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THESIS -



T}le hi Se

Apricalturad. Advertising,

SurtsanT,

1. Advertising is a subfect with which every
airiculturslist, aad esreciclly every stock breeder, should
hecorie faailiar,

2. As vet asriculturel advertising is in its
infaney,

5. A:ricultural pursuits engace a larger nwaiber
of individiicis then any other of the gainful occupations,

4, Owuins %0 the increasin: derniands for agricultural
rroducts, agriculfure 1nust continue to he one of the 1loanding
occuprations of the world,

5. SuccessTul asriculture deiw.ads and should ermlaor
every factor essantisl to sticecaszs in any occupation.,

6. Advertisin, is a FTactor which can not he ignored
or lost sight of i: any business enterprise., It is the 1means
to an end and the solution of a 1problem that can he attained
in no other walr.

7. Vhere one 1s spesializing, advertising is
absolutely necessary.

3. Advertising 1s not a small itenm of exyense, but
rioney exyended for succa sful andvertising is money well
invested,

9. ©BuceassTul advertising: requires carerful study

4

and iIagenious thought.

’

10, A Xeen desire t0 do husiness, honest straight
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forward dealing, and courtsesy to all are three goneral
reauisites necessary for tre rnost successful advertising,

11, The farnm is as mueh a place of husiness as is
the nonuTacturing plant or the mercantile house,

12, Tne producers of the varied agricultural
products has as many opportunlties for eryloying advertising
as a means to an end as hes the producer of otlier cormodities,

13. SuccessTul advertising 1oy he sald to ouickly
bring together tl.a producer &nd the consumer in such a

maniar as %o be rmutually profitable.

The Subject in General.

Agricul tural advertising is perliaps a new and
sorievhat novel suhjaect, vet it is a subject worthy of careful
consideration, andi one with which every agriculturzl yproducer,
end especially the stocl: breeder, should thoroushly faniliar-
ize Linself,

Aricul tural advertising is in i¢s inTancy, and
appreclated by a few only., The nore study it is given, the
nore there seens In it, and the greater possibilities and
advantages to ve derived by its judicious use to the farmer
and stoclc brecder,

T™e pgreatest muiber of persons engéczd todar in
eny one of the gainful occcupations are in pursuit of agsricul-
ture. As & business enterprise, hovever, it is extensive

rather than iatensive, aud @ a rale not nursued vith tle
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intense application of those business princinlas so churecter-
istic and dissingulshahle In othier occupations, This can nodl
olwars bte true, The increcse in nwiver of pcpulation and in
derimnd Tor those necessities which tre agricultur-al producer
zlone must fTurnish, 1s nestening forward iie time when agric-
ulture as a business entayprise must be engaced in after thre
same r:nmer as are those occupations which involve every
Tactor availarle in order to ottain the highest degree of
success,

The necassity Tor intensive methods in asriculture
ie racopnized and precticed Hy a few today, and thelr suncecss
cives evideance ¢hat close obhservince of everv law, ond
arrlication of every factor, enftering into the suc~ess of
other oceupations pursued after an intansive manner, aprly
as wvell to agriculture, and assurs a nish desree orf success
whers otherwise only an average desree of success or Tallure
is %he result,

There are nany fachors wvnich enter into every
succes:zful business enterprise, Oopital, labor and juldicious
nonaserent are prime factors entering into the production of
eve:y corprodityy, bhut they are not the only factors iLhot 0
L0 insure success. Parther then rnerely yproducing a corpoditi,
a disposition rust be mede of it, This must be rmede in
suflficient cuantities and at prices wrich will pay the cosut
of production, and enorgh mo-~2 to ivsure a profit which will

oT’er sone induceient to continne the husiness., To wn’-a
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this disposition often becomes & problen, which the producer
has colved wren he succeeds in nmaling ready sales of tie
2oremodity he i1s nroduciag,

Advertising is tre »nrime factor entering into the
solution of the problan of nalivys the best possible disrosition

-

or any cormoditry. Advertizing mayry re caliad the keyry to rerdyr
and profritavle sales, and consequently is a factor given very
close attentlon by all producers and dealers unlass we con-
sider the averapge farer or arricultural producer an exception,
It is too true that the farrer actively engased in producing
acricultural products fails nany tines owin;; to his losinyg
sirht of the problem of making the be t disposition of tl.-u-.
Advertising: as a feacsor is business is & thing in
itself, It 1s very abstract and herd $6 bo (7 ed hy any
fixed laws or rules vi.lcih can he defined and 1aid down as
hel:n; safe to follow whenever trere 1Is an oececasion to resort
tedi% 10 any business. It will be easily reQOQniZed hovever,
that what 1s true concerning advertisinag as it is erploved in
one tusineds is t0o a sreat extent true concarning it as 14t
is employed in other lines of business, Successful asricultur-
al advertisin; ie maraly successful adver+ising ap»lied to
gyirmlture, In considering this suhject, 1t is only possible
t0 become fwrilisr with the things whidleh go to ra’ta up
successt™l advertising: and endeavor to see where advertising

w

can he arrlied to arriculture.
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SuiceessTul business rmen reclize hest the Limortiance
and advanto-es of advertising, and theyr are usually the succesrs-
ful advertisers. P. T, Barmm, the world's greatest showrin
and perhaps graatest advertiser, has made the stater~*,; that
if he wers Lo start into business wlth a capital of ten
trhousand dellars, he would invest one thousand of it in the
actusl business and spend the other nine thousand advertising
i1t. This seans altogesher out of proyortion, yvet is 15 very
ofte2n true *hat moner invested in advertising is noner hetter
invested than noneyr invested in tre actual huniness,

The enormous wenrlth accumilated Py o0 v »aesced In
manuTacturia: and sellin: patent medicine s accuwriliated
largely through extensive advertising. Unprincipled en, who
are swindlers, and whc make money out of nothing by humbuging
the publiec, depend upon advertising as the reans to gain their
end; hence advertising is not always legitimzte business.,

This does not conderm advertising however, any more
then counterfeiting conderms the legitimate ccining of rmeney,
It only proves that advertising is a strong factor in any
business when thoroughly understood. The thing one must do
is to learn what constitutes legitimate advertising, and
practice it with the same degree of honesty he would practice
in doing any personal business transaction.

Tre first thing to be fixed in mind in regard to

the practical use of advertising in any occupation, 1s that
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it 1s a means to &1 end.s It becories & fector in business
when we have & desired end in view and to gain this end is
sormwheat of & problemr, Tre ead in view will be the dasire

to0 e a dispoasition of saie article of wealth or to satisfy
soire want, ‘hers trere is no problem cemnected with reaching
this end, the natter of advertising does not necessarily come
intc consideration. Por exaple, the farmer producing an
ordinary crop ol wheat, for waich he can not hope to secure
any nore than the generel market price, would nct be henefited
by advertising: nor would he advertise for hired help, if

he knew the person who would do his work satisfactorily, &and
who wvas willing to do it for him any time he désired to have
it done, On the cther hand, if he were yroducing sone
sreclal variety of wheat for seed purposes, and desired to
sell it at a sp-cisl price, which he would be justified in
demanding, he nigﬁ)find it a problem how to secure buyrars
enough to take all of his wheat, cnd jJudicious advertising
wvould be his solution of the problem; or, if he were i vant

of relp, and knew no% where to secure it, advertising would

£
e his best m=2ans through which to find it., The same would te
true in case of any specisl produce one had to ofTer for sale,
or in case of any went which nust be satisfied.

Parrners producing dalry products, or engaged in
what 1s ccrronly called "truck faridnzs®" and supyplyings e locel

market where there 1s more or legs couyetition, find 1t

necessary;” to resort to advertising, In order “4c¢ secure patronsge
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and thus dispose of thelr products, Stock breeders, producing
pure bred stock which is worth mere %tran the general market
rrice, must advertise in order to find a market for their
animals, These sre cases wnere it will pay to dc spreclel
advertising, even r0ins to considerable exrense in order to

do so. Advertisins is always accorpanied with more or less
expense, but if the situation warrants one to ;o to this,

and the advertisin;; is done judiciously, it is money well
spent,

Speclalization and advertising pgo hend in hand;
either one proving ungrofiteble without the other,

The anount of advertising to e done wilill derend
upon how extensively one is engaped in business, and vie can
say the cost will depend upon how successfully one advertises,
SuccessTul advertising 1s never moixey thrown awey or lost,

To do successful advertising one must make it &
study, teking iato consilderation the situation and the end to
be reached and endeavoring to gain this end In the best
possible nemer, There are so many things which enter into
successful advertising 1t would te irpossible to enurierate
them all, The things which would o to make adveriising
successful in one case might be out of place and not answer
the purpose in another case.

There are three generrl requisites which nmay be
given as the foundation upon which all successful advertising

rest's, and which nmus’: b2 kent in mind by any one wishinr;; to
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attain the greatest success. Tie Tirst of thess reauisites
is & ¥een desire to do business and to geain sone Jelinite end,
Without this desire one vwill never have occaslon to do adver-
tising, and if Torced to advertise without this desire the
chances are aceinst its being successful advertising. They
who Lave no other desire than merely to exist will have little
to orfer, and hence have little trouble so far as making a
disposition of ary articles of wealth is conccrmned, Honest
straight foirward dealing is the second requisite, and one very
important. Dishonesty never entered into the greatest achiev-
rent of success and never can, One can nct guard ggainst
nisrepresentation or deception too merefully in advertising.
An honest dealer or business firm will in the long run be
awarded success over any dishonest cojetitor who may seen
successful and whe psrhaps dces gain his desired end, but
such deeling is nct to be countensnced 1. any cease, The
third requisite is courtesy, beln jrorpt and respectful
ir looking after all incuiries &nd corswnicetions, vhether
they meun profit at the time or not, and seeking to please
so far as possible all with whom one may have any dealing.
These three requisites soon give one & reputatuon
which perhaps may be the only advertisement necessary after
it has becone established, The person who can keep these threo
requisites in mind and will practice them continuaily will be
the successful advertiser and the successful business iian,

whether he he Tarrer or merchant.






The farmer has as great A chence to hecome a
successful business men as has the ner-hant or manufacturer,
The farwm 1s as much a place of business as is the manufacturing
rlant or thie marcantile house. They ali need to be pursued
in a thorough, business-like nmawmer., The farmer 1is not only
a vroducer but imust exchange and deal moere or less, and nhas
many.occasions to resort to advertising, and has equally os
many means of advertising,

Tre abstract nature of advertising enables one to
advertise through avery meons abt his corwnd. The Tarm offers
& splendid chance for incidental advertising, The general
arrearance, and memner in which every ferm is nanaged, adver-
tises it the sme as every nanufacturing estallistient and
mercantile place of business 1Is advertised inr the sulie W&l .
The nethod of performing work avout the ftarm, the nanner in
which buildings, fences, yerds ahout house and harns are kept,
the reputation one his In dealing, either buying or selling,
all o to adveriisse one's business, PFwmery one likes (o see
enterprise, and will deal with an enterprising person
in perference to any one else.

This incenental advertising costs time and money,
but 1t rey be considered chieaper then nmuch of the special
edvertising that is done., It is the best kind of local
advertising, and is apt to extend farther than one iy think,
Giving the fari some suitable naie whlch will distingudsh
it ¥ron other farms, and having this nanme with the name of

the rrorrietor neatly put up vhere it can be seen by the
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public will su;;est enteryrise and sarve as an advertisenent
wricl: nay pay reny times the expense of putting it up. One
haevin,_ seen such a place can aprreclate the sense of enter-
nrise it su;asts, This will serve a purrose $00, 1f one sees
fit to do special cor p eneral advertising.

There ara neny ways in which we can advertise
locally at a siel) expense if the matter is siven careful
thought., It 1s not uncomron to sec & shingle or piece of
board nailed to a farmer's gate post, telling of his wante
or his desira to dispose of something, Vhile <hils 1wy
angwver the rwrrose, the farer who burs and sells ore or less
grain, feed, and stock and hires nore or Jess relp can ligprove
upon the shingle and mAanifest nore enterprise by having a
rezular hulletin board neatly nade and put in a conspicuous
place to cateh the ere of +the public. The words "For Sale"
and "Wanted® coro ba e atly painted uion the board 30 &s L0
be permanent, end with very little trouble this can be 1mide
to serve a food neans for advartising,.

The farier enga;ed in soilivg millk, retalling 1%,
must do mors or less advertising in order to secure and held
his desirad number of customers., He rnwust give speclal attention
to neatness and enterprise in leeping wagons, horses, cious
and 1milk 1tself In proper condition, This will be his best
means of advertising, «nd con not be iven too cereful attenticsy,

he farmer enga;ed in truck farming, selling frult
and vegetailes rust sive the sire thought and attention to

this neons of advertising., Making one's husiness a special

-
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and using everv manns at corviend toward some definite end 1s
the sure road tc suc-zess.

A corzion neans ¢of edvertising locally and extansive-
ly is through *he vast nwiber of newsrapers and periodiceals
which sive up conslderatble space to advertlsing matter, The
Tarer engaced in supplying a Ioenl narket with fruit, veget-
ahles, or dairy products will find Lis lcocal editor a great
help to hime For a very small sum 1o pay for the sypuce he
cares to r@alze use of Tor advertising, he will find it ruch
easier to make quick and profitahle sales of whatever he has
to rnarket., People's mouths water Tor nice fresh strawber:ies
and fruits and ¢ rden vegsetables of all kinds when theyr read
about them, and they are induced to buy whem otherwise they
rnight not 4hink of such Juxuries, Ther are very avt to try
tuyring of the rerson advertising them, end 1f they are pleased
with th=ir purchase, which the seller should endeavor to heve
then, a custoner is secured and the advertising las heen
sucecessful,

When cne is producing more of a commodity than can
be dlsposed of locadly iIn a satisfactory nenner, he rust use
suci: means as ne can find that will advertise his comricdity
and create & 1more extensive narket fer 1it, PFarm newspapers
end megeaines end live stock Journels ofier tre farmer this
means of advertising. This rmeans of advertising: requires
cereful concide-ation on the part of the adverticer, and it

is more apt to ve true thet one /111 Taill more often in his
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edvertising through the various farm p=rviodicals *han 1n any
other, . This is true for the re&ason thet nmany do not
understand the art of advertising and pay e great deal fTor
advertlsing which never counts,

Ta cost of advertising througl the different
veriodiecals viories as each publishing corpany has its price,
one payving usually Tor the znouat of spece ther desire to

ing
usa, Ore _lance over the advertising colums of a few of tre

~
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ordinary farm paypers cor rAagazines can sae tre variety of wars
this space is erplored; and & little cearefil thought or
exaiination will reveal tre feact $hat sone advertisenents
are ruech rore consplcucus and irgiessive thien others, while
perhaps theyr cceocupy the sane space. Yor peneregl advertising
one can not afford to make use of tco mich space while perhepns
re could «fford to occupy a whole 'page or 1more Ior cne or

twvo puilleations, in order to advertise in soue special

manneyr, Speciel advertising is quite apt to be nmore succesnsful
then general advertising, but one rmust do both if he is pro-
ducing extensively in order hils nerie and tusiness nay he

kert continueliy before thie eres ¢ te rublie.

One ilvartising through periodicsls must tele into
considerition first of £11 the nmumber and class of people with
whom he wishes te desl, In the second rlice he must select
those perliodicals wrhich will reach the pgreataest number of these
reorle, - It is cleer that 1t ~iould seem poor policy to pay
equally as nmuch to advertise throush a parer hiaving & vary

small circuleation as to advertise through one having a wide
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circulation. This w-ull 1o “rue in case both papers vere
circuvlated arcong the swze clacss of yeople, while perhaps in
another case vhere the difference in circulaticin was due to

the subscripticn price of the Tepers, and where the palers
represanted two different classes ¢f people it would not be
true, I the paper having the smallest circulation represent-
ed a wealthier class of people with vhom perhaps one would
stend & better chwnce to deal, it would he a great mistake to
ignore such & paper sc far as advertising 1s concerned,

Putting an advertisenent into several ayers without
siving any thought as to the rasult 1s very apt to he unsecce-
ssful advertisin;. It is not possitle to know perhaps,

Just which periodicels are thie best to erploy when one starts
out. All one can do is to try them, eyin; the adve:rtisererts

n & way one can tell from where they are noted when inquiries

[

are rade in reply to thenm,

To key an advertisement is tc maite & distinction
in one's postoffice address accompanying the advertisehent
s0 1% can be known in what paper the s2dvertiserent has bheen
s2en, If there hapipens to be a company, one rember?!s nane
could hre used in one peper and ancther member's nae in enothe:
papersy or one could use a street nwber or post ofTfice hox
nunher in a way to makre suie distinction, This will save
rnoney in man~cases, and insure succesg when otherwise adver-
tising may seen expensive and wnsuccessful.

Acain, 1t is very necessary to study to rarticularize

-

one's advertlseients, in order to avoid getting inquiries that
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I 1s much venter,

Te i iy, voe LSrubil: As & grean secrat ilu suweerssiul
advertisiy,. One hawing & vhnite Ttull Por scle, which has

vroved & veluabie sire, couvldd rovveriise Rim 12 two wveys, One
way would be Lo mislend the public end et ingquiries, The
mJordiy o reocnla wowlal tlever wWeolue &0 Winen vhel oot
Trawmen ue Vas Viilewy @ik e 18 very @00 ou o aiwve tnroun his
vidie, iy DY edvertisin, Lo U ds waye Anotrer vay would ce
0 Lell exactly whal e was and get repiies 07011 those Wno
coled Lo Lulke Lhelir c¢hances 1a purenasivg suern a bull,

foillouily;, will oTTer a4 crhance Ior one 4o jud;

47 4.- - e xe 2 L+ s - ~ AT - PRAPN ~ S . ¥ T
vha Lo wgys dis the pettar walr L0 aavertlse suwin & busl,

" Our lerd Bull,
ScotiLisch Chermion, 127505"
Tor lale.

He hes been & Lwpressive sire, end we

feasons, one being we Lhave NLod hlin for
Livea ears and aust cladyge v dn=hreed,

Ve neve nis calves to snow and tier will



’e



-~ =

g L

" white Bulls do not elwars 2% white calves, Few pecrnle

want a whilte bull, but we have clie hat does not et white

calves, He ras sired 43 calvss; 21 being red, 13 dark roan,

A

light roans, and only one white,
"Scottish Cnarg ion, 127005", 1s a vellow wrhite, having

]

a fine mascullne lead, yeilow nose and horm, long silky

~a

:ale, bis;; handfulls of loose mnetilow skin, is very centle, and
wel his 1950 pounds 11 breedirn;s condltion.

His nalves are great f=eders, alwayrs Tat, sauare ended,
low down, *2ozky, vigorous, and mealiny, We have ten calves

-

a2t the ferm now which welgsh ¢n an avarage 775 pounds at
eiqrt mevtlis 0ld., We have had him three rears and rust
ctivnige.  We want to sell and reercy business,

Address, etc."

e 4 s e emm i h N ea A0 4 @ * P@ 4 T B e s e s - = e @ T e eW® B> sB O DAt @ DS S s . ==

Botii of these adveriisesents cost the sone nmoney
and 1% 1s clear to see the difference 1n the nerits of the
twvo, A person never nmakes & nistake in reypresenting a thing
Just as it is.

One wnou advertises, and who is just startin: out
nust nct expect to he flsoded with Inquiries withln a weekx after
e nas had hls advartisenent published. He rmust be patient
and walt a reasonahle lenygt: of time for results, If after

woiting a recsoneihle length of time no inauiries are received,

Pl
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is mey re well Yo cluvise tle cdvertisenent to resad i o
AifTerent way &3 perhaps there ig a8 nistake in tre wording
of it, Omne rmust not become discoura;ed but keep at it until
inquiries ars received,

Advertisin; sclicits correspondence, which is a
very Dmportant factor in successful, business, One can not
do succassful adrertising without riving the master of
corespondence very caretul attention., lioere derends upon the
rovier in vhich inoulries are aaswered and promptly looked
after than perhaps any cne $thing., One's business is advertised
more by the nromptness and resaerd he shows to those making
inquiries, tran i% is by the &dvertisenent leadins to the
inaquirys Correspondence in itself is a pgrent neens of
advertisiry;, It is a direct nmeans of calling attenpion to
tre fact that one 1s doin;; business and rmalzing a specialty
o sore one line of husiness,

Many business men or firms tave gpecial rains to
rnake their stationary do special edvertising by havinge paner
and envelopes coverad with Trinted matter concerninags their
business, One rust use good Jud;ment in doin;; this, since
in scie ecases maling too much of a display in this way becones
ohnoxious and notrin: 1s ¢ ined.

BEveryone who 1s obliged to ®#0 more or less corresy-
onding can afford to buyr his stationary in quintities sufficient
to enahle him to always Lhinve it at hand, and buying it in
sufficiently lar.;e quantities will also enainle him %o huy it

enourh efpeaper so that he ~an aTford to Fave suitahle letter
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heads printed and stamped envelopes to corresnond., This
counts as a matter of businesxs enteryrise, the value of wvhich
ras already been nmentloned,

All correspondence releting 1o inauiries whieck are
tte result of ndvertlsing, should he siven prormpt attention
in all ceses, whether ther seenn to wvarrant a sale or not, One
can nuot expect every Inauiry to nesm a sale, but 1t is
impesgihle to tell In cst instaces the resu t of falling o
answer any inquiry. e case may demand onet's writing
several 1l ters,

In ansvering an inouiry, it is hest not to write
too rmuch. Tie Tirst Jetter should he a falr business proyo-
sition, If the inquiry is one concerniru: live stock, let
evervining that is said bear direcctly upon the animal for
82l 2y deseribing the animal hrierly, stabing the price and
terms of selling hein. careful not to misrepresent the
aniral in any way, end endeavoring to reiyresent it so that
thie purchaser will he better pleased rather than disappointed
upon seelng it., This nmay be folloved by a second letter, if
necessary, entioning sormething farther concerning the animal
which will Le of interest to the parson makin: the inquiry,
ind which will yperheps help him to decide whether he will
buy or not,

IT after a rea-onable length of time nothing is
heard from him, it will not be out of place to write him a

third letter kindly asiin; his reasons for not reviying to
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rour propositicn, This will indicate you ean business and
often wrere the yerson withh whom one is dealing is siow, it
insures a sale, when otherwise the ma‘ter might heve been
dropped and the person have ckhanged hls nind or hecome interest-
ad i1 some other animal which he would have bought. IT the
particular anirel offered has 1ot been satlsfactory as an
individual or in price, it muy he possible some other anima’
could he orfered which would bhe,

FPolloving up ar inquiry in this wey not only increases
the chences of reking a sale at that time, but acquaints one's
se . f and business to the person concerned, in a way that nay
mean & ;reat deal to so0ne Tuture time, One should always
endeavor to convey the idea that he means business, and axpects
the saine on tha part of those with whom he is dealing,

In deirns businees with wrkrwon parties through
corivesyondence alwers derand cash or creck to acccrpany their
order, &nd 1if possille ;et ther to certify by a writien
statement that viatever tl.er have purchnagsed was perfectly
salisfactory vhen received, Havea it understcod that if 1t is
not, it 18 to be returned irmediately at ycur exnense, snd
return the money received with the crder rrorptly. Having
purchi&sers well satisfied and their staterents to the fect
in black and white is the best kind of advertising.

Where one is desircus of doing an extensive business
aﬁlenlarginu it as much &s pessitle, anoither gocod plan in
cemection with cormrespondence 1s to keep & reccrd of &1l

correspondents, noting their urnts end inoulries end the result
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of #ny business trensacted with theri, This will tend to leern
oine 11 touch with them, and rerhers do considerahle business
with and trrcuch thean in tle Tuture,

In order tc naize such a reccrd of the rnost value,
iT one would teake the 1&ins ench rear to nell to encli of trese
perscns wvhose names had 2en recorded, some little thing that
would remind them thoet cu vere stilld deing business, end
golicited thely patronage, it would be very aph 1o incresse
orne's busivess esch vrear encugh to more trin ray for the tine
and axrense of ;;cing e such trouble, If one were to send
cut nothing 1nere then a business card, it night nesn a grest
teal, IT ore Teels trat Fe can afford it, somethin nore
eXpensive ard whicl cchld te rrized as bein: of sone vilue
wvould ansver hetter,

Theee are & g eat varleiy of novelties which are
used for no other purypose than to edvertise. Trey may bhe had
at very reasonable jirices, end where eryloyed judlciously,
they serve their purpose well, In selecting novelties for
tris purpose, it is bhest to select sordti:iyvg a person wiil

-

nave ccczsion to refer Lo ¢ften, Their doing thils vill tLe
very apt to ceuse then te faver ycu with their orders, i7 &t
any tinme trer rney ha pen to be in want of any thing you are
Proauciing.

SuccessfTul business Tirms who issve catalogues,
calinuers, poclet mencorandurnsg, srd ¢ thousand ciber things
of the Xkind, dc¢ &0 &8 & 1means 07 advertising. Ore may wonder

how threy r~on a”fard to do 30, bu' starydn: to thinlk that tha
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rrofits of one cr tvo seles rade by =0 fdoing, perbeps wiil
cover the entire expense, it is »laiiv Lo see that it is &
sood Investment rather thian nmoney thrown wWEARY.

Thre successfTul sgricultural nroducer could well

afford o resort to some «leh neans ¢f advertlsin,. Tre

stocls hreedur; Tfor exarple, cow.d have printed, at & vaory smell
exnerise, a s@l]) hand-hock ¢f suitahle size to he enclos-d

in an ordlnary envelore and carried 1n one's pocket virich
would sarve v & splendid advertisement. Incerporated within
sueh & hend-bheook an amovneejent of the business he hoped to
do with a Tew faets conecerning whetever he expected to dispose
of durin; the vear would answer for the advertisement. A

Tew testimonials of ;cod quality and right to the point jiven
by sore ¢f tne best breeders wro had purchased Lis stoek end
been well satlsfled with it might be added, Then to have

the hand-hoox of soe practiccel value, space could he given
for memnoranduns, &nd there mizsht be put into it a Tew practical
rules and hints relative to the cormodity he was advertisin;.
These would all have a tendenc: to nmake the advertising
successftul,

The exyense of having such a hand~book printed cculd
be lessened by watiing a few other advertisenents or something
farmars wevld he interested to no‘e, =nd ranufacturers would he
willing to pay a recsonalle aount for the privile:re of rLavin:
their business advertised in trhis way. By carefTully hending
these out, and meiling; tlem to persons interested in what

thel” represent, one 1wy he surprised at the business thev wiil
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crest. This plan wmay ve verizd in a /ay to best suit the
conGaitions and cilrcivastuaces ¢ sy one wishing (0 eimnloy such
& 1m2ais of edvertlsiiyge Photosriphic renresentaticias cen be
irintea wnd onuteilued at reasonable swis, and the, oi
excelient 'isaas Tor adveriisingg.

-~

“he agricul surad producer has & Peat ci:ance to
advertles (hroush county, state, and internaticnal fairs and
expositions. If e i arie to come®n with tue vest exhibitors,
@u Win has snare of the prizes o7 Tered, the expense is very
‘rich lessened, burn ¢v st foel thes he is exhibiting for
ENVLiG prul o Sy erely for Jae priae coney ol Jercde

Yhateverr one may oo Tit to put o exhihition at
any Ialr or expositicn, it should te axhibited in the vest
possible rurier and ade as attractive as 1ossible, otnenrvise
1t viil V2 iguorzq, and one loses rati»Ar tnan gains in g oing

. ~

TO the frounle of exhinitings. Unless one Teels they caln or

.

care to Stalis the jadns (0 coipete wilih the v .

vest, 1t Wil
D2 bejler uvs wu o snow at ail Lu ler as advertisiig Is conecerried,

10 consider our subject Toarther wili he ierel;

v

2nlarging wpon the pouints alrzedy nizationed, Tie sublect of

-

advertising is & nproad oue, and adnits of 1mienr study and

ingenious thourhte IV biscuies all &t wiiere oine is able §o

[

paccolce it suece-sruilye. It may seern 0 soie an &rt which

is prompted by a puirely selfish rovive, LUt Viere e is

Ponsst 1 his derding, and eploys it in couneetion wiin an

ronoravle dusiness, it snould ravoer te considered Chn 07 Uhe
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nrime Tactors enterin;: into a succe:sful husiness, w.aiereby
the j.roducer is not only benefifad but the ~onsmer as well,
To do suc:: .. Tul businexs cne nust advertise ncere or less,
and to do succe .sTul advertising after one hes consicdered the
subject re rmst practice it,

In closing I wish to acknovledge the valuable
su. gestions and help piven ne by Professor H, VW, lMuiford,
Coliezey; A, Chrystel, liershail, !Michy and R, M, Kellogys,

Three Rivers, Ilich,
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