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ON ADVERTISING BOOKS.

11 book husiness w Casada, from the Tetaler's

pomt of view, has not prosed itsell to be a

very remuneratine one, due i part to the com-
p;u:.unrl_\- small tutnover i the side of hooks,

attd 1 pert to the cutting of prices by departs

went stores and the  altendant hurtful atluence on the
seneral trade A the sadqe time 3t may he said with a

gond deal of truth that the average retal bookseller has

tot doue all that is possible e hehalf of s own busi-
s,

Canadians are readers, perhaps not always reading the
best chess of lerature, ut none the less readers. The
prevalence and mae of pubbe hbraries are evidenee of this
fact  But st cannot be said that Canadians are hook-
puvers  To be a buoh-buyer s a distinel advance on be-
nu; a booh-teader  To convert readers into buyers s the
busifieas  of the hookseller, and the success of his hook
department  hnges  upon s ability to wmake s com-
mumty & consumer of books.  To accomplish this v no
rasy ia.\k. 1t s not my purpose an this article to in-
\("\.llgal(' the causes of the condition of affaurs existing,
1 ois rather to sugeest remettes, af 1 ean.

No bookseller can hope to m he a success of lus baok
department without a =y wpathetic hnowledge of s busi-
pess 1t he s not a bookman, a book enthusiast, he as
mot hkely ta mpart amn real book-hunger o the people
of his commumiy. Ol courae, 1t s possaible for a man
the book business waith hitle ke for and knowledge of
Books 1O CREAES S0Me YoulE Uik or wolan ftted to take
charge of s book departiuent, atd in this way to over-
cotne the ditheulty e must otherwise encounter.

Fhere are to be tound successiul booksetlers whao them-
welves ate not bhook men, but thet are suceessful becaunse
‘hev cmploy competeat kelp In the smaller stores autl
wm osmaller towns g2 may not bhe pessible  from the
Gretlv bsiness o of view o emage a speeial sales-
taan for the book department, vel s such eases one need
ot despatr of hulduge up a sery gratfyng hook trade.

The firat requsite s knowledge~hnowledge of  two
thines—hooks and the people 1o whom one expeets to sell
The first hnewledae s the most readilv acquired  Cata-
tones Feviews 1n the newspapers and magazines, and, the
advertisenients of hooks, Which by e way constitute a
fasrdy  trnsaworthy andex of the books that are selling
turnadt s hpowled v 11 1av not be posstble for the
bookseller 1o avquamit lmselt with the character  amd
cutidenta o1 the hooks of the day by readmgg them, “hat
wenld Bbe too e a burden to ampose Tudeed 1t s net
fivtasaty that  the  dealer ghould read all the books he
<eliv yeldic can avquire by one wicans and another  a
cuicienily aceurate adea of the  books he handles or
Qiould handle, and havg this htowladge be is 1 a good
posatinn e help these Whoe luek to lim for assistance and
ditectiolr A a means to tins end the dealer can give or

Iend 2 book 1o sotee ot of lits custoners Sho s comes ‘({T
-

a2

tent to perform the task, to review the book. This esti-
mate trom  a local dividual written out for display in
the store or in the window or published e the focal pap-
er would certainly result in much good.

Tahing 1t for granted that the bookseller knows hooks
the next thing for him to know is the tastes and purchas-
g power of  the  people of i constituency,  This is
hnowledge that can be secured by some dilligent effort.
One way is to familiarize oneself with what is being read
by the communmty . A study of the atnual reports of the
local public librarv will prove profitable.  Another way
I by neeping an snquiry or record buoh. Following upon
this there remaing to he learned and listed the names and
addresses of the bhookish people in the town and surround-
my country.  The card index system should be used for
this purpose. It will be found worth while to record on
these cards as much data concerning the tastes and book
purchases of cach  individual as can be obtained. Then
whetiever & book  appears that  is likely to  inlerest a
prospective buyee a post card after the manner of the one
hetewrth suggested can he mailed :

Dear (Madam or Sir)
We hring to vour notice the bhook entitled
by with which
we shall be glad to supply vou. ‘The price is
—~——————_  We belicve this ook is one that
will appeal to your tastes.  May we send you
a copy

Yours truly,
THE BOOKSHOP.

Such cards i blank can be printed at small cost and
can be mailed at no expense of time or trouble worth
reckomng.  That the sending out of cards in this way
will produce a good many orders in the course of a year
that would otherwise not be fortheoming is practically
certain. Moreaver, their influence from the point ol view
ol advertising s of the greatest possible value.

There remamms for consideration  the use of the local
paper. but 1 shall have to leave for another time the
question of ook advertising as it concerns the use of
newspapers. 1 shovld like 10 have said, also, something
on the subject of school book advertising, and hope in an-
ether article 10 be able to take up 1his interesting proh-
lem,

TO THE TRADE.

The resmlts from the Copp. Clark Weekly News have
so far heen very satisfactory.  Sonie of the trade, how-
ever, have mistaken the purpaese of the card.  They have
sent it back with their order written upon it.  The ecard
is pablished mainly as a business tonie to keep the book-
seller in toneh with the company’s hooks. Prbably the
kest place for it wonld e inside the cover of the hook it

s aheut. It s not an order card.
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