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10 THE -- DRY -- GOODS -:- REVIEW.

EMPLOYER AND EMPLOYED.

N Euglish wltllonntre who auc-
_A ceeded In giving a powerful

fmpulse to a branch of home
induntry was asked what were, In his
opinfon, the real caunes of the succeus.
His nnswer wax: I always sought
out the right man for a glven hranch
of the concern, and I left him full in-
dependence. maintainlng, of course, for
myaclf the genceral aupersiston.” “Did
you never fafl to flud such man 2
was asked, ' Never!” was the quick
answer.

This ts Indeed the necret of snuccess
when a maa muwt employ others to
transact minor parts of his busjuess,
1{e must fiest be able to discern and
appreciate n guod man and place him
in the proper position. Then he wmunt
learn to trust him and teach him that
he is trusted, and ot uutll this sud-
ordinate has responsibihty laid upon
im will he develop. Load him with
care and with a responsibility which
he cannot shirk, and then it there 18
anything in him, he will show 1t. The
employee must e subfect to general
supervigion, but he must have also a
certain independence, a certatn sphere
within which he can be monarch of
all hic surveys.

Not only does this cduciate goml em-
ployees, but it alko gives the proprie-
tor more time for thought concornlng
the general matters of Lis bhusiness and
leaves hilm more wpen to apprecinte
and acecept the new fdeas in the business
world. A pronilncut commlsslon er-
cltiant, the other day, remarked, con-
cerning a buyer in the twced depart-
ment 0! a large wholesale house, that
he was a xrand wman, Intelllgent, cn-
zapable and business-lihe, but be snfd
he had once great fault. He tried to do
everything in the department himsell.
Bealdes buylng, hie tried to do all the
aclllug. checking, ticketing, correspond-
ing, etc., and was thua worrying him-
self almost to distractivn with work
which hls assistants watched him do.
He did the work simply because hie had
got into the hiabit of thinking that no
one could do ft. properly Lut hlmself.

‘The man who wialica to succeed in
buainess muat cease to worry ubout
ttle detalls, Methods do not matter
«o much as loug ax the anme end s
galned. The hicnl business man does n
tot of work swith hls eyes, supervising
by looks not words, seelng everything
but remarking only {lagrant faults,
who knows how and when to direct
hix employees, but vhose great attens
tion 1a bestowed on the larger nnd
more responsible dutics of hila bukiness,
where mistakes mean hundreds or thou.
xands of dollars, not everlastingly wor-
rying over mistakes clthier fancled or
which cost vut & few cents. He must
neglect triflea and encourage his em-
ployees to tend carcfully 1o them, by
making theia fully  responsible for
those maatters to which he cannot at-
tend.

WHEN ADVERTISING DON'T PAY.

Many busincaa firms who ought to
advertise perafstently refuse to Jo #0
because they have tricd advertislog to
a lmited extent and falied to got any
Alrect benetit from . Thelr trinl of
the experiment began and ended with
au fnsignlllicant card contlinued for per-
haps three or six months, and the
result, of couree, was what might hinve
been expected—a dismal fatlure. The

money expenued migint have been put
to bhcter use, we confens,

No one with ordinary common senke
ought to expect a very smnll adver.
tinement to pay unless it Iy continned
for n very great length of time, [But
small advertisements  are something
which should never b encouraged, 8.
peclally when they apply to housex
which can afford to advertise on a
lnrger scale. They are rarely, it ever,
sntlefactory, Lecauae they can never
bring the results that advertining
should bring, when it s done at all.

Judicious advertising always pays.
The use of the right medlums and a
proper proportion of apace, to enable
the making of an effecctive display, are
always productive of good resulty, and
when advertising 1s done on this plun
it 18 never discontinucd by lUve business
men who have anything worth adver.
tising.

We never hear a complaint made by
any buxfness house that advertislng has
not paid them but we can caslly trace
the cause. The firm In question has
either advertised In o half-way fashion
or dbeen too tlinorous to stick to It
until the reanlts were satisfactory. -
Dry Goods Chronicle.

WIDE-AWAKE ADVERTISING.

In a certaln town fo Western Outarlo
there was to be a huge unlon Sunday-
school picnic on n certain day, and no
person surely would connect this with
advertising or business. But onc level-
headed dealer dld connect this picnic
with fils bustness. LEverybody golug to
the plenie—that is, every mother of a
family and o faw others—were gofag to
take something to eat. They were go-
ing to take a basketful to augment the
general supply, and a great many of
them another amall basket, with just
a trific or two stored away; something
niee for Jimmy and Mary. if they got
hungry between tlmes, or on the traln
going home. Now thls wlde-awake
dealer got up a nlee advertisement. It
wasn't a huge display advertisément,
with type two Inches aquare and a huge
saucy hicading and some sluug phrases.
Oh, no! He was writing that adver-
tiscment for quict, tasty mothers, and
he hed 1t set up in a quict, tasty man.
oer. He always has nice advertisements
and lic keeps the same space, and people
look for his advertisemcut, just as they
look for the pluce where the editor puts
the marringe notices. And like these,
too, he changes it once a week--that
I8, once every faguc. You never raw u
marriage notice in two ccasecutive ls.
sucs of a paper, A!d you? Well, then,
why should an advertiscment appear
twice? Secing that people knew hls
apace and lvoked for it, he put a quict
heading, slmply tie word *'Picnie.”
Thnt was cnough. Everybody was in.
terested beeaune they were intending to
go. and wondering what the wea. lier
would be lke, ete. Then he told tliem
a thing or two nbout that picnle in a
nlce brisk, crisp style, and sald a few
things about his baskets; the kinds
sulitable for a big lunch and the kind
suitable for n small lunch., He didn't
eay they were the cheapest and Lest
On carth: he slmply told them lhe had
some nlce baskets, and he knew that
they were autable for plenlcing, and
that the prices were rigis. The ad-

vertlsement was set up In plea type, on-
livened In one or two pluces with a
Itne or o word in larger or more strik-
fng type.

Awnke, thou advertlser that sleep-
est! The fvlde-awalke merchant s al-
ways looking for the thoughts of the
people that he is writing to. and like o
personal letter, he avoids saylug the
same thing twlce, He tries to tell hir
customers something fnteresting., He
watches events and fits his business to
them wheuever poseible. He learns,
i e can, sumething stirring nbout the
manufecture of & line ol goods he
s aclling, and Imparts to his custom-
era this Mttle plece of luformation, not
in a lordly way, huti lnr 2 Iriendly, con-
verantional manner. Freshuess marks
the production of the wide-awke mer-
chant's brajn and pen  Suitablencss
is another great feature of them; he
doesn't advertlse furs in August, or
pocket diarles in July. Moreover, he
docsn’t slhiock people with a slangy,
wordy advertlsement, but, as has been
polnted out, it ix fresh, crisp, and suit-
able.

Mr. J. K, Tilden and Mr. J. M. Lot-
tridge havebeen elected by acclama-
tion to the positions of president and
vice-president of the Hamilton Board
of Trade. Mr. C. R. Smith was re-
clected secretary-treasurer, Mr.Tilden
has since resigned.

Wyld, Grassct & Darling are open-
ing some large shipments of neckwenr.
In derbys, knote and four-in-hands, the
Ieading things are sprig and floral de-
signs on plain grounds; the only stripes
being the vertical. English collars are
shown 1n varlous heights and suitable
shapes.

SUMMER TRIPS.

CRAND TRUNK RAILWAY.

The Popular Route for Tourists and
Sportamen.

When planning your annual tour remember
that this company controls over 4,100 miles of
rai{lway squipped in the moat approved modern
style, passing through a magnificent country
uoted {or its unsurpsssed fecilitiea for sport.

A Few of the Principal
Resorts.

PORTLAND, Me.~For doep sea Sshing.

ANDROSCOGGIN LAKES (via Rryant's Pond or
Bethel)—-Excellant trout fishing and game large
and amall, of every dascription.

THE WHITE MOUNTAINS (via Gorham, N. H.)
—For trout and varioties 0! game.

THE SALMON RESORTS of Quebeo, New Brup-
swick and Nova Scotia, reached via Que

LAKE ST. JOKN REGION. vis Quebeo—For
ouanauntiche, trout, caribou, bear, moose, beaver,
ottor. etc.

THE RIVER ST. LAWRRNCRE, {ntho neighbor
hood of the line for 400 miles—For mnascalonge,
pike, bass, whitefish, plokeral, parch. -

THE THOUSAND ISLANDS, via Gansnoque or
Kingston—~For piokerel, black bass, musoa-
longs, plko. N

MUSKOKA LAKRES—=Tho best place on the con-
tinont for fshing, shooting and camplng. All
varioties of fish wnd game.

PARRY SOUND ANDGEORGIAN BAY,reached
via Penotang. Midland, Collingwood, eto,, tor
blw.tck bass, pickerel, deer, partridge, bear, otter,
[

LARESONTARIO, RRIE, HURON AND MICHI1-
GAN via stations at all principal ports.

LAKE SUPERIOR, via Colllugwood, Wiarton,
¥arniain connection with -:oumhlp Unes.
For through fares, tickets and turther intorms-
tion apply to the Company’s Ticket Agents. 7



