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(Coniitied.)
Some nîonths ago I puhlishcd, througli the Caniadian

Optcian, a small booklet, entitlcd "Your Eyes and Our
Optical Departnient."

One hundred and fifty thousand wcre sold in Caniada
alone. This booklet was designed principally to advertise
opticians in the smnall places, to whom, considering the srnall
numbers required and the large first cost, the printing of such
a booklet wvould be out of the question. I wvas rnuch sur-
priscd to find that most of the orders were from, dealers iii the
cities and large towns, and who wcre already enjoying large
and renlunerative practices, while the orders whicb did corne
from the smaller places were invariably frorn successful
opticians. The saine rnight be said of the advertising plates
which I placed on the market some months ago. My inf'er-
ence is, that by constantly embracing judicious advertisim.g
schcmes, backed, no doubt, by a thorougli knowledge of
refraction, these successful men have bujit up their large
I)ractices. A business which does flot obtain new trade is

bound to go backward. Certain of your old custoniers will

Silver Plated Table Ware XVhat ils

desert you Iljust for a chanisge," others wvill tie attractcd by
more entcrprising comlpetitors, sorne will becorne dissatisried
in spite of every eFfort to pîcase, and iliose loyal custorners,
whose trade no inducernents cati dctract-ncl their naines
are flot legion-wiII die. T1hcy ail illust be replaced with new
custonmers, or your business will gradually fail to pieces.

Another reason why business expansion is imîlerative to.
d-y : Every year the public dcma,îid greater stocks to select
frorn, and in ordcr to make larger stocks pay, a larger patron-
age is essential.

I have arranged to issue another edition of Il 'our Eyes
and Our Optical Departrnent " carly next year, as 1 arn positive
that booklets of this nature ivili prove to be paying advertise.
ments to dealers iii sr-nall places. I inean to use iny leisure in
%vorking up booklets on the lines suggested in rny prcvious
article, satisfied that if followed out properly they ivill be of
great service to the retailers. l'le subject matter, with illus-
trations, I hiope to set forth iii future nuinbers of this series.

T1he rnosi important feature in hooklet wriiing is wa tell the
public what is to its interest. For instance, iii an optical
bookiet a scientific text book is not necessarily a Ilspectacle
seller."

Technical diagrams look learned, yet arc mnystifying.
Siniplicity is wanted.

"lA relative elongation of the antero-posterior diameter of
the eyebaill" is the definition of nîyopia, or nearsightediless,
in an advertising l)ooklet which hiad a large sale in the United
States.

1lIoîv, by the aid of this definition, can the casual reader of
an advertisernent know if lie is nearsighited ? Are flot the
chances against his heing able to understand the rneaning of
the words used, or are we to expect that the recipient of
these advertising booklets will beconie fascinated by their
nmystical language, and flot rest tilI lie lias mnastercd each
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Our Purchaslng Motto Is
"'Not how cheap, but how good."
As no lEsiert. except by actual assay, can
judge 4-f the thickness of the plate on which
the durablllty depends.
We confine aur purchases ta the houses whosc
reputatian has been ettablished, and whose
guerantcc Is unquestiocable.
The BaxIng of our SIlverware adds ta lis
Atiractlveness as presents.

JAMES SMITI
Solontiflo Optlol.n,

MOONSTOWN.
No. 64.

We Seil MURINE at
5Oc. per Lottle,

RICHARD ROEl-
Ophthalmlo Opticien,

JONESTOWN.
No. 65.

form a particularly
appreclable preseut at this
season,
In them the Useful is unlted
with the Ornamental
Our collection is rich and
varied.
Our assortment of the renowncd
",Lemaire" being partlcularly
complete.

JOHN DOE & CO.,
Jewers and Opticlan1,

SMITHVILLE.
No. 66.
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