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WALL
moring racks where it hangs in large loops, and is moved
slowly over steam pipes.

It is then carried through the main printing press, cach
roller printing in turn. From this it comes out with the de-
sign completely printed. Mcanwhile it is dried by mcans of a
similar process to that employed before, and then run up into
the rolling machines, where it is cut off in rolls of 16.yd.
lengths.

The fiver grades of paper, after heing printed. are drawn
through a machine composcd of rollers vibrating rapidly, and
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view. If possible it will pay a dealer to have ideas of his own,
derived from a personal investigation of what kinds of paper
are meeting with popular approval. Tosecure thisknowledge
&thuk paper is invaluable, provided it makes any pretence
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PAPER

attractive. If he will insist on keeping his stock of wall paper
amidst a jumble of other stuff, and showing it in & confused,
ill-lit corner, he will presently realize that his business in that
hine is not what it should be. Even though his store is
crowded and small. he should yet find some means of closing
off a scction by means of screens or partitions in some
brightly-lighted corner which he can devote exclusively to wall
paper. A rug on the floor, and two or three artistic chairs set
off the apartment nicely. The niore artistic he can make this
department the better for hisbusiness. It wereasordid person,
froc if "~ : influenced, even though it were ever
I -right surroundings.
‘cat factor. and probably the principat
:r. At the back of all truc salesman-
g% t we arc back at the old necessity re-
imate acquaintance with the wall
™ who can speak fluently about what
. what Mrs. So.and-So is buying for
at the fine points of any particalar
jkely to make & sale than the man
$ book of samples, and proclaims
ol one before it.
Fof the character of a customer is also
Ridulged and others driven  The man
nd acts on whathediscovers makes
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WALL PAPER DISPLAY.
I N the wall paper section. there should be as little sugges-

tion of the shop as possible. The customer has to be
made to feel as if he or she were in home-like sur-
ndings. It possiblc, the piles of wall paper in stock

arcful review of the wall paper situation. . W
n the secong W v g hounld be kept clsewhere, or else covered up with draperics.

At one corner of the depart-
ment therc should stand a dis-
play rack covered with na.
tural colored denim. Near by
are tbe books of samplkes and a
fcw rolls of the latest papers.
With this cquipment the dealer
should be prepared to make a
most cffective display of his

id not boast the presence of somce individual of rather superior
artistic tastes.  1f possible the services of this person might be
enlisted at thebuying time. It would scldom be necessary to
pay for such assistance.

Thirdly, most towns have certnin houses which are
decorated after the Iatest styles, and which are canscivusly or
unconsciowsly imitatedthroughout thetown.  If the dealercan
show gaods ** very muchlike Mrs. So.and.Sohasin herdrawing.
room,” he is muve likely to sell them, than if he cauld not
institute any such comparnisan. .

The advantage of having a harmanious stock must be
emphiasizcl  There must be na discordant note, when the
dealer showa his senies of papers.  The customer must be
assored of the fact that lux sclection is tasteful and correct,
and has not been made in a haphazard manner.

Lastly. the dealer should alwavs have & full stockan hand.
He sunst never be canght at the fag-end of the acason with his
stock low and cunscquetiv with a pous sopply of papers from
which to make & sckection.

HOW TO SELL. WALL PAPER.

NE of the chicf requiremients in making sales of wall
() paper. after & carcful sclection of stack has been made,
13 that the goods be properdy displaved. A great deal
depends on eavirunment, and & dealer cannot apend tvo much
1 making hin wall paper section brght, cumfurtable and
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stock.

Some arrapgement by which
the light may be brightened
or darkened ix also beacficial. The dealer should endeavor 1o
make the room correspond as closcly as possible, in the matter
of light eficcts, to the room which is to be papered.

Not a few dealers fail to realize the Rreat possibilities of
their show windows for making displays of wall paper.
Unless 1t be in stures devoted entirely to wall paper, it is
acldom that a window dresscd with wall paper is scen. And
vetit is comparatively easy work to make & window look
most eflective in this way.

From the freak window, in which the colored ends of rolls
arc formed into a Union Jack, or some other design, to the
Invishly hung window. fillcd with the richest and most expen-
sive paper, is a long call, but there is a happy medium. A few
rolls of harmonious design, hung Rraccfully over a simple
frame-wark, make up as pretty a window as one would like to
scc, and onc that is simply and rapidly constracted.

Apart from the window and the regular show.room. it
must be confessed, thereare fow ways of displaying wall paper_
The sole fact that must be impressed is that barmony is the
great desideratam.  No two jarring colors or designs must be
allowed to come into cluse proximity to onc unother.

A little fact worth noting is the use that may be made of
the pile of rolls of paper when they arrive. Heap them up
before the stare and prepare o big card. On this card writce
1 Iargce Jetters as many facts about the shipment as possibl.
This will attract atteation.
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