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HINTS ON CONDUCTING 
ommme A SMALL ——— 

Marz ORDER BuSINESS. 
There are,in the United States and Canada, 

*andreds of concerns who obtain their revenue 
almost exclusively by means of transacting busi- 

esa through the mails, In addition to these, 
@aeny regular. city retailers have of late opened 
Gepartments for mail order trade. 
ne habit of purchasing by mail is rapidly as- 

@aming enormous proportions in this country, 
G&d the custom has been catered to, in such a 
manner, that the ranchman on the plains may 

tear @ latest style metropolitan custom made 

guilt, while his daughters may equip hersclf ala 

Hifth Avenue—all by inspection of a catalogue, a 
postal money order and a letter. 
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Good Postal Systcim. 

These facilities have been brought about by the | 

general march of improvement, and, perhaps, | 

more particularly on account of the greatly im- | 

‘Groved postal system. Almost evary intélligent 
; 
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#ereon has had moré or less experience in bsying 

through the mails, but the object of this little 

Look is to show how a small business can be proat: 

ably conducted for this purpose. 

Start Right. 

One of the most essential things to start with i 

anattractive article or line of goods. Shall ft be 

§n the nature of astaple oranovelty? The difi- 

culty in handling staple goods in a small way $s 

the lack of profit, 

Staple Goods, q 

Staple goods are handled by retailers overy~ 

where, and, people will not readily send away fge 

that which they can procure at home. Of course, 

there is always more or less mail trade om 

specialties in the line of staples, such a3 Phy- 

mouth Rock Pants, Douglas’ Shoes, ete., but even 

then, manufacturers tell me that there is no pro 

fit in the mail orders, they are handled merety for 

the sake of augmenting regular trade by making 

the goods popular. 

Perhaps I might make an exception in the 

staple list of watches, silverware and jewelry. 

These are good mail order sellers,
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Neimerous Novelties, 

Ye the line of novelities, there are hurd 

tings such 43 books, toys, games, photog 

perfumery, ete. 
Small tdys, not easily broken 

weight when packed, sell in immense quantities 

@ advertised in November and December.. O 
course, thé ‘advertisement must be properly ar 

ranged, good journals used, and the’ price of the 
toy ehould be small.. 

Progen Perfumery. 

Millions of pérfumed cakes of Plaster-Paris, put 

f@ emall ornamented tin boxes, have been sok 

uring the past ten years. ‘These goods cost 

about 4 cénts each, can be sold at ten cents, give 
satisfaction {f well made and can be mailed at a 

cost of a cent each for postage, which will ad 

mit of the “wonder stone” being wrapped in a 
quantity of adver 2 circulars. 

One 6r two ingenious advertisers put up packe 
ages of tachet powder and sell tham as ‘Love 

wders,”> They are said to enable the recipien$ 

"gain and maintain the love of atother,” 

Several Saleable Specialtica, 

Gheap books usually sell well if they ¢ o ab



& 

éractively written up and advertised fa the righ 
find of papers. Millions of copies of certaiz 
®ooks have been sold at ten cents through the 
mails. Of the Muttum m Parvo Lisrary, of 
which this little treatise is one, several millions 

Gave been sold at ten cents per set of twelve titles. 
People readily buy Japanese napkins, some- 

times advertised as handkerchiefs, (which they 
really are), but the great sale may be due some- 
what to the fact that. our country cousins do not 
really know what a Japanese crepe handkerchief 
ig and fondly imaginethat they are to geta fifteen 
fnch pure silk affair. These goods can be pro 

eured of Japanese importers in New York, 
Qhkicago, San Francisco and other cities. 
Cheap jewelry, such as rings, chain3 ead the 

ike, generally sell well. The prices should be 
tow and the description must be strong, to atizact 
trade, however. 

Watches by Mail. 

Phe watch mall order business ts very large. 
A3 @ rule, Swiss watches are the sort dealt i. 
Yhe values of American watches are quite well 
known, and they are on sale everywhere; but tho 
@wiss watches can be described in cash attracting 
efjectives aad when sold the margin of reef is 
tak geod. 
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Indecent Advertising. 

| Avoid the temptation to sell obscene goods, of 

| @@ sell avy sort of stuff by so-called suggestive 

e@nnouncenents. This kind of business-is profit- 

able while it Jasts, but it usually ends in bringing 

€20 advertiser into disrepute and imprisonment, 

Don’t Lie. 

la writiog a description of your goods, do no& 

msisrepreseut them. A dash of adjectives now 

end then is customary and acceptable, for mild 

exaggoration jsexpected. Nevertheless you must 

pot say that a ring has a diamond setting if it is 

only glass. 

Send Circulars. 

ave a catalogue or set of circulars advertising 

earious specialties, and send this printed matter 

ent with every package. If your first filling of aa 

erdor gives satisfaction, you are quite sure to ge 

@ second order, and possibly several subsequens 

evders. 

Letters are Valuable, 

*Fho letters that you receive from country om» 

@¢mers are moro or less valuable. Other dealers 

wR purchase them of you for purpose of using 

ae acdireeses in sending out their own catalogues,
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Good Seliora, 

Cheap books with attractive titles are usually 
_fast selling property, and if contents are as advo 
Gsed, always give satisfaction. The Keystone 
Book and News Co., 1111 Arch St., Philadelphia, 
ére among the leading wholesalers. They send 
Grade circulars only to persons who prove them- 
gelves to be regularly engaged in the mail order 
business, 

Medical Business, 

Tt is surprising to note what a vast amount of 
medicine is sent through the mails. There are 
remedies for all diseases to which the flesh is helr, 
If you have a good tonic, blood purifier, skin beau. 
Gifter or other preparation which you wish to push 
ithe sale of, the better way to get “points” ts 4 
‘answer the advertisements of other concerns ad- 
vertising similar specialties and learn theig 
methods. But do uot copy other concerns’ liter: 
‘$ure; simply pick out a few gooa-.deas and con 
Sine them with your own originality, 

Advertising Agencies, 

A large proportion off ‘advertising fs plased 
through so-called agents. They are a legion, 
About a dozen make a specialty of mail erder ad 
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gertising. Yeu can get further Informatica By. 

reading acopy of @ur Silent Partner, which. you 

ean obtain free hy writing to Frod Terry... Water- 

ville, Maine. There are dlargze number Of prtte 

lications that pay for mail order advertising, ang 

@ much jargee number which do Bot pay the ad 

rertiser. 

Not Tolcrated, 

The U.S.and Canadian postal officials do not 

encourage so-called “work at home” schemes 

which usttally take money ont of poor people's 

pockets. Many afleged offenders have been prose- 

evted for Going this sort of business, 

Watch Your Mailing. 

If youste doing a large mailing don"t negtes 

@o wake it a part of your duties to step fa and 

watch the operations of your mailing clerks 

frequently. An employe sometimes forgets postal 

rates and wastes a great deal of money. We 

know an advertiser whose clork sent out six thow 

gand packages sith four cents postage on eae 

when the packages, consisting of printing matter, 

could hate traveled at two cents. Most of the 

successful mail order edvertisers keep their e7ss 

such details and they save money thereby,



Ket Geog Criterion. 

he co-called “cost and result” schedules aap 

esually only valuable to the advertiser who pre 

pares them as & result of his own experience. Te 

ail others who consider them, they area delusica 

and a snare, Suppose an advertisement of an 

fach is placed in a list of publications by a wetcd 

Gealer, # picture degler, a medical advertiser, @ 

novelty man and an agents’ Supply house, Thero 

will be quite astriking difference in the ratio of 

results in each instance. A paper thet pays Gao 

may not pay the otber. We have seen this 

Gemonstrated so many times that wo keow 

whereof we speak. 

Advertising Axioms, 

“Virtue increases under @ welght or burdea” 

ea results increase with @ comprehensiva &B- 

peaditure of money in good advertizing mediams. 

“Better late than never.” The golden oppar 

tmaity is still open to him who would enrtob ite 

gel by judicious advertising. Kone other way 

will pay. 

“lind moves matter.” Therefore exereine FOr? 

mind to advertize so as to stir the gray mattsr of 

eho braing of the people and affect their pocke> 

Becks. 
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Goed goods will sell to good people constantly. 
oor goods only oncr). Don't let peoplo say, 

“efter having praised their wine they sell us 
vinegar.” 

“There fs no lock but a gulden key will open it,” 

except that of the people's pocket-book. Firs% 

class ads will do this with golden results, When 
poople think they want a thing, they do want it 
and they get it. 
To be prominent anywhere one must have 

marked characteristics. So it is with an adver 
tisement in the crowded columns of newspapers 

and magazines; in order to produce the best re> 
sults it must be clear, definite, conspicuous and 
fresh. Js yours of this cheracter? 

Free, 

There's the catch word of all humanity. Fifty 
years ago it was the most potent word in the 
language, and all the advertising experts who 
have developed since have not succeeded in devisr 
{ng one to succeed it. j 
Look Over the papers which aro read by the 

simple country folk, and note how that word 
Stands out alloverthem. The article advertised 
goes in agate type below it. The particulars 
about what stamps or coins must be sent tosecure 
the “free” article, go in minion. ‘The ad. may
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sewapy but 5 Inch, and bale of the fach mag 
gonsist of the one word “Free,** but the advertig. 

\ tag evidently pays it continuance signifies profit, 
One sormetimes wonders where the crop of gold 

trick victims constantly comes from, where the 
green goods men continually find patrons, and 
why confidence men grow more numerous ag 
their wiles become better advertised. Thereisa 
greater crop of “Free” victims growing some 

_ where, Itis hard to believe that anyone answers 

& a “Free” ad. twice, but this class of advertising 

| grows and prospers, This is a large country, ang 
the boys who are growing up must all learn by 
experience what their fathers learned likewise, 

b Ko youth seems content to be taught in any other 

_ way, It looks as if there was no danger of ang 
lack of advertising to teach them.—Ezchanga 

The Old Story. 

A men generally knows hisown business well 
@nough to make money outofit, When he at- 
tempts another business he finds that some other 

_ Bellow has Icarned that business better than bo 
has, evidently. Few men ever learn enough abouts 
nore than one business to make beth or al of 

— them pey. 



Preitable Catalogues, 

@r. John Lynn, of 4 Bond 8t., New York &@ 
@mecessful dealer in novelties; his catalogue & 
wary attractive. 

Another succeesful dealer Is Chas. E. Marshall, 
Lockport, N. Y. His catalogue fs a winner. 
Montgomery Ward & Co., Chicago, do tho 

bargest mail order business fn the world. Thee 
wstalogue fs quite a large volume In Itself.) § 

Gets One on Bepew, 

This is one ef the stories about Chauncey BL | 
Bepew and a railroad pass that is being told pow- | 
e@days in local railroad circles. 
The president of the Waupaca and Nishna Rai 

goad company went to sce the mild-manrered 
resident of the Vanderbilt system. 

“What can I do for you?” Mr. Depew asked, iet- 
Gag the smile he uses on such occasions have ted 
owing at tho visitor, 

“I dropped in to see you, Mr. Depew, to ask for 
en exchange of courtesies. Iam the president 6? 
the Waupaca and Nishna Raliroad company. £ 
weuld like te kave & pace over your road aad wi 
extend the same esurtesy to yourself ever Bg 
oad.” 
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Beopew looked thoaghtfal for aminuca Pisb 
Bx said: 

“Where Is your road?” 
“Why, it’s ont in Wisconsin,* 
“Is it rated in Poor's manual?” 
“Oh, yes, indeed; we pald a nico dividend Bam 

gear.” 
“Strange. I never heen? of your soad. Bow 

Bong ts ite” 
2 “We are operating sixty-seven miles this year,> 

“What, sixty-seven miles, and you call that ep 
exchange of courtesy, and the Vanderbilt systems 
has its thousands of miles?” 
Depew assumed his most-cavalier alr as Re 

fannched that question at the head of the presi- 
; dent of the Waupaca and Nishna and then he 
a vaited for a reply. - 

“Well, Mr. Depew,” said the western raftroad 
president as he arose to go, “your road may be @ 
iktle\Jonger than mine, but it ain't any wider.” 

Elis Joke Worked Badly. 

A young man who seemed to be boiling over to 
* do something smart wasa passenger ona Michigaa 
_ avenue car the other day. After racking bis max 

sive brain for a while he took out a silver dollag 
and laid it on the seat and took & seat oppasite, 
The car soon stopped at a crossing to let on an ole 
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oman with a basket. She saw the empty seas 
nd the dollar, and it didn't take her over thirty 

geconds to drop herself into the place and the dot 

lar into her pocket. 
“Excuse me, ma'am,” said the joker, “but Pve 

fost a dollar. I think I left it on that seat.” 

“I don’t,” she bluntly replied. 

“But I’m sure of it, Did you pick up a dollar?” 
“None of your business, sir.” 

“But all of us saw you pick it up, ma’am, and J 

ean prove it was mine.” 

*Look a’ here, young chap,” she said, as. she 

put down her basket, ‘if it’s a row you want yous 

find meready. I allow no one to walk on me.” 

“But, ma‘am, I left-——” 

**Come on, then,” she said, as she stood and 

doubled up her fists. “I am a peaceful woman, 

and I want to get along the easiest way, but if ¢ 

must I will.” 
Everybody began to clap and laugh, and the 

smart Aleck took a drop off the platform withowt 

asking what it was all about. 

Wike’s Dilemma. 

Mike is an Irishman just fresh from the Emerald 

tgie, who recently came to Hackensack, N. J., and 

,was employed by two gentlemen, each keeping & 

bores in the same stable, to look after*their 
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egmaes, One day Mr. Jones told Mike to hieaup 

his horse and bring it around to his'residence. 

Mike did as he was bidden, but when Mr. Jones 

saw the turnout he said: “Why, Mike, that is nos 

may horse, that is Mr. Smith’s animal.” 

“Begorra,” promptly replied Mike, “softia, & 
knowed that wasn't your horse, sir, but I coulda’$ 

quite make up my mind which horse belonged to 

the other gintleman.”” 

A Rank Failure, 

“I don’t believe whippings do children any 

good,” said Mrs. Wiggins. ‘‘Why, I whipped 

Johnny at the photoyrrapher’s three times because 

he wouldn't look pleasant and he still: looked as 

cross and disagreeable as ever,” 

Ai Reduced Speed. 4 

Uncle Hays—Member the Ilawkins boys wao 
ran away to jine a theatre company? 

Aunt Martby—Why, yes! What about ‘em? 

Uncle Hays (quietly)—They ‘ve walked back. 

Two Feminine Views of Adam,. 

First Nineteenth Century Girl—I never did have 

any opiuion of Adarh. A man who could excuse 

himself by saying, *‘The woman tempted me,” 
had none of the instinets of a gentleman.” 
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Aecond Ditto—But what could you expeet ef to 
@rst man? You know it takes three generations 

| t make a gentleman. ; 

Posted on the Ring, 

“Strange,” remarked Mrs. Brown, “I havo raRQ 
@ Mrs. Smith’s door three times this wee, and 3 
@idu’s succeed iu arousing anyone. 3 suppose Gao 
family is out of townt” 

“Possibly,” replied Mrs. Jones; “but Mra. &m®> 
was telling me just now that she.eould tell pSer 

fag among a thousend.” 


