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Merchants Who.
Have Had to be
Coaxed and Bullied,
and Merchants Who
Have Had to Fight
and Hustle Their
Way into Fortunes

N THE harbor of New York there may be seen, now
then, a yacht so perfect in consiruction and so laxurious
in appointment that the stranger would probably pick her

T R T

decks shine like silver, her brasses glitter like gold. Every-
thing about her is as fresh and clean and spotless as the salt
breeses, and altogether she looks like a perfect marine paint-
ing set on canvas by a master hand. The name of the
yacht does not matter, but the story of her being does, for it
js as romantic as the beauty herself. She was built by a
man who, a few years ago, had seldom even smelled the salt
breezes because he was oo poor to make the trip to the sea-
coast from the inland city where he lived. If she were
named with an eye to fitness she would be registered as the
good ship Printers’ Ink
Her owner, in the early nineties, was a hard-working
business man in a small way. He was past the point where
he could still be called young, and success had not come,
though he had worked for it hard enough. _ After he had tried
his hand in various ways he finally settled to the manufac-
ture of caps. In this he was no more successful than in the
AP he had tried, ans, nmally, worn out dnd proen
down with disappointment, he had to give up. The doctors
told him that only a long rest and complete absence from
worry could restore him—the usual story:
“Take.a trip to Europe in a slow steamer.”’
“But I can’t afford it.”
“ Then go somewhere in the countr,

as a final remedy.

I

v, advised the doctors

The Birth of the Breakfast-Food Idea

HIS was more reasonable, but even this was tragedy, for the

man felt that he must go under for good if he had to give
up work. However, shattered nerves leave a man no choice.
It was either the grave or rest, and the man gritted his teeth.
 Getting together all the money he could he wound up his
small afiairs and prepared for exile, Somewhere he had
~ heard of a remarkable iustitution at Battle Creck, Michigan.
 The proprictor was known even as far as Chicago, princi-
)2 because of his peculiarities. He was a Seventh Day
aptist, or * Perfectionist,” and lived, according to all
accounts, a simple Christian life. Today his fame is
 spread throughout the Northwest, and his ' peculiarities "
| e ‘accepted as mawers of faith, instead of cvidence of
_ “queerness.”’ Chief among these peculiarities was the fact
(At he cared nothing for money-making, a heresy that was

i itself enough to write him down uncanny among the
hustling Chicagoans. He took pay from the people whom

he received in his institution, or * ‘sanitarium,’’ but, instead

of piling up this money-in ‘ban;-as- behooved=a~properiy-

balanced person, he spent it foolishly in doing good among

liis poor meighbors and in feeding and housing, free of

S itarium, those who were unable to pay. No

and naturally the sanitarium

In addition to this freaky
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‘doctor had other ** whims.”
or about the place was per-
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Altogether a queer place from the sturdy, meat-cating,
free-drinking, plain-speaking Chicago standpoint. ~But one
endures much for health's sake, and the persons admitted
by the proprietor certainly regained their health. So the
place was frequented, despite its peculiarities, by hosts of
Chicagoans, the broken-down cap manufacturer going with
the rest. His recovery was rapid, and he became at once
an enthusiast on the doctor's cereal diet. Being a progress.
ive man, he saw much good raw material going to waste, and

s to every publisher who

sheriff, they made a round of visit
Was carrying their accounts and explained the situation thus?
' We owe you a large sum of money and are unable to pay
‘Altogether we owe to you and other publishers.
ver $150,000, 1f you push us all the others will jump in
2150, and we shall go to the wall. Then you will lose every
Tent we owe, for the physical assets of this business as it
CtAnds today amount to practically nothing. It has only the
This go0d will becomes worthless il we are

at this time.

it pained hin
HWhy don't you advertise, Doctor?” he asked when his  good will
b e et e P e SR E RS R i it we are
' yow'il make  allowed to continue it will grow in value every day. The

The sales are increasing rapidly

your cereals on the market, advertise them
millions.”
The Doctor said he'd

turning point is in sight.
every day. 1t only requires a little more pushing 1o get us

round the corner. nstead of forcing our hand at this time,
carry our account along and give us a little more credit so
that e can keep up the advertising, for to stop now would
Do this and in a short time we shall be able to

her not

The Man Who Would Not Pay the Price for Millions

4] HAVE thoughe o ic a® should like the millions, for be fatal.
N thom ose could do much good in the world.  But  pay all we owe, and carry a greater 1ine of advertising than
ever. By extending our credit you willi not only get your

advertising and building up a great business means that T
st depend. fargely on others, on-mon out in the world, of
Whose character and mode of life T could know nothing. I
all probability there would be among them roisterers and
hard drinkers, profane men and liars, and I will not engage
in an enterprise that might have such agents. No, I will
work here as I have always worked, and keep my establish-
ment so that T may know that only the right-living work for
and with me.”
And from that standpoint the Doctor would not budge
The man finally gave up trying, but he kept his eyes and
ears open, and the more he saw and heard the more he felt
pain at the waste of good money-making opportunities, for
b was a Chicagoan to the backbone. By and by he was cured
and went back to the lake. It was not long after that a
Solicitor from the firm of Lord & Thomas, advertising
agents in Chicago, sought Mr. Lord in his private office.

T have just closed a good contract,” said the solicitor,
€ with a man who wants to put a new cereal on the market.
He has little or no money, but he has a good thing, and it

soney, which otherwise you lose, but you will create a new
and profitable and permanent advertiser who will bring you
a steady income.”

The argument, probably because of its very audacity,
won, and the tide turned as predicted, turned so hard and
S0 fast that it poured millions into the cereal man’s lap in
Jess time than it takes the ordinary man to make thousands.

The beautiful yacht that visits New York Harbor he built
only a few years ago. During 101 he made $960,000 clear
profit, and_ for the year 190z, though the exact sum has
never been made public, he undoubtedly had an income of

more than a million.

The Effect of Advertising on the Reading Public

MPRESSIVE as these figures are, they tell only part of the
story, for the result of this man's success reached far
beyond his individual fortune, Stimulated by the thigs

e aecomplished, a dozen others jumped into the field, untit
e a boom town in the oil
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1 proceeding that the
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It was shown recently
output of a great concern
had been increased thirtc8h hundred per cent. w
period of three years, and almost entirely this increase had
Come through the use of printers’ ink. The business of a
certain shoe n turing company has  grown one
thousand per cent. since it went into the use of printers' ink
four years ago. Wearing apparel of all kinds and descrip-
tions is now advertised on the most liberal scale, and the.
result, according to statistics recently compiled, has been to
increase the sales in certain lines all the way from three
hundred to eight hundred per cent. And this has been
done without increasing the cost to the consumer or reducing
the profits of the manufacturer. On the contrary, it has
been the general experience that the retail prices of standard
goods have been decreased on the whole, that the quality
has been elevated, and that the manufacturer, through his
enormously increased sales und the cutting out of the
middleman, has made greater profits with less efort tha
ever before. The most ordinary articles of every-day con-
sumption are being advertised, and almost invariably with
success.  Coffee, molasses, starch, butter, sugar, even green
apples, are now presented to the consumer through the
advertising columns of the magazines, and the steady.
growth of the number of these advertisers shows conclu-
Sively how well this new departure in commercial methods.
is succeeding.

The Proof that Advertising Pays

Y INTERESTING story is told of the N. K. Faitbanks
Company that illustrates the change that has come to
pass and the profit it has brought. For years advertising
agents besieged this house o induce them to g0 to the con-
Sumer direct with their goods by exploiting them in the
columns of the magazines and other periodicals. The cam-
paign was earnest and persevering, but fruitless until N. W.
Ayer & Son, the Philadelphia advertising agents, made a
proposition that caught the fancy of the management of the
hiouse.  They suggested that a belt of counties in Illinois,
\here the Fairbanks people did a large trade, be set aside
for the experiment they proposed. In these counties the
Fairbanks people were selling, through salesmen, a certain
brand of soap, making a fair profit. It was proposed that
the same soap be put up under another brand, and that this
brand should be advertised in a conservative way in this
particalac section, At the same time the salesmen should
e ot o1 i momtine i was found_hat the new brand
was outselling the old, and when a balance sheet was drawn,
die net profits on the advertised soap, after all expenses for
priuters’ ink had been defrayed, exceeded the net profits
the soap sold through the salesmen by $8000.

The experiment was conclusive, and to-day Fairbanks &
Company are among the great advertisers of America, spend-
ing hundreds of thousands every year for publicity.
 There seems to be no limit to the class of materials that can

advertising. Ordinarily one would suppose
g as black cotton dress goods lining would
¢ field for exploitation by the advertising

. experience of a New York concern

rary. A. G. Hyde & Company, one

jore been selling a certain

, pursuing the old-fashioned
with the jobber and retailer
the consumer, who simply
his particular brand. A few
nd two of the members organ-
zested that instead of going
nd building their business up by
thod, which would take a great many
) they try the new way—that they.

immemorial almost men’
‘have been made out of a certain kind of silk
rathea. This particular man, to the amazement
afrires, began, a few years ago, to advertise his make
ica searfs and cravats. He put & capital B to bara:
thea, put his own name in front of the mystic word, and
(o-day there is not one man in & thousand who would not
swear that barathea is a proper name, a coined word, and that
_here are nootherscarfs like these to be had anywhere. The
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result has been that this man’s business has increased at a
rate unheard of in the trade, and his competitors are 00
much astonished to do anything more than rub their eyes
By and by a lot of them will wake up and the country will
probably be flooded with scarf advertisements, to the great
profit of the people manufacturing them.

It som happens that advertisers have success thrust
upon them in the oddest sort of way. For example:

A Little Lesson for Haughty Beginners

N THE early seventies there was a famous firm of ship
chandlers in Chicago known as G. W. Foster & Son. It
wasa very old house even at that time, and, feeling the need
of new blood, a partner was taken in from the outside. His
name was McFarren, and he had formerly been a country
newspaper publisher. Naturally he was a great believer in
advertising, and he had no sooner settled to his new position
than he undertook to make his house advertise. The Fosters,
father and son, one a man of over seventy, the other about
fity, were violently opposed to the idea, but McFarren gave
them no rest. ~ Finally then, simply to quiet him, they con-
sented, and a noté was sent to a well-known newspaper
company asking them to send their advertising manager.
This company printed what are known as ** patent insides’”
—that is, sheets printed on one side with miscellany, and a
limited number of advertisements, the other side being left
blank for local news to be printed in by the country publishers.
who buy these ** patent insides.” McFarren had been one of
the customers of this firm and had great faith in the “ list,” as
the combined papers were called. In response to the sum-
mons a representative of the newspaper company called.
The Fosters explained to him that they were going to do
about $2000 worth of advertising simply to please McFarren
and asked him to draw the necessary contract. A few days
after the contract was signed ** copy " for the advertisement
was sent to the publisher's office. It was a weird piece of
writing, having neither head nor tail, the only thing apparent
being that G. W. Foster & Company wanted the readers of
the **lists ” to buy ** Wilmington Pine Tar.” The advertis-
ing man at once carried the copy back to the Fosters, whom
he found together.

“This won’t do at all,”” he said; ‘* nobody can make any-
thing of it. 'You had better let me help you prepare some
copy that will bring results.”

““What's the matter with it2”” demanded Mr. Foster, the
elder. e

ATl dhat T can mkgfout ia tha s

that

The two Fosters made no attempt to conceal

“What,” s son sarcastically, * would pi
but pine tar? And every fool knows what pine tar is
for aboard ships.”

“But,” protested the advertising man, * our papers

g0 to sailormen. Practically all of them are published in
towns that lie high and dry in the interior, and not one of our
readers in a thousand has ever seen even a lake schooner.
They wouldn't be interested in pine or any other kind of
tar.”
“Well, then, they ought to, and it’s that copy or nothing,”
declared Mr. Foster decisively. ' We make more money on
our “ Wilmington Pine Tar” than anything else we carry, and
it's our staple. So you may take it or leave i

Of course, the copy was taken. About six wecks later came
a note from Mr. Foster, Junior, asking the advertising man
o call.

We are thoroughly disgusted with our advertising experi-
ment,”” Mr. Foster said before his caller could fairly sit
down. **We haven't had even'a single inquiry."”

O course you haven't. I told you
you wouldn't, Our people have no use
for * Wilmington Pine——

Well,” interrupted Mr. Foster, wav-
ing that foolish question aside, “we
want to cancel our contract. Of course,
we know we are legally bound for the
whole sum, but we want to know what
bonus you will accept to call the adver-
ising of as it stands.””

The advertising man tried again to
explain that the wrong line had been
picked out for advertising, but Mr.
Foster cut him short again.

“We're tired of the whole thing, I
tell you. It's a nuisance and a failure.
Now, what will you take to call it off?""

This exasperated the advertising man.
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The Temperance Man Who Knew Human Nature

UT if careful wording, judicious display, the full worth of
the goods are generally held to be necessary in all adver-
tising, medicine is one thing that will sell and pay to adver-
tise regardless of its value. Anything else to be.suceessfully
exploited through printers’ ink must have substantial merit,
So that a man who buys once will continue as a purchaser,
but a medical preparation may be advertised with proft,
regardless of its capacity to do the things promised. ~This is
e in the first place 10 the EnORANOS MATgin of PIOSY in
Patent medicines, the bottles that carry them costing gener-
Sy more than the mixture itself, and in the second place to
the endless army of patent medicine ** fiends ™ that exists in
Newerigi. These people will go right on buving every new
cugé-all/thst comes along. The story of a preparation known
iv/ifs day as Vinegar Bitters illustrates this peculiarity.
~Thj$ preparation was originally put on the market under
Smother name by a California doctor. He was a temperance
man of the firmest conviction. He made up his mind that
the great success achieved by a number of brands of bitters
then on the market could be duplicated by a Temperance
Bitters, something that, unlike the others, should not be based
on alcohol.  So he put up a big stock, sent it out tothe jobbers
and began to advertise. It took about three months to work
up the demand, and then to the temperance man’s horror it
was found that all the stock he had put out had fermented and
soured, so that it was all thrown back on his hands. There
are still alive to-day persons who tasted this staff, and they
are unanimous in saying that nothing more awful was ever
put into the human mouth. But the doctor was a shrewd
judge of human nature, and he knew that there are millions
of people in this world who don’t believe they are getting a
real curative medi
less it tastes bad, and the
Warse the taste the greater
the faith. So he recorked
and relabeled his fermented
mixtureand put it out again
under the new name of
“ Vinegar Bitters,” the.
egar”’ to show people that
the dreadful sour taste was
All right and called for in
the bill. He advertised i
from the Pacific to the
‘Atlantic, never put out new
stock until it had soured
good and hard, and for years
Sold it by the hundred thou-
sand gross, making millior





