
88 THE MEN WHO ADVERTISE.

seen in every publication in the country. His advertising expenses alone are
over ten thousand dollars per month. Including postage and circulars, the
entire advertising expenses will go hard ou to iitteen thousand dollars per
month for the winter months. To-day, Messrs. E. C. Allen & Co., of Au-
gusta, Me., are doing the largest business of the kind ever done, and owe
their success entirely to liberal advertising. "Iwillsucceed," said Mr.
Allen,at the start, and the willand the advertising didit.

This firm gave to Geo. P. Kowell&Co. last fallan extraordinary con-
tract for advertising. The agreement specified that the advertisement
should go into every daily, weekly, semi-weekly, monthly or quarterly in
the United States, and ithas accordingly appeared in over four thousand
five hundred periodicals. Ten thousand dollars were ]^aid in hand before
the appearance of a single notice.

Advertising. —
Publishers of newspapers should unite to fasten the

conviction upon the public mind ofdiscountenancing a certain system ofpro-
fessed advertising that is hurtful to them, and of no real service to business
men. Let us give instances :A dealer is approached by some oily-gammon
persou, who descants upon the advantage of having his business card
presented, with that of others, upon some sort of sheet, with a frame about
it and an outre picture in the centre. It is represented that great numbers
of people look at these homely sheets attentively and constantly, and
straightway go offand purchase of the dealers whose names are on the sheet
in question. The latter are often flattered into the belief that their names,
thus so conspicuously posted, really attract great attention, and bring mar-
vellous remuneration inthe augmentation of their trade. If such a one will
take the trouble of going to some leading hotel to ascertain how many per-
sons look at the advertising sheet inquestion, he Avillfind that scarce a man
in a day does so. Yet twenty or thirty or fifty or a hundred dollars are
sometimes thrown aw ay yearly in this worthless style of advertising. The
same amount paid to established newspapers of the best kind would infallibly
bring thousands of dollars inadditional sales.

Much more may be said as to Avasting money by advertising on bills of
fare at hotels, just as ifbusiness people who resort to this city idle away val-
uable time by long sittings at breakfasts and dinners at hotels. (So of
advertising on theatre or concert bills. People go to such places for
pleasure. They, for the time, throw off thoughts of business. Besidts. in
the dim light between acts, the advertisements cannot be read. There are
many other like forms of spurious advertising upon which, in the aggregate.
a vast sum is cast to the winds or the waters by the business community
yearly.—X^utionul Tnte^igcneer.


