_Into

BOOKSELLER AND STATIONER

SOME SUGGESTIONS ON WINDOW DRESSING

A HE question of window dressing is one which, in the
ommon of the writer, has ‘far too little attention
paid 1o 1t O course {he topic, on its successfu

accomplishment,  is frziught  with considerable difficulty,

but never must 1t be forgollen cven for sixty seconds
that it is, so to speak, the index 1o ihe-contents. of ‘the
establisnent. That fact heing granted, it therefore be-
comes  appatent that the subjeel is one deserving of the
most serious consideration -on the part of the retailer
anil those wholesalers whoe mahe any pretence at window
dressing. When the thing has to be-done it is:no use re-
marking  to yomsel that awindow aressing is an awful
aufsance ** Phat is very well known. Rverything that
eniails work amd thouglit is a bore to many people, yet
it- is absomtely ossential to the success of a business
that the window should be well and smartly dressed. It
s one of those troublesome incidentals -of life which have
to-he attended to if one is 1o reap the full benefit of his
trading. Customers come and. stand in {ront of tlie-shop
and 1ook into the window 1o-5ct il what they are in
search of is there. H it is not. perhapsthey go to the
wstabilishment, Where it may_ possibly -be on view.

Info_thal {rader’s pocket gécsiihefﬁxdnc)z.'il!ro\;ab,lj it

would -have been in -yours ‘had the -same article beenon

wew, ’
Naturally in such a small -compass as a window it
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would be simply absutd-and unreasonable to-presume-that
e uadar can Squecde into s limited spacc every-
gliing 1hat his shop containg, and -no-sensible-irader, with
& love of order. would-endeaver to-do so. What the -busi-
nes= maz sloes 18 lo-comnune, as it were, with himsell
an the advisabibity of exinbiting Uns article -or thay, al-
wass Deanue in mind ibose lines wineh aite newest and
-most constanty in denand. Having come to 2 final de-
cision on the matier, he seis Ius assisianis cleaning the
wandows. Loth fuside and out. This having been-accom-
plishedd. e trader begius o {orinulalc his scheme -for 1l
showing of his goods 1o lbe best advaniaze. Something
in This dine, one of Yhese, amd 5o on until the shop win-
dow is the ndex 10 the contenis of ke shop. Tle care-
5wl 13aider does Tot shoot n lis goods as a coal caiman
Jolivers a ion of fuel, he bas everything in order. The
tromt pordien of the window comes Mst, aud the sacceed-
mg lavers in due course, putil all is Nopished, and e
whole presents the Jooboran with a campact idex- of what
the oxtabhshmmest ean supply, and what obsolele lines
pave made toom fof the very falest production.

1g s manner ihe ader does much. not only to 1w
1a3n Bix togular customers, bul alsn 1o Luild 1ip the trade

-esting-fact. that-many methodica

sull futther, There 1s nothing thal the avérage -person
likes mote, than a smartly dressed window. It is to that
establishment he Wwill go in preference o all others, and
it is into that trader’s banking account {hat -the money
goes.  Another thing, the trader stiould be careful about
is ihe corcet ticketing of all the goods displayed, No-
thing is so annoying to-buyers who go in after a- certain
article that has taken their fancy, than {o-discover when
they are in the shop that, owing to some unforseen -cir-
cumstances, the price marked-on the goods is not the.cor-
1éet one. Without casting reflections on the trade-as a
Wwhole, we-know that certain traders think that thissmodo
of procedure-is a smart way of getting the-cuslomers in-
side their establishments, It may be, but did they -only
know the damage they inflicted- on their -business, it is
questionable whether they ouldnt reconsider -their line

of action. Whether -1hese customers who, to-put it mild-

ly, have been- “gulled” will again -patronize that parti-
cular -business s -open to considerable doutit. Anyhow,
{he writer-for one, having been- bitien himsell in this re-
speet, would not think of going -into-the shop where -he

Tiad--previously “been. *‘taken in.” Perhaps_ traders do-not

know this; -but the_-writer -is- acquaint rith-the-inter--
‘the ‘shop ~where, -in-then own —language. -t

ugwindled:’* Whenever opportunity ’oci:ursfft}hey—xnjéﬂt‘g(nj

1he name of the establishment to theiv friends, saying,
“Don’t go there, old-chap,’ or, My -dear, 1 would net
wiink of shopping there,”” and the Jncident is related-Tul-
Iy, Wwith-perhaps-a little varnish, which adds -color tothe
affair. The trzder should: see, thercfore, that this paiti=
cular way of-doing business-docs-not pay in the-long ran.

While on the same-subject, let me Tevert again 10 -the
actual window dressing. If you really don’t think you-are
capable of dressing your shop window in such a-mannet
as will atiract passers by, and your- old-customers-among
them, ot vour dislike-of the work prevents you-from-put-
1ing your -Whole-soul-inie the -operation-and therehy spoil

1he result, 1 would strongly advise you ‘to-put somchody

on the job who really likes the work. It will pay you-

in the-end.

Don't Torgel also 1o always have a fow lines ‘handy
fnt the-children, and Jdet the -children ¥now you-have got
e, Sooner or later they will drag papa -or mamma,
or both. into -your-establishment, and it will-be a ques-
tign of ~Poor Pa o1 Ma {slight devigtion from old-time

ditty) Pays » YLastly, always present plenty of attrac-
tive new lines aul lave the window well lighted -inside
a% well-as-out. -
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