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THE MONETARY TIMES

Advertising Business Methods.

MANUFACTURER, WHOLESALER,
RETAILER, CLERK.

Would a free sample copy of the publication

AD SENSE

interest you? We can truthfully answer for

you “ YES."
A postal card will bring it.

To its thousands of occasional readers we
we will say that this MODERN, FAULTLESS
EXPONDENT OF ADVERTISING JOUR-
NALISM is published in CHICAGO, at 373
RECORD HERALD BUILDING. Its thou-
sands of regular readers need no information
on this point.

The subscription price is 1.00 the year and
the PREMIUM OFFERS on the side will be
of much interest to you if you have an office
or a store.

All sample copies are equipped with the
egulation subscription blank.

Every Business Man

in search of valuable up-to-date Ideas
should send tor a copy ot

Profitable Advertising.

[t contains rrom 8o to 130 ﬁlges of original text.
profusely illustrated. TEN CENTS for a sam-
ple copy. $2.00 for 20 Months (until the end
~f 1goz). After June, subscription price will be
$2.00 per year. Address

Profitable Advertising,

Boston, Mass.
KATE E. GRISWOLD.

Two dollars means only two hundred cents, but an
idea may mean two thousand dollars.

Nationgf Banker

; 84 & 86 La Salle St.,
Chicago, Illinois. ¢

A journal of national circulation. Is
read by bankers, capitalists, investors,
retired merchants. If you want to
reach a good class of buyers and the
moneyed and investing public, advertise
inthe National Banker. Sample copies
free. Advertising rates on application.

“Short Talks on Advertising

224 pages 123 illustrations; sent post-paid
on receipt of Frice.

Paper binding, lithographed cover, 25 cents,

Cloth and gold top, uncut edges, $1.00.

CHARLES AUSTIN BATES
Vanderbilt Building, New York.

‘“ Mr, Bates' Masterpiece. It is interestingly and
ceadably written—more readable than one would believe
ssible on so hackneyed a subject as advertising—and

t is illustrated by pictures intended to lend a humorous
turn to many of the sentences in the text. For those
who want a general idea of advertising principles, the
book will be found valuable, and .even the readers to
whom its subject is more than familiar will find it an
mteresting companion for a leisure hour. It is full ot
upotheggm.ﬁweryl lone of which rings with a true note.”

. P. Rowe

“ Excellent Work."—Buffalo Evening News.

“ Interesting and profitable.”— Baltimore Herald.
'l'“ Lively and Sensible."—Philadelphia Evening

(] am.

+ Handsome and Clever,"—New York Press.

# Should be read twice,"—Cleveland World.

# Should be on the desk of every advertiser,”—Cleve
and Press.

 Best thing we have seen."—Buffalo Express.

“ Most practical and helptul."—Minneapolis Journal

“ Every agv’fnlser may read with profit."—St. Louis

'08t-Di. C

“ Mr. Bates has rendered a service to all progressive
business men."—Philadelphia Record.
“ Mostr nteresting of all instructive Books."—Buflalo

TIimes.
“ Full ot ideas of value."—Cleveland Leader,
“ Nothi vt oF place.”— Buffalo

Commerocial,
* Full ot snappy, commonsense hints."—Boston 4a-

vertiser.
¢ Striking and readable.”"— Baltimore American.
¢ Cannot fail to prove interesting."—Pittsburg Press.
‘ Should be in the bands of every business man."—
Philadelphia Ledger.

PROTECTION IN ENGLAND.

At the autumnal meeting of the British
Association of Chambers of Commerce,
held at Nottingham, there was a discus-
sion on the tragde question.

Mr. Stiebel (Nottingham), moved:
“That this meeting of the Associated
Chambers of Commerce of the United
Kingdom is of opinion that the time has
arrived when the fiscal policy of this
country ought to be based on motives
of expediency and no longer only on a
rigid adherence to the so-called principles
of free trade, and that copies of this re-
solution be sent to the Prime Minister,
the Chancellor of the Exchequer, and
the president of the Board of Trade.”
He said when free trade was first ini-
tiated in earnest by this country, the
United Kingdom had many advantages
over other manufacturing countries, but
since then circumstances had very much
altered. We had allowed other countries
to charge our goods heavy, sometimes,
prchibitive, duties, without retaliating;
we had let all their goods come into this
kingdom free; we had allowed them to
make our market the dumping-ground of
their surplus production, sometimes un-
der cost price, whilst they had the
monopoly of their home markets, where
they got enormous profits by reason of
their progective duties. We threw all our
colonies open to foreign goods, with the
sole exception of a small differential duty
in Canada. In South Africa we were
peuring out English blood and treasure
amid the ill-disguised enmity of most for-
eign countries, and yet they knew that
we were fighting their battle of trade, and

that English rule in South Africa would'

mean an open door and prosperous trade
to them, whilst the colonies 'of foreign
countries are walled round with protec-
tive tariffs against our goods. Was it not
time that we should say we would not be
bound to any principles of so-called firee
trade or any theories of any kind, b.t taat
we should do what we thought most ex-
pedient in the circumstances of the time?
The people of this country were too sen-
sible to wish to levy import duties, as
long as it could be avoided, but it was
time to resume our fiscal liberty and in-
dependence.
Mr. Kyle
the motion.
Mr. Harold Cox (London), moved an
amendment strenuously resisting any at-
tempt to change our present policy,
which, he said, was adopted from con-
siderations of policy alone. If we did
change our policy a war of tariffs would
result. Our great interest as a manufac-
turing nation lay in our exports, which
had made us a wealthy nation. Was it
common sense to risk the millions repre-
sented by our enormous export trade in
order to secure a limited home market?
Mr. Thomson, president of the Man-
chester Chamber, seconded the amend-
ment, which was supported by Mr. Ham-
ilton (Southampton), on the ground that
any interference with our present system
would mean the dislocation of trade. Mr.
Tonks (Birmingham), supported the re-
solution, as it would do good in causing
the Government to look into the matter.
:Mr. Carver (Nottingham), and other
delegates protested against the discussion
of free trade versus protection.
After some further discussion, . Mr.
Brittain (Sheffield), said we were on the

Knox (Belfast), seconded

‘eve of important negotiations with Ger-

many and other countries, and that made
the present discussion very unfortunate,
especially as many of the delegates did
not know what the resolution meant. He
hoped the motion would be withdrawn,
so that there should be no division taken
upon it. (Cheers). .

The resolution and amendment were
then withdrawn amid cheers.

American
Newspaper
Directory.

Tells the circulation of all American
newspapers. Revised. corrected and ve-
issued every three months. Sixteen
hundred pages: Price Five Dollars a
volume or $20 a year.

BATES.

The American Newspaper Directory is
the only reliable guide for the advertiser.

No man who advertises can afford to
do without it.

What Bradstreet and Dun are to the
mercantile world, the American News-
paper Directory is to the world of peri-
odical publications.

A new advertiser will get from the
American Newspaper Directory a better
idea of the greatness of his country, and
the tremendous possibilities in newspaper
advertising, than from any other source.

If an advertiser spends only $100 a year
he should have the American Newspaper
Directory. For his business may grow,
and his right expenditure of his money
become increasingly important. The time
to learn how to spend $10,000 a year is
pefore 1t is' spent, otherwise the spending
may be disastrous.

Many times the best paper in town
costs the advertiser no. more than the
poorest. The American Newspaper Direc-
tory tells which is which.

The paper that was the leader in its
town five years ago may lag behind to-
day. Even one year may witness aston-
ishing changes. 1f you are spending
moeney for publicity, it is vastly important
that you should know where to get the
most of it for the price. The American
Newspaper Directory gives not only the
present circulation rating of every paper
in America, but shows their history by
(uoting past ratings,

The book costs tive dollars a copy, and
a single reference to it may readily save
or make many times its cost.

All newspaper directories but one are
crroneously optimistic about circulations.
The American Newspaper Directory may
occasionally err on the other side, but
that makes it all the safer for the adver-
tiser.

: CHARLES AUSTIN BATEs.

New York, June 24, 1gor.

SAPOLIO.

A growing need created it—the adver-
tising agency system. One of the earliest
and most successful workers, George P.
Rowell, is still in the field. He originated
methods. Others foillowed. A first early
step in advance was his publication of a
list of all the papers—the American
Newspaper Directory. He has never
ceased to love it, and labor for it. Soon,
out of the gross stupidity of iitation, it
became a rule that every agency down to
those of Oshkosh or Oklahoma, must
issue its own directory. An awful waste,
for not more than one out of ten was
worth shelf room. If the National As-
sociation of Advertising Agents could
agree long enough to buy Mr. Rowell’s

| Directory, publish it officially, and drop

all the others, it would accomplish some-
thing. :
ArTEMAS WARD,
Advertising Manager for Sapolio.,

In Fame, March, 1901.

Five Dollars a Volume or $20 per an-
num. Sent, carriage paid, on receipt of
price. Address

GEORGE P. ROWELL & CO.,

Publishers American
Newspaper Directory,

10 SPRUCE STREZT, NEW YORK.




