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YODAY the American people are literally depending on the
manufacturer to guide them in their buying habits. For
proof, go behind the retail counter as we have, and hear

what people ask for. Watch the grocer taking orders over the
phone any morning and see how little time he spends telling
what to buy.

It is physically impossible today for the retailer, with from
1000 to 10,000 articles in stock, to “push” anybody’s products.
War-time costs have taught him the value of his time—the im-
portance of {urnover. He has learned that profits lie in follow-
ing the line of least resistance—the stocking and selling of
those goods for which the manufacturer has created a con-
sumer-demand.

Today in the Pacific Northwest there are manufacturers who still rely
solely on the “push” of the distributor to maintain their sales. It may be
because they feel that advertising would add to their selling cost. Perhaps
they think some startling idea is necessary in order to make advertising
pay them.

But whatever the reason, we believe that a careful analysis of almost any
manufactured product which has merit, will show that advertising does and
will pay. Itisa well recognized fact that manufacturers who are consistent
advertisers:

—have the lowest selling costs.

—have the largest volume of sales.

—have the widest distribution.

—attract the most aggressive salesmen to their organization.

—have, through ownership, vested in their brands and trade-
marks, a control of their market.

"~ Who will tell the consumer
to buy your product?’

O these manufacturers we say: Take one city or one sec-
tion which shows the most fertile field for increase of
your sales. California, for instance, is more prosperous

today than any state in the Union. Plan a campaign of con-
sumer advertising over a sufficient period of time. Use that
great power—the newspaper—and tell the story of your prod-
uct in a clear, concise and intelligent way. If you have built up
a permanent growing business and your product repeats, then
it must have merit. And if it has merit, you have something to tell

the public.

Get this campaign up in such form that your salesmen can take it out
and show it to the trade. Supply th> dealer with attractive window dis-
play material and advertising mattar calling attention to your product
in the retail store.

This kind of a campaign will not involve a big expenditure. It is the
way that many of the most successful advertisers in the country started.
The California Fruit Growers’ Exchange first advertised Sunkist oranges
in the state of Iowa with an appropriation of $4000. When it increased
their sales something like 65%, the growers of Sunkist oranges realized
that it paid them to advertise.

We will be pleased to tell any manufacturer what it will cost to ade-
quately advertise his product in any city or section of the country. We
handle all forms of advertising—newspapers, magazines, farm papers,
trade and business papers, billboards, direct advertising. And from our
contact with the problems of over forty clients, we can analyze the needs
of your partieular business.

To business executives, we will send some proofs of current campaigns
produced by us. Mail the coupon, or write us.
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David M. Botsford, Vice-President

C. P. Constantine, President

Advertising Counsel and Agency Service

Henry Building—Telephone Elliott 3523
SEATTLE

Members of the American Association of Advertising Agencies

Botsford, Constantine & Tyler,
(Nearest office—Seattle or Portland)
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Gentlemen: Without obligation, we will be

I
o glad to have you send us proofs of cur-
H. R. Failing, Secretary-Treasurer ,' rent campaigns prepared by you.
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