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rITHIN the. last thirty yeairs general commercial adver-
tising bas made immnense strides. A perusal- of the

,azines of 1890 will show that the advýertising e! that
%vas crude and elementary compared te the finished pro-
o! to-day. This, o! course, la due in no aniail mïeasur(

h. imprevemnents la processes o!' reproduction, but mioat
ýejy to the. effect of intense spe(iailizing in the modern
netlaing art.
Bank advertising has flot kept pace with the publicity
n to the. retailer or the mauatrr'The reason is net
to seek. Uritil very lately ail the banks, in Cainada at
t, seemed te indulge ila the saie fiat, atale and unprofit-
ni.tbod o! advertising, whicb invariably censisted either
Lbald statement of the. bank's nam-e, birthdfay, address
resources, or an imposing statistical table o! figures,

ldatlng the recent pos;ition o! its finances. This %vas not
?rtising. The man on the. street or on the. farmn was littie
reted or dld net understand, and these so-caiied ada
ived net even a cursory glance frein ail except perbapa
w senior bank officers (for- whom tbey were net intended>

stray lnter.sted shareholder or two.

SPrecedent WasHIard to Break

It appears that during ail those years ao0 one e! the
çs would venture to become a bold pieneer in advertis-
anSd break the. deadly menotony of business ca'rda or bal-
i sheets. W. cannot believe that during this long period
joyous effusions of assets and liabilities that ahl the
ci w.r. dead to the. value of their great article o! stock-
.e-service. Se we must revert te the. first solution
assume that the. so-called dignity ef past generatiens
in Ieash ail the seductive inducements which now begi

hwthemaelves te tempt the mas;ses te brave thie awe-
iigbronze grille.

o us. a slang expression, the. man who bas sîlk, socks,
adnsfor sale, "bas the. bulge" on the banker in the
wiigfield. la the first Place these are actuai coin-

itegood to wear or te eut, and their very quality sella
io odmns thein. Again the. bouse that bas a repu-

>n mo upplying a good article can sell on its reputa-
SIn addition te the. actal goodaess of quality and the
&cieappearance of certain goods and their containers,
wiseveno dds the. main drawing carda e! wbut batiks
to ffe-srvlce ail courtesy.

RecigDiRrent Cls fso Custoiners

The hartredbank bas reaiiy but on. great big trump
sevc.Tere are seyeral butika in Canada, strong,
tby nd idepred. cheque, a draft, a deposit, or a

in ny oeýi pretty mnuch the, saine as a cheque, etc.,

in any other, but it is ini thé manner of the recePtion anci the
sucesfulyexpjrcssedo wvillin;,iess to serve, that the choice

lies.; theseý arie the deciding factors. 1 have alrvady referred
to advertisinlg as an rtl but 1 arn liow temte te au it a

scec,ý so1 wilI coprmsead statv that the art of the
banks_- in býringing îhe gnrlpublic to their wickets la de-
ývdoping into a s4cience; just a1s general advertising bas al-
ready :,~e the distinction of havi\'ng becýýomeý a perfected
science with correspondence ýschbnnls to unfold its mysteries
throLighout Erpeand America. In concrete form, suceces.a-
fui bank advcrt'isýing consists in rvpresefltiflg in termis of
puiblicîty tne .methoâs adopted by succesýsful bankers thei-
selve .. Th_ý, the inducoment3 offered tu the differeni. coin-
ronc.ît parts of the gencral publie seek to he applicable te
the-ir several lines of business and so couched as to arouse
intereast f'Lr "4interest," is the btnll's-eye of ail advertising,
:î1id *'attention" is the inner circle. A man's attention must
be gained before hie is interested. It is obviously incongruous
to appeal to the average fariner wjth a bookiet showing,
say, tabuiated statements of the. imports of ship supplies
with custom, dixties thereon, and veiy indifferent would be
the shipbuilder to advertiaing matter pertaining tu agricul-
ture. In like manner the. wiae bank manager taîks tUn cane
te the tinker, crops to tihe fariner, etc.

Catches Readers Off Guard

Mankind universally craves entertainiment, not neces-
sarily ia the forin of a theatre or a bail gaine, but somnethirtg
te amuse, to interest, tu divert. Although the average ma
la busily occupied the greater part of each day, he instine-
tively turns his attention te soin. relaxation during bis apare
turne. Apart froin outdoor exercise probably the. most popu-
lar pastime Wa reading, and right here la, where the. adver-
tiser gets his inninga. Even the. golfer or the pedestrieJi
la often driven inidoors through stress of weather. By far
the greater part of advertising then faces us when we are
ia the mood to receive and b. interested, but it mus.t b.
interesting or attractive, or both. And right here la whei'e
the bank must attract and intereat, ln the daily or the per-
ledical; otherwise it will receive but scant attention.

Althoughi I have accentuated service as the leadlag
stock-in-trade of the banker ln bis publicity, there are otiier
resolvlng factors ln the angling for business through the
press or by means of' blotters or bookiets. There are the.
elements o! safety and efficiency, but these I regard as rather
legs deslrsble points to b. used for advertising purposes,
as it ia possible te put sucb a construction upon theni as te
lead to iavidious comparison. The batik of to-day that bas
a amali and limited aphere of action ntay, and hopes te b.,
the Gibraltar of finance of to-flWrrow. Rome was not built
la a day, and ail the great financial institutions Once occu-


