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HOW TO ADVERTISE

Salem Dry Grods Merchants
Discuss Methods.

PRESS CLUB BIVES A BANQUET

Leading Advertiners Say That the
Daily Papers Are the Best
Medinms of Gnining
Publicity.

SALEM. Xov. Z—(Special)—The Salem
Press Club gave a banquet at the Will-
amette Hotel this evening in honor of
the drygoods merchants of Sulem. L2
purpose of the pecasion was 1o bring

the advertlsere and publishers tlogether
for a discussion of matters of mutual
tpterest, and In this respect, as in every
other, 1t was n compivte success.  All the

drygoods houses In Solem wore repre-
sented by the proprictors or advertising
munneers, ond the discussinns were most

intercsting and profitable. The fruitgrow-
ere, the wooigrowers, the hopgrowers and i
the dulrymen have long reeognized the
walue of mectings [or an ¢xchanze oOf |
ens, but this was the first time mer- |
chants have ever come together here o |
eonsider a subject of great lmportanoe (0

all-methods of adveriising.
Formal xddresscs were presented by A

Holtz, advertiser for Meler & Frank,
tn Portland; E. G. Jones, advertising
manager of The Portiond Oregonian, sand
D. A Diasmore, advertlser for Josegh
Mevers & Sons, of Salem. Al the busi-
ness men and nd writers took a part in

the general dlecusslon, After the mem-
bers of the club snd theif guest= had
partaken of a  very delightful repast,
Provident E. Hofer cailed the assem-
blage to erder and sannounced the num-
bers n the programme. In thé abscnee
of Messrs. Holtz aud Jones, thelr papers
were tesd by Messrs Frank Davey and
R. I, Hendricks, respoctively.
Paper by E. G Jones,

The following mble paper on the sub-
Ject of advertising., prepared by E. G.

s
Jones, advertisipg manager of The Port- |
tand Orcgomion, was rend by R. J. Hen-
dricks, of the Salrm Statesman, in the |
gbsenee of Mr. Jonvs;

No subjet has chiimed gréeater atten-

lon In the Industrial znd commercial
world during recent years than the ane |
of legitimate advertising. From a spo- |
radic growth extending over halfl a cen-
tury or more, ante-duting what may best |
be culled the present era of modern ad- |
wertising, the subject of exploiting hon-

wstly-mide goods In a way that has ben-

efited burer and seller alike, may be sald
to have been the offort of bright miods
during the past gquarter of a contury
alone,

Todny the espenditure for advertising
is looked upon ms a wise Investment,
within the lines of a strictly legitimite
ocutlay, by the moet progressive busl-
ness men of the country. Many of the
great fortunes made in commercial pur-
sulte are the direct results of wise ad-
vertising mothods, methods adopted by
far-seelng mea who realized fipst. that
any «ffort to sell commodities over a wide
distributing district, or within s restrict-
&d territory densely populated, carried
with #t the necessity of claiming “the
largest possible €hare of the buying pub-
lic's attentlion, snd second: after people
had once been indueced to visit the stores
of the advestizers the wise policy of us-
fug his patrons well; a little better than
theso same people would be used Ly com.
petitore who did not advertise.

Won Fame by Advertising.

The names of " A, T. Stewart, John Wan.
amaker and Marshall Fleld, are enoogh
in themselves to warrant the assumption
that 5 man 1o sttain the highest success
In commercial pursults most advertise.
As a corollury to this statement, s care-
ful study of the business conditlons of
any city, say ke Portland, will convince
even the man who his precopceelved ldens H
that advertising does not pay. that the
business prople who have made the most
money in Oregon's metropolls since the
memorable panle of "6, are the men who
bave recognized the wvalue of gdvertls-
Ing, and who have backed their good
judgment by reguinr expenditures for ju-
dicious advertising.

There is"the taint of the charlatan and
hie mothods, that in the prejudice of the
layman still sticks to the subject of ad-
vertiging generally. In this connection it
may be well 1o recur 10 the fact that
many honorable pursults of today were|
once under the embargo of proscription
by organized soclety. Three centurles
ago; for instance, actors were listed as
rogues and vagabonds. Even g8 lale as
the early part of the nineteenth century
all socisl recognition wais refused mem-
bers of the dramatiec profession by peo-
ple of standing and probity, who made
any ettempl 1o lead well-regulated lives,
As the drima today hus not been purged
of all that lpgthd. features objectionable
to the sight and testes of a virtuous
peonie, so advertising stiil remains listed
as one of those puorsuits In which the
way of the fakir and the charlatan is
made easy.

While intelligent advertisers, those men
who dizcern to & purposs, and who make
reguinr and large sppropriations for ad-
vertizing purposes, neither countenance
por recognize what are best knowr as
“fake’’ advertising propositions, it still
remains us o (act, that the leading citles
of the country are persistently and with-
out hindrance, muilcted out of large
amounts on which the advertising pro-
' moter (and the dishonést man generally)
waxes fat. The cfforts of the advertlsing
fakir redound to the discredit of even le-
gitimate advertising, and as a natural
seguence, In the minds of the unthinking,
~which Includes within its boundaries
many business men of standing, a stigma
sttaches to the subjectNof ndvertiging
genernily, a prejudice ke every deduc-
tion of a warped judgment, that it s ex-
“tremely hard 1o overcome,

In many of the professions where ind}-
vidual preferment depends largely on
the favorable recognition of a purchasing
public, advertising that ix paid for ls re-
garded as wholly bad. The stand against
advertising taken by physiclans for in-
stance Is not the logical sequence of a
consistent course. The reputable physi-
clan who adveriises Is not called upon
to follow In the footsteps of the quack.
He may seck the indirect methods of ad-
vartising that even the moet representa-
tive physiclans resort to. How much
more becoming to his dignity and to his
slocerity, however, would it be for the
man of standing In the profession to an-
noeunce through the public press, which
reaches all the people, hils specialty, his
office hours, the college or colleges from
which he holds dlplomae, and the leading
hospital or hospitals in which he has en.
joyed the benefits of a full port-graduate
course in practical clinles. If reputable
. physicians advertissd. there would be no
room for quacks. Dignified advertising
by the profeeslon would educate the peo-
ple from whom the physiclans, ke men
In other pursults, derive thelr support,
and it would tend to corrsct many of the
abuses that physiclans of the “regular’
schoal have decried in vain,

Ad Men Who Get E26,000 Salaries.
Advertising serlously studled, and hon-
ently followed as a calling, ls a pursult
that hax aljready clalmed the attention of
many of the brightest minds of the coun-
try. There Is no feature connocted with
thelr businese that commands more se-
rious thought by the management of

many of the leading industrial Institu-
tions of the East today, than that of ad-
vertising. The advertising of thess houses
fs handisd by men of capacity, many of
them coilege Dbred, men who command

salaries ranging from 000 a year up to

$5.000 2 year, and even more, .

The amount of serious attention given
to advertising, by even the most repre-
sentative men of the country, Is not ap-
prectated by the reading public. Every
gtneral pasienger agent of a leading
trunk line of railroad in America’ today,
for Instace, understands fuilly the wvalue
and the methods of good advertlsing. A
striking {llustration of success in the ad-
vertising fleld is found In the career of
George P. Rowell, hend of the. advertis-
ing agency of George P. Rowell & Co,
publishers of “Printers’ Ink” and of the
American Newspaper Directory. Mr,
Rowell is a representative man in & busi-
ness way, he stands high soclally, and
he §s & man of such strength of chirac-
ter that he could only be 3 sucesss In
any cailling that clalmed his sttention.
AMr. Roweil has devoted his whole Hie to
the subject of advertixing: In this pursuit
he hag not only amassed a fortune in his
individusl right, but he has, through his
work of handling edvertising successfuol-
Ir, made fortunes for men engiged In
legitimate lnes of business, where fai]l-
ure alone would have been recorded with-
out the prop of good advertising.

The publishers of all the leading news-
papers In the Unlted States today are
men who bhave thoroughly mastered the
ecionce of advertléing. Publishers who
have made the greatesi success of adver-
teing are men who have worked along
the lines that promiscd the greatest in-
dividual benefit to the advertiser him-
self.  Advertlsing that does not pay the
mann who buys the space, cannot be made
profitable to the puper that has the spuce
to #¢ll. Llke success In other lines, the

| grostest bensfit accrues to the publisher

when he is abie to gauge the wants of
hiz patrons accuritely. The peblsker
wht tuters a: carefully to the needs of
his patrons ag he does to his own =elfish
ends, best subserves his own Intereste,
fins Made the Modern Paper.
Mogfern advertizsing hasx made the mod-
orn paper. Ag an educational factor In

the opiifting of the masses. the nownpa-
per occuples nearly as prominent a place
us the publle school Hself. Without the

revenue from advertising, the publication
of the great newspaper of today would
be Impossible.

The compicie pews service from all
parts of the world, a source of knowledge
that adds to the profitable enlightenment
of the people as a whaole, s handied bet-
ter by American papers than this service
I= handled by the papers of any other
country on the globe, Milllons of dnllars
annually are expended In gathering and
editing thi= news, news that every day of
the year is disseminated to even the re-
motest parts of the United States. Just
what the deprivation of this newsa means
to a reading public may be attested by a
single experience Iln the publication of
The Oregonlan.

During the labor riots In the Coeur
d’Alene Mining District 8 number of
yrars ago, after several days” Interrup-
tion of means of communication between
the mining centers and the outslde world,
the management of this paper diapatched
a speclal mounted eourier to the mining
district, laden with all the Oregonlans he
could earry. In the demand of the resi-
dents of the Coeur d'Alences for news,
the courler was virtually mobbed when
he reached Wardner. His slender stock
of papers was soon exhausted. Coples of
The Orvgonlan he carried to the mines
wera readily sold at priees ranging from
% conts to §1 ench.

It is the man alone who has bullt up
& successful modern newspaper that has
any just appreciation of the task he has
performed, and of the piractlcally unsur-
mountable difficultles any other man
would meet who should attempt to follow
In his footsteps. The highest commenda.
tion the public can give the efforts of the
successful publisher I found in the
anxlety shown to avall itself of the news
service offered dally by the representa-
tive newspaper, when the public k& tem-
porarily denled this privilege. As a lead-
Ing factor that contributes so largely to
the suvecess of modern Jjournallsm, the
subject of logitimate advertlsing may
well eluim the attention of all the reading
public.

It s arti®es of merit alone that will
stund the strain of persistent advertishig.
Dishonest methods of advertising will no
mores succeed than dishonest or question-
abie efforts in other pursults. Among the
proprietary preparations  even, artlcles

‘like Cpstoria and Scott's Emulsion of Cod

Liver Ol arc standards of excellence in
thelr respoctive llnes. Castorin s reg-
ularly prescribed In the practice of the
leading physiclans, and 8cott's Emulsion
I# recognized as the leading preparation
of medicinal cod liver oll on the market,
These articles have been advertised per-
alstently for years past, and thdir sale
has baollt up princely fortunes for thelr
proprietors,

The Royal Baking Powder Company to-
day virtually controls the manufacture
and sale of high-grade cream of tartar in
the United States. The appropriatlons of
this company for advertising at different
perfods during the past 15 years have ap-

Jproximated JL0GOM & year., Bix- years

ugo Mr. Hoagland, the proprietor of the
Royal Company was offered $18,000,000
cash for his business by an English syn-
dicate. The profits of thils company at
that time aggregated something like
5,000,000 annually.

There may be today én the American
murket baking powders just ns good as
Royal, but even the most eminent chem-
ists do mot contest the statement that
in the scientific preparation of the Royal
brande, the highest perfection has been
attoined.

It will be found that the business men
of Portland who advertise the most ex-
tenaively, sell better. goods at lowsr
prices than the firm that does not nd-
vertise, It Is an axlom of advertlsing
that large regular appropriations for se-
curing publicity cannot be made by firms
who do not deal honestly with thelr pat-
rons. Customers who freguent a store
thut is advertised largely, buy better
goods at lower prices than can he soid
by firms who do not advertise, The cus-
tomer of the firmm which advertises is
wilted on more promptly, he is arcord-
&d better treatment generally, than dom-
inates the policy of the storq run by the
man who does not believe in ndvertising,

In one gtore Is shown the tendency to
adopt modern methods, to perfect that
metchless sy=tem of handling trade which
benefits buyer and seller allke, an effort
that carrles with it the laufable desire to
rapldly increase the volume of business
regularly handled. In the other store is
noted the careless methods of the provin-
cial shopkeeper who accepts the little
business that comes his way, and who
handles even this amall trade hadly. Com-
petition today is &0 keen between differ-
ent houses in all lines, that the one study
of progressive business men generally is
how to s=ell better goods than they have
been handling at constantly lower prices,
The one hope of compassing this end, as
all wide-awake men know, Is found in the

| efforts made to increase the volume of

trade regularly handled. A business man
may increase the sige of his stgek, he
may enlarge his gtore, he may have sea-
sonable goods to offer the public at prices
below those of his competitord. He may
have all thesq advantages, and more, and
¥et If he has not adopted some effective
method of disseminating the information
of his enterprise among the buying pub.
e, he will ind that the heavy expend)-
tures he hys mnde in his attempt to add
to his facilities bhave not been warranted
by the results he has reaped.

In any discussion of the subject of ad-
vertising it may be sald, In concluston,
there are two factors which must de-
mand the best attention of the advertiser,
These are methods of advertieing and
the selection of profitable medlums,

Advertising Must Have Method.

Without method, advertising cannot be
made to pay. As an instance of this, I
remember that a number of years ago a
prominent publisher of the Bast sent out
an sgent with o carload of standard books

"It Is a paper of stan

to be sold in Portland. This agent wis
authorized to expend $50 for advertising
in The Oregonlan. On my asking him
just what kind of sdvertising he wanted
to do, he expressed himself as favoring
the use of small space, to be run during
a period extending over one month's time,
the whole service to cost him not to ex-
cecd $50. Here was something where the
advertiser wanted to reach the ear of
the public quickly andl effectively. Any
experienced advertiser will recognixe
clearly the Impracticability of this
agent's proposition to The Oregonian.

I told the agent at once that he would
reap no apprecieble benefit from his ex-
penditure for advertising after his ldeis,
in even as good a medium as The Orego-
nlan. [ suggested to him that he spend
his full appropriation of §& In a single
issue of the Sunday paper. He had some-
thing that the public wanted, and an an-
nouncement covering merits of his pub-
Heation through the columns of The Ore.
gonlan in Itself must possess a sirong
news feature that would appeal directly
to The Oregonlan's readers. The effects
of thiz advertlsing were Immediate. On
Friday following publication of the no-
tice, the same agent called sgaln at the
business office with the statement that he
had arranged for the sale of the entlre
carinad of books, nnd that he had piaded
an order for a second carlond by wire.
He authorized the [nsertion of another
advertisement In the Sunday issue fol-
lowing, with the statement that if this
seconid insertion should cost him a [Mtle
more than §50 even, he would not mike
any protest.

There are two things to consider In nd-
vertlslng. One Is the direct news value
of an advertisement, and the other is the
necessity which may exlst for forcing
an advertisement on the attentlon of the
reader by prominence In display or by
prominent locution in n paper. Women,
faor Instance, Are conastantly looking for
bargalrs In stiple artleles of every-day
use. The advertising of leading dry goods
stores and department housss possesses
a news value Hitie, If any, inferior to the
value of the news ruh under the most
startling headlines of the day. Time mble
advertising of tranrpoftation companies,
merchants’ ncvertising generiily and
other advertising of a strictly loeal char-
acter, hns a news wvnlue in iteelf that
commends this advertising to the direct
attentlem of the rander, to the bmmediate
bencfit and profit of the advertiser.

On the other hand there is much adver-
tising done at a profit where the reader's
atiention s gairsd only at the expénse
involved In the use of large space prom-
inentiy dispinyed: where adverusing s
forced on the attention of the prospective
buyer., A man, for nstance, may have
8 very attractive offer to make covering
the sale of especially desirable residence
property, with a bullding clause attached.
Hils offer may be Jjust the thing that
many people waint, when thess people
have once been made to fully understand

the merits of hls.proposition. The pro-
moter In thls instance, however, does
not overlook the fact that matter he

mnay offer for publicatiém possesses in
Iteelf no news feature, unless ha can force
hi=s advertising on the atteniion of the
reader, His campaign, like the campalgn
of many others who have valuable com-
modities to sell (iUfe Insurance for In-
stance), must be one of educatlon and au-
dacity. He must not only gain the ear
of the public but he must ba sble to hold
the publie’s attenilon after he has once
been mecorded this hearing, by plaosi-
blity sand by enterprising methods that
accord any man a recognition. In dispos-
ing of his property, he may be conferring
on the purchaser a real beneflt, yet his
advertising, if placed afler the methods
adopted by the successful merchant In
seoking pubileity, would only rosult in
fallure.
Selection of Medinms.

The most important selection the ad-
vertiser is called gpon to mike Is one of
medlums. Men have grown gray in the
attempted solution of this problem. One
fact, however, confropts every man who
may mike any serlouz attempt to atudy
advertising: successful advertisers do not
patronize promoters of advertising
“schemes,” The fakir and the ¢harlatan
ere gilven a escant hearing by the man
who advertises after legiumate and el-
fective methods,

The best effort wide-awake business
men can make I to getl together and talk
advertising. It 1s the consensus of opln-
fon generally among successful  advertis-
ers, that the one medlum worthy of the
greatest recognition, that can be called to
the ald of the business man in hls of-
forts to exploit the merlts of the goods
he may have to offer for gale to the pub.
He, Is the daily newspaper of standing
and prestige.

A little serlous sttentlon to this sub-
Ject will convinee &ven the casual ob.
server of the advantages of the medium
which has an cstablished clreulation. A
paper that is published regularly has a
clientele of readers. The paper l8 some-
thing that s looked for, It Iz sought
after, and If It s a paper that covers its
own fleld, the territory in which its in-
fluence Is supreme, matter that may ap-
pear In its columns Is glven an amount of
publicity that can beé secpred through no
other channel, at o cost thit makes other
mediums available to the advertlser.

Lot the Salem Beard of Trade, for In-
stance, publish an attractive pamphlet.
Let thls pamphlet pozsess all the feat-
ures of fine typographical makeup, hand-
rome (lustrations and well-written sub-
Ject matter. After thls pamphlet muy
have been lssued, let the business men of
Salem, who may be most interested In
the venture, attempt to clrculate to ad-
vantage 10000 copfes of this pamphlet
through the agency of the Board of
Trade. The promoters of this effort after
the attempt has been made will have,
learned an object lesson on the subject of
successful advertising.

Now if the Salem rd of Trade, with
its high standing. its worthy alms, and
with {ts backing of the most representa-
tive Interests In a prosperous city, finds
difMculty In securing profitable wide dis-
tribution of a good publieation, what
can be sald of the advertising In apeclal
“schomoes™ that have not character, not
eren stabllity por respectablilts, not to
suy snything of good intentlons, behind
them? It can be jaid down as a general
rule, that nearly all special advertlsing
propositions not backed by some leading
paper, or by some firm wholly represen-
tative In Its character, are {rauds. And
yot there are men, all publishers know
these men, who regularly . prey off the
publie In thelr work of furthering the
interesta of advertlsing “‘schemes™ that
are whelly devold of any real intrinsic
merita

Gooda that will stand advertlsing must
beé scasonable, Advertising of thexe goods
must be placed before the attention of the
purchasing pubiic promptly, and the me-
dium seiected for this advertising, to be
avallable, must enjoy n large distribu-
tlon over a considerable extent of ter-
ritory. Programme advertising for gen-
eral lines {3 not effective, because It does
not reach possible patrons qulickly
cnongh, Circular advertising, unless made
Incldental to greater efforts in the use of
newspaper space, Is not good advertising,
because the man who resorts to the me-
dium of elreclars for exploiting the mer-
Its of his wares, has not even the as-
surance that his clrcular matter will find
entry to the homes or the stores of the
people he may want (o reach. The mer-
chant knows, on the other hand, that the
dally paper does enjoy a regular circula-
tion. He himself reads the paper at hias
breakfast table, or by the glow of artifi-
clal light after his day's work Is done. If
and respectabll-
ity, he not only reads It himself, but he
knows that the paper claims no less at-
tention than he has glven it from the re.
malning adult members of his family.
This paper not only finds an entry to his
home, but its welcome In the homo cirele
Is & cordial one. With the evidence off
the value of dally newspaper advertising
canstnuntly before him, one of the marvels
of modern times Is that the business
man of discernment will patronize the
average advertising “scheme,” advertis-
ing, s0 far as

that has been wasted by good people
through this ¢hannel.
Helts on Securing Results,
The address of Manager A. Holts. of
the advertising department of the firm of
Meler & Frank, of Portland, was in part

as follows:

1 presume that you expect to hear from
me n few facte regarding ?cru.uln., e~
peclully upon the subject, "How Se-
cure the t Resuits,” and 1 nt-
tempt, In as few words as e, Lo
give you the beénefit of my- twelve years
experience gs an ‘'ad-smith" ge de-

1 of ad ma —res because
n?‘thc rmn:g:rnnlched to results,
laborious ause of the Infinite detall

involved, and worrisome because of the

various standards a5 to what constitutes

wod work, plus the uncertainty of sat-
actory returns,

Ads, Must He Correct.

In the preparation of copy, In our gtore,
Vel item that goes (hto our ads 1a
“0. K.'d" three times. | make it a point
to mee everything advertised, elther In
stockrooms or by inspection of samples.
Noar Is this all. 1f dublous, for example,
about the value of certain clotbing listed
for advertilsement, I might see one or Lwo
of the salesiadiex and ask thelr opinlon.
Of course, they would not know whether
it had %0 threads to the inch or 92, but
they wouid come pretty near knowing s
value. :

Attract Attention, Then Convinee,

Attracting  attention ls, of course, an
rll-important factor in advertising. Many,
however, Seem to consider it the sole
aim and end. Be that as it may, Its value
depends Jargely upon how it Is secured
and what & muitiplicity of methods are
used to secure it. Hardly any two ad-
vertissrs agree thercon. Some place a
high valne upon devices that would be
grorned by otoers, We have In mind at
the moment, for example, a shoe manu-
facturer who advertises lnrgely in trave
papers and who Is willing to pose as &
clown In any of his ads, If thereby he
cun attract attention. He makes a cheap
grade of shoes, but rsrnbnbl{ the best on
the murket at the price. In any event
he has faith in his product and belleves
that he eam attract more attenlon there-
to by clown adv"tlnng than by dignified
announcements, and the resulis seem (O

confirm his z||.h:lﬁ1m.-|'|t.
s that nothing is simpler than

The tjuth
attracting attention. The merest ad-'g're
coen do that, From a merchandising
standpoint, however, If that be all,
might as w2ll not be done. To sell s
you must Interest boyers.” Readers have
wielr  attentlon attracted’ to  countiess
ndvertisements, but how few of those
ndvertisementn really Interest them. Ad-
vertising; in its lnst nnalysis, s asking for
business. Every mercuntile ‘ad 18 aimed
at the public purse, ‘but only a frw, how-
ever, girlke the byli's-eye. What few?
The nelsicst and most sensational? Some-
times, but only in exceptlonnl cases that
prove the rule. The ads that do the sur-
est work amnd make no mistake about It
are (hoge that are convincing, interest-
Ing and truthful. “Hooay'" adve ing
has seen its day.

In tmes past an ad man was apt to mis-
tnke perspirntion for inspiration; now loglc
Is needed as well as lu , facts as well
ns froth, Let us urge men to glve as
much if not more time to the task of
convinelng readers as they do to atiract-
Ing attention. Catching the eyes is im-
rortant, it Is true, but convincing st
udgment is more so, e <%

Mr. Holtz discussed at pome length the
question whether Introductories are neces-
sary in department ads, and, after re-
viewing all the arguments, concluded that
the solution of this questlon depends upon
the house for which the ad is written
“"Because unsuited to a high-class house
Is no resson why Introductories should
not be desirable, nay, essentlal, In more
popular trade. The truth s, as =aid by
the present Wanamaker writer In dis-
cussing this toplc some time ago: 'No
weakling In merchandising can be
bolstered up by any advertising, however
good, nor can a masterful merchant be
kept from a certain measure of success
by any advertising. however bad.’ In
my opinifon. the Wanamaker pre-emi-
nence 18 not due chlefly, as popularly sup-
posed, to cover advertising, but to the
combination of eclever methods in the
management of all departments; in other
worids, to the genius of the man behind
the gun. Yet there are those who would
glve this ndvertising seven-cighths of the
credit for the store’s marvelous exten-
alon.” =

Mr. Holtz also dlscussed the question of
the relative merits of magazine and news.
paper advertlsing, concluding that the
two mediums are in different classes and
not in the slightest competitive. He ex-
pressed the opinion that although he
personally looks upon the dally press as
the only medium for a retafl concern, yet
it must be conceded that some good re-
sults are forthcoming from all mediums
of "advertising. He sald that the news-
papers give too little attentlon o thefr
composing-rooms, and that here they ean
and should help thelr advertisers, who are
not familiar with the different kinds of
type.

Mr. Holiz's nddress was very favorably
ricelved. and was glven hearty applause,

D. A. Dinsmore, of Salem.

The addresa of D. A, Dinsmore, ndver-
tising agent of Joseph Meyers & Sons,
was In part as follows:

Mercantile ndvertising 18 a subject which
has puszzled the bralns of the best mer-
chants _in the country for many yenrs
past. Fabulous sums of money have been
gpent In advertising experiments of all
kinds, which, when ?ut to the test, proved
to be mare of an injury than a benefil (o
the advertiser. The importance of this
feature of A merchant's business [les
in. the fact that the sadvertisement Is
not only an index to the store, but it
ulso represents the character of the firm
for which it is written,

Newspaper Best Medinm.

My ldea of good, sound, judiclous, legitl-
mute and dignified advertising la a well-
worded and {llustrated newspaper ad. The
newspaper has lngf been considered the
most profitable medium of advertising by
such llrms as Wanamaker, Siegel-Cooper,
Litt Bros,, etc. A short time ago, Wanna-
maker was paying $80,000 to $500 a
yeur for a page In one of the leading
callles. When the “tlme came (o rengw
his contract he was outbld by Litt Bros.,
who pald S18.0M0 & year, or 38000 per
month, for the space,

Don't Crowd Adas.

Newspaper nds should not be crowded
with matter. Display linea should
be used with sacred veneration. Too
many dtamu.r lines defeat the ur-
pose for which they are used sach
acditional line kllls the prominence of
the others. To lllustrate my meaning,
take, for exnmple, a clean sheet of white
paper and put a amall drop of black Ink
upon {t. he spot will appear in t
prominepce, but If you scatter small drops
of Ink all over the sheet you will no-
tice that the Hrst drop has lost its iden-
tity entirely and there Is no particular
distinction among them. Let your dis-
play lnes tell as much as possible of
the story that follows, Remember that
pour ad {8 looking for some one to read
t and that it ls the catchy hendline or
cut that catchea the eye of the reader
n= he scans the plr?rr for news.

Select a mannerism of set-up of sl
| uniform type and carry it out all through
i::our ad. Advertise prices ax much us

poasible and let the type of your price
correspond with your headiine In being
Ernmlnmt. for the price is the point that
rings you a buyer. If the headlines and
the prices are the prominent feature of
your ad, you will most certainly catch
the involuntary eye of the reader. 1If
he (8 interested he will then read your
degoription, which should be to the peint,
omitting all unnecessary words. You are
not expected to write a deseriptive cata-
logue of your business for each lssue
of the paper In which you advertise.
Advertise specialties Invariably {f you
wish to interest prospective buyers, and
oconsionally touch u your principles
of dolng business and your desire to deal
falriy with the public. Illustrate Four
ads with cuts when possible, for {1 s
always practical. A pleture will tell at a
glance what the best descriptive writer
could not tell In a volume,
Why Newspapers Are Effective.
Why¥s the newspaper the most profit-
able organ of ndverl!gtlug?
First—Because it finds Its readers In
their homes when the memberas of the
family are all together, before or after

the toll of the (}w when they are either
making plons for their home, secking
recreation or enjoying rest. The paper

pcomes to the reader at a time when his
time s his own. when his mind is off his
business and he can conajder
reads. It comes at
members of the honsshold ean discuss the
:;«h of :Pe rla;:llr and the advisability

Kuruhn ng goods you advertise or
uﬂer“ advantage of the bargalns you
o

it,

Agnin. the newspaper reaches the ha
| of" e "transient pevple who ase Jookag |

. - .
!:rumwmﬂtwmm!.
short

club room,
& traveler as well as

that every-
ich everyane

., reading-
is sought for by
wﬁ%maﬁ somethi
one llkes to nd

are given but a ty glance, or
?ﬂﬁd I!m:t wn away without even belng

00! Aat.

Returning now to s ronsideration of the
work of preparing advertisements, let me
say that you saould ¢ e your ad of-
tén enough so that It wlil not become
an eyesore, Change your manner of dis-
piay and petting up. Use short “catch
yhrases, plain, ordingry lan e,
never indulge In a flow of flowery lan-
Em‘e. Never compare your colors with

& glowing orbs receding before the com-
Ing dey, or your patterns with the soft
sweet smile of Nature peenngbom. through
the blossoms of the sweet briar. Don't
say that the shepherds’ flocks n&bnlinl

on yon fertile hill are bearing -
terial of your blanket department. Buch
language belongs to the poet not

to the merchant. Never over-cstimate
your values or misrepresent your goods,
for It only disappolats your customers and
drives them away [rom your store.
When to Write an Ad.

The nroper time to write your ada s
in the morning when your mimnd is fresh
and you are Enlerl:lf upon the day's work
with ambitlous ze Never write an ad
at night when you are weary in bota
niind and body and when the troubles of
the day are weighing upon you. In the
morning you have time to write your
sd and do It well, but 1f It 1s put off untli
uight you do not know what may come up
to cause you to do your work jn a hasty
or pareless manner. What ig worth doing
at all s worth doing well, and to no part
of.a merchant's wuri doea this apply mors
than to the writing of ads.

Remarks by A. ¥, Hofer.

During the general disoussfon of adver-
tising medlums, A. F. Hofer, advertls
ing mansger of the Caplial Journal,
brought up the subject of pamphlets,
cards and other advertising schemes that
are “worked" by transients who take
away from the community a considerable
sum of money by that meana He called
attention 1o a small cook book which had
been prepared by such & man, for the
purpose of making a good profit for him-
gelf. In order to insure W= success he
had arranged with one of the Salem

churches to give 1t & small part of they

receipts In return for the use of Its name
in getting up the cook boolk The
pamphiet contained mothing out of the
ordinary In the way of cooking recipes,
but It was full of ndvertisements which
Enlem merchants had given him. Mr. Ho-
fer's argument was that although this
cook book may have some slight value
as an advertising medium, yet the mer-
chants were Induced to patronize It be-
cause It had the indorsement of one of
the churches. The church received but a
small part of the money, while the man
who worked the scheme made a good
profit. It one merchant patronizes a
scheme of that kind, all his eompetitors
in business feel that they must do #0 also,
One merchant, who was a member of
the church whose name was used, re-
fused to amdvertise in the cook book, say-
Ing that he kept his advertising and his
church contributions s=eparate. When he
wanted to give to the church he would do
=0, but he would give directly to the
church, and not to some promoter of an
advertising scheme,

It is the Intentlon of the Balem Press
Club to give banquets at some con-
venlent time In honor of other classes of
merchants a8 a means of getting them
together to discuks subjects of mutual
interests,

A

CUBANS NOT HOSTILE.

Have Feellng of Great Friendaship
for United Staten,

.

NEW YORK, Nov, I&.—General Emillo
Nunez, Governor of the Province of Ha-
vana, Cuba, ls in Washington for the
purpose of rest and recuperation and to
obtain some rellef from throat troubie,
with which he has been suffering during
the last three or four months. In an in-
terview he sald:

“With the blessing of unalterable peace
Cuba is dally regaining the prosperity
lost by the war, and I have no doubt that
the republic will overcome all the ob-
stacles and differences that might op-
pose its consolidation. The publle sentl-
ment in Cuba towirds the United States
has not chenged. Our deep and sincere
friendshlp toward t3¥is country continues
to exist and It cannot be otherwise, ns
there has been no reason that could have
caused a change to come about in the re-
Iatlons between Cuba and the United

. States estiblished by the late war with

Bpain. Moreover, President Roosevelt's
generous and persistent campalgn for
reciprocity has found an echo In the
hearts of our people, Increasing, If It
were possible. the debt of gratituda that
weé contracted with the United States.”™

When nsked regarding reports that a
feeling of hostility against the United
Btates {s spreading in Cuba, he replied:

“Thers# s no more significance in these
raporis than there I8 In the hostlle feel-
Inga of thia or the other politleal man, or
one or two newspapers here agalnst
Great Britaln, when in reality the rela-
tlons between that country and the
United States are close and cordial. In
fine, Cuba can never forget what sha
owes to the United States, and I am sure
the immense majority of Its people hope
that our friendly relations wiil daily grow
closer, although thls does not mean that
there Is any weakening In the sentiment
for Independence, which drove us to war
and which Is today the highest ldeal of
our peopie.””

A GOOD SAMARITAN.

Being Helped Himaelf Wishes to

Help Others.

The papers were never so filled with ad-
vertisements of remedles that will cure
every known discase, us they are today:
these are invartably accompanied by let-
ters from people, testifying In the strong-
ext terms to the virtue and merit of the
particular preparation advertised; but be-
cause so much ls clalmed for the medl-
elne, It has come to the polnt where most
readers regoard such testimoninls as pure
“fakes” and made up out of whole cloth.

We are gind, however, to vouch for the
reliability of the following from Mr. Wil-
Ham Lichtenwalter, proprietor of tha
largest printing house In Canton, O., re-
garding the Pyramid Plle Cure, for which
nothing Is claimed except that is will
cure any and every form of Piles.

“For several months past I have re-
celved so many Inquirles from sufferers
asking if my testimonial Is authentle,
that I am Inclined to eend In & bill to
you for postage and statlonery.

“IL = now two years gince I was last
troubled, end my rectum is as clear and
clean as any man who never had piles,
although I suffered with protruding,
bieeding and Internal plles for 37 vears. I
will not attempt to detall the agony I
suffered, being too happy to say I be-
leve I am cured, after two years of evi.
dence,

“What will cure ons man will some-
times not cure another; whether It was
the Pyram!d Plle Cure that cured me, I
cannot say; but I have been free from
plles for two years after using your
treastment. I leave sufferers to draw thelr
own concluslons,

"1 will answer any communication that
a sufferer may ask, and will refer to any
business house, bank or manufacturer
of Centon, O, concerning my [dentity,
among whom I have lived for 48 years."

Pyramid Plle Cure is sold by druggists
for 50 cents a packige, or will be mafled
to any address by Pyramid Drug Com-
pany, Marshall, Mich., upon receipt of

price,
Drop this firm 4 card asking for thelr
gttﬂ;I:‘.mk describing the cause and cure

[POST PRISONER ESCAPES

SOLDIER 'WHO CONFESSES FORT
STEVENS INCENDIARISM.,

Mystery How He Left Underground
Cell—Thorongh Search Avalls
Notling.

ASTORIA, Or, Nov. ZI—(Special)—
Private Thompaon, of Fort Stevens, who
bad confessed to the acts of Incendlarism
at the post during the past four months,
and wha was confined In an underground
prison pending trial by court-martlal,
made hig escape inet night In p mysterious
manner and has not been recaptured.

Thompaon was imprisonsd in one of the
underground cement casemates at the
fort, and no one was allowed to go near
him excepting the sentry and the officer
of the day, who gave him his menls. Just
how he escaped is .o mystery, but It is
sald a frlend lowered him a wrench
through nan airhole, - and with this he
opened the door by unserewing the bolts
and sipped out while the sentry was
standing at the other door of the apart-
ment.

This aftertioon the quarantine steamer
Electro was pressed Into service, and
taking a number of officers on board, a
search wns made of every vessel in the
harbor, but no trace of the missing sol-
dler was found. Nearly every enlistad man
at the Fort was turned out today and
a thorough search made In the surround-
ing district, but without avall. Extra
guards are still maintained at Fort Stev-
éns to guard ngalnst fres, and for that
purpose 8 men were transferred from
Fort Canby a few days ago,

He had made a aweeping written con-
fesslon of his gullt, exonerating the two
soldlers whom he accused of comphcity
when he confessed the crime to the secret
service man who flrst effected his appre-
benslon.

AMUR HOME FROM ALASKA,

Bringa Last Dawson Passengers
Sinee Ice Formed. -
VICTORIA, B, C., Nov. 35.—The steamer
Amur, which arrived today from Bkag-
way. brought the first arrivals from Daw-
son since the ice formed. The arrivals
by the Amur were the only membera of
the party who «completed the stage
journey, others being frost bitten and
compelled to remain at roadhouses. . In
crossing the Stewart River they had a
trying time, the cance In which they
croesed belng almost {rozen In the Ice,
and they had to walk over thin lce for
3 miles. The travelers report that Purser
Ayres, of the river steamer Prospector,
who left his steamer with three compan-
jons on October 21, when the stern-
wheeler was frosen In at the mouth of
the MceQuesten, to notify the miners on
Duncan Creek to come for their froight,
dfed on the journey. and his friends be-
Heve he was murdered for the money he
was known to have carried, which was
not found on him. A death watch has
been placed over Edward Labelle, who 1s
to be hanged at Dawson for the murder

of Leon Bouthiletta on-<JFanuary 20

BOY ATTEMPTS MURDER.

Walter Balley, of Vanconver, Shoots
Man in a Hold-Up.

VANCOUVER, Wash, Nov. 25—(Spe-
clal.)—Walter Balley, a boy 15 years old,
made an attempt to hold up and rob El-
bert Pluss this afternoon at Fifth Plain,
and in the effort he shot Pluss In tha
head with a load of fine shot, severely
wounding him. Balley, when he found
he bhad pot killed his victim, made an
attempt to escape, but was taken In at
LaCamas this evening. Pluss was dis-
covered shortly after the shot was flred
and taken to nelghbors and it is thought
he will recover. Ralley worked in this
gplace for seversl months past He came
here from Albina, where he has rela-
tives.

LAKEVIEW HAS $10,000 FIRE, *

Absence of Wind Preveated Bura-
ing of Greanter Part of Town.
LAKEVIEW, Or., Nov. Zi—(Special)—
The Oregon Hotel, belonging to W. K.
Barry, and conducted by L. F. Winkle-
man, was completsly destroyed by fire
yesterday moming at 7 o'clock. The
building and furniture loss was $600; In-
surance, $H80). George Jammetthal's res-
idence and John Avirgenett's talloring
establishment were also destroged; loss,
. The alisence of any wind evented
o lnrge part of the town from being

burned.

SAILOR'S HEAD I8 CRUSHED.

Camnght Between Bulwark nnd Sling-
Jond of Lumber,

SOUTH BEND, Wash, Nov. Z — A,
Christlanmsen waa killed last evening by
a alingload of lumber striking him on the
head. He wns a sallor on the steamer
Sequoin, and his head was caught be-
tween: the lumber, which was belng low-
ered into the vessel, and the bulwark,
killing him Instantly. He was evidently
paralyzed with fear. or he could bave
dodged the lond. He will be burfed to-
moTToOW,

Hadley Not a Benatorial Candidate.

WHATCOM, Nov. 5. —Supreme Justice-
rlect Hiram E. Hadley today issued a
statement In which he denled that he Is
a candidate for United States Sennte, and
nsks his friends to cease discussing his
nome In connectlon therewlith.

McGenry Given 12-Year Sentence.

ANACONDA, Mont., Nov. H.—John Me-
Geary was this forenoon sentenced to 12
years in the penitentinry mt Deer Lodge
for the murder of Superintendent J. H.
Evans, of the Washoe smelters,
Discharged Troopers Leave for Home

WALLA WALLA, Nov. % —Thirty-five
discharged troopers of the Ninth Cavalry,
colored, departed tonight for thelr homes
in different parts of the East and South.

XORTHWEST DEAD.

Denth of Mra. W, P. Sturgis.

WALLA WALLA, Nov, %.—{Specinl.})—
Mrs. SBusan Sturgis, widow of Willlam
Payne Sturgis. the wealthy sheepman,
who dled In this clty last Friday, died to-
day of paralysis. The deceased was 53
years of age. Her husband's death wnas
due to senlle decay, superinduced by wor-

ry over the condition of his wife. Mrs
Sturgls was horn In Gorham, Me, No-
vember 18, 1519. The funeral will take

place Thursday mornlng from the resl-
dence of Asa 8. Legrow, In Birch sireet.

Well-ilnown Seattle Man.
SEATTLE, Nov. Ii.—Colonel W. E. Me-
Kree, one of the best-known men in Se-
nttle and on Puget Sound, died suddenly
in a saloon some time this mornivg, be-
tween 6:30 and § o'cleck

Dacovered Pay Gold at Nome.
SAN FRANCISCO, Nov. I5,—Captaln A,
P. Mordaunt, who Is credited with hav-
Ing made the first discovery of pay gold
at Nome, died in this city today of a
comiplication of di=eases.

MEXICO'S SILVER TROUELE

Sounds Like n Speech in Cur Cam-
palgn of 1894

MEXICO CITY., Nov. 26.—The premium
on New York exchange continues to ad-
wance and today It was §1 85; that 1s 2585
Mexican sllver is required to buy one
American gold dollar. The large
farmers In the Interfor and planters
throughout the country say they don't
care if the dollar falls to 3 cents, as only
the city merchants and Importers want
gold They urge that the depreciated
leilver keeps the dollare In the country

and makes businees good. Importers take
enother view and are generaily refusiog
to make prices on machinery, suppiles,
ete., except in gold. Dankers realize that
payments coming due will be made In
dollars worth considerably less than when
the money was loaned. The goveraoment
has the matter under advisement and ad-
vices regarding the adoption of a gold
standard from Europe and the TUnlted
States are belng constantly recelved. The
country is undeniably prosperous and
there {5 a natural hesitation in taking
radical messures which might give busl-
ness A great setback. One large bank
made the New York rate 190 at noon.

Pendleton District Telegraph Service
PENDLETON, Nov. $5.—{(Special.)—The
equipment for a district telegraph and
mespenger service. under the auspices of
the Western Urnlon has arcived, and 1s
absut to be put In operation in Pendleton.

Indian Murders His Sguaw.
LAKEVIEW, Nowv. I5.-—(Special )—Sam
Brown. an Indian, murdered his squaw,
Ada Brown., last night. while she wae
asleep. He shot her in the head with a
small gun, and she dled instantly.

Mininter "Wz Saila for China.
SAN FRANCISC, Nov. I4L.—-Wu Ting
Fapg. ex-Chinese Minlster, salled for
Chinn today on the Hong Kong Maru,

RHEUMATISM.

Some of the most valuable
discoveries in medicine had
their origin in remote coun-
tries among strange people.
Quinine came to us from the
Indians of Peru: opium from
the barbarous races of
Asia, and cod liver oil was
given to us by ignorant whal-
ers who, because it softened
leather, thought it would
soften joints stiffened by
rheumatism. They were right.
It only remained for science
to work out the idea, and to-
day cod liver oil is one of the
best-known remedies for the
treatment ot chmnic\heuma—
tism. As early as 1754 cod
liver oil was recognized as a
cure for rheumatism, and a
few years later it was found
that the same remedy could
be used for the cure of skin
diseases due to this com-
plaint. -

The first step in the cure
of rheumatism is to supply
the blood with nourishment
and to make up the deficiency
in red blood corpuscles.
These corpuscles convey ox-
ygen to the various tissues in
the body and plav a very im-
portant part in the process of
combustion which is constant-
ly going on within the body
and which is called the “fires
of life.” Cod liver oil 18 an
excellent fuel for these fires
and they burn more brightly
when supplied with it.

The faster the blgod is
made rich and plentiful in red
corpuscles the sooner the
rheumatism is driven from
the system. In Scott’s Emul-
sion the full value of cod
liver oil is combined with
hypophosphites of lime and
soda, and, being perfectly
emulsified, is best suited for
the treatment of rheumatism
where everything® depends
upon nourishing the blood
quickly and effectually.

Scott’s Emulsion differs
from any other preparation
in that it passes into the sys-
tem without tax on any of the
organs with which it comes
in contact. By reason of its
immediate action it is enabled
to make rich blood faster than
disease can consume it, hence
it is not long before sufficient
headway is gained to drive
out the trouble and restore
the body to a normal condi-
tion. It is in this way that
Scott’s Emulsion disposes of
rheumatism and rids the body
of the lingering symptoms
that so often threaten a
return of the disorder.

So-called wines, cordials
and extracts of cod liver oil
are worthless as they do not
contain the value of the whole
cod liver oil and hence can-

not furnish the desired bene-
fits. Scott’'s Emulsion has

been the standard cod liver
oil preparation for over twen-
-five years.
We'll send you a sample free upon
#\
SCOTT & BOWNE,

request.

_ New Yorx.

409 Pearl St.,




