd, circular is
neyer, or seldom, effective. IL is frequemît> a %vst of postage, aîd
while you arc spemuding the îliree centls, you migbt better give the
malter aîîoîlîcr momntî and write the idvertiser a letter-oie
iliat %vill leave the impression thai you were ii earîlest aîîd wure
reali>' anxious Io do busimîesà witlî iîîî. At tlie sainle tine aiîîî
to make your letter distinictive,, so huat lie %vil] recall your palier
t0 nîind Miecn you follow your correspondence up b>' a persomial
caîl as you are making your yearly rounds iii ilose oulside
towns wlicre advertising may be picked up. I frequemîl> eaul
oui an advertiser wvlo %vill recaîl 'l'lie journal by glancimîg up at.
one of aur large calemîdars, wliich 15 so striking that rnost. of
iliose wlîo reccived il preserved il. Otenî 1 bave lîad ani adver'
tiser say, Il Oli, yours is the paper iliat lias tlue bicycle routes
mbt tlîc counîtr>."

AmVul isîi;SciIE.MES.

I bave no confidenîce ,i advertisiîîg schenes oulside of the
colunîns of a newspaper. You caniiot coiisciciîiiotisly comn-
bine tlie two. Aîîy kiuîd of a Chîristmas or sinilar edition wvill
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