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About the Author

Robert Collier was born April 19, 1885, in St. Louis. His
father, John Collier traveled all over the World as a foreign
correspondent for Collier's Weekly a famous progressive
magazine founded and published by his uncle, Peter F.
(P.F.) Collier.

Robert was educated in a church school and he was
expected to become a priest, but before taking his vows,
he decided he did not want to live the life of a clergyman.
So, Robert headed to West Virginia to continue his
education and seek his fortune.

After eight years in West Virginia where he worked as a mining engineer and
studied business and advertising, he moved to New York City and worked in the
advertising department of his uncle's publishing company. With some help and
guidance from professional copywriters, he developed his own ideas for writing
sales copy and tested them in circulars he wrote. The results were fantastic, his
circulars brought in million dollars for orders of thousands of books.

After overcoming a seemingly undiagnosable illness that was finally cured
through Christian Science. Robert became interested in the power of the mind.
He was fascinated by how the mind could quickly and completely cure his health
problems that doctors had been working on for months, which gave him the idea
that the power of the mind might also be able to bring happiness, fame, and
fortune. So, to test his new idea he studied hundreds of books and courses on
everything relating to New Thought metaphysics, occult, and success. He delved
into the deepest mysteries of the Masters and began to find practical elements
that were really effective in everyday life.

During his career Robert wrote books on a variety of subjects that included
self-help, New Thought, the psychology of abundance, desire, faith, visualization,
becoming your best, and copywriting. He is best known for his book "The Secret
of the Ages" and his book on copywriting titled "The Robert Collier Letter Book".

Robert Collier passed away in 1950, but his inspirational books endure and
they have changed the lives of thousands. He was a prolific writer and
progressive publisher who strongly believed that health, happiness and
abundance were within easy reach.
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PREFACE

This is not a textbook, calculated to show the beginner how to take his pen or typewriter in hand and
indite a masterly epistle to some fancied customer.

It is for the business man who already knows the theory of letter writing but is looking for more
effective ways of putting it into practice.

It covers al the necessary rules, of course, but it does this informally. Primarily, it is the log book of a
long and varied experience. It shows successful ways of selling all manner of products, from coal and
coke right on down to socks and dresses. But through all the differencesin products and appedls, runs this
one connecting thread —that while products and reasons for buying may vary, human nature remains
much the same; that familiarity with the thing you are selling is an advantage, but the one essential
without which success is impossible in selling, by mail or selling in person, is a thorough understanding
of human reactions.

Study your reader first—your product second. If you understand his reactions, and present those phases
of your product that relate to his needs, then you cannot help but write a good |etter.

It may be said of this book that it does not give enough examples of unsuccessful letters. But most of us
can find plenty of these in our own files. And isn't it true that we are far less concerned with why a letter
failed than in finding out what it is that makes a letter successful?

The first book on business letter writing | ever read was the "Business Correspondence
Library" published by System a good many years ago. To it, and to "Applied Business
Correspondence” and other books by Herbert Watson, | owe most of my theoretical knowledge
of letter writing. Those familiar with Watson's writings will recognize many of his theories in the
early chapters of this book. | gladly give acknowledgment to him as the one on whose writings
the groundwork of my own education in direct mail was laid.

To John Blair, President of the New Process Company of Warren, Pennsylvania, | am indebted for
numberless opportunities to test my pet ideas in the only crucible that gives dependable results—actual
letters sent to prospective buyers—and for the perfect records that enabled me to see which theories were
workable, which better forgotten.

For many of the short paragraphs used as examples of good darters, graphic descriptions, or proper
closers, | am indebted to writers like Ad—Man Davison and Ben Sweetland and to such magazines as
Printers Ink and System.

To al of these | give acknowledgment and express sincere appreciation.

THE AUTHOR
NEwW YORK, N.Y.
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FOREWORD

When | agreed to write a foreword to this practica book about sdlling, which does much to de—
bunk the subject, | did not know that the author had used me so frequently as Exhibit A. Naturdly | fed
somewhat embarrassed at endorsing his studies, since we traveled the road of mail order experience so
much of the way as "buddies.” | can't help but think it would have been a better book if he had cdled
me Mr. Sears Roebuck, or Mr. Montgomery Ward, or some other well—known name that stands for
big profits and big success. However, if he wishes to take the chance of marring an otherwise useful
book, that ishis affair.

To anyone immersed in the great game of business, there never ceases to be a thrill in landing an
order. Multiply that thrill 100 or 1,000 times, and you have a picture of what a big day means to one
who depends upon the incoming mail for success in business. | suppose there must be plenty of
excitement in turning over to the "big boss' an order for $50,000 worth of something from one
customer, but | doubt whether it can be compared with the fegling that you have influenced through
your own eloquence a thousand minds to do something you wanted them to do, so that they dl
responded with signatures, in one day, backed by hedlthy pocketbooks.

Of al the forms of selling, direct mail is the most intriguing. Certainly it appeals strongly to
the student mind. | have known men to be devoted to it, and very successful at it, who probably
would have starved if they had been forced to take a sample case and show their wares to their
customers face to face. Of all forms of selling, it gets the quickest results because the mails travel
faster than salesmen, the mails don't get sick or temperamental, nor do they have to wait for an
interview. The direct mail appeal gets there and back while another salesman is packing his grip.
It offers great opportunity for showmanship with striking illustrations and color printing. It
makes certain that all the best selling points are covered, whereas a sales representative may
often miss a few and is quite likely to focus on a weak one he likes best, even sometimes
inventing some doubtful ones of his own. In direct mall the management can check dl extravagant
cdams. Direct mail shows a low sdling cost too—if it works a dl—and has the advantage of showing
you quickly whether your merchandise is marketable, o that you can plan and get your campaign under
way while the ssason ison. | say, "If it workd" Of course, it will work if one has the patience to find the
right approach. Sometimes you hit it by accident, but usudly you hit it by hard study, backed by
experience. Mr. Callier has generoudy poured his experience into this book to save the reeder the pitfals
yawning for old—fashioned business men, who are S0 apt to goend ther postage money on good
literature with sophisticated dictionary words and involved appedls, indead of headlines with punch,
backed by smple homely argument.

A wel—known copywriter and direct mail expert used to say, if you can sdl books and service
through advertisng, you can sl anything. This probably explains why Mr. Collier shows you so many
examples of successful book sdling, making his point with the more difficult demondration materid. It
must not be infe—red, however, that the methods which he describes apply only to publishers problems,
because it is undoubtedly true that the same technique can be gpplied to sdl anything from peanutsto red
edate, and is being goplied every day. If you have an aticle with merit, and there are enough human
beings who want it or who can be made to want it, direct mail will find them quickly and & alow cog, in
good times and in periods of depresson. Moreover, it can be used in connection with other forms of
sdling without conflict. Your high—sdaried road— men to the contrary notwithstanding, you can use
direct mall methods not only to help them sdll your product, but to sl them as wel—and make them like
it.
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The publishers are pleased to call this a"book but | should cdl it a "course of study,” because it
covers the subject so completely and unfolds food for thought in easy steps with logical sequence
just as agood teacher would do the job. | believe many will join me if | nominate Robert Collier
to the chair of Direct Mail Engineering a some progressive institution of learning. If this
suggestion is adopted, we shall see in a few years a new attitude on the part of the weary public
on receipt of circular letters. The bright, refreshing, circular literature of those days will be
opened and read because it will be newsy and interesting, instead of dull and drab, as so much of
it is today—but how about our pocketbooks after these compelling letters make us sign up for
everything which Mr. Collier's disciples want to sell us under this new order of things?

Fred Stone
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What Is |t That Makes Some L etters Pay?

What is there about some letters that makes them so much more effective than others?

A letter may have perfect diction, a finished style; it may bristle with attention getters and interest
arousers, it may follow every known rule; yet when it reaches the Hall of Judgment where the reader
gts and decides its fate, it may find itsef cast into the hell of wastebasketdom, while some screed
lacking any pretense of polish or the finer arts of correspondence, blandly picks up the bacon and walks
home with it. Why?

Because getting the results you set out to accomplish with aletter is no more a matter of rule of thumb
than is landing a fish with arod and hook. Y ou know how often you have seen some ragged urchin pull
in fish after fish with the crudest of lines, when a "sportsman" near by, though armed with every
piscatorial lure known to man, could not raise even a bite!

It's a matter of bait, that's al. The youngster knew what the fish would bite on, and he gave it to
them. Result? A mess of fine fish for dinner. The "sportsman™ offered them what he had been led to
believe fish ought to have—and they turned up their fishy noses &t it.

Hundreds of books have doubtless been written about the fine at of fishing, but the whole idea is
contained in that one sentence: "What bait will they bite on?' Thou—sands of articles have leen
written about the way to use letters to bring you what you want, but the meat of them al can be
compressed into two sentences: "What is the bait that will tempt your reader? How can you tie up the
thing you have to offer with that bait?'

For the ultimete purpose of every business letter Smmers down to this.

The reader of this letter wants certain things. The desire for them is, conscioudy or unconscioudy,
thedominant ideain hismind all thetime.

You want him to do a certain definite thing for you. How can you tie this up to the thing he wants, in
such away that the doing of it will bring hima step nearer to hisgoal ?

It matters not whether you are trying to sdll him arain—coat, making him a proposa of marriage, or
asking him to pay ahill. Inthat, to pay a hill, to get be each case, you want him to do something for
you. Why should he? Only because of the hope that the doing of it will bring him nearer his heart's
desire or the fear that hisfailure to do it will remove that heart's desire farther from him.

Put yoursdlf in his place. If you were deep in discussion with afriend

over some matter that meant a great dedl to both of you, and a stranger came up, dapped you on the
back and said: "See here, Miger, | have afine coat | want to sell you!" What would you do? Examine
the coat with interest, and thank him for the privilege or to kick him and the coat down the nearest
dairs, and blister both with afew choice adjectives in the process?

Widl, much the same thing happens when you approach a man by mail. He is degp in a discusson
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with himself over ways and means of getting certain things that mean a great deal to him. You butt in
(that isthe only term that describesit) and blandly tell him to forget those things that so deeply concern
him and consider your proposition instead. Is it any wonder he prompitly tells you where to head in, and
lacking the ability to reach you, takes it out on your letter instead?

Then what is the right way to gpproach him? How would you do it if you were gpproaching him in
person? If he were talking to some one, you'd listen for awhile, wouldn't you, and get the trend of the
conversation? Thenwhen you chimed in, it would be with aremark on some related subject, and from
that you would bring the talk around logically to the point you wanted to discuss. It should not be much
more difficult in aletter. There are certain prime human emotions with which the thoughts of al of us
are occupied agoodly part of the time. Tune in on them, and you have your reader’s attention. Tie it up
to the thing you have to offer, and you are sure of hisinterest.

You see, your reader glancing over his mail is much like a man ina speeding train. Something
catches his eye and he turns for a better look. You have his attention. But attertion alone gets
you nowhere. The something must stand closer inspection, it must win his interest, otherwise his
attention is lost—and once lost, it is twice as hard to win the second time. Again it's a matter of
bait—you may attract a fish's attention with a gaudily painted bauble, but if he once nibbles it and
finds it made of tin, you will have a hard time reaching him again with anything else of the same
kind.

Every mail brings your reader letters urging him to buy this or that, to pay abill, to get behind some
movement or to try anew device. Time was when the mere fact that an envelope looked like a persond
letter addressed to him would have intrigued his interest. But that time has long since passed. Letters as
|etters are no longer objet of intense interest. They are bait neither more nor less—and to tempt him,
they must look a bit different from bait he has nibbled a and been fooled by before. They must have
something about them that stands out from the mass —that catches his eye and arouses his interest—or
away they go into the wastebasket.

Your problem, then, isto find a point of contact with hisinterests, his desires, some feature that will
flag his attention and make your letter stand out from al others the moment he reads thefirst line.

But it won't do to yell "Firel"” That will get you attention, yes of akind but as far as your prospe¢ of
doing business are concerned, it will be of the kind a drunken miner got in the days when the West
wore guns and used them on the dightest provocation. He stuck his head in the window of a crowded
sdoon and yelled " Firel" — and everybody did!

Study your reader. Find out what interests him. Then study your proposition to see how it can be
made to tie in with that interest. Take as an ingtance, the mother of a month—old baby. What ismost in
her thoughts? Imagine, then, how aletter starting like this would apped to her:

After baby's food and baby's clothes, the most important thing you have to decide upon
is the little cart baby is going to ride in—is going to be seen in is going to be admired
in.

Never achild came into the world but was worthy as good acart, etc.

Or if you were the father of asix- or eight-year-old boy, wouldn't this get under your skin?
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Your boy is a little shaver now. He thinks you are the most wonderful man in the
world. You can fix his boat, mend his velocipede, tell him wonderful Sories.

But it will be only ten or twelve years until he goesto College. The fathers of the other
boys his chums will go to see them. There will be a Railroad President, perhaps, agreat
Banker; a Governor.

And you will go; and your boy will say, "Thisis my father, boys."

How will he fed when hesaysit? Will he be proud of you?

Or take any one of the following starts. Can't you just see your reader nodding in interested agreement,

can't you picture the way they would carry him along into a description of the thing offered, how they
would make him want it, how they would lead him on to the find action?

ToaDruggist

After you have run up front half adozen timesto sdll a couple of stogies, a package of
court plaster and a postage stamp; to change afive dollar bill for the barber, to answer
the phone and inform Mrs. Smith that Castoria is 250 a bottle, and assure Mrs. Jones
that you will have the doctor call her up as soon as he comes in, then take a minute for
yoursdlf and look over this proposition. It's worth while,

To aHouseholder

Doesnt it beat the Dutch the way thieves, pick—jpockets, hold—up men and burglars
are getting away with it these days?

There were over 1500 house burglaries last month in our dear old city; 92 busness
burglaries, 122 street hold—ups; | | offices held up; 309 automobiles stolen, and the
Lord only knows how many watches and purses taken on the streets. A good insurance

policy againgt burglary and theft is a pretty chegp investment these days. Call me on the
phone now, and | can have your vauables covered by noon.

ToaFarmer

Any man who owns acow losesacaf oncein awhile,

If you own a herd of a dozen or more, you are probably losing one or two caves a
year. We know of breeders who were losng every caf—some sixteen—some over
thirty ayear.

And these breeders stopped their losses short— just like that — through the
information giveninour...

To aMerchant

"Shedidn't buy anything."

How often isthis little tragedy repeated in your store?

Your time is vauable your overhead expense runs on — and it cods you red money
when a progpective customer walks out of your store without making a purchase.
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ToaMother

About that boy of yours—

He is ariving a the age when his spirit of manliness assarts itsdf. You find him
imitating his father's manners — he is usng your embroidery scissors to shave with—he
is no longer ambitious to be a policeman, but has his eye on the Presdency. Among the
serious problems with him today is this He is beginning to want manly, square—ctt,
"growing—up" clothes. He is no longer satisfied with ordinary boys dothes He wants
something "like father's.”

To aMotorig

If you have ever driven your car in a rangorm, you know how annoying it is—
dangerous, too—to have your wind shield clouded with water. How many times have
you narrowly avoided accidents under these conditions? With the — Cleaner attached to
your car, dl you need to do is turn a button in front of you, and indantly every drop of
water in your fidd of vigon is swept from your wind shidd. The glass is left dear and
clean.

To aDoctor

What a dutter of books a doctor can get around him, and what a fearful outlay of money
they will come to represent if he doesn't use greet discrimination in their purchase. | dont
suppose there is any class of people—and | have customers among every dass you can
think o—who gppreciate more than my medicd friends the marvelous savings | am able
to make them on dl sandard sets, reference books, etc.

To aHousawife

After you have your breskfast dishes washed, your floors swept, and your beds made
up, | should like to have a moment of your time.
You are an excdlent judge of what is good to eat, and know when you are getting
what you should from your grocer to be saving and yet to set your table with healthful
and dainty dishes for your family...

ToAny Man

Areyou like Mr. Fuller in that you didike to shave with cold or luke—warm water?
Mr. Fuller dways grumbled when the water was cold. Usudly it was cold. Y ou know
how the ordinary hot water system works early in the morning.
But the Fullers found a way out of their troubles. Now—nowadays, no matter how
early they may arise, there's ways steaming hot water the ingtant a faucet is turned.

To Insurance Agents
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Did you ever, as a kid, snesk up dongside an old mill pond and heave what Penrod
might cal a"good old rock™" far out into the middle of its placid surface—just for the
fun of seeing al the mud turtles on al their sunny legs drop off into the water with one
loud, individua PLUNK?

If the humble mud turtle formed no part of the backyard fauna of your youth, | reckon
there was something mighty smilar to engage your budding taents. Just as you find
now, in your grown—up days, that the pursuit of your business ams often involve the
same emotions that lent interest to your activities in the eyes of your early neighbors.
For example: We want to point out to you afew of the prospects that are basking along
the banks of the...

Bat—all of them. Find the thing your prospect is interested in and make it your point of contact, rather
than rush in and try to tell him something about your proposition, your goods, your interests.
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|
How to Arouse That Acquisitive Feeling

To go back to the very beginning, what is the first thing to do in writing any business |etter?

Before you put pen to paper, before you ring for your stenographer, decide in your own mind what
effect you want to produce on your reader—what feding you must arouse in him.

If you want your readers to say, as the crowds did of Demosthenes famous riva: "What a clever
speaker!" — then it isquite dl right to start with catch—phrases and the like. But if you want to emulate
Demosthenes, whose hearers forgot dl about him in their interest in his message, then your whole effort
must be centered on arousing the feding in them: "Let's go!"

For back of every successful letter, as back of every sale, is a cregted feding that impels the reader to
act as you want him. It is the whole purpose of every business letter, whether it be sales, collection,
adjustment or complaint, to make your reader want to do the thing you are urging upon him.

How are you to arouse thet feding in him? How would you have to fed yoursdf before you would
place such an order as you have in mind, before you would grant such an extension, before you would
send a payment to this man in preference to al others, a atime when it was an effort to send adollar to
any one?

What would you want first to know? What about the proposition would interest you most? What
would you fed you had to gain by accepting? What would you lose by refusng?

They say the Parisans have aformulafor love letters "Begin without knowing what you are going to
say, and end without knowing what you have said." That may be good medicine for love letters, but it
was never meant for business. Though, to do the Frenchmen justice, such of their letters as appear in
print indicate that while they may not know what they are going to say, they have a pretty clear idea of
the emotion they want to arouse in their reader, and they leave no stone unturned in the doing of it.

And after dl, isn't that the whole purpose of a letter? Books have been written about the importance
of attention, and interest, and argument, and clinchers, but aren't these mere details? When you

come down to it, isn't the prime requisite arousing the feeling in your reader that he must have the thing
you are offering, or that he can not rest until he has done the thing you are urging him to?

Congder the two following letters, for ingance. The firg follows dl the rules. It wins attention, it
cregtes interes, it describes what it has to offer, it has argument, conviction, dincher, yet it was only
moderately successful, whereas the second letter literally pulled its head off. Why the difference?

Because the fird letter was aimed only & the intellect, wheress the second, while it tried to convince the
intellect, amed its red gpped a the emotiond And when it is action you want, go after the emaotions
every time!
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TheFindly Revised, Illustrated
Edition of WELLTHISTORY in4 vols.
At 1/4 lessthan the Origina Price of Two!

DEAR READER:

At lag H. G. Wdls' famous "Outline of History" has been put into its findly revised
form, illustrated with 100 famous higtorica paintings, and brought out in four regular,
library—size books.

A million copies of the Outline were sold in the bulky one and two volume editions. A
million more people wanted it, but they waited for a lighter, more easly handled volume.
Here it is—a brand new edition, freshly revised, of four standard library—size books, for
25%lessthan the price of the original two—volume set.

And that isnt all.

For a long time Mr. Wdls fdt that parts of his higory needed re—writing—thet other
parts should be darified, and the whole thoroughly revised. This was his chance. Starting
from the very beginning, he changed every single page of the text, re—wrote whole
chepters, added page after page of additiona meatter. Ibis is his find revison. In
discussing this edition with a friend while in America, Mr. Wdlls sad tha the revisons
would make the origina English edition look like a Stone Age effort.

There are a hundred new illugtrations, reproductions from historicd paintings from the
great art galleries of theworld. Not only New Y ork, but the Art Stores and Galleries of
London and Paris were searched through for these. It isthe finest edition of the "Outline
of Higory" that has ever been brought out. Yet you may have it—if you mail the
enclosed card at once—at an amazingly low price.

One—Fourth Off!

Think of it! Finally revised, printed from brand new, clear, readable plates, with a
hundred new pictures besides those that were in the discarded editions, and bound up
into 4 beautiful, library—sze volumes—al for 25% less than the original two—
volume set would cost you even now in any book store!

Hereisour offer:

H.G. Wdls remarkable History, the most engrossing story ever told, being the
complete romance of Mother Earth, bound up into 4 regular library—size books,
illustrated with a hundred famous paintings, and A year's subscription to the Review of
Reviews,
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Both Together for $12
payable in easy, never missed payments of $1 a month, or $10.50 cash.

Widls begins with the dawn of time. Before there were men. Before there were even
reptiles. In broad, magnificent strokes he paints the picture, bringing you straight down
to today. In afew vivid pages, he brings the whole past back to life, and makes you live
through it. More—he makesiit al one connected story, shows you the thread of human
purpose binding men together the world over from one age to another.

And the Review of Reviews makes the history of today as dive and interesting as
Wells makes the years behind

us Without waste of time, it gives you the boiled—down sgp of world events, equips you
to discuss nationd and internationd affairs intdligently, enables you to read your daily
paper with red interest and understandingly.

Only One Condition We Make.

Thereis only one condition—that you send in your card within ten days &fter you recaive
this letter. Such an unusud offer as this cannot be held open long. We can give you but
the one chance.

Mail the endosed card, without money, and we will send you, subject to a week's free
examination, the new 4—volume Wdls "Outline of Higory" a 25% less than the
origind 2—volume price. At the same time, we will enter your subscription for one full
year of the Review of Reviews.

Remember, you don't risk one penny. If for any reason you are disstisfied with the
Hidory, if you don't fed thet it gives you the utmost of book vaue and stisfaction, return it
a the end of the week at ar expense, send 25 cents for the copy of the magazine
delivered to you, and cancd the order.

The enclosed card obligates us only—Not Y ou! Signing and mailing it puts the burden of
Proof up to us

May we hope you will mail ittoday?

Earnestly yours,
Your LAST CHANCE
to Get These 4 Volumes For 25% LESS
Than the Price of the First Twol!
DEAR READER:
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Do you know what isthe redly sgnificant thing about dl these pre—higtoric fossils and
ancient civilizations that
have been dug up in the past few years?

—Not the fact that the Dinosaur eggs found in Mongolia may be 10,000,000 or
100,000,000 yearsold.

—Nor whether the Temple of the Moon—God in Ur of the Chaldees was built before
the Tower of Babd, or the Temple of the Sun—God in Mexico was more ancient ill.

—Not even whether mankind dates back to the primitive Ape—man of 500,000 years
ago, or sprang full—grown from the mind of the Crestor.

Not these things. They are, after dl, of little consequence to us now. The redly
sgnificant thing is that from them men are, for the first time, beginning to get an under-
ganding of that infinite "life—principle€" that moves the universe— and of the untold
possbilities it opens up to them.

You read in Wels "Outline of History" how for millions of years this "life—principle"
was threatened by every kind of danger—sudden climactic changes, lack of food,
floods, earthquakes, droughts, volcanic eruptions.

But to it each new danger was merdly an incentive to finding a new resource. Pursued
through water, it sought land. Pursued over land, it sought the air. To breath in the sea,
it put forth gills. Stranded on land, it made lungs. To protect itself from glacia cold, it
grew fur. In temperate climes, hair. Subject to aternate heat and cold, it produced
feathers. To meet one danger it developed a shdl. For another, fleetness of foot or
wing. But ever, from the beginning, it showed its power to meet every creature need.

All through the higtory of life and mankind you see this same directing Intelligence—
cdl it Nature, cal it Providence, call it what you will——rising to meet every need of
life.

No man can read Wells without redizing that the whole purpose of existence is
growth—that life is dynamic, not gtatic. That it is ever moving forward—not standing
gill. That eectricity, magnetism, gravitation, light, are dl but different manifestations
of the same infinite and eternd energy in which we oursalves live and move and have
our being.

WEéIs gives you an understanding of your own potentidities. Y ou learn from it how to
work with and take advantage of the infinite energy al about you. The terror of the man
at the crossways, not knowing which road to take, is no terror to the reader of Wells.
Hisfuture is of his own making. For the only law of infinite energy isthe law of supply.
The "life—principle' that formed the dinosaur to meet one set of needs and the
butterfly to meet another is not going to fall in your case. You have but to understand
it—to work in harmony with it—to get from it what you need.
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Your Last Chance To Get Wells' At The Low Price

The low price we have been making on Wells "Outline of History” was made possible
only because we contracted for 100,000 sets a once.

Because we were willing to take the risk of paying the royaty on that vast quantity in
advance, because we had previoudy sold over 150,000 copies of his one—volume
edition, Wells reduced his royalties on these setsto a mere fraction of his usua amount.

But we can't hope to sdll any such quantity again. We can't risk manufacturing on any
such huge scale as to bring our costs down to anywhere near the present low figures.

Of the 100,000 sets we contracted for, 95,000 have been sold. Less than 5,000 are
left. And if you had seen the orders streaming in at a 500—a—day dip last season,
you would realize how quickly these 5,000 sets will melt away.

While we till have books left, we want them to go to our own old customers and
friends. We cannot, of course, discriminate against outsders; we must fill the orders as
they come in. But we can urge you to spesk for your set now.

Here Is Our Offer.

Send the enclosed card—without money—and we will forward to you, post—ypaid, a
set of Wdlls "Outline of History" for aweek's Free Examination. Open it up anywhere.
Read afew pages. Then try to lay it down! If you don't find, asthe New Y ork Tribune
put it, that "It's the most exciting book ever written,” send it back. Scarcely one man in
twenty has been willing to part with his set, once he's opened it!

The payments>—You will laugh a them! $1 a month for 12 months for this
magnificent set of Wells, and a year's subscription to the Review of Reviews
magazine.

You know the Review of Reviews. You know that it gives you the best that can be
gotten in science, literature, drama, politics, philosophy and thought, in books, in
international questions. In brief, it gives you dl that is necessary to keep your mind
aert and well—informed on the affairs of the day. It furnishes you the basis for sound
conversation and clear thinking. It places you and keeps you among Americas
"Intellectua Aristocracy.”

Not tomorrow, nor after lunch—for things to be done after lunch are frequently not
done a dl—but now, while this letter is before you, pencil your name and address on
the enclosed card and drop it in the mail.

Then the orders may come and the books may go—by the hundreds—but you will be
sure of your set by immediate prepaid shipment.

"It's been worth more to me than a College course," wrote one reader.
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"If you can read but one book during the year," said Presdent Hopkins of Dartmouth,
"that book should be Wélls “Ouitline of History.”

The enclosed card bringsiit to you for a week—free.

Why isit atabloid newspaper will outsall a clean, well—edited sheet by ten to one? Why? Because
its gpped is to the sob sder, to the emotions. Why is it a Billy Sunday or an Aimee MacPherson can
crowd great tabernacles, while your ordinary clergyman preaches to empty pews?

Emotion! The religion that brings masses of converts, that sweeps whole cities, is not an apped to
the intellect——but to the emotions! When Mohammed first preached his doctrines, they were sane
and moderate—and they attracted few converts. He added the emotiona

festures——and swept over half the world!

You may not be trying to start a new religion, but you do want action of some kind. And to get
action, you need to arouse emotion on the part of your reader. Y ou may convince hisintellect that the
thing you want him to do is right and is for his best advantage, but until you arouse in him an urgent
desireto do it, until you make him fed that whatever effort it requiresis of no account compared with
the satisfaction it will bring him, your letter is lacking in its most important essentia. 1t may have
everything ese, but if it lacks that faculty of arousing the right fedling, you might as well throw it away.
It will never make you money.

Fifteen years ago there was a young felow in a smal Connecticut town with a book—and an idea
The book had been written for serious—minded men, to help show them the way to success. But |etters
and advertising telling of this marvelous secret of power had left their readers cold—so cold that the
origind publisher had failed. The young fellow had been his bookkeeper, and had bought the plates and
stock at the sde of the publisher's effec.

Y ou seg, this young fellow had an idea he could sell that book. He believed that a mere description of
its contents, such as had been used in the letters and ads, was not enough, that the important thing was
to arouse the reader's desire through an appeal to his ambition.

He had only $200 Ieft, but he decided to gamble those $200 on sdling the book.

To make along story short, he did it. He spent his $200, and from them he got $2,000 worth of direct
orders by mail! That $2,000 was the gstart of a smdl fortune. He promptly spent every cent of it in
seling more books, pyramiding his receipts like a stock gambler does hiswinnings. In the fifteen years
that have elapsed since then, that young man has sold more than $2,000,000 worth of books. His name
is A. L. Pdton. The book was "Power of Will." And he sold his two millions, as he did his two
thousands, by making his appeal—not merely to the intellect, but to the emotions.

And his case is typical of every great mail success. What sold the "Book of Etiquette?’ It had been
gathering dust on the shelves of Doubleday, Page & Co.'s stock room for ten to fifteen years when
Nelson Doubleday suddenly brought it to life and sold amillion copies. What caused the sudden
demand? Not, you may be sure, any wave of culture or politeness sweeping over the nation, but smply
the fear aroused in the readers of Doubleday's letters and advertisements that some unconscious
gaucherie might cause them embarrassment.
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Why do people buy reducing belts, face creams, hair tonics? Why do they diet and go through
arduous exercises? Not because their reason tells them they need these things, still less because they
like them—but because their emotion of vanity impelsthem!

Appedl to the reason, by all means. Give people alogica excuse for buying that they can tell to their
friends and use to save their own consciences. But if you want to sdll goods, if you want action of any
kind, base your real urge upon some primary emotion!
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Getting News Interest into Your Letters

What the world wants, and has wanted since the beginning, is news—something to flag its jaded
interest, something to stir its emotions.

Tdl aman something new and you have his attention. Give it a persona twist or show itsrelation to
his business and you have hisinterest.

Do you know how Wells "Outline of History" was first put across? On its news vaue! "The Oldest
Man in the World," "Was This the Flood of the Biblical Story' " "The Finding of Moses," and so on.
Newspaper headlines, dl of them. News interest in every one of them. Rich man, poor man, beggar
man, thieF—all stop to read if you can put news interest into your letters.

"When the Rattlesnake Struck!" Can't you see yourself reading on to see what happened? Wdll, thet is
what thousands of others did every time that headline was used. It sold hundreds of thousands of O.
Henry books.

"Will aYdlow King Rule the World T' Which one of us would not be startled enough by such a
headline to read on and see if there was any reason to fear that such athing might ever redlly happen?

"What is the Unpardonable Sin in al Nature?' Can you imagine any reader so blast as not to go on
at least afew lines further to find the answer to that question? And if you can lead him on those few
lines, it isyour own fault if you can not make your story so interesting thet it will carry him right down
to the last line and the order blank or card that followsiit.

A business man is no different from any other kind. Watch him on his way to the dffice. Compare
the time he gives the financid and business news with the way he eagerly devours the details of the lat-
est murder or scandd, or the attention he gives the "sports’ page. He wants news interest. He will get it
in hisbusness as far as he can, but if it is not there, he will look outside his business for it.

So if you want his attention, go after it as the newspaper paragrapher does. He knows he has to
compete with a thousand other digtractions, so he studies his reader and then presents first that sde of
his story mogt likely to atract the reader's interest.

Y ou have to compete in the same way for your reader's attention. He is not looking for your letter. He
has a thousand and one other things more important to him to occupy his mind. Why should he divert
his attention from them to plow through pages of type about you or your project?

You have, we shdl assume, decided upon the emation your letter must arouse in your reeder to get
him to do as you want. You know that every man is congtantly holding a menta conversation with
himsdlf, the burden of which is his own interestss—his business, his loved ones; his advancement. And
you have tried to chime in on that conversation with something that fits in with his thoughts. But some
propositions do not lend themsalves readily to this. What are you to do then? Look for newsvaue! Look
for something in or about your propostion of such news interest that it will divert the reader's mind
temporarily from his own affairs, then bring it back by showing how your proposition fits in with those
affairsor is necessary to their successful accomplishment. How are you to do it?
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Perhaps the best way to explain thet is to show afew examples of the way it has been successfully
done. Here are some typicd openings which get the reader's attention and lead logicaly on to a
description of your propostion:

Do you know what was Socrates chief characterigtic? It was his pertinacious curiosity,
his desre to know the why and the wherefore of everything, his questing for
fundamental reasons.

It was this curiogity that helped make him represent the highest achievement of Greek
civilization. It is that same questing for fundamentals that makes the Bland Advertising
Agency o invaluable when anew product is to be introduced, anew field opened, and
anew method tried.

In the city of Baghdad lived Hakeem, the Wise One, and many there were who cameto
him for counsel, which he gave fredy to al, asking nothing in return. One day there
came to him a young man, who had spent much but got little, and asked: "Tel me,
Wise One, what shdl | do to receive the most for that which | spend?”

Hakeern answered: "A thing that is bought or sold has no vaue unless it contains that
which cannot be bought or sold. Look for the Priceless Ingredient.”

"But what is this Pricdess Ingredient?’ perssted the young man. Spoke then the Wise
One. "My s0n, the Pricdless Ingredient of every product in the market place is the honor
and integrity of him who made it. Consider his name before you buy."

For 25 years, Squibbs has been making, etc.

What is the eternd quedtion which gands up and looks you and every sncere man
squardly in the eye every morning?

"How can | better my condition?
That is the red life question which confronts you, and will haunt you every day till you
solve it. Read carefully the enclosed booklet, and see if you dont find in it the answer to

this important life question which you and every man must solve if he expet ever to have
more each Monday morning after pay day than he had the week before.

Your grandfather in his buggy traveled no faster than Caesar; in individud trangportation
be. was dmogt aslimited asacitizen of Rome.

Suddenly—the automobile—and our generation is unshackled! With a car, miles shrivel
up into minutes, and the humblest family leaves its doorstep to own the continent.

All day long, from the minute your mind takes the trail early in the morning, until you
quit the game late & night— you are figuring on ways to sdl more goods, to win more
trade, to possess more executive ability, to be abigger business builder.

Thisisthe one great heart and soul am of which you are ever conscious—the mastery of
your business, the rising to supremacy in your line, the steedy year in and year out
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increase of financia income. Y ou'd willingly spend afew minutesto learn new ways of
directing and developing your mental energies so asto cut out waste motion and make
every move count for 100% progress.

Did you ever stop to think that the average man's brain wastes more energy than the
worgt old rattle—box that ever squandered good steam? It's the knowing how to apply
your brain—power—how to think, how to reason, how to conserve menta energy,
how to concentrate, that done can make you aleader in your profession.

And it was to teach you how to think, how to concertrate, how to apply the basic
fundamentals of dl science to your own daily problems that the Blank Course was
written. It shows you, €tc.

It was payday in Connellsville, Pa,, and | was Sitting in aloca store, talking with the
owner—

When alaborer camein.
He said he wanted so—and—s0, that he, c.
So | thought this: Y ou want more business—want your store recognized asthe, etc.

If you are tired of a sdaried job, if you want to get into a big—paying, independent
business of your own, | have a proposition that will interest you.

Her€'s a little "insde information” that we're passing on to you, because you are a
home—maker, and as such it concerns you.

We got alittle low on summer stock the other day, so our buyer, Mr. Smith (he'sfull of
ideas and enthusiasm) went to the source of supplies, and we just got aletter from him,
thus. (Then give the news of some specid buy that enables you to offer a wonderful
bargain.)

What is it worth to keep baby's milk sweet? By making your refrigerator measure up to
that all—important job, you make it measure up to all other jobs.

Some time today or tomorrow or next month, in practically every commercial
officein the U. S., an important executive will sit back in hischair and study alist of names
on ashest of white paper before him.

Your name may be on it. A postion of respongbility is open, and he is face to face with
the old, old problem “Where can | find the man?’

The faces, the words, the deeds, the possihilities of various employees pass through his
mind in quick review, and he redizes once again how little an employer redly knows
about their hopes, their amhitions, thair particular ability to handle more important work.
That iswhere the Blank School can help him—and you.

What has given the high vaues to lowa fam land? Com. What has given the rgpid
advance in farm vaues to dl the centrd western states? Com. What is the biggest factor
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in making the farm lands of lower Louidana advance? Com. Why? “Because they are in
the 11corn belt.”

If your expenses were doubled tomorrow, could you meet them—without running
heavily into debt? If you had to have more money on which to live—to support those
dependent upon you—could you make it?

You could if you hed the training afforded by our Course. It has doubled other men s
sdaries. It can do the samefor you.

For 20 years | was an exile, shunned by people on every hand, unwanted in the business
world, impossible socidly, a menta and physica wreck, a falure a everything. | was
despondent, dmost devoid of hope. Life to me was a burden.

And then | learned to talk! (And so on with description of acourse to cure sammering.)

Right around New Year's, mogt of us are somehow thinking about what well accomplish
within the next twelve mouths. Often we get to figuring and planning and laying it dl out
beforehand.

So maybe it will mean alot of inspiration to you, asit did to me, to read.

| have cometo look upon it as a pity the at circumstances should ever combine to place
men of much ability in a pogtion where they are not obliged to begin with a struggle for
existence. For most individuds are so congtituted that they are obliged to do so. The
saving event in many a man s life is the blow that takes away the props that have
supported him, and leaves him to look out for himself. Many persons have told me that
this istrue of their own lives, and we know it istrue of ours. So ingstead of railing against
the fate that makes it necessary for you to dig in and make something of yourself, thank
God for it, and start now getting ready. The Blank Course will fit you, etc.

The old gentleman, who resigned from the Patent Office in 1886 because, as he sad,
everything had been invented, had nothing on the most of us. There are times when we
al begin to fed that mechanical equipment is about as perfect as man can makeit.

Take lubrication for ingance. In spite of the thousands of dollars wasted in furnishing
six ounces of oil to a bearing that needs only one, production men are satisfied until, of
course, some one comes aong and shows them where 500% can be saved.

Making production men dissatisfied with their lubrication equipment is our business,
Hereisanew kind of Bolshevism that pays dl around.

Y ou've got to have more money. Y our salary, without income, is not enough. The man
who depends upon sdary aone to make him rich, well—to—do or even comfortable,
is making the mistake of his life. For the minute you stop working, the money stops
coming in. Lose aday and you lose aday's pay—while expenses go right on.

Dont you think it's time you got Nature to work for you? A dollar put into a pesch
orchard will work for you days, nights and Sundays. It never stops to deep or edt, but

keeps on growing, growing—from the very minute you put your money in.

22

Copyright © 2010 ProfitTips.com All Rights Reserved.



A smal moss lamp is sufficient to heat an Eskimo's igloo—because its walls are
insulated. Minute particles of "dead air,” held captive in the snow blocks, provide
natura insulation—the mogt efficient known to science.

But present—day homes of ordinary condruction waste two—thirds of the hegt that
comes from the furnaces. One—third of this heat naturally escapes through windows
and doors. The other third is unnecessarily wasted. It escapes eadly through
uninsulated walls and roofs. Ordinary building materials cannot hold heat in. Celotex
stops heat waste.

There's a bank here in Chicago—not much larger than yours—that secured over 280
new savings depostors last month! And secured them, mind you, on the sole strength
of business—getting circular letters, without the aid of a single solicitor! That's why
thisletter is as vitd to you as though it were a certified check. For it tells how, etc.

Suppose a good job were open where you work. Could you fill it? Could you jump right
in and make good, or would the boss have to pass you up because you lacked training?

The man who is offered the big job is the man who has trained himsdlf to hold it before
it is offered to him.

Dont take chances on being promoted. Don't gamble on making good when your
opportunity comes. If you want a big job that carries respongbility and pays good
money, get ready for it! Pick out the job you want in the work you like best. Then start
right now to get, through the Blank Correspondence Schoal, the training tat will
prepare you to hold it.

If you do as Arnold Bader did—he lives five miles north—east of Monticello—you will
have very little trouble with your clover, and you can start a patch of dfafa that will
grow.

When a man, 42 years of age, who has been working for others dl his life, decides to
go into business for himsdf— and when, in a few short months, he so solidly
establishes his business as to outdistance competitors who had the advantage of years
of experience—there must be something about his method of doing business that other
men would Re to know about at once.

In the January magazine, you will find the story of how John Jones succeeded, what he
did, etc.

Pay—day—what does it mean to you? Does your money go 'round? Or does it fail to
stop al the gaps made by last week's or month's bills?

Last week according to actud, certified reports on file in our office—300 men got their
sdary rased as a direct result of becoming more proficient from studying ABC
COUrSEs.

Don't you think it'stime that sdary raise was coming your way?
The old saying: "There is strength in numbers,” certainly does not apply to the wearing
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gppard of the woman of today.

Could anything be more disappointing to awell dressed woman than to pass an exact
counterpart of the coat which she is wearing, on some other woman?

Exclusveness is the keynote of our women s coats, therefore we cannot permit any
duplicates. That's the reason our Women's Coat Salon, etc.

"How's the garden? —is the morning greeting at the suburban station. Many edtate
owners are planting potatoes on al their available ground. Others, not so ambitious, are
growing only enough for a table garden.

Under these conditions, House and Garden magazine assumes a new importance. It has
aready established areputation for clear, usable garden information. Now, it isaguide
book for the subject uppermost in everyone's mind.

You get more pay for each working hour now than you did the first day you worked.
Why? Because you put more vaue into each hour of your time. You have developed
your efficiency.

Y our business efficiency grows out of your business ideas, and these come from your
busness knowledge. If you enrich your knowledge with the tested and proven
experience of other men, you save yoursdlf vauable time and the needless labor of
studying out that which is dready known. Y ou add other men's business knowledge to
your own efficiency. Y ou get the materid out of which to make new and origind idess.

It is these new ideas that make and breek records. They mark the difference between
the man who gets paid much and the one who receives little. And it is the materia for
these new ideas that you find in System, the Journa of Modem Business Management.

25 or 30 years ago, back in the days when we traveled by the Dobbin and Dashboard
route, men used to say — "Wal, | reckon life insurance is agood thing, but you have to
dietowin.

Times have changed. And so have life insurance policies. Today there are at least 17
ways you can put life insurance to work for you, right now, in your own lifetime, and
regp rich rewards without sacrificing the protection value of the policy.

No matter what business or persona undertaking you have in mind, there is probably a
policy that will help you carry out the program easlly, quickly, economically—and at
the same time protect those dependent upon you.

Frankly, I'd like to discuss the matter with you, efc.

Thereis one type of letter that is dways interesting news, provided the product you are offering has an
established market. That type is the price—reduction, money—saving offer. Here are afew such letters
that have proved particularly effective:

Monday, March 6th—mark the date on your caendar now! It is the date of a sale you
will not want to miss. A sale of women's white Spring frocks at $12.50.
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It is such an interesting event that we want to tell you a few things about it. Mogt of the
dresses are, etc.

At the close of abusy season, we find oursalves with 137 sets of the beautiful Gold Star
edition of Oliver Cromwel's works dightly damaged from stock—room handling—so
dightly you would have to make a close ingpection to discern the damage, but still—
you know how it is—they cannot be sold as perfect books.

So rather than send them back to the bindery and give the binders the profit of re—
binding, we have decided to let the advantage go to afew booklovers—people like you
who love good books for the books sake and not for trifling details about them—and to
offer these 137 sats at just what they would be worth with the covers ripped off!

At certain periods of the year, we have specia events in this store which we do not
advertise. In order that we may personally advise you of such sdes, we would like to
have your name and address. Won't you please therefore give us this information at the
bottom of this card, and ether send or bring it to the store at the first convenient

opportunity?

On the 1t of October, the rate of the Business Week will go up $1 aline. If you place
your order before the 30th of this month, you can buy space to be used any time before
January 1t at $— aline. After the 30th, positively no orders will be accepted at less
than the new figure. As a matter of fact, our circulation entitles us to the higher rate
NOw.

That one extra dress you s0 badly wanted, but thoughtfully and economically decided
not to buy—that smart afternoon frock, or the pretty street dress, that you longed for,
but ressted because to buy it then would have been extravagant—is now, you will be
happy to learn, turned into a matter of plain, common sense economy!

For to make space for spring stock that is coming earlier than we were prepared for, we
must cut the prices on our complete and beautiful line of winter stylesto the point that
will make it dmost an extravagance not to take advantage of the wonderful vaues.

We are enclosing in this envelope our check for $6.20 payable to Smith Bros. Readers.
This means that if you endorse the check and return it to us before Dec. 10th, we will
send you $6.20 worth of these readers, whichever ones you may choose!

On the back of the check, you will find complete list of al our Readers, Grades| A to
6B. If you wish to order additiona quantities a thistime, you can gpply the enclosed
check againgt our bill as part payment.

Y ou will probably be ableto buy an Ever—ready Bag next year — 10 years from now

But, you can never buy it again et its present price of $14.85. That priceis about to go
up to $20. The specid low—payment, free—on—approva club is about to close for
good.

Thisisyour chance.
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The card herewith brings the newest bag, etc.

Of course, there are ways of flagging the reader's interest even before he gets to the first line of your
letter. Putting a catch—phrase on the outside of the envelope is one. The Literary Digest employs this
method on mogt of its mailings, so you can be sure they have found it effective, for no experienced user
of the mails keeps up any practice that does not justify itself in increased orders on the record shest.

Asarule, such catch—phrases on the outside of envelopes are effective only on third—class mail, to
catch the reader's eye and

arouse enough interest to get him to open your letter. The Review of Reviews has used them
numbers of times to great advantage. In the O. Henry sde, they used such catch—Ilines as. "When the
Rattlesnake Struck " "The Fateful Kiss" "If This Happened on Your Wedding Night.' In sdling
Simonds "History of the World War," they had severd that worked well, such as "And they said we
wouldn't fight!" and "Retreat, H——I! We just got herel” Ancther, for a hedth course, was "'If the
damned fools only knew!" said Roosevelt.”

All these helped to get the reader insde the envelope. 'Meir purpose was the same as the newspaper
headline— to arouse the reader's curiosity and make him go further into the story. So they have to be
judged like any other headline, by the one standard—how successful are they in doing their job? And
the only way to find that out isto test them againgt other headlines, or against plain comer cards.

Even on third—class mail, we often find the plain comer cards better, and on firs—class, it is dmost
invariably s0. You see, the only object of a2 ct. amp is to make the letter seem like apersonal mes-
sage, and to put a catch—phrase on the outside of the envelope defeats that object at once.

So a pretty safe rule to follow is—if you want to use an atention getter on the outside of the
envelope, save half your postage by sending your message third class.

One of the mogt effective stunts we have seen used to get aman to look inside the envelope was the
idea of ayoung friend of ours. He watched trade papers, house organs and the like for pictures of men
connected with different organizations. Then, instead of addressing the man by name, he pasted the
man's picture on the front of the envelope and under it wrote: "Care of Such and Such a Company,” and
the address. It was subtly flattering and it won attention— favorable attention, too.

Folders often lend themselves to such attention getting stunts even better than envelopes, for their
gze gives more room for illustration. In effect, they are advertisements sent through the mails, and they
have to compete for their readers interest in the same way as advertisements in a magazine. And their
success or failure depends upon the same factors of attention—winning illustration and headline,
interet—arousing dart, clear description, logica argument and clincher, with coupon or card that
makes ordering easy.

These are the more obvious ways of getting attention. Often they are so exaggerated that they defeat
their own purpose. Quieter and usualy more effective ways may be found in the letter itself, in the
circular enclosure, or in the post card or order form.

Some offers lend themsdlves to a pictorial, colored |etterhead. \When Nelson Doubleday firgt offered
his Little Nature Library, he used a plain letterhead. By litho graphing a nature scene of birds and
woods and flowers across the top and down one side of his letterhead, he actualy doubled the number
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of ordersreceived from hisletter! And the Little Leather Library increased their proportion of orders by
amost as much.

On the other hand, we have seen numbers of offers which have pulled better results on a plain
letterhead than on a colored, pictoria one. To be effective, pictures must not merely be attractively
donethey must add essentia background that would not be possible without them.

Asan ingance, a one time we offered a set of large gravure prints of famous pictures. By tipping in
the upper left—hand comer of the letterhead a smdl reproduction of one of these prints, we added
nearly 50 percent to the pulling power of the letter, and sold the prints (which had been gathering dust
for years) at agoodly profit.

The same thing held true in sdling cdendars—a small reproduction in full colors of the picture we
were using on the caendar greetly increased the returns.

Where a business is built around some one personality, as in the case of Elbert Hubbard, his picture
on the |etterhead often adds 10, 15 or 20 percent to the pulling power of his letters, we found that to be
S0 in testing different offers for John Blair, head of the New Process Company of Warren, Pa. And the
same thing has been true of anumber of people we have worked with.

Another effective attention—getter was to tip on the letter—head a sample of the product we were
offering. When it was traveling bags, we gave a sample of the leather, to show how tough and long—
wearing it was. When it was a topcoat or overcoat, we attached a sample of the cloth, so you could
prove for yoursdlf its wool content, see its attractive color and design, get the fed of it.

Then there is the fill—in, and the way the letter is folded, and the circulars and order card inserted.
We frequently found that even so unimportant a thing as the fold made a difference in the orders.
Folding the letterhead out, using the military fold so that only the salutation and first line of the letter
showed when the reader picked it up, has increased ordersfor us at times by as much as 10 percent.

Indenting the main paragraph helps, too. We have found it a more effective way of calling attention
to agpecia point of interest than either underlining or capitas,

Even the postage stamp has an effect upon the attention accorded a letter. Two red 2 ¢ stamps pull
more replies than one 4 ¢ stamp. One red 2 ¢ stamp pulls better than two green 1 ¢ stamps. A brown 1
% ¢ samp looks much like a4 ¢ stamp, so it pulls better than agreen 1 ¢ stamp, but no better than two
Y ¢ stamps!

As for the metered mail and postage indicia, experience varies, but in our own case, we have found
postage stamps more effective than either. To show what a difference color makes even here, we know
at least one post office that permits the use of black ribbons in ruming 1 ¢ metered mail, and this 1 ¢
metered postage has frequently out pulled 2¢. stamp or meter!

These are minor details, of course, and not to be considered in the same breath with the start of the
letter, the description, the argument or the close. But when you have written a successful letter, when
you have your gpped fight and are looking only for ways to get more orders, then you will be surprised
at how these little minor details can make that order record mount!
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|V
Word Pictures That Make People Want Your Product

Now that you have your reader's interest, what are you going to do with it? Start a series of firstlys,
and secondlys and thirdlys, like the old—time Preacher, and put your reader to deep, losing al the
advantage you have worked so hard to gain? Go into a long—winded description that tires him out
before he is hdfway through? Or lead him gently from one point of interest to another, with word
pictures so clear, 0 smple, that he can amost see the things you are offering him?

Getting your reader's attention is your first job. That done, your next problem is to put your idea
across, to make him seeit as you see it—in short, to visuaize it so clearly that he can build it piece by
piece in his own mind as a child builds a house of blocks, or puts together the pieces of a picture

puzzle.

The mind thinks in pictures, you know. One good illustration is worth a thousand words. But one
clear picture built up in the reader's mind by your words is worth a thousand drawings, for the reader
colorsthat picture with his own imagination, which is more potent than al the brushes of dl the world's
atists.

And the secret of painting such a picture in the reader's mind is to take some familiar figure his mind
can readily grasp, add one point of interest here, another there, and so on until you have built a
complete word picture of what you have to offer. It is like building a house. You put up your
framework. You add a roof, floors, ddes, windows, doors, sairs, until you have your structure
complete. Y ou would not start with one side, or the roof. Y ou get a solid foundation first; then you add
to it logicaly, piece by piece, until you have your finished building.

Just s0 it is in building word pictures. Washington Irving gave a classic example of this in his
description of the schoolmaster in "The Legend of Slegpy Hollow."

He was tdl, but exceedingly lank, with narrow, doping shoulders, long arms and legs,
hands that dangled amile out of his deeves, and his whole framework most loosaly hung
together. His head was smdll...

Can't you judt picture that gawky, homely figure, with its ill—fitting clothes and shambling gait, the
whole giving a scarecrow—Ilike effect such as you see occasionally even today, where some youthful
bumpkin seems to have sprouted so fast that arms and legs and Adam's gpple have out distanced the
rest of hisanatomy in the race for development, until now they seem but aweak web holding together a
bunch of limbs, with ham—Ilike hands and arms & the ends.

Thousands of sales have been logt, millions of dollars worth of business have failed to materidize,
solely because so few letter writers have that knack of visudizing a proposition—of painting it in
words so the reader can seeit asthey seeit.

Yet the ability to do that is perhaps the most important factor in a successful letter, for it means
describing your proposition in terms of things the reader knows. Westcott gave a good example of this
when he had David Harum tell some "horsey” friends about The Lost Chord.
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It's about aféller dttin' one day by the organ, an' not fedin' exac’ly right—kind o' tired
and out 0' sorts and not knowing' jes where he was drivin' at—jesjoggin' dong with a
looserein for quite apiece, an' s on; an' then, by an by, drikin' fight into his gait and goin’
on stronger and stronger, and findly finishing up with an A-aamen that carries him
quarter way 'round the track ‘fore he can pull up.

Y ou see, your sale must be made in your reader's mind. Before you can get his order, it is necessary
for you to register asequence of impressons in his mind, the combined result of which will be to make
him want the thing you are offering more than the money or trouble it costs him. And the method of
registering those impressions lies in first picking something with which he is familiar, and building on
that.

To describe apples, for instance, as "like those with which Eve tempted Adam ' " isto useasmile
that will strike afamiliar chord with every one, "Honey such as Cleopatra served to Antony,” brings in
another familiar dlusion that dmost any one would recognize.

"As rich in gopointment as Croesus in coin of the redm." "Satifying as snking a ten—foot putt on a
rough green." "As much chance as a gold—fish on a ca fam, " "Like a home run in the nirth inning with
the bases full." "Like painting a battleship with a tooth brush" "Thick, creamy chocolate coatings thet give
you that moreish' feding." "The company with a good product that does not advertise is like aman who
whispers to himsdf on adesert.” Every one of these dirs a familiar memory and thus gives you a definite
impression to tie your gory to. It is the difference between having foundation to build upon and resting
your edifice upon shifting sands.

Further dong in this book we shdl give you numbers of ingance of the way the writer has used this idea
in describing various products he has helped to sdl. Meantime, we give beow a few go examples of how
othershave doneit:

About aGinger Ale

The lore which enters its making is &kin to the lore of the wine— makers of France—a
formula and process handed down from father to son. Only three men know the secret of
its charm and vivadity, its melow glow and friendliness. You will find in it dimulaion
likethet of mountain air.

Slverware

The cheerful hum of voices, the steaming kettle, the cup that cheers, and Silver plate
with its satiny surface catching every light.

A Room

It seemed, partly because the ceiling was low, to be very spacious; the walls and
ceiling were of a kind of dusky amber hue; a golden brown was everywhere the
prevailing tint. The tiny curtains, the long settees into which one sank, the chairs,
the shades of the mello dow lights—all were of some variety of this delicate,
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golden brown. In the middle of the room stood a sgquare table.

A Rug
Under her feet arug o thick that she felt her shoes must be hidden inits pile.

A Laundry

A goodly part of the delight of adinner isin linen white as dmond blossoms. Napery,
to be a its best, should be laundered carefully and skillfully. Many discerning
housewives entrust their fine table linen to the White Laundry. In it, the constant
thought is not "how quick” but "how well." But with dl our care, we do save time for
you, too.

A Book
If you are one of the live, wide—awake men who welcome the rush and tumult of
great daring and big adventure, who believe that there is nothing better for tired brains
or tired bodies than the hedthy, blood—tingling, mind—aquickening stimulation of a
good story, then .

Hawali

Four days beyond the Golden Gate, the Hawaiian Idands lift ther crests of misty jade
above a sparkling sea. Four nights away, the orange moon floods Moana Valley with
its spdl, and the ghosts of gorgeous flowers spread a witchery of perfume in the
shadows. Four days away, the long combers, creaming on Waikiki's bar, race
shoreward, and golden—skinned surf—riders, young gods and goddesses of the blue
deep, speed across the amethystine waters.

Someone waits to drape a lel of jasmine on your shoulders. Someone waits to sing
the husky croon, "Aloha oe," to echo in your heart for years. Why don't you go and
capture your dreams?

A Ham

This mark certifies that the hog came from good stock, that it was corn—fed in order
that it might be firm and sweet — that it was a barrow hog, so that the mesat would be
full—flavored and juicy—that itwas a young hog, making the ham thin—skinned and
tender—wel— conditioned and fat, insuring the lean of the ham to be tasty and nutri-
tious. This mark certifies that the ham was cured in sugar, pure saltpeter and only a
very little salt, thus bringing out al the fine, rich, natural flavor of the carefully selected
mest, and preserving it without "sdty pickling.”

A Red Egate Development

From every standpoint of the amusement industry and the real estate promoter, Boca
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Grande is a dead town. It dways has been dead and probably always will be. That is
why it gppedls to many live people.

It doesn't quarrel with any of the bigger and better movements. It Smply lets them
aone. It has no Chamber of Commerce, no dredges or sand—suckers, and nothing
proposed for 1931. Boca Grande is Smply a haven for those who prefer to roll their own
in the way of amusement. Providence did a perfectly satisfactory job in the way of
making this alovely place to swim and fish and golf, and we who have been wintering
here since long before the boom came and went, let it go at that.

You might like Boca Grande a lot. Many clever people do. It is an adventure in
naturalness. Let us send you a book abot it. It is a very nice book, and not too much
exaggerated.

An Electric Refrigerator

Just a few degrees below the temperature of an ordinary ice—box is a colder zone
that affect the keeping of foods in a remarkable way. It is the zone where moisture
crystallizes out of the air as frog, leaving the air dry, crisp and snappy. At this lower
temperature, the air takes on afrosty sting. Thisis the zone of So—and—so, produced
by So—and— so dectric refrigeration.

A GasBurner

The Blank Heat—Spreading Burner is anest of smal jets, and is so designed that the
hest is spread evenly over the entire bottom of the utensil. Combustion is so perfect thet
all the fud is burned. Y ou get the full benefit of every atom of gas. The bottom of the
cooking utensil rests only seven—eighths of an inch from the burner top. There are no
depodits of carbon to be scoured off.

AnOven

This is the Blank Oven, built on the principle of the Dutch oven, with the "baker's
arch" to prevent air pockets. The patented heat spreader at the bottom assures even
digtribution of heat, and guards againgt your roasts and baked things being underdone
on top and burnt on the bottom. On the door of the oven there is a heat indicator which
shows how much hegt thereisinsde,

And here are afew from England which tend to show that our cousins across the
water are not as deficient in humor as the "funny papers' would lead usto believe.
Certainly their descriptions would be hard to improve upon.

A Plum Cake
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It was in one of those sweet old country houses where they put little bunches of
lavender with the linen that we first tasted the plum cake of our dreams—glorious stuff,
rich, fragrant and incredibly plumy. We admit now that our mouth was too full when
we asked for the recipe, but we were overwrought and excited; anyhow, et bygones be
bygones, they gave us the recipe for our customers.

The dear old housekeeper, with her ringlets and black taffeta, took us to the ill room
to show us how to make it, and told us fascinating things, how brown—shelled eggs
are best, and how it is most auspicious to make such a cake when the moon is in its
second quarter. That is why you so often see our chef on our roof in Piccadilly
anxioudy scanning the heavens on fine nights.

Turtle Soup

When we spesk of turtle soup, our voice becomes very tender— do not think us
unmanly. We have in mind the spiced turtle soup we make for those who feast regdly.
As you gaze into its depths, you see luscious cdipee and morsals of calipash gleaming
darkly through the soup that is so rich and yet so wondrous clear. Then there is our
specid turtle soup, cleared of al heaviness and fat, that brings roses back to the cheeks
of delicate people.

Once ariva, maddened by jealousy, came and spoke lightly of our turtle soup. We
killed him. It was wrong of us, for we held no game license that season, but it shows we
are not unmanly.

Cakes

We have these cakes made at alittle rose—covered country house, by people steeped
in the sweet lore of home—made cake— craft. We will not even let them come to
London for a holiday, for fear they should be contaminated by modem methods. So
there they bide, unhurried and at peace, with bowls of rosewater at their elbows, and
little sprigs of rosemary and great crocks of buttermilk, making glorious cakes full of
the goodness that is England.

Could such cakes as these be made within earshot of a London motor—bus? We
trow not.

A Cheese

There isin England one incomparable herd of glossy little Guernsey cows that give
milk that is about one—third cream. It is from this wonderful herd that we obtain our
butter. That iswhy there is no mistaking its golden charm

With dl humility, we say there are few, if any, cheeses as good as ours to be obtained
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in England. For many years we have obtained them from the same prize dairy.

We have kept afew of last year's Cheddars for those who love the ripe splendor of
well matured cheese.

Do not be misguided by the mirthless Stiltons made in hissng factories by pae
youths who cycle madly to the cinema when freedom hoots from the powerhouse.

Our rea farm—house Stiltons will show you why the name is venerated by mankind.
Each cheese is made in the homestead of a Leicestershire yeoman, from greet pans of
crearn, and aprons full of cowdips for the coloring. When such cheeses as theseenter
the dining rooms; of clubs, the faces of brigadiers soften, and admirds give little
plaintive cries of love.

Chinese Ginger

Fat—root ginger with its generous warmth curbed by sweetness. And then thereis
the syrup—Ilazy in its richness.

Ham

Deep—sheathed in ivory—white fat, and close set with rosy mest...

The eating of them makes a man redlize how fond heis of dl hisrelatives—well,
practicaly al.

Bacon

When the fragrance of its frying rises through the area, passers— by give savage
criesand raven a therallings. Thisis one of the disadvantages of living in town.

The fascination of our bacon lies in the secret manner of its curing. It is mellowed in
the suave smoke of certain rare woods and old—world herbs. Bacon with meaning and
beauty in every mouthful. Often we stand for hours before a side of our wonderful
bacon, musing in deep reverie, and finding therein our greatest happiness.

Put life into your descriptions—Ilife, and when possible, a smile. Give your reader something
that will stir him out of his indifference, arouse his emotions. Y ou never see "Standing Room
Only!" signsin front of an art museum or a public library or a theater where educational films or

travelogues are being shown. But just try to get into amost any good movie around eight o'clock
of an evening! Why the difference?

Because most people cultivate their intellect only under the lash. They revel in emotion a any and all
times.

33

Copyright © 2010 ProfitTips.com All Rights Reserved.



So give them acthrill! If you want to describe your mustard, weave it into a story. Tell how the girl
planned this picnic lunch; of the loving care that went into every bit of it; the touch of this; the flavor of
that; the delicious ham; the savory mustard; and then how the boy forgot them al just in the delight of
being with her.

Tdl about the man so poor he did not have a penny even to buy his boy the vel ocipede he had been
begging Santa to bring him; so after the little tot had gone to bed, Dad sat down with his pocket knife
and some old lumber and carved out a sort of wooden velocipede that not only delighted the boy's
heart, but when shown to a toy manufacturer, put Daddy beyond the reach of want for the rest of his

days.

Tel how the rubber tire owed its inception to the efforts of a young veterinary to make a more
comfortable whed—chair for hisinvalid mother; how the first mowing machine conssted of a number
of scissorswith one side nailed to aboard, the other connected to a string which opened and shut them.
Get the story back of your product. Give your reader alaugh or atear or alump in histhroat. Stir up his
emotions! Y ou will have no trouble interesting him then!

Compare the following advertisements, for instance. The first three are good ads and pulled a
reasonable number of orders. They were successful, as advertisements go. But their gpped was solely
to the intellect. Once we had tried the style outlined in the last four ads, we discarded the other kind
entirely, for the emotiond type tripled and quadrupled our returns.

No. 1.

Roosevelt said, "Mr. Frank H. Simonds "History of the Great War" is a very
remarkable work, and | look forward eagerly to the appearance of the remaining
volumes. It is not too much to say that no other man in this or any other country
can quite parallel the work that Mr. Simonds has done. It is hard to say what most
to admire; the really extraordinary grasp of the essentia facts of the war which is

shown; or the transparent clearness with which the fa¢ are brought out; or the entire
fairness and impartiality of the conclusions."

No. 2.

Colleges Sudy ThisHistory

Y ae University has ordered 400 copies of selected chapters from Smonds "History
of the World War" for use as a textbook in its history classes. Ex—President Hadley
says of it: "I have had so much pleasure from what Simonds has aready written about
the war that | shall be particularly glad to have the results of his observations and
conclusions in a more permanent form.”

Once in a generation, perhaps, there appears a man with the gift for making history
vita, dive, interesting a man like Ridpath or Macaulay—a genius that combines a
natura gift for language, a naturd gift for history and a naturd gift for facts with greeat
vison and the ability to make you see and be thrilled by hisvision.

Frank H. Simonds is this generation's Ridpath—this war's Macaulay. His tae is
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smple and direct enough to captivate children, yet so profoundly true as to hold the
greatest scholar.

No. 3.

Ever since the day in July, 1914, when one flaming editorid of his startled the world
with its prophecy of the great war, Simonds has been the one pre—eminent writer on
the war. He is quoted by newspapers the world over. The British Government has had
his articles reprinted and distributed broadcast. The French Government has conferred
upon him aone of al the Historians of the war the Cross of the Chevalier of the Legion
of Honor. The Greek Government has made him an Officer of the Royad Order of the
Redeemer. The King of Rumania has named him an Officer of the Roya Order of the
Star of Rumania

To no other writer did statesmen and generals o fredy and frankly give information.
No other military critic was so often quoted or so highly regarded as an authority.
Multitudes based their opinions upon his judgment. His words governed the hopes and
fears of millions.

So it iswonderful indeed that you can now have the whole story of thewar initsfind form
written by him, with interesting specid articles and illuminating sdelights by the greatest
military, nava, and politica leaders of Americaand Europe.

No. 4.

"My right has been driven in, my left has been driven in — consequently with all that
is left of my center, | will now anack.—Foch.

That is the terse report that Generd Foch sent to Joffre at the crucid moment of the
battle of the Marne. Told that his troops were worn out by the three days of continuous
fighting——2' Tired?' he cried. "So are the Germans. Attack!" And attack they did in
gdlant style. He drew together all his exhausted divisons, dl his reserves, and at the
very moment when the enemy thought him routed, he smashed againgt the Prussian
Guard in a violent, desperate assault, broke through its lines, crushed them and saved
Paris!

How Much Do You Know of This Brilliant Leader?

Do you know that he is everywhere considered one of the greatest tacticians the
world has known? Do you know that it was he who saved the channd ports of Cdas
and Dunkirk, and thus made possible the uninterrupted passage of men and supplies
from England? Do you know that he was the man who took in hand the Italian defense
just a the moment the Austro— German drive was &t its height, and not only saved
Venice, but changed dmost certain defeat into glorious victory?
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The Higtory of the Great War

Gives a detailed account of these exploits as well as the whole story of thewar. You
read in it of the heroic stand, etc.

No. 5.

A Rude Awakening
(Theillugration for this ad showed the
Kaiser seated, with a huge firecracker
labded "A.E.F" just ready to go off behind him.)

The Kaiser has again and again assured  his people they have nothing to fear from
America—that dl we shal ever be able to get past his U—boats is a few divisons of
troops and some shiploads of supplies—that the tales of huge armies being formed, of
mountains of munitions being manufactured, of flocks of aeroplanes and greet flegts of
ships, arejust "American bluff."

What a Rude Awakening Isin Sorefor Him

Already our men are in the battle line by the hundred thousand; aready our Navy has
definitey checked the U-boat menace. Soon we shdl have more than a million men in
France and two million more are in training, and our shipbuilding done will more than
replace any future losses from submarines and mines.

But to definitely defeat the German Military Power, to win the war and make the world
sdfe for the next hundred years, will teke every bit of energy, every ounce of force that
we can muder; and one of the firgt things necessary to get the most out of our enormous
resources is to know dl about the war—what led up to it, how it began, through it all.
Where can you find dl this?In, etc.

No. 6.
The Terrible Year

This, according to the German plan, was to be "The Terrible Year." The German High
Command redlized the necessity of getting a decison before the full American srength
could make itsdf fdt, so ther drategy was to keep harnmering the Allies until they hed
pounded their way through to Paris or the English Channd, and forced the Allies to

accept a German peace.
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But the Americans Turned the Tide

Agang dl the German expectations, America solved her transport problem so
peedily, so successfully, that she was able to pour men into the fighting by the hundred
thousand right a the cruca moment, turning German victory into overwheming
dissder.

Not only did Our Boys stop the German and hurl the Prussian hordes back over the
Marne, but it was ther energy and dash that enabled Foch to counterdrive so
successfully, capturing thousands of prisoners and literdly mountains of munitions.

The Higtory of the World War gives you in vivid, pulsing narrative, etc.
No. 7.

The Coming of the Yanks

The battle of Chateau—Thiery was &t its height. The Germans were pouring in such a
hurricane of shot and shell, liquid fire and poison gas that the French Poilus, staunch
veterans though they were, had begun to give way before that storm of destruction, and
the never—ending hordes of on— rushing Huns.

Already the French Commander was preparing for a hurried retreat. Already he had ordered his
hospita, with its hundreds of wounded, moved to the rear. 'Me outlook was dark indeed—the road to
Paris and the heart of France seemed open to the invader, when suddenly from over the hill behind the
French lines came the sound of martial music —of thousands of fresh young voices singing— singing
cheerily, confidently, exultantly—

The Yanks are coming,
The Yanks are coming,
The Yanks are coming over there!

And through the mist and battle smoke broke the long lines of Americans, their guns at the
charge, their bayonets fixed, every man singing—exultant at the chance to get at the foe.

They went at the Germans like so many wild—cats. They killed them with bayonet, with
rifle butt or with knife. They charged right into the face of machine guns —tore them
apart—choked the gunners with bare hands!

In two short, gorious hours, the whole war was won. In two hours that will rank in history
with Waterloo or Gettysburg, the Germans woke to the fact that they had not a chance—
that they were fighting againgt something too big for them to meet—a spirit so high that no
force of theirs could stop it.

The full story of Chateau Thierry has never been written. Not in any newspaper or
magazine can you find the things our boys did that day. It is only around some
confidentia table where men high in the counsels of our Allies meet that the truth is
freely told.
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But now at last you can know the full story of that wonderful battle—of how our boys
brought it home to the Germans that the end had come. It is a stupendous story. It will
make every American heart beat faster. You can read it, just as it redly happened, in
Simonds "History of the World War."
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V
Motives That Make People Buy

Most people are like automobiles. They can be pushed or pulled aong, or they can be moved to
action by starting their own motive power from within. In either case, you must provide the fud. And
the only fuel that will start the sort of action you want from within is desire. Arousing that desire in
your reeder is known as the gentle art of exercisng persuasion.

What is persuasion? Nothing but finding the motive that will impel your reader to do as you wish,
then gtirring it to the point where it is stronger than hisinertia, or his economica tendencies.

To do that, you must show how he is going to benefit, and you can not do it unless you have the
faculty of putting yoursdf in his place. Would you be richer, hedthier, happier for having done the
thing you ask? Would it help your standing with others? Would it enable you to do anything, write
anything, say anything better than you could before? Isit something every one should have? Would it
gratify any passon? Would it enable you to help those you love? Would it prevent loss of money or the
respect of others?

Only the new letter—writer sle¢ the arguments that are nearest to hand—the viewpoints that appeda
to his own sdlfish interests. The experienced writer asks himsalf such questions as those above, then
picks the motive that is strongest and presents it from the viewpoint of the reader alone. He shows what
it will do for the reader, what it will add to his prestige, to his power, to his comfort, to the wellbeing of
those he loves.

Description of your product is necessary. But description, no matter how interestingly done, will
never sell your product by the thousands. It iswhat it will do for the one who buysiit that counts!

There are Six prime motives of human action: love, gain, duty, pride, self—indulgence and self—
preservation. And frequently they are so mixed together that it is hard to tell which to work on more
srongly. A man may want anew car, for instance, solely from afedling of pride in its fine appearance,
but unless money is amaiter of no moment to him, pride alone will s8dom make him buy.

To make that pride motive so strong as to sweep caution to the winds, you must reinforce it
with atouch of salf—indulgence, a measure of love and duty for wife and family, and a large
dash of gain. Show how the old car hurts his standing, how repair bills and higher gas and
oil consumption eat into the difference in price, how he can effect some saving now that
will not be possible a month or a year later.

The more motives you can goped to, of course, the more successful you will be, but it is important thet
you differentiate between the mative that makes him desire a thing and the one that impels him to take the
action you desre, for the whole purpose of your Ietter is to make your reeder act as you wish him to. He
may not want to pay ahill, for indance. He may need the money badly for himsdf, and dl his indinations
may be towards keegping it in his pocket. But if you can "sdl" him the idea that his credit means more to
him than the possession of that money or anything it can buy him, you have touched the right motive.

What has he to gain by doing as you wish? Whét to lose by refusing?
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"If some one were to make your boy athief," read a Nationa Cash Register Company letter. "Feding
as you do about your own boy, isit right to put temptation in the way of other men'sboysT

Love and pride and duty are dl intermingled there, with the added nducement of gain implied—of
saving the losses from petty thefts and the like. But love is the dominant motive.

Love is dways the drongest motive. You have but to read the papers to see how men are every day
giving everything they have for it— riches and honor, life itsdf. Yet love is one of the mog difficult
motives to effectively work into a letter. Because it is so universd, it has been harped upon to such an
extent thet the |etterwriter has to be more adroit in its use than with any other motive.

Gain, now; that is easy. True, it has been worked to death, too, but we are a gullible race, and we are
much readier to believe that some one is unsdfishly interested in helping us to make or save money, than
that he will go out of hisway to further the well—being of those near and dear to us.

Tell a man, for instance, that you have only two cars left in stock, or ten suits in his size, or a
hundred sets of books, and when the new stock comes in the price will be advanced 25 percent,
but since he is an old customer you are holding one of these for him at the old price, and he will
believe you. But try to tell the same man that your only reason for trying to sell the "Book of
Knowledge" or the "Junior Classics' is your ardent love for and interest in the well—being of
children, and he will laugh at you. He may buy these books if the good they will do his children is
adroitly presented to him, but he resents having his love for them used as aleverage to dig money out
of him for you.

Hereisa skillful apped to pride that was used with great success in the days before the automobile
had crowded the horse and buggy off the road, and that can sill be adapted to many another product
just as successfully:

Mr. John Jones,
Joneshoro, N. C.

DEAR SIR:

Mr. Smith, our factory manager, just came in with your inquiry of Jan. 1%. Heread it to
me and said:

"You remember Mr. Jones, don't you? He stands pretty high over there in Jonesboro
where he lives—lots of folks know him. If Mr. Jones could drive one of our buggies
around and tdll his friends and neighbors who made it and how well satisfied heiswith
it, we could gl alot more buggies in that neighborhood this coming year."

Then he suggested an ideawhich | know will please you immensely, Mr. Jones. Here it
is:

| am having made to order for my own personal use just about the finest buggy that
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money can buy. Here's a blueprint of it. See the extra strength I've built into the wheds.
Note the triple ply springs that make riding easier. Mr. Smith just said: "Mr. Jones
would surely be delighted with a buggy like yours. Why don't you offer him this one?
Y ou can make another for yourself.”

He thinks that if | send you my built—to—order buggy, you as a man who knows
buggies, who knows what materials and finish ought to go into good buggies, will
surely be pleased with it and certainly be envied by friends and acquaintances of
yours who will see and admire my buggy when you drive it. | know Smith is right.
So I've decided to act on his suggestion and let you have the buggy I've taken such
great persond pride in desgning.

Now, Mr. Jones, if an extra—fine buggy one built specidly to order for the President of
the Columbus Buggy Co. would interest you—if such a buggy, with its longer wear
and smarter appearance, would be worth a few dollars more to you—if youd like to
drive abuggy youll be proud of al your life, just fill out the attached form, send it back
by return mail, and I'll ship you a buggy like mine a once, or if you say so, I'll send you
the buggy now being made for me, and make another Re it for mysdif.

Of course, clothes don't make the man. But you know yourself how helpful they arein
getting him a hearing.

It islikely that Tom Edison or Charlie Schwab could wear any kind of clothes and not
suffer particular loss of prestigeif the suit happened to be shabby or a mifit.

But most of us have to be a bit mom careful. Aside from what our friends might think
of us, we don' fed right oursalves unless we have the consciousness of being well—
groomed.

Through afortunate purchase of fine wool, we are able to offer this MacCarden Motor
Robe at a specid low price of $9.85—about $5 or $6 less than you would expect to pay
for agood robe in aretail store. We have been notified, however, that future wool will
cost us much more; and we cannot hope to continue the $9.85 price when our present
supply is gone.

Just glance over the enclosed folder and think for one moment of the absorbing,
fascinating story that goes with it —education in the highest sense, entertainment
in the most educational sense. People who have read this new, finaly revised
edition of the Outline are saying that it has done more for them than a College
education. A College education costs you probably $5,000 and four years of your
life. Wells wonderful work is sent to you on approval, and you will read the four
books as absorbedly, as quickly as so many novels.

One of the oldest firmsin the rubber business—a factory which makestiresthat are as
good as any in the world— wants to seeif car owners will buy their tires "direct' 'if he
will sdl to them at just about the price dealers now pay.
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This tire manufacturer knows that such a saving can be made if a lot of unnecessary
sling expense and middlemen's profits are wiped out. So he's going © test out the
motoring public by offering the very best tires he makes direct to car owners through
our sdlling organization which operates by mail al over the country.

And to quickly find out if men redly want to save 25% on the best tires that can be
made, he is having us rush out this August |etter to afew sdected car owners,

We have just 790 of these double—texture, al wool Greeat coatsto sdl at thislow price.
When they are gone, your chance to save on your Winter Ulster will go with them. But
while these 790 last, you can get as perfect—fitting, as good—Iooking, as fine—qudlity
a Winter Overcoat as ever you would want to wear, at an amost unheard—of bar—

gain.

As Resdent Buyers for a number of out—of—town stores, we are making the rounds
of the manufacturers every day, and whenever they bring out some "specid,” whenever
they close out some smadl lot, whenever they finish copying some designer's model—
gown, we get it!

Y ou know yoursdlf what bargains you can pick up even in the stores just by shopping
around. Imagine, then, what we can do when we are daly shopping among the
manufacturer's themselves. A fourth off, a third off, even a haf off the regular
wholesde price is nothing unusud, for manufacturer's have no time to bother with
these amall lots, and they give them to us at practicaly our own price.

The result is that we can offer you some of the season's loveliest and most
distinctive models, in all sizes, in the mogt fashionable colors and materials, at
actually lessthan their regular wholesale priced

Nearly every man can look back—and not so far back with most of us—and recall
cases where some little dip lost him opportunity or prestige, cost him the favor of some
one whaose good opinion he valued, turned what might have been a vauable friendship
into enmity or indifference.

But there is no need to lose more such opportunities. For just as a physician may read
medicine, just as a lawyer may read law, just so may you now read the science of
culture— that science of good breeding which includes etiquette but yet is above and
beyond dl etiquette.

One of the best opportunities for the use of persuasion isin collection letters. As a matter of fact, it is
our opinion that there are only two ways to collect old accounts. Thefirst is persuasion. The second is

the threat of court action or loss of credit standing.

Our own idea is that the most effective collection series is one that aternates these two. When you
send out a strong threet you frighten a certain number of delinquents into paying, but you make the
others so mad they swear they will never pay. Send another threat on top of that and you just make
them madder. But use persuasion and you smooth down thelir fur, get a number of payments, and have

things dl set for another effective threat.
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Here are afew samples of persuasive collection |etters.

You remember how Abraham Lincoln waked many weary miles from the grocery
store where he earned a mere pittance, in order to bring to a poor old woman the few
cents change she had forgotten and |eft on the counter.

And how Mark Twain, because his name happened to be associated with that of an
unsuccessful company, took dl its heavy debts upon himself, and, though an old man,

paid every one.

It is this "l—will—owe—no—man—a—penny" spirit that builds up and
strengthens self—respect and personal integrity—and makes a credit reputation
that bulwarks a man in time of need. It is because we find just such good old—
fashioned honesty as this in 99% of the folks with whom we do busness, that we
fed sure of the payment of your account, even though it has been neglected recently.

Unless you have conducted a smilar business, you can hardly concelve of the mass of
detail involved in handling many thousands of these $1 and $2 accounts. The difference
between profit and loss on such a business depends upon the promptness of collections
more than on any other onething.

| know you will not conscioudy be indrumenta in working a hardship on any concern
with which you do business, and | am quite sure that when you see your falure to remit
promptly is doing just that, you will sending a check by return mail.

Back in the Stone Age, records were carved on a sone dab. When the delot was due, Mr.
Creditor presented the account in a very polite fashion—nholding the dab in one hand
while in the other he carried his sone mdlet. The debtor had no dternative.

Then civilization moved on until the debtor's prison was the deciding factor as to whether
a debtor would pay or not. But now it is a different proposition——credit. Every kind of
business, large or smdl, must build its foundation on its credit standing. Concerns
liquidating ther obligations a maturity build thelr credit sanding to the highest point
attainable, while those who dlow ther obligations to run &ng month after month
without payment, decrease their credit Sanding until it is nearly obliterated.

Agan, as perhgps in your case, there is the busness man who is too busy with matters of
more importance, and the work of looking after his financid and accounting details is
delegated to some other person who lets these important factors ride without considering
the detrimentd effect they have on your credit sanding.

Your name in red ink on our records is something we want to avoid. You do, too, | am
aure. Hereis the way the account now stands:

John Johnson—Bills Receivable—$25.00
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But unless we receive a check by the 17th, here isthe way our bookkeeping department
will have to enter it.

(Red Ink) John Johnson—A ccount Overdue $25.00

The bad feature aout this entry is the effect it has on our credit man, and the credit
men of al the other stores that belong to our Association. But then your check before
the 17th prevents dl this.

The records in the case show that your account has been PAST DUE for 90 days, and
that you have failed to return the goods or make payment, or to advise the Blank
Company of cause for delay. The records adso show that though written repestedly, you
have shown no inclination to liquidate your indebtedness. You have COMPELLED
them to turn the account over to the Legal Department to take such action as may
protect the interests of the company.

That you may be fully cognizant of the law, | wish to advise you that obtaining goods
with an intent to defraud congtitutes a crimind act and if such fraud is proved, the
person committing it is liable to imprisonment.

Your case is now on the records of the Legal Department, and will come up for
attention in one week unless you make remittance to the Blank Company.

It isto be hoped you will, for your own protection, make payment if you desire to avoid
the annoyance, publicity and cost of a lawsuit. Y ou remember afamous English Jurist
is reported to have said that if aman claimed the coat on his back, and threatened to sue
him for it, hed give him the coat rather than risk losing his waistcoat, too, in defending
the lawsuit.

If thet is true when you are in the right, how much more true it must be when the fa¢
are S0 strongly againgt you asin the present case!

Summed up, arousing the right motive comes down to making the reader want what you have to
offer, whether that be merchandise or money or credit or merely a clean hill of health—not merely for
what it is, but for what it will do for him!

When you can get him thinking aong those lines, when you can bring home to him the
advantages that will accrue to him from doing as you wish, in S0 effective a way that he wants these
more than anything or any trouble they may cost him, then you can fed that you have demonstrated the
gentle art of exercisng persuasion.
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Vi
The Proof of the Pudding

Out in alittle town in northwestern Pennsylvaniaiis a mall order house which built a business from
scratch, to over amillion dollars ayear on one basis only—proof.

They described their product to the best of their ability, they followed the usud rules of atention and
interest, but for their main argument they used proof.

One of thair mogt effective letters read:

When 10,000 men from dl over the country send dl the way out here just to get a
ranccet, there must be something unusud about these coats. And when a man like John
Jones of such and such a dreet in your town [and here they gave the name of an actud
buyer in the town, frequently a man whose name was well known] not only sends for a
Blank Coat, but is so well pleased with it that he writes "Y our Blank Coat is not only the
finest qudity and the bet fit | have had in a coa for along time, but an unusud vaue. |
haven't been ableto find itsequa in our locd soresat twicethe price.”

When thousands of well—dressed business and professond men from dl over the
country write us letters like thet, and when more than a dozen of your own felow
townsmen have sent for this same coat, and liked it so well that they gladly sent up
$14.65 for it and fdlt thet they were saving $ 10 to $15 each when they did it———don't
you think it would be worth your while to at least ook at so unusud a vadue, especidly
when the enclosed card will bring one to you in your exact Sze without one penny of cost
or one bit of obligation?

In the beginning, of course, it was more difficult. They had no ten thousand customers to refer
to. So at the start they depended for their proof upon the "free—examination, no— money—
until—you—have—tried—it—for—a—week—plan. That helped to establish confidence. And as
fast asthey got an order they did their utmogt to turn it into a satisfied customer from whom they could
get atestimonia. The testimonias were bait, and with them they tempted every man in the town or
State where the writer lived.

That the idea was sound was proved by the results. Tucked away off in acomer of Pennsylvania, in a
town no one had ever heard of, without capital, without specia advantages of any kind, they built their
business to a volume of over a million dollars. Why? Because statements which, coming from
themselves, would have been laughed at, were accepted at face value when they came from the mouths
of their cusomers.

Perhaps even this aone might not have been convincing had they not backed up these statements
with the “free— examination, no—money—until—you—have—tried—it—for—a—week” ides,
which showed that they not only believed the statements to be true, but had every confidence in the

45

Copyright © 2010 ProfitTips.com All Rights Reserved.



ability of the goods to back them up.

Every sdes letter must have argument or proof of some kind, but al the argument in the world is not
equal to proof such asthis: “Y ou know Jm Jones, who lives over on Vesey Street, afew blocks from
you. Hereiswhat he says ... But we don't ask you to take hisword for it. We don't ask you to believe
even such men as this Senator, and that Congressman, and a nationdly known banker or lawyer or
whatnot. Try it for yoursalf and see! The enclosed card brings it to you without cost and without
obligation, for aweek'sfreetry out.”

Wheat isit that sdlls patent medicines by the millions every year? What isit that makes men swallow
gdlons of nasty, unpalatable nostrums, pounds of seaweed, and yeast cakes put up in al manner of
forms? Proof! A man describes your symptoms with such exactitude that you think he must have taken
alook down your epiglattis, then assures you that one dose or a dozen pills or cakes of yeast rdlieved
him of every trace of hisalment.

What isthere for you to do but to try some of the same? If the remedy was so efficacious with him,
you naturaly reason it will not do any harm to try alittle of it yoursdf. And so the sales go on.

We are a credulous people, but we have become so accustomed to hearing every one claim that his
product is the best in the world, or the chegpest, that we take dl such statements with agrain of salt. Let
some third person make the statement, however, apparently from excess of enthusasm over the
wonderful vaue or service he has received, and we prick up our ears. Let that be backed by positive
proof and we are ready to risk our money.

For that reason, it usually pays to put a testimonial into every letter you write. | know one
unusually successful mail order man who will not let even a collection letter go out of his house
without atestimonial init. And I believe heisright. For why doesn't your customer pay his bill?
Frequently because he is not satisfied with your product, not quite sold on the ideathat it is as good
vaue for the money as he had expected. More than any one else, he needs to be convinced of this, and
what surer way to convince him than through the mouth of some one who has used it?

True, testimonias are in rather bad odor of late, due to the way advertisers have run after celebrities
and bought their endorsement of everything from chewing gum to pgamas. But there never will be a
time when a testimonia, which has the ring of truth about it, will not be a potent factor in dispdling
doubt in the mind of a hesitant customer.
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Vil
Supplying That Impulse

Watch the crowd in front of a sideshow. At just the critical moment in the barker's talk, his assstants
on the outside of the crowd start a generd push forward towards the ticket window.

In every sale, whether in person or by mail, there comes that same critica moment. Y our prospective
customer is amost convinced.

You have his attention, you have aroused his interest, you have just about persuaded him that he
must have the thing you are offering,

you have proved to him beyond question thet it is the best or the chegpest; but he is not quite ready to
sign on the dotted line. Caution, inertia, cal it what you will, urges him to hold back.

Desire, the apped of a bargain, is goading him on. He is hestating, teetering, firgt this way and
then that. Too much urging will make him draw back. Too little will leave him where heis. What are
you to do?

Give him a push without seeming to do 0. Like the circus barker's assistants, supply the impulse
that will make it easier for him to go forward with the crowd than to stand till or draw back. How are
you to do it?

You dready know the motive it is necessary to arouse to make your sde, 0 look for some easy
preliminary task on which you can set that motive busy. Then see if you can make it easier for your
customer, aready Started, to keep going forward rather than stop and turn around and go back.

In persona sdlling you find examples of this every day. What does an automobile advertisement try
to make you do! Buy acar? Not at al. "Come and look at our beautiful new modds'— that's dl. "No
obligation whatever. 1t will be a pleasure to show them to you.

You go, and what happens? Does the salesman urge you to buy? No, indeed! He shows
you around most readily, notes the car you like, gets you to sit in it, to feel the clutch, to
sense al the comfort and luxury of it. Then he asks if you would like to drive it out to the
country next Sunday "Just to see how beautifully it runs He has it in front of your house at
the appointed time or a little before. He gives up the driver's seat to you at once. He says
nothing about a sale just calls your attention to the gentle purr of the motor, to the way it
breasts the hills, to this little comfort and that knickknack. And when he gets you back to
your door, he gently insinuates: "Now, what time shall | send it around tomorrow," or "Well,
let's take a look at the old car now, and see how much we could alow on it." And amost
before you know it, you have a new car.

That is sdlesmanship. And that is the sort of sdesmanship you must put into every letter. Just
remember that nearly every man baks at making a decision that is going to cost him money. He wants
timeto think it over. He hates to commit himself definitely.

So humor him. Tell him frankly: "Don't decide now. Plenty of time for that later. Just fill in your
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height, your weight and your collar Sze on the enclosed card, and well send you a Keep dry Coat in
your exact Sze. Try it out. Wear it for aweek. Take itdown town and compare it with anything you can
find in your locd stores. Then decide' "

Don't you see how much easier that is? Nothing to worry about, no decision to make—just take a
look at the coat when it comes. If it fits nicely and you like it, wear it down town and compare it for
vaue with coats in the dores there. After dl, there is nothing find about it. If you change your mind,
you can easily send it back.

But when the coat comes, what happens! Y ou may be away, or the weather is warm, so you do
not wear it. And it lies around the house for a week or two. Then along comes a bill. My, you
will have to get at that coat and try it! You get it out. You are reasonably well pleased. Y ou wear
it a few times and get some spots on it. Seems a shame to send it back then, and anyhow, many
of those who bought it said they could not equal it at twice the price. Of course, you have not had
the time or energy to go in and compare prices yourself. Oh, well, it's a pretty good bargain, and
too darned much trouble to send back now whether it is or not. Box it came in is probably thrown
away. And so another sale is made. Not just the best kind of sale, of course, but probably the
average sale.

Certain it is that the same principle holds true of dmost any kind of sdling. A friend of ours, for
ingance, sls yachts, some of them priced a over amillion dollars. Do you suppose he goes or writes
to J P. Morgan and says "See here, J. P, that old yacht of yours is getting a little down & hed. The
mud guards are scratched and the upholgtery is getting moth— eeten, and as for the engine— it's so
wheezy that when you gart from the float, every old tub around ups anchor and poles away, for fear
you will bust and soread yoursdf over the landscape before you reech Hoboken. Hones, J. P, the
origind Modd T Ford couldn't rattle worse then that contraption you call a yacht. Better let me enter
your order for ared boat, old scout. Now how about it?"

This man has been instrumenta in sdling more than $25,000,000 worth of yachts, but | do not think
any of them were sold in just that way. No, indeed. When a man gets on his prospect list, nothing crude
like that ever happens to him. He gets some interesting little circulars showing pictures of the latest in
yachts, with just an adroit suggestion of how fine it would be to forget the office for a few weeks or
months, forget the work—a—day world, and go cruising through the Caribbean, or around the South
Sealdands, or wherever life and adventure beckon.

Then after afew of these, the first time a new and especialy attractive boat isready for itstrid cruise,
Mr. Prospect receives a specid ddivery letter or tdegram some—what dong these lines: "New
Agterbilt yacht ready for trial spin next Thursday, the 10th. Mr. Agterbilt is making up specid party for
afew pleasant hours on Sound and begs that you and Mrs. Praspect will honor him. Boat leaves Y acht
Club dock atten sharp. R.S. V. R"

Does Mr. Prospect answer? And especialy Mrs. Prospect! | give you three guesses. And when they
are safely aboard, dong with a number of other "big business men and their wives— mostly prospet
like themselves—are things made comfortable for them? I'll say they are! It is perfect luxury afloat.

Nothing so gross as a salesman ever gpproaches them on atrip like that. True, they are shown
over the boat by officials of the company. And every point of interest is called to their attention,
even as with the automobile slesman. They go through the salon, the cabins, even down to the engine
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room so spick and span it would not seem out of place as an adjunct to adrawing room. They take the
whed awhile, get the fed of the boat, begin thinking of al the things they could do if they had one like
it.

And just about then, along comes one of these officials with a picture of the new boat they are
building for Mr. Van Spiffiingen — avery wonderful boat, but some people prefer abit more speed, or
more beam, or whatnot, and Mr. Prospect has achanceto air his preference. And isn't that peculiar, but
they have a boat in the building with those very festures. Here are the plans. And before he knows it,
Mr. Prospect has signed on the dotted line and is now Mr. Customer, soon to take a party out on atria
spin on his boat.

Wherein is the difference? The yacht sale runs into bigger figures and employs a bit more
finesse—that's all. In its essence, it is the circus barker and his helpers all over again. And
though the method rnay vary, the psychology back of it is necessary in every sdle that is made.

Particularly is this true of sdlling by mail. Why should you buy a coat from John Blair, whom you
have never seen, when there is a perfectly good store a couple of blocks away, where you can look over
the stock of coats, try on as many as you like, and if you fail to find one that fits you exactly, you can
have one dtered until it does. Why should you take the trouble and risk of sending for a coat by mail
when it is S0 much eader to get one a home?

For two reasons only: firgt, because you are convinced that you save money by so doing. Second, and
just as important, because John Blair makes it even easer for you to get his coat than to go to the
neighborhood store. And the same principles apply to every sde made by mail. Just listen to these few
typical examples of successful ways of "supplying that impulse.”

Dorit decide about buying now. You can do that later. Simply return the special
FREE TRLAL Card, and by return mail will come the Blank machine, all charges
prepaid. Then, after 6 days examination—after you have had plenty of chance to
try it and prove it—if it is not al we say and more, send it back at our expense.
WE'l pay the charges both ways. Could we give you any stronger evidence of our
faith in the Blank machine?

Let mejust prove what it will mean to you. Thiswill not entail the dightest obligation on
your part. Fill out the card and mail it— —that's al. Well do the rest.

Figure it out for yourself—harness, feed, labor, veterinary bills— al the items your
horse and wagon delivery cost you.

Quiteasum, eh!

Now if you'll pick up that pencil you were figuring with a moment ago, and fill out the
attached card, well tell you all about Ford motor trucks—how they are incressing
efficiency and decreasing codts for people in your line of business, folks you know

personaly.
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Just send the enclosed card today. It doesn't obligate you in the least. We are only too
glad to thoroughly demonstrate. No harm done if you don't keep it.

Just fill out the enclosed dip and malil it, and the samples will be on the way in timeto
dart this department with next Saturday's sdle. Remember, you risk nothing al you
have to think about is your profit.

This puts you under not the dightest obligation. It smply gives us the chance to submit
figures that you can check againgt the prices you have been paying—we're dways glad
to do that anyway, whether we get the particular job we figure on or not.

After athorough examination and 10 days trid, if you are convinced that you want an
Excelle, you need send us only $5 then and the balance in conveniently arranged
payments over the next nine months. But if you don't want to keep the Excedle,
remember you can return it without question, for you are under no obligation in
accepting this free—trid offer in thisway.

This won't put you under the least obligation. If we can't show you that it is to
your interest to take up this matter, it is our fault not yours. Just mail the card and
let us put the facts before you. You must wear the smile of satisfaction, or it's no
sdle. That's our guarantee on every machine. Can you ask more! On that
understanding, will you mail the enclosed blank?

Take us at our word—yput us to the test—give us an opportunity to prove our clamsto
you. Use the post card enclosed fill it out and send it to us.

A modem and actud Aladdin's lamp lies in the return card attached. Rub it with your
pencil and your wish for full and complete particulars without obligation will come
true.

Remember, an order issmply an opportunity for the Blank to sdll itsdf to you. Thereis
no sdle—no obligation to keep it—until you have used it in your own home for 30 days
and are satified. Just let it show you what it can do.

John J. Jones, Chairman of the Board of the great Associated Nationa Banks, was once
asked how he managed to handle such an enormous volume of daily work demanding
important executive decisons. "l never need to give more than one hour to the
consideration of any question, however important,” he answered, "because first, | get
al the facts before me, and the time to decide is while the facts are fresh in mind."
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Because you are likely to agree with Mr. Jones sound con— elusion, we are sending
for your convenience a form on which to register your decison upon the important
facts which this letter has placed before you. And there is a stamped, addressed
envelope enclosed to bring it back to us, so that you may receive your first benefits
from your decision with—out a minute's unnecessary delay.

Signing and sending the enclosed card puts the burden of proof upon us, and incurs no
obligation.

I'm willing to do my part. Are you willing to put me to the test? Just fill in on the
enclosed card the Size tire your car takes—and watch resultd

So don't file this away to think over. There's nothing to puzzle about, because you
don't have to send one penny or promise anything, other than that if you don't like
the Blank you will return it at the end of the week. That's easy, isn't it!

To proveit, al you have to do isfill in, sign and mail the card. After 30 days, you
can return the Blank if you want to.

Try it out. Never mind what we say about the uses your clerks will get out of it—find
out! Itiseasy. Jud rather continue to use other send the card.

Use this machine at our expense for ten days. If you likeit, keep it. If not, send it back
to us, freight collect.

Thistrid won't obligate you in any way, nor will it cost you a penny.

Will you check, on the enclosed card, the particular types of merchandise which would
interest you most? In doing this, you will both acknowledge receipt of our catalog, and
also enable us to keep you on the ligt for certain data of interest.

And remember, the book is free. To each of the first thousand manufacturers
subscribing to the Blank Magazine, we will send a cloth—bound copy of this did
300—page book without charge. And even the magazine is no expense, for the $2 you
pay for it will come back to you many times over before you have read hdf of the 12
iSSUes.

We enclose letter the Raillway Company wrote us. Please return it in the enclosed
stamped, addressed envelope, and tell us what you think of our plan.

Tucked away in the ingde pages of this letter, you will find a convenient postcard.
Your name and address on that card will bring samples of Morco FHavors. These
powerful, concentrated flavors possess three times the strength of ordinary extra¢. You
require only one—third

the usua quantity. That's where the big saving comes in. Take it home. Use the
Quick—Lite 10 days. If you don't think it the most wonderful light you ever
saw—if it isn't everything we claim it to be, just take it back to the dealer and he
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will refund your money. We give you this "10—day Vist" offer as an absolute
guarantee of complete satisfaction. There are no gtrings to it. Buy a lamp. Use it 10
nights. If you don't want to keep it—if you would rather continue to use other
means of lighting—take the Quick—L.ite back to your dealer and get your money.

That's dl you have to do——put your name on the enclosed card now, while this free
10—volume book offer is ill open. We guarantee your sdtisfaction and ddight. For if
after receipt of books you are not more than pleased, send them back at our expense, and
any money you may have paid will be returned at once.

Your reeder, in short, is interested, but hasn't quite made up his mind. He baks at putting his name on
the dotted line. "Some other time" "Tomorrow!" That little word "Tomorron— —*“Manana’—IS sad to
have been the cause of the Spanish peoples decline. Ceartainly it has cog many a sdesman and sdes
|ette—writer hisjob, for more than al other causes put together, it haslost sdes.

S0 do noat give your prospect the chance to spring any “Manana” upon you. Beat him to it. Tel him not
to decide now—on your main proposition. Ingtead, put his mind to working on some minor point—and
you will find that a favorable decison on it will, in three cases out of four, carry the mgor propostion
dong with it!
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\ARR

How to Put a Hook into Your Letters

Asthetail isto the kite, as the rudder isto the ship, so isthe close to any important letter. It may bea
perfectly good letter aside from that. It may fit right in with the reader's thoughts, it may win his
interest, it may spur him to action, but if it does not tdl him what to do, if it does not provide a pendty
for his not doing it, your prospect will dip away from you like afish off the hook.

Thereisjust one reason why any one ever reads aletter you send him. He expe¢ areward. That isthe
key to holding his interest. All through your letter you keep leading him on, congtantly feeding his
interest, but aways holding back something for the climax.

Y ou cometo it. You make your specia offer. Your reader isimpressed. He promises himsdf he will
give it favorable consideration. But you do not want favorable consideration. Y ou want an order or a
payment. How are you going to get it? Start your impulse, as outlined in the last chapter. Good! But if
that does not work, what then? Provide a penalty!

There are only two reasons why your reader will do asyou tell him to in your letter. The first is that
you have made him want something so badly that of his own ertia he reaches out for your order card to
get it. The other isthat you have aroused in him the fear that he will lose something worth while if he
does not do as you say.

It may be a delinquent debtor in fear of loss of credit anding or of court action. It may be a buyer
fearing to lose his chance at a bargain. It may be the merchant fearing to lose your trade. It may be the
ambitious youngster fearing to lose an opportunity for advancement. But unless your close can arouse
in your reader the fear that he will lose something worth while if he does not do as you tdl him, you
will get no reaults,

So when you want to inspire fear, be definite! Be specific! If you are threatening suit, tell your
reader that wnless you have his remittance or a satisfactory explanation by a certain date, the
account goes to your lawyer. If you are going to advance your price, and want to corral al the
orders possible at the old figure, set a definite date for your advance. Or if you have only a few
articles left, give the exact quantity. It carries conviction, as you can see from these two
examples—

On the 1% of October, the rate of the Messenger will go up to $1 aline. If you place
your order before the 30th, you can buy space to be used any time before January 1% at
750 aline. After the 30th, positively no orders will be accepted et lessthan $1 aline. As
amatter of fact, our circulation entitles usto $1 aline right now.

Dont let this letter be covered up on your dek. Send the enclosed reservation right
now, or ingtruct your advertisng agent to reserve the space for you, and make sure of
this big bargain.
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Only 46 sets left! "17he success of our special offer surpassed all expectations. It
will be necessary to issue another edition at once. The style of binding will be
changed, but otherwise the two editions will be the same. As we don't want to
carry two styles on hand, we are willing to let you have one of the remaining 46
sets at the old price, although the increased cost of paper, printing and binding has
forced us to raise the price of the new sets more than 50%

Make your reeder fed that thisis hislast chance—keep your pendty dangling before his mind's eye,
the money—saving lot, the opportunity missed. Put into your close the fear of consequences.

Finaly, tdl him what to do. Don't leave it to him to decide. We are dl mentdly lazy, you know, so
dictate his action for him—get your suggester to working on him. If heisto do certain things, describe
them. Tell him to put his name on the enclosed card, samp and mail, or pin his check or dollar bill to
this letter and return in the enclosed envelope. Here isthe way others have done it successfully:

"Now, what am | to do?" you ask. Simply send your order to me persondly. Just say—
" Make my suit as you agreed in your letter.”

If you wish other samples or further information, we shall be more than glad to furnish
them. But send your order first. Remember, we have materia on hand sufficient for
only 95 suits. While they last, you can get a made—to—measure, tailored—to—fit suit
of our regular $75 qudity, for only $37.50. But to do S0, you have to be prompt.

Dont send me any money after the 14. If you do, it will surdly be returned, unlessyou are
willing to pay me the new price of $50 a share instead of $40.

| have some regard for the men who made inquiries when our project was young before
it fairly got under way. That iswhy | am including you in this offer because you were
one of our origind inquirers,

Remember, no acceptance of your old price after the 1st. The stock is even now worth
$50.

Such wonderful opportunities will of course be snapped up quickly. Our doors will
open a 9 o'clock Monday morning, and to have the widest range of sdlection, you
should not put off your vist a moment later than absolutely necessary.

It was necessary to place this large order to secure the sets at the lowest possible figure.
Knowing that the number would exceed our weekly sales, we decided to offer these
extra sets to some of the ambitious young men who have been writing us.
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If you will fill out the enclosed scholarship blank and mail it right away, we will send
you one of these handsome sets FREE, express prepaid. But this offer must be accepted
before the 30th of this month. At the rate Scholarship Blanks are now coming in, it is
more than likely that the available sets will al be gone by the 30th. It is necessary
therefore that you send your application at once.

The demand has been large and there are only afew copies|eft but one of them will be
yours when you have O.K'd and mailed the enclosed card.

But you must act now. There are only 2700 copies of this book still on hand and
no more can be printed at less than double the price. So pin your money to this
letter and mail it today. 72

Remember, he who hesitates nowadays never gets a flash a fortune. The men who
made millionsin Texas oil lands are the men who dared, who went ahead unafraid, who
plunged in on their own judgment—and didn't wait.

The saying that everything comes to him who waits may have been true a hundred years
ago, when people had plenty of time to wait for the good things of life. But today the
only onethat things come to is the man who goes after them. The enclosed blank is your
reservation for some of the good things of life. Will you mail it non—TODAY ?

It has been proved that seven times out of ten your average business man will read the opening
paragraph of an ordinary letter that is papably not from a customer, take a cursory glance at the middle,
and then jump to the last paragraph to see what it is all about, and how much it cogts. So it is essentid
that you put a hook into thet last paragraph.

Remember, too, that a successful close has two parts. The firgt is the persuasion and inducement. It
shows your reader the gain that is his by ordering, the chances of loss he takes by delay. It emphasizes
the guarantee and minimizes the cost.

When your reader getsthat far, he is amost ready to act, but your close lacks a hook. What must he
doto get dl these things? Tell him! Make it so plain and easy he will not have areason for not ordering.
If you do not, you have not finished your letter, and lacking the barb of that hook, your reader is likely
to lapse from his"amost ready" attitude back into indifference.
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X

The Sx Essentials

To sum it up, every good letter contains these six essentid eements: 1. The opening, which getsthe
reader's attention by fitting in with his train of thought and establishes a point of contact with his
interests, thus exciting his curiosity and prompting him to reed further.

2. The description or explanation, which pictures your proposition to the reader by first outlining its
important festures, then filling in the necessary details.

3. The motive or reason why, which creates alonging in the reader's mind for what you are sdlling, or
impels him to do as you want him to, by describing—not your proposition but what it will do for him—
the comfort, the pleasure, the profit he will derive fromiit.

4. The proof or guarantee, which offers to the reader proof of the truth of your statements, or
establishes confidence by a money—back—if—not—satisfied guarantee.

5. The snapper or penalty, which gets immediate action by holding over your reader's head the lossin
money or prestige or opportunity that will be hisif he does not act a once.

6. The close, which tells the reader just what to do and how to do it, and makesit easy for him to act
at once.

These rules, of course, are for the man or woman who is studying the art of writing resultful letters.
After atime, they cometo be a sort of second nature, so that you weigh each of these features without
being conscious that you are doing so. Y ou may even mix them dl up into one grand goulash, so that to
the beginner they will seem to be not there at al, but they or their close relaives are in every successful
|etter.

Rules, however, are merely the start. They are the mechanics of a letter. Redl letter—writing only
darts there. It is getting the fed of your message that counts. | remember the first sales letter | ever
wrote. | knew as little about the writing of |etters as any one who ever took his typewriter in hand to
tacklethe job. But | wasfull of an idea, and it came out al over that letter. And that iswhat counts.

| was doing mining engineering at the time, in alittle town caled Powellton, in West Virginia. We
had an unusudly good vein of gas cod, which was cdled the Powdlton Seam; and the 200 old style,
beehive ovens, with which we turned out Powellton Coke.

Like al the other minesin the district, we depended for business upon brokers in the big towns. They
would contract with the large users for so many carloads of coa or coke, of acertain generd grade, and
then place their orders with whichever mines made them the lowest price, dlowing them the greatest
margin. The result was that al the mines were in much the same boat, whether their cod happened to
be better or worse. When times were good they bid against each other for laborers, and between the
lack of them and the lack of cars they were able to run the mines only three or four daysaweek. When
times were bad they underbid each other for the little business available, and managed to work only one
or two days aweek.
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That condition had been generd for a good many years, with our mines as with practicaly al the
othersin the district. And there was no reason to think it would not continue indefinitely, as, in fact, it
has with many of the minesin that didtrict.

But from much cogitation, there one day dawned upon us an idea so obvious you will wonder why
we did not think of it firgt thing. It was this: We had an unusually good grade of gas cod and a splendid
coke. There must be certain purposes for which that coa and that coke would produce far better results
than any other made. If we could find these purposes, the businesses that needed coal and coke for
them would cheerfully pay any reasonable premium for our particular product, and not only would we
make more money, but we would cease to be dependent upon the whims of the brokers and would be
sure of aregular volume of orders through good times and bad.

So we gtarted experimenting, and found that for gas—making pur poses we had easily the best coa in
the didtrict. Figured on the basis of cubic feet of gas produced, to say nothing of the by—jproduct, any
gas company could well afford to pay from 25 to 33 percent more for our codl.

That was al we needed. From that moment, every gas company within a radius of severd hundred
miles was our target. We disregarded the usua "per ton" prices to a great extent, centering our whole
argument upon how many cubic feet of gas they got from each pound of cod, and what that gas cost
them, including the ddlivered price of their codl.

How much are you paying per cubic foot for your gas? [was the basis of our letterg]. If
we can show you how to cut the cost by afourth, are you interested enough to prove it?
The Blank Gas Company of Cincinnati has cut its costs by more than that, and here are
the figures as given in aletter from their Superintendent. [Here we quoted exact figures
and cogtg]. The Bank Company of Indianapolis and [here we mentioned four or five
other companies well and favorably known to the trade] have had smilar experiences.
WEIl be glad to send you the exact figures from each if you will take the time to read
them.

But better than any figures from other plants is this chance to write new figures of your
own in your plant. Send the enclosed card, without money. On receipt of it, we will
ship you acarload of Powellton screened gas cod, our regular slandard quality.

Test it. Try it any way you wish. At the end of your tests, figure how much gas you get
per pound of coal, and what that gas cost you! If you don't find that the Powellton
Coa has saved you at least 25% on your cost, then that carload we send you won't cost
you one cent. But if you do see where you can save from 25 to 33% of the cost of your
gas, then you are to give us your contract for adl the gas cod you use for the next year,
at aprice of $1.25 per ton f.0.b. Powdlton, W. Va

Remember, no saving—no cogt. But if we save you 25%, we get your contract. Isit a
go?

I knew none of the rules of letter—writing. | could not have tol you the difference between a clincher
and amonkey wrench. But was bubbling over with enthusiasm for our idea, and that enthusasm must
have pen—nested our |etters, for we got so many ordeal from gas companies, it kept us humping to fill
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them dl. And what was more to the point, they stuck. When | |eft Powellton, we till had on our books
nearly every gas company we had ever put then

One would stray away now and then, of course, lured by the sire song of a bargain. When that
happened, we said nothing—just g( a few average samples of the other man's coal and sent them,
wit samples of ours, to a laboratory for comparative test. When the reports came back, we carried
them out in figures of the cost of the coal and the final cost of the gas per cubic foot and sent the
result without comment to the superintendent or other responsible executive of the gas company.
In most cases the business was soon on our books again.

The coa problem solved, we set about finding a smilar solution of the coke question, for the gas
companies preferred screened cod, which meant that al the dust cod or dack was left us for cooking

pUrposes.

We had made frequent analysis of our coke, of course, and knew that it was unusualy low in
sulphur, phosphorus and ash. So we set out to see which type of foundryman considered these qudities
most vauable.

We soon learned that to the maker of sted rails, phosphorus was anathema, so we had little difficulty
in persuading the Ashland Stee Company that a coke as low in Phosphorus as ours was easily worth
25¢. more a ton than any other they could buy. 25¢. a ton doesn't sound like much, but when you
multiply it by sixty to ninety tons a day, which was what the Ashland Stedl required, it soon runs into

money.

That was a good start so, much encouraged, we looked around for others. And in the makers of
stoves and ranges we found possible customers who were quite as particular about sulphur as the Stedl
Company had been about phosphorus. In thin castings like those needed in stoves and ranges, sulphur
means bubbles and cracks, and costs more money than any saving in price can possibly make up for.

But stove founders were, for the most part, located pretty far away from us, and other good cokes just
about aslow as oursin sulphur content were as readily available to them. To get their business on other
than a price bas's, we had to find some better argument than low sulphur content.

We worked on that for quite some time, talked to different founders to get aline on their problems,
studied numerous books on the subject and finally ssumbled on the answer dmost by accident.

It happened that we had been figuring on a big contract with the Bucks Stove and Range
Company of St. Louis. They were one of the most efficiently run concerns in the business, and
they wanted the best, regardless of what it cost. So before placing their contract, they bought a
carload of coke from each of half a dozen concerns whose analysis and claims seemed to indicate
that they were in the running.

We had shipped them a carload and intended to run out to St. Louisin order to be on the spot when
the contract was awarded, o that if it seemed that a las—minute reduction of 10 or 15¢ a ton would
turn the scales in our favor, we could throw it in. When lo and behold, without notice of any kind, in
came the contract by mail at the price we had originaly quoted!

To say that we were pleasantly surprised was putting it mildly. But we didn' let either our pleasure or
our surprise get in the way of the fact that here was probably the answer to our problem. If our coke stood
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out 0 well in a compardive test that we had landed the Bucks order without effort, in the face of the best
cokes and the best sdlesmen that the Conndllsville could show, then there must be something unusual
about our coke that every other stove founder ought to know. And we lost no time in setting out for S
Louisto learn what it was.

And here is what we found: Its high carbon content and low ash gave Powellton Coke a hesating
power that would melt an unusua amount of iron and a structure that supported a phenomena weight,
with the result that where a good coke did well to melt eight or nine tons of iron to one of coke, ours
melted as high as fifteen tons of iron to one of coke! Figuring the price of the coke at $7 aton delivered,
it cogt the Bucks Stove and Range Company 80 to 90¢ to mdt aton of iron with ordinary coke, whereas
with Powellton Coke it cost them only 47¢! Can you wonder that they gave us the order without urging
or bargaining?

Our problem was solved, and, asis often the case, through no skill of ours. The Lord had been good
to usin the kind of cod he gave us, and instead of patting ourselves on the back, we should have been
kicked for not cashing in sooner on our product’s peculiar advantages. But we were too happy over
having found the answer to do any worrying about what was past and done with. It took us just about
three daysto get aletter into the mails to every stove founder within five hundred miles of us. This, you
must remember, was back in 1907 or 1908, when Bryan was till aname to attract attention anywhere.

When Bill Bryan first sprung his 16 to | ratio upon a waiting world, founders and
business men generdly cdled it visonary and impractica—said it wouldn't work.

So when Bill Smith, Cupola Foreman for the Bucks Stove & Range Company of
St. Louis, proudly strode into the President's office with his report of a 15 to |
melt, he wasn't surprised to meet with only skepticism on the part of that official.

"You're getting your politics mixed with your melting figures!" accused the Boss. Bill
may lack some of the eoquence of his namesake, but no one ever accused him of
running away from a scrap. So the upshot of it was that the President agreed to be on
hand at the next melt.

Sure enough, Bill's figures proved to be right! They didn't equal Bryan's 16 to 1, but
they averaged agood 15 tons of iron to every one of coke!

Of course, Bill modestly disclaims the credit. "Any one could do it with that coke,” he
says. "It's got a structure that'd carry the Eiffel tower. And as for sulphur bubbles— it
just never heard of such words."

And that's the reason Powel Iton Coke gets the Bucks Stove & Range contract this year,
in direct competition with and after thorough tests of every good coke on the market.

That's the reason the Gdlipolis Stove Company, the Huntington Range Company and a
dozen others have been using Powelton Coke for years.

Of course, some of them stray away occasiondly. Were none of us proof againgt the
sren song of low price, but when they begin to figure the cost of their coke in tons of
iron melted, as the Bucks Stove & Range Company did; when they find that on this
basis Powellton Coke is cogting them only 470 aton of meted iron against 800 to 900
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for any other brand, and when they add to that the cost of scrap castings due to sulphur
and phosphorus, they dways come back, and it's along time before they stray again.

If you figure your coke cost, not on the delivered price of the coke, but on tons of iron
melted—if you are buying high carbon hest— content, and not sulphur, ash and
phosphorus— we have some figures that will interest you.

May we send them?

That letter brought home the bacon. For a while we had dmost a monopoly of the stove and range
business in our territory. We did not keep it atogether, because good coke structure depends largely
upon skill in making the coke, and other ovens with the right kind of coal succeeded in making amost
as good a coke as ours. With intensive study, they found ways of |oading the furnace so that their coke
would melt just about as high a percentage of iron as ours.

But do not imagine we were resting on our laurels, or out playing golf dl this time. We redized it
would not be long until some one caught up to where we were then, so we tried to keep at least one good
jump aheed.

We tested not only our coa and coke, but different ways ol screening the one and making the other.
We tried cooking longer and shorter periods, charging the ovens with bigger or smaller charges—
everything, in fact, that we could think of that might make our product better.

And we did not stop with our own product. We had numbers of experiments made in the more
effective use of our coa and coke We had never heard of the rule that a letter should talk—not about
your own product but about the pleasure or profit your customer will get out of it, but we had learned
from long experience that coal and coke were drugs on the market and could only be sold on a price
basis, whereas cubic feet of gas, or therma units of steam, or melted tons of iron were things that sold
themsalves.

In line with our idea of making every possible improvement in. our product, we got afew books on
letter—writing and applied the principles outlined in them to our letters. | remember the first set of
books we got. It was System's "'Business Correspondence Librar) '— —three volumes—and it became
our Bible for direct—mail work Looking back on it now, | do not believe we could have found a better
ground—work for our studies. Certain it isthat it helped us to sdl many thousands of tons of coal and
coke, when without it we might have logt the sdes. | think it is out of print now, but next to Herbert
Watson's "Applied Business Correspondence,” | believe it ha,, helped more men to a knowledge of how
to use lettersfor profit that any set of books ever written.

John Blair, founder of the New Process Company of Warten, Pa. once told me the same thing. His
introduction to good letter—writing came from the same little set of three books—after he had made
hi,, bow with afew successful efforts of his own, aout which more anon.

To go back to our interrupted labors: Starting in 1907 or 1908, am continuing for five years,
we sold practically all the products of our mines and ovens by mail. We used dozens of different
letters and circulars, with al kinds of variants upon the one appeal, but unfortunately my book of
letters was lost a few years ago, and the company had then changed hands, so the only sample |
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have to show is the letter quoted above.

It was about this time | had the good fortune to meet Thomas H. Beck, then sales manager—now
president of Collier's. He had been sales manager of Proctor & Gamble, the Ivory Soap people, where
he was responsible for as revolutionary an idea in its way as was ours of salling cubic feet of gas and
tons of melt.

Soap flakes, it seems, were sold to laundries by the barrel of so many pounds weight. One barrel of
soap was considered much like another, so sales were made almost entirely on price. Then it occurred
to Tom Beck to have Ivory Soap flakes andyzed and the results compared with analysis made in their
laboratory of al the competing brands. What was his surprise and delight to find that the competing
brands contained something like (let us say) 15 percent water, to only about 5 percent water for Ivory!

If abarrdl of sogp cost $2, alaundryman could pay Ivory $2.20 and be getting his actua soap content
for the same price per pound that he was paying the $2 competitor. If in addition he was paying $1 a
barrel for freight or ddivery service, that made an extra premium of 10¢ he was handing to Ivory's
compstitor.

It did not take Tom Beck more than haf a minute to figure out the possibilities that this opened up.
As soon as they could be got into the mail, he had letters on the way to every laundry in his territory
asking them whether they were buying soap or water, suggesting that it might be cheaper to get their
own water from the faucet rather than have it freighted al the way from the factory to them, and then
be charged for it a sogp pricesin addition.

To say that he started a furor among sogp makersis putting it mildly. The net result to him wasthat it
enabled him to land the far bigger job with Callier's, and to me that it gave me a sympathetic ear into
which to pour anideal had long been nursing for sdlling Collier books by mail.

Which takes us into another chapter.
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X
How It All Began

P. E COLLIER & SON had been publishing books since 1885, sdling them through salesmen,
directed by some thirty—seven branch offices.

In the two or three years prior to 1913, they had made six different attempts to tart a department for
selling books by mail—all without success. One man spent $25,000 and sold eighteen sets of books. So
when L with no knowledge of booksdlling and no background but our cod and coke sdes, suggested
that | had an ideawhich | believed would sdll books successfully, it is no wonder the "powers—that—
be' laughed at it.

It happened that P. E Collier was my uncle and was responsible for my education, but he had dways
told me he did not want me in the business until | could bring something to it they could get nowhere
else. For that reason, | had never before tried for a place with Collier's, but now | felt | had an idea they
could use, o by letter and in person | kept trying to sdl it to them.

In Tom Beck | found a sympathetic listener, for Proctor & Gamble are large users of cod, and he had
seen many of the letters in our campaign and thoroughly approved the idea of them. So with his help,
and that of the Vice—President, G. J. Kennedy, | findly sold them the idea of a sx months' tryout.

It was not on any munificent basis, you can be sure of that. | was to have a drawing account of $25 a
week, and to receive acommission of 5 percent on any sades | made by mail. To leave a good, secure,
sdaried job for an uncertain chance like that takes optimism of a high order, but | was young and
sangle, and just fool enough not to know any of the things that could not be done, so | jumped at the
chance.

Luckily for me, | found a good mentor at Collier's in the person of Bruce Barton, who was
then the assistant sales manager in charge of advertising. It was not any part of his dutiesto lend
me a helping hand, but he went out of his way to do it. And to his suggestions and kindly
criticisms | owe it that the very first letters and circulars we tried were complete successes. How
complete, you can judge by the fact that the profits on our first six months sales were 34 ¥2
percent, and | was making so much money on the 5 percent commission that the arrangement was
promptly cancelled and | was put on agood, living sdary.

Collier's had been sdling the "Harvard Classics” Dr. Eliot's famous Five—Foot Shelf of Books, for
about six yearsthen, and it wastheir best seller, so of course | started my efforts with it. Their sdlesmen
covered al the big towns, however, so my efforts had to be confined to the little towns and the rura
communities, for even after we proved what could be done by mail, Callier's never forgot that their
house had been built by sdlesmen, and they never alowed our mail efforts to interfere with the agent
sdes.

It was for thisreason | left them after five years—to get a bigger field of activity, but meantime they
were better than any post—graduate college course.

There was Tom Beck, one of these master sdlesmen you meet once in a lifetime. He could sdl any
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man or group of men practicaly anything. | have seen him go into meetings where every man was
opposed to his idea and come out with every one's approva of his plan. You might not agree with
him—but you could not resist him. Y ou had the feding: "Wdll, the thing is not practicable, but if Tom
Beck gets behind it hell put it over!”

Then came Bruce Barton, peer of any advertising writer | have ever seen. He used to sketch out the
skeleton frame—work of his ads and then give them to me to fill in. It was a liberd education in
advertisng writing.

And then came George Kennedy, who had started his collection experience ringing doorbells and
collecting 50¢ a month ingtalments on Dickens or Thackeray or some of the old, origind volumes
Collier's put out. He had been in the business dmogt aslong asdd R F. himsdf, and R F. Collier was
the man who started the ingtallment sale of books in this country! What George Kennedy did not know
about parting the reluctant debtor from his money certainly is not known to many.

I went with Callier's on the first of July in 1913. On the ninth of August we dropped our first
circulars into the mail. They conssted of an illustrated four—page letter, the first and fourth pages
carrying the letter, the indde pages the illustrations and circular copy.

The letter was sent under first—class postage without fill—in, and a stamped post card went
with it. Including postage, the whole thing cost us about 4¢ in the malil.

You can believe we watched for the returns from those circulars with fear and trembling. We
had mailed 10,000 of them, mostly to advertising leads that were from one to two years old, and which
had been in the hands of two or more salesmen and been returned as unsdable.

When the orders began to mount up from these old leads, the sdesmen who had turned them
down—and the whole sales department—sat up and began to take notice. For our first |etter to those
old discarded inquiries brought back 4 %2 percent of orders for a $39 set of books!

Four and one—hdf percent meant that, with letters at 4 cents each, our orders were costing us less
than $1 apiece. Can you imagine that, on a $39 sat of books? No wonder we showed a profit for those
ax months of 34 ¥ percent!

The trouble was that we soon came to the end of those old discarded leads, and after that, the
salesmen didn't let go of them so readily. But while they lasted, the "pick—mailings’ were easy. Here
isthefirs letter we used on them:

If Dr Eliot of Harvard Wereto Say to You—

"Come around to my home to—night. | want to show you some books that | believe
you'l enjoy; they are interesting, entertaining, yet they will give you dl the essentids of
alibera education, even if you can spend only fifteen minutes a day with them."

Y ou'd go, wouldn't you, and the next morning you'd hasten to get copies of these books.

Now that is, in effect, just what Dr. Eliot has done. From his lifetime of reading, study
and experience—forty years of it as President of Harvard University—he has chosen a
Five Foot Shelf of just the few books, and only the few, that are redly essentia to the
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Twentieth Century American.
Just 15 Minutes a Day, and Then—

And thisiswhat he says to you: | believe that the faithful and considerate reading
of these books will give any man the essentials of a liberal education, even if he
can devote to them but fifteen minutes a day."

Think of it—The Essentials of a Liberal Education, under the persond guidance of Dr.
Eliot, who has trained more men for success and is a greater authority on books and
reading than any other man in the world today. What other books, or who ese, could
offer you so much?

Dr. Eliot'swork is complete. Y ou owe it to yoursdlf at least to examine the result—the
fruits of his 40 years experience as President of Harvard University. They are not the
mere product of his genius— they are the finished utterance of the human race.

Examine the Books for a Week—at Our Expense

Don't send a cent of money. Simply drop the enclosed card in the mail and the complete
set of Harvard Classics will be shipped to you from our nearest Branch Office AT OUR
EXPENSE. Keep them for a week; browse through them; read them; enjoy them. We
won't urge you to buy them either then or now, because we redize that it is up to you to
make up your mind in your own way asto just what the books will be worth to you. If
you decide to keep them, you can pay for them as you like, even as little as $2.00 a
month; if not, you can return them at the end of the week without question at our

expense.

Here is your chance to avail yoursdf of Dr. Eliot's wonderful knowledge and
experience to prepare yoursdlf for life. You owe it to yoursdlf to a least SEE and
EXAMINE this Library that he selected to speed you on the road to a bigger, broader
success. The card brings it to your door, charges prepaid. Merely put your name on it
and drop it in the mail.

But remember, in the great book of Time there is but one word—2' NOW "—so drop
your card in the mail now.

Very truly yours,

The inside pages showed, on the left hand, a great pile of books, piled all over each other until
they practically hid the background of the Harvard University buildings. On the right hand was
the orderly row of the Five—Foot Shelf, with the Harvard Library behind it. The keynote of the
copy was a gquotation from Emerson: "In the Bibliotheque Nationale in Paris are a million books.

A man might read from dawn to dark for fifty years, yet die in the first alcove."

And what would he get as a result of his fifty years reading? A heterogeneous collection of fag,
unrelated, of no particular vaue to any one or anything. In the "Harvard Classcs” on the other hand, just
a few minutes a day would give him the orderly outline of dl thet man has learned—in effect, a liberd
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education.

Our fird letter having pulled so wdl, we tried a number of others to determine how many follow—ups
we could profitably send on these old leads. On the series we findly worked out, our second letter pulled
about 2 V2 percent, our third 1Y% percent, our fourth | percent and our final one 2 percent.

Hereisleter No. 2. With it we enclosad a circular, which is reproduced &fter the letter. Following it is
the pogt card that accompanied them.

Will you Examine "The Harvard Classics "—Dr Eliot's Five Foot Shelf of Books—
If we send you a set a our own expense FOR A WEEKS EXAMINATION?

We don't ask you to decide now whether you will want to keep the set. All we want you
to do is examine the books for a wesk in your own home—see for yoursdf what a
wonderful field they open up to you—judge whether they will be worth seven cents aday
to you in pleasure, in profit, in actud menta growth.

The World's Civilization on a Book—shdf

For years Dr. Eliot has felt that al the books realy essential to the Twentieth
Century American could be contained on a Five Foot Shelf, and when—after 40
years as President of Harvard University— he gave up active work, he set himself
the task of picking out from all the myriads of things which have been written and
said during the past five thousand years, just those few works of the greatest
thinkers in every field which mogt vividly picture the thought and achievement of the
human race since the world began.

The reault is literaly the putting of the World's civilization on asingle book shelf. From
the many writings of the greatest thinkers Dr. Eliot has picked those few characteristic
works which cover their main ideas, which best express their basic thoughts. He has
made it possible for you to have the best works of each of them without having to
burden your shelves with the completewritingsof dl.

Just Fifteen Minutes a Day—

And this is what Dr. Eliot says to you: "I believe that the faithful and considerate
reading of these books will give any man the essentiads of aliberal education, evenif he
can devote to them but fifteen minutes aday. "

Think of it! THE ESSENTIALS OF A LIBERAL EDUCATION, in only fifteen
minutes a day, under the personal guidance of Dr. Eliot, the best teacher and the
greatest authority on books and reading in the world today. What other books, or who
else, could offer you so much?

A Saving to You of $433.05

There are fifty volumes in the Harvard Classics, and they contain 418 complete
works by 300 of the greatest writers the world has ever known. Bought separately
in even the cheapest editions and bindings, these 418 works would cost you
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$472.05, yet we offer them to you, uniformly bound in silk cloth stamped in gold,
with footnotes, reading guide and an encyclopedic index of 76,000 subject, at
only 90¢ for each of the 418 works— $39.00 for the set complete in fifty
volumes, and you can pay for them just as you like——even as little as $2.00 a
month.

An Encyclopedia of References

Lawyers tell usthat in their pless, editors in their editorids, teachers in their teaching,
clergymen in their sermons, and business men in their occasiond talks, they are getting
to depend in awonderful degree on this key to the world's thought.

You see it not only gives you the best thought of the world's Masters on most
important subjet, but every thought, every period, every subject even remotely touched
upon, is made ingtantly accessible through the wonderful Index that is gppended to
volume 50—an Index that contains 76,000 references.

Examine the Books for a Week——at Our Expense

Don't send a cent of money. Smply drop the enclosed card in the mail and the complete
st of Harvard Classics will be shipped to you from our nearest Branch Office AT OUR
EXPENSE. Keep them for a week; browse through them; read them; enjoy them. We
won't urge you to buy them either then or now, because we redlize that it is up to you to
make up your mind in your own way as to just what the books will be worth to you. If
you decide not to keep them, you can return them at the end of the week without
question at our expense.
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Letter No. 3 is one that came into the series later, after the Sart of the World War. Like the two before
it, it is built around the one idea enunciated by Carlyle "All that mankind has done, thought, gained or
been—it is lying in magic preservation in the pages of books" But it takes guidance to find the right
books and in Dr. Elict, for forty years Presdent of Harvard University, we had found the guide par
excdlence.

Its enclosure, which follows, added measurably to its pulling powe—in fact, it has been our
experience that a good circular will add from 25 to 33 percent to the pulling power of dmost any letter
After the circular follows the order card—the same, except for the copy on the front, as on follow—up
No. 2

TheHarvard Classcs Contain a Liberal Education

They are the crowning educationd achievement of Dr. Chas. W. Eliot, representing the
results of his lifetime of reading, sudy and teaching—40 years of it as Presdent of
Harvard University.

They contain thet literature of the world which broadens the horizon, liberdizes the
mind and enables the busy Twentieth Century American to become redly well—read
and wdl—pogted in just afew minutes aday.

The World's Civilization on a Bookshdf

There arefifty volumesin the Harvard Classcs, and they contain 418 completeworks by
three hundred of the grestest writers that have ever lived. From al the myriads of things
which have been written and said during the past 5,000 years, Dr. Eliot has chosen those
few works of the greatest thinkers in every fidd which mogt vividly picture the thought
and achievement of the human race since the world began.

Examine the Booksfor a Week—at Our Expense

Don't send a cent of money. Smply drop the enclosed card in the mail and the complete
st of Harvard Classcs will be shipped to you from our nearest Branch Office AT OUR
EXPENSE. Keep them for a week; browse through them; read them; enjoy them. We
won't urge you to buy themeither then or now, because we redlize that it is up to you
to make up your mind in your own way asto just what the books will be worth to you.
If you decide not to keep them, you can return them at the end of the week without
guestion at our expense.

But the War——=?

Just bear in mind what President Wilson, the greatest leader of thought the world has ever
known, wrote a short time ago to the President of a Western College who asked him if
our colleges should close and genera education be neglected at thistime.

"By no means should our schools and colleges be closed during the period of the war,
and genera education be neglected. Never in History have educated, cultured men and
women been so needed as they will be in the next few years to carry on the work of
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reconstruction and peace.”

Here is your chance to avail yoursdlf of Dr. Eliot's wonderful knowledge and experience
to prepare yoursdlf for the afte—the— war problems. Y ou oweit to yoursdlf to at least
SEE and EXAMINE this Library that he selected to speed you on the road to a bigger,
broader success. The card brings it to your door, charges prepaid. Merdy put your name
onitand drop it in the mall.

But remember, in the great book of Time there is but one word "Now" so drop your card
in the mail now.

Very truly yours,

For No. 4 we used a large mailing folder, recapitulating al the arguments of the three letters and
containing only apost card.

No. 5isgoing to be a surprise to many people. It islong—oh, how long! Four whole pages of closely
type—written stuff! Who would ever read it? Yet people did, evidently, for from a low point of |
percent on the previous circular, and 11 %2 percent on No. 3 letter, the orders jJumped up to 2 percent!
And all efforts we tried, to make a sixth or seventh or eighth follow—up pay, were practicaly fruitless.
So we called this our "mopping—up letter” and filed away the leads.
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Hereistheletter. Only apost card went withit.
A Saving to You of $413.05

Brentano's, the largest retall Booksdlers in the World, quote these 418 works in even the
cheapest editions and bindings at $4792.05.

THE LOWEST PRICE AT WHICH THE HARVARD CLASSCS will ever be sold has now been
reeched in the new Silk Cloth Edition, cogting only one—eighth the price of the origind sets

| have put asde one hundred sets of this edition for the specific purpose of FREE EXAMINATION.
This letter is your opportunity to examine one of these hundred "Free Examingion Sats' in your own
home.

It isthe find bedrock price to you, and IT HOLDS GOOD FOR ONLY A SHORT TIME LONGER.
| write you because, with dl thet you have heard and reed ABOUT the Five—Foot Shef of Books,
you have never yet seen them. You have never yet had the privilege | now offer you of actudly
handling the volumes, reading in your own home one or two of the 418 madterpieces, proving to your
own satigfeaction the wonderful completeness of the 76,000—word index, surprisng yoursdlf thet fifty
books so well made and 0 servicesbly bound can besold AT SUCH A PRICE.

Just read the extract quaed beow from letter from the Manager of Brentano's, the greet retall

booksdlers, whose main office, you know, is a the comer of Fifth Avenue and Twenty—seventh
Street, New Y ork City:

"We are returning herewith your lig of items made up from the Five—Foot Shelf of Books. Thisligt of
books embraces about 300 authors and their works:

"The same can be supplied in regular editionsin cloth binding for $472.05, with the exception
of about fourteen to twenty authors which were published during the 14th to the 18th
centuries and exigt only in very rare editions and very codly. Same can only be had for
reference in European Libraries, as copies are seldom found in the open market.”

Thelr itemized quotations are exceedingly interesting. Volume 1, for ingance, which contains
Franklin, Wolman, Penn, can be duplicated in three little volumes of Everyman's Library at
50 cents each or only $1.50 (Harvard Classics price $ 1. 10). But volume8, containing the nine
greatest Greek Dramas by Aesehylus, Sophocles, Euripides and Aristophanes, would cost
$10.60 to duplicate, while volume 39, which contains some of the most prized possesions of
the British Museum and the Bibliotheque Nationale, Paris, has rardly been reprinted and is
amogt unobtainable now except in the Five—Foot Shelf of Books AT ANY PRICE.

Hrdg, therefore, 1 should like you to satisfy your own curiogty as to how it is possble for us to
manufacture and sl $472.05 worth of literature in uniform binding, with footnotes,
glossaries, introductions, eic —at just one—eighth that price. | should like you to see one of
these free—examination setsfor this reason fird.

But it isnt merdy of figures that | want to spesk to you. | should like you rather to think of the
FHve—Fooat Shdf in terms of TIME, which to the busy modem man is not only money, but is
more vauable than money. Look a the Five—Foot Shelf from the standpoint of the time it
will save you and your wife and your children.
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You have a letter or a paper to write, or a speech to make; some member of your
household has a paper for awoman s club; one of the children has a topic assigned at
school; some subject is discussed in the newspapers and you want to read up on it;
where can the material be found at a moment's notice? Nowhere that | know except in
the Index of the Harvard Classics.

Take the subject "Hedth," for instance, and see what has been prepared for you. Thisisan
actud extract from the Index:

"HEALTH, Antoninuss care df, ii, 197, Burke on pleasure and idea of, xxiv, 36, 38; Carlyle
on, xxv, 4234, 435——6; Calyle on care of, 402—3; Channing on, xxviii, 366—7,
Descartes on, xxxiv, 50; Epictetus on care of, ii, 160 (118); Hunt on, xxvii, 307; More on,
xXxxvi, 213—14, 215; Locke on importance of, xxxvii, 9, 10; Pascd on use and misuse of,
x1viii, 374; Pope on, x|, 443; rules of, xxxvii, 10—28; unconsciousness of, xxv, 338——
48; Woolman on care of, i, 244—45.

"HEALTH, by Pinkney, xxviii, 394—45.

"HEALTH, to Anel Loe Dear, vi, 590.

"HEALTH, HerésHisin Water, vi, 191.

"HEALTU, Herésto ny, vi, 28—9.

"HEALTH, Regimen of, Bacon's, iii, 85—56.

"HEALTH, to them that's Awa, vi, 477."

Remarkably suggestive, isn't it? So on every one of the other 75,999 subje¢ you have at
your finger tips the information that it would take you hours or even days to gather from
scattered volumes.

But neither time nor money is the proper word with which to picture The Harvard
Classics. The real word is pleasure, self— satisfaction, the delight of mental growth.
Look at one of these hundred free—examination sets from this standpoint. Shut your
eyes for a moment and let these 418 friends take you by the hand, carry your
imagination away with them. You will travel down the Nile with Herodotus; or roam
the Spanish Main with Drake; see the great Grecian dramas in the Amphitheatre of
Athens; hear Cicero denounce Cailine in the Roman Senate; follow Célini through the
thrilling intricacies of his dealings with Princes and Pontiffs; stand with Columbus on
the Santa Maria as he sees the blue haze which is the new world; see Harvey as he
discovers the circulation of the blood. ¢s

IMPORTANT! The Price of The Harvard Classcs will soon be advanced.

Paper, Ink, and Binding have more than doubled in cost since the materid used in the
manufacture of these books was bought. Our present stock will last only a short time
longer, and then our prices must be increased to keep pace with the cods.

Take advantage of the present low costs by mailing your card NOW.
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Nothing remarkable about any of these letters, isthere? Y ou have seen as good or better ones many a
time. But they had this virtue. They brought back what they went afte—the orders. In the five years |
was with Callier's they sold many hundreds of thousands of dollars worth of books.

Why? Because they set out with a definite goa in mind and they made every word carry them one
step nearer that god. Take letter No. | as an example. What isits purpose?

1. Towinnow out from the mass of readers those few who can be sold theidea of "culture," the value
of higher education.

If Dr. Eliot of Harvard were to say to you— “Come around to my home tonight. | want
to show you some books | believe you'll enjoy; they are interesting, entertaining, yet
they will give you al the essentids of a liberd education, even if you can spend only
fifteen minutes a day with them.”

Can you imagine any dart more likely to dtract the attention and arouse the interest of a man
culturdly inclined, who had not enjoyed the benefits of a college education? You know many such
men, and you know how many of them fed that they are handicapped through lack of the cultura
advantages a college gives. In the back of their minds dways is the fear that they are a bit inferior to
their college trained friends. So how they would welcome the idea of atak with so famous an educator
as Dr. Eliot! How they would jump at the idea of a college reading course under his guidance!
Therefore how well that ideafitted in with the menta conversation going on in the back of their minds!

2. The ease of it! They have had opportunities to take nigh courses in schools and colleges that
would, in time, give them ever educational advantage that would have been theirs had they spent four
yearsin college. But this entailed so much work. And an expenditure of time out of al proportion to its
vaueto them in dollars. So they passed it by.

But dong comes the chance to get dl the essentials, under the guidance of one of the greatest
educators the country has known, in only fifteen minutes a day! Dr. Eliot has used his forty years 01
experience to pick the few worth—while books from al the millions that have been written, and edit
them so that in a few minutes pleasurable reading each evening, they can make up for the four years
college they missed.

3. Thefreetrial, no money or risk. It is made so easy for the reader to examine the books, without
obligation or risk of any kind Naturaly his curiogity is aroused to learn what books Dr. Eliot considers
essentid. He would like to see them, to glance through them perhaps read a page hereand there.

Wédll, here is his chance to do it without a penny of cost. Perhaps he has dready read some of the
books. Perhaps he is nearer standard of his college friends than he had thought. It would be nice to see,
anyway, and aslong as it does not cost anything to have look——

No. 2 letter garts right where No. 1 Ieft off: "Will you examine the "Harvard Classics' if we send
you a set at our own expense for aweek's free examination?”

Don't decide now whether you want to buy them or not. Plenty of time for that later. Just browse
through them for a week and see for yoursdlf how interesting they are, what absorbing entertainment
what marvel ous education.
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Think of it! The world's civilization on a bookshelf! All that mankind has done, thought, gained or
been——within the compass of afive—foot shelf of books! Can you afford not to look at it?

Education in the highest sense, entertainment in the best sense, all made possible in fifteen minutes a
day. And then the pricel A saving of $433.05 from the regular bookstore price of the same works in
separae editions. That alone makesit abargain well worth any man's money.

Then as an added inducement, it is abook of reference as well, an encyclopedia in itsdf. Surely it is
worth your while at least to send for these books and look them over!

Then followed the Lincoln folder, with its gpped to ambition, its description and argument in its
center pages, its proof of value in the reproduced letter from Brentano's on the last page.

Nos. 3 and 4 arereiterations of the same line of argument in different words and different pictures.

No. 5 isthe old standby—the last—chance offer. It plays up the saving, it repeats adl the advantages
that are yours if you act now, dl you may lose by dday. It emphasizes the no money—no risk, then
makesit so easy for you to order that it seems a shame not to take advantage of the opportunity.

In short, it tried to such good purpose to follow the rules laid down in the previous chapters, that even
asthefifth letter in the series, it brought back $39 orders at acost of lessthan $2 an order! Than which
there are few quicker methods of making money.
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X1
The First Olive

IN EVERY budness, it is an axiom that the firgt sdleisthe hardest It is like the first olive out of the bottle, or a
maid'sfirst kiss—after it, the rest come eesly.

And nowhere is this truer than in sdling by mail. When you by mail to interest aman in your product, your
most difficult task to win his confidence, his belief in your satements. That isther son for the free—trid offer.
That is wha makes necessary the money back guarantee.

So when you have made one sdleto aman, your hardest jot done. From then on, your redl profits should begin.
Where it n have cost you 10, 20 or even 50 percant of your sdling price make the first sde, your second one
should seldom cost you m than 5 or 10 percent. Why? Because your customer believesiny Y ou have sold him
something; it has proved to be dl you claim for it; therefore he feds safe in trugting anything you may say tol in
thefuture.

That iswhy the big mail order houses will cheerfully spend severd dollarsto get a customer'sfirgt order. That
iswhy experienced users of the mail oftentimes offer to the genera public only smdl units of sdelike $1 or $2,
knowing that a man will much more readily take a chance on alow—priced item with some one he does know,
and that a satisfactory transaction at this low figure tend establish confidence just as surdly asabig sale.

The New Process Company of Warren, Pa,, as an ingtance, ug( $1 lot of initidled handkerchiefs to build a
customer list quickly Wm. H. Wise & Co. of New Y ork sold the "Elbert Hubbard S( Book™ at $2 or $3; and thento
the resultant customers, they so good many thousand sets of the $100 "Little Journeyd "

At Collier's, we started with our highest priced sale, sc because we happened to have on hand a
couple of hundred thou~ old inquiries which had expressed an interest in that set. Then, we had
won their confidence, we sold them other sets.

The first was the "Harvard Classics Shelf of Fiction "—alogicd follow—up to the "Classics®
themselves. There were twenty volumes, in bindings to match the Five—foot Shelf. A first
circularizing of the "Classics' buyers bought something like 10 percent of orders. Since the
circular in the mail cost us less than 3 %2 ¢ each, 10 percent meant that our orders were cogting us only
about 35¢ gpiece, or lessthan 2 percent of our sdlling price!

That is nothing unusud for a firg follon—up to cusomers who have been sold by mail. Once you
have won your customer's confidence with an article that has done dl you promised for it and more, you
should be able to sl 10 percent of your customer list any related product. Of course, if you keegp going
back a them every month, as the New Process Company frequently does, you are not going to el 10
percent each time. But if your offering is something a large percentage of your cusomers can use to
advantage, you win get a profitable volume of orders every time.

To redize this you have only to look a the letter and drcular which pulled such good returns on the
"Harvard Classcs Shdf of Fiction.” There is nothing outstanding about either of them. The circular
espedidly isnat a dl what | would send if | were making the offer now. There is little about it to intrigue
the interest. Just compare it with some of the circulars we used on Wedls "Outline of Higory," or O.
Henry, or Smonds "Hidory of the Wa." Yet it pulled. Why? Because in sling them the "Harvard
Classics' we had dready won the reeders interest in any later rdlated offer we might meke. For that
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reason, an ordinarily good letter, with a rather uninteresting circular, pulled extraordinarily profitable
returns. Hereisthe letter:

YouARE AN OWNER OF THEHARVARD CLASSCS—
So you will be mightily interested to know that Dr. Eliot has just added a Two—+Foot
Shdf of Fction—20 volumes—to hisfamous Hve—Foot Shaf of Books. It iscaled—

The Harvard Classics Shelf of Fiction

In it are forty—five of the mogt famous novels of the grestest writers of dl time. Seven
different countries are represented — Russa, France, England, Germany, Spain,
Scandinavia, and America——each by its most noted authors, each author by his best
dories.

S0 good are these wonderful romances of fiction and history, 0 great has been their
influence, that they can truly be cdled an essentid part of the reading of every Twentieth
Century American. They supplement and round out the Harvard Classic s, covering as
they do afidd dmogt untouched in the origind Five—Foot Shelf of Books.

Soecial Offer
TO
Harvard Classcs Owners

A specid edition of the Harvard Classics Shdlf of Fiction has been made up for Harvard
Classcs owners. Because of its wedth of criticiams, sketches, and essays by noted
authorities it has been cdled the "Commentators Edition." While it lasts we can offer you
the complete st of the Harvard Classics Shdf of Fiction in 20 volumes, bound in silk
cloth, gold stamped, a a saving of 44% compared with Brentano's actud quotation
reproduced on the back of this letter; and payable in just a few months by very andl
monthly payments; or with adiscount for cash.

Examine the Booksfor a Week——at Our Expense

Dont take our word for the value and interest of these greet dories, don't teke asfind the
judgment of Dr. Chas. W. Eliot, Presdent Emeritus of Harvard University and probably
the greatest authority on books and reading in the world today. Examine the books for
yoursef—read in your own home one or two of the forty—five wonderful stories— then
decide. It cods you nothing to SEE the books—the enclosed card will bring them to you
for aweek's examination.

SEND NO MONEY Merely ask to see these stories that Dr. Eliot has selected for
you—the Twentieth Century Busy Man, from out of all the fiction of the World.
The enclosed card brings them. Put your name and address on it now and drop in
the malil.
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But remember, this specia offer to Harvard Classics owners holds good only, until the
"Commentators Edition” is exhausted, so drop your card in the mail now.

Yoursvery truly,

Later follon—ups on the fiction books consderably increased the percentage of sde, but dl
depended for their effectiveness upon their tie—up with the interest aready created by the "Harvard
Classics" so they seem hardly worthy of inclusion here.

Much better, from the point of view of a good piece of mal sdling, was our folder offering the
"Junior Classics', the Two—foot Shelf of Books for Children. Imagine how such an gpproach as this
would appedl to the parents of any growing youngster:

You know how the little folks just love a good story, how they'd rather listen to one
than eat or play or sleep, how they beg you, sometimes, to tell them a story, to read to
them.

What parent has not had that experience? What parent will not nod his head in agreement with every
word? You have your reader's interest. Now you point out—what he will aso agree with—that the
children will read something, and it is what they read now that has the greatest influence on their
after—Iife; it isther heroes, the men and women who are made to seem to them wonderful and worthy
to pattern after, who form your children's characters.

How important, then, that they should have the right reading, and here is the chance to get for them
the 846 best dtories for children from the literature of the whole world, picked by two famous edu-
cators, Dr. Eliot and Dr. Neilson.

From there on, proof, persuasion, bargain and free tria follow in swift successon. Everything is
made easy. Which is probably the reason this folder pulled as high as 8 percent on some lids. Here is
the folder itsdlf:

You Know How the Little Folks Just Love a Good Sory—
How they'd rather listen to onethan eat or play or degp - how they beg you, sometimes,
to tell them a story, to read to them.

What parent has not had that experience? What parent will not nod his head in agreement with every
word? You have your reader's interest. Now you point out—what he will aso agree with—that the
children will read something, and it is what they read now that has the grestest influence on ther
after—Ilife; it istheir heroes, the men and women who are made to seem to them wonderful and worthy
to pattern after, who form your children's characters.

How important, then, that they should have the right reading, and here is the chance to get for them
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the 846 best dories for children from the literature of the whole world, picked by two famous
educators, Dr. Eliot and Dr. Neilson.

From there on, proof, persuasion, bargain and free trial follow in swift succession. Everything

is made easy. Which is probably the reason this folder pulled as high as 8 percent on some lists.
Here is the folder itself.

You Know How the Little Folks Just Love a Good Story How they'd rather listen to

one than eat or play or deep - how they beg you, sometimes, to tell them astory, to
reed to them.
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They will read something, and it's what they read now that determines what they areto
be—it's their heroes, their ideds, the men and women who are made to seem to them
wonderful and worthy to pattern after, that form your children's characters—that have
the greatest influence on their after—Ilife—that spell the difference, frequently, between
success and failure.

If you could pick out from dl the literature of the world just the stories of folk—Ilore
and fable, just the tales of fiction and history, just the poems, that would give your
children theright idedls, that would stimulate them to their best efforts, that would give
the best groundwork for their later studies, and if you could have the advice of the
best—read man and the greatest educator of his day as to that reading, you'd fed that
no price was too high to pay for it.

Y ou can get just those gtories, tales and poems—=846 of them—gone over by the bes—
read man and the greatest educator of his day, Dr. Charles W. Elict, for forty years
President of Harvard University, approved and indorsed by him. They are bound up
into ten volumes, and youll find Dr. Eliot's suggestions as to the training of your
children in hisintroduction to the set.

The 846 Best Soriesfor Children Fromthe Literature of the World

All that is best in mythology and folk—Ilore, fairy tales and legends, historical

romances of chivalry, stories of courage and daring, animal and nature stories—in
short, all that is best in the literature of childhood from every race and every land is
included in these Junior Classics - stories that the first mothers told at nightfall to
their little ones, the Folk Tales and Myths of the Far North Country, the Br'er Rabbit
Stories of our own Southland.

The tales of Greece and Rome have a volume to themselves, and in them the child
comes to know as familiar friends the great characters who, in high—school days, he
will meet again between the covers of text—books. Then follow the stories of the
heroes and heroines of chivary. Shakespeare's heroes and heroines, too, are here in
selected plays, retold and rearranged to make easy reading for children.

"Alice in Wonderland" is in the company, and "Robinson Crusoe and "Joan of Arc" and
"Evangeline." The Stories that never grow old are here———2' Aladdin” and " Sinbad
the Sailor" and the heroes and heroines of Scott's best stories. Scores, literally hundreds,
of the wonderful people of childhood—they are dl here, ready to become the delightful
associates of your own boy and girl.

Save $30 and Have the Best

There are 846 dories, poems, tades, and essays in The Junior Classcs—" The
Children's Two—Foot Shelf of Books '~—a story each night at bedtime for nearly
three years.

80

Copyright © 2010 ProfitTips.com All Rights Reserved.



Purchased separately in the various bindings of the origina publishers, these 846
masterpieces would cogt $30.00 more than the price we ask for them in uniform
bindings—the best product of the bookmaker's art.

Bound up into 10 volumes, in durable cloth binding, the price of these 846 Sories, taes,
and poems is only $16.00, payable at the rate of $1.00 a month; bound in three—
quarter Autumn Leaf Legther, the price is $24.00, payable $1.50 a month, a discount of
10 percent being alowed for full cash payment.

Each of the 10 volumes has its colored frontispiece—a reproduction of a celebrated
painting, and there are scores of illustrations (an art education in themsalves).

The 846 masterpieces have been arranged by Professor Neilson, head of the English
Department a Harvard University, in reading courses which make them ared training
in the appreciation of greet literature, and a step—ping—stone to the classics of the
adult world.

A home training planned by the greatest educators to develop dharacter and insure
success—that is The Junior Classicsin a single sentence,

And sold at less than athird of what the individua parts would cost.
“My Mother Never Read to Me”

Pity the man or woman, who, looking back over life's journey, must say, "My mother
never read to me." To him one of the richest joys of existence has been denied; school
work would have been easer, lifé's tasks more meaningful had there been the
background of idedism and menta uplift gained in his firg plastic years in his own
home.

It isfor the boy or girl who covets this rich experience, for the parent who WANTS to
draw closeto his or her child through the pages of grest literature, but who is perplexed
astojus WHAT OR HOW TO READ, thet The Junior Classicsis offered.

"Give meachild until heis seven yearsold,” said Cardind Newman, "and | care not
who has him after.”

Give your boy or girl for the first years of his life to the great ideals and noble
thoughts of literature. Make his or her heroes not the rude figures of the Sunday
supplements—but the great characters, men and women, who have made history.
Fill his or her mind with such images and ideals, and you need not worry for the
future.

It was to do THIS for the mothers and fathers and children of America thet the leading
educators of America gave of their best to The Junior Classics, and that Dr. Eliot agreed to lend
his splendid reputation and influence to their success.
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"There IsNo University Like a Mother's Reading to Her Child”

“Thereisno University,” says a celebrated authority “like amother'sreading to her
child.”

That isthe ingpiration of The Junior Classics. For if mother or father who CARES what
his child mg become, who CARES, that is, as much as three cents (money and five
minutes of time a day, this solendid library lifts an enormous burden.

For here, authoritatively selected and scientificaly. arranged, are the works that for
generations have proved their power to mold character, make school work easier insure
SUCCeSS.

Henry Clay said: "A wise mother and good book enabled me to succeed in life. She was
very poor, but never too poor to buy books for her children. It isamean sort of poverty
that starves the mind to feed the body."

Did You Ever Hear the Sory

Of the youngest governor Minnesota ever had—the late Governor John A. Johnson?
He was taking one day of hisgart in life

"The man who influenced my career more than any other,” he said, "lived in our
little home town. He lent me the right books; he taught me what to read and how.
Much of what | am | owe to that man—and to those books."

THE RIGHT BOOKS—because ther influence came into the life of that smple
smal—town boy at the critical period of his boyhood, ambitions were awakened and
purposes stirred which brought him finally to the governor's chair. Without them he
might have been content to remain forever behind the counter of the store where he
garted work; it was the books coming to him in the molding years of youth that
showed him the world and taught him how to conquer it.

Dip into the biography of dmaost any man or woman who has reached success and you
will find this story of good books repested. Franklin, Jackson, Clay, Lincoln— none of
these men ever had the advantage of a good schooling; dl of them owed their geat
success in life to the influence of good books.

Examine the Booksfor a Week——at Our Expense

Don't take our word for the value and interest of this set. Don't teke as fina the
judgment of Dr. Eliot, the foremost educator of his day. Let us LEND you the books
for a week without cost and without obligation, Examine them for yourself. Read in
your own home afew of the 846 stories and poems in The Junior Classics; then decide
whether these stories will be worth two or three cents each to your children —in
pleasure, in profit, in mental growth.
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Remember, you are under no obligation to keep them. We send the books to you,
prepaid, for one week—to read, to examine, to tak over with your family. If you like
them, send us only $1.00 at the end of the week, and $1.00 a month until the set is paid

for; if not, return it without question at our expense.
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SEND NO MONEY. Merdy ask to see these dories that have been gpproved for your
children by Dr. Charles W Eliot, Presdent Emeritus of Harvard Universty, who has
directed the training of more successful men than probably any other man in the world.

The enclosed card brings them to you. Merely drop it in the mail.

After the "Jdunior Classics " we worked our ligts on hdf a dozen other sets of books, principal among
them, "Me Story of the Greet War," Lodge's"Higtory of Nations," and Shakespeare.

Hereisatypicd letter on the war story, written early in 1917, when it looked as though the end might
come any minute;

After the War—What?

Do you know what will probably hgppen after this World War? Are you familiar with the
fundamenta conditions which underlie the development and progress of nations?

Do you know what actudly happened after other wars in England, for instance, &fter the
Napoleonic campaigns? In our own United States after the Civil War? To belligerents

and neutrds after the Franco—Prussan War? In internationd trade after the Russo—
Japanese War?

Do you know whether peace sends the price of commodities up or down? Makes money
"easy" or scaree?

Do you know if any Nation actually faced bankruptcy, or repudiated a war debt?
Or how war debts affect taxation? How often have you wished that you could
speak with authority, backed by absolute knowledge, of the real inside facts of
this World War—of its probable outcome and its effect upon our trade, our
ingtitutions and our standing.

THE STORY OF THE GREAT WAR
What Led Up to It—How It Began——Through It All

Contains the fact that you, as a business man, must know. It tells the full story of this
greatest crisgsin the World's history—a crisis that affect you and me amost as closdly
as the nations of Europe.

Do you for one moment imagine that any nation or group of nations can contract debts
amounting to sixty billions of dollars without affecting the entire credit system of the
whole world? Do you suppose that fourteen million men can be killed, wounded or lost
without affecting labor and capita everywhere? Do you think that the whole map of
Europe can be changed without disturbing the even tenor of our ways?
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This|s America’'s Opportunity

War is blazing the way for Americato commercia supremacy. However long the war
may continue, Europe must eventually reconstruct. Thousands of square miles of
territory, now in ruins, must be rebuilt. Millions upon millions of people must be
clothed and fed.

You are a busness man. Put the question squarely up to yoursalf. How much do you
reglly know about the resources of the different countries of Europe, their wedth in
men and materid and food stuffs—what likelihood there is of any country being forced
to givein.

Is Germany Really Sarving?
Is Revolution Likdly in Audria or Russa?
Can Great Britain be Blockaded by Submarines?

The answers to these questions are all to be found in the five volume story of the
Great War. Without these answers how can you form an intelligent opinion as to
what will happen? How can you plan ahead for your own business future?

Heretofore we Americans have had a deep sense of self-sufficiency. We haven't had
time or inclination to know how the rest of the world lived. But now we must know.

England, Germany and other nations, reaching out after commerce and new markets,
studied countries and peoples and conditions. So the American business man, the
manufacturer's and the merchant and the sdlesman, must inform himsdf if he would
devel op—if he hopes to make the most of present opportunities.

"The World's Great Events’ ——10 volumes—

With the 5 volume "Story of the Great War," cover the whole history of the World
from the dawn of civilization to the present day. The two sets together bring the entire
world home to you. They tell you about al the peoples of the earth. They show you
many a pardld to the present great struggle in the history of other nations during the
past five thousand years.

They bring out the absolutely important fa¢ and figures about every nation that you
must know—not dry fa¢ dryly stated, but thrilling fa¢ told in an intensdy interesting
narrative that make these histories read like the most enticing of fiction.

The leading higtorians of the world wrote these histories. Into a few attractive, easy
reading volumes are condensed dl the mass of materid which in old time histories
occupied many volumes and cost hundreds of dollars.

There are five copiously illustrated volumes in the Story of the Great War, beautifully
bound in % leather, and ten in the World's Great Events, bound in a rich dark brown
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cloth. While the present edition lasts, we can make you a specia combination price on
these fifteen volumes of $2.20 goiece—
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$33.00 for the two sets payable at the rate of only $1.50 amonth, adiscount of 10%
being allowed for full cash payment.

This offer holds good, however, only while the present edition lasts, for paper, ink and
binding are going W by legps and bounds and the price of our next edition will have to
be raised accordingly.

Examine the Books for a Week—Free

Don't take our word for the value and interest of these great books; don't take the word
of the thousands of scholars and statesmen and business men who have bought and

commended them; let us LEND the books themselves to you for a week— FREE—so
you can see for yoursdlf how intensaly interesting they are, what awonderful field they

open up to you.

Remember, you are under no obligation to keep them. We send them to you by prepaid
express FOR A WEEK'S FREE EXAMINATION. If you like them, send us$1.50 & the
end of the week and only $1.50 a month until paid for. If not, re— turn them without
question at our expense.

But remember, too, that our present prices will hold only until the stock now on hand is
exhausted.

Now Isthe Time

After the War is over, anyone can say what the outcome has been, what effect Peace
has had upon our industries but hindsight of this kind is seldom very valugble. It is the
man who can judge of these things now—the man with foresght who can plan ahead
and be ready for the opportunities when they come that will forge into the front rank of
American business and professiona men.

NOW, while every edition of the newspapers is centering your interest on Europe—
Now when the knowledge will be of infinite vaue to you is the time to acquire that
knowledge not

87

Copyright © 2010 ProfitTips.com All Rights Reserved.



only of the full story of thisWar, but of the effectsof previous wars on trade and credit
and labor and capitd.

SEND NO MONEY . Medy ask to SEE these books that tell dl the essentid factsin the

Higtory of the World in the most interesting and authoritative way imaginable. The card
brings them. Drop it in the maill—Now.

Yoursvery truly.

That letter pulled about 3 percent on our cusomer ligs, and aout | percent on such ligs as
doctors, lawyers, accountants, engineers and other occupationad names. It was mailed under 1 ¢
postage, S0 the lette— circular and card cost only about 2 ¥4 to 3t in the mail, which gave us a cost
of about $1 an order on a3 percent pull, and $3 an order a 1 percent. Conddering thet the "History”
sold for $33, there was a goodly margin of prafit a both figures.

Lodges "Higory" was older and hed little of timely gppeal, so we did not do so well on it.
From the following letter we got about | percent of orders on our customer ligts, and from the
folder which follows the letter, we got about 32 percent from occupationd lists.

There was a profit in both these figures, or both letter and folder were very inexpensvey
done, the letter coding less than 28 in the mail and the folder less than 2 Y% ¢ But the results did
not run into big figures.

A HUNDRED YEARS AGO ALL EUROPE WAS IN ARMS AGAINST
NAPOLEON— Today dmost the whole World is arrayed againgt the Kaiser.

Napoleon ended his dayson therocky ide of SL Helena. Will the Kaiser do the same?

It is much the same old story. One nation tries to impose its rule by force upon all
the others—one man tries to dominate the World. Xerxes, Alexander, Caesar,
Napoleon, the Kaiser —all dreamed of World domination, al attained some
measure of success—but what was feasible in the times of Alexander and Julius

Caesar is utterly impossible in these days of universal enlightenment. "The World
Must and Will Be Made Safe For Democracy."

After the bettle of Waterloo Belgium and  Holland and Luxembourg were set up as
neutra dates. Do you know why?

Have you ever heard the long story of diplomacy and intrigue that lay behind the Triple
Alliance and the Triple Entente?

Do you remember the Agadir incident?
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Have you ever read an impartia account of the Reconstruction period that our Southern
States went through after the Civil War? Do you know that many of the States of
Europe will have to experience this same Recongtruction after the present war?

Do you know that trade and credits and money standards are being affected in much the
same way as by previous wars, though of course on avagtly greater scale?

It is just another case of History repedting itself. All of the various phases of
reconstruction and readjustments in commerce and trade and credits can be judged of
from the experience of past wars, you can use red foresight, you can safely plan aheed,
if you will but profit by the lessons of History.

NOW, while every edition of the newspapersis riveting your attention on the problems
of the war—NOW, when the knowledge may be of infinite value to you, is the time to
acquire that practicdl working knowledge of history that the forward—Iooking
American of today must have.

In a new kind of higtory, written for the modem busy man under the supervison of
Senator Henry Cabot Lodge of Massachusetts, you will find in interesting narrative
form just the essentid facts about each Nation that you need to know. It is the only
collected history of the World that devotes a whole sngle volume to each of the larger
Nations, giving fully and in detail the story of each, and it brings that story down to the
very opening of the present stupendous struggle.

The Lodge History of Nations brings out the absolutely important facts about all
the warring nations that you must know to understand the causes and sequence of
this greatest struggle in history.

It brings out facts and figures about each nation with statistics and data that
cannot be readily or conveniently located elsewhere—not dry facts dryly stated,
but thrilling fa¢ told in an intensely interesting narrative that makes these histories
read like the most enticing fiction.

The Lodge Higory of Nations was origindly published by the Snow Company of
Chicago a prices ranging from $120.00 a st to $625.00, and it has never before been
s0ld at lessthan these figures.

However, publishing as we do some five million books a year, we have manufacturing
facilities that the Snow Company did not have, and because of these we have been ableto
print the complete 25 volumes of the Lodge History of Nations on specid wate—
marked paper from the same plates as the finest De Luxe sdis a a price of only $4400—
two—thirds less than the lowest price named by the Snow Company—and you can pay
for the books as you like, even aslittle as $2.00 amonth.

Examine the Books for a Week——at Our Expense
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Don't take our word for the wonderful value and interet of this geet set of Higtories.
Dont take the word of the thousands of stisfied owners. Examine the books yoursdf for
aweek in your own home without cost and without obligation—TTIEN DECIDE.

SEND NO MONEY. Merdy drop the enclosed card in the mail and the complete set will
be sent you immediaidy AT OUR OWN EXPENSE for aweek's examination. If, during
that week, you can see where the books will be worth 70 a day to you in pleasure and
profit, accept them. If nat, return them without question a our expense.

But a lees ak to SEE this st tha Ex—Presdent Andrew D. White of Corndl
University cdls—" The Best World History by Modem Higtorians.

Yoursvery truly,

There followed after these Shakespeare, Dumas, different Memoirs and the like. The Memoirs letter
garted with the story of the drummer boy's wife who saved the Czar and his army from the Turks,
hinted at a dozen other interesting incidents of the kind, touched upon de Pompadour, whose true story
makes the legend of King Cophetua and the beggar maid seem tame by comparison, and showed how
her sinister motto—" After us, the deluge "—Iled logicdlly to the Revolution and the Reign of Terror,
just asthe rottenness of the Czars brought smilar scenes to Russia more than ahundred years | ater.

Needless to say, such stories won reader—interest and brought back orders in profitable volume, but
none of them compared in sales with the "Harvard Classics' and "Junior Classics.”

These were our standbys. With the reputation of Dr. Eliot back of them, we were able to go to every
country town and hamlet and leave at least a few sats of these sterling works. But excepting on
inquiries that the salesmen were unable to sdl, we were not alowed to touch the larger towns and
cities, where most of the population lives and where most of the reading is done.

For, contrary to genera belief, our experience was that it is far easer to sdll the dwellersin the cities
by mail than it is the fanner. This is true even of such merchandise as coats, shirts, ties and other
wearing appardl. It isfar more true of books.

So our sales were limited. It was hard to get highly profitable percentages of orders from telephone
books and automobile registrations. The occupationd lists paid well, but there were comparatively few
of them in the rura communities. While as for the most profitable lists of al—the buyers of other sets
published by concerns like the Review of Reviews, Putnam's, Doubleday, etc—we were barred from
using them by our geographicd restrictions, because they could not take the time to sort over their lists
and address our circulars only to rurd communities.

For these reasons, our sales amounted to only about $250,000 a year, when if we had had the whole
country to draw upon, they should have run into the millions. So when the Review of Reviews offered
me the sales managership of their mail selling, | jumped at the chance to show what could be done by
mail when dl the hobbles were off.
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XI1
Sling $2,000,000 Worth of O. Henry Sories

For more than thirty years, the Review of Reviews has been sdlling magazines and books by mail. For
amog as long they have been noted for effectiveness of their sdes, literature, and few indeed are the
idess that @ther Charles D. Lanier or Fred Stone have not tried. But in the Fal of 1918, the management
of the business was taking so much of their time that they had to delegete the copy writing to some one
else, and the choice fell upon me.

The joke of it was tha the thing they had in mind particularly for me to work upon turned out to be
merely aminor sdler, whereas the one that was suppose to be sold out was our main leader for two whole
years,

When | went with Review, O. Henry’s short stories had been sdlling in set form about six years, and of
late the results had falen off $ badly; so0 | wastold not to bother with it. But to see what | could do with
frank H. Smonds “Higory of World War,” and to put everything | had into pushing Harrington
Emerson’s*“ Inditute of Efficiency.”

Wl | spent severa weeks writing circulars on both of these; then, while they were being printed and
got reedy for mailing, | picked up some of the O. Henry stuff and idly jotted down a letter and circulate,
merdy to fill intime. When they were finished they seemed rather good to me (to Mess's. Stone and
Lanier, too), so we decided to try them onasmall test.

During the next twelve months we sold more than 50,000 sets of O. Henry, amounting to more than
$1,000,000! Of the Efficiency Course, we sold less than $150,000.

We used severd different letters on O. Henry and a number of ads, but the basic apped was the same
indl. HFrg, we took it for granted that our reader had heard of O. Henry and a number of ads, but the
basc goped wasthe samein dl. Fire, we took it for granted that our reeder had heard of O. Henry and
knew something of the intriguing humanness of his sories. So we wasted no time with introductions. But
we darted our letter with a“bargain” apped — a bargain and a “hurryup.” For the hurry-up, we had a
severd different premiums. Jack London was the mogt popular of them.  If you would send your order
right away, you would get free with your st of O. Henry, five volumes of Jack London's famous stories

An old dodge, of course, but why worry whether a scheme is old or new when it brings a million dollars
worth of orders? Here are some of the letters and circulars that proved most effective:

A SAVING TO YOU OF $108.00

The original edition of O. Henry was snapped up at $125.00 per s, yet here we
offer you a special edition, printed from the very same plates as the original sets,
and containing every word, every illugration, for less than one—seventh the
price.

THE LOWEST PRICE AT WHICH THE WORKS OF O. Henry will ever again be sold
has now been reeched in the new sk doth edition, cogting less than one—saventh the
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price of the origind sets.

This is the find bed—rock price to you and it holds good only until this specid edition is
exhaudted. | write you because with al that you have heard and read ABOUT the works
of O. Henry, you have never yet SEEN them. You have never yet had the privilege of
ACTUALLY HANDLING the volumes— reading in your own home some of his
wonderful stories proving to your own satisfaction the marvelous genius of the man, the
depth of his understanding and sympethy.

The whole English—spesking world is going wild over O. Henry. In the past three years
his stories have broken dl short story records since books have been published.

College presdents, grest lawyers, kings of finance, leaders of the naion, soldiers and
slors, derks and working girls— people from every dass, young and old, rich and poor,
men and women, are dl hastening to get the stories that mean ddight to everyone.

Fifty or more of O. Henry's stories have been made into photoplays, and now
crowd the best movie theatres. Inthe colleges, they are the favorite textbooks of
short story writers. Secretary Daniels took a test vote at Annapolis on the most
popular author, and O. Henry led the list Jack London coming second. In Camp
Libraries everywhere, the great demand of our soldiers and sailors has been for O.
Henry.

Jack London—Five Volumes—Free

Second only to O. Henry in popularity is Jack London, so if your order comes in
promptly, we will send you FREE, with your set of O. Henry, a five volume set of the
works of Jack London, description of which you will find in the folder enclosed. The
number of these sets that we have, however, is exceedingly limited, so we can promise
to send the five FREE volumes of Jack London to you only if your order for O. Henry
comesinimmediately.

Examine Both S&tsin Your Own Home for a Wesk——at Our
Expense

Send no money. Merdly put your name on the enclosed card and drop in the mail and
both of these setswill be sent to you.
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Remember, there is no obligation of any kind attached. The postal order is smply an
opportunity for the books to sal themselves to you. There isno sde—no obligation to
pay for them—until you have tried them out for a week in your own home and are
satisfied. Just let us send the books for examination. The card brings them. Merely put
your name on it and drop in the mall.

But remember too, we've only afew of these free sets of Jack London on hand, and we
will have to make it "First come, first served,” so if you want one for your Library, send
inyour card NOW.

Very truly yours,

IMPORTANT! Paper, ink, binding and labor have more than doubled in cost since this
edition of O. Henry was printed. Aslong asit lasts, you can get your set of O. Henry at
this low price, with the Jack London FREE, but thisis the last edition we shall ever be
able to make at such alow price.

So take advantage of the low pre—war costs by sending in your card NOW!

Q. HENRY |

$500.00 IN PRIZES TO O. Henry READERS

Firg Prize—$250. Second Prize—$100. Third Prize — $50. And ten prizes of $10 each.
Smply write us a letter saying which is your favorite O. Henry sory, and why you like it
best. For the thirteen best |etters, we will give the prizes listed above. Seelast page for rules of
the compstition.

DEARSR:

The other day someone asked Judge Ben Lindsey, of Juvenile Court fame, if he wouldn't
name his favorite O. Henry dory.

"My favorite O. Henry story,” said the judge "is all of them. No writer ever had
greater knowledge of human nature, and the charm of his stories makes it possble to
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read them over and over again.”

Have you got your st yet? Most everybody dse in this country seems to have. More then
four million volumes of these inimitable stories have been sold to American readersin
the past few years.

Univerdties are planning tablets to O. Henry. Text— books of English literature are
incduding his dories. Theetrica firms are vying with one another for the right to
dramatize them. He is the biggedt, finest, mogt fascinating writer of the short story the
world has ever known.

Did we ever tell you what W. R Colbum, Superintendent of Schools a Rhinelander,
Wiscondn, said of O. Henry?

"l hope nobody will ever again send me awhole set of books like these you sent,
a leest & onetime. For four days it has been impossibleto get anything done
about the house. Nobody will cometo meals, or goto bed, or do anything else on
time, but read O. Henry."

We have no desire to upsat your household, but it happens that we have left over from
last year's bhig sde a few hundred sets of the 7—volume edition of Oppenheim's best
dories. We are going to open this season's subscription to O. Henry by giving away—
FREE—as long as they |las——one of these 7—volume sats of Oppenheim with each
set of O. Henry.

More than 350,000 families now own these fascinating O. Henry tdes. The firgt edition
wasalimited one a $125. Every sat was snapped up before it was printed.

The new library edition contains everything that was in that limited edition. I
gives you a chance to get the stories for which these people paid $125 for less
than a fourth that price—AND IN ADDITION, to get FREE the 7—volumes of
Oppenheim's best stories.

Send No Money

Smply ssgn and mail the enclosed card. It will bring you both ssts—the 192 volumes of
O. Henry, containing his 274 complete stories—and the 7 best noves of E. Phillips
Oppenheim FREE.

We pay dl the charges. When you get your s, look over its fascinating pages. Read it
for aweek. Dip into it. Enjoy it.

If a the end of the week you dont think the stories are worth even their origind price—
which you are lucky enough not to have to pay—send the books back. Otherwise 50
cents a week makes them your own—an endless source of ingpiration and ddight and
pride.
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Send the card now—today without money—while you can dill get the 7 Oppenheim
volumes FREE. Thisisyour last chance.

Sincerely yours,

P. S. The sumptuous Keratol binding, more durable than leather, costs only a few cents
more a volume and has proved a favorite. For this luxurious binding, just change the
payments asindicated a the bottom of the order card.

RULES OF THE COMPETMON*
1. This competition is open to everybody, whether an owner of an O. Henry set or not.
2. The prizeswill be:

$250.00 for the First Prize 100.00 for the Second Prize
50.00 for the Third Prize And 10 prizes of 10.00 each

3. Entries must be submitted in the form of a letter of from 150 to 200 words. State
samply which is your favorite O. Henry story and your reasons for liking & best. The
literary style of the letter won't matter one way or another.

4. All letters must be postmarked on or before midnight of March 15, 1922. Prizeswill
be awarded on March 25, 1922.

5. Letters may be typewritten or hand—uwritten, but if the latter, they must be written
legibly. Judges will take into consideration neatness and legibility in awarding prizes.

6. Competitors may submit as many entries as they like, but no one competitor will be
given more than one prize,

1 These rules gppeared on the last page of |etter.

7. What iswanted primarily in these letters is to ascertain, if we can, what it is about O.
Henry that appeals to so many people. No writer of the short story since the world
began ever had so many admirers—so many ardent devotees. We want to know what it
is about these stories that appeals most to you.

8. Judges of the competition will be sdected from among the persond friends of O.
Henry on the Editoria Staffs of the World's Work and the Review of Reviews. No one
connected with either magazine will be eigible for a prize. "When one likes everything
that O. Henry wrote, it is difficult to make selections, but | think that ‘A Municipal

Report' ismy favorite.”

Y ou will recognize the first O. Henry letter as being merely an adaptation of one of the follow—ups
onthe"Harvard Classcs” As| saw it, the two |etters had much the same job. The "Harvard Classics'
letter was the final one of a series of circulars and its job was to sum up the strong points of the others
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and then, by emphasizing the money—saving, try to get immediate action.

The O. Henry letter had the same job. For six years these same readers had been hearing about
O. Henry. Anything they would listen to had to be in the nature of afina appea —alast chance
a the low price or premium or something.

For the red interest, we depended upon our circular— telling enough of each story to whet the
reader's gppetite and make him want more, but not enough to satisfy his curiogity or enable him to fill
in the answer for himsalf. Glance over the "When the Rattlesnake Struck” opener, or “To Love, Honor
and Obey," and seeif you don't want to get your hands on the books and find the answers. They contain
the essence of dl successful circular—writing— they get the reader's attention and interest and make
him want to know more. Then the post card makesit easy for him to get more.

Here are two more |etters and circulars along similar lines which did their part in bringing home that
$1,000,000 worth of orders:

A SAVING TO YOU OF $95

The ariginal edition of O. Henry's works was eagerly snapped up at $125. a s,
yet here we offer you the very same dories, printed from the same plates and
containing every word of the original s, at less than a fourth the price, AND IN
ADDITION, wegiveyou E. Phillips Oppenheim's 7 best novels—FREE!

DEAR SIR:

For years you have heard of O. Henry—you've read the advertisements of his stories
and thought that some day you would own a set for yoursdf. But you've put off the
sending from month to month. The time for that is gone. Now— TODAY —you must
order your set of O. Henry to get the low price and the Oppenheim FREE!

The whole English speaking world reads O. Henry. Universities are planning tablets to
him; text—books of English literature are including his stories; colleges are debating
his place in literature; thestrical firms are vying with one another for rights to dramatize
his stories—he is considered the biggest, strongest, livest force that has broken
loose in English literature for many a long year. In short, he is the greatest writer
of the short story the world has ever known.

So great isthe popularity of O. Henry, so enormous the demand for his books, that we
should like nothing better than to continue this offer for al time—but we can't. It costs
more than twice as much now to make the sets as it did. Paper prices have quadrupled,
labor costs two and a haf times as much, binding three times. So we must withdraw
this offer, but as long as the stock now on hand lasts, you can get O. Henry at the low
price and—

E. Phillips Oppenheim 7 VVolumes—Free!
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No other writer ever knew so much of the secret history of Europe as Oppenheim. No
other writer ever understood so well the hidden forces—the secret intrigues the startling
accidents—the sudden death—that have kept the whole Continent in turmoil for the
past generation. He was looked upon as the most dangerous man in England. He was
marked down by Germany for private execution, because he knew too much of her
plots and intrigues, he suspected too many of her designs.

Fighting—scheming—pl otting—mystery—love adventure all these are in his stories
and al his marvelous genius is in the tdlling of them. He makes them so red that you
forget everything about you in the joy of them. He lets you into secrets that take your
breath away. He shows you the rea inner workings of European diplomacy. He holds
you enthralled with the romance, the mystery of histaleright up to the very last word.

Your Lagt Chanceto Get a St of Oppenheim Freg!

This is the last edition of E. Phillips Oppenheim we can get at the specia price
which permits of our giving it free with O. Henry. When this one edition is gone
(and there are only a few sets now left) you will be able to get Oppenheim's
wonderful storiesonly at their regular price of $1.20 to $1.75 a volume.
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Now, while you can, get your O. Henry set with the 7 volumes of Oppenheim FREE!
Thisis your chance. The card brings you both sets—the 12 volumes of O. Henry, contain
his 274 complete stories—and the 7 best noves of E. Phillips Oppenheim FREE!

We pay dl the charges When you get your s, look over its lustrous pages, aquiver with
romance and action. Then, if you dont think the gories are worth even the price of the
origind sets—which you are lucky enough not to have to pay—send the books back.
Otherwise, 500 a week makes them your own—an endless source of inspiration and
delight and pride.

Send the card non—TODAY—uwithout money while you can 4ill get O. Henry & the
low price, and the seven Oppenheirn volumes FREE. Thisisyour last chance!

Sincerdly yours,

Ghe Greatest Gift
in the World

D o kvorwe whaid i the greai-
esf gidr in the id? Do you
knuw what gift riches can't buy,
power cant torce? . Do vou know ©
whar @t makes the poor rich, the
rich eavious of the poor?

Q. Heney 1ells abowt it in a
SELUTY

i € TheGiftof
) *  theMagi’

Nogpres

Frrw o 1hé N ot Paie aad $96

34 % DISCOUNT FROM LAST YEARS PRICE!!

99

Copyright © 2010 ProfitTips.com All Rights Reserved.



DEAR SR:

Down—goes the price of O. Henry—back to the pre— war figure! The best
paper, the clearest printing, the finest bind that O. Henry hes ever had and the
pre-war price! The Review of Reviews was the last of the great book publishers
toraseitsrates. It isthefirg to bring them down again.

34% Discount from Last Year's Pricel

One—third off—that is the difference between the peak price of the post—war years
and the pre—war price. Our own costs aren't down yet to pre—war figures, but we
fed that the quickest way to get them thereisto bring our price to you down where it
ought to be.

So we are making this big cut. It is our bed—rock price, and it holds good only on
this one edition.

We write you because, with al you have heard and read ABOUT O. Henry's stories,
you have never yet SEEN them. Y ou have never yet had the privilege we now offer
you of ACTUALLY HANDLING volumes—reading in your own home some of
these wonderful tales—proving to your own satisfaction the marvelous insight of the
man, the depth of his understanding and sympethy.

Marvelous indeed are his tdes—hbits of life they are redly, aout you and me. He
finds romance every where - around the comer—in the department store—in the
shop——in the street car. He had a sympathy for everything that was red, a kindly
belief inthe good thet isin dl of us. His gpped is universa. He writes for you whether
you livein New York or Kokomo. He makes you his friend with his first story, and
then tells you athousand others.

"Through the Shadowswith O. Henry"

It has long been known that there was a mystery in the life of O. Henry. It remained
for Al Jennings—sheriff, outlaw, bronco buster, adventurer and staunch friend of O.
Henry —to uncover it for us. For the first time he tells fully the story of those dark
early daysin O. Henry's life which cast their shadow over his later success.

For O. Henry lived a life crowded with vivid incidents. Hotheaded adventure—stirring
romance—these were his in that part of his life which he so carefully guarded from the
public. He was afraid the public would misunde—stand. But here the gory is told so
undergtandingly, so tenderly that when you have read it, you will love O. Henry not
less, but more!

While They Last!

Thisis no polished masterpiece of gtyle. It was written by an ex—outlaw, ex—train—
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robber—the friend of Theodore Roosevdt and Generd Miles—and the most devoted
friend O. Henry ever had. It hasin it the rarest of dl qudities—the ability to tell a gory
0 thrillingly, so movingly, that you forget the author in the man of whom hetdls

We were adle to get only a smdl number of copies of this famous book. While they
last, we ae going to give one of them with each set of O. Henry—FREE!

Now, while you can, get your O. Henry st a the pre— war price of only 50 cents a
week, and one of these few copies of “Through the Shadows with O. Henry “— FREE.
Never agan can we make you such an offer. Dont miss it. Put your name on the
enclosed card and mail it no—TODAY!

Yourstruly

P S. There are many old admirers of O. Henry who feel that his works are
worthy of the very best setting, and therefore they want their sets bound in more
sumptuous style. We have made for them a rea edition deluxe bound in full
levant grained leather. Our manufacturing department set out to make this set
suitable for a place alongside of the other classics in the costly libraries of
elegant homes. By making 1,000 of these sets we have succeeded in making the
price astonishingly low for books of this characte——only $3 a month for 10
months or $27.00 in one cash payment. Remember thisis for the full lesther binding.
If you want O. Henry to use and enjoy, the regular cloth edition contains al the
sories, is handsomely made and cogts less. See order form enclosed.
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One million dollars worth of sdesin a sngle year on a set that was supposed to be just about dead
was pretty good, but the redl test came with the second year. Could we keep it up?

It looked for awhile as though we could not. We tried severd variations of the origina appedls, but
they would not work. Circulars which, the previous year, pulled 2, 3 and even 4 percent, were down
below | percent. Advertisements which had brought us orders for $1 and $2 apiece, suddenly climbed
to $5 and $6. Something was wrong.

Wetried dl the different ways we knew, analyzed the results from every standpoint, and ‘finaly hit
upon this: One of our most effective headlines in the previous year's ads had been—"Before the Price
GoesUp!" After it, we went on to explain that paper, binding and labor were jumping skyward by legps
and bounds, that we had on hand some thousands of sets manufactured at the old low rates, and that
when these were gone, the price would have to go up.

The argument was true, and prices of other commodities were risng so rapidly that people
recognized its truth. But when the price did actualy go up at the beginning of the second year, sdes
dropped to the point where they were no longer profitable.

So we decided to try another kind of hurry—up, and the one we hit upon was: "Last Chance to Get
Jack London free!" Mind you, we had been giving Jack London (or Oppenheirn or the mystery and
detective stores, or some other premium) for some six years, and people had come to expect it. They
had grown tired of hearing of raisesin price, probably no longer believed further raises possible, but the
threat of losing the premium was something different.

Strange as it may seem, putting in that one line changed the results over night. Back went the sdesto
the previous year's figures. Ads pulled again. And circulars—how they pulled! For the second time
we sold $ 1,000,000 worth of O. Henry booksin asingle year!

The letters we used were not essentidly different from the previous ones. They merdly specidized on
price and last chance!

Asde from that, they went over much the same ground as before. '17hey had to, for in saes
extending over seven years, pretty nearly everything had been said about O. Henry that could be said.

So we put our main dependence upon our hurry—up for the orders. And the hurry—up did the work.

In other words, as Mr. Lanier used to say often, it is not the copy that counts so much as the
scheme back of it. In him and Fred Stone | had two as astute teachers as ever an ambitious user
of the mails could ask for. They had been using the mails to sell books and magazines for twenty—
five years, and what they did not know about it was not worth knowing.

I had youth and enthusiasm and aflair for copy that seemed to bring home the orders. They had the
experience and judgment to guide these into the proper channels. And, too, Fred Stone had the genius
for handling people and organizing work without which those thousands of orders would have been a
ligbility instead of an asset. So we got through our second yesr.

That ended the big sdle on O. Henry. Two million dollars worth in two years seemed to just about
saturate the market. At any rate, it saturated the available lists of book buyers, for though we kept trying
for the next severd years, the O. Henry sdles never again went over the $100,000 mark for any one
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year. Then the Literary Digest brought out the complete set in one volume to Lse as a premium with
their magazine, and that put an end to the set sdle for good.

What was responsible for this big sale? The same thing that is responsible for any sae—
making your reader want it! We did not ask him to take our word for the interest of the O. Henry
gtories, or their value to him as cross sections of human nature—we gave him enough of the stories
themselves to arouse his own interest. We gave him enough, but not too much. Then we told him
that everybody was reading them, that they were the equal of a university course in practical
psychology, that even without their story interest they were worth all they cost just as a study in
human nature. And finally, we gave him a reason why he must order & once, or lose aredly worth
while premium that would otherwise be his free. In short, we aimed first at making the reader
want the stories for themselves aone. When we felt we had succeeded in that, we gave him as
many excuses for buying them as we could think of, and a real reason why he must do it right
away. And lastly, we madeit easy. We sent him a post card that brought the books to him without
cost or obligation for aweek's free reading. We told him he could browse through them as much
as he liked, see for himself how interesting, how invaluable, the books would be to him. Then
decide!

You might think that would result in a heavy percentage of returned sets. But it did not. Our
average returns of O. Henry sets ran around 10 percent, and the highest they ever went was 14
percent. That's not bed, especially as most of them came back in perfect condition and needed
only re—wrapping and re—boxing to be used again.

The payments, too, were good. Ordinarily we took the time to look up each order in our filesand in
the records of the Mail Order Credit Association, where the credit experience of some fifteen or twenty
companies is pooled. But when you are getting as many as 3,000 orders in a single day, you cannot
aways take the time to do this. So during the rush we shipped everything that looked good to us
without investigation, and looked up only the doubtful ones.

Ordinarily we wrote off 30 percent of our gross business to cover returns, cancellations, collection
expense and losses. That our judgment was not so bad in picking the good ordersis proved by the fact
that we had to increase that 30 percent by only 3 percent during those two years of rush times, and the
saving in time and clerica expense more than made up for that.

It is not safe to assume, as so many do, that 90 percent of the people are honest: In the early days of
sling by mail that was true, but people have learned how essy it isto get goods on credit by mail, and
the unscrupulous ones have taken advantage of it, with the result that there has grown up a class of
professona curiosity-seekers and “dead-beats” —people who send for everything that can be secured
without a down payment, and hold on to it until forced by threats of post-office action or court
judgment to return it. The Mail Order Credit Association has records of nore than 300,000 of these—
men and women who have fleeced two or more of its members, in some cases all of its memberd! If
you guard against these, then you can safely assume that 90 percent or more of these who order your
goods are honest—but not until then.
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X111
A War History That Sold

What became of the test on Simonds' “History of the World War,” and the Emerson "Ingtitute of
Efficiency,” while al this O. Henry sdlling was going on? You have probably asked that question
severd times while reading the last two chapters.

They were not neglected, you may be sure, even though they were outshone. Messrs. Lanier and
Stone were too good business men to ever keep dl their eggs in one basket. The time when one product
was going best was aways the time they were testing most assduoudy to find something dse to take
its place when it was sold out.

The Efficiency Course tests did only moderately well. We sold perhaps $150,000 worth of them a
year for the next two or three years, but never enough to get wildly excited about. Compared to the
sales we were making on books, the results from the letters on this course pale into insignificance. But
just as samples of "Success Course” |etters, we give afew of them here:

YOUVE GOT TOHAVE MORE MONEY —

Living expenses—food, clothing, rent, amusements have doubled or more than doubled
in cost.

How can you increase your earnings enough to keep up with these increased costs? How,
without speculating or gambling or changing your line of work, can you double or triple
your income in areasonably short time?

Thereisonly oneway you can do it—and that is by using ALL of your powers—100% of
your abilities— instead of the 10%, 25% or 50% used by ninety—nine men out of a
hundred.

Professor William James, one of the world's greatest psychologigts, says. "Asarule, men
habitually use only asmall part of the power which they actualy possess. Compared with
what they ought to be, they are only half
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awake Their fires are damped, ther drafts are checked. They are making use of only asmdl part of
their possble menta and physica resources.”

SUCCESS in short, is smply a mater of INTELLIGENT DIRECTION OF YOUR OWN
POWERS Al the essentids of success are within you, they are Smply awaiting proper development.

Our indudrrial captains, our merchant princes, our financid kings, our intellectud leeders—all Sarted
their carears with a mental and physical equipment no grester than thet of the average man's They
mede their success by,usng ALL of ther powers indead of the amdl percentage utilized by the
average man.

Now, be honest with yoursdf —what isthe barrier that blocks Y OUR progress to the things you most
dedre in life? What is it that kegps YOU from making more money? It it INEFFICIENCY —
falure to use to cgpecity the powers with which you have been endowed?

Effidency—2100% use of your tdents—would bring you immediate advancement—would enableyou
to double or treble your income, espedidly now when thereis so great a demand for big men to fill the
many hig jobsthat have been cregted or left open by the War. With Effidency behind him, ANY man,
regardiess of previoustraining or education, can hold down the biggest jobs in the busness world today.
"Ordinary ahility, properly developed,” says Theodore N. Vail, Presdent of the American Teephone
and Teegrgph Company, "isdl that is necessary to reach the highest rung in the ladder of success.

That ability you have; the development must come through Efficiency. Properly
directed, the latent ability in you will enable you to reach any height to which you
may aspire to redize ambitions that now seem impossible of atainment.

For anything that you have to do, whether it be the building of a Skyscraper, the managing
of an office, the winning of a bigger job, there is but one efficient way—— one best way—
of doing it. Efficiency will point out to you that one best way.

Efficiency isCOMMON SENSE applied. It shows employers how to increase profits. It
shows employees how to increase their earnings. It shows the professond man how to get
more out of the day's work and out of life. Efficiency, however, is a science with definite
laws, and the average man is no more familiar with its vitd principles than he is with the
principles of any other science of which he has made no sudy.

In the Emerson Course you learn from a magter of Efficiency the fundamenta principles
thet are responsble for al successss in life and busness. Not only do you lean these
principles but you receive actud training in their application.

106

Copyright © 2010 ProfitTips.com All Rights Reserved.



Harrington Emerson is rightly regarded as the centrd figure of the world—wide Efficiency
movement. He was the fird to draw the atention of the nation to the dimination of
industrid waste, firg to formulate and apply the principles of Efficiency to indudries, and
firgt to conceive of the application of these principlesto the individud.

For twenty years Emerson made notes and collected data for a Course in Efficiency for the
individud. During this time he and his associates were in dose touch with every scientific
and technica advance, collecting and recording over 25,000 examples of modem progress
in Efficency.

Then for two years competent assistants traveled with him and aided him in building
up the Course. When it was finally finished, after being re—written a dozen times,
Dr. Walter L. Hervey of the New Y ork

Depatment of Education was engaged to go over the Course word by word with Mr.
Emerson s assgtants, to be sure that everything which modem scientific educational
methods could add to it should be added.

Expertsin home study courses and the science of Efficiency were engaged to organize the
Emerson Ingtitute, which watches over the work of the students, hel ps them over the hard
places, incites them to give their best to the study and get the best it has to give; which
answers any and al questions and inssts on seeing that the Course redly accomplishes
Mr. Emerson's purpose.

Thousands of dollarsin money and the time of some of the highest paid men in the country
were freely spent n preparing the Course. It represents the knowledge and experience
gained in forty years of work in over two hundred plants, many of them the largest of their
kind in the whole world. For hiswork in just one of these plants Mr. Emerson was paid
$500,000, yet we offer you the results of al his research and experience, made up into
twenty four lessons, for only $1.25 a lesson—$30.00 for the twenty—four lessons,
payable $1.00 with order, $2.00 in one month and then $3.00 a month for nine months.

Examine the first three lessons at our risk. The enclosed order form will bring them, each
one aweek apart subject to 30 days examination. Read them—try them out——if you are
not more than satisfied with the results at the end of 30 days—if you cannot see where
they will double or triple your earning power—send them back and your first payment of
$1.00 will be refunded immediaey and in full.

Remember, Mr. Emerson is no mere theorist or dreamer. He is a wide—awake
world—famous professional man, one of the busiest business engineers in the
country. In his very first big job, the savings affected reached the enormous sum of
$1,500,000 per year, while the amount paid him for his services was $150,000. The
Wegtern Union Teegraph Company, The Gorham Mfg. Company, The Mutud Life
Insurance Company, The Corbin Lock Company, The Yae & Towne Mfg. Company,
and scores of other nationaly known concerns have themselves subscribed to the
Emerson Course in Persona Efficiency for large classes of their employees. The Scovill
Mfg. Company of Waterbury, Conn., done gave us a class of 324 men, for which they
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paid us $11,080.80.

Merely attach your check or a dollar bill (which will be returned to you after you have
seen the lessons if you decide not to go through with the Course) to the attached order
form and mail in the enclosed envelope. The first lesson will go forward immediately and
the next two will follow aweek apart.

Remember, this order is smply an opportunity for the Courseto el itsdlf to you. Thereis
no sde—no obligation to keep it—until you have tried it out in your own home for 30
days and are satisfied. Just let us send the first three lessons for your examination.

But remember, too, in the great book of time there is but one word—"Now"—so send the
order now while you think of it.

Sincerely yours,

If you are to find the best, eesest and quickest way to the desirable things of life, you
must begin by deveoping efficiency in the handling of time. So Lesson Two of the
Emerson Coursein Persona Efficiency is devoted to keeping arecord of your time.

This record will measure your progress and show its direction; it will warn you of
wrong methods and inefficient operations; it will show the way to short cuts and
furnish a basis for all future work in efficiency development.

We are mailing Lesson Two to you today, dthough your first payment of $2.50 has not
yet reached us. However, $2.50 a month —80 a day—is o trifling a sum compared with
the dividends in actud money that this Course will pay you —and pay you
immediatel y—that we are sure your failure to forward your first payment has been due
merely to oversight on your pat. Day after day letters pour into us teling of
revolutionized lives, increased earnings, greater hedth, savings in time, in money, in
effort—qgrester efficiency— greater happiness.

There is the merchant who increased the business of his store thirty—six thousand dollars
ayear asaresult of Efficiency.

There is the man who had to borrow the money to subscribe for the Course and who is
now, as aresult of Efficiency, the president of alarge pneumatic tool company out in the
Northwest. This man thinks so much of the Course that every year, a Christmas time; he
gives anumber of them to hisfriends.

There is the young fellow just out of school working for a salary of $35.00 per month.
Through the Course he got the training that enabled him to fill a position paying $250.00
per month.

One man writes. "I'm fifty—eight and I've just begun to live." Another says "I've been
born anew as aresult of Efficiency.” One man tells us of increasing his monthly earnings
over 1,000 percent; another of tripling his business before finishing the Course.
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For everything that a man wishes to do, whether it is the building of a skyscraper,
the writing of a novel, the managing of an office, the winning of a bigger position,
there is but one efficient way—one best way—of doing it.

The purpose of the Emerson Course is to endble you to find that one best way o thet you
can accomplish easly and quickly the things you have to do as well as the things you want
todo.

Efficdency is a Scence with definite laws, and the average man is no more familiar with its
vitd principles than he is with the principles of any other science of which he has made no
Sudy.

You are probably doing the best you can, but the quetion is, are you doing dl that you are
cgpable of doing—ARE Y OU MAKING FULL USE OF YOUR POWERS?

Think of the times when you've yearned for a bigger future —when you've grown impatient
with the barriers that seem to hold you down—when you've heard of the career of some
acquaintance whom you knew to be inwardly no more capable than yoursdf! Here's your
chance to equip yoursdf for success, as few men are equipped, under the guidance of
probably the greatest Efficiency engineer the world has ever known—a a codt to you of
only 80 aday—%$2.50 a month.

Surely, you will not hesitate to spend that amount for the best services of a man to
whom the great corporations of the country have paid as high as five hundred
thousand dollars, for similar work in their organizations. You realize the necessity of
Personal Efficiency if you are to get ahead. You can see the danger and risk of
leaving the question to chance or convenience. You know that indecision—putting
things off—is dangerous. Here is your chance to start today. Don't put it off— don't
wait until tomorrow. Y ou know they say that word "Tomorrow" has been the cause
of the Spanish people's decay. When you want a Spaniard to do anything he dways says
"Tomorrow." And tomorrow is never here.

TODAY—that's the word for you. Pin your check or money order for $2.50 to this letter
and return in the enclosed envelope. DO IT NOW.

Sincerely yours,
If the world's greatest Efficiency Expert—

After forty years experience in re—organizing and getting maximum results from
Factories, Stores, Offices, Railroads and Mines, were to offer you the results of al his
years of experience—

if he wereto tell you that he would follow you around, check up your every move, show
you how you could better your methods here, save time there, accomplish more with less
effort and double or treble your earnings—
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if he could convince you that by following his ingtructions, by adopting the fundamental
principles he lays down, you could reach any height to which you might aspire redize any
reasonable ambition, no matter how impossible it may now seem of attainment, you
would certainly consder no ordinary price too high to pay for his services, would you?

Wl that is, in effect, just what Harrington Emerson offers you. For forty years he has
been the centrd figure in the world—wide Efficiency movement. During that time he has
handled more than two hundred different plants, many of them the largest of their kind in
the world, and so great has been his success that some of the fees paid him ran as high as
$200,000.
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The same principles that he used in directing the work of those great corporations are just
as gpplicable to you, for the principles themsdves are fundamentd.

And the point where Mr. Emerson aways begins, whether he is handling one man or a
thousand, is to develop their efficiency in the handling of time. So Lesson Two of the
Emerson Course garts with arecord of your time.

This record will measure your progress and show its direction; it will warn you of
wrong methods and inefficient operations; it will show the way to short cuts and
furnish abassfor dl future work in efficiency development.

We are mailing Lesson Two to you today, athough your first payment of $3.00 has not
yet reached us. However, $3.00 amonth—100 a day—is o trifling a sum compared with
the dividends in actual money that this Course will pay you—and pay you immediatel y—
that we are sure your falure to forward your firs payment has been due merdy to
oversight on your part.

Probably you have often wondered how so many men with little education have swept
forward to success, while other men with the best of training and seemingly greeter ability
have floundered around in the ruts of failure. Out of more than four thousand American
millionaires, al but twenty started life as poor boys. What power was responsible for the
rise of these men from poverty to riches?

These men got there because their ambition was backed by hard work and
Efficiency—a combination that no set of circumstances can ever beat. And their
careers were marked throughout by their ability to do things, do them better than they
had ever been done before—by ahility to make every minute and every action count for
the most.

Given a high degree of Efficiency, a man can snap hisfingers at "luck " laugh in the face
of "opportunity” and turn his back in derison on that overworked excuse of the sef—
acknowledged failure—" pull."

It is this success—making quality of Efficiency that is taught by the Emerson Indtitute.
Here you get the redl secret of success. Here you learn what it is that makes men succeed
in life. Here you receive careful and scientific training in the quaities you must have to
achieve your lifeam.

Merely attach your check or money order for $3.00 covering the first payment of
this Course to this letter and return in the enclosed envelope. You will look back
upon it forever after as the pass—key that opened to you the door of success.

Vey truly
yours,

Simonds “Higtory,” however, did very well, and while it did not pay out on as large a number of
listsas O. Henry, the ligsit did work on pulled surprisingly good percentages of orders.
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Here again it was the scheme that sold rather than the copy. When | went with the Review, they had
sold only 5,000 sets of Simonds "History" in over two years. In the next two, they sold about 70,000 at
from $17 to $25 a st! It wasn't merely more effective copy that made dl that difference. It wasthe plan
behind the copy.

We had been trying to sdll the books as the most graphicaly interesting and authoritative history of
the war. And they wouldn't go. Why? Because the war was but just over and most people fdt rightfully
enough, that the fact were not dl out yet and they would wait to get their history until the redl, insde
story was available. So we had tofind areason why they should order a once.

We found it in a premium, Six little volumes of intensely interesting true stories of the war. We
offered them free if the reader would send in his order at once. What happened? Instead of 5,000 setsin
more than two years, we sold nearly 35,000 in less than one year!

Then the sdle dragged. What should we do? What had succeeded on O. Henry? A last chance offer? So the
second year we mede it 'Y our last chanceto get True Stories fredd™ and sold another 25,000 setd!

Following that, we tried out various premiums, and managed to dispose of some 5,000 to 10,000, but none of
them ever showed the vitdity of "True Stories." Then, too, the public taste for war stories and war histories
showed a sudden and most decisive drop about a year after the Armistice, so we fdt that we did well to sdll as
many histories as we did.

Here are some of the mogt effective |etters and circulars we did it with:

WHILE THEY LAST!
DURUY'SHISTORY OF THE WORLD—REE!!!

DEAR SIR:

For years now you have heard of Frank H. SSimmonds you have seen his articles in the
newspapers and magazines and thought that some day you would own aset of his"History
of the World War" for yoursdlf. But you have put off the sending from month to month.

The time for that is gone. NOW TODAY —you must order your set of Simonds' to get
with it—

Duruy's Higtory of the World—Free!

It happens that we have left over from a huge edition afew hundred sets of this wonderful
World history, over 3,000,000 copies of which have aready been sold. These few hundred
sets are not enough to sdl in our usual way, so—while ‘they lag—we will give one of
them—FREE —with each set of Smonds History.

In Frank H. Simonds Higtory of the World War you get the complete, authoritative,
permanent ory of the Great War—the only narrative history of the War that has yet been
written. In Duruy's wonderful volumes, you get the history of the world before. They
show you the glory that was Greece and the grandeur that was Rome. They guide you
through the Middle Ages, the picturesque days of Feudalism and the Crusades. They take
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you through the Renaissance, the revolution in art, science and letters. They show you the
recent history of Europe and how for a hundred years it has been shaping itsdf towards
the gigantic conflict just ended.

Your Last Chanceto Get Duruy's History Free!

There are only afew hundred of these sets left—just aremnant of our last big edition—and
they wont last long.

Now, while you can—get your Smonds history at its regular price—and this greatest of
world histories FREE.

This is your chance. The card brings you both sets—the five magnificent volumes of
Smonds, illustrated with over a thousand paintings, drawings and photographs and
the four volumes of Drury—FREE.

We pay dl the charges. When you get your set of Smond's History, look over its lustrous
pages, aquiver with the thrilling story of the greatest conflict in history. “17hen if you don't
think it is wdl worth the price—even without the four FREE volumes of Duruy—send it
back. Otherwise 500 aweek makes both sets your own—an endless source of inspiration and
delight and pride.

Send the card now—without money—while you can get one of these few sets of Duruy's
History—FREE. Thisisyour last chance!

Sincerdly yours,
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‘Thisletter, as you will notice, offers Duruy's "Higtory of the World" asa premium. It isjust an
adaptation of asmilar |etter that offered True Stories™ We wanted to find the mogt effective
premium possible, so wetried half adozen different ones. The next letter shows il another
premium: Tumulty's"Wilson as| Know Him." Both of these pulled reasonably well, but nothing
to compare with "True Stories™ Here isthe Tumulty |etter:

DID YOU EVER GET $10 FOR
NOTHING?

Hereisyour chancel
If your card comes in before January 1<, we will send
you-not only Tumulty's story of Wilson, for which the
New York Times pad $25000 and which added
50000 new subsribers to ther ligs BUT IN
ADDTION, we will send you, without extra charge,
H.G. Wdls "Outline of Hidory,” in the new, thin
paper, sngle volume edition.
In other words, by mailing your order a once, you get
two $5 books without one cent of cost!

DEARSR:

At las——the long slence that Presdent Wilson's friends have maintained in the face of
the most astounding accusation ever directed a a man of international prominence has now
been broken with chalenging answers.

Joseph R Tumulty, for more than ten years Private Secretary to Woodrow Wilson, has
written the indde dory of the vitd period of his Presdency. He solves questions that have
been puzzling the public for years. He disdoses Government secrets known only to the
innermost cirdle. He unfolds the record of Americas part in the War as viewed by the Chief
Executive.

Nothing in American history equal to this story has appeared since Nicolay and
Hay's Life of Lincoln.

The New York Times paid $25,000 for the exclusive rights to it in the Middle Atlantic
States—the highest price ever paid for such a series. It has brought the Times more than
50,000 new subscriptions.

Because it is s0 timely, because it throws such interesting side—lights upon the history of
the War, we offer it to you FREE with—

Frank H. Smonds
"Higory of the World War"

In Simonds History you get the complete, authoritative, permanent story of the Great
War—the only narrative history of the War that has yet been written.

In Tumulty's intimate, fascinating story, you get the secret history of the United Satesa
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War—ingde fact that the average man has never even dreamed of
Your Lagt Chance to Get This Fascinating Volume!

We were able to secure only 1,000 copies of Tumulty's famous book at the specid price
which enables us to give it FREE with Smonds History. 1,000 copies won't last long.
When they are gone you can get this volume only at its regular price in the book stores—
$5.00.

Now, while you can, get your Smonds Higtory &t its regular price and this most
interesting of insde histories FREE.

This is your chance. The card brings you both sets—the five magnificent volumes of
Simonds, illustrated with over a thousand paintings, drawings and photographs and the
big volume of Tumulty's—FREE.

We pay all the charges. When you get your set of Simonds History, look over its
lustrous pages, aquiver with the thrilling story of the greatest conflict in history.
Then if you don't think it iswell worth the price—even without the FREE volume of
Tumulty's—send it back! Otherwise 500 a week makes both sets your own—an endless
source of interest and delight and pride.

Send the card now—without money—while you can get one of these few volumes of
Tumulty's story of Wilson FREE. Thisisyour last chance!

Sincerely yours,
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After the sde was dl over, and nether "True Stories’ nor any other premium seemed able to
resurrect it, we still sold about 10,000 with the old standby——the damaged—set letter. That is one
letter that has never failed us after any big sdle. We used it on 0. Henry, we used it on the 'Photographic
History of the Civil War," we used it on Simonds "History ' and later, as you will see, it worked
just as successfully on traveling bags, even on bed blankets for the Warren people!

You see, in sdling any big stock of books, you are bound to accumulate a large number of "rubbed”
or dightly damaged sets, perfectly good in every respect except that they cannot be sold as new books.
Many of them have had the comers "bunged up" in being returned by customers after examination.
Many others have a page torn or are thumb marked, but for al practica purposes they are as good as
new books. They form the basis for the damaged—set sdle.

The trouble with us has usualy been that these damaged—set sdles so far outpulled any ordinary
circulars that the orders kept rolling in long after the damaged sets were gone. On Simonds, for
instance, we had some 3,000 actualy damaged sets, and we got about 10,000 orders! Those extra
orders were not costing us anything, so it was actualy profitable to fill them with brand new books
rather than turn them down!

This reminds me of a time when we were holding a smilar sdle at Warren on traveling bags. As
usua, we got alot more orders than we bargained for. One day the shipping clerk happened to come
through my office. "How are the damaged bags holding out, John?" | asked him. "Oh, we re getting
enough,” he sad, "but,” he confided, "I'm getting dammed tired kicking holes in the sdes of the
packing cartons just to make those bags look damaged!" Hereisthe |etter that caused all thistrouble:

AFEWIMPERFECT SETSAT A BIG DISCOUNT!

DEAR SIR:

In the rush and excitement of selling, in two years, 75,000 sets of Frank H. Simonds
"History of the World War," there was no time to pay attention to technically
imperfect or dightly injured sets, except to lay them aside as they appeared, Some of
them were wrongly bound, some dlightly damaged from stockroom handling—so
dightly that you would have to make a close inspection to discern the damage, but
still—you know how it is—they cannot be sold as perfect books.

So rather than send them back to the bindery and give the binders the profit of re—
binding, we have decided to let the advantage go to a few book—Ilovers—to people like
yourself who love good books for the books sake and not for trifling details about them—
and to offer these magnificent sets at 30% off the regular price!

Only 157 Sets Left!

We have just 157 sets of these books to sell at thislow price. When they are gone, it will
be impossible to get Smonds "Higtory of the World War" at less than its regular price, but
while these few sets last, you may have one of them at this big discount and you can pay
for it in little, easy monthly payments.
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Every set we guarantee to be in satisfactory condition. In some cases only one volume is
not quite perfect. But as only a definite number of sets were contracted for with paper
maker, printer and binder, one "hurt" volume means that a whole st is technicaly
"damaged,” even though four volumes are absolutely perfect, and in some cases it takes
an expert to find anything wrong with the fifth.

In one case the binder made a mistake, and bound certain volumes of a set with gray
linings and the other with blue linings. For all practical purposes these sets are
perfect. Some subscribers might even prefer blue and gray linings, as sheets and
covers are mainly without a blemish.

Wewill, of course, ship the books subject to your approval, to be returned at our expense if
not satisfactory; —we always do that.

Signing and mailing the enclosed card puts the burden of proof upon us and incurs not the
dightest obligation.

But you must act a once—there are only 157 setsleft - and the best ones will naturaly go
to those who reply first. So it down right now and put your name on the enclosed card
and drop it in the mail!

Very truly yours,
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How is it that a letter which sdls histories and O. Henry stories in unusua volume is just as
successful in salling bed blankets and traveling bags?

Because the one congtant factor in sdlling is human reactions. We seldom try to sell merchandise. We
sl ideas. And my experience has been that a fundamentally sound idea which will sell books in grest
volume will be just as successful in moving traveling bags or bed blankets or any other merchandise, if
properly adapted to them.

The adapting is the job. Many writers make the mistake of thinking that if they copy the wording of a
successful letter, their letter is bound to pull too. There is no bigger mistake. The wording counts for
little. It isthe way you adapt the idea back of the successful letter that counts.

The best illugtration of this | have seen was a Warren. A couple of men who had been with the
Warren company for several years—one in the advertisng and the other in the list department—fdt
that they had al the information they needed as to copy, lists and product, and started ariva mail order
company of their own, getting aloca merchant to back them.

They used the same ligts of names the Warren Company had been using, they copied letters and
circulars amost word for word, they offered the same product—yet from the very beginning they were
afalure. And in a couple of year's time they passed completely out of the picture. Why? A dearth of
ideas. They thought mere words could do the trick. Words are empty sounds. It is the images back of
them that counts!
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X1V

Books That Many People Know

NOT 4l the sets published by the Review of Reviews ran into such figures as $1,000,000 sdes. The O.
Henrys and the Simonds and the Wdlls are rare birds, and fortunate indeed is the publisher who gets hold
of them. There has to be something remarkable about the work itsdlf, as a rule, though it is even more
important that there should be something remarkable about the advertisng, as Nelson Doubleday proved
when he took an ordinary book of etiquette and sold amillion copies of it by extraordinary advertisng.

Not every book will lend itsdf to such a sde even with the finest advertising, but the sde of any book
can be greetly simulated by the proper kind of advertisng. It is merdly a matter of finding the primd
human motive your book gppedls to—be it love or gain or fear or ambition——and then directing your
gpped a that mative.

When | went with the Review they had on hand about 5,000 setsof Rudyard Kipling, the leftovers of a
big e of severd years before. The sde over, Kipling had languished for a while. But a new letter
brought it promptly back to life, and the 5,000 sets changed hands in a few weeks time. Not a large
matter, of course, but every S 150,000 sde helps by that much to swell the grand totdl.

We could have sold alot more, but manufacturing costs had gone up so much thet Mr. Lanier hesitated
to put S0 much money into a set of books that had, for a while a leadt, been s0 hard to move. Here is the
letter and circular that moved what we had:

Thelong winter evenings are here.

Do you want to make them different this yee—want to get more pleasure and profit out of
them than ever before?

If you do, then you want something we've got. This is the first letter telling our
friends about it. It is the complete works of Rudyard Kipling, the greatest living
writer and poet—the first complete collection ever published of all his wonderful
stories, tales and poems.

And in every dngle story throughout the 4,500 peges, there is a thrill for you—some
mystery of old India, some human tangle that keeps you enthradled until the last word is
tod——sometde of love or war.

It may be the gory of Hans the blue—eyed Dane and Anne of Austria—it may be about
the oy that got aboard an English battleship and the glorious joke they played upon him. It
may be atae of the old Irish who took Lungtungpen, naked as they were born.

It may be one of his gories for children—about Wee Willie Winkle, who marched out done
to fight an Indian tribe——of Mowgli, and man—cub of the Jungle—or Kim, the mogst
precious little imp that ever waked in the pages of abook.
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Or, it may be one of hisimmorta poems that have the lilt and the swing of a martia song—
—"The Recessiond" - “If—"Eagt is East and West is West” —hbut there are hundreds of them.

But whatever one it is if it's by Rudyard Kipling it is a wonderful sory or poem——one
that will jolt you right out of yourself and into another world and won't let you go until you
have finished it.

There are 60 thrilling gories and 35 splendid poems— — the whole beautifully bound in
dlk cloth, in twenty—five volumes with gilt tops and gold | ettering on the backs.

Let us send these twenty—five volumes to you a our own expense for a week's free
examination. The enclosed card brings them to you by prepaid express. If you like
them you can send us $1.00 at the end of the week and then $1.50 a month for 19
months. If not you can return them without question, at our expense.

Remember, there is no sale, no obligation to keep the books until you have tried
them out for aweek in your own home and are satisfied. Just let us send them to you
for aweek's examination.

But remember too, that paper is so scarce that we were able to get only enough to bind up
5,000 sets and it may be months before we are able to get enough more to bring out
another edition so if you would be sure of getting a set at the present low prices, put your
name on the enclosed card NOW and drop in the mail.

Yours truly,
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Another set which had been gathering dust on the Review shelves for a number of years
was the Spanish and Itdian Romances. These never had done well. We had about 3,300
bound sets on hand, and unbound sheets enough to make about 5,000 more. With the fol
lowing letter we cleaned up 3,000 sets a $10.50, and then closed out the balance at $4.98.
Congdering that the stock had long since been written off, there was a goodly profit in the
sales at these prices, especially asthe order cost proved to be very low.

WHILE THEY LAST—53% OFF!
The mind, relaxing into needful sport, Should turn to writers
of an abler sort, Whose wit well managed, and whose classic
style
Givetruth a lustre and make wisdom smile.
COWPER

DEAR READER:

Y ou know how everyone loves agood story, how young and old aike will listen wide—
eyed to tales of mystery or romance, to tories of love or adventure.

Here is your chance to get the stories on which the literature of a dozen languages
Is based—ATA DISCOUNT OF 53%.

In cleaning out our stock—room to make ready for the big new edition of O. Henry soon
to be delivered, we found that we had left over some three hundred sets of the famous
"Tdes from the Spanish and Itdian,” only one limited edition of which has ever been
printed.

The finest flower of four centuries of Spanish imagination, the choicest
masterpieces of six hundred years of Italian story—tellers, have here been gathered
together into one complete set of eight volumes, beautifully illustrated, bound in silk
cloth and stamped in gold. From Cervantes to Ibanez, from Boccaccio to
D'Annunzio, the greatest story—tellers of Spain and Italy are here represented by
their most delightful works, more than haf of them now presented to English readers
for the first time.

These eight volumes were made up to sdll at a price of $15.00. In the post—war deflation,
that price was reduced to $10.50, and three thousand sets were sold at that figure.

Now there are only some three hundred left, and three hundred sets are not enough to
advertise in our usud way. So, while they last, we make you this offer:

Mail the enclosed card, without money, and we will send you these eight volumes at 53%
lessthan the $10.50 price—44.98.

There's no margin in that for collection expense, as you can guess, so we ask you to pay
the postman or expressman your $4.98 when the volumes reach you. If, after reading
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them for a week, you are not entirely satisfied—if at the end of that time you are not
convinced that thisis the biggest book bargain you have ever had—send them back at our
expense and your $4.98 will be refunded immediately and in full. There are no strings to
this offer. The $4.98 is yours when you want it.

But remember, there are only some three hundred of these sets left, and three hundred won't
last long. So send your card Now —this minute! Thisis your last chance!

Earnestly yours,

On offers such as these, we were content to sell the stock on hand and forget them. But sometimes
we deliberatdly set asmdl quota for oursaves, when our god was qudity rather than quantity.

When Mr. Stone arranged with Bruce Barton to sell his two books—" The Man Nobody
Knows" and "The Book Nobody Knows—in connection with the Review of Reviews, he set a
mark of 25,000 as the number of sales he warted. Why? Because he felt that he needed just that
many more thoughtful, serious—minded readers for the Review to balance the subscription list.

You see, a subscription list has to be planned just as any other ligt is, with the object of giving to the
advertiser afair cross section of the type of reader he seeks. Y ou don't want al your readers to be men
of mature age, you don't want al of them from one business or class or devoted to one interest.
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Theided lig is a diversfied lig, alist evenly baanced between dl the types that make up the more
intdligent classes of American readers.

How ae you to get such a bdanced lig? To an extent you can do it by circularizing certain
professions and occupations. But that will never keep your subscription list over 100,000. To get abig
volume of subscribers, you must branch out into generd lists and then your chance for sdection is
gone.

So, since you can no longer pick the kind of subscriber you want, you have to so arrange your offer
that the type of reader you want will pick you. And that is the main purpose of a premium. Take Bruce
Barton's books, as an ingance. Who would want these? Only the more serioudy inclined reader,
thoughtful men and women, seekers for light and truth.

Mr. Stone felt that he needed 925,000 more of that type of reader on the Review ligts, so he chose the
Barton books to winnow out that wheet from the chaff of generd book buyers.

To do that, we tried (as we usudly did) two letters, each from a quite different angle. In this
particular case, both pulled about equally well, so we used first one and then the other. Between them,
they sold the 25,000 sets at a profitably low selling cost. Here are the letters and circular:

DEAR READER:
Jesus Chrigt "the founder of modem business?”
Jesus a magter of efficiency in organization, a born exeautive?

Jesus a sociable man, a chearful, bright companion with a pat sory on His lips—an
outdoor man with clear eyes and hard muscles?

Jesus wording the best advertisements ever written?

Yes, this is the Jesus Christ now being introduced to hundreds of thousands of
business men and busy women by Bruce Barton.

Barton is himself a brilliant, successful young American busness man as well as a
writer. In his book "The Man Nobody Knows' he brings to us, in our daily work, a Jesus
we never knew before, one who set examples for us, not in some ided and impossible
way but in our job, managing abank or clerking, selling automobiles, doing professiona
work—furnishing something of service.

This is one of the two books Bruce Barton has written which are storming the
imaginations and hearts of people everywhere——proving sensations on the movie
screen, quoted from in athousand newspapers, read eagerly by hundreds of thousands of
aert, successful men and women, overjoyed to find that so far from being a figure apart
from their lives and daily work—sadly incompeatible with them—Jesus Chrigt is one they
can like, talk to, work with, get lessons from, even in the very technique of their craft.
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Thisis one of Barton's two books; the other, "The Book Nobody Knows," is, of course,
the Bible.

In the same way Barton has brought the Old Testament into our lives and jobs and present
day thoughts and standards.

Think of it! A million men and women doing the active work of the world, suddenly
finding Jesus Christ and the Bible close to them, useful, part and parcel of their daily lives
and of human endeavor to succeed!

Barton's two books interest and aid the rich and powerful; they help any cub salesman to
get orders for shoe polish— and to work on principles that lead him toward riches and
power.

Now, you who have thought of Christ as an ascetic, amystic, a physical weakling, a
"Man of Sorrows," will want to meet this cheerful, able founder of "modem bus-
ness." If you can read only two books more in your life, these two must be the ones.

The Review of Reviews takes pride in being the digtributor of such books as Wells
"Outline of History" and 0. Henry's works, and takes pride in its arrangement with Mr.
Barton for an edition of these two books, by which you get them both, with our
compliments, smply by becoming a subscriber to "The Necessary Magazine.”

Further, the magazine subscription may be paid for in smal monthly installments.

Still further, you need send no money at dl in ordering; just your signature and address on
the enclosed card bring the books to you, and if you have any reason for stopping the
order after browsing through the two volumes, you are perfectly freeto do it.

Our specid subscribers edition is not sold in the bookstores. The books are regular sized
library volumes. The Review of Reviews sdllsfor $4.00 ayear. You get the two volumes
entirely without cost by simply becoming a subscriber for the Review of Reviewsfor 18
months at the regular price.

And could you, even asde from these two inspiring books, spend any money more
usefully than by subscribing to the Review of Reviews? Such men as Nicholas Murray
Butler and Theodore Roosevelt, on the one side, and on the other, mners and dert
farmersin thefar West, have relied on it year after year to keep them "up to date."

What you read in the newspapers so often gets into a mental jumble. The Review of
Reviews straightens it out for you. Dr. Albert Shaw surveys the month's happenings
and notable persons for you in his "Progress of the World." Frank Simonds, the
clearest and most fascinating writer on Europe's affairs, gives you a clean—cut
picture of international happenings and issues. The Review's famous "Current
History in Caricature” amuses and instructs you by telling the history of the month
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with the most successful cartoons from all over the world.

In this day of floods of magazines, with no one able to read one—tenth of them, the
department, "Leading Articles of the Month" takes the gig out of the noteble festures
gopearing in Al periodicas and serves it to you fresh. Besides, there are contributed articles,
ameagazine in itsdf, that inform you on just the worthwhile subject men are talking of, the
onesthat will help in your life and work.

The less time you have for reading, the more you need the Review of Reviews. Jud it is
enough to keep you up with the times. It is the magazine of magazines.

It is cdled "The Necessay Magazine' by the largest number of subscribers any monthly of
current events has or has ever had—"the intellectua aristocracy of America.”

With such a hdpful magazine with two such gifts with it; with nothing to do but Sgn your
namewithout cost or obligation, thereis but one thing to remember:

Send the card promptly because thousands will lose no time in getting these most desired of
cur—rent books.

Sincerely yours,
DEARNEIGHBOR:
Will you set me right on one point about yourself:

I'm wondering if your idea of the Chridt is like that of most people—a "Man of Sorrows,”
sent to this earth to undergo certain sacrificid experiences, glad to get them over with,
looking forward dways to getting back to His heavenly home.

That is the idea of Jesus that most people have. That is the idea df Him that many teachers
have fogtered. But it is not the idea of Him that a careful reading of the Gospels will
give you.

A physica weakling? Ascetic? Anemic? Jesus was a successful carpenter in aday when
tools were few and sheer strength took the place of winches and pulleys.

A "Man of Sorrows'? He made people happy wherever He went. The sick, the poor, the
sorrowful—all flocked to Him and were sent away happy. Little children loved Him—
and were joyous and happy with Him. He was the most popular dinner guest in
Jerusdlem!

A falure? Why, he was the founder of modem business! For what is the watchword of
the successful business of today? What but Service?

And 1900 years ago Jesus preached on the shores of Galilee "Whosoever will be great
among you shal be your minister. And whosoever of you will be the chiefest, shal be
servant of al." Is there one word of that which does not apply to the well—run modem
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business? Yet most people think that this idea of giving more than you are paid for isa
new ideal It issmply that the world is only now waking up to the practicability of Jesus
teachings.

For years people have had the feeling that what a man did on week—days was somehow
contaminating. That Church on Sunday was to wipe out this stain so that he might make
good in the hereafter. When the fact is that what redlly counts is not the things you
profess on Sundays—nbut the things you practice on weekdays!

'Mat is what modem business is coming to believe. 'Mat is the spirit that animated al of

Jesus words and actions, as portrayed in the most interesting, the most talked about story of
Jesus ever written—

"The Man Nobody Knows'
By Bruce Barton

With its companion volume—"The Book Nobody Knows" —it has taken the business
world by storm. It shows Jesus——NOT as a"Man of Sorrows," not as a meek and
lowly "Lamb of God "' " but asthe grestest of dl figuresin Higtory, asthePractical Ided of
the modem business man.

"] came that ye might have life and have it more abundantly.”

He differed from the Prophets. He differed from John the Beptist. He brought a new idea
into the world—that changed the whole current of History. Would you know what thet idea
iS? Then read these two great books.

They tell you of the greatest thought ever conceived. And it is to further that thought, thet
we have arranged with Bruce Barton to offer his two ingpiring books with the Review of
Reviewsat avery specid price.

The Man Nobody Knows and The Book Nobody Knows sdl for $4. The Review of
Reviews is $4 a year. If you will mail the enclosed card a once you can get ALL THREE
—NOT for $8, but for only $2 amonth for 3 months (or $5.30 in one cash payment).

The Barton books will give you a hew and far more ingpiring conception of Jesus, of His
work and of the Bible. The Review of Reviews will bring to you each month the best of the
world's thought and achievements. It gleans from the grest mass of newspapers and maga:
zines and redly worth while articles and presents the meet of them to you. It is, in short, a
Magter Key to dl that has happened during the previous 30 days.

One Edition Only!

Our arrangement with Bruce Barton is for only one edition of his books at this
special price. When that one edition is gone, your opportunity goes with it.

But while that edition lagts, you can see these books, browse through them, read them for a
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week—WITH— OUT COST AND WITHOUT OBLIGATION. Just your name and
address on the enclosed card are dl that is necessary.

Therés only one condition—your card must be mailed right away!

Hadtily yours,
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On ancther occasion, we felt we needed a quite different type of reader—the man of thirty—five, forty
or forty—five who feds himsdf beginning to dip allittle, who is no longer as vigorous and full of vitdity
as hewould like, whose muscles areflabby and whose hair is beginning to thin.

How could we pick him from the mass of humanity that reads the papers and books and magazines?
He is no longer interested in musde—huilding as such. He wants his ease. But he dso wants hedth and
vitdity and vigor enough to enjoy life as of yore. So we got for him a Course of Lessons fathered by the
Life Extensgon Indtitute and with it as our bait we landed some 50,000 readersfor the Review of Reviews.

Just see how eadly and naturdly thisletter and circular doesit:

A MESSAGE TO YOU FROM THE GREAT MEN
OF MEDICINE!

Do You Know?

Thefive dementary rules of
right living?

Theten guiding principles of
exercise?

What exercise will keep you
in fit condition?

What anorma man should
beabletodo?

When sunshineisinjurious?

When it isNature s most
powerful drug

How to cure headache?
What the muscles need most?

What exerciseisnecessary for
woman'

How fresh air concernsthe
«in?

How fresh air concernsthe
«in?

How awatering mouth affect
digestion?

What arethe vitally
important vitamins?

When to take hot or cold baths?
The body's danger signals?

What the heart needs most?
How the eyes may berested?

GOOD—MORNING, SR

Remember how you used to plow through great
masses of work day after day and month after month,
chegrily, enthusadticaly, with never a sgn of tiring or
nervous srain? Remember how you use to enjoy those
evenings, sarting out as fresh from your office or shap
asyou hadn't just put a hard days work behind you?

No doubt youve often wondered why you What
causes colds? can t work and enjoy your sdf like that
now but solaced yoursdf with the moth—egten fdlacy
that "As a man grows older he shouldn't expect to get
the same fun out of lifethat he did in hisearlier Years.

Poor old exploded ided!

Youth is not a matter of time. Itisa phydcal sate. You
can bejust asbrisk, just as active, just aslight hearted

now asyou
wereten or twenty yearsago. Genuineyouthisjust a
perfect sate of health. Y ou can have that hedth, and
the boundless energy and capacity for work or
enjoyment that go with it. 'Y ou can chest time of ten or
twenty years merdly by taking thought, by how to e,
how to deep, how to exerciseright. Y ou need no
painful, lengthy exercise; no weary dit; just to livea
sengblelife
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Modem science tdls us that old age is merdy our name for the gradud poisoning of our bodies.
Aches and pains burrow and cregping through the body, a rdaxed abdomen, degpening lines on the
face, jangling nerves, a haunting feding of dullness and gloom—these outward signs indicate that
actud poisons are being depodited in blood, tissues and joints; if we diminate them, we go far
towards diminating old age; but if in our happy—go—Iucky way we alow the poisons to reman
in the body, we look old and fed old no matter what our age.

For the fird time in the higtory of medicine the leading phydcians and scientists have given ther
time, sudy, indruction and praise to a great popular work that embodies the very latest medica
research and science. For the firg time the world's greatest specidigts have written down in Smple,
undergtandable language what you must do to build up a live, strong body, muscular, upstanding—
to get that virile feding of red—blooded energy and enthusiasm that comes only from perfect
hedth.

The Review of Reviews Course in Physical Training Tells You—Free—How to Sveep the

System Clean of Poisons, How to Get Well, Say Well, and Have a Body You Can Be Proud
of.

For two years the Life Extenson Inditute, which has secured through its Hygiene Reference Board
of 100 leading Physicians and Scientists the most comprehensive and tested knowledge on these
ubject, worked with the editors gppointed by the
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Review of Reviewsto get dl of the scientific fact in logica order, written in such Smple, undersgand—able
language thet even the busiest man could ingtantly gragp its meaning.

Thousands of these Courses, made up into fifteen complete lessons, were sold to business
and professond men al over the country a a price of $18.00, and if you could see the
letters that come to us every day, tdling of renewed hedth and vigor, of hgppiness and
content brought back into troubled homes, you'd readily beieve thet they were well worth
the price.

But fifteen lessons were too many for redly a busy man, so we have condensed dl the
essentias of the Course into seven interesting, meety lessons.

These 7 Lessons Given to You—Fred!

Because this course in phydca training will aoped mogt strongly only to the more
intelligent and wide—awake busness and professond men of the country, and because
these are the very people that we want as reeders of the Review of Reviews, we are going to
GIVE this course—ABSOLUTELY FREE with an eghteen months subscription to the
Review of Reviews, & the regular subscription price of the magazine aone, payable, if you
like, in little monthly payments of only 50.

Some friends have told us that we ought to charge $15 or $20 for this Course—that people
would rather pay such a sum than get it free. They repeated the old gory of the man who
stood on London Bridge trying to give avay gold sovereigns, without takers. But we have
too much faith in the inteligence and dertness of the kind of people who want to read the
Review of Reviews to bdieve that they will refuse a thing of great vdue smply because
they are not asked to pay alot of money for it.

When a man or woman receivesthis Course; uses it, gets health, happiness and efficiency
fromit; realizesthat It has brought, in concise, easly understood, attractive terms, what

science haslearned to date about devel oping his body, about proper habits, about what to
est—he"swvearshy" the Review of Reviews. And that isall thereis of valueto a magazine

property ——a body of peoplewho "swear by it

Just put this squarely up to your own good judgment. Y ou want to look your best all the
time; you want a lithe, strong figure, broad—shouldered, up—danding; you want
muscles tough and springy, that will do al you ask of them and then beg for more; you
want that feeling of red blooded energy and enthusiasm that comes only from perfect
hedlth. Here in this Course you can get them— not from any quack remedy, but from the
sound principles worked out from the vast experience of the greatest Scientists and
Physicians of the day.

To proveit, all you have to do istofill in, Sgn and mail the enclosed card. At the end of a
week, you can return the Course IF YOU WANT TO. Try it out! Never mind what we SAY
itwill dofor you. FIND OUT! It'seasy. Just send the card.
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Remember, there is no obligation attached.

The card order is merely a chance for the Course to sdll itsdf to you. Thereis no cost—no
obligation to keep it— until you have tried it out for a week in your own home, AND
ARE SATISFIED!

Just let the card come forward. It obligates us only—not you.

But remember, this offer holds good only while the FREE edition of the Course lasts—
and there are just 1,700 sets now left. So put your name on the card and mail it NOW!
There's no time to waste.

Y ours right cheeily,

There were numbers of such offers—Lincoln, Barnum, Tom Masson's "Best of the World's Good
Stories," and a dozen others. All were reasonably good letters as results go (of Masson's sories, for
instance, we sold 20,000 sets) but there was nothing especidly distinctive about any of them, so we
guote below only three typical letters and circulars of the kind.

The firgt offered a short course in building wireless sets for the home. It was written; you must
remember, ayear or SO after the war,

when the idea of wirdessin the homewasin its earliest stages, and many more setswere being built
by amateurs than sold through stores. The following letter and circular sold about 10,000 courses:

Edited and Approved by
MAJOR—GENERAL GEORGE 0. SQUIER,
Chief of the Sgnal Corpsof theU. S. Army

DEARNEIGHBOR:

If you do as F. J. Caveney did—he livesin alittle mining camp up in the North Woods
you need never again be shut off, even for a day, from the best in musc and
entertainment, from the world of sports, from the news of the market, from the events of
the day.

No matter where you may be, in city or country, in mountain cabin or camp——news,
entertainment, music, education, are literally in the ar al about you. You have but to
reach out and take what you want.

And you can take of them according to your own tastes — the baseball fan can get
the score, inning by inning, play by play; the business man, the record of the
markets, the news of the day; his wife, entertainment, opera, lectures, fashions; the
young folks, comedy and dance music; the little ones, bed—time songs and stories.

The Government Soent Millionsto Make This Possible
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The great invention which made the Radio—phone simple and easy as an ordinary
telephone was perfected only a short time ago as a result of experiments conducted
during the War by the U. S. Signal Corps, working in conjunction with the great
electrical companies. It cost the government literally millions. It is one of the few big

dividends to humanity that came out of our vast War expenditures. When it was perfected, the
Radio—phone | &ft the laboratory and moved into the home.
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The World on the Wireless

There is no known limit to the distance at which wireless messages can be picked up if
the receiving apparatus is delicate enough. The time will come when you can "listen in”
on a grand opera & Seville or Vienna as easly as you can on New Y ork; when you can
dance to the strains of an orchestra in Paris or St. Petersburg; when you can hear the
British Premier address the House of Commons, or the Pope blessing the Filgrims at
Rome.

An Easy Coursein Home Radio

Home radio has been brought within the reach of everyone, rich or poor, young or old,
flat dweller or mountaineer. Any man or boy can make a st at little expense.

Seven noted engineers and professors have combined to produce a course that shows in
easy, untechnica language what to do and how to do it, what to make and how to make
it, what to buy if you prefer buying your set, and how to runit.

Edited by Major—General Squier, Chief of the Sgnal
Corps

Because he believes that it can be made one of the greatest forces for good for the
youth of the country, because he fedls that it will do more than anything else to
restore the home circle, Major—General George 0. Squier, Chief of the Signal
Corps of the U. S. Army, and probably the one man in the whole United States who
most thoroughly understands the subject, has helped us to make this Course as
reliable, as authoritative, as up— to—the minute as it can be made. He has gone
over every word of the copy, corrected, revised, suggested, and the result has his
hearty endorsement and approval.

Sent on Approval—Prepaid

The air is full of wirdess messages every hour of the day. In the evening, particularly,
there are treats which no one ought to miss. Famous people will talk to you, sing for you,
amuse you. YOU DON T HAVE TO BUY A SINGLE TICKET—you dont have to
reserve seats. All you need to do is to mail the card enclosed, and get these smple
lessons. They will open the way for you to the most marvelous entertainment you ever
had.

Thirk of it one evening's "puttering” on the part of father or the boys will bring
you something you can enjoy the rest of your lifel

And the lessons are sent you ONAPPROVAL, prepaid. If you don't like them, if they are not
clear and ample and easy enough for even a child to understand, SEND THEM BACK!
Your money will be refunded at once. No quibbling—no questions asked.
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But send your card NOW. Every day you are missng something good. Don't delay

another minute. Get your ticket now for this perpetud entertainment. Sign and mail the
post—card!

Y ours for ahappy home circle,

It happened that a manufacturer had printed a big edition of Shakespeare in little leather
volumes to use as a premium of some kind, and after his sale was over he found himself with
some thousands of sets ill on hand that he had no use for. So he offered them to us a a
ridiculously low figure. We took them and used them to sell with a subscription to the Review of
Reviews, feeling that Shakespeare readers were just the type we warted on the Review list. Here
isthe letter that did the trick. It not only pulled its 4 percent, but even better than that figure, with
the result that we cleaned up the entire stock in the first circularizing and could have disposed of

a good many thousards more. But we could not get them made at a figure that would enable us
to duplicate the offer.
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Exquisite Convenient Permanent

SHAKESPEARE
20 volumesin red leather
and gold, pocket size, for
$1.00.

DEARSR:
If only 4% of our reeders accept this offer, it will take al the sets we have on hand.

If that happens, we cannot make and offer you anew edition at less than five times the price
shown above!

These are bed rock fadt, that we absol utely guarantee. Read the enclosed circular for the
explanation.

We emphasize them because this is such an extraordinary bargain, and unless you act a
once you will lose it forever, Sgn the endosad card now and you will get these 20
exquigte little volumes promptly. Put it off and you can't get them at al unless you are
prepared to pay five timesthe price.

Shakespeare, pre—eminent asto dl time and dl nations, is dso pre—eminently the author
to have in convenient pocket Sze. Every sentence, every word is a gem, brilliant and
imperishable; every play beongs in just such a bijou jewe—box of a volume as are each
these twenty.

Naturally, we are confining this most attractive bargain of years to Review of
Reviews subscribers. All you have to do to get in on it is to become a subscriber to
the Review of Reviews—a thing that over 250,000 of the best informed people are
doing anyhow without any wonderful Shakespeare inducement.

Andto clinchit, you havethe privilege of returning the books and getting your money back in full,
if, on examining them, you wish to do .

Soyou can't lose by signing and mailing the card. You can get the best bargain of your life.

But you must act NOW—before these few hundred sets are gone.
Sincerely yours,

If you are aready a subscriber to the Review of Reviews, your subscription will be
extended a year from its present date of expiration.

Why do people buy magazines? More often than not for relaxation. They get the more serious type
like the Review for ingtruction, in order that they may be posted on what is going on in the world, but
they will not read too much indruction at one time. They need relaxation in between. And as the
Review does not publish fiction, the best way to supply it seemed to be as a premium. So, as we wanted
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the fiction to be on the same high plane as the Review itself, we chose for our premium (or, rather, Fred
Stone did, for it was his idea) the stories that are awarded the 0. Henry prize as being the best of the
year. And we sold some 30,000 to 40,000 copies of them. Hereisthe way we did it:

To thase who want the best for themsdl ves and their young people.
DEAR READER:

IF— you had a committee of wise literary experts picking out for you, from al the
~9=4,000 short stories published in the last four years, just those that are worth
while, thrilling, tragic or charmingly witty,—just the stories that are really worth

your reading and preserving—
Would you esteem it a service, and would you value having these sixty—four selected
master—stories to enjoy yourself and read to others?
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If, further, o

These eight volumes of sixty—four super—stories were serviceably bound in heavy

paper covers, and GIVEN TO YOU, FREE, as a subscriber to the Review of
Reviews, would you snap up the chance?

The digtinctive achievement in American fiction is the short story. Gems are appearing

every month or so. But how can you find them, buried in an avalanche of 6,000 stories
published every year, in ahundred periodicals and books?

The problem cannot be solved by you, but it has been solved for you by the Society of
Arts and Sciences which has been, through these four years, reading and studying each of
this vast number of stories to make the "0. Henry Memorial Award, the prizes that
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go to the redlly significant, outstanding short stories appearing each year.

In each volume is an introduction showing how and why the prizes were awarded——of
red vaue and keen interest to everyone who appreciates a "corking" short story and
absolutdly invauable to the younger folk whose tastes and standards are forming.

If you are one of those who enjoy a good short story, why have anything less good than
the best? It is obvious that no favorite magazine or favorite author can hit the bull's eye
every time. In these eight volumes of 1,200 pages are the 64 bull's eyes made out of about
24,000 tries at the target of excellence.

Here are not only the star writers of short stories, but the star stories of each of these artidts,
selected from dl their work. And here and again is a wonderfully gripping tae by some
new writer not yet recognized as a gtar, or the man or woman who tells only one, or only a
very few, redly great taes. The only test for admission to the gdaxy is the question,—
will the reader be thrilled, amused, exalted, moved to tears, with true literary art, - and
anyone who in any particular story surpasses his fellows is admitted to the prize volume
for your delight.

Read this Carefully:

The books will cogt you nothing except 10 cents for ddivery. Bound sarvicesbly in heavy
paper, in astyle making them easly worth $3 or $4 for the set of eight volumes, they will be
shipped to you on receipt of the enclosed coin card in which place adime.

At the same time, you will be put on the subscription list of the Review of Reviews for
eighteen months (ubscription price $4 per year) and you will recaive bills for the
subscription in little monthly ingtalments of 75 cents.

The Review of Reviews has been for thirty years under Dr. Albert Shaw's editorship, the
gandard and most widdy circulated monthly in the world to keep people up—to—datein
literature, politics, public persondities and the large affars of this earth, with the
acknowledged leader of the authorities on European afairs, Frank H. Simonds, contributing
to evary issue It isamagazine you must have to kegp up with the times, and you will find it
more than ever necessary in the coming dection year with its stirring and puzzling political
events and problems and persons. Get with it, & no cogt to you, this charming set of books
with the mogt ddightful entertainment, and you need have no dull hdf—hour this coming
yedr.

We have made one sizable edition of this sat containing the prize stories of the past four
years, but, in our judgment, not one morethan will be called for by those receiving this offer
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So if you want the solid and useful value of the magazine and the sparkling
entertainment of the prize stories, utility and pleasure combined,—

Send thecoin card at once

Yourstruly,
PS.

Soecial Prizefor You:

As subsequent volumes appear of stories selected for the "0. Henry Memoria Prizes" onefor
each year, readers accepting this offer may get them from us, as soon as they are published,
for 60 cents if they are ill subscribersto the Review of Reviews, whereas the retail price of
the volumes is $1.90 each.

That was our main business keeping the magazine supplied with plenty of live, interested subscribers
who ordered from us by mail, and therefore would be most Rely to order by mail products advertised in
our pages.

But we were not neglecting the book business. Always we managed to keep some set going. There
were none to attain the proportions of O. Henry, Simonds and Wdlls, but by sdlling 10,000 to 20,000
lots of different authors, we managed to keep the pot boiling.

Two such typical sales were Mary Roberts Rinehart and Irvin Cobb. Of the former, we sold 20,000
sets. Of the latter, 10,000.

Mrs. Rinehart's stories seemed to lend themsdlves to illustration even better than Cobb's, possibly
because among them were some good detective stories. The two Rinehart |etters and circulars, and the
one describing Cobb, speak for themsalves. In both cases, we felt that the authors were so well known
and their stories so popular that we needed to wagte little time in convincing our readers that they
would enjoy them. We had only to tell them what they were getting and then give them a reason for
ordering a complete set a once, rather than pick up the books one at atime asthey fdt the urge to read
them.

So in our letters we concentrated on bargain and specid offer, usng the circular to whet their
appetites for the tories themselves.

HALF—PRICE INTRODUCTORY OFFER
DEARSR—
Who arethe 192 Greatest Living American Women?
The Officers of the Nationa League of Women Voters were staggered by that

question. They cdled on the Women's Joint Congressona Committee, and the
Committee in turn called in such men as Chauncey
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Depew, Director Johnson of the Hall of Fame, President McCracken of Vassar
and President Mezes of N. Y City College to help them make up the lit.

Prive Fracias_for (923

i Henry Hﬂ_&oﬂlﬂ Award ég%

The exact twelve will probably never be decided upon, but by taking those few that
practicaly every one was agreed upon, the fame of one name, a leedt, was edtab-
lished beyond dl question. That name was—

Mary Roberts Rinehart

Ten million magazine readers, hundreds of thousands of movie and thestre goers
scores of thousands of library patrons—adl atest her as the most popular, as wel as
one of the twelve greatest women in Americatoday.

Free and daring—the very spirit of American womanhood— clean and wholesome
as Nature itsef—she thrills, fascinates, perplexes and amuses you. It's as simulating
asacold plunge on ahot day just to come under her Sodll.

The baffling mygteries of "The Circular Staircasg” and "' The Man in Lower Ten'"; the
daring humor of "Bab," "Tish" or "When a Man Marries'; the charming love dories
and ingenious escapades in any one of a dozen other Sories, dl capture your interest
in the very firg page and hald it to the last. No one so jaded but thet he will find new
and thrilling sensations here.

For the First Time

Although Mrs. Rinehart's admirers are numbered by the millions, curioudy enough
they have never before had a chance to get her collected works—a full set of her
best stories— selected by hersdlf and her publishers.

For the first time you can now get them, and at a cost that seems ridiculously
low when compared with the recent war— time figures.
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Half—Price Introductory Offer

This is the first collected edition of Mary Roberts Rinehart's best stories, and
naturally she wants to make it a success. In order to enable usto offer ittoyou a a
lower price than hea books have ever sold at before—in order to make this first
edition go like wild—fire—she has agreed to accept exactly one—tenth of her
usual rate of royaty on thefirgt edition of 10,000 sets.

Paper prices have come down; labor costs are lower, and now with this generous
concession of Mrs. Rinehart's, we can make you a price of this one edition actually
lower than the pre—war figures—Ilittle more than haf what these same volumes
would cost you in any book store.

And In Addition, if your order comesin at once, we will send you the 3 latest and
best volumes of

Conan Doyle—Free!

To start the sale with a rush—to make you order NOW rather than wait for some
gpecia occasion like Chrissmas or a birthday—WE WILL GIVE YOU, if your
order comes inat once, these 3 latest and best volumes of Conan Doyle FREE!

15 books—12 volumes of Rinehart and 3 of Doyle—all printed from brand
new plates, clear and readable, and beautifully bound in cloth. Bought
separately at any book store, they would cost you nearly twice as much as we
offer them to you here onapproval, subject to a week's free examination.

And you can pay for them, if you like, in tiny convenient payments of $1 a
month—92.5 cents aweek.

Will you be one of the lucky ones? Will you send your card now while you can get
the 3 volumes of Doyle FREE? Or will you put off sending the postcard—until this
rare opportunity is passed—until you can get these fascinating volumes only a
their regular book store prices?

Put your name and address on the enclosed card and mail it now—while you can
get not only the low price and convenient terms, but in addition, the 3 famous
volumes of Conan Doyle FREE.

Thisisyour last chancel

Earnedtly yours,

YOUR LAST CHANCE AT THE LOWPRICE!

FRIEND— That haf—price Introductory Edition of the best stories of Mary Roberts
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Rinehart isjust about gone. There are only some 700 sets now I ft.

No more can we give you the advantage of Mrs. Rinehart's generous reduction of her
roydties to one tenth their usua figure. No more can we get the low prices for paper,
for printing, for binding, that we paid for this edition.

Half—Price Introductory

That iswhat we called it, and that iswhat it actudly is haf the price at which we could
now reprint these same books and make them up into another edition.

While these 700 sets lagt, you can get your set at the specid Introductory Price. When
they are gone, it will cost you double that.

Free—to Those Who Are Prompt!
In order to clean out this last remnant of the Introductory Edition quickly, we are going

to GIVE AWAY, as a premium for promptness, three volumes of Sir Conan Doyl€e's
latest and best stories—some of his greatest Sherlock Holmestaes.
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To everyone who will send the enclosed card within ten days, we will give—
ABSOLUTELY FREE these three volumes of Conan Doyle.

This is your chance—the last chance you will ever have to get these best Rinehart Sories
a hdf price and the Conan Doyle FREE. There are only about 700 sts dl told, and 700
wont last long. Put your name on the enclosed card now and drop in the mail. Y ouwill
never have another chance!

Y oursfor ten daysonly,
"Extral Extral
All About the Great Reduction!
Off Irvin Cobb!"
FRIEND—

What is it that makes people love the spontaneous humor of Mak Twan? What is it
about Bret Harte's dories that made him an imperishable figure in American letters?
What is it in Pogs grotesque taes that make you reed and re—read them, though the
chills run down your spine, and your blood runs cold with horror?

It it that one infalible mark of genius—the magterly blending of humor, tragedy,
pathos and romance, that comesto but one or two story—tdlersin a generaion?

Now has come to us Irvin S Cobb. Take the joyous humor of Mark Twain, the subtle
feding of Bret Harte, the gruesome talent of Poe—mix them together, then add a touch of
0. Henry—and you begin to get some idea of his sparkling genius.

Robert H. Davis, Editor of Munsey's, says of him—*“Cobb writes in octaves,
striking instinctively all the chords of humor, tragedy, pathos and romance. If you
desire a perfect blending of all that is essential to a short story, read any of Cobb's
gtories. In Cobb we find Mark Twain, Bret Harte and Edgar Allen Poe at their best.”

Cobb is Mak Twain's logicd successor. He mixes humor and sage reflection as
intimately as the cook mixes the ingredients for the suffing in the turkey. He has made
more people laugh than any man since Twain's day. In his touches of human interes, in
the subtle play of his wit and humor, in his vivid portrayd of the life and character of
everyday people— his homdly tdes are little masterpieces.

The First Uniform Edition!

Hundreds of thousands of Irvin Cobb's books have been sold in dl styles and bindings.
His humorous contributions have been running for years in the biggest magazines and
news—papers dl over the country. But there has never yet been brought out a sngle
uniform edition of dl his fascinating tes and humorous sories. Now for the firg time
you can get them—76 different stories, humorous, homely, lovable, serious, grotesgue.

We have had his 18 books re—set in new, clear type bound them up into 10 library
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volumes in a handsome uniform binding, and now offer them to you in a limited
Introductory Edition at—

40% Off the Regular Price

The little folder endosed shows you the 18 volumes you get —ligs for you the 76 Sories
Send for them. There is no cost —no obligation to kegp them—until you have looked
them over for aweek in your own home, and are satisfied! Then— and then only—you
can send us the firgt smdl payment of $1, and theredfter $1 a month for only deven
months.

Merely put your name and address on the enclosed card and drop it in the mail.
The books will be sent you a our expense. Do it now, while this small
Introductory Edition lasts, while you can get this complete set of all his enter-
taining stories, al his wit and humor, at 40% less than their regular price!

The card commits us only—NOT YOU! Useit!
Yoursin waiting,
P.S. Two Additional Prizesfor Promptness!

We are bringing out this Introductory Edition now merdly to gauge the demand so asto
determine quickly how big an edition to make for our regular sdle.

You can help us, if you will, by sending in your FREE EXAMINATION CARD at
once. To make it worth your while, we offer you these two prizes for promptness.

Mail your card within 10 days after you receive it, and we will send you one of the few
setswith Irvin Cobbs own persond autograph on the fly—Ileaf—

AND IN ADDITION, wewill send you, FREE, the two volumes of Tom Masson's "Best
of the World's Good Sories" contain the 1,000 best stories, witty sayings and most
convulsive anecdotes that he accumulated in his 15 yearsas Editor of "Life."

There is a Story here for every need, from an after— dinner talk to a political speech,
from a salesman's canvass to a director's meeting.

In all of these you will notice asimilarity of trestment, the circular being used in every case merdy to

support and lend greeter interest to the letter.

As we see it, a letter, circular and card are just an advertisement, divided into its component
parts. An advertisement must compete with dl the items of interest around it—with current news,
with good stories, with timely photographs. So it puts an arresting illustration at the top, it uses a
startling headline to get people to read on, and it saves its reasons why and its hooks and bait
until the last. Put that same advertisement into an envelope just as it stands and it will not pull one
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fourth as well as when split up into letter, circular and card. | have tried it a dozen times with our most
successful ads, and | know. It requires a letter with it to carry the load. The circular may be used to win
interest, and for this purpose, the advertisement's headline and illusiration are transferred to it, but the
reader turns to the letter for his red reason for ordering, and unless you have your hook in it, your
chance of getting his order isdim.

We have had an occasiond circular which overshadowed the letter, but when it does, it is well to
examine your letter and see what is wrong with it. Usualy you will find it is week. For as a generd
thing, your letter will account for 65 to 75 percent of the orders you get, your circular for 15 to 25
percent and your post card or order form for 5 to 10 percent.

There are variations from these figures, of course, but if you expect big results from your mail
efforts, look to your letter for them. If the stuff is not in it, you will never get the results.

s e

peaking of

operations—

i

o
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XV
How Wells "Outling" Was Sold

And now we come to the biggest thing ever put across by the Review of Reviews—the sde of 111. G. Wells
"Outline of History."

When it was offered to us, the bookstore sale of the two—volume set at $10.50 had aready reached 50,000
sts. But it had begun to wane allittle, so Macmillan was about to bring out a one—volume edition at $5. At the
time they did o, they offered us the chance to sdll it in combination with a Review subscription—but to do so,
we had to agree to sdll 83,000 setswithin two years, and pay $25,000 advance roydties to bind the bargain!

Sdling 83,000 of anything in two years is quite an undertaking, even for the Review of Reviews, especidly
when the roydty must be paid whether you succeed with the sale or not. So there was some hesitation about
acoepting the proposition. Fred Stone and | were strongly for it, and Mr. Lanier wasinclined that way himsdlf, so
it was finally decided to accept, provided we could first have sixty days in which to test for oursdves the
possibility of the sde. This Macmillan agreed to, so we went to work.

At the very beginning there was quite a divergence of opinion as to how Wels could best be sold. The
newspapers had reviewed the history far and wide, and their commentsin genera were so complimentary that it
was felt by some that this was one case where no specid effort need be made to sell—al we had to do wasto
remind people of everything the newspapers and magazines had been saying about Wells, then tell them that here
was their chance to get this marvel ous higtory, of which 50,000 had leen sold a $10.50, for a third of that price!

'Mose who fdlt that way were so sure of their position that aletter and circular were written dong these lines
and some 10,000 of them were tested. Here they are:

WHAT?
H. G. Wdls
OUTLINE OF HISTORY
At One—Third The Original Price!

DEAR SIR:

Suppose a vote were taken of al English—speaking people as to what book of this
entire generation is a once the most fascinating reading, the most useful to the reader
and the most important to mankind at large. That—

H. G. WelIsS "Outline of History"

would not only head the list but have more than twice as many votes as its nearest
competitor is amost too easy a prophecy; we wouldn't take up your time to say such an
obvious thing except for the following fact that interests you persondly:

Mr. Wells big ambition for this epoch—making work is that it should go to the million
readers who would reve in it and get a new conception of their human race and their job
in the universe—as well as to the hundred thousand who can afford to pay $10.50 for
such abook and who have done so.
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Why This Offer Can Be Made

To this end, to enable us to offer the new edition just out, revised by him, to Review of
Reviews subscribers only for a redly low price, and payable in srdll ingtadlments at
that, Mr. Wells has agreed to take, on this edition only, just one—seventh of the royalty
paid on the former two volume edition.

That thisis the most important book distribution this magazine, or any other, has ever
made, shows on its face.

We confidently expect to be overwhelmed with orders that will sweep off the
entire edition we have contracted for.

We have, therefore (to maintain the balanced proportions of our subscription list),
assigned so many copiesto each State, and the order form enclosed herewith isfor you,
iS

numbered, is not transferable and is not good after ten days from its receipt unless there
are copies of Mr. Wells masterpiece not yet applied for.

The Common Adventure of All Mankind"

Widls Higtory, starting with the empty dawn of things, tells you in. asorbing story the
common adventure of al man—kind—the growth, not only of peoples, but of al
nature and life.

Perhaps you do not redlize that with al the colossal scope of the Wells History you are
brought closer, face to face with the great characters of history than you or any one else
ever came before.

Alexander the Great, Caesar, Cleopatra, Mahomet, Charlemagne, Napoleon becomes
red persons, introduced by Wells, and if you do not get some of the heartiest laughs of
your life in meeting them face to face, we miss our guess.

Review of Reviews Begins Where Wells Leaves Off

The Review of Reviews, for a quarter century the most widely read monthly of current
events in the world, takes up for you where the Wells History leaves off and pictures
your own and world history for you, monthly, for the rest of your life.

It gives you the things you want to know about the world today. It takes from all
the great newspapers and magazines everything worth while ard repeats the gist
of it to you. It ties together the important happenings, puts them in their proper
sequence, shows you their relation one to another so clearly, so interestingly, that
you wonder how anyone can think himself well informed who sees only he
fragmentary reports in the daily news.
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DEAR SIR:

Suppose a vote were taken of al English—speaking people as to what book of this
entire generation is a once the most fascinating reading, the most useful to the reader
and the most important to mankind at large. That—

H. G. WelIS "Outline of History"

would not only head the list but have more than twice as many votes as its nearest
competitor is amost too easy a prophecy; we wouldn't take up your time to say such an
obvious thing except for the following fact that interests you persondly:

Mr. Wells big ambition for this epoch—making work is that it should go to the million
readers who would revel in it and get a new conception of their human race and their
job in the universe—as wdl as to the hundred thousand who can afford to pay $10.50
for such abook and who have done so.

Why This Offer Can Be Made

To this end, to enable us to offer the new edition just out, revised by him, to Review of
Reviews subscribersonly for aredly low price, and payable in smdl ingtalments at that,
Mr. Wdlls has agreed to take, on this edition only, just one—seventh of the royalty paid
on the former two volume ediition.

That thisis the most important book distribution this magazine, or any other, has ever
made, shows on itsface.

We confidently expect to be overwhemed with orders that will siweep off the entire
edition we have contracted for.

We have, therefore (to maintain the balanced proportions of our subscription list),
assigned so many copiesto each State, and the order form enclosed herewith is for you,
is numbered, is not transferable and is not good after ten days from its receipt unless
there are copies of Mr. Wells masterpiece not yet applied for.

The Common Adventure of All Mankind"

WEélls History, starting with the empty dawn of things, tells you in. absorbing story the
common adventure of al man—kind—the growth, not only of peoples, but of al
nature and life.

Perhaps you do not redlize that with al the colossal scope of the Wells History you are

brought closer, face to face with the great characters of history than you or any one else
ever came before.

Alexander the Great, Caesar, Cleopatra, Mahomet, Charlemagne, Napoleon becomes
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rea persons, introduced by Wells, and if you do not get some of the heartiest laughs of
your life in meeting them face to face, we miss our guess.

Review of Reviews Begins Where Wells Leaves Off

The Review of Reviews, for a quarter century the most widdly read monthly of current
events in the world, takes up for you where the Wdlls History leaves off and pictures
your own and world history for you, monthly, for the rest of your life.

It gives you the things you want to know about the world today. It takes from al the
great newspapers and magazines everything worth while and repesats the gist of it to
you. It ties together the important happenings, puts them in their proper sequence,
shows you their relation one to another so clearly, so interestingly, that you wonder
how anyone can think himself well informed who sees only the fragmentary reportsin
the daily news.

No Money-No Risk-but Hurry!

Read the enclosed circular to understand why this is the most talked of and most
praised work of our generation. But most important-sign your name to the enclosed
card; that is dl. The signed card makes sure you benefit by this Review of Reviews
edition and Mr. Wells scaing down of hisroyalty to one-seventh of its former sze.

It makes sure the great 1,200 page book, full of maps and illustration sent to you,
charges paid, and you have the full privilege of returning it within five days after its
receipt with not a cent of cost he opportunity of looking it over.

Thereareno stringsto this offer —your order won't stand unless you want it to.

But send the card now—without money. Tomorrow may betoo |ate!

Sincerely yours,

The results were so disappointing that if our second test had not been al printed and
ready for the mail, we should have abandoned the idea of sdlling Wells then and there.
Luckily, Fred Stone and | had contended from the beginning that Wells apped was due
primarily to the prehistoric features his history brought out, so the circular ought to be
devoted largdly to these. And while the first test was being rushed out, | was working
on acircular dong pre—higtoric lines. Copy of the first page of it, and the letter and
card that went with it, follow:

AtLast! H. G.WelIs
"Qutline of Higory"
At One—Third the Original Price!
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DEAR SIR:

The endosad 10—day Ogption is worth red money, so we have limited it to your own
persona use. It is not trandfe—able and it is good for only ten days after you receive
thisletter. If you can't use it, we should appreciate your kindness in destroying it.

For it givesto a selected list of people the opportunity to get the most talked about, the
most successful and the greatest book of this generation at a reduction of two - thirds
fromtheoriginal price!

Think of it adiscount of 67% from the price that 50,000 people have dready paid! Do
you wonder that we regard these Options as va uable?

Herelsthe Way of It:

You know, of course, that H.G. Wells "Ouitline of History" is the most talked
about book in the world today. No matter where you go—no matter what you
do—you come across it. Newspapers and magazines the ountry over ae dmos a
unit in commending it. Literary Critics are exhausting ther superlatives in trying to
adequatdy describe it. People everywhere—just regular folks like you and me—are
reading it eagerly, avidly, and getting as red enjoyment out of it as though it were the
mogt thrilling of popular noves

And dl because it gives us jug those things we dl want to know about peoples and
countries and rulers, put in such an interesting way, and with such pungent, incisve
comment and occasond flashes of rdieving humor thet, asthe N. Y. Tribune puts it—
—2' Itisamong the mogt exciting books ever written.”

50,000 copies of Wels "Outline of History" have been sold in the book—stores at
$10.50.

50,000 more could probably be sold at the same figure. But H. G. Wdls wants to reech
ALL the thinking people of this country, and to give us a chance to do that with one big
edition, he has agreed to sacrifice 85% of hisroydties on that one edition!

An Offer We Can Never Make Again!
The reault is such an offer aswe can make but onceinalife—time—
H. G. Wells 'marvelous "History,” known and discussed wherever books are
read, bound up into a single magnificent volume, fully illustrated, at a price of
$3.50!
And—
ayears subscription to the Review of Reviews at itsregular price of $4.

Both Together For $7.50
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payable in little, never—missed monthly payments of 50 cents, or $6.50
cash.

Wdls "Higtory," starting with the empty dawn of things, tells you in absorbing story
the common adventure of al mankind—the growth, not only of peoples, but of al
nature and life.

The Review of Reviews gives you the things you want to know about the world today.
It takes from dl the greast newspapers and magazines everything worth while and
repeats the gist of it to you. It ties together the important happenings, puts them in their
proper sequence, shows you ther relaion one to another so clearly, so interestingly,
that you wonder how anyone can think himself well informed who sees only the
fragmentary reportsin the daily news.

There Is Just One Condition
Only one condition we make—that you send in your reservation at once.
The plates are dl made—the paper is bought the printers are waiting but we can make
only one edition at this price, and we want to give every one of our friends a chance at
that edition.
So we send you this offer now. Mail the enclosed card, without money, and we will
send you Wdls "Outline of Higtory" at the specid price, subject to a week's free
examination, and enter your subscription for one year of the Review of Reviews.

If for any reason you are dissatisfied with the "Higtory," you can return it at the end of
the week, send 250 for the copy of the magazinedelivered you, and cance your order

There are no strings to this offer—your order won't stand unless you want it to.

But send the card now—without money. Tomorrow may be too late!

Sincerely yours,
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From the firgt day that the orders began to come in from that circular, there was never a moment's
doubt as to whether we were going to sell Wells "Higtory." Why, on ordinary occupationd lists like
doctors, lawyers and the like, it pulled 3 ¥z percent! And as for the good book lists, if we told you some
of the percentages that circular chalked up, you would not believe us.

Suffice it isto say that, where we had hesitated about agreeing to sell 83,000 sets in two years, we
sold 90,000 in 4 months! And the above letter and circular did every bit of it.

True, we tried some magazine and newspaper advertising, but two of the best advertising agenciesin
the country were unable to deveop asingle ad that pulled orders at anywhere near the low price we got
them by mail. It was only when we took the different pages of the circular, like the one starting: "The
Oldest Man in the World," and made page ads from them, that the advertisng began to show results.
But before that happened we had sold our 90,000 sets by mall.

Each of those sales carried with it a subscription to the Review of Reviews—3$3.50 for Wells, $4 for
the Reviev— whichmeans that at 3 %2 percent, each circular was costing us 2% cents in the mail and
bringing us 26 cents worth of orders—a sdlling cost of lessthan 10 percent. There was money in that.

But to add 90,000 subscribers to a magazine's subscription list in four months time is as much as an
ordinary magazine can stand, unless it wants to raise its advertisng rates, and this the Review did not
fed like doing. So it was decided to bind the next edition of Wells in afine Art craft and sdll it done.
Thiswe did, and sold another 60,000 sets before the year was out!

What next? Many people would have been satisfied with that, but after the way we had been able to
sl $ 1,000,000 worth of 0. Henry stones two years in succession, we were not going to give up Wells
without getting alot more out of it than asingle year's sdle.

But we had to change our offer. We had been over dl our regular lists twice, with different letters
and circulars. Now we must get not only a different letter, but a new reason for buying.

It happened that Wells had stir—red up so much comment and had received so many
criticisms and suggestions, that he had considerably revised the history and added a large number
of new pages. So we decided to bring out the new edition in four volumes, and price them at $9 if
bought alone, or $12 with a year's subscription to the

Review of Reviews.

Then came the question of how to sell them. The circular was easy, for Tut—ankh—Amen was then
very much in the public eye. So, asthere was not much in Wells about him, we based the circular upon
his great father—in—Ilaw, Ahknaton. But the important thing was

the letter. We had aready worn out the bargain appeal and the specia reservation and al the usua
mail order stunts. We had to find something of interest initsdlf, yet closdly tied up with the "Higtory,”

After severd tries we found it. Here it is. Judge for yoursdf if it would not have intrigued your
interest.

Certainly it intrigued that of our readers, for it sold about $750,000 worth of Wells and the Review!
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DEAR READER

What is the "Unpardonable Sin" in dl Nature? What one thing most inevitably brings
its own punishment? What most surely spells extinction?

Sagnation—Standing Sill!

The Gigantosaurus, that was over a hundred feet long and as big as a house; the
Tyrannosaurus, that had the strength of a locomotive and was the last word in
frightfulness; the Pterodactyl or Flying Dragon—all the giant monsters of Prehistoric
Ages—are gone. They did not know how to meet the changing conditions. They stood
dill while the life around them passed them by.

Egypt and Persia, Greece and Rome, al the great Empires of antiquity, perished when
they ceased to grow. China built a wall about herself and stood till for 1,000 years.
Today sheisthe football of the powers. In al Nature, to cease to grow isto perish.

100,000,000 Yearsin One

It was for men and women who are not ready to stand still, who refused to cease
to grow, that Wells set to work on his almost incredible task—to put into one
fascinating work all the 100,000,000 years of life and growth that this planet has
known.

—To place in your hands the orderly knowledge that men go to Coallege four years to
get—and often come away withot.

—Not only the Higtory of the world, but the Science of the world. The Philosophy of the
world. The outstanding Literature of the world—a vast panorama unrolled before your
eyes by the most graphic word—painter of modem times.

And dl s0 interegtingly, o0 absorbingly done thet, as the New York Tribune puts it—" It
isamong the mogt exciting books ever written.” Thet iswhat you get in—

H. G. Wdls
"Outline of History"

Andthat isnt dl.

Jugt glance over the enclosed folder and think for one moment of the absorbing,
fascinating dory that goes with it—education in the highest sense, entertainment in the
most educationd sense.

People who have read this new four—volume, findly revised edition of the "Outling" are
saying that it has done more for them than a College education. A college education cods
you probably $5,000 and four years of your life. Wdls wonderful work is sent to you on
gpprova and you will read the four books as absorbedly, as quickly as so many novels.
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Four Volumesfor 1/3 Lessthan the Price of the First
Twol

Although the History has been revised and enlarged; athough it was printed from
brand new plates, with a hundred new full—page pictures in addition to the two
hundred in the discarded edition; and although it is now bound in four usable,
library size volumesingtead of the origind bulky ones, we can, through a fortunate
arrangement with the Review of Reviews,

Send to you and a few other New Process Company customers this famous "Outline of
Higtory" for 33 1/3% less than the original two— volume edition would cost you even
now in any book store!

What is more, you can SEE IT, EXAMINE IT, PORE OVER IT in your own home for
aweek at our expense. Y our name on the enclosed card brings the four volumesto you,
postpaid, for afull week's FREE examination.

And the Review of Reviews, too

What the "Outline" is to past history, the Review of Reviews is to current events.
It interprets men and movements in terms that every aert American can
understand and profit by. It gives you the boiled— down sap of world events,
equips you with a background of fact against which to read your daily news.
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While This One Edition Lasts!

The low price we are offering on this great History is possible only because the Review
of Reviews contracted for 100,000 sets at once.

Perhaps you think that leaves plenty of time for you to get your copy?

With any ordinary book that would be so, but not with Wells. They sold 90,000
copies of his one—volume edition in little over three months, and already nine—
tenths of their 100,000 four—volume sets are gone. The remainder won't last long.

At mogt, we can get only a few thousand sets, to offer among our 258,000 New Process
Company customers. Can you imagine how long those few thousand will last?

Will you look over this set now—while you can get the four volumes, revised and
beautifully illustrated, at a third less than the origina two—volume set would cost you even
now in the bookstores—while you can have them sent to you postpaid, without expense,
for aweek's FREE examination, to be returned "collect” if for any reason you decide not to
keep them?

The enclosed card isyour answer Useit whilethereisyet time!

Y ours 'til then,

That ended the second year of the Wells sde, but it was far from ending the sde itself. For three
years we sold it, until our total sales topped the 360,000 mark! Two of the letters we did it with are
quoted in an earlier chapter of the book. The last of the redlly successful ones is given below:

LAST CHANCE AT 25% OFF! DEARREADER:

One of those discoveries which makes history such startling and interesting reading has just
come to light through the deciphering of a stone tablet found on the Sinai Peninsula. Scientists
have often cast doubt upon the Scriptural story of the finding of Moses. But this inscription
tendsto con—firm the accourt just aswefind it in the Bible. Written or dictated by Moses, and
trandated by Prof. Grimme of the University of Muender, it reeds:
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"I, Manasse, mountain chif and head pries of the Temple, thank Pharaoh
Hiacheputfor having drawn me out of the Nile and helped me to attain high
digtinction.”

Taken done, this might not be regarded as conclusive proof of the truth of the Biblical
record. But it isjust one link of achain that every day is growing stronger. Remember,
in "Samud,” how the Philistines klled Saul and hung his armor in the "House of
Ashtaroth"? And how, in revenge for his death, King David 20 years later put the
fortress of Beth—Shan, where Saul's body had hung, to the torch? The Temple of
Adhtaroth and the flame— scorched walls of Beth—Shan, have just been unearthed by
excavators working under the direction of the University of Pennsylvania, and the
records there inscribed confirm much of the Biblica story.

Another archaeologist, Dr. Ditleff Nielsen, comes forward with finds in the Arabian
Desert, which tend to show that the Queen of Shebawas no myth. Whether she herself
exisged or not, there undoubtedly was such a kingdom—a rich and a vast kingdom—
2000 years before Chridt.

On a tablet of clay dug up from the ruins of ancient Chaldea has been found an
inscription detailing in almost identical language the Scriptural account of the flood.
While asfor the Tower of Babd, itsruinsare still standing!

Discoveries like these, which are daily coming to light, go to show that there is no redl
conflict between religion and science. Interpretations may differ, but to the broad-
minded student of science, as to the broad minded student of the Bible, there is a
common meeting ground, and nowhere isit better brought out than in—

H. G. Wdls
"QOutline of History"

WEéls gives you the one interesting, connected gory of the world. It is no mere higtory in
the old, dull sense. Not a mere account of the rise of this nation and the fall of that. It is
the history of mankind.

No one but Wels could make so fascinating the story of Man's Progress upon earth. No
one e'se could give so vivid asynopss of dl that isworth knowing in history.

Jug glance over the enclosed folder and think for one moment of the absorbing,
fascinating Sory that goes with t—education in the highest sense, entertainment in the
most educationd sense.

People who have read this new four—volume, finally revised edition of the "Outling" are
saying thet it has done more for them than a College education. A College education
costs you probably $5,000 and four years of your life. Wells wonderful work is sent to
you on gpprova and you will read the four books as absorbedly, as quickly as so many
novels.
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Four Volumes for 114 Less than the Price of the First Two! Although the Higay has
been revisad and enlarged; dthough it was jointed from brand new plates, with a hundred
new full—page pictures in addition to the two hundred in the discarded edition; and
dthough it is now bound in four usable, library Sze volumes indead of the origind bulky
ones, we can, while the edition ladts,

Send to you and a few others, this famous "Outline of History" for 25% less than the
original two—volume edition would cost you even now in any book store!

What is more, you can SEE IT, EXAMINE it, PORE OVER IT in your own home for a
week a our expense. Your name on the enclosed card brings the four volumes to you
postpaid, for afull week's FREE examination.

And the Review of Reviews, too

What the "Outline” is to past history, the Review of Reviews is to current events. It
interprets men and movements in terms that every dert American can understand and
profit by. It gives you the boiled—down sap of world events, equips you with a
background of facts againgt which to read your daily news.

Whilethis One Edition Lasts!

The low price we have been making on Wells "Ouitline of History" was made possible
only because we cortracted for 100,000 sets at once.

Of dl those 100,000 sets, only a few are now left. We can't hope to ever bring out an
edition like that again. We can't expect to ever be able to manufacture and sell on so
small a margin. When the few remaining sets are gone, your last chance at those low—
cost volumes will go with them.

So dontt file this away to think over Therée's nothing to puzde about, because you don't
have to send one penny or promise anything, other than that if you don't find these four
volumes, as the New York Evening Pogt puts it, "one of the indigpensable books, "—why,
just send themback, and that endsthe matter

That's easy it it?
I'll be holding one set for you for afew days. But you'll have to mail the enclosed card
right away!

Y ours 'til then,

P.S. If you are already a subscriber for the Review of Reviews or if you prefer a
fiction magazine, you may substitute the new Golden Book for 18 months instead
of the Review of Reviews one year, for the sale price. Simply change the order
card. The Golden Book is the new kind of story magazine that everyone is talking
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about—The best dtories, essays, plays and poems of dl time sdected by a board of
editors as worthy to endure out of al the world's greet literature.
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That ended the biggest sale of any one st of books that the Review ever had. We have dways been especidly
proud of it, for we worked it up from scratch. There was nothing in any previous campaign to give us an
indication of what apped would go best on it, and as it happened, our most effective gppeds were entirdy

different from anything we had ever tried before.

Of coursg, it redly followed the rules outlined in the early chapters of this book, for with the
discovery of the tomb of Tut—Tut-ankh-Amen, the peoplée's interest was centered largely on things
prehistoric; so when we started our circular or |etter with a reference to something of the kind, we were
tying right in with that interest.

This was wdl illugtrated by the last two letters, the one referring to the prehistoric fossils and
dinosaur eggs, and the other to the unearthing of the stone tablet of Moses. Even after 250,000 sets had
been sold, those two letters were still able to stir up interest and add another hundred thousand sales to
the record.

The point would seem to be that if you can tie in with what people are thinking about and interested
in, you can sdll anything. And the particular form that your letter takes is far less important than the
chord it happensto strike. We shal touch upon this later with regard to letters selling other products.

The big sde of Wdls naturaly brought us alot of good publicity. To the Review, thet meant more
advertising contra¢. To me, it meant a chance to try a new fidd—selling, not books, but wearing
gppare and men's furnishings of different kinds.

Some fifteen years previoudy, John Blair of Warren, Pa., had started what is now the New Process
Company with $100 of borrowed capitd and an idea. The idea came from having worked his way
home from college by sdlling raincoats.

It s;emsthat one of his chumsin college had just been willed araincoat factory and he had proposed
to Blair that the latter take the job of sales manager. Blair was ever a modest soul, and he had some
doubt of his fitness for the job, so he decided to see how much he knew about sdlling by taking a
trunkful of samples and working his way from Philadelphia to his home in Warren.

The trial was without special incident until he reached Kane, some forty miles from Warren
and his last stop. He was showing his samples to a merchant when a customer came into the
store. The man seemed in no hurry, so the merchant went on looking over the coats, and finaly
placed his order. Blair was putting away his samples when the customer strolled over. "Got any black
raincoats in that bunch?' the man asked. Blair thought a moment and findly remembered that he had
one down at the bottom of the trunk. He hauled it out, found thét it fitted, and a sde was made.

Curious to know what any one could want with a black raincoat in that day of tans and grays, Blair
asked him why he had picked on black. "I'm an undertaker,” the other explained. "When | go to afunerd
| must wear ablack coat. A dozen times I've been caught in heavy rains and just about spoiled every coat
| had. Now shecanrain dl she wantsto!"

That set Blair to thinking. There were 920,000 under—takers in the country, and except in the big
cities, every one of them must be faced with the same problem. The big city stores might be able to
stock black raincoats in enough different sizes to fit every undertaker, but certainly the smal town
stores could not. So it meant either wearing an ordinary coat and getting soaked by every heavy rain, or
else having a coat specidly made a high cost.
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If some one central store could cater to all these under—takers by mail it ought to be able to do a
tremendous business.

Blair decided to try it. He wrote a letter embodying the idea and offered to supply black raincoats of
perfect fit at the same price ordinary raincoats were sdlling for in stores. His printer trusted him for the
letter and envel opes, his chum agreed to make up 400 black raincoats for him in assorted sizes, and he
borrowed $100 for the postage. The rest of the work he and his brothers did themsdlves.

He mailed 10,000 letters, then waited fearfully for the results. They came, dl right. His 400 coats
melted like snow before the summer's sun. A second 400 went dmost as fast, and he had to order a
third 400 before the orders stopped coming.

For two years he was content to sall raincoats to undertakers only. Then priests and ministers began
to write him and he extended his line to cover them. From that to sdling ordinary coats and suits and
other items of men's furnishings was but a step. In fifteen years he worked up his gross sdes to about
$2,000,000 ayear.

Then he seemed to reach his limit. During al those fifteen years, his entire sales apped had been
centered around one idea—personaizing. In the beginning, he had catered only to undertakers. His
customers felt—and rightly—that here was a house devoted to their interests done. That he understood
the undertaker's needs. That they could get better service, lower prices, closer atention from him than
anywhere el'se.

And with each new occupation or profession he added to hislists, Blair was careful to use that
same personalized appeal. He never sent the same letter to undertakers as to doctors or ministers.

He wrote to each as one who specidized in that professon's needs. He quoted testimonials from
well—known men in the same line. He won confidence by a thorough understanding of the needs of
each profession and occupation, and he brought back the orders with prices and goods that redly did
represent unusua values.

But there came a time when the old gppedls began to lose their pull, when the occupationd lists
seemed to wear out. So he was forced to turn to generd ligts, such as telephone users, automobile
owners, and the like. How could he make effective use of his personaized gpped on them? Y ou would
never guess the way he finally worked out. It showed ingenuity of ahigh order.

With a gross business of $2,000,000 he had customers in amost every town of any size in the
country. And a great many had written appreciative letters, telling what good value they considered his
coat, how wdll it was wearing, and so on. So what did he do but pick every town from which he had
one or more good testimonias and write a letter something like this:

"The best vdue in aRaincoat | have ever had. Y ou've saved me a least $10 on the price I'd have had
to pay in our local stores.”

The very words of John J. Smith, of 2601 Racine Avenue of your city. Perhaps you know Mr. Smith.
If s0, you know he is not given to exaggeration. To make such an impression upon him, acoat must be
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good. And to draw forth aletter like the above, it needs to be amost unusud vaue.

‘Mat it is dl of that, the cdiber of men who are wearing it is sufficient guarantee. When men like
James Brown of 314 Hardin Ave.,, William Sherman of 14 Sixth S., and Max Jones of 14 Fifth
Avenue, will send dl the way out here for a Raincoat, there must be something about the coat and the
price of it that it would be worth your while to know.

And so on into a description of the coat. That was expensive circularizing, of course, requiring
adifferent letter for each town, but it proved to be so effective that it seemed well worth the extra
expense. One year before | went up there, this form of letter pulled so well that John Blair felt safe in
contracting for some 20,000 rain—coats for Spring delivery, and 40,000 traveling bags for Summer
se.

But along about that time retailers were beginning to awaken to the so—cdled "menace’ of mall
order competition. Letters like the one above, intimating that the mail order people could offer far better
vaues than those given in stores, got under their skin, and they centered their efforts upon the men
whose names were quoted in them to such good purpose that permission to use them was withdrawn.
By the time he dtarted getting his letters ready for the Spring sdle. Blair found himsdf with so few
testimonias and names he could use that instead of personalizing by towns and cities he was forced to
try it by states, and the results proved most disappointing.

Where he needed nearly 1 ¥ percent of ordersto show a profit, he got lessthan Y2 of | percent. Where
he had expected to sdl well over 20,000 raincoats, he found it difficult to dispose of 5000. And the
traveling bag season started off just as disgppointingly.

The result was that the first of June showed them, not the goodly profit of usud years, not the rush of
business they had expected, but $80,000 in the red, and an inventory so big that it smply staggered
them.

It was then | was given the chance to show what book publishing methods would do in the
way of moving merchandise. | had come up long enough before to have had time to send out a
couple of tests, and to become familiar with the organization and the product. Now | was to have
the opportunity to show whether | was worth my salt.
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XVI

How the Bookbuyers Saved a Campaign

THE firg thing one learns in salling books is that the easies man to sl is one who has previoudy bought
booksby mail. There are certain occupationd liststo which you can sl profitably. Y ou can even, upon occasion,
find gppeds that sdl to teephone and automohile regidration lists. But the big percentages come when you
creularize ligts of people who have bought kindred books by mail.

Naturdly, therefore, when faced with the urgent need of quickly disposing of 40,000 traveling bags, the first
thing that occurred to us was. why waste money trying to sdll these to difficult lists like telephone users, when
there are dl those millions of bookbuyers offering avirgin field for a product such asthis?

So we rushed out a test on a score of good book ligts, using the letter we were surest would work on a
bookbuyer —an adaptation of the first letter we had used so successfully at the Review of Review on Wells
"Outline of History."

It pulled, of course. The same idea has pulled in sdling lots, and houses, and stocks, and every manner of
product. Get an idea that is psychologicadly sound and it will work on anything. This one worked on traveling
bags. On a$14.85 offer it pulled 2, 3 and even 4 percent and better on somelists. It pulled so well that withina
week after the results began to show up we were started on atwo million mailing— dl to good book ligts.

Y ou see, including what we had to pay for the use of thelists, our circularsin the mail cost less than 4 ¥z cents
each, S0 even when we got only 2 percent of orders, our sdlling cost amounted to but atrifle over $2 on a$14.85
traveling bag, and from that maximum it tapered dl the way down to $1 asde.

There was money in that—so much that when the 40,000 bags were gone we were glad to buy an additiona
10,000 and sdll them, too. Before the end of the short Summer season, we had dispased of 50,000 traveling bags.
And hereisthe letter that did it:

DEAR SIR—

The enclosed Specia Privilege Card is worth money, so we have numbered it and
limited it to your own personal use If you cannot use it, we should gppreciate your
kindness in destroying it.

For it gives to a sdect group of Pittsburgh men the chance to obtain, for only $14.85, a
traveling bag which experienced men tdl us cannot be equded in a retal sore for less
than $20 or $25.

This offer is not trandferable. It is being made to a limited number of men in Rittsburgh,
for the reason given below:

Three years ago, dter many reguests from well—known men, a famous desgner
produced for us a wonderful new Traveling Bag which we christened the " Statler” Bag.
Made of GENUINE ENGLISH LEATHER, Beaver grain, and paiterned after the finest
imported luggage, this new bag won ingant favor. Today it has become the biggest—
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sling bag ever produced—a fact which luggage manufacturers are frank to admit.

In this new "Statleg Bag you will find the MOST IMPORTANT improvement ever put
in any luggage. It is equipped with 10 handy moi sture—proof interior pockets, which
give you a specid place for each of your toilet accessories——comb and brush; shaving
s; toothbrush and toothpaste; even your handkerchiefs, neckties, underwesar, shirts and
collard

When you travel with a "Staler” Bag, everything is right a your finger—tips. You can
pack your bag in half the time it used to teke. Battles cant tip over. Your dothes will not
be mussed or wrinkled. 'Mere's"a place for everything, and everything inits place.”

Now, here is my offer to you:

In order to introduce the new, improved " Statler" Bag as quickly as possible, we
have allotted 360 bags to be sold to subgantia business men in Attsburgh at avery
low Direct by—Mail price.

You are one of the men sdected for this specid offer. | would like to send you a"Statler”
Bag a my risk, and with no expense to you. | want you to keep it for a full week's free
trial—actually take it with you on a trip—enjoy its amazing convenience, ddight in its
fine appearance.

After you have used the bag a full week FREE, send it back at my expense—if you are
willing to give it up!

But if you Reit so wel thet you dont wart to part with it, you can send me—not the high
price you would pay in aretall sore—but only $14.85, my low Direct—by— Mail price
on these 360 bags.

Remember, there is no sale—no obligation to keep the "Satler” Bag until you have tried
it out for aweek, AND ARE SAMHED! Just let us send the bag.

But remember, too, that bargains like this will be snapped very quickly—and we have
dlotted only 360 bagsto the city of Fittsburgh.

So useyour Specid Privilege Card NOW—while it saves you time and money.
Yours for mutud service,

P S | bdieve you are likdy to know some of the Pittsburgh men who have already
purchased "Statler" Bags. WWhen men like these use the " Satler” you can redize it must be
abag of supreme qudity.

Hon. Joseph C. Buffington,
Judge of the U.S. Curcuit Court,

Pittsburgh.
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H.F. Bockstoce, Asst Treasurer,
The Carnegie Sted Company,
Pittsburgh.

James C. Gray, Presdent
The Standard Chemica Co.,
Attsburgh.

Norman Wilson Storer,
Noted Electrical Engineer
Westinghouse Electric Co.

BE Jones J., President,
The Jones & Laughlin Steel Company

E.D. McCafferty, Asst Sec.
H.J. Heinz Company,
Rittsburgh

| Experienced
Travelers
Know-

What a difference
the appearance of
their luggage malles
in their reception.

That little matter digposed of; we got busy on the raincoats. Having more time for these,
and having satisfied the powers—that—be that book lists were a gold mine for ther
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product, we were gble to test haf a dozen different letters and pick the one that pulled
best.

Curioudy enough, that was one along lines | had never tried before, nor seen tried by
any one else. | had read somewhere the account of a manager whose company had
been at swords' points with a certain competitor for years. It was very much to the
interest of this man's company that the two should get together, but no one had ever
been &ble to hedl the breach. Finaly, t occurred to him one day that the man we fed
most kindly towards is the one we have just done a favor, so he went to see his
competitor and asked the rival manager if he would do him a favor. Certain of their
customers were taking advantage of their terns. It had to be stopped, but he didn't
know how to do it without incurring their ill will. The other manager was more
experienced than he. Would he not do him the favor of tdling him how he handled
smilar cases?

The rival manager opened up like arose to the morning sun and their little talk started a
friendship that quickly healed the breach between the two companies.

Wi, it occurred to us that there was sound psychology back of the first manager's
action, and it ought to work with letters as wdl as inperson, in overcoming indifference
as well as enmity. So we tried it on our raincoat letter. It proved one of the most
effective apped s we ever had. We have used a dozen variations of it Snce on a score of
different products.

On the raincoats, it pulled so well that during September and October we disposed of
not only al the leftovers from the previous Spring, but some 20,000 additiona coats
besdes. At agoodly profit, too, for again we got 2 and 3 percent and better returns, on a
product sdlling for $18.75. Here is the "Favor” letter that did the trick:

DEAR CUSTOMER:
Will you do me afavor?

For twelve years now, you know, we have been sdling the famous "Keepdry" Coat
direct to the consumer, a a saving of many dollars from the usud retall price.

This year | want to vary our line a bit, so | have changed the fabric to one that
looks like a smart topcoat—but will ill shed ran. And indead of the usual
double—breasted rain—coat model, I'm using a single—breasted topcoat model
that appeals to men because it has style, and yet retains that loose, comfortable

look of the well—tailored light overcoat. | believe that anyone who ever getsout in
sormy or wet weether will like this"Any Weether" Coat better than any raincoat or topcoat he
can buy, but you know how it is in merchandising—you can never be sure of such things
until after you have sunk alot of money in them.

Which brings meto thefavor.

| want to make sure of the demand or lack of demand before we sink too much
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money in thisnew coat. So I've come to you as acustomer of the house:

Will you try out one of these new "AnyWesather" Topcoats for me for a week—WEAR
IT—see how it fed's, how it looks, how it compares with topcoats you have bought at $25
or $30? Above all, how it keeps outwind and rain? And thenwrite me?

Needless to say, I'll send you a coat you can be proud to wear anywhere—a coat that
will fit you as though made to measure by your own tailor.

| can do it, you know, because we have so much greater arange of sizesthan any retall
gore. Where the retailer carries coats in haf a dozen sizes and only one length, we have
57 different szes and 5 different coat lengths!

More than that—where the ordinary raincoat or topcoat serves but one purpose, this
new "AnyWeather" is topcoat, motor coat, sport coat and raincoat——all inong! 1t can
be worn on every occasion that a light overcoat is used— and in aheavy downpour as
well! Every man needs a coat like thisfor rainy days—for chilly nights for auto rides.

Stormy days will never again mean chills and colds and ruined clothes if you wear an
"AnyWeather" Coat. It will protect your health and your clothes, yet keep you looking
and feding as smartly dressed as ever.

But | did not start out with the idea of selling YOU the coat. | just want to iy
you that it is one you will be proud to wear anywhere, in any company, in any wesather.

If you will fill in the three smple measurements caled for on the enclosed card—I'll get
one of these new "AnyWeether" Coats off to you a once by prepaid Parcel Post —to be
worn for aweek a my risk and expense— FREE!

At the end of the week, if you should like the coat so well that you want to keep it, you
can pay—not the $25 or $30 that you are accustomed to paying for coats in stores, not
even our low Direct—to—the—User "Keepdry" price of $16.85 —BUT OUR SPECIAL
INTRODUCTORY PRICE TO YOU, ONLY $14.85!

Otherwise just send it back a our expense, and in payment for the week's wear, tel me
frankly your honest opinion of the coat and its s ability.

Naturdly, I am not making offers like this to everyone, so whether you accept it or nat, |
should fed obliged if you would return the card S0 as to insure againg its fdling into
other hands.

Naturdly, too, your opinion will be of vaue to me only if | get it NOW—before the Fdl
season has redly opened— before we are definitely committed for any greet quantity of
these new al—weether coats.

Won' you, therefore, fill in the three Smple measurements on the card TONIGHT if you
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can, and mall it? On second thought, better mall it right away—while you have it in your
hand—so there will be no chance of forgetting it.

| thank you for your courtesy.

Yours for mutual co-operation,

You will notice it could just as easily be used to sdll books, or shirts or blankets or some commodity
you are interested in. You see, the product is of minor importance. There was scarcely a man in the
whole place who did not know more about raincoats than 1. But it was not raincoats we were sdlling. It
was an idea—in this case, the idea that by specidizing on one grade of coat, one cloth, one style, and
making it in every conceivable sze, we could not only save you money, but give you a better coat and a
more perfect fit than you could get a double the price in stores.

We did not need to know anything about coat manufacturer's to convince you of that. All we needed
to understand was human reactions to certain ideas, and these are what we studied.

They worked so well on raincoats that we felt emboldened to try a different tack on the overcoats—
sling ared reason for ther low price, rather than depending on the price itsdf to bring in the orders. We
have since found thet to be one of the most important essentials in saling—to give a convincing reason
why you are able to make a lower price than your competitor. Mere reductions are not enough. ‘Mere are
too many ways of skimping on qudity and taking it out in abargain price. Y ou must have alogica reason
why your priceislow.

The reason given in the letter that follows was true, and it must have sounded convincing, for it sold
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some 21,000 overcoats in about two months time, a a cost of $28.75 apiece. A few specid ones sold as
high as $47, but these were for anew ideawe were testing. Here isthe | etter:

MR BUSINESS MAN:

Y ou know how mogt factories are—busy and working overtime eight or ten months of the
year, and practicdly idle the rest.

And those lean months—Iike the famines of ancient Egypt— eet up most of the profits of
the fat ones.

Thisyear we determined to change that.

Instead of letting the Woolen Mills lie idle during January, February and March, we kept
them busy weaving the new double—texture, pure wool fabric for "Kegp Warm" Ulders
Instead of letting the tailors twiddle their thumbs during June, July and Augudt, we kept
them busy making up this fine qudity doth into the finished coats for Winter, figuring thet
the low price we could make on these would soon clear out this surplus outpt.

The result is that, instead of the prices ranging as high as $47.00 at which we used
to sell these "Keep Warm" Ulsters in former years—instead of the high prices that
customers tell us coats of similar quality would cost them in stores—we can how
offer you the new, improved "Kegp Warm" distinctive in material and design,
correctly tailored in every detail, and as smart as an English Greatcoat—for only $28.75.

Y ou know how important it is to get just the right kind of Overcoat for those blegk, raw
daysthat start in November and continue right through to deety March.

Neither snow nor dedt, bitter cold or sunny days matter to the man who wears a "Keep
Warm" Ulger. It's the kind of Gregtcoat for any kind of Fall or Winter wegather.

You seg, that's where the pure, double—texture wool comes in. The shocks of sudden
weather changes cannot penetrate it. Comfortable on mild days because of its lighthess—
—cozy and snug in zero weether because the pure wool repels cold— it keeps your
body— warrnth in, and it keepsthe cold out.

Made in a mode that appeals to men because it has Syle, it yet retains that loose,
comfortable look of the wdl— tailored Ulster coat. And it's lined with genuine Skinner's
Satin in the deeves and shoulders, because the smooth satin makes it easy to put on, and
easy to dip out of. You can wear it dl day long without having your shoulders sag or
ache. Jusgt the kind of coat that a man wants for Fall and Winter wear.

All over the country, men who like to be well—dressed at dl times—men like Colond
Ashburn, of the Military Academy a West Point; Governor Holcomb of Connecticut;
Chief Justice Tdler of the Colorado’ Supreme Court, and A. E. Barker, Purchasing Agent
of the J. P. Morgan & Company —are taking to this digtinctive " KeepWarm" Ulgter in
place of the ordinary overcost.
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Why, in the past few years, we have sold more than 42,000 of them, and every day
brings us letters Re this from Charles M. Robinson, Esg., Counselor—at—L aw, of
New Haven, Connecticut:

"An Ulster equal to this one would have cost me at least $50 in aretail
store. | have found it to be very warm, and its wearing qualities excellent.”

And this Fall's modd is better far, we believe, than any we have ever before offered!

Bargains such as this will, of course, be snapped up quickly. Our output this Fal is

absolutely limited to 19,961 "KeepWarm" Ulgters, and among our more than a quarter
million customers, they won't last long.

While they last, you can get one of these latest models, smart, new Greatcoats for only
$28.75—as fine a quality and a better style than any we sold in the past for as high as
$47.00.

YOUvaercoah
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What is more, you can SEE it, EXAMINE it, WEAR IT FOR A WEEK at our risk and
expense, without one cent of payment. Merdly fill in the smple measurements on the
enclosed card and drop it in the mail. Well do therest.

Fair enough, you'll admit. And you redize that we couldn't make such an offer if we
didn't know that these new "Kegp—Warms' will back it up.

But we DO know it, so we're entirely willing to do our part. Are you willing to put usto
the test?

Just mail the card. Then st back and watch results.

Were waiting,

That ended the regular sde. We had eight or nine hundred coats left in odd sizes and colors, so we
went back to the book business again and borrowed from it our old damaged—set letter. Of course,
there was nothing damaged about the coats, but the odd sizes and colors furnished just as good an
argument, and, as it proved, just as effective bait in landing orders. For instead of the eight or nine hun-
dred orders needed to clean up our stock, we landed close to ten thousand! That was no hardship, you
can be sure, for the factory had any number of odds and ends of piece goods on hand, and they were
delighted to make them up into coats—at a goodly reduction in costs, too. Hereis that old book |etter,
as adapted to sdlling odds and ends of overcoats.

790 Left—over Ulsters at a Big Discount!

DEAR SIR:

In the rush and excitement of selling, in the past two months, 21,000 "KeepWarm"
Winter Ulsters, there was no time to pay attention to exactly how sizes and colors
were running.

The result is that now, with the season near its end, we find ourselves with 790 coats
left over—indl szes—but without a complete range of sizesin any one color!

There are dark grays and blues and beautiful brown heather—mixtures, in Greatcoats that
we s0ld in the pagt dl the way up to $47.00—redly handsome colors, dl of them—but we
can't be sure which color is here in the exact Sze that will fit you.

And you know how the Overcoat season is—if these Ulgters; are not al digposed of before
Chrigmas, some of them will probably be on our hands until next Fall.

S0 rather than carry any of them over until then, we have decided to make one sweeping
reduction, and offer these 790 smart, didtinctive, beautifully tallored Greetcoats—of fine,
warm, double—texture pure wool cloth—for only $27.65!

This is the lowest price we have ever made on these dl woal "KegpWarm™" Ulgter Coats.
Jugt try to find their equa—in style, in workmanship, in fine—qudity materia—for $40 or
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$50!
Only 790 Coats Left

We have just 790 of these double—texture adl—wool Greatcoats to sl at this low price
When they are gone, your chance to save on our Winter Ulgter will go with them. But
while these 790 lagt, you can get as perfect— fitting, as gpod—Iooking, as fine—quality a
Winter Gregtcoat as ever you would want to wear, & an dmaost unheard—of bargain.

If you will just write your name and three Smple measures on the enclosed card and mail to
us, we will send you a "KegpWarm" Ulge—that will exactly fit you—by pre—paid
Parce Pogt.

You may keep the overcoat for a full week. Then, if for any reason at all you don't
care to keep the coat, you can send it back at our expense. But if you are so well
pleased with it that you don't want to part with it, just send us $27.65, the low price a
which we are offering these last remaining 790 coats.

SEND NO MONEY—smply mail the post card. But do it a once, as this opportunity to
save money will not occur again.
Y ours up to 790,

- Last Chance!

This: All-Wool
Overcoat

s

¥
: On]y $24.95 if you are prompt

The Opportunity ’I i%

L
'y
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Notice how readily the idea adapts itself to overcoats, just as though it had never been used for
anything else. That is my experience of most basic idess. If they are good for sdlling one product, they
can be adapted to saling amost any other product.

Notice, too, how smple was the form of circular. This, of course, was intentional, to carry out the
idea of there being so few coats left in stock that it was not worth while to print an elaborate circular to
describe them.

One of the questions often asked of me is. "What did you do to keep your customer sold after you
had received his order?’

An important question, for every one has experienced the reaction that so often comes after you have
alowed yoursdlf to be persuaded into signing an order or sending for something by mail. You fed that
maybe you were too precipitate and begin to look around for ways in which you can back ot.

We met that problem by using every opportunity to re—sdl the customer on his purchase. In
acknowledgment letters, in bills, in the enclosure thet went with each product, we had in mind the
truism that the sale is not made until the goods are paid for, so we tried to put salesmanship into each of
these. Here is a sample of one of them—the enclosure that went with the overcoat and was seen even
before the overcoat was uncovered:

DEAR CUSTOMER—

A man has to be well—dressed these days——correctly dressed. And "correctly dressed”
means conservatively dressed— dressed in accordance with the standards set by men of
high repute.,

One underlying thought has aways been back of every KeepWarm" Ulster we have
s0ld——one of correctness, as well—groomed men express and endorse it.

"KegpWarm" Ulsters are made for the man who seeks well—styled, conservative
clothes, with good wearing qualities and finest workmanship, rather than the "ultra
fashionable" styles that appeal to some men. Our merchandising policy—buying,
selling and advertising—is controlled by this "correctness” idea.

Y ou can wear the "KegpWarm™ Ulgter we are sending you, with the comfortable assurance
of being weldressed—of knowing that your coat is a part of you and that it ex—presses
you a your best.

Sincerely yours,

P. S—A customer often writes us that some friend wants a coat exactly like the one he
bought of us. So we have printed a "Friend's Order Blank" on the back of this folder.
There is only one condition attached to it—it should come in right awvay to get the
advantage of the low $27.85 price.
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Of course, these were not the only offers we mailed during those seven months. They were the high
lights. In addition, we sold tires, shirts, underwesr, ties, and a dozen other items, but the sale of none of
these reached the proportions of the traveling bags and codts.

Shirts came nearest to it—in fact, later on shirts came to be one of our biggest sdlers. We shdl touch
upon them in the next chapter, for our mailing on shirts during thet first Fall was more in the nature of a
test than a separate mailing. It showed such promise, however, that we decided to make a big mailing
on it in the Spring.

Tires sold reasonably well, but their margin of profit was so narrow that we never went after that
businessin abig way. Here is one of the successful letters we did use:

MR. CAR OWNER:
"Enclosed find check for 25% of your Tire Bill."

If we said a the beginning of this letter that we were enclosing— our check for $3.00
to $12.00, you would be interested and doubtless highly pleased. Y ou would certainly
read on to see why wewere so liberd.

Instead of an actual check, well tell you in a few words how you can save that
amount of money on every tire you use.

One of the oldest firms in the rubber business—a factory which makes tires that
are as good as any in the world— wants to see if car owners will buy ther tires
"direct" if he will sell to them at just about the price dealers now pay—

This tire manufacturer knows that such a saving can be made if a lot of unnecessary
sling expense and middlemen's profits are wiped out. So he's going to test out the
American motoring public by offering the very best tires he makes— DIRECT to car
owners, through our sdlling organization which operates by mail al over the country.

And to quickly fmd out if men redly want to save 25% on the best tires that can be
made, heis having us rush out this August letter to afew sdected car owners.

If the response to this advertisng is not tremendoudy large, the manufacturer's plan
will be discontinued immediately. That would be too bad from a money— saving point
of view; but it will show that people would rather continue buying tires in the old way
even a higher prices.

On the other hand, if the response islarge, this plan of sending tires direct—to—the—
user (by parcel post) will be continued and you can aways get your tires through us at
agreat big saving.

Thislsa Free Trial Offer

If you mail the enclosed card at once, well send you at our own risk and expense one or
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more tires for a week's FREE EXAMINATION. You can measure them, heft them,
and compare them for bigness and strength and resiliency with any tire you know. See
if you recognize' their make. There's no better Cord Tire in Americatoday.

At the end of the week—if you're satisfied that they're as fine tires as ever you've
seen—you can send us the low Direct—to—the—User price given on the ingde of
this letter. Otherwise, just send them back at our expense.

Theré's only one condition to this offer—you must take advantage of it a once. For,
naturaly, the results of this experiment in direct—sdlling will be of use to our
manufacturer only if he can follow them up promptly, while the heavy driving season is
gill onin August and September. Naturdly, too, since everythingisON CREDIT (no
cod.,

no "express collect ' " no cash in advance) we had to care fully sdlect the people to whom
this free—trid offer is being made, 0 if you cannot use the enclosed card, we should fed
obliged if you would either return or destroy it.

Returning the postcard without delay (regardless of whether your answer is YES or
NO) will be an act of courtesy that will be persondly appreciated by the president of
one of Americas oldest (1857) rubber companies.

Very truly yours,

P.S To kesp him from getting "in wrong" with jobbers and deders and garages while this te is being
mede, the manufacturer's is making just a dight change in the treed design on his tire and is having the
sdewdls show up the name of the tires as "New Process Super Cord" indtead of using his own well—
known name—but the tires are absolutely identica in congtruction with the very best and largest cord
tires that this noted manufacturer makes. Youwill recognize their high quality (and maybe their manu-

facturer) as soon asyou seethem.

Thelast offer of the season was our Christmas mailing. It wasthe only mailing of the year in which we offered

achoiceof avariety of different products, and for that reason, it was about the least successtul of all.

For here is a strange fact, which has held consigtently throughout dl my experiencein sdlling by mail: If you

offer one article you will get twice as many orders asif you offered a choice of two or more articled

You see, making a choice involves hesitation. And in selling by mail, the customer who
hesitates is lost to you. | have seldom known that rule to fail. Even in giving free premiums, we found that

offering the customer a choice of two or more premiums cut the ordersin half.

So | have dways been an advocate of sdlling onething a atime—atraveling bag or acoat or aset of shirtsat a
unit pricefor thelot. But at Christmastime | was over—ruled. All the othersfelt that we would get more ordersby
offering abig variety of gifts. In later years we |learned differently. But this time we made up alittle catalog and
offered achoice of any or dl the artidesin it. It did not pull nearly aswell as our single product offers, but it paid.

Here isthe letter and booklet:

DEAR CUSTOMER:

Christmas comesin just afew weeks, and if | know anything about daddies, husbands,

184

Copyright © 2010 ProfitTips.com All Rights Reserved.



uncles and big brothers, that means something to you.
May | help you pick out suitable gifts for your family and friends?

Right here in your hand is a little bookiet just crammed MI of good things that men of dl
ages appreciate—fine shirts of madras, flannel or English broadcloth; neckties, bath—
robes, hosiery of fine silk or warm wool, golf balls, books, etc.

Then for your wife and the other women folks there are silk stockings, silk umbrellas,
lingerie, furs, appliances for the home, jewery, and many other thoughtfully selected
gifts which women cherish.

For that youngster there are good things that al be— boys gloat over—footballs,
baseballs and gloves, outfits for tennis and things for the vigorous, sturdy chap
that loves the out—of—doors. For his quieter sister, we have just the type of dolls
and books that she will love and cherish.

Slverware

Luggage
Pearls

Clothing
Electrical Appliances
Toys

—d| are here—at prices surprisngly low! And if you make your selections now, while
our stock isat itsbest, they'll be shipped the very day your order isreceived.

Take this letter and bookiet home with you this evening— better ill, go over it right
now! You will be amazed how quickly you will find exactly the Chrismas presents thet
will mean most to your relatives and friends:

And you will be even more amazed a& how much money you can save.

Everything Comeson Free—Trial

Keep each aticle afull week—examine it for quality and vdue—satiSfy yoursdf thet it is
jugt the gift for the friend you have in mind—THEN DECIDE. Send back any article you
don't carefor! Youll not be out one penny.

Now dont file this away to "think over." Theres nothing to puzzle about, because you
dont have to send one penny or promise anything, except that you will send the gifts
back in aweek if you dont like them.

That'seasy—is't it?

By usng the enclosed orde—form you kill two birds with one fountain pen. You save a
good many dollars on your Christmas gifts, and you're relieved of all that bothersome
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burden of Christmas shopping in stores.

Where's that pen?

s
i Send No Money « Take No Risk ji
 Ewerything oomay for m Week's Foes Tasl f

A'Simply Mail the Order Form

- Cmeraika, vas, WARREN, rrnm.:;‘!

That ended the sde for the year. It changed the figures on the balance sheet from $80,000 in the red
on June | to $121,000 net profit December 3 1. And it proved a number of things, among them that the
best mail order buyer is one who has aready bought other products by mail, and that it is ideas that sl
goods—not mere descriptions of the goods themselves. Ideas are the only things that count, and the
ideathat will sdll vast numbers of books can be used just as effectively in sdlling raincoats or traveling
bags or overcoats or shirtd!

Those were the important things we got out of that seven months sale. And they were the
factors responsible for the big strides we made in the next two years.
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XVII

A Giant of the Mails

IN THE book business, January and February are the best months of the year. Thisis especidly true
of inspirationa books, for people make their good resolutions the first of the year, hence they are far
more likely to embark upon courses of study than after those resautions have been forgotten.

In sdlling merchandise by mail, however, we found January and February the poorest months of the
year. Stores hold their bargain saes then, so it is hard to show a great enough saving between their
offerings and those you can make by mail, to induce people to go to the trouble of sending away for the
things they want.

Another little—known factor in mail sdlling is that people will buy by mail far more readily before
the season for that product has begun, or at its very start; but once well under way, they turn to their
local stores. 'ne reason for this must be that when the time has come when they actually need a thing,
they don't fed like risking any possible delaysin delivery. They want what they want when they want
it. But beforehand they are willing to send for things and try them, figuring that if they are not what
they like, there is plenty of time to return them and get something locally.

So, excepting smdl mailings on left—over Winter products, we devoted our time in January and
February mosdtly to tests. Of course, we could not expect anywhere near as good results as when a prod-
uct was in season, but we usually managed to get afair indication of the pulling power of acircular by
adways usng ayardstick, i.e., by testing against each new circular we were trying, a thousand of the last
successful circular we had used on that product. If the new one outpulled the old in this off—season,
we fet reasonably sure it would do the same when the season came around again. If it did not, we
discarded it and tried again.

There were aways plenty of products to test, for we had to be continually on our guard against
old products losing their appeal, and to keep feeding in new ones to take their places. The
previous Christmas, for instance, we had tested pearls and perfume, with the idea of using one or
both of them for our Christmas offer the following year. Both showed promise, the perfume
especially coming through with so many orders that we mailed some hundreds of thousands the
following Christmas. Here were the two offers:

DEARMADAM:
Will you try this experiment?

Ask your jeweler to show you a pefect degp—sea pearl. Put the enclosed Deltah
manufactured pearl dongsideit. Then try to tell them apart!

The jeweler can do it—with the aid of his magnifying glass. But neither you nor any other
person not an expert in precious stones can distinguish the natura from the manufactured
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pearl.

Inluster, in weight, in iridescence, in color, the little pearl we are sending you will measure up
to dl the requirements of the genuine deep—sea jewel. Step on it! It will stand the weight of
an ordinary size man. Bail it in hot water! 1t will come out lustrous, with the soft opalescence
that only a pearl can give. Weigh it! You will find it heavy, firm, indistinguishable in any way
from the natural pearl, except to the expert with his magnifying glass.

Most society women, most of the stars of stage and screen, have duplicates of their costly
deep—sea gems made up in these manufactured pearls to wear at dl public functions. For no
one can digtinguish them from the genuine.

The only difference apparent to the naked eyeisin the price—and you save that big difference.

In New York, in Paris and London, Pearls are the vogue this year. They are being worn
for every occasion, with amost every conceivable costume—with evening gowns, for
parties and afternoon teas, for street, for shopping.

The "Carmen" necklace of Deltah pearls, from which the enclosed pearl was taken, was
made to sell in retail stores at $21.00 and & so advertised in national magazines at the
present time.

But if you will mail the enclosed card right away before the heavy Christmas rush
begins—we will send you this famous necklace, in the favorite 24—inch "Opera7
length, fastened with a diamond clasp of white gold and genuine diamond, for only
$15.75.

Not only that, but we will send it to you for a full week's free trial, without one cent of
payment, to be tried out, to be examined, to be WORN for aweek at our risk.

If for any reason—or no reason you are not more than ddlighted with it, send it back and you'll
not be out one penny.
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Naturally, we can't make offers like this to every one, so even if you don't take advantage of it
we should feel obliged if you would return or destroy the card. Naturally, too, you will have to
take advantage of it right away, before the heavy Christmas rush begins.

May we hope you will mail back your card now— TODAY?
Sincerdy yours,
DEARMADAM:

Who would ever dream that exquisite Narcisse Perfume—perfume so lovely that its heady fragrance will
amaze you, yet 0 marveloudy delicate and al— pervasve that it seems like a bregth from the flower
gardens of sunny France—who would ever believe that such perfume could be had for a dallar or lessan
ouncel

$1 an ounce Why, you would pay more than that for just ordinary, unknown perfumes a the comer
druggigts perfume that would seem flat and dull and lifeless dongside this exquisite Narcisse.

The most delightful, the most captivating sweetness ever extracted from flower petals and imprisoned in
crysa —that is Narcisse. Faint yet compelling, this liquid fragrance is like golden sunshine mellowed by
daned glass. The lore which enters its making is akin to the lore of the wine makers of France—a secret
handed down from father to son for generations.

A fragrance tha intrigues you—a delightsome, refreshing fragrance unlike that of any perfume you have
ever known. The essence of music and laughter, the sweetness of flowers on a dewy mom—al magicaly
imprisoned in ays.

Graded the way perfumes are usually graded, Narcisse would retail for $4 to $5 an ounce. In fact,
in the fashionable shops of Palm Beach, Newport and Fifth Avenue, Narcisse is sold at $5 an
ounce.

To offer even the small quantity we have at less than $1 an ounce is such a remarkable event that
we have decided to confine it to just the wives of our customers. To them we are making this offer:

If you will mail the enclosed Free— Trial Card at once, | will send you an 8—ounce bottle ofNarcisse,
pogpaid, for examination. Break the seal, open it up and TRY it! At the end of the week, SEND IT
BACK ifyouarewilling then to part with it.
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But if you dont want to pat with it, ssnd me—NOT the $5 an ounce, & which Narcisse Perfume is
priced in many fashionable shops—BUT ONLY $7.85 FOR THE FULL EIGHT OUNCES!

This holds good, though, only on the smdl quantity we now have on hand. The endosed FREE—TRLAL
CARD must be used a once.

Yoursif you are prompt,

At the same time we tested a new vaiant of the old damaged—set Ietter, with a view to usng it
the following December on whatever overcoat sock was left after the regular sde. Copy of it

follows. It pulled dmost as wel as the damaged—set |etter quoted in the lagt chapter, so we put
it addefor later use. Hereitis

A Few Overcoats at a Great Saving

DEAR CUSTOMER:

| can save you a good many dallars right now—if you haven't bought your winter overcoat
yet.

Already this winter we have sold 21,631 "KegpWam" Ulders—a prices ranging up to
$48.75. Now there are only 582 of these good Ulgters left—not enough to do any heavy
nationd advertiang about—yet we don't want to carry them on our inventory until next Fal.

Rather than offer them to some jobber & a"bargan” price, I'm going to offer them to my old
customersyoursalf and other men who have bought raincoats, traveing bags, etc., from mein
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the past—at ared old— fashioned bargain price, only $24.95.

In other words, I'm giving you, rather than some city jobber, the benefit of the bargain.
Remember that my sevenday free examination privilege holds good. You send no money in
advance. You are free to return the "KegpWarm" Ulder if you don't like it for any reason,
paticularly if you don't think it's worth $40.00 instead of only $24.95.

Certainly you can use another overcoat this Wintermost of the cold weather is still
ahead. Or you'll need a new overcoat this Fal. Just between you and me—isn't a
saving of $15.00 worth enough to you to get your coat right now?

Thisis my one and only offer at thislow price. I've only 582 coats left. If you are not
keeping warm in one of them a week from today, you'll bethe oneto blame—not 1. 1
am giving you a wonderful chance to get a genuine "KeegpWarm" Ulster now at a
fraction of the regular price. Just think, for only $24.95 you can get an al— wool,
handsomely—tailored, satin—lined Ulster that will keep you warm and well—
dressed this Winter and all next Winter, too!

Smply fill in the postcard, mail it today without any money, and I'll send your proper sizein
a'KegpWarm" Ulster right away by Parcel Post.

But remember this—I have only 582 Ulgters left at $24.95. To protect mysdf | reserve the
right to telegraph you if your order reaches me after your own sizeis dl gone. To be sure of
getting one of these "Keep Warm™ Ulgters, send for your size a oncel

Sincerely yours,

P. S. These 582 coats are the very latest ones made this Winter—the last word in style and
tailoring—pure—wool cloth, plaid back, Skinner's Satin lining, etc.

Then we took up shoes and socks and ties and underwear and dl manner of products. From the sales
point of view, there were few products in men's wearing appard that we were not able to bring back
ordersfor in profitable volume. But when it came to the actud sale, it sometimes developed that it was
so difficult to fit customers satisfactorily that the products had to be ruled out.

Shoes were one of these. Severa times we tried shoes and brought back ordersin profitable number,
but when it came to fitting people, our orders dwindled by half. Possbly we did not have the right
shoes or the proper method of sizing. Whichever it was, more than half the shoes we sent out came
back. So we quickly abandoned that line. Here is one of the letters that brought in the orders:

DEAR SIR:
What size shoe do you wear?

If you will pick out the most comfortable pair of shoes you have, and pencil on the enclosed
card al the markings from just inside them near the top, we'll promise to send you as
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easy—fitting, as stylish—Ilooking, as comfortable a pair of shoes as ever you've had on your
feet, at aprice lower far than you've paid for good shoes since the war.

Their style will spesk for itsdf. Their fine leather, too. But only months of wear under everyday conditions
will tell you the full story of comfort and service that is built into every pair of "Double Wear" Shoes.

For "DoubleWear" shoes are designed for comfort according to Nature's own plan for the feet.
There's a graceful swing to the toe. The sole rests firrrily againgt the ground and yet flexes with
every motion of the foot. Tle arch fits snugly. In short, they fit everywhere—bind nowhere look
like far higher priced shoes—and WTAR that way.

Will you try this test?
Fill in the markings from your most comfortable shoes, on the enclosed card. Then seeif we can't
giveyou as easy—fitting, as sylish, as good—Ilooking apair of "DoubleéWear" Shoes—regardiess

of what you paid for Yours!

Cods nothing to try, and if you can get as easy—fitting, as good looking, as servicesble shoes
a athird less than you are now paying, it'sworth saving, isnt it?

Weé're reedy to send then—4 without one cent of payment, for a week's FREE ingpection. Are
you willing to put usto the test?

Well be here—waiting,

Ancther "dud" was athletic winter underwesar. It sounded good, and our customers evidently' thought
S0 too, for they ordered it in goodly quantities; but oh—how they returned it! And when | hed tried a suit
on one of those cold, blizzardy days that are o frequent in north— western Pennsylvania, when the wind

blowing down from the lakes has an edge like a knife, | knew just how our customers mugt have fdt. And
| did the same as they— | went back to my long ones.

But as an example of a letter that brings in the orders, the ahletic union suit Ietter has aright to a place.
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So hereitis

"Oh! It's Great to Get Out in the Morning!

DEARNEIGHBOR—
Those bracing, snappy Winter dayswill soon be here,

Do you want to make them different this yea—want to get more vigorous, happy, red—
blooded enjoyment out of them than ever before?

Then put away those shivery BVD's or other light underwear and get "Keep Warin"
Athletics. Remember when you were a youngster, how you used to coast and skate al
day long and far into the night with never a thought about the cold?

Wool—that'swhat did it! Only "KegpWarm* Athletics are not the scratchy, uncomfortable woolens you
wore then. They arethefinest Audrdian Lambs Wooal, with al the warmth and absorptive qudities of
wool, but mixed with just enough high—grade Southern cotton to give them softness, fleecinessand

strength.

What Have I to Say?
Wby, fust thir, Mr. Blair.

I those “Keep\Warm™ Auhleties are all you claim, I'2 like
to sce them. So sead aloag a box— & your ows risk and expense —
for a week’s FREE EXAMINATION

i At the end of the weak I will cither send you the special
price of $11.95 for 4 suits; or else 1"}l return them = of YOur £X prouv.

T - e o R B T e
BBRIEIR . o oo e B e . e S——_——ra——
e - I o
- T RIS, | Ry

Your Hoght A . _in Wegu — 1 &“o_n._ -
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For the vitd organs of the body must be kept warm. Cold —gets to a man” unless he's amply
protected from neck to knees. But nowadays, when men work so much indoors, they like to have
their arms and legs free. And they ought to. Nature never intended our legs and arms to be heavily
covered. Look a the animas—ther fur grows no heavier on ther legs in Winter than in
Summer——only on their bodies.

"KegpWarm™ Athletic underwear offers the double advantage of warmth for the vitd organs and
freedom for legs and arms. And wear! "Keegp Warm™ Athletics might be called the suits that put the
"Wear" in "Underwear."

Just take a look at them! Costs nothing to do that. The enclosed card brings them to you in a
factory unit of four to abox at the specia Direct—to—the—User price of $11.95. Try to buy their
egua in stores at less than $4 to $7 a suit!

But never mind what we SAY about them—Ilook them over for yourself. Youll find a new kind of
winter comfort, and anew way to save money by buying DIRECT!

Y ours for the straightest route
—the Direct—by—Mail Line.

Why did | not find that out before | wrote the circulars? Principaly because it would have done no
good if I had. The manufacturer had "sold" the buying department on the idea, so it had to be tried to be
proved feasible or other— wise. Individua opinions counted for little with us, no matter whose they
were. It was not one of us we were trying to sdl. It was the consuming public. So the only voice we
heeded was the voice of a customer.

But most of our tests were not so sterile. There were bath robes, for instance; and woolen
socks; and winter underwear of the regular kind; and motor robes, and a number of other
products that we shall come to presently.

March marked the beginning of the regular mailings. March, in other words, ushers in Spring, and
Springtime means first raincoats, then shirts and Summer underwear, then traveling bags and the like.

So we darted the Spring mailings with a letter on topcoats. But we had found thet the feature of a
topcoat which had the greatest pulling power was its rainproofness; so we caled our topcoat first "Me
Keepdry," and later "The AnyWesather." Of course, as dways, we tried severd different letters, but here
is the one that got the palm:

DEARSR—

If you are thinking of buying a Spring topcoat, a raincoat, a motorcoet, a light-weight overcoat

Don't!

For you can buy them dl in a"Keepdry" at one low Direct-by-Mail price. The "Keep dry" is

all these coatsin one. It is the ideal coat for Spring, but good for any season-and for many
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seasons. For everywear—everywhere.

Light and smart as a sportcoat—the "Keepdry” sheds the hardest rain. Didtinctive in cut, materia
and design, correctly talored in every deail-the "Keepdry" prote¢ you from the heaviest
downpour.

For between the smart gray cloth of the outer fabric and the handsome plaid lining is athin film of
pure rubber— soft and pliable as sk, but rain-proof and water-proof.

Out a the Country Clubs, or in town on businesswherever smartly dressed men go in
cloudy weather, you see the "Keepdry." For it keeps a secret. Most raincoats are just plain
raincoats--only that and nothing more. The "Keepdry" conceals the fact that it is a raincoat
until the rain begins.

Every man needs a coat like it for rainy days—for chilly nights-for auto rides. With a"Keepdry"
in your wardrobe you are equipped for any westher. Why, every day sees letters coming to our
office like this one from Mr. A. J. Dutell, Vice-Presdent and Treasurer of the Southern Ohio
Portland Cement Company—

"l never got as much comfort and satisfaction out of any coat as | have from the
'Keepdry.' | had been looking for such a garment for years—a coat | could wear on
al occasons and be proud of "

The lowest price at which we were able to figure these good coats last Spring——or for severd
years before - even on huge quantity production basis, even after leaing out al needless
sdlesmen and figuring our costs Direct—to—the—User, was $17.85 to $23.50.

But you know how most factories are—idle or working only part time for 2 or 3 months of the
year; while the overhead, rents, interest charges, sdaries, etc.,, go merrily on. This year we
decided to change al that, so we kept the "Keepdry" factory steadily busy at full time, making
up "Keepdry" Coats for the Spring.

The resultant saving we can now pass on to youl.

Instead of the $17.85 to $23.50 price we had to charge last Spring and in previous years, or the
high price that customers tell us they would have to pay in stores, we can now give you a new,
improved "Keep dry," better than any we have ever before been able to offer, for only $14.65.

There is only one condition——one string to this offer. Your order must comein
promptly.

Naturally, we cannot continue this price on coats made during the regular season. It holds
good only on those made up in advance.

So it's very important that you fill in your height and weight on the enclosed card and mall it right
away.
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Thiswon't put you under any obligation, you know, for if you don' like the "Keepdry," you have
only to return it a our expense and that ends the matter.

Will you send this postcard for afreetria? Today?

I'll be waiting,

‘._._ ., "' :
// ..h? I { '?.._':!":7
55
X,
That letter sold a good many thousands of AnyWesther Coats, even in the Spring season. Spring, by

the way, isonly half asgood as Fall for salling topcoats or suits. And the same letter will bring in twice
as many ordersin the Fdl asin the Spring. The above letter pulled well, however, even in the Spring.

We followed it with a mailing on shirts, using the letter we had tested the previous Fall. And how
those shirts did sdl! In acouple of years we brought our shirt sales up to more than 350,000 ayear! Here
isthe letter that started them:

DEAR SIR:

In our fathers day, you know, dl fine shirts were handmade—that meant qudity, but high
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cost.

Today you can buy as good a "LongWear" Shirt—al "ready—to—wear,” and perfect—
fitting—at about half the cost!

For when we fit you in a shirt, we don't take merely your neck measurement, and trust the
rest to chance. No—we figure out from your height and weight and collar size, how much
you need across the shoulders to give you free swing, and yet ook trim and well— tailored;
just how much to dlow you around the waist to make your shirt ook right STTING or
STANDING,; how long your deeves should be; how long the body.

Y ou see, we're not confined to afew standard sizes like aretail store. Where they cater
to a few hundred or a few thousand customers, we have 308,000. Where they carry
shirtsin afew standard sizes and afew deeve lengths, we have 45 szesand deevelengthd

That iswhy "LongWear" shirts look as different on you as a custom—made suit of clothes. That
iswhy they fit you so well "dl over "——neckband, shoulders, chest, waist, deeves.

But thet isn't all!

"LongWear" shirts are made of woven madras instead of printed percale. For that reason they will
hold their color in spite of repeated launderings. The madras cloth is woven fine and firm—there
are more threads to the inch each way than in many shirts.

More than that, though. By concentrating al our efforts on three desirable patterns (the finest
looking we can find) and selling three to abox Oust as they are originaly packed in the factory),
we are able to offer you these "LongWear" shirts DIRECT-BY-MAIL at only $4.95 for the three,
postpaid. (Though fme woven madras shirts are known to sdll in retall stores for much more.)

And if you will drop the enclosed card in the mail at once, before the heavy Fall demand begins,
we will send the three shirtsto you at our own risk and expense for aweek's ingpection FREE!

Send no money-pay nothing on delivery. Just tell us how tal you are, how much you weigh, and
what sze shirt you usudly wear. Then Sit back and watch results!

But you will have to mail the card right away!

Hadtily yours,

197

Copyright © 2010 ProfitTips.com All Rights Reserved.



S

B bt Ehern g i e,

The point in the letter which seemed to have the strongest gpped was the fact that we had so many
szes and deeve lengths that we could easlly fit any one. Yet as it worked out, we had fewer complaints
about fit in shirts than in dmost any other product that required fitting.

Notice the circular. We tried severd different illustrations for that first page, and much to our
surprise, the one of shirts hanging on aline considerably outpulled any other.

On theinsde we found that our most effective way of driving home the sdlling festureswasthe 1, 2,
3, 4 method, while the pointing arrows made the strongest apped of all.
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On the last page, we tried dways to bring home the "free-trial-nomoney" feature, and when possible,
we put in agood, strong testimonia or two to make our assertions more convincing.

Another product we tried alone for the first time that Spring was silk socks. Y ou would think, easy as
it is for aman to go into any store and buy himself slk hose, that it would be difficult to sdl him a
dozen pairs at atime by mail. But it was not. That Spring we sold some 20,000. And that was just the
gart. Silk hose, too, came to be one of our big sdlers. And here is the letter that started them

DEAR BUSNESS MAN:

| am going to send you within the next few daysabox of twelve pairs of "LongWear' Slk
Hose.

This"LongWear' Slk Hose is probably not like the silk socks you are now wearing because:

1. "LongWear" Hose is made of Pure Thread Japan Sk, while lots of "slk" hose
nowadays is made partly of artificid slk to chegpenit.

2. The silk in "LongWear" hose is 11-strand, which makes it heavy and rich looking,
instead of 9-strand with invisible metal loading which becomes brittle and soon makes
holes.

3. The feet of "LongWear" Hose are made OVERSIZEjust like good automobile
tires-actually larger than most hose, so they will wear much longer.

4. The sole is double thickness and the hed and toe and top are made of fine mercerized
lide that wears and wears and wears.

| am going to send this hose to you—with no obligation on your part—for you to ingpect and
actudly see the difference between it and the hose you now weer.

But—there's just one thing—I can't send the hose until you tell me the size you wesar. Y ou can do
that in ajiffy on the enclosed postcard.

When | send the hose, there's absolutely no obligation on your part to pay for them. You can
return the hose for ANY reason, or for no reason at all.

But Here's the Most Important Part

If you find these "Long Wear" socks are everything | say about them (and you're to be the sole
judge), how much would you expect to pay for them? 750 apair? No gr, that's what you'd expect
to pay for silk hose with al the tricks of "loading" and "skimping." $1 a pair—the price that other
red good hose sdlIsfor? That's more likeit.

Well—if you decide to keep the "LongWear" socks, you need send me only $7.95 for the
twelve pairs. That's the entire cost to you. Only sixty some cents a pair.
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How can we do it? Firg, we sl the hose only in the "wholesal€" lot of one dozen—the same
amount that hundreds of dedlers buy a atime. Second, you ded direct with us by mail and you
pay none of the costs of selling through Jobbers and Traveling Salesmen who call ondedlers, to
say nothing about the heavy costs of ordinary retailing.

Just fill out the enclosed card and shoot it back. The "LongWear" Hose will come by Parcel Post
(prepaid, of course) with no obligation on for you to keep them. Y ou can't lose apenny. I'm the
one who isasking to send them. Won't you let me?

Send the card NOW! 'Men st back and watch results.
Yoursfor "LongWear" in GOOD Hose,

That brought us to the traveling bag season. All through the Spring we had been testing different
letters on traveling bags, hoping to find one that would enable us to duplicate our sale of 50,000
bags of the year bef ore. But not one of our appeals seened to register.
Apparently we had sold every one in our lists who had any idea of
buyi ng a traveling bag.

But we knew there must be some appeal that would put bags over, so we kept trying, and presently
we found it.

Y ou must know that one of the things we had learned in sending mailings to our customer lists
ten or twelve times a year, was the need for varying the appearance of our letters and circulars.
We found that if we used the same style of envelope and the same old letterhead month after month
they were never even opened; but when we changed everything about them, even ther Sze and color and
the comer cards, it was like circularizing a brand new lis—so much better were the results.

'Mat is whet findly gave us the idea for our successful circular on traveling bags. If, asit seemed, our
lagt offer had been s0 good that it had combed out of dl the available ligts every possble order, then our
only chance for more was to make our next offer as different as possible from the previous one.
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And thet is what we proceeded to . Instead of alditer, circular and card, we used a "giant letter,” 9 by
14 inches, with a doubled sheet like a four—page letterhead, and on the insde pages we put a ftill—size
picture of the traveling bag, opened s0 as to show the convenient arrangemernt of the pockets, and with a
full description dongsde caling attention to every festure. Here is the letter and the illudtrations that went

on the insde pages.

My DEAR SIR:

Once in a blue moon the announcement is made of a new invention of such greet importance as
to warrant cdling your atention to it—IN ADVANCE OF MANUFACTURE!

Word has jus come from the inventor that a patent has been granted on a new LOCK for
Traveling Bags which we bdieve will revolutionize the whole Traveling Bag indudtry.

For this new Lock has automatic dlasps and does away with dl the bother incident to
closng the ordinary Travding Bag, snapping the cdagps and fagtening the lock. Itis
AUTOMAUC—and it iIsSAFE.

But that isnt dl!

This new "Statler” Traveling Bag has 10 handy, moisture—proof pockets to hold
your comb and brush, shaving set, toothpaste and tooth brush—even your shirts,
underwear and collars! With this new "Statler" everything isright at your fingertips.
You can pack your bag in half the time it used to take. Bottles can't tip over. Your
clothes will not be wrinkled. There's "a place for everything and everything in its
place.”
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AND IN ADDITION TO THIS, the new "Saler" Bag has dl the improvements that made the
od "Sale" so fanous—the genuine cowhide legther, so tough and durable it will lagt a
lifetime, the double handles, the solid brass hardware.

YOU WONT BE ABLE TO BUY A BAG COM—BINING ALL THESE
FEATURESIN ANY STORETHIS YEAR FOR $25!

But to those of our friends who will send the endlosed Reservation Card & once, we are
going to make a specid Introductory Price on the firg of these new Bags to come from the
factory, of $14.75—Iower even than our old "Statler”" sold for last Summer.

This specid price holds good on the first few Bags The fact is that we don't know how
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much more expensive these new locks and frames are going to be to make than the old
ones. These fird bags will enadle us to find out. You benfit by our need, if you reserve

your bag now.

Andit'sdl a our risk. You send no money—obligate yourself in no way. Just your name
and address on the endlosed Resarvation Card are dl that is necessary. But your card must
be mailed right awvay!

Y ours—for SERVICE,

Agan this was a case of adagpting an idea from the book business, and showing that an idea which will
sl one product successfully is just as potent in moving othes The "Once in a Blue Moon"
announcement had been used in bringing out a book of unusud interest. It worked even more
successfully in announcing a new fegture on a traveling bag, for with this and a amilar letter we sold
another 50,000 traveling bags that Summer!

There were two or three detalls about this giant letter that added materidly to its pulling power. The
sample of the cowhide was one. We found that putting it on the letter added from 15 to 30 percent to the
number of orders.

Another was a"$1,000 Reward" featured on the last page. That created more comment and seemed
to do more towards satisfying prospective buyers that the bag was al we claimed than any other festure
of the letter. It worked so well that we used it later on other such as rain coats, overcoats and the like.
Youwill find it illustrated in alater shirt |etter.

While we were testing different letters on the traveling bag, and we had hit upon the successful giant
form of appeal, we tried several other forms of bags, among them a Gladstone. This was a ma product
with us, so we decided it was another chance to try the vaue of that "will you do me afavor" apped. It
worked, of course. | have seldom known it to fail. So we added something like 15,000 Gadstone bags
to our 50,000 sdle of regular traveling bags. Here isthe letter that did it:

DEAR CUSTOMER:

This letter is purely persona and does not seek business. Rather, it invites a courtesy from
you, appreciating the fact that i—in your considerate way—you can help another by a
smple act of politeness, you will do so and gladly.

Hereisthe way of it:

For three years now, you know, we have been sdlling the famous "Statler” Traveling Bag
direct to the consumer at a saving of a good many dollars from the usua retail puce.

But many of our customers have written us that they want a bag that will hold a couple
auits of clothes without wrinkling, besides their clean linen, shoes, toilet articles, etc.,, ina
gzethat will fit easily under a Pullman berth, and of the right weight for carrying by hand.

So this Spring we are bringing out a fine new "Gladstone' Bag, made of genuine
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cowhide leathe—so sturdy it will last alifetime—over a sted frame, with massive
solid brass hardware, sewed |eather edges and heavy leather comers.

But here, | believe, isthe Biggest Improvement ever put into any kind of
Gladstone Traveling Bag. This new "Gladstone" has 8 handy pockets which give
you agpecial place for each of your toilet accessories—comb and brush, shaving s,
tooth brush and tooth paste even your shirts, pgiamas, underwear and collars! Not
only doesit put everything right at your finger tips. Not only can you pack your bag
in half thetime. But everything is kept separate! Y our clothes are never mussed or
wrinkled. Bottles can't tip over, and even if one breaks no harm is done, for each of
the tidy pocketsisrubber lined.

For anyone who wants an unusud piece of QUALITY Luggege, built to endure, | don't
believe he could find the equd of this new "Gladstone' Bag for less than $30.00. At avery
low price like $19.85, | believe these Bags will "sdl like hot—cakes" But you know how it
is in merchandisng—you can never be sure of such things until after you have sunk alot of

money in them.
Which brings me to the courtesy | want to ask of you:

I'd like to make sure of the demand——or lack of demand— before we snk too much
money in this new bag. So I'm writing to a number of our own customers to ask eech of you
this:

Will you try out one of these new "Gladstone”’ Bags for me for aweek—USE IT—teke
it on atrip, notice its convenience, its fine gppearance—see how it compares with bags
thet retall in stores for $30.00? And then write me?

Needlessto say, I'll send you a Bag you can be proud to take with you to the most exclusive
home or hote—a Bag that in gppearance as well as quality and convenience will compare
with any you meet on the Twentieth Century Limited.

Just put your name and address on the enclosed " Specid Privilege Card" and I'll send you
one of these new "Gladgtone' Bags by prepaid Parcd Pos—to be usad for awesk at my
risk and expense—~REE!

At the end of aweek, if you should like the Bag so well that you want to keep it, you can
pay—NQOT the $30 or S35 you are accustomed to paying in sores, BUT OUR SPECIAL
HYATRO—DUCTORY PRICE TO YOU OF ONLY $19.85.

Otherwise just send it back a our expense, and in payment for the week's use, tdl me
frankly your honest opinion of the Bag and of its sdahility.

Naturdly, however, your opinion will be of vaue to me only if | gat it NOW—when the
Vacdion travd season is just opening—before we definitely authorize the manufacture of
any greet quantity of these new "Gladstone" Bags.
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Wont you, therefore, fill in your name and address on the card tonight if you can, ad
mail it? On second thought, better mall it right away—while you have it in your hand— so0
there will be no chance of forgetting it.

| thank you for your courtesy.
Y ours for mutua
cooperation,

e Fifth
Feature’

One amusing festure of this sale was an experiment we made with specid ddivery stamps. Wefilled
in 1,000 letters very carefully, and instead of the usua | or 2 cent stamp, we sent the letter specid
delivery. The results jumped from the 3 percent we got on ordinary postage to 9 percent from the 1,000
specid delivery letters.

That was too good to pass up, so we made our entire mailing specia delivery. Wow! What a roar
went up! When aman iswakened out of a sound deep in the middle of the night by the ringing of his
front door bell, and stumbles down the steps to find a messenger with a specia delivery etter, you can
fed sure you have his attention. Visons of sckness and sudden degth flit through his mind. He tears
open the envelope in fear and trembling, reads a few paragraphs and finds that the only thing wrong is
that we want him to try anew Gladstone. Oh, boy, what afeding!

It was a good thing most of our customers lived a long distance away, so they had time to cool off
before they reached us. But distance did not cool the letters they wrote. They just about took off the
hide! We did not try that again, for in the first place, on the big run our orders dropped down to 6
percent, and in the next we angered so many of our customers that even double the number of orders
would not have been worth the price.

That Summer there was hardly a product that did not go well. Silk socks, shirts, underwear—
everything we could think of in the line of men's wear.

'Men we came into the Fall and the coat season. Giant |etters have done so well on traveling bags that
we decided to try them on topcoats as well. Sure enough, they greatly out—pulled the ordinary letter
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and circular, so we made our big sale that Fall with giant letter F Here is the one. that did the trick on
topcoats.

DEAR SIR:

I'm writing you this "Giant Letter" because I'm very anxious to get your frank opinion
concerning a new product which were just about ready to market. It's the " AnyWesather"
Topcodt.

To attempt to produce a really fine—looking light overcoat of all—pure—wool
cloth at less than half the price that topcoats usualy sell for may strike you as
presumptuous. It did me at firss—after fifteen years experience in the cloth line.
Nobody had ever done it before. But along came a happy combination of
circumstances. And | grew enthusiastic over the job.

Wooal, you know, has been high ever snce the War. Last February it hit the toboggan. The
firg of June, it was salling for 36% less than in February! Then it went up again. We were
watching it so closdly that we got in dmogt at the very bottom.

With our wool costing about a third less, if we could only cut the manufacturing cost as
much, we could possibly afford to sell al—wool topcoats for haf the usual price - the
sdeswould be so big. And the factory tellsusit CAN cut the costs if well let themgear up
to make as many as 20,000 Topcoats at a run.

So I'm writing this "Giant Letter” to you and a number of other representative men in
different sections of the country to ask you this:

Will you please look at one of the sample Coats the factory has made up—try it on—

WEAR IT FORA WEEK a my risk and expense—and then tell me what you think of
it?

You see, I'm anxious to find out now—in advance of the Fall season—how many of
these coats | can hope to sell this Fall. And it's on your opinion, and that of these
few other selected business men that I'll base my plans. Will you help me, please, by
using the enclosed card right away? If you think the "AnyWeather" equal to or
better than topcoats you've seen for $25 or $30, I'll deeply appreciate your telling
me so, and I'll be further grateful if you'll give me your judgment as to what selling
price | should try to figure these coats down to, in order to sell 20,000 of them in a
single season. $197? $18? $177?

If you should want to keep the sample "AnyWeather" after your week's tryout, I'll

make you a special INTRODUCTORY PRICE on it of $14.85. Otherwise you can
just return it at my expense and accept my thanks for your courtesy and advice.

Will you try this out for me, and then drop me a line—as one business friend to another?
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Sincerely
yours,

- wm o Ul o
mmmm rq lew. mapersat.
"F“ jqndn-w -.m.q-.:.-b:-#
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When we came to overcoats, however, we found the giant a bit pass6. We had been working it
too hard. So we changed back to the letter and circular and had our usud big sdle of overcoats.
The following is the letter that worked best:

Coats that Will Last—
In a Sale that Won't!

DEAR CUSTOMER—

Hereis one of those "Specias' that we let our customers and friendsin on every oncein a
while.

Wool, you know, has been high ever since the War. This Spring it hit the toboggan. At
the end of May it was sdlling for fully 36% less than in February. Now it is back upagain.

But while it was down, we got in our orders withthe Mill for enough fine, double—
texture al—wool cloth for 4,000 "KeepWarm" Overcoats! We tried to get more, but
the Millswouldn't tie themsalves up for any bigger quantity at thislow price.

Then during the Summer, when the factory would otherwise have been idle, we had them
make up these Coats in this Winter's new modd, with its long, flowing lines, set off by

broad |apels and deep patch pockets.

The reault is that, while in style, in workmanship and in fabric these Coats are as fine as
any we have ever offered, we can sdll them to you for only $26.50! The equas, mind you,
of coats we have sold in the past for up to $40.

And that isn't all. So sure are we of their unusual value that we will send you one of
the coats themselves—in your own exact sze—for you to SEE, to EXAMINE, to
ACTUALLY TRY OUT AND WEAR FOR A WEEK & our risk and expense!

There is only one string to this offer—one condition of any kind. You must use the
enclosed Special Reservation Card at once. Naturally, bargains such as these will be
snapped up quickly. We got only enough cloth for 4,000 coats. We couldn't get any
bigger quantity without paying a lot more money for it. When these 4,000 coats are
gone, the sale closes.

Il you have to do is pencil on the card how tadl you are, how much you weigh and what Sze
collar you wear. By return mail, your "KegpWarm™ Coat will come to you— not merdly in
your exact Sze, but in the right length for a man of your height and weight. No money. No
risk. No obligation.
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But use the card today! Cards received too late will be acknowledged with a note of
regret, for we have only 4,000 of these good "KegpWarm" Overcoats to sel at this specid
price, and it may be years before such a happy combination of circumstances occurs
again. Yours—for SAVINGS,

In between the mailings on these more important products, we saw out smal efforts on such items as
woolen socks, underwear, bath robes, etc., most of which did well enough, but not to be compared in
volume with the sales of coats and bags.

To show you the limitations we labored under, one of the things se tried was trunks. We got the
orders al right, but the trunks were so bulky we had to ship them by freight. It was a couple of weeks
an the average before the customer received his order, and by that time he was so disgusted with our
sarvice and the trunk was so warred from handling that he fired it right back to us. So we never

proceeded beyond the te<t.

At timeswe tried clocks, watches and the like, too, but found that mechanical defe¢ caused so many
complaints and returns that they Wok too much of our time. So we dropped them.

For Christmas we had our perfume offer from the previous year's tests so we merely tried a
few other items with an eye to the following year. Remembering what a sale we had had on
traveling bagsin 6e Summer, you would hardly think these would make a good Christmas
offering, yet of al the tests we made, the following on traveling bags pulled the best results:
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DEAR CUSTOMER:

“What on earth shdl | give him?’

Choosing the "just—right" Christmas gift for business associate, or brother, or son
is a perplexing problem. You want to put your personality into the present, to give
some—thing that possesses individuaity, something that will be a pleasant
reminder of your thoughtfulness for years to come. We know how you feet, and for
you we have a gift that will please any man.

You know how every man admires a redly fine Traveling Bag. Most Traveling
Bags are just plain carry—ails. You dump everything into the bottom of the bag,
and then you rummage through the mass for what you want.

All of that has been done away with in the new "Sale™ Bag. Along one sde of the bag are 8
moisture—proof pocketsfor your every toilet need. Along the other are three long, degp pockets, for
shirts, ties, handkerchiefs, underwear, papers c., leaving the whole bottom free to pack dothing or
bulky ogects. It is the biggest improvement, we bdieve, that has been made in Traveling Bagsin
twenty years

And now a new improvement has been added—a patented. AUTOMATIC LOCK thet does away
with dl the bother indident to opening or dosing the dld Travding Bag. Lock and dasp dl soring
open a the mere presaure of your thumb. And dose the same way. They are AUTOMATIC—and
they are SAFE!

- 3

Distinguishing Marks
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For aredly didinctive gift, | don't believe you can find the equd of the "Statler” within
$10.00 of its price. Certainly, if the haf of our customers |etters are to be bdieved, you
cannat find it in the luggege fidd.

So sure are we of this that we will gladly send one of the new, improved 1926 Modd
"Statler" Bagsto you—at our own risk and expense—for a week's FREE TRLAL.

Send no money. Pay nothing on ddivery. Just your name and address on the enclosed
"Specid FREE—IRLAL" Cad ae dl tha is necessary. But it will have to come in
promptly, for we had the factory make up only 1,000 of these new 1926 Modd "Setlers'
especidly for Xmas gifts, and they won't be working on them again until after the Holidays.

While these 1,000 Bags lagt, were going to make it “First come, firgt served!”
Sincerdly yours,
That marked the end of a successful year—the biggest and most successful the company had ever had. It

showed that the only limit to its sles was the limit of its ingenuity in presenting its sdes gpped. That—
and the number of namesit could lay hands on of people who had bought other productsby mail.
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XVIII
The Third Fifty Thousand

Beating recordsis a contagious disease. The moment you have bro ken one the urge comes upon you
to show how much better than that you can do, if only to prove that bresking the first was no accident

We had come to look upon our traveling bag sde as our businessindicator. Two yearsin successon
we had sold 50,000 bags a year besides the Gladstones and ladies cases which went in no small
volume. Could we do it another year? Competitors were betting we could not. Towards the last of the
previous season they had introduced in luggage stores al over the country a bag as like ours ii
appearance as two peasin a pod, whichthey offered as a"Spedd' a $1.00 less than our price!

Of coursg, it hurt our sdle. It would have been disastrous for us if it had appeared early in the season,
for the stores advertised it extensvely. But our sale was practicaly finished before theirs started. | gave
us notice, however, of what we might expect the following Summer.

True, the other bag was made of shoddy materia and would no stand up under hard usage. But who
was to know that by merely looking at it. On the outside it looked as good as ours. And it was priced at
$1.00 less. What was theanswer?

The answer came from our tests of the previous year. Looking over the records, we found that the
tests we had mailed in late January and February had done just about as well on traveling bag as the
same circulars mailed in June—which was the best part of time regular traveling bag season!

So we stole amarch on our competitors. While they were making preparations for al the things they
were going to do to usin time Summer, we got out our big meilings on traveling bags in February And
sold more than half of our 50,000 quotal

When the regular season came we mailed a few tests, of course just to see if we could sell
some more then, and found that our competitors' tactics had done just what we expected—made
orders so hard to get that it did not pay us to make a mailing. So we let traveling bagsrest all
through the season. Then, when their campaigns were all over, we started again and before the
end of the year had disposed of the last of our 50,000 bags!

DEAR SIR:
Only once in 50 years comes a Luggage improvement like this:

You know how often you have had to struggle with the locks and snap on your Traveling
Bag. You know how they catch at times—how you have to use both hands and knees to
get them closed?

Here is a new Traveling Bag frame that does away with all the bother. Lock
and catches are in one piece—and they are AUTOMATIC! Snap the lock and
you snap them al!

A more convenient, a better-looking frame has never, we believe, been devised. So simple
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that any child can work it, so easily operated that it snaps open or shut at the mere pressure
of your thumb and forefinger, it is still so safe it defies the cleverest thief.

THEN IN ADDITION, this new 1926 model “Statler” Bag famous —the genuine cowhide
leather, so tough it will last forever, the double handles, the solid brass hardware, the ten
handy, moisture proof pockets that almost pack themselves.

Naturally, the new bags cost a good deal more to make than the old ones. So the price must
go up. But on the first bags to come from the factory we are going to make the same low
price as on the old modd “ Statler” Bag — only $14.75 delivered to you!

This price holds good only on the first bags. It is subject to withdrawa a any moment. We
make it in order to introduce these new moded bags quickly, knowing that with them to be
seenisto I

The "FREE—TRIAL Card" has been numbered and recorded. If mailed at once, it will bring
you, without one cent of cost or obligation, a 1926 model "Statler” Bag for a week—to be
seen, to be examined, to be TRIED OUT and USED for aweek at our risk and expense.

But you will have to mail it right away.

Y ours—if you are prompt,

But don't imagine we were idle while the regular traveling bag season was on. Starting in late
January, when we mailed our first tests on the bag, we sent nearly 18,000,000 circulars of one kind and
another during that year and brought in gross orders in the neighborhood of $6,000,000. That was our

banner year.

After the traveling bags we sold "AnyWesather Top—coats scads of them. There seemed no end to
the number of topcoats the market would absorb. We sold them profitably each Spring. We sold them
twice as profitably each Fall. And then the next year would roll around, and we would do the same
thing over again.

Hereisthe letter and circular we used thistime. It is the last we shall give on topcoats because, while
we changed their tenor and form, the idea behind the later ones remained much the same.

DEAR CUSTOMER:

| am going to send you within the next few days one of our famous "AnyWegther"
Topcoats.

This"AnyWegather" Topcoat is probably not like any Topcoat you have ever had before
because:

1. The cloth in the "Any Weather" Topcoat is not only al—wooal. It is full —
weight wool—16 ounces to the yard.
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2. The "Any Wesather" Topcoat is designed like the latest imported English Topcoats—
—therefore stylish right up w the minute.

3. The "AnyWesather" Topcoat is carefully tailored in every detal. The lining of
genuine Lustra serge makes the coat dip on and off eedly.

4. But here's the biggest difference: The —AnyWesather" Topcoat is shower—yproofed
so it will withgtand thirty minutes of steedy rain.

| am going to send this coat to you—with no obligation on your part—for you to
examine and actudly see the difference between it and the Topcoat you now wesr.

There's just one thing—I cant send the coat until you tel me three smple
measurements. Just your height, weight and collar—size. Y ou can do that in ajiffy on the
enclosed postcard.

When | send the "AnyWesather" Topcoat, there's absolutely no obligation on your part
to pay for it. You can return the coat for ANY reason, or for no reason at dl.

But herésthe Mogt Important Part

If you find the "AnyWesather "Topcoat is everything | say about it (and you're to be the
sole judge), how much would you expect to pay for it? $22.50? No sr, that's what you'd
expect to pay for cheap "sd€" Topcoats. $25 to $45—the price that most good Topcoats
sl for nowadays? That's more likeit.

Well—if you decide to keep the "AnyWeather" Topcoat, you need send me only
$14.85. That's the entire cost to you.

How can we do it? First, we hit the wool market just right, when wool was down a
few months ago, and placed our order for 60,000 yards of this fine all—waool cloth.
This was probably the largest order ever placed for one kind of Top—coat cloth and a
tremendous saving we made. Second, we had the factory make up more than 20,000 coats
from this cloth al a once. We could thus take advantage of great savings in production.

Then, of course, when you dedl direct with us by mail you pay none of the costs of
selling through Jobbers and Traveling Salesmen who call on dealers, to say nothing
about the heavy costs of ordinary retailing.

Just fill out the enclosed card and shoot it back. The “ AnyWeather” Topcoat will come by
Parcel Post (pre paid, of course) with no obligation for you to keep it. You can't lose a
penny. I'm the one who is asking to send the coat. Won't you let me?

Yoursfor "Any
Weather,"
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Then came shirts. The previous Fall we had tested the giant letter on shirts and got such good
response that we decided to make a big mailing at the first opportunity. And the Spring is the

best time to shirts. So we made our mailing. And a goodly part of our quota of 340,000 shirts
was hung up then and there. Here is the letter that it:
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Beforethe Price Goes Up!
DEAR SIR:

A short time ago one of the old, reliable mills that makes the finer qualities of woven
madras for shirts began sending out S. 0. S. cdls.

They had kept their plant going steadily for months, thinking that the usual demand
would easily take care of their excess outpuit.

But, with the westher so generally unseasonable, the usual demand didn't materidize.
And there they were, heavily overstocked—and needing money.

If we would take all their surplus stock of the finer grades of woven madras, amounting
to aquarter of amillion yards, they offered to let us have them at away below any price
we had ever paid for shirtings in al our years in business—at far less than they could
make the materids and sl them today.

We took them—4he whole quarter—million yards—at a tremendous saving in cos.
There were five different patterns—as fine looking as any weve seen.

By concentrating al our efforts on these five desirable patterns and selling five shirtsto a
box Oust asthey are originaly packed in the factory), we can offer these "Long—Wear"
Madras Shirts delivered right to your door at only $7.95 for the five, postpaid.

A Bargain You May Never Get Again!

Of the quarter—million yards of fine woven Madras we got at this low price, nearly
two—thirds are gone. The rest won't last long.

If you will drop the enclosed card in the mail at once, while our range of sizes is
still complete, we will send you a box of these fine shirtsat our own risk and expense
for aweek's ingpection FREE! Delay—and we don't believe you will be able to find their
equd at athird higher price.

Send no money—pay hothing on ddivery. Just tell us how tal you are, how much you
weigh, and what sze shirt you usudly wear. Then st back and watch results!

But you will have to mail the card right away, for a the rate orders are now coming in,
these fine Madras shirtswill dl be gone in another couple of weeks.

What was it sold these? The bargain appedl, of course. But a bargain offer is of no use unless you
make it convincing. We had a red resson for our bargain, so it succeeded. And we backed up the
bargain ,with seven points, which showed the buyer that despite the low price, he was getting every
feature of afine shirt.
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That is even more essentid, you know, than the bargain, for though low price isalure, it never gets
far unless backed by reasonable qudity.

In the Summer we followed this with a sale of broadcloth shirts, and they went even better than the
Madras. With them, you will notice that our sales talk was aimed more a comfort and fine gppearance
and quality than at any bargain apped. Of course, we dways had in the back of our minds the fact that
no man is going to the trouble of sending away for things he can just as well get around the comer
unless he feds that he can save money by so doing. So we never failed to bring in the money—saving.
But many times our most successful pieces were those on which we sold the qudity or comfort or
usefulness of the product, and then brought in the money—saving as an after—thought.

DEAR CUSTONER:

In every man's wardrobe is some particular article—atie, ashirt, or a suit—that he
likes best to wear, because he looks his best and feels his best in it.

That's the way you'll feel about these "LongWear" Broadcloth Shirts—once you've
worn one of them.

In the past couple of years, you know, fine quality white Broadcloth shirts have
taken the place of silk asthe finest "dress up” attire for men.

The Broadcloth in the new "LongWear" Shirt isimported from England, where the finest
Broadcloth is now made. It is snowy—white in color, with alustre that rivas that of sk,
and it has a subdued softness of texture thet one lovesto fed.

There is no way of duplicating the rare lustrousness, the durability of this genuine
imported English Broadcloth.

No imitation can tailor so superbly, can retain its snowy whiteness and silky finish
after repeated launderings, as can the English cloth.

An Offer We Can Never Make Again!

Last Spring, when Sterling Exchange was low, we contracted for enough fine quality
English Broadcloth for 10,000 shirts. It was necessary to place that large an order to
secure this fine cloth at the lowest possible figure.

Now Sterling Exchange has gone up to par, and the indications are that it will Stay there—
—or above! If we had waited until now to order, these shirts would probably cost us—in
wholesde quantities—little less than the price we can now offer them to you in lots of
one—third dozen Oust as they are origindly packed in the factory)only $7.95forfour
shirts, postpaid.

But 10,000 shirts don't go far among our more than 300,000 customers. Already half
of them are gone. The remainder won't last long. If you will drop the enclosed card
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in the mail at once, we will send you a box (1/3 dozen) of these fine shirts at our
own risk and expense for a week's inspection FREE!

Send no money—pay nothing on delivery. Just tell us how tall you are, how much
you weigh, and what size shirt you usually wear. Then sit back and watch results!

But you will have to mail the card right away, for at the rate orders are now coming in,
those 5,000 will be gone in another couple of weeks.

Hadtily yours,

Noatice one thing in dl these drculars There is never any choice in quantity or price or any other
essentid feature. Occasionally we gave a choice of color, or, in the case of shirts, of collar—attached or
neckband style. But when we did so, we made no mertion of this in the letter. We put it
inconspicuoudy on the order card.

The reason for this we have explained before. There is only one way you can sdl a man by mail.
That isto get him to act at once. Nine times out of ten, the deferred order isalost order. You get afew
of them, of course, but, they are not worth counting on. So we never intentiondly put anything into a
letter that would cause a man to hesitate. We centered our talk on one article, of one quality and design,
one price. Where there was agroup of articles, as with shirts and socks, we offered a definite number a
agroup price. Never achoice ol—would you rather have this, or do you think thiswould be preferable.
We centered our whole gpped upon the one unit, and stood or fell by that.

219

Copyright © 2010 ProfitTips.com All Rights Reserved.



220

Copyright © 2010 ProfitTips.com All Rights Reserved.



In the old days, the company had enclosed with many of their | ters a circular offering a dozen other
alied products. We were g| to prove by conclusive tests that while this method brought a grea number
of orders, the actual volume of sales was not as big as wt we specialized on asingle product. So for a
while we confined 4 efforts to one product at atime.

Then came the time when we took on some women's and hou hold products, and it occurred to us
that as long as we were writJ the head of the household about something for himself it might a good
idea to enclose something he could hand to his wife. Bu had to be done in such away as not to take one
iota of hisinter away from the product we were trying to sall him. So again adopted an expedient of the
book business and put a separate sea envelope in with our regular circular. On the outside was S0
catch— phrase indicating that it was for the wife only; insgde wa separate letter and circular describing
blankets or linens or toweb lingerie.

That is the one way | have ever seen in which you can sdll t separate and unrelated productsin a
single envelope, without ini fering with the pulling power of your main offer. It added not rrx ly to the
number of orders received, but to the volume of act sales. It worked so well that it has been in use ever
sance.

That was just one of the things we discovered that year. In Summer we sold some 30,000 pairs of
men'sSlk socks. Hereisi of the letters that did this

Do you know how to digtinguish pure Silk Socks from"loaded” or "fibre" slk? There are
three ways.

1. By fire test. Pull our aloose end of silk and touch a match to it. If "loaded” or "fibre' "
it will bum with aflash and leave awhite or grayish ash. If pure slk, it will curl up and
leave around black ash.

2. By water test. "Fibre" slk, when wet, will easily pull apart. Pure sk, wet, is stronger
than ever.

3. By feding test. "Fibre" and "loaded" silk both have a hard, dick feeling, a flashy,
glossy appearance. Pure silk is soft and yielding to the touch, with a subdued lustre
al its own.

By fire test, by water test, by feeling test and by the fina test of long, hard wear—
—2' Long Wear" Silk Socks have established themselves among men who know
and regard vaue first as the standard of quality.

And the quality is more than labe deep. It permestes every thread of every sock. Just listen:

a. Made of pure thread Japan slk—and pure thread silk is stronger, strand for strand, than stedl
wirel

b. The slk in "LongWear" hoseis | | —strand not 8 or 9—sdirand as in many sk socks that
are priced merely to SELL.

C. Investigations show that 90% of al socks wear out a the toes first. That comes from
wearing socks too small. "LongWear" Silk Socks are made dightly oversize—not enough to
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notice—just enough to keep that energetic big toe from stretching and pushing its way through.
d. The sole is double thickness for extra comfort, and hedl, toe and top are reinforced with fine
mercerized lide for extrawesr.

For the man who seeks foot—ease, "L ongWear" Socks give that rare combination of ease, style
and long lifed| at reasonable price.

But that isn't al.

By selling these fine silk hose in wholesal e | ots of a dozen— the same amount that hundreds
of dealers buy at one time—with none of the cost of jobbers, or traveling salesmen, or high
store rentals, we are able to give them to you at the low Direct—By—Mail price of
$7.95for the dozen—only 60—some cents a pair

And if you mail the enclosed card at once, while the seeson is & its height, we will send the socks
to you for aweek's examination at our risk and expense.

But to get "LongWear" Silk Hose on approval your card must be mailed NOW!

Y ours 'til then,

Then there were the broadcloth shirts mentioned above, broadcloth underwear, and bath robes, and
severd other items. bath robes proved an amusing experience.

We had tested them earlier in the season and the test had shc up well enough to justify buying some
10,000 robes, with dipl to match. But when we started to make the mailing results fell badly. Probably
the mason was that the time to sdll bath robe when the weather is cooler.

However this may be, we did not want to carry them over u Fal if we could help it, so we tried the
device of offering the
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Jirand for Jirand --
Pure Thread Japan Jitk
Is JSironger
Jhan Jisel Wire

dippers as a free premium, if customers would send for and try the bath robe! You would be
surprised how beautifully it worked. Those 10,000 robes nelted away like snow before the
Summer sun.

In the Fall we ran al our usua products and a few extra ones too. Fancy woolen socks
were one of these latter. They went over v well, and hereis the letter that sold them:

| am rushing out to you the first news about one of those "Specids' that we let our regular
Customersin ononcein awhile—

Thisoneisfor the man who is used to paying adallar a pair for his hosery—
Only thistime you need pay but 74 cents—

For the dosdy knit hosery that you need for Fal and Winte——enough wodl in it to
make it comfortable, just enough lide to keep it from shrinking. The design is woven in
lustrous Rayon to give that dressiness of gppearance that is o essentid.

As good looking, as long wearing, as comfortable hose as a man would want to put on his
feet. Youll never know what luxurious comfort afoot can enjoy on a bitter winter day, until
your feet have snuggled into apair of "LongWear" Socksfor Fal and Winter.

Lagt year they sold in lots of places for $ 1.00 a pair. ‘this year we can offer them to you, in
specid wholesde lots of 8 pairs to a box, at the amazing price of 740 a pair only $5.95 for
the 8.

Dont think this is going to be a regular thing! It is a specid offering. We have only a
limited quantity to dispose of a this astonishingly low price. You can imagine how long
they will last.
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Dont decide now. Y ou can do that later. Just drop the endlosed card in the mail and your 8
pairs will come to you for a week's ingoection FREE. Plenty of time then to see whether
you like them so wdll that $5.95 couldn't induce you to part with them.

Cordialy yours,

Jolid Comfort..
Good Looks. Jool

Topcoats, of course did well, but when it came to bed blankets, we again ran into one of those
unaccountable cases where conditions change so between the test and the time of mailing that we found

oursalves with 20,000 pairs of woolen blankets on our hands, and the letter we had counted on to move
them was proving a "dud.”

Y ou would never guess how we got rid of them. | happened to be in the President’s office one day
when the stock clerk came in to complain that the blankets were not well wrapped and the ends of
many of them were getting dusty. It brought to mind at once the good old damaged—set |etter. So we
sent out a damaged—blanket offer. Would you believe it—we sold not only those 90,000, but an extra
10,000 to boot?

That brought us into the overcoat season——quite the biggest one we had ever had. And when you
read the follow—up |etter, you can easily see why:

DEAR DOCTOR:

Ever snce | started this business, years and years ago, |'ve been dreaming of the time
when | could offer aredly good qudity, fine—looking, all—wool Overcoat for lessthan
$20.

Not, mind you, a cheap coat. But a coat that you or | could wear. A Coat we would be
proud to be seen in anywhere. A snug, warm al—wool Overcoat, such as you'd never
expect to meet with for lessthan $40 or $45.

Sounds impossible, | know, but | believe I've doneit.
And to proveit, I'm going to send one to you for a week's free examination and tria. Of

course, I'll need to know your height and weight in order to be able to fit you accurately,
but you can easily give me these on the enclosed card.
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Naturaly | can't keep this up long, for it was only an Extra—ordinary combination
of circumstances that made this marvelously low price possible. And even then we
got enough redly fine—qudity cloth for only afew thousand coats.

Whilethey last, you can SEE and TRY OUT one of them with—out cost or obligation—
merely by using the card.

If you've ever bought its equa for double the price—just send ours back, that's dl.
Otherwise mail us the specid sale price of $19.85.

No need to tell you that bargains like these won't last long. And first come, you know, is
best served.

May | hope you will mail your card today—now?

Sincerely yours,

That, with the Christmas sale, ended our biggest year, but before closing this chapter, | want to give
one more example of the many products we tried out successfully, but abandoned because of the
difficulty of giving a proper fit. This one was men's suits.

It is hard to imagine any one living within afew blocks of good department stores sending away out
to asmall town for a suit of clothes. Yet that is exactly what happened. It was not the rural distri¢ that
our orders came from. It was from the towns and cities. And we got as many ordersin proportion to the

number of names on our lists from big cities ike New York and Chicago as from o cdled "hick”
towns.

Knowing that fact, perhaps the result should have been foreseen. We got the orders without
difficulty, but we promptly got back about 40 percent of the suits dmost as fast as we sent them out.
And the reason? Fit. It is comparatively easy to fit aman in atopcoat or overcoat, but when it comesto
asuit heisfar more particular. There are so many different places where it has to fit him, and if it fails
inany of thesg, itisalogt sde.

So we quickly gave up the sdle of suits. But the attached |etter and circular may be interesting merely
as examples of successful sales literature:

DEAR CUSTOMER:
Will you try this experiment?

Tear off the sample of "LongWear" Worsted from the inside of the folder herewith.
Pull out afew ravelings of wool from one end.

Then cut adrip from the inside seam at the bottom of your trousers and pull afew strands
fromit.
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Noatice the long, strong fibres in the "LongWear" sample— Virgin wool—judt as it comes
from the sheep's back. Compare them with the ones from your own trousers. See how many
little, short, broken looking ones there are among yours.

Wool—yes—but wool adulterated with "shoddy" taken fromworn out garments, ground up
and used over again!

A "LongWear" labd in your suit means that it is every thread of pure Virgin wool—that it
will not shrink or pucker or lose its shgpe—that the collar has been hand tailored to meke it
fit right around the neck—that the deeves have been hand—fdled to make them
comfortable under the armpits—that in Syle, in fit, in wearing qudlity, it will compare with
any suit you have ever had at any price!

Try to tear that bit of sample doth. Ever see a piece as srong? All the longest fibersof the
Virgin wool are put asde, you know, for spinning into Worgteds, for only the long, strong
fibers can be twigted into those compact, smooth strands. The result is a weave o firm, 0
crigpof finigh, that it will not merely resst wear and tear, but will hold its shape and keep
that new looking luster long after any other suit would have been thrown away.

But that isnt dl!

Have you ever stepped into a suit in a retail store and been able to walk right out
with it without ateration of any kind? No—and neither have many other men.
That's because the stores can carry suitsin only 12 to 15 different Szes.

Where they have afew hundred or afew thousand customers, however, we have 318,000. Where
they can carry 12 to 15 sizes, we have "LongWear" Suits in 90 different sizes and 10 different
lengths!

That is the reason ‘LongWear" Suits fit you as though molded to your form by your own tailor.
'Mat is the reason that the few smple measurements given on the enclosed card are enough to
insure you a perfect fit.

The price 7—$26.85.

And if you can match one of these suits anywhere at half as much again—well, just send ours
back, that's al. The wear you have had out of it will not have cost you a cent!

You see, Sling in such huge quantities as we do, we get not merely the lowest manufacturing
costs, without having to pay commissions and profits to any middlemen, but we go beyond

that—we get the benefit of bed—rock prices on the cloth itsdf! In short, we eiminate any need-
less middleman, sdlling direct to you, saving you a good share of the price— and if we don't give
you as perfect fitting, as handsome looking clothes as you could get from your own talor we
don't want you to pay a cent.

To prove it, dl you have to do is to fill in the few smple measurements on the enclosed card,
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samp and mail. After seven days you MAY return the suit—if you want to—— and it won't
have cost you a cent!

Try it out! Never mind what we SAY about the value and fit of "LongWear" Suits—FIND
OUT! It's easy. Just fill out the form and mail it. No money—no obligation.

But mail it right away, if you can. For every Fall just about October 1st, we offer some such
opportunity as thisto some of our old customers until a certain percentage of our output has
been booked up. Naturally, such opportunities are snapped’ up quickly. So it isimportant that you
mail the card & once.

Nothing to sign. Don't send any money. Just fill in the few simple measurements on the card
and mail. Your name's dready onit.

At your Service,

If ever there was a business which required, as the price of success, eternd aertness and vigilance,
sling by mail isit. The thing about it you can be sure of is that you never know what can do until you
try. So we tried anything once. And some of things we learned were surprising.
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On the very day, for instance, that we read in a bulletin from so convention the speech of an
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expert on advertising and selling, which he stated that no one but afool would try a certain form
mailing, our tests showed that this particular form added 35 per c to the pulling power of our
circularst Reminds one of the man who prayed: "Oh God, give me young men with brains
enough to make of themselves!"

We determined early in the game that we would be guilty of every in the Decalogue rather than the
one unpardonable sin of know it dl. So nothing was too bizarre for usto try.

Why, we even tried addressing every man on a severd hundred us and customer list by his first
name, starting our letter "Dear Jack,” or "Dear Dick," and got a remarkable number of orders, but so
angered so many customers that we were afraid the losses just wt counterbalanced the gains, so we
bracketed that with the specia ddivery mailing under the heading "experience,” and did not try gain.

But some of the experiments did not turn out o badly. One time — purchasing agent picked up abig
bargain in mufflers. When we d to sdll them, we found why they were such a"bargain.”" That particular
type of muffler just was not selling that season. So the P.A. started to look around for a place to "job"
them. Meantime, just an experiment, and because we did not know any better, we put lip in with every
overcoat we shipped, offering the muffler a a specia low price. Instead of jobbing those on hand, we
had to look end for more mufflerd

We tried different styles and sizes of envelopes and found on one mailing that a picture of the
town—which looked more like a picture post card than anything else and had no relation to the product
; were offering—added some 10 percent to the orders! Vv1lhy? Becauseit attracted attention and made
it eeser for the reader to believe that aconcern located in alittle town like that ought to be le to serve
him more economically than stores paying high rents big cities. We tried pictures on the |etterhead and
found that the old mail order letterheads, of which so much fun is made, showing the pic ture of the
founder of the business, have a sound psychological reason back of them, and frequently increase
orders anywhere from 5 10 percent.

We tried everything—metered mail against stamped. Precancelled stamps against plain. Pen
signatures against facsimile. Fill—in agang running heads. Kier processed letters against stencil
d typewriter fill—ins. Black ink against purple and blue and red. Printing through ribbon against
type. And the trend of all the tests seemed to be that anything which tended to make your letter seem
)re persond added gppreciably to the number of your orders.

Testing Hooven work againg the best fill—ins, as an instance brought no extra orders for Hooven—
unlessthe reader's name wor ked into the body of thefirst page two or threetimes!

In other words, processed | etters have become so perfect that people do not pretend to distinguish them
from typewriting. But they do not believe they are persondly typed unlessthey see sdlusonto
themselves down in the body of the Ietter. Then they believeit is persond. Then they will read it. Asa
rule, we found such use of the Hooven doubled the number of orders.

These were just afew of the tests we made. There were literally hundreds of them. A book
could be written about them alone by the time it came out it would be of little value. For the
fascinating thing about this selling by mail—the thing that makes impossible for any man or set
of men to know all abou it—is that it is continually changing. What you learn today you must
unlearn tomorrow. Y ou have to keep trying—and testing—and then just when you reach the
point where you can arise and state with authority: " you can do, that you cannot,” along comes
some darned fool knows none of the rules and sells a million on the very plan you said could not
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be worked!
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XIX
WIIl You Accept This Little Gift?

When you have been sdling one article for five or Sx years, when you have pushed that sde so hard
that you have digposed of 50,000 for three years in successon, and when competition on that has
become s0 keen that it has come down to a cut—throat basis, time to seeif you can not substitute some
new item that will sart the bal rolling dl over again.

At leadt that isthe way we felt about traveling bags. So for sometime had been testing asmadler
edition of our traveling bag, to ajust about haf the price. We caled it the "HandiBag." k redlly started as
adoctor's bag. We had lined one sde of it with to hold al sorts of smal bottles and packets and the
other side withthree large pockets for papers, stethoscope and the like; since it was anew product, we
had tested it on doctors with our good old standby, the "Will you do me afavor?' letter. Hereis copy at
the letter, circular and card we used:

DEAR DOCTOR:
Will you do me afavor?

For several years now, you know, we have been sdlling Physicians Lesather Bags by mail,
a asaving of agood many dollars from the usud retail price.

This year we have changed these bags so radicaly—arranged the pockets and the insde
so conveniently for Doctors—that | honestly believe no Physician or Surgeon can
examine one without wanting it for his own.

Jugt listen—

On one side of the bag, five moisture—proof pockets lined with hospital rubber.
You can put a bottle of iodine or acid or antiseptic solution into any of them without
any fear of what will happen if the stopper comes out. On the other side, one big long
pocket the full width of the bag, containing four heavy folders capable of holding your
history sheets, prescription blanks, Call Ligt, rubber gloves, etc. And the folders are easily
removable, so the pocketscan be used for stethoscope or surgica instruments.

The whole bottom of the bag |eft free for larger instruments and bulky objects.
Adjustable lock, that opens or shuts at the mere pressure of your thumb.

A more convenient bag for Physicians or Surgeons has never, we believe, been designed,
but you know how it is in merchandisng—you can never ke sure of such things until

after you have sunk alot of money in them.

Which brings me to the favor.—
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| want to make sure of the demand—or lack of demand— before we sink too much
money in this new "Handibag." So I've come to you with this favor:

Will you try out one of these new Doctor's "Handibags' for me for aweek—USE I T—
see how convenient, how time saving, how handsome it is? How it compares with bags
you have bought at $12 or $15? And then write me?

Needless to say, I'll send you our newest and finest bag, made of tough, outer "grain”
cowhide——the kind that wears for years—with a richness of appearance that will not
look out of place in the most exclusive home on the Avenue.

At the end of the week, if you should like the bag so well that you want to keep it,
you can send me—not the $12 or $15 you would probably expect to pay for such a
bag— BUT OUR SPECIAL INTRODUCTORY PRICE TO YOU, ONLY $7.95!

Otherwise just send it back at our expense, and in payment for the week's wear, tdl me
frankly your honest opinion of the bag and its salability.

Naturdly, I am not meking offers like this to everyone, so whether you accept it or nat, |
should fed obliged if you would return the card so as to insure againg its fdling into other
hends

Naturally, too, your opinion will be of value to me only if | get it NOW—Dbefore we are

definitely committed for any great quantity of these new model "Handibags."
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Won't you, therefore, fill in your name and address on the card TONIGHT, if you can? On
second thought, better mall it right away—while you have it in your hand—so there will be no
chance of forgetting it.

| thank you for your courtesy.

Y ours for mutual co—operation,

It pulled well enough—around 4 percent. On that basis of were costing us something less than 90
cents apiece, whi4 $7.95 sale, meant a sdlling cost of about | 1/2percent. That bad, but it was nothing to
st the world &fire, elther. We were looking for something that would go so well that it would m make
up for the temporary dropping of the regular travel. And presently we found it.

Looking over the past records one day, | came across the which we offered the bedroom dippers free
if people would send for the bath robe, and it occurred to me that something of kind might be tried with
the HandiBag. Y ou see, the bag was redlly so convenient and such a bargain, that we felt sure if we cc
get it into a doctor's hands he would never let alittle m $7.95 interfere with his keeping it. So we started
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looking around for a premium that would not cost us much, yet would have a universal appesl to every
doctor.

And in acircular that drifted to my desk afew days later the answer. The circular described a new
machine that w stamp names in raised |letters upon such things as fountain cost of 2 to 4 cents each.

What could suit us better? Fountain pens are just about necessary to a doctor as his prescription pad
and they are continualy getting midaid. What more welcome gift than a fountain pen name die—
stamped upon it? We would try it a once.

So we wrate to each doctor:

Will you accept one of the new, large—size, self— filling? Fountain Pens, with
your name die—stamped upon raised letters, in return for alittle favor | want you to
do? The favor is a simple one, pleasant and easy to re Here is the way of it:

And then we went on with the rest of the "Will Youdo me afavor” |etter given above.

Did thet pull? Does honey draw flies? Insead of cent our new letter brought in 12 and
14 percent of orderd We worked our entire ligt of doctors. We changed the letter to meke it
suitable for our regular customers and worked them too. In the first two months of thet year
we 0ld 60,000 HandiBagd Here is the letter, without the fountain pen premium, as
changed for the customer list:

DEARFRIEND:

Before giving this offer wide publicity, we are laying it before a number of men whose
judgment we vaue, with arequest that they pass judgment upon the idea.

For four years now, you know, we have been sdling the famous "Satler" Bag the greatest
improvement, we believe, that hes been made in Traveling Bags in the past '10 years.

But many friends wrote us that they had no need for as large a bag as the " Statler'~——that
al they wanted was a sturdy, conveniently arranged bag for overnight or weekend trips.
Couldnt we give thema bag made dong the same lines as the "Satler,” of the same long—
wearing cowhide leather, and with the same wonderfully handy interior arrangement—
but somewhat smdler and a about half the price?

We can—and will—if we can only be sure of the demand for these smaller—
sized, lower—priced bags before we sink alot of money in them by putting them on
the market in a"big" way. So | have come to you as a past customer of the house to
ask if you will be good enough to help us out by giving us the benefit of your
judgment onthis new "Handibag."

Will you try out one of these new "Handibags' for us for a wesk——at our expense, our
risk? Take it with you on atrip. Put it to any test you can think of. And then write us?

Needless to say, in both appearance and quality this "Handibag" is one you can feel
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proud of anywhere. 14 inches long by 7 inches wide and 12 inches high made of
tough outer "grain" cowhide——the kind wears for years——over a shiny steel
frame. Its deep, leather, its carefully sewn seams, and its feavy, gold platted lock
give it a richness of appearance that will not out of place in the most exclusive
home.

But its unique vaue lies in the specid arrangement pockets on the indde—the fegture that
more than dl dse has made the “Statler” Bag so papular. These little pockets give you a
gpecid place for your every toilet neg( only thet, but if tooth—paste happens to lesk or a
sopper come out of a bottle, no harm is done, for these | pockets are each one lined with
moisture—proof hospital rubber!

All we want you to do is try out this new "Handibeg, aweek. If & the end of that time, you
should like the bag. so well that you want to keep it for yoursdlf, you cat us— NOT the $12
or $15 you would expect to pay genuine cowhide bag in a sore—but our specid
Introductory Priceto you——ONLY $7.95.

Otherwise dl that is necessary is judt to ship it back origind container at our expense, and
in payment t week's use, give us your judgment of it's sdability

Naturdly, we are not making offers such as thisto t one. Naturdly, too, your advice will be
of vaue only if we can get it soon—before the vacation opens up.

Won't you, therefore, mail the enclosed card today? Better till, put your name and
address on it NOW — while it's right before you, while you need but for your pen or
pencil and then drop the card in the out. going mail.

| thank you for your courtesy.

Y ours for mutua cooperation,
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But while one of the most profitable sdes we had ever run, it to be indirectly the cause of the greatest
debacle the company had.

Some time before, | had started a little publishing business of my ad it was taking so much of my
time that | felt | had best give out—of— town "Consultant's’ work. So after the HandiBag campaign
was successfully under way | withdrew. | am lucky to be say that, because | would probably have been
as easy avic tim the new idea as were the others. Here was the way of it: never been able to sdl to
women on a large scae as with Specid ligs like the women on our customer lists, or the wives of
customers, or good mail buyers like the Davis Fish ligt, | could circulars for and show as good a profit
as with men. But when to picking up lists of women by the hundred thousand and ion, | had never been
able to write anything that would bring the orders in profitable volume.

But when the HandiBag went over so successfully on a premium it occurred to some bright soul that
women were even more

in a Pullman’

susceptible to free offers than men, so why not pick some like] woman's product and put over abig
sdeonit?

Sounded reasonable, and excepting for an unfortunate experience of the kind | had had once
before, | am sure | would have fallen h it as readily as did the others. Be that as it may, they

scouted around for a suitable product and finally hit upon silk stockings. They wrote to miscellaneous
lists of women:

Will you accept a pair of beautiful slk stockings, pure thread silk from top to bottom, in
return for alittle favor | want you to do?

The favor isasimple one, pleasant and easy to render. Here isthe way of it:
| am going to send you in the next few days a box of six pairs of the finest pure silk
stockings, in the newest pastelle shades. When they arrive, look them over, pick out the
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pair you like best and put it on; actudly wear it for aday; then wash it and weer it again:

Then if you don't agree with me that it isasfine a pair of silk stockings as you have ever
head on your fest—if in luster and fedl and wear it is not the equa of any you can buy in
stores at any price—keep that pair as my gift and return the box with the other five

pairs a my expense.

Of course, there was more to the letter than that, but those were the sdient points. Did it pull? 1 leave
you to guess. In three month time it brought orders for more than 600,000 pairs of sk stocking

For awhile it looked as though al we had done in the past week merely the efforts of pikers. On a
single product, going to people 'A had never been able to sdll successfully in any large way, they ha
orders amounting to more than $750,000. Then came the morning afte——and oh, what a headache!
It looked for a time as though whole works were going by the board. Talk about the time we stood
$80,000 in the red on the first of June! That was mere chicken feet It looked as though they stood to
lose three or four times that now!

| had a hurry call to drop everything and come up for a couple months at any price. | found
that of the more than 100,000 boxes stockings shipped, 72 percent were being returned, minus
one pair in each box, and of the balance, some 10,000 accounts were uncollectible.

A sad enough prospect, truly, but when we tried to "job" those | stockings it looked even more so.
We could not get even haf the price that had been paid for them. One—fourth was the best we were
offered, and to add that tremendous loss to the amount dropped on the sale would amost swamp
everything. So we that we would have to sell the stockings by mail. And at a price that would leave us
at least adight profit.

Some undertaking, | think you will agree. Selling 360,000 pairs stockings is a hard enough job at
best, but when you have just worked dl your avalable lists on an offer such as the one that had used,
and when those ssock—mailings are "returns,” it makes difficulties look amost insurmountable.

But it is surprising what you can do when you have to. We had to sdll those stockings. So we did!
Though it took every different kind of “sd€’ | had ever heard of and some | had not.

To begin with, we sat down and wrote every manner of sales gpped on stockings that we could think
of. Then we tried them al— some twelve or fourteen of them. Of thelot, four pulled surprisingly well!
So we took them in order and used each on our entire available list about a month apart. By the end of
the year the stockings were gone, and instead of a tremendous loss, we showed for the year’s efforts a
net profit of $18,000.

That looked pretty sickly after the big figures we were accustomed, but ~any sort of black figures
looked good to us then. It been hard scratching, and we were thankful enough to be so out of it.

To give you an idea of the endless methods we had used:

We had never been able to sdl to teachers. But some one suggested tha we offer them a specid
discount in return for their giving us the names of five parents who would make likely prospects for our
slk stockings. The result was that we not only sold this new list at afair profit but disposed of alarge
number of stockings to teachers, on which we made adight profit aswell!
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Then we happened to be moving into new quarters, so of course we used that to stage "The first
removal sdein our higory." From that we went on to a 1 ct. sde, a combination sdle—every kind of
sde, in short, excepting afire sde. And if the new building had not been so fireproof, we might have
been tempted to have one of those too.

We managed to get out with a whole skin. But it was a close shave.

That is one of the great things about sdlling by mail. It puffs you up one day so you think you are the
greatest thing on two feet. The next, it pricks the bubble and lets you down with a dull, heavy thud.
Tak about a little knowledge being a dangerous thing' knowledge can drop money faster selling by
mail than gambling in the stock market.

And yet, properly run, there is no safer business on earth. Y ou need never risk anything but the cost
of atest. At the Reviews of Reviews, for instance, when Wells "Ouitline of History was offered to us,
we didn't need to say: "All right, well gamble on that,” or "We can't afford to risk that much money."
No in. we said was. “Give us a sxty—day option and well find out!” So we gambled the cost of a
couple of tests, found that we could sall so many sets to each thousand names we circularized,
multiplied that by the number of names available, and knew just what, safely contract to do.

There was no manufacturing cost, no inventories to worry about no commitments. If the test
had been a failure, we would have bought enough of the bookstore edition to fill the orders
received and been out nothing but the small cost of the tests. If the bookstore edition had not
been available we would have returned all money received, notified those who ordered that
circumstances made it impossible to go ahead with the project, and closed the matter. Is there
any other business where future projects can be forecast with such certainty and a such smdll
expense?
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XX

One Million Dollars Worth of Ordersin the
First 9x Months

In The last chapter we mentioned how easy it isto try the sdle of any article by mail and how safdly the sdlling
possihilities can be forecadt. It was this that tempted usinto sarting alittle publishing of our own.

For along timewe had had theideafor aset of bookson practica psychology. Like most suchidess, it seemed
likely to stay in the back of our mind and that nothing would ever come of it. Until one day we got an ideafor a
sdes|etter that would sdl such abook! That was adifferent matter. Sales letters were our daily bread and butter .
Sdes|etterswere unlike books in that when you got an ideafor one of them, you used it! So we got that one down
on paper as quickly as might be.

Even in the cold light of the next morning it looked good. In fact, it look S0 good that we decided to try afew
thousand asatest. Of coursethe bookswere ill in nebulousform, but we knew what they were going to contain
(when and if issued) so we proceeded to dl of that in our letter and circular. Then we mailed 1,000 to of ten
different ligs. Here they are!

Mr. J. Kilgore,

317 Dover .,

Hot Springs, Ark.

DEARMR. KILGORE:

Would you like to see $1.00 grow to $60.00—$8.00 grow to $500.00—by next April?
Let metel you how:

| am going to send within the next few days a set of seven little books.

These books are probably not like any you have ever seen before because:

1. They are about Y OU!

2. They show you that you have been using but a smdl part of your red abilities—that back
in your "sublimind mind," as the scientids cdl it, is a degping Giant who, awakened, can
cary you on to fame and fortune dmost oven—tight! A Genie—of—your—Bran as
powerful, as capable of stisfying your every wish, as was ever Aladdin's wonderful
Genie—of—the—Lamp of old.

3. They make your Day Dreams, your visons of wonderful achievement, of fortune, hedth

and happiness—COME TRUE——nat five, ten, or fifteen years from now, but TODAY,
A.D. 1926!
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| am going to send these little books to you—with no obligation on your part—for you to
reed and ACTUALLY TRY OUT for aweek a my risk and expense.

But——there's just ore thing—I don't want to send them without first getting your
permission. Y ou can grant that in amoment on the enclosed specid "Courtesy Card.”

When | send the books, there's absolutely no obligation on your part to pay for them. You
can return them for ANY reason, or for no reason at dl.

But Here's the Most Important Part:

If you find these little books are everything | say about them (and you're to be the
sole judge), how much would you expect to pay for them! $30.00? $50.00?
$100.00? That's what ordinary courses, which merely promise to show you how to
do some special kind of work, cost you. Certainly if this one will do the half of what
I've promised you, it will be worth all of that—and more!

Well if you decide to keep these books, you need send me—NOT $50.00 or
$100.00, not even their regular price of $1350 -but my SPECIAL
INTRODUCTORY PRICE TO YOU, good only on this ADVANCED EDITION,
of $7.85!

And that’s not al!

If within six months your $1.00 hasn’t grown to $60.00— if you can't credit
the $7.85 you pay from this Course at least $50.00 ADDITIONAL
EARNINGS—send back the books and I'll refund to you cheerfully and in
full every cent you have paid to me for them.

There are no conditions—no strings of any kind to this offer. If within six months
these little books have not brought you the pot of gold at the foot of the rainbow,
then they are not for you. Send them back and get your money!

So don't decide about buying now. You can do that later. Send me only the FREE-
TRIAL “Courtesy Card”, with your name and address on it. Then AFTER the
week’s try-out—AFTER you have summoned on your Genie and put him to the
test—you can send me your dollar or return the books. 1I'll pay the charges both
ways.

But you'll have to send the card right away, for I’m printing only a small number of
Autographed Sets for this “Advanced Edition.” And advanced orders are coming in
so fast that I'm afraid al of them will be spoken for even before the sets are ready.

So if you want to try out your hidden powers withou cost and without obligation,
you' Il have to mail the enclosed card now — TODAY'!
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Y ours—for DREAMS COME TRUE,

Did they pull? The returns from that letter and circular aimost gave us heart failure.
They pulled as high as 9 percent from lists people who had never heard of us before!
They pulled so well we worked every night for the next month or so getting our books
written. And as soon as they were ready we arranged for the mailing of a million
circulars, following these as soon as might be a second million

Within 6 months after the books were ready we had received more than $ 1,000,000 worth of orders
for them——all in answer to the letter and circular quoted above!

Of course, alot of the books came back. They would, when over - as much as this letter and circular
did oversdll them. The idea been excellent, but no book ever written could quite come up to such a
promise. But those who did like the books did not think they were oversold. Judging by some of the
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|etters we received, they felt that everything we had promised them had come true.

So it is a question how much of a mistake that oversdlling was. When the cost of shipping averages
only 16 cents, it would seem better to get from 4 to 9 percent of orders and have 40 percent of them
returned, than to receive the 1 or 2 percent most publishers are satisfied with and have only 10 percent
of them come back. At any rate, the former is certainly the quicker way to build a customer lis. And
build one we certainly did in short order. By the end of the first year we had well over a hundred
thousand names on our books.

The second year we extended the sde by the smple expedient of finding new names and mailing the
same offer to them. Meantime, we had found it necessary to change the name of the books. Thefirst set
had been called "The Book of Life," but after sdlling it for a year we learned that another concern had
been marketing a book of that name for years, so we changed the name of ours to "The Secret of the
Ages." (In the letter quoted above, the title is given as "The Secret of the Ages:' though the origina
edition was offered as "The book of Life")

As long as we had to change the name, we took advantage of the opportunity to radicaly revise and
enlarge the books and then brought out an advance edition of the new set in a paper binding which we
offered to the buyers of "The Book of Life" a the specid price of $1.98. Of course, we used the tried and
proven "will you do me a favor" apped, and, as usud, it more than justified itsdlf, Here is copy of the
letter:

R. Naury

143 E. 39 S
10925 Allerton House New York, N. Y

DEAR SR:

Will you do me thisfavor? You can help me alot if you, will.

I'd like to have your opinion of the following:

| have re—written "The Book of Life" Parts of it | revised Parts | explained. All of it |
greatly added to. Where the old edition merdly stated certain fundamentd laws, the new
st actudly shows you how to put them into practice Where the old told you that riches
and happiness and success were your hirthright, the new edition shows you step by step,
how to go about the actud GETTING of them.

In short, the new edition not only states the theory, but gets. right down to ACTUAL
PRACTICE. It tdls you the how and the Why and the Where, and WHAT TO DO!

Now Heré's Where | Need Your Help!

Before | put alot of money into advertisng this new edition, before | give the Bindery
word to start manufacturing on a big scae, | would like to have some of my friends let
me know frankly what they think of it.

Will you, therefore, do this for me? Return the enclosed card and let me send you a set of
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the new, edition for aweek's examination, So you can give me your opinion?

I'd do the same for you were our positions reversed. In fact, | intend to return the favor in
amanner sure to please you.
Herésthe way of it:

The new edition is twice as big, twice as good as the old Naturally, too, it sells for
more money.

For those buyers of "The Book of Life" who will he help me now by examining it and giving me
their opinions of it, | have printed a few hundred setsin heavy paper covers, and I'm going to let
you have one of them—NOT for the regular price of $15.00——NOT even for the price of the
Advance Edition of $9.00, but for the specid "Old Subscriber's’ price of only $1.98.

That's just about cost, S0 of course | can't afford to add any bookkeeping charge to it, and I'm
going to ask you to pay the postman this low price, with the small postage charges.

Y our money will have astring to it. It's not mine until you say so. You get it right back if for any
reason you send back the books.

And just ligen to what they have done for others:

"Since receiving your first books | have made more than $100,000.00 in a little over 6 months
time. My previous income over a period of years has been approximately $7,500.00 ayear. —M.
D. C., Capitola, Cdifornia.

"I must write and tell you that what you promised has happened. My husband has not only
doubled his sdary from $225.00 a month to $500.00, but in addition, has turned a business ded
where his commission meant $ 10,000.00 in one day's time.

"We have paid for our home completely. Bought us a fine automobile, a radio, new house
furnishings and now have not only the necessities but dso some of the comforts of life. —Mrs.
C. S.N., Indianapalis, Indiana.

You will forgive me if | seem inggtent, but—will you use the post—card now? I'm afraid you'll
miday it. And | thank you most heartily and sincerdly for your help.

Appreciatively yours,

That done, we felt that our original letter and circular were about done with. They had begun
to show signs of wear. Sowehed recourse to the idea which had done so well on the HaniBag. We
offered a premium as a reward for examining the books. That revived the flagging interest with a
vengeance. Quite too much so, for we found we were making the same mistake as was done on
the silk stocking sale described in the last chapter—giving too valuable a premium without
committing our readers to anything. So we promptly changed. We had started by offering a
fountain pen as a premium. Instead, we gave to prospective customer a copy of Richard Harding
Davis short story, "Me Man Who Could Not Lose.” "'That seemed to strike the happy medium. It
greatly increased orders without increasing the proportion of returned sets, whereas with the pen,
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one of the first lists we tried gave us eight times many orders with the premium as without—but
with no more sales! Luckily it was one of the first we tried, so no great damage was done.
Between the premium offers and our original letter we brought in some 300,000 orders. Then we
tried selling the books in combination with a year's subscription to the Review of Review and
sold an additional 30,000 that way. Here is the premium letter adapted to sell in combination
with the Review:

DEARFRIEND:

Will you accept a copy of "The Man Who Could Losg'— in return for alittle favor | want
you to do?

The courtesy isasmdl one, pleasant and easy to render

Y ou know, of course, that the Psychologists declare most of us use but atenth of our brain
power—that it is only the occasond Nagpoleon of palitics or business or finance who, by
using dl of his powers for alittle while soars to heights so far aove ordinary mortas that
heislooked upon forever after asagenius.

But do you know that Y OU have it in you to be such a Genius? That back in your
brainisaGenii as powerful, yet as easily controlled, aswas, Aladdin'sfabled
"Genii—of—the—Lamp" of old?

Dr. Frank Crane cdls this Genii the "Man Ingde You." Robert Louis Stevenson referred to
him as his "Mentd Brownies' and gave them credit for dl the wonderful things he wrote.
Scientigs cdl it your second sublimind mind, and edimate that it is to your ordinary
conscious mind asamillionisto one.

| am going to send you in the next few days seven books give you the few things you redly
need to know to this vagt power that is within you. They are short; are interegting as any
Arabian Nightstale; and the best of it is—they are TRUE!

Which brings me to the courtesy | want to ask of you:

I"d like to make sure of the demand before | put alot of money into the regular edition of
these books. So | am writing to a few representative men in different sections the country to
ask eech of you this.

Will you glance over one of the Advance Sets of the the “ Secret of the Ages' that | am
going to send you—TRY THE “GENII—OF—Y OUR—BRAIN ‘—see what He do for
YOU?

It isagndl favor, but it means a great dedl to me, and | believe it will mean even more to
YOU, for nearly every man has some pet ambition——some day—dream he entertains in
idle moments. "Bubbles '—r you. Read the seven books | am sending you. If you dont find
in them the way to make those dreams come true, just tell me so and they'll have cost you
nathing.
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And that isn't all!

The appeal of these books is to ambitious men and women—Ilive, aert, forward—
looking citizens. And such men and women are interested not alone in money suc-
cess, but in keeping up with all that is best in Science, in the things that cultured
people talk aout, in the real news of the world. So | have arranged with the Review of
Reviews Magazine for a specid offer to those who first mail the enclosed FREE TRIAL
CARD. Here isthe offer:

50% Discount Offer!

Mail the enclosed card—without money. | will send you postpaid for FREE
examination—a beautifully bound set of "Me Secret of the Ages ' " and enter your
subscription for one year to the Review of Reviews.

If you like the books and the magazine so well that you want to keep them, if you find in
these seven volumes the way to the pot of gold at the foot of the rainbow, you can pay—
NOT the usud $4.00 price of the Review of Reviews— NOT the price of the regular
edition of the “ Secret of the Ages," but 50% |ess than these—only $7.85 or $1 at the end
of aweek and $2 a month for 4 months

That iswhat you save by using the enclosed card at on

The Review of Reviews s, | beieve, the one monthly that best presents the progress of

the world in the most interesting, most readable way. It gleans from the gret mass of

newspapers and magazines dl that is worth while and presents the gist of it to you. It ties
together the scattered items of news, shows you their relation one to another, givesyou a
clear, connected picture of what has happened in the world during the previous 30 days.
“The Secret of the Ages' brings you materia success. The Review of Reviews provides
the everyday knowledge that gives socid poise to the successful man.

And mind you—if for any reason you don't find in these books the way to make your
dreams corm true, you don't need to keep them. You don't need to pay for them. You
can send them back at my expense and cancel your subscription.
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Naturdly, | am not meking offers like this to everyone Naturdly, too, your judgment will
be of vdue to me only if | get it NOW—before the Winter book—sdlling season is over —
before | gart on the big regular edition o books.

Won' you, therefore, put your name and address on the card TONIGHT if you can, and
mall it?

On second thought, better mail it ight away—while you have it in your hand—so there
will be no chance of for— getting it.

| thank you for your courtesy.

Y ours for mutua cooperation

PS. And whether or not you keep the "Secret of the Ages™ | want you to keep "The Man Who
Could Not Lose" as a present from me, entirely free of charge, It isin retun for your
courtesy in passing judgment upon the Advance Edition of the books.

That pretty well ended the big sdle. We tried number of |letters after it, of course, and some of them sold
books with reasonable success, but none of them in anything like the quantities the first ones had. Here is
one of the more successful of these efforts:

Can
Attached
here

246

Copyright © 2010 ProfitTips.com All Rights Reserved.



My DEAR SIR:
It's awonderful thing—the power of money to make money.

Just this little, insignificant penny invested birth at the birth of Christ, at interest of
only 4% compounded semi— annually, would today amount to more than
$200,000,000,000,000,000,000—many times the wedth A the world!

It's too late now to date back your invesments to then, but you can do the next best thing—
you can invest a few minutes in wisdom that was old when Chrigt was born, and collect
dividends from it now to dmost as unbelievable an extent.

For those ancient Wise Men uncovered certain truths that we, with dl our education, have
overlooked or forgotten. Present day psychologists and metaphysicians are 'lre—
discovering” them and shouting them to the world as something new and wonderful.

They are wonderful—but they are not new. They were ancient when Jesus came into the
world. But mankind is only now beginning to get aglimmering of their power.

When Prof. Wm. James of Harvard told us thet we are usng only a tenth part of
the power that is ours—hoth physicaly and mentaly—people smiled unbdievingly.

When Judge Troward followed this with the dartling Statement that Universal
Mind or God is to each of us exactly what we look for in Him a God of hgppiness
and plenty or one of poverty and misery—and Emerson enunciaied his theory of the
Oversoul, people shook ther heads uncomprehendingly.

When Churches were founded, based on menta hedling, people laughed. But these
churches have grown, and the number of successful followers of the new
psychology doubles continually——all because they show actual results!

What is the law back of al this? When drugs fail, is there a force we can call upon
to restore hedth and strength? When our money is gone, when creditors are
hounding us until there seems no way out, is there a power that can open up hidden
channds of riches, uncover treasures we never dreamed of ?

The Wise Men of the Eadt taught thet there thet there is Psychologidts today are re—discovering the
truth of ther teachings And ordinary men like you and me are proving it. One man whose
hearings before the Referee Bankruptcy had actudly commenced had his business rehabilitated at
the last minute.

Another needed $1600.00 by a certain time—, and received $2000.00. A third asked for $500.00—
and it came in a way that seemed dmog miraculous. And these are only three of thousands of
gmilar cases. | could fill abook with them.

How did they do it? Have you ever been in a serious accident, where everything looked
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black for an ingant, but by some superhuman effort you managed to pull through with a
whole skin? You didn't stop to reason out the right thing to do, did you? The prompting
came from within— and you just did it, that's al!

Widl, that prompter is just as potent a helper in Sckness or in busness as in sudden
emergenciesif only you learn to cal upon him.

This is the knowledge the Wise Men of the Eadt |€ft for us Thisis the knowledge thet isthe
Sacret of the Ages. And this is the knowledge thet is yours——FREE: to read and to
try without one cent of cogt or one hit of obligation, if you will mail the encdlosed card at
once.

The Secret of the Ages consists of seven small b. easily carried, easily read. There
is no mysticism, no involved passages. A child can understand it, yet it holds such
depths of wisdom that Doctors, Ministers, Bankers, College Professors have read it
a dozen times over and each time gotten something new and valuable from it.

Will you read it, if | send it to you for a week—FREE? If then like it as much as hdf a
quarter of a million others, if money won t tempt you to part with it, what would you
expect to pay for it? $30? $50? That is what most Courses dong similar lines of thought
sl for. But if you like these books, you need send—NOT $30 or $50 not regular price of
$15, but the specid price for this Courtesy Edition in red Artcraft Leather of ONLY

$7.85 (or $1 and $2 amonth for 4 months.)

“Your 7 volumes are the keys which have opened the doors the Treasure House for me,"
writes Macon of Buffao, while the Business Magazine of New Y ork says of them: "Here
a lagt is a man who has given to the world a practica method of having happiness on
earth.”

“Now what am | to do?' you ask. Simply put your name address on the enclosed card
and drop it in the mail. There's nothing to puzzle about, because you don't have send one
penny or promise anything other than that if you don't see where every penny and every
minute you may put into these books will come back to you in dollars you will send them
back.

That's easy, ian't it?

Never mind what we SAY——Just see what the Secret of the Ages will DO for you. But
please mail the card right away to get one of the "Courtesy Edition" sets at the specia
low price.

Sincerdly yours,

Thered profit in salling by mail lies not in the first sdle but in the succeeding ones. If you cannot sell
a second product to something the people who bought your first one, then there is something wrong
with your methods or your product. Repeat sdles on books or merchandise are analogous to the
renewing subscribers on a magazine. The magazine that cannot renew somewhere near hdf its
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subscribers is headed for afdl, and the same is true of the mail order merchandiser who cannot sdll a
second time to a high percentage of those who first bought from him.

About the time our first set of books was showing signs of being through, we finished our second s&t,
which we cdled "The Life Magnet.” So we were quite willing to forget the "Secret of the Ages’ sde
for awhile in busying ourselves getting in the orders on this new set.

As usual when we had a new product to offer we tried half a dozen letters, then used the best of
them: Here are the three most successful of the letters we tried:

DEAR FRIEND:
Is your address, as written above, correct?
If S0, please return the enclosed card immediately, then it back and watch results!

Within afew days, I'll send you seven new books, published only afew weeks ago, which
aready have brought to hundreds a secret that men have struggled for, fought for, died for
since time began——2' How to Get What youWant!"

These seven oks put you in possesson of a Money Magnet—a power capable of
drawing to you anything of good you may desire.

Impossible? Just listen:

"I've had 'The Life Magnet' only afew weeks, but already it has proven to be a veritable
Money Magnet. “—H. 1. Lovett, Lily Dae N. Y.

"The Life Magnet" will show you how to get what you want—how to draw to yourself
riches and power just as surely as the magnet draws to itself every filing of iron that
comes within its reach. There is nothing of good you can ask for, that it cannot bring
you.

Do | promise too much? It is because | have seen this Magnet work—I have tried it in my
own life—I have tested it on others. And | tell you again—there is nothing of good you
can ask for that it cannot bring you. Riches and honor, health and happiness—you have
but to charge this great Magnet with your particular desire, magnetize it in the way these
seven books show you, and the result is as certain as the morrow's sun.

What These Books Will Do for You
Scientigts tell us, you know, that all mankind is crested equa——that the brain of one
man is exactly the same as that of another. The only difference between a failure and a

successful man isthat the successful man's brain is more developed.

But here is the important part— These scientists tell us that no man has found the way to
use more than one tenth of the giant power of his brain. And the prime purpose of "The
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Life Magnet" is to point out in plain language the way to harness the vast reserve power
of this Giant Ingde Y ou—the way to use it to bring you whatever you want.

There are no vague theories in these books. They show you firg just what is this giant
unused power within you, then how to reach it and finally how to make it work for you
every day and hour.

Read the Books at No Expense!

| have so much confidence in "The Life Magnet” that | will send the seven volumes for
you to read and study for 7 days FREE——without a Single penny of payment from you.

Keep the books a full week. If you think they'll do what | promise, send me only
$7.85 as payment in full. (Or $1 then and $2 a month for 4 months). Otherwise, just
return them at my expense and owe me nothing.

If you decide to keep the books and remit the $7.85, your money will be refunded to you
any time within a year if you canot then atribute at least $1,000.00 of additiona
earningsto the books.

Could anything be fairer than that?
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Try it." You can't lose. Y ou don't need to send a penny or take any risk. Just your name on
the enclosed card will bring the seven volumes of "The Life Magnet 'to you— subject to
aweek'sreading and TRIAL!

Codt nothing to TRY them and if you want to make am money, achieve redl success, you
owe it to yourself to mail the enclosed "FREE TRIAL" card today!

Yoursfor greater success,
FRIEND:
I'd you like to add $1,000.00 to your net income during the next year?

It doesn't make any difference whether you are in business for yoursdlf, or whether you
are working for someone else.

You have but to read seven books—the saven volumes of Life Magnet "—and I'll
guarantee that these seven books will increase your earnings at least $1,000 a year, or

you don't pay asingle penny!

Unusual, yes! But the books are even more unusua for, to the best of my knowledge,
such vitdly helpful books have never been published before.

Y ou have heard, of course, of Robert Collier's"Secret of the Ages," which sold well over
200,000 copiesin itsfirst three years.

Now, after further years of study, after testing the effect of those ideas on scores of
thousards of followers, Robert Collier has prepared a new set——bigger and better,
far more complete and much farther advanced than the old. Those who have had the
privilege of seeing the advance sheets declare that now, indeed, the Age of Miracles
Is with us again—that the man who, with these books to guide him, cannot take
what he wants from life is indeed a tyro.

What These Books Will Do for You

Scientists tell us, you know, that all mankind is created equal—that the brain of one man
is exactly the same as that of another. The only difference between a failure and a
successful man isthat the successful man's brain is more devel oped.

But here is the important part—

These stientists tell us that no man has found the way to use more than one—tenth of the
giant power of his brain. And the prime purpose of “The Life Magnet” isto point out in
plain language the way to harness the vast reserve power of this Giant Ingde Y ou—the
way to useit to bring you whatever you want.
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There are no vague theories in these books. They show you firg just what is this giant
unused power within you, then how to reach it and finaly how to make it work for you
every day and hour.

Read the Books at No Expense!

| have so much confidencein “The Life Magnet” ‘that | will send the seven volumes for
you to read and study for 7 days FREE without a Single penny of payment from you.

Keep the books afull week. If you think they'll do what | promise, send me only $7.85 as
payment in full. (Or $1 then and $2 amonth for 4 months)) Otherwise, just return them at
my expense and owe me nothing.

If you decide to keep the books and remit the $7.85, your money will be refunded to
you any time within a year if you cannot then attribute at least $1,000.00 of
additional earnings to the books.

Could anything be farer than that?

Don't judge the books by this price. The regular price will be much higher after this Introductory
Edition is exhausted. The $7.85 price is ridiculous when compared the riches and the hedth and the
success this great “Life Magnet” will bring to you. | firmly believe that after you have reed them,
you would nat be willing to part with these 7 volumes for ten timestheir smal price.

Cods nothing to TRY them and if you want to make more money, achieve red success, you owe it
to yoursdf to mail the enclosed "FREE TRIAL:' Card today!

Y oursfor greater success,
DEAR CUSTOMER:
Although I have never met you, | am going to write to you asif you were a persond friend.

Y ou can help me to mke a very important decison, and | am sure you won't mind it when
| explain. | know | would gladly do as much for you if you asked me.

| have just brought out a smal Advance Edition of a new sat of books——much bigger,
much better than anything | have ever published before. It is cdled The Life Magnet.

It treets of the same Psychology of Success, of Hagppiness and of Hedlth as does The Secret
of the Ages, but it carries the thought much farther dong, and—even more important—it
shows far more dearly how to APPLY these methods and principles to your every—day
problems. In it are no more theories——it takes you right down to the bed—rock of
ACTUAL PRACTTCE. Here is what one of the firgt buyers of these new books wrote of
them:

“They are just what | seemed to lack. | have been a student of Psychology for years,
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and taken two courses in it, but | learned more—at least | have had more success in
actud application—from your books than from both the courses.™
——C. C. Showadlter, Pittsburgh, Pa.

While A. D. Methven, J., of San Benito, Texas, wrote:

"They are virtudly worth their weight in gold. Each time | pick them up | get something
new and good out of them."”

Now this smdl advance edition is dmost gone, and what | want to find out is this HOW
BIGAN EDITION SHALL I PRINT NEXT?

In other words, how many of our Secret of the Ages reeders want to go further into this
subject—want to learn more about APPLYING the principles outlined in the books they
have?

That is where you can hdp me. You have read The Secret of the Ages. Now | want you to
reed——at my expense, of course——the new Life Magnet. | want you to TRY OUT the
actud methods it gives you in your business, in your socid life, in your hedlth. | want you
to put it to every test you can.

Then send it back to me, and in payment for your FREE TRIAL, indlude a line teling me
what you think of it, how big the market you bdieve thereisfor it.

The enclosed is merely your agreement to TRY the books——and return them.
There is no expense—just a courtesy between friends. If you should like the books
so well that you want to keep them, you can send me—not the $15 price of the
regular Andalusian leather edition, but only $7.85 (or $1 in one week and $2 a
month for 4 months) for the same fine effect in a red Spanish leather binding.

This firgt Advance Edition was not a big one to begin with, and there are only afew sets
now left in that fine, red Spanish leather binding. | want you to see one of them, for |
want your opinion, so won't you use the enclosed card right away?

| don't like to be so indstent, but I'm afraid you'll put it asde until it istoo late, so please
put your name and address on it nown—while you have it in your hand and drop it in the
mail.

| thank you very heartily and sincerdly for your help.

Appreciatively yours,
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All three of them pulled well, though none quite came up to the results of the favor letter which
we used to sdl the first paper— bound

Secret of the Ages' to "The Book of Life" buyers. However, the price was higher, so that may have
had something to do with it.

We had sold the "Secret of the Ages' successfully for three years, but that usualy marks the life of
any sat of booksthat has abig, popular sdle. Even Wéls did not do much after the third year until it was
brought out in a $1 volume, when the sale revived dl over again. We skimmed the cream off the "Life
Magnet" sde in alittle over a year. Then we began to look around for new worlds to conquer. And
presently we found them in anew and unique magazine.

The idea of the magazine was based upon a test we had made of a series of lessons awesk or a
month apart. They had shown such life that we decided to try them on a large scale, and instead
of ordinary lessons, put them in a little magazine, letting the lesson be the central feature and
accompanying it with a couple of stories that would illustrate the point we were trying to bring
out, We decided to call the little magazine "Mind, Inc."

Before starting it, we planned some 15 lessons, which gave us a centra theme and enabled us to look
around well ahead of time for the sort of story materiad we should need. Then we decided to offer the
first lesson or copy free, on the understanding that the reader was to either notify us within two weeks
that he did not want the subscription or else send us $4.85 in full payment for first twelve lessons.

Here isthe letter we used, and one that brought a higher percentage of orders would be hard to find:

Herelsa New Way
To Get What You Want!

Will you let me send you Absolutely Free the first Lesson in getting riches, from the new
"Key to Life’ Course? Yours a no cost whatever yours to use—yours to keep
forever!
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Getting riches is not a matter of Saving money. Y ou know that. Opportunity is not the
answer. Even ability does not necessarily bring riches——as witness the number of
geniuses who starve to desth.

Then what is the secret?

The ancient Egyptians used to teach, you remember to grasp the Idea behind anything
gaveyout over it, for it put into your hands the Soul of thing

The first Lessons of the "Key to Life" course give you the idea behind the
getting of riches. They put the Soul of them into your hands. They show you how
to "cast your nets on the right sde” and fill them to overflowing, even though you
have labored dl your life before and caught nothing.

Roger Babson says that one of the 70 opportunities ill n to Americans to become
millionaires lies in the utilization of the power behind prayer to bring you what you want
in life. These Lessons will show you—Not how pray—but how to use the power which is
back of al successful prayer, to bring you what you want.

| am 0 sure that these practical Lessons will give to You the basic methods of How To
Get What Y ou Want that | make you this unusud offer:

Smply mail the enclosed card, and | will send you the first Lesson of the new
"Key to Life" Course Free and Pos—jpad—yoursto keep forever.

Read it—Try it—put it to the test! If you feel then that you are truly on the trail of
the Aladdin secre——if you can trace directly to it additional earnings or
additional earnings or additional opportunities worth a hundred times the regular
price of the Lesson, send only $4.85 for the full year's Course of 12 Lessons.
Otherwise keep the first Lesson Free.

I am making this offer just to you and those like you who have shown their faith in the
power of Mind, because | fed that anyone who has taken one step in that direction will
never be content until he has attained his goal. He knows he Has the power to be
anything he wants to be. He knowsthat dl of good is his for the taking. So heiswilling to
Try these practical Lessonsin Putting That Power to Actual Use!

Whether | extend this offer to any other groups will depend entirely upon your
response. Won't you, therefore, mail the enclosed card today, if you can? Better
still, pencil your name on it Now——before you run any chance of forgetting it—
and drop it in the mail! It's aready stamped.

| thank you for your courtesy.

Appreciatively yours,
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Robert Collier Ediror

Of course, we had no intention of pressing for collection at the end of the two weeks if we failed to
receive a cancellation or a remittance. Instead, we planned a series of follow—up efforts, each a sales
letter in itsdlf, to bring in the price of the subscription. These follow—ups are given in the next chapter.
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To most of our readers we felt that the first lesson would be the best to send, but for certain classes,
later lessons had a much stronger gpped. When we found this to be the case, we used the stronger
lesson, of course.

With the heads of business concerns, for instance, our July lesson was particularly effective, because
of one gtriking gtory it contained. So to the heads of some 10,000 business— concerns, we sent this
letter:

MY DEAR MR. JONES
At some desk in your Bank sits a man on whom you have your eye.

He shows promise. And you are hoping to see him develop one of these days to the
cdibre Vice Presdents are made of .

Thereisagtory in the July issue of MIND, INC., which will help to put him in that class.
Itiscdled "The Magic Story. "I should like to send you acomplimentary copy of the July
"MIND, INC.:" so that YOU may hand it to him.

“This gstory is worth $25.00 to any man:' wrote the Generd Manager of the Pratt &
Lambert Co. of Buffalo. "To afew men, it isworth afortune.”

If you will mail the enclosed card, Mr. Godfrey, or drop me aline on your own letterhead,
| will send you a complimentary copy of the July issue the moment it is out.

Thereisno cost or obligation attached. Our sole object isto get this story into the hands of
men who are "up and coming" knowing that if they read it, they won't stop there. The;
will want every issue of MIND, INC.

Won't you, therefore, put your name on the card now and drop it in the mail? It's dready

stamped.

Appreciatively yours,

Something over 10 percent of the list ordered copies. We followed them up promptly in an effort to
sl them copies for every one in their organization and quite a few did order in reasonable quantities.
Here are the two letters we used:

John Jones, Esg.,
President, Bank of Commerce,
Monrovia, La

DEAR MR. JONES:

The July MIND, INC., containing "The Magic Story," was mailed to you a couple of days
ago.
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If you have found time to read it, | know you have thought of a dozen men in your
organization (and some outside) who need just the stimulus "The Magic Story™ gives, to
wake them to their red posshbilities.

Will you give them that stimulus, Mr. Jones? We don't care what you pay for it, or
whether you pay at al. MIND, INC. is priced a 500 a copy, but we will bill the copiesto
you a 250 each, or |et you set your own price.

All wewant isto get this gory into the hands of the men who need it—AND WILL USE
IT!

Will you send us such a lig of the men YOU know? Youll be doing them a greater
favor—youll be actudly GIVING them more—than if you handed each your check for
$100.00.

Some of them are going to date their start from the time they read "The Magic Story —
and Y OU, John Jones, will be the man back of it!

Sincerdy,
DEARMR. JONES

"If you have not dready sent for it," wrote Tom Hanlon, Sdes Manager of the Super
Mad Cook—Ware Corporation of Chicago, to his force of 1,500 sdesmen, "stop
everything this very minute and send for a copy of the July MIND, INC.

"] want to tell you that when you read The Magic Story' in that issue, you will agree with
me that it isworth $5.00 of any man's money.

"You will misswhat | consider one of the greatest stories ever written if you do not read
it. Many men will be able to trace their success from the day they read The Magic Story.

"Read it once, and | am sureyou will read it at least once each week!"

That letter is from one of the most successful Sales Managers in the country to his field
force. When aman like him will so strongly urge a story upon his sdlesmen, it must have
properties of unusud vauein "pepping up" asdesforce.

Wouldn't that same enthusiasm be of help to your men, too, Mr. Jones? Then send
us a list right now of al the men you want to infuse new life into and we'll have it
on the way to them within twenty—four hours.

Sincerdly,

Then the September and October |essons brought out some ideas on the question of the hedling art
that we felt every doctor would be interested in, so we circularized doctors, osteopaths and chiroprac-
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tors first on the September, then on the October lessons.

Thistime, however, since there was no chance of quantity sales of the same lesson, we fdlt that they
should be willing to pay something for the one they received; so we enclosed a coin card order form,
and required payment of 25 cents. with order. That pulled too, pretty nearly as wel asthe July issue
free. Infact, on onelig, it did better than that, bringing in 12 percent of orderd

What is more, where on the July issue we sold only additional copies of that one number, with these
two we were able to close agoodly percentage of subscriptions.

Hereis copy of the October |etter. The September one was just about the same, the only
change being in the title and description of the lesson.

J. Frankl, Esq.,
13929 Gendde Blvd,
Los Angeles, Cdlif

DEAR CUSTOMER:

May we send you a copy of the October issue of "Mind, Inc.,” which explains for the first
time the two factors necessary to the cure of sickness or deformity?

If you have ever wondered why some people can so easily shake off sickness, while others
suffer for weeks and months —if you have been at aloss to account for the miracle—cures
you read so often in the dailly news—if you are looking for the hidden factor in dl
heding—then mail the enclosed card for a copy of the October "Mind, Inc.," giving the
law back of dl these.

This Law is as fundamentd as Eingtein's Law of the Universe, as revolutionary as was
Harvey's discovery of the circulation of the blood. When you have read it, we believe you
will say it isasimportant to the cure of disease as Eingein's Law isto the study of Physics.
It accounts for every so—called miracle, every case of healing. It shows how YOU can
work miracles with your body.

We are giving to a few old customers the chance to read and try this newly
discovered lav——NOT at the regular price of 500 a copy, but for HALF that——
—only 250. YOU are one of the few who can get a copy of the October issue at this

specid price.
The enclosed card will bring you this specially priced copy if mailed at once. Thereis no

obligation attached. The only essentid is that you put your 250 into the card and mail it
right away, before these specia copies are dl spoken for.

Sincerely yours,
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That idea of sdling one lesson a atime showed such life that we then tried asking full price, and snce
itisjust about as easy to get $1 as 50 cents, we offered two lessons for $1.

The fird that lent itsdf particularly well to this idea was the lesson - the following July. It was cdled
“The Secret of Youth.” And here isthe |etter we used on it:

DEAR FRIEND:
Will you risk $1 for the Secret of Y outh?

There is such a secret—miake no mistake about that. How *W has Dr. Carrd, by two smple
processes, kept the heart of an embryonic chicken not merdly dive, but vitd and youthful for
18 yead

The secret liess—NOT in digting, NOT in surgery or morkey glands, NOT in exercise—but
in something far Smpler and essier than any of these.

Why do animdls live to five and six times their maturity, while men and women average
only two to three times theirs? Why do the wilder animds keep their vigor and youthful
aopearance until five—sixths of their span of life gone, while men and women begin to look
old when scarcdly hdf ther lives are gone?

Can you tdl? No? Then send for the Secret of Youth. It requires no diet, no exercise, no
aopliances. What is more, if it does not do dl you expect of it, you can send it back and get
your money back!

On that undergtanding, will you risk $1 on it? Then fill out the form on the next page, or just
wrap adollar bill in thisletter, and return it in the enclosed envelope.

If abounding youth and hedth and drength are worth a dollar to you, use the enclosed
envelope——not next week, or next month, but Now—TODAY !

Sincerely,
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That sold! It did so well that we quickly disposed of 25,000 extra copies, and orders for them are ill
rolling in. Of course, in making the sale, we could not divide the interest by saying that with the " Secret
of Youth" we were going to send an extralesson. But when we delivered the lesson, we sent with it a

copy of another one which eaborated the same idea and thus Ieft the reader even better satisfied
because he got more than he expected.

Those orders, too, had the great advantage that afar higher percentage of them subscribed to the rest of
the lessons.

Life Is Youth!

WHY do so many women of today live in a state of chroaic half-health? Why

do we hear thousands complain of coustant lassitude znd gloom that takes
sll gladness from life? Why does Beauty fade o fast,"driving mers girls to
the cosmetic counter to imitate the duinty Bower-like complexion that Health
alone can bring?

Ignorance of the simplest law of Nature is the snswer. Without Health you
cannot be strong, nor beautiful, nor successful, and certainly mot happy. znd
without this most important of afl of Nature's taws, you cannot be healthy.

In the last analysis, beauty is based upon health and vitality—u clear,
red blood and the normal activity of all glands and organs, The“’mp:’;:? of the
body aimply expresses ths condition of S}o interior. Beanty is the natural ex-
pression of purity and wholesomenes.

Vitality and Success

The man or woman who possesses abounding vitality has the most valoable
asset in life. No obstacle, no handicap can hold such = one back.

Most of our great men have been men of unwausl physical energy, possess
the most hearty and powerful constitutions.. They have develo a “'3!
strength, a youthful force and vitality that have carried them over every obstacle.

On the other hand, thoussnds of men and women of exceptional ability fail®
because of the lack of physical power. The pathways of life are strewa with the
devitalized and deficient who bhave fallen behind. Real youth means unlimited
vitality. It means cmpacity for endless work. It means exuberant spirits. It
means a Ip[lieulng, forceful, magnotic personality. Tt means a clear head and an
active mind,

You can be brisk, active, youthful at an age when your mates ere gray and
broken. You can have ahounding vitality, and the abundant vigor and energy
that go with it. You can cheat time of twenty or thirty years, merély by learning
Nature's simplest, yet most important law. But simply wishing will not do it
—you must act. Send NOW for the Secret of Youth!

ROBERT COLLIER, INC.
599 FIFTH AVENUE NEW YORK, N. Y.
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Even where they did not, we mede it little money on the $1 orders, for our drculars cost us only 2 ¥2to
3 cents goiece in the mail, and pulled from 5 to 10 percent of orders, sothat eech2%20r 3, brought back 5
to 10 centsworth of business. On a$1 item, isdoing well.

Following the "Secret of Youth" we had two lessons covering Lost Word of Power." These lent
themsdlves so well to the $1 idea that we offered them together and promptly sold an additiond 15,000 of
them. Thefollowing letter did the work:

DEAR CUSTDMER:

What would you give to be the "biggest” personage in your community, the greetest in your
line anywhere?

Would you risk reading a law so important, thet it is given In the Bible as part of God's
labors on three of the Six days of creation, and is repested no less than Six timesin asingle
chepter?

Would you risk the time to go over another page which gives dearly and unmigakably the
directions for success? Not in ambiguous language, but in short, cryptic that a child could
understand and follow.

Would you risk that much? Then send the coupon on the page. It will bring you—not only
the mogt important life can teach, not only the clearest, surest directions for success ever
given, BUT IN ADDITION—

"The Lost Word of Power"

Since time began, mankind has believed there was some formula, some talisman,
that would open all doors to its possessor. That belief runs through al the legends
folklore of the ancients. You see it in the story of n and his lamp, in the "Open,
Sesame!” of Ali in the Cabala of the Jewish Rabbis, in Longfellow's poem—
" Sandal phon."”

For a belief to persst through so many ages and countries, it must have some basis of
fact. And in "The Lost Word of Power," you get that basic truth.

"My word shdl not come back to me void," says the Bible, "but shall accomplish that
whereunto it was sent.”

"The Lost Word of Power" not only proves to you the truth of that statement, but shows
you exactly the same principle working in physics, in eectro—mechanics, in surgery—in
al of nature! You can PROVE it—in your own life, with your own caree—NOT in some
dim and distant future, but RIGHT AWAY!!

I know a man who had not a cent to his name nor enough food for another med for his

263

Copyright © 2010 ProfitTips.com All Rights Reserved.



wife and three children when this law was brought home to him—and through he has
made a fortune! I'll tell you his name and his NO experience in "The Lost Word of
Power."

I know others who have won from it fame, fortune, hon. ors, happiness. I'll tell you some
of their stories, too, and who they are.

What would YOU give for the power and success a "have won? Would you risk $1 for
it—if you could get It fight back if the talisman failed to work for you?

If you would then mail the coupon on the next page. with that distinct under standing—
that you get it right back It for any reason the Word of Power failsto work for you.

Sincerdy,

The next two lessons fit together very well, too, so we tested as a $1 unit. With a letter aone, their
pulling power was disgppointingly low. But we added a little booklet and jumped thee two and a half
timed

That is one of the few cases we have seen where the letter account for somewhere near 75 percent of

the orders. Ordinarily, a good sales letter will pull about 75 percent as many ordersif mailed without acircular
asit will with even the best descriptive circular. But occasonaly the circular is the thing that does the pulling.
And this was one of these rare cases. Here isthe Ietter:

DEAR MR. JONES:

What would you give to be rid of every debt and obligation? What would it be worth to
you to shed every limitation that hedges you around, and face the world as free as a
butterfly that has just shed its cocoon? Would you $1 for it?

It can be done—make no mistake about that. As a matter it is the way al of Nature
works. Only man clings to his troubles, and so reproduces them in ever greater and
greater number. Only man hugs his chains, and s0 binds them tighter around him.

It has been proven time and again that it is just as natura for a man to shed wrong
conditions and Start afresh, asfor alobster to shed a broken claw, or asnake its skin. And
it can be done without injustice to anyone—in fact, the Bible adjures usin many placesto
do that very thing!

How can it be done? How does the snake shed its old skin? By firgt forming a new skin
beneath, does it not, then letting go of the old? How does the lobster get a new claw, a
child grow a new tooth? By starting the new conditions under the shell of the old, then
when they are far h dong, letting go of the old!

The outer shdll is aways dead. It is only undernegath it, the new' conditions are
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forming, that there is life. Your present circumstances or conditions do not matter.
There is no life in them. It iswhat is forming beneath that counts!

What conditions are taking shape under the shell of YOUR present circumstances? Are
you hugging the same old debts and lacks and unhappiness to you, and reproducing them
over and over again? Or are you growing a set of brand new conditions, of riches and
happiness and success, reedy to split the old shell and let go of it & a moment's notice?

Y ou can shed the old, you can grow new and perfect condition, and you can do it fight
now. Y ou don't have to wait until someone dies and leaves you amillion. You don't need
to depend upon outside help of any kind. The power isinyou, just asit isin every other
form of life. It needs usng—tha's dl.

And the way to use it——the smple, clear, easly understood method of getting the
things you want and ridding yoursdf of wrong conditions, is given you in the next two
Lessons of Mind, Inc.

Send for them. The coupon on the last page brings them to you, subject to 60—day's
EXAMINATION and TRIAL. At the end of that time (or any time between), if they have

not done al you ask of them, if for any reason you are not satisfied, send them back and
your dollar will be refunded immediately and in full.

$1 to make your dreams come true! $1 to rid yoursdlf of the old shell of debts and lacks!
Will you risk that much? Then pin it to the coupon on the next page and return it in the
enclosed envelope. You get it fight back, if for any reason you return the two Lessons.

Sincerdly,

That is as far as we have gone with the idea. | have a belief that by picking the fight sort of
lessons for our efforts, we can keep feeding in new $1 orders indefinitely, and of so varied a
character as to keep the whole list alive and responsive.

"The Secret of Youth," for instance, brings one type of reeder. "The Lost Word" an entirely different grade.
While, judging by the qudlity of orders recelved, the third letter appedlsto a different class dtogether.

That keeps the list aive, and us, too, for as long as we must keep bestirring ourselves for an
entirely rew and different appea every couple of months, there is no danger of our being guilty
of the unpardonable sin of stagnation— standing still!
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XXI

Taking the Guess Out of Advertising

THERE is a concern in New York caled the "Tested Sl Ingtitute and Word Laboratory, Inc.”,
whose purpose it is to take guess out of salling. The writer once listened to alecture by founder, Elmer
Whedler, in which he showed that sdlling as it isusualy practiced is the world's biggest guessing game.
Not one salesman in a tousand, he said, can tell you exactly what words and phrases sold his
customer. He merdly guesses that this word or sentence will sdl, and some—times it does, and
sometimes it doesn't

We have high salaried executives, Mr. Whedler pointed out to buy the merchandise and place it at
the counters, and other high salaried executives who advertise it and bring the people to the counters.
So far so good. Then what happens? The actua selling of the merchandise is entrusted to a humble
$15.00 aweek sdesclerk!

This is retailing's oldest weskness. It's biggest handicap. | answer to this problem, is to control the
spoken word by placing the mouths of the $15.00 a week sdes clerks the words and expressions a
$50,000 a year executive would use were he behind | counters selling your merchandise!

Within aperiod of time we have amassed upwards of 100,000 selling phrases, from over 200 lines of
industry. The sentences that have made sale after sdle we called "TESTED SELLING SENTENCES'.

All of us are conscioudy, or unconscioudy, usng "TESTED SELLING SENTENCES' from
morning, noon till night. Some us use them to sdll ideas, others service, and others actua merchandise.

Little Willy wants an extra dice of bread and jam; sster wants 15 cents for the movies, Dad is
scheming how to get out of the house for lodge that night, and Mother is planning to have Dad sweep
out the cellar——while around the comer the Preacher is planning avisit on

the household to make it more church conscious and one and a have ther own pet "TESTED
SELLING SENTENCES' they plan to use on one another!

The butcher, the baker, the candlestick maker, dl trades and prafessons "TESTED SELLING
SENTENCES." The dentist says, “Now Willy, thiswon't hurt you—much”

The doctor, the lawyer, the undertaker uses them. The barber says.

about a NICE shampoo?' When you refuse with your best “TESTED SELLING SENTENCE” about
being in a hurry to meet the wife, he proceeds to poke you in the eye with his elbow.

Hidden in every spool of thread, or row of safety pins, are reasons why customerswill buy.

One sdes person says "These safety pinswill not burst open in the garment and injure baby.”
Another says this thread is waxed, Madam, and will not twist while sewing."

Another has found real magic when he says. "This suit has long pants, Sonny, like your Dad wears.”
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Another says this fly swatter is square, not oval, and gets them in the corners’ How many times have
you missed afly by only afraction of an inch? Well, they are making fly swatters square~ now, to get
‘amnin the comers

“This union suit is buttonless, and the child can put it on by himself!” What a“TESTED SELLING
SENTENCE” for the woman who has to dress and undress little Johnny five times a day!

Only last week | bought some cigars in the chain store down the street. The sdles clerk said, "How
about a pipetoday, Sir, only $1.007’

Not interested said |.

I’m surprised the clerk had had many arefusal that day from using the inane approach, for he began
to tap nervoudy on the counter with a man came up and said, "Say, is that pipe non—breakable?” “it
aureid” sad the clerk, coming to sudden life, "Why I’ ve been tapping it on the counter al day!"

“I'll buy one,” said the man.

By accident the clerk had hit upon ared "TESTED SELLING SENTENCE’. He sold so many pipes
that week using the sentence that he was placed in the advertising department of this national chain of
dores and thisisatrue story!

But | ask you, gentlemen, why should this company or any other take such chances? Why not
give this sdlesman, and all others, sentences tested to make sales more sure—fire, so that sales
persons will else of our productsthan, "How about a pipe today, Sir, only $1.007’

Just because a sentence sounds reasonable to you, does not necessaily indicate it will sdl! Why
gamble with unknown phraseology? Why not take advantage of modem science?

The above are only afew excerpts from Mr. Wheder's interesting talk. But what he says about word-
of-mouth sdling is Jugt as true the printed word.

We have found, for ingtance, in sdling through the printed a number of tested openings that dmost
invariably win the attention of the reader. And of al the different types of openings, the "How apped
seems drongest. E. Hademan -Julius, in sdling his Little Blue Books by mail, bund that putting a
"How" into a title frequently doubled or even quadrupled the pull of that title. A book Success, for
ingance, would sdll twice as well if its title were to Win Success’ than it if were caled merdy “The Rules
of Success

Here is the way we worked that "How" ideainto the opening letter sdlling afacia cream:

How a New Kind of Cream Makes the Skin Soft, Clear, Lovdly— For Reasons That Every Woman
Will Under stand!

DEARMADAM:
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Women who "know it dl" are nat invited to reed this page, for it holds nothing of interest to
the wise young woman who is perfectly satisfied with her complexion and her beauty ads,
and who feds like the man that resgned from the Patent Office back in ‘86 "because
everything had been discovered that was ever going to be discovered.”

This page is a persond message to those women who are worried about lines or spots or
blackheads or blemishes that threaten to ruin an otherwise beautiful complexion.

Once in a blue moon, a discovery is made of such importance as to revolutionize the
methods ordinarily used to beautify the skin. Such a discovery, we believe, is the
new So—and—So Bleach Creme treatment.

Y ou have four organs, you know, whaose function it is to and purify and sweeten the body.
Of these four, skin is most important—more so even than the lungs. Sometimes called
"the second lung:' the skin throws off an unbelievable amount of impurities.

So it is essentid that the pores of your skin should be kept Open, that they should have a
chance to breathe, that they should not be clogged with dead tissue or dust or cosmetics.

BUT HERE ISTHE MOST IMPORTANT PART:

The outermost layer of skinisdead. It is exceedingly thin transparent, but it is quite dead.
And it isthis outermost layer that, if left done, brings on spots and patches. Not only that,
but by clogging the pores with its dried the pores with its dried tissue, and stopping the
cleansing flow of perspiration, it to cause blackheads, pimples, splotches and the So the
first step in bringing back a soft, clear, loveisto rid your face of al that dried up layer of
dead And thisisthe purpose of So-and-So Bleach Creme.

So-and-So Bleach Creme is not an astringent. It does not It requires no rubbing. It
dissolves only dried, dead Y ou spread it on lightly at night. You rub it off in morning. It is
purposely made so mild and safe that it will not remove al the dead skin in a single
treatment, but two or three treatments, you notice the difference, "end of aweek, you are
amazed at the baby softness, the creaminess, the loveliness of the new skin that time had
been hiding behind that mask of dead tissue

So-and-So Bleach Creme does not pretend to work miracles. Only Nature can do that. But
So-and-So Bleach does remove the mask that hides your naturd, lovely skin.

You see, sun and wind and strong soaps dry up your outer skin leave it muddy and
lifeless. Yet that dead outer skin remains firmly attached to the true inner skin and
keeps it from bregthing properly, from ridding itsdf of impurities. Is it any wonder that
your complexion becomes dull, thet it devel ops freckles and blackheads and the like?

Mind you, this is no new and untried theory. The base of this unusud cream was firg
employed many years ago by a prominent southern physician. Since then, specia research
has given additiond vaue to it, more then thirty well-known beauty-culturists, scientists and
physician having contributed of their knowledge to perfect the formula. Today it is backed by
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a $200,000.00 company. and more than fifteen million So-and-So Bleach Creme beauty
trestments are given EACH YEAR in homes and beauty parlors throughout the country.

Will you TRY it—if | send ft to you subject to 30 days trid, your money to come back to
you in full if you are not more than satisfied?

"Before | used your creams” writes Mrs. D. B. G., | had a muddy, broken out skin. Now it
is judt like velvet Everywhere | go, | get compliments on my complexion, and | fdt it my
duty to let you know what a wonderful product you have on the market." And her Ietter is
only one of hundreds.

Jugt your name on the enclosed card, with 50 cents Is coin or samps, will bring you alarge
jar of So-and-So Bleach Creme—the same large jar that formerly sold for $1.00. And if you
mail it right away, we will send with it—as our gift—a generous sze sample of So-and-So
Almond Lation, to keep the hands soft and white.

Sincerdly,

It issad that Demosthenes used to taunt hisriva orator Aeschines with his cleverness—but
ineffectiveness. ™Y ou make them say,” charged Demosthenes, “*What a wonderful speech!”
| make them say 'L et us march againgt Philip!’”

The same thing is likely to be true of letters. Beware of the letter that everyone admires
for its cleverness. It may bring you a great need of praise—but few orders. The good
letter is one that leaves Y our reader hardly conscious of the letter itsdlf, so interested is he
in doing the thing you want him to do. Judged from that point of view, here is a good
letter:

Show Me One of Your Regected Manuscripts,
And I'll Show Y outhe Secret of
Making All Your Stories Successful!

DEARWRITER:

In order that you may redlize at the outset the peculiar importance of this letter, let me
inform you, before taking up the details, that only one hundred of those who receive it can
have the benefit this month of the personal anadysis and the invaluable suggestions which
it offers.

Under the supervison of Dr. John Jones, Editor, University Professor, successful Writer
and Teacher of Writing, the Faculty of the John Jones School has agreed to read and
analyze ten stories each day (not over 5000 words each), to point out why these stories
were not acceptable and to tell you the secret of making them successful.

This letter is being sent to alimited number of writers. Tothe first three hundred of them
who respond, it offers the chance to get a personal detailed analysis of their strong points
and their week ones, the factors which make their stories good and those they must
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change before they can be financidly successful.

It offers you this personal analysis under the direct supervision of perhaps
the most successful teacher of writing in the world today—NOT at the usual
cost of $25 or $50—BUT FORONLY $1.00!
Pick one of your most promising stories or articles, not exceeding 5000 words in
length. Send it with $1.00 (and 100 for return postage) to Dr. John Jones,
Jonesville, Mo. pinning a dip to it marked——"For Persona Andysisand
suggestions.

To ten of these each day, the faculty will give their persond sudy, andyzing the
srengths and the weaknesses, criticizing, suggesting, pointing out how the stories can be
made successful. They will take the storiesin the order in which they are received. If they
come too late for them to reach them within a month, we shal return them to you

Remember, only ten stories aday are dl that the Faculty can find time for. And it's going
to be "First come, first served!” So if you have a story which you know to be good but
which the Editors keep sending back mail it in

There may be only some minor weskness standing between you and success in writing.
There may be some rule Dr. Jones can give you, some one thing to watch for, which will
change your stories overnight from failuresinto successes

Will you risk $1 to learn the truth about what is holding you back? Will you invest $1 for
the secret of literary success?

Sincerdly,

Of course, thereisthe occasiona letter that combines cleverness with aredly effective apped. When
you get one of these, you have a sure winner. As clever aletter as we have often seen, and at the same
time as effective, was one received from the Advertisng Club of New Y ork

DEARMR COLIER:

The Directors of the Advertisng Club of New Y ork have agreed to accept my proposa of
a few important names for membership in the dub WITHOUT HAVING TO PAY THE
INITIATION OF $100 and your nameis one of those | have suggested.

This means that your signature on the enclosed application will permit me to submit
your name to our Admissions Committee and in due course place you on the same
basis as our present members, with your first quarter's dues of $18.75 paying you up
infull to July 1.

| am certain that you will gppreciate this action of the Board, and welcome the
opportunity of becoming associated with the membership of this Club.
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Y our joining the Club isamatter of interest to me and | look for the return of your
application with keen pleasure.

Mog sincerdly,

That same idea can be used in many ways to advantage. In getting subscribers to a magazine, for
instance, hereisaway aclient of ours used it with condderable success.

| Wonder If Y ou Can Qudify
As A "Player Patron"?

DEAR MR. JONES:

Y ou have been designated as one qualified to serve on our Board of "Player Patrons', and
our Directors have authorized me to invite you to become one of this select group of
amateur sportsmen.

The requirements are smple—for those like yoursaf who are interested in sport for the
fun of it rather than for what they can get out of it.

Y ou see, The Players has from its inception had an Advisory Board consisting of such well
known gentlemen as So-and-So, Such-and-Such, Whoozit, and others equally important in
the world of sport. The idea now is merely to enlarge this Board by having back of it a
group of men and women well known in ther locdl fidds, a least, and many of them
nationaly known, who will form a"Patron's Group” and to whom difficult questions may
be referred for judgment.

The purpose of this group will not be monetary support, but to have back of us the
judgment and the experience of men and women known in the world of sports for their
integrity, their knowledge of sport and their sportsmanship.

Will you kindly fill out the enclosed card, putting a check mark against the sports you are
most familiar with, so we may know which questions to refer to you?

It is, of course, essentia that all of our "Patrons Group" should be readers of The
Players, but because our idea is not monetary support, we are going to enter the
names of this special group on our fists at half the usual price$2.00 a year instead of
the regular $4.00.

Will youfill out the card right away, please, So we can get your name among our " Players Patrons’
group at once, and have the benefit of your judgment on the questions that are congtantly coming
up for cecision?

Sincerdly,

There are numerous variations of this method that can be used in dozen ways, and al effectively.
Here is another of them:
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Will You Give Mea Little Information About Y oursef—
Just the Sports That You Go In for Most?

DEAR SIR:

This letter is purely persond, and not primarily concerned with business. Rather, it invites
a courtesy from you, appreciating the fact that if—in your consderate way— you can
help the good cause by abit of co-operation, you will do so, and gladly.

You know The Players, of course. It was founded six years ago to give a very limited
group of Americans, a publication that should be peculiarly their own. It numbers among
its subscribersthe best known patron of amateur portsin this country.

The editors are now thinking of restricting its field to afew major spails, but before
coining to a definite decison, they want to determine accurately the sportsin which you
and other representative sportsmen are most interested.

Will you help us? Will you put a number against each snort listed on the enclosed card, to
indicate the order in which they interest you?

There is no obligation of any kind attached. We want your preferences, whether you ever
read The Players or not. But to show our appreciation of your courtesy in giving us this
information, we shal be glad to enter your subscription to The Players for the next year
for haf its regular subscription price-only $2. The Players Almanac, which comesin each
issue, will done he worth that smal amount to you.

Send no money. Just your name on the enclosed card, with your preferences
checked against the list on the side, am all we need. Will you jot these down now,
please, and drop it in the mail? It's already stamped. We shall greatly appreciate your
courtesy.

Sincerdly,

We dl like to fed important. Anything that raises our ego, that makes us fed more necessary to the
generd scheme of things, is sure to please us. The deverness of the foregoing letters lies in ther gaility to
feed our vanity, without neking it too gpparent that this is the red purpose of the letter. The letter thet
follows had a amilar purpose, and used on different magazines and with specid lidts, pulled amazingly

high returns.

| Wonder If Y ou Would Be Good Enough
To Give Methe Benefit of Your Experience?

DEAR SPORTSMAN:

Will you give me the benefit of your judgment on ametter of consderable importance to
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us?

Most magazines, as you know, are edited by avery smal group, dominated by one man. He
thinks he knows what his readers want, better than any writer or group of writers can tel
him.

And he may be right. But we should liketo try an experiment. We are going to get together
a sdect group of hunters and fishermen from different sections of the country, and have
them practically edit Hunter & Fishermen for us for afew months.

We want to see if a magezine for red-blooded men, edited by a sdlect group of men who are
gportsmen in the true sense of the word—men who find their greatest pleasure with rod,
gun, tent and canoe—will not have a greater goped than dories picked because they
measure up to the sandard of any one man.

Will YOU hdp?Will you accept a place on our Advisory Editorid Staff?

Mind you, thisis no mere bluff. This will require some red work on your part. You will have
to read enough of every sory in Hunter & Fsherman to criticize it if it is not up to your
gandard, or if it isnot the type you regard as interesting.

We shall want you to treat the magazine as your own— condemn everything you
would not accept if you were the sole editor, and tell us WHY you condemn it;
suggest the type of article you would put in, and the authors you consider worth
while.

We mean this. We want the benefit of your judgment, your help in making Hunter &
Fisherman a magazine for every true sportsman who really cares about his shooting and
fishing and camping and woodcraft, and who wants al the skill and knowledge he can
get. We want to make Hunter & Fisherman a magazine that every member of the
Editoria Staff can be proud of, and can fed tha he has had a part in the making of. We
want you as acoworker—not merely as areader. Will you join us?

Y our rewvard? Wed like to make it a complimentary subscription to Hunter & Fisherman.
We can't do that, on account of the Post Office regulations governing second class mail.
But we are going to do the next best thing. Instead of the 50 cents a copy which 50,000
newsstand buyers pay for it every month... instead of the $5.00 ayear paid by our regular
subscribers... we will send Hunter & Fisherman to you at exactly HALF PRICE two years
'subscription for the price of one!

Not only that, but you need send us only $1 now. The balance of $3.50 for your specia
two—year subscription price you can send us when we bill you six months from now.

That is the only thing we shal have to charge for. We can send you prepaid reply
envelopes for dl correspondence, but under the Post Office regulations, we cannot mail
second class to more than a very smal percentage of our subscription list, unless those
subscriptions are paid for.
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The specid low price of $5.00 you will pay for atwo years subscription will come back
to you many times over, however, in the contact you will make with other hunters and
fishermen, and in the greatly increased vaue you will get from the magazine yoursdif.

As John Jones Doe put it “No man can hope to master woodcraft in one short lifetime.
Always heislearning.

No smadll percentage of my own knowledge of how to kill game and catch fish has come
from the lips or the writings of other sportsmen.”

So in hdping others to learn more of woodcraft, you will be increasng your own
knowledge of the art, too. And instead of enjoying only two or three weeks of hunting and
fishing, you will be re—living your experiences the whole year through.

Will you TRY it? Will you give us the benefit of your judgment and experience in
making Hunter & Fisherman the most practical of all out—door magazines? Only a
few men from each section can be selected to make up this Advisory Editoria Staff.
Y our name has been suggested for one of them. Will you serve as a member?

Jusgt your name and address on the encdlosed Acceptance Form, with your check or a $1 hill
atached, are dl that is necessary now. After you've had time to examine acopy or two,
well write you about suggestions and the like. Will you put your name on the Acceptance
and mail it back NOW? Thank you!

Appreciatively,

While most people lack the courage for red leadership, few there are who do not long to be looked up
to, as being a bit above ther fdlows. Organizers of Lodges and Clubs redize this predominant trait in
human nature and capitaize it to the fullest degree. And publishers have not been backward in giving
their readers the chance to become "Founders' or "Charter Subscribers' or Members of some more or less
excdlusve group. Here is a membership offer by the Literary Guild which we undersand was particularly
effective:

DEARFRIEND:

Y ou have been dected to full membership in The Literary Guild of Americafor one year.
Here is your membership certificate. It is made out in your name and is nontransferable
your membership entitles You to al advantages of the Guild—including the specid NEW
features that have been s0 enthusadticdly received by thousands of other members. It
entitles you dso0 to one of the most entertaining and brilliant books ever published, AN
AMERICAN OMNI—BUS, alibrary of the best of Americana, ABSOLUTELY FREE.

Y ou now need only sgn and return the membership certificate to put your membership into
immediate effect and to receive the beautiful GIFT volume.
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Probably you are dready familiar with the Literary Guild— the book dub which has
become dmog a necessity to thousands of readers. The new membership plan makes the
Guild far and away the most satisfactory, convenient and economica method of obtaining
the books you most want to own.

Asamember of the Literary Guild you are entitled to dl of these advantages:

1—Every month you receive, free, a copy of the Guild magazine, WINGS. This
interesting little magazine contains original articles by and about the important
writers of today and many delightful photographs and art reproductions. In
addition, you will find a full description of the book which the Editors have
selected as the outstanding one of the following month. This book is selected
from the manuscripts submitted each month by all leading publishers. The best
book is chosen and a special edition is made in an exclusive Guild binding—
usually more attractive than the regular retail edition.

2—With your copy of WINGS, you receive an "Announcement Sip." If you do not care to
recave this following month's sdection, you smply return the Announcement Slip.
Otherwise, destroy the dip and the book will come to You, Postage paid, on the firgt of
the month.

3—When the sdlected book arrives, take five days to read it. Then if you wish, return it &
our expense and owe nothing. If you decide to keep the book, send $2.00 as payment in
full. ITISNOT NECESSARY TO BUY THE BOOK UNLESSYOU WISH TD.

4—Guild members save up to 50% and more. The price of Guild sdections, in the regular
retal book store runs as high as $5.00. Yet you never pay more than $2.00 for
them, through the Guild.

5—Each month, in WINGS, the Editors of the Guild review briefly about twenty current
books OTHER than Guild sdections. You may purchase any of these recommended
books & the regular publisher's prices. They will be sent postpaid.

6—In fact, you may purchase, through the Guild, any book published and in print in the
United States, a regular publishers prices. Such purchases will be promptly executed
and the books will be sent to you postage prepaid—

7—You may purchase as few as four books a year through the Guild and ill meat the
requirements of full membership. These books may be ether Guild sdections or
recommended books, or any other books of your choice.

8—Membership in the Guild is free. There are no dues, assessments, delivery costs
or incidental charges of any kind. You pay only for the books you choose. You
pay only $2.00 each for the Guild selections which you accept, although their
regular retail prices range up to $5.00. You are never required to take a book
you do not want.
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9—The Editorid Board, which sde¢ one outstanding book and keeps you informed of dl the
best books each month, is composed of four prominent authors, editors and critics—Carl
Van Doren, Julia Peterkin, Joseph Wood Krutch and Burton Rascoe.

10—Asanew member, you receive,

FREE, AN AMERICAN OMNIBUS,
Edited by Carl Van Doren

In this gigantic volume of 1488 pages is included a full length nove, short Sories, essays,
poetry, humor, mystery and even aplay. Sinclair Lewis, Booth Tarkington, Ring Lardner,
Marc Connolly, George Ade, Dorothy Parker, Don Marquis, Mary Augtin and many other
important writers are included in this omnibus of literary Americana, prepared to be reed
for sheer enjoymen.

This entertaining volume will be sent you free as soon as you have signed and returned
your membership certificate.

IMPORTANT. Protect yoursdf againgt risng book prices. The cost of raw materids for
the manufecture of books is being advanced 30%. Y& we guarantee to protect our
members againg any increase in the price of Guild selections for one yeer.

We urge yovu, therefore, to sign and return your membership certificate at once.

Sincerely yours,

A few years ago, Ndson Doubleday sold a million copies of the "Book of Etiquette’, on a "Keegping
Up with the Jonesss... gpped. And since he blazed the trail, hundreds of products of dl kinds have been
advertised and successfully sold in the same way.

One such ad that we remember was "Can You Tak About Books with the rest of them?' Knowing its
success, we used the same gppedl in writing aletter for Stage Magazine. Here isthe way it went:

Can You Tak About Plays
And the Like With the Rest of Them?

DEAR READER:
An innocent looking Questionnaire—just a little ink on a piece of paper—is

enclosed with this letter.

This Questionnaire, when answered and returned to us, will enable usto tell you whether
you rate as a drawing room Sphinx, with whom conversation is a logt art unless the talk
turns to busness, or as an al—around—man—of affairs, as much a home in the world
center of entertainment asin the marts of commerce.
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The brightest hours of the day should be those after dark— if you know where to spend
them. The Stage tells you each month what's new, what's interesting in the whole round
of metropolitan life after dark——4heatres, movies, radio, supper clubs. It covers the
world of entertainment, informs you infdlibly what to see and do. Rich, lavish and
colorful, it is at once beautiful and diverting. It insures your enjoyment when you are out,
keeps you in touch even when you stay a home.

For the Stage reports each month the whole dazzling world of amusement—all the vast
apparatus of the relaxation and gaiety, which enframes the night's fun. It vidts the
friendly cocktail spots, the dinner, dancing and supper places, pictures the modes and
manners of dl the gay pilgrims to Baghdad, tells you where to go, what to do, before the
theater and after, to get the utmost of fun and entertainment.

Will you try the next five issues—if | send them to you at the specia price of $1.00? And
will you fill out the enclosed Questionnaire, so we can tdl you just how high you rate
today in your knowledge of where to go and what to do to get the most fun for your

money?

Make no mistake about this—Broadway is vividly dive, even though it is Summer. And
scattered over the country are hundreds of' smal playhouses that are wel and
entertainingly run. Everything that is bright, tuneful or interesting will be reflected in the
colorful pages of Stage. The endosed card will bring you Stage for the next five months at
the special price of $ 1.00—just about haf what it would cost you if you bought these
issues on the news—stands. Will you TRY it? Will you see for yoursdf how it saves you
the time and money wasted on mediocre performances, how it gives you the vital news
onal that qualifies as vaid entertainment?

Just your name and address on the enclosed card is dl that is necessary. Will you jot these
down and drop it in the mail— NOW?

Sincerdly,

The above letter illustrates the point that Mr. Whedler made—that when you find an approach that is
unusualy successtul, it pays to develop it to the utmost; to develop it—and then to extend it as far as

possible to ideas of asimilar nature.

At one of the Direct Mail Conventions, for instance, a speaker told us that the only letter from which
his company had been able to get a satisfactory response was one beginning— | wonder if you would
be good enough to do me afavor?' So every letter they used started with some variation of that apped.

When the writer was with the New Process Company of Warren, Pa., we found letters of that type to
be successful, but we could never afford to stick to it or any one type of opening. We wrote to the same

people too often, and they would soon have tired of it.

So we tested continudly for new garters. And of a amilar nature to this one, we found a dozen

others that pulled just as well, while many of an entirely different style greetly outpulled it.
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There is no one best method of approaching your reader. And no one knows all the successful
methods. But experienced advertisng men have learned a number of ways that work well in alarge
magjority of cases and unless you know better ones, it pays to use these tested methods. They go far
towards taking the guess out of advertisng. You have seen numbers of advertisements, for instance,
garting—"Give me Five Minutes, and I'll give you this or that.” So successful has this approach been
found, that it has been put among proven order-getters. Why not adapt it, then, to your offer? Here is
the way we used it for one client:

Give Me Two Minutes—And I'll Give You
The Secret of a Goodly Profit Without I nvestment!

DEAR SIR:

| am going to send you, in the next few days, a book of Chrismas Cards that are
DIFFERENT, for your most particular customers.

Thisbook is unlike any you have ever used before, because:

1—It has the new plastic style of binding that opens flat and makes it easy for awoman
to hold; smdl in size, light in weight, it is an easy book to handl4e.

2—Many of the cards areillustrated with beautiful etchings, hand—colored, of new and
origind designsthat will be in greaet demand among those who want their cardsto be
digtinctive. Here are no duplicates of other Christmas books. The cards in this book
were, for the most part, made especialy for us.

3—An outstanding fegture of this new book is the number of ENGRAVED cards. With
their gppedling designs, their beautiful coloring and their happily phrased messages,
they need only to be seen to be gppreciated.

| am going to send this new and differert book of Christmas cards to you—with no
cost or obligation on your part— for you to examine and actually put to the test in
your Christmas Card department.

There is only one thing: | don't want to send it without your permission. You can grant
that in amoment on the enclosed card.

Mind you, there is no charge of any kind for the book, in spite of the fact that it is
amazingly expensive to make up. We send it to you at our own risk for your FREE USE.
All we ask of you isthat you give it a chance to show what it can do, that you put it where
your customers can seeit, where they can compare it with the cards offered by others.

These cards, though so distinctive and beautiful, are in the popular price class—b5 cents,
10 cents and 15 cents each. The margin o profit is the same as you get from your other
Christmas Card books, and they have this big advantage:

Ten years experience has equipped us to handle quickly and efficiently as much business
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as you can send us, and to turn out al orders promptly, right up to the last minute before
Christmas.

Only 125 of these Christmas Books are made up each season. Only 125 stores can handle
our cards—never more than one in each section of the country. So there is no danger of
duplication.

We should like you to be the store to handle our Cards for your section. May we send
you ‘our Christmas book?

Just your name on the enclosed card is dl that is necessary. But please mail it soon, for
we shdl have to makeit "First come, first served.”

Sincerdy,

That same client had recently received a letter which struck him favorably. It started with the story of
aKlondyke miner who had struck it rich, and wanting to show hisimportance, walked into a restaurant
in Seettle and ordered $25 worth of ham and eggs. The waiter, not to be outdone, told him he was
sorry, but they didn't serve half-portions. And the story was used to point the mora that no matter how
much you try to outdo the other fellow, there is dways someone to cap your tae with a stronger one.

This client was so struck with that idea that he wanted a letter aong the same lines, so we wrote the
following to test againgt the more proven apped of the previous letter. The proven gpproach won, but
he had the right idea. It is dways worth while to keep trying something new againgt the old. With every
big mailing we ever made on New Process Company products, we dways included tests of new |etters.
And it was surprising how often we developed new approaches that outpulled anything that had been
used before.

DEAR MR. JONES:

You've heard the story, | know, of the proud fisherman who was trying to impress a
couple of guides with his piscatoria proficiency.

"l had a big tarpon on the ling" he was explaining, "when along came an enormous
shark, opened his mouth and just swallowed that tarpon whole. Did | have atime landing
that shark!"

"Hmm!" grunted one of the guides, expectorating disgustedly, "where | come from, we
bait with sharksl"

Which goes to show that no matter how strong one makes his story, there is dways
someone ready to go him one better.

If 1 told you that our new 1937 Book of Christmas Cardsiis better than those you
now use, someone ese would just make a stronger Statement.

So | shdll say only that our book is DIFFERENT. To begin with, it is easier for awoman

279

Copyright © 2010 ProfitTips.com All Rights Reserved.



to handle, because it has the new plagtic style of binding that opensfiat.

An outstanding feature of the book is the number of ENGRAVED CARDS, with beautiful
etchings, handcolored, of new and origina designs made especialy for us, that will be in demand
among those who want their cards to be digtinctive.

Lastly, there is no charge for the book, in spite of its costliness. We send it to you at our own risk
and expense, for your FREE USE. The margin of profit is the same you get from your cher
books, the cards are in the popular price class—5 cents, 10 cents and 15 cents—and we can offer
you this big advantage:

Ten years experience has equipped us to handle quickly and efficiently as much business as you
can send us, and to turn out orders prompitly, right up to the last minute.

Will you TRY it? The enclosed card will bring this amazingly attractive book of cards to you
without cost and without obligation. There is only one thing: We make up only 125 bookseach
year—no more. We send only one to each territory. We should like to send the one for your
territory to YOU. May we?

Sincerdly,

The one thing that should dways be borne in mind is that it is not merchandise you are sdling, but
human nature, human reactions. The movie people have bund that people dways respond to certain
motivations, S0 they have thaer guaranteed laugh producers, their guaranteed methods of turning on the
tears, and so on.

It doesn't matter what the play, they can drag in a scene showing a dignified butler carrying atray, have
him stumble and dive into the whipped cream, and they are sure of a good laugh. Or they can show the
little boy knedling a his mother's knee, praying— "God bless daddy and bring him back safe” and be
sure of wringing atear from every woman in the audience.

In the same way, you can take an gpproach that has successfully sold a st of books, and with very little
change, adapt it to sdling shoes or socks or luggage or any one of a thousand other products and be just as
successful in digposing of these!

The “Give me 5 minutes' gpproach, for ingance, used in one of the foregoing letters. You can useit to
sl ardief for Athletes Foot, as in—“Give me 5 days, and I'll give you rdief from itching fet.” Or a
new dance gep “Give me 15 minutes and Il give you the secret of dancing to the new dow—time
musc.” Or anew car "Give me 5 minutes and I'll give you a new sensgtion in tiding comfort.” Here isthe
way it was adapted to sdling anew set of books:

Give me Five Days—And I'll Give You
The Secret of Learning Any Subject!

DEAR READER:

Men who know it al need go no further into this letter than this paragraph, because it is not
for them. Nether is it for those who are satidfied with ther present pogtions, and the

280

Copyright © 2010 ProfitTips.com All Rights Reserved.



progress they have mede in life.

This leter is for the man whose ship has not come in, who WANTS to get ahead, and who redlizes
that he will ean more only as he learns more. For this letter gives you the secret of the mogt
important yet leest known of dl the aits—THE SECRET OF LEARNING!

America spends two hillions a year on its public schoadls, other millions in training teechers how to
teach, but very little in showing students how to learn!

Isit any wonder that most people forget dl they have been taught in dlassrooms within five years
after they leave sthool? Isit surprigng thet Sudents should dawdle through four years in College to
leern what, in the opinion of Professor Fitkin of Columbia, any man who understiood the art of
learning might grasp in Sx months?

For here, according to Professor Aitkin, is the amazing fact: When you know how
to learn, hdf an hour daily is enough to magter the fundamentas of any science
WITHIN A YEAR!

Never before have the rewards for high—speed learners been 0 great. When you know
how to learn, you put yoursdf in podtion to meder the intricacies of any job or any
problem— —quickly, eagly. You equip yoursdlf in the race of life to kegp ajump aheed of
the crowd. And that is dl the lead you need in life or in a race to pull down the biggest
prices the world has to offer. The old adage of "Live and Learn” might well be changed to
"Learn—and then live as you pleasa!”

What IS the secret of learning? HEADLINE TREATMENT—sharply outlined, quickly
digested resumes of each subject. With these as a framework, it is easy to add a thorough
understanding of the details of the subject.

Noatice the way a newspaper picks the high spots of the day’'s news, puts them in heedlines,
then follows with a brief resume that tdlls the essentids of the Sory in a dozen words. That
is the secret of quickly learning any subject— getting the headlines thet put the idea across,
following these with a short resume, and then filling in the details. It is smplified sudy—
sudy made easy.

And thet is whet we offer you in the COLLEGE OUTLINE series—Headline Treatment
that gives you the important fact, illugrations that sum up whole chapters, pithy resumes
that cover the essentid framework—and then additiond particularsto fill in the picture.

Years ago, the late Presdent Eliot of Harvard University sartled the world by saying that
he could put dl the books essentid to aliberd education on afive foot shdf. If he had lived
to see the COLLEGE OUTLINES, | think he would have cut his shdlf to two feet instead
of five.

For in the twenty-9x volumes of the COLLEGE OUTLINE s=ries now published, you get
the essentias of a cultural education. They carry with them the mark of the educated man.
Whether you have been to College or not, you need these handy volumes If you are a
College man, you need them to recal in interesting fashion the things you were taught

281

Copyright © 2010 ProfitTips.com All Rights Reserved.



there. If you are nat, you need them to give you these facts that are S0 necessary to the
successful man of today.

Each day in College, according to President Ferry of Hamilton College, is worth $100
in later life. Yet, as Ex-President Lowell of Harvard points out, it is not the College
classroom that is necessary. "All true education,” he says, "is self-education.” 428

You can judge for yoursdf how vauable the COLLEGE OUTLINES are considered by
educationd authorities from the fact that practicdly every College and Universty
throughout the land now uses them, and they are endorsed by more than 2700 College
indructors. "1 am a strong advocate of OUTLINES:" writes a well known ingructor from
the Univerdty of Denver, "as furnishing the skdeton of a subject both to the sudent and
teacher, giving the subject a backbone."

For many years after he had made his millions, Andrew Carnegie used to employ a tutor to
give him the culturd background he was unable to get as a youngder. COLLEGE
OUTLINES take the place of a firg class tutor in giving you a quick and thorough

undergtanding of a subject. Each one gives you a figful of pertinent reading covering a
particular subject, as compared with the usud armload of reference works. Thelr plan of

headlining the essentid facts gives you a grap of the subject in the same way that the

headlines in your newspaper give you the background for the story thet follows.

With your permisson, | am going to send the 26 volumes of the COLLEGE OUTLINE
seriesto you— to reed, to try out in your own home for aweek, a our risk and expense.

Mind you, there is no obligation on your part to kegp them. You can return them for any
reason or no reason. All | want you to do now isto TRY them, to put them to the test of
actud use, to see for yoursdf how their headline trestment gives you a thorough grasp of
each subject quickly, easly—and how it shows you the secret of learning any subject.

If you were to buy dl the books from which the 26 volumes of the COLLEGE
OUTLINES were taken, youd have a library of hundreds of volumes by 119 different
authorities, that would cost you thousands of dallars. In the COLLEGE OUTLINES, you
get the headline facts from dl those books, and they cost you—NOT thousands, not even
hundreds, but only $1.50 a the end of your week's examingion, and $2 a month for nine
months. (Or $17 in one full cash payment.)

Every man wants to get out of the rut, to grow. Yet who is the one that wins promation? Is
it the man whaose knowledge is limited to his own routine work? Or is it the man who, like
the famous psychologis Wm. James, redlizes that & bottom there is but one stience, and
that until you know something of dl subjects, you cannot know everything about one. So
he broadens his knowledge by taking in the essentids of dl important subjects.
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That iswha every man must do who wants to be regarded as educated in the broad sense,
or even as an authority on some one subject. He must learn something of dl. And nowhere
can you get such a rounded knowledge so reedily or so quickly as through the pages of the
COLLEGE OUTLINES.

"The only worthwhile liberd education today," says Dr. Conant, of Harvard, "is one which
is a continuing process going on throughout life" And he goes on to say that "If knowledge
is to be advanced in a democracy, the leaders of opinion and the intelligent voters must be
kept in touch with what scholarship and research redlly sgnify.” To prove that, dl you need
to do isto mail the enclosed card. The card obligates us only—not you. Will you TRY it?
Will you put your name on it and drop in the mail?

Sincerdly,

P.S—To those who mail the endosed card & once, we are going to send a copy of our latest
COLLEGE OUTLINE, covering every essentid phase of JOURNALISM.

Mogt of the books you get on this subject cover only one type of writing such as editorid
work, reporting, feature writing, etc. This new book covers dl. Not only thet, but it gives
you a digest of the most successful methods of learning Journdism, by the very men who
originated those methods.

To get a copy of this new OUTLINE, with our compliments, just mail the enclosed card
right away.

A knowledge of your product is essantid, of course But familiarity with human reections, human
responses to familiar simuli, is even more important.

Oftentimes when we have been asked to write a letter about some new product, we have sketched the
firg rough draft of it without seeing the product at dl, or knowing any more about it than our average
reeder. We put into thet firg draft everything that we should want in the product if we were buying it.
Then—after we had our menta picture of the ided product from our point of view as a use— we took
the product itsdlf, studied it, and determined how it compared with our ided. Many times it has been an
gpproach developed in thisway that has proven the most effective way of selling the product.

Magic Words That Make People

In changing the tides of his thousand and more little Blue Books, experimenting with first this
and then another tide, E. HaldemanJulius found certain magic words that were more effective
than any others in making people buy. "Truth", "Life," "Love," were among the strongest of these.
As pat of atitle or headline, they dways increased the pull. "At las" was a big help, as was "New",
"Advice', "Facts you should know about—'. "Culturd Hep", But "How to" led them all.

As an ingdance of this Hademan—Jdulius shows how the changing of the name of "The Art of
Controversy" to "How to Argue Logicaly" vasly increased the sale of the book. The same was true when
he changed "Essay on Conversation” to "How to Improve Your Conversation”. "Evolution made plain®
wasa flop, but "Facts you should know about Evolution” made the book sdl in the big volume dass. And
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everyone knows how "The Story of Philosophy™ put Philosophy among the best sdllers.

How can you apply the same idea to letters? Here is the way George H. Cole, of Syracuse, N. Y, did it.
He had a series of collection letters to sell—a dry enough product, in dl conscience. Bt is his letter dry?
Judt read it and see how he putslife into the very fird ling, and into every line thet follows:

Want to raise money? While they ladt,
The Famous " Notes on Financing—FREE!!

GENTLEMEN:
Would you like to see bigger and better collectionsin afew short weeks?
Let metdl you how:

| am going to send within the next few days a choice collection of marvelous letters—the
cream of the very best collection letters ever written.

These |etters are probably not like any you have ever seen before, because:

1. They actudly are the pick’ of the mogt effective collection letters ever used—and
especidly vauable right now.

2. They are the ones which have produced the best resullts ever attained—in actud use.
3. All are friendly, courteous—preserving and often creating good will.

4. They subgtitute experience for experiment—and are suitable to any business without
revison.

| am going to send these wonder |etters with no obligation on your part—for you to reed
and ACTUALLY TRY OUT a my risk and expense.

But there's just one thing—I dont want to send them without first getting your
permission. Y ou can grant that in a moment by penciling the Courtesy Card enclosed.

When | send the letters there's absolutely no obligation to keep them. While | want you to
know first hand the great results they will obtain in actua use—you are perfectly freeto
return them for any reason or for no reeson & dl.

But heré's the most important part:

If you find they are everything | say about them+—and you are to be the sole judge—how
much would you expect to pay for them? $25.00? $50.00? $100.007That's whet they will
be worth to you based on actuad RESULTS they'll get for you. Use them side by side with
those you are now usng—and compare results! Certainly if they will do half of what I've
promised you they would be worth that and more.
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Widll, if you decide to try out these letters, you need send me, not $25, or $50, or even the
regular price of $ 10, butMY SPECLAL INTRODUCTORY PRICE TO YOU of $3.85.

And that isn't dl—

If within three months your $3.85 hasn't grown to many times that amount in collections
made and good—will preserved—send back the letters and I'll refund to you cheerfully
and in full every cent you have paid for them.

Remember, there are no strings of any kind to my offer. If within three months they
haven't helped you to the pot of gold at the end of the rainbow by collecting many, many
timesther cog, then they are not for you. Send them back and get your money.

And | want you to notethis:

These wonder |etters are by no means an ordinary ,series. They are not a series of threats
or ordinary 'dunning' letters. Nor are they the familiar 'tear out forms. They ARE the
aristocrats of the collection field.

And jus ligen to this:

"The letters are the work of geniuses—and worth thousands of dollars.” So writes
Chas. Hardman, of Chicago.

For they are the best of the best—and gotten together, | assure you, only &fter the
expenditure of much time and effort.

The Famous Notes on Financing Free

And for good messure—while they las—I'll send you the very unusud and practicd
"Notes on Financing the Busness of Moderate Size', with my compliments, & no cost
whatever. Youll find them interesting and very vauable if you ever want to raise money
for your business,

But youll have to send the Courtesy Card right away for were running off only a limited
number of sats for this Advance Edition. And advanced orders are coming in so fadt thet
I'm afraid dl of them will be spoken for very quickly.

So if you want these WONDER LETTERS without risk of loss and the NOTES ON
FINANCING free, you'l have to mail the Courtesy Card, NOW—TODAY .

Y ours for better busness,

SHling aBoring Machine is a dry subject. Offhand, youd say it would be difficult to inject much life
into It. But just ligen to this. Whether you are interested in Boring Machines or not, wouldn't it sop you?
Wouldn't it hold your interest?
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When Millions Were Actudly
Thrown Into the Gutter!

DEARSIR:

"The mogt expendve gutters in the world—that is what they cdled the cands of 1830,
which cogt $200,000,000.00 to build, and were doomed by the locomotive. What do you
suppose they will cdl the trenches of today, where whole gangs of laborers take days to dig
up sretches of expengvey paved streets, Just to lay pipesor cablesor drainsunder them?

"The most expensve ditches in the world—probably. FOR THOSE SAME HOLES
COULB BEBORED AT A TENTH OF THE COST WITH A Boring Machine.

All the work of tearing up paving, dl the expense of resurfacing, might just as well be
thrown into the ditch, for dl the need thereis of it or A the good you get out of it.

Youseg the............... bores UNDER the dreet. It can make any size hole from
2%2inchesto 10%2 inches. It can bore any length up to 120 ft. It works asfast as
afoot aminute, and it costs only 10 cents afoot!

"In 1930, we made plans for ingtalling water mains in a newly incorporated borough,”
writes the So—and—So Town—ship Water Co., of Smithtown, Pa, "through which
passed three paved highways. Our permit was conditioned upon not breaking the paved
surface of the highway. Thirty or more crossngs were necessary. The Boring Machine
enabled us to do the work in 1931 a minimum expenditure.

We know of no better or more economical machine for its purpose. We completed the
entire job for less than hdf the estimated cost of tunneling.

We can save more than taf for you, too. May we tell you how? Your name on the
enclosed card will bring full information by mail, without obligation.

Sincerdly,

"Some men are born gamblers.” There's a Sart for aletter. There is a phrase that gets under the skin
of mogt readers. "A born gambler"——we dl fed that we are ready to take a chance when the risk is
worth while, yet that we know when to gamble, when to play safe. How can we tie that very human
trait into our letter in a way that will apped to our readers? Here is he way the Clinton Carpet

Company of Chicago, didit:

DEAR SR:
Some men are born gamblers—aways willing to put their money on along chance.

But there aren't many Hotdl Men—no matter how — strong their sporting ingtincts—who
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voluntarily turn their backs on a sure thing.

That's one reason for the success of Ozite Carpet Cushion. Thereisn't any gamble about it
at dl. You know when you buy it that Ozite will double the life of your carpets— and
consequently double your money!

After al, your carpets ae pretty high stakes to gamble with and the odds are all
against you if you lay them without Ozite. What's more, if you put your money on a
"Just—as—good" carpet lining, you simply raise the ante and increase your risk!

In the important matter of carpets and carpet cushions just stick to OZIIE Carpet Cushion
and luck will always be yourd!

Cordialy yours,

John Caples, author of "Tested Advertisng Methods,” is authority for the statement that the headline
of an advertisement accounts for 60% of the pull of that advertisement. In the same way, the start of a
letter makes or bregks the letter, for if the Start does not interest your reader, he never gets down to the
rest of your letter. Persondly, our concern starts with the outside of the envelope. If we can find agood
enough catch—phrase, to correspond with the headline of an ad, wéll put it on the outside of the
envelope. If not, we will try to make the envelope look like a persond letter, or use a novel size or
design that will attract attention. A miniature letter, for instance, when used with an envelope about the
gzeof acdling card, is one of the most effective pieces we have ever used. An imitation hand—uwritten
letter, with hand fill—in to maich the body, is next. Then Hooven letters, with the recipient's name
repested in the body of the letter. After these come the stunt Ietters, like those with a penny pasted at the
top, or anew dime or German mark or whatnot. All designed to win attention and thus get themselves
read. As to the motives to gopeal to when you have won the reader’s atention, by far the strongest, in
our experience, is Vanity. Not the vanity that buys a cosmetic or whatnot to look a little better, but that
unconscious vanity which makes a man want to feel important in his own eyes and makes him strut
mentaly. This appea needs to be subtly used, but when properly used, it is the strongest we know.
Next to it, perhaps, is the premium or "Gift" idea—darting your letter with the gift of some
unimportant article, to lead your reader on to the buying of your red product.

Sdling, you know, is just a matter of making people WANT some one thing you have, more than
they want the money it costs them. And the easiest way to make them want it is by sugar—coating your
offer like a doctor sugar—coats a bitter pill—for it is oftentimes a bitter pill to dig up money for
something you do not redly need. This sugar—coating takes many different forms. The gift or
premium is the most common form. Here it is used to sell a magazine subscription:

DEAR MR. JONES:

As you will see from the enclosed Reservation Card, we are putting aside for you, with
our compliments, a set of three books which for timely value and business interest have
seldom been equaled.

Thousands upon thousands of these books have been sold at regular retail prices.
Thousands more will be sold at the same high figure. But our rights to them cease
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with the end of our one big edition—and there are less than four hundred setsin our stock
room now!

These three volumes include the famous "Obvious Adams', as well as such popular dand—
bys as The Sixth Prune" and "The Subconscious Mind in Business'. They contain some of
the choicest nuggets of business philosophy and homely common sense ever written. They
are cdled "The Library of Self-Starters’, by Robert R. Updegraff.

If you will mal the endosed Reservation Card a once, cdling for the next 24
issues of System, the Journd of Modem Business Management, &t its regular price
of $5, we will send you—with our compliments—a 3-volume st of Updegreff's
"Library of Sdf—Starters,”" beautifully printed on heavy book paper and bound in
thick board covers.

The only reason we can make this offer is that we are very near the end of our big edition,
with not ' enough sets left to judtify printing circulars and letters to sdl them done. So we
decided to use them as a specid inducement to introduce the new Sydtem to a few sdect
busi ness executives whom we have not been able to reach with our regular offer.

L. F. Loree, Presdent of the Ddaware & Hudson, says thet during the past year 20% of the
higher managerid daff of indusry have been destroyed or totdly disabled as indudrid
leaders. He bdieves it will take four or five years training and experience for thar juniors
in the rarks of management to replace those falen leaders

But will it? If they depend upon ordinary training and experience—yes. But if they study
each month the proven plans and practicd methods of the most successful leaders of
today—then we believe they can follow in those leaders footsteps a once! And not merely
in their footsteps, but the enthusasm and fresh viewpoints they can put into their jobs
should enable them to quickly outstrip these leeders pace.

That is what the new System gives you—the practical methods that are producing
results for others. It is a clearing House for dl that is timely and usable in the most
efficiently run offices and successful businesses. It is a new dea—in business
conditions and in a business magazine. It brings you the chance to get in on the
ground floor of the new business cycle, with all that this signifies of opportunity
and of profit.

Will you use the enclosed Resarvation Card to TRY it? Will you acoept a 3—volume set of
Updegraff's "Library of Sdf—Starters,” with our compliments? Then put your name on the card
and drop it in the mail NOW! Y ou will never have another such opportunity.

Sincerdly,

Gifts or premiums can judt as readily be used to sl dentd supplies, or groceries, or furniture, or lots. In
fact, the prindple is as old as sling. Down in Louisang, they have an old French word for it—
“Lagnappe” When you buy a peck of potatoes or a dozen eggs, or anything ese down there, the
merchant throws in a little some thing extra, just as a good—will offering, and a merchant is judged
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largely by the amount of Lagnappe that he gives. Wéll, here is Lagnappe as gpplied to dentd supplies

DEAR DOCTOR:

With your permisson, | am going to send you FREE a New, Sdf—filling Black Beauty
Fountain Pen—Pencil, with your name stamped upon it in 24 carat solid gold ledf.

You will like this good—Iooking, smooth—working Pen Pencil. It has dl the fine
appearance of a Five Dallar Pen, and your name stamped upon it gives it a didinctiveness
that expensve pens often lack. Practicaly unbregkable, it will give you smooth and
satisfactory service for years.

Y our name on the enclosed Coupon will bring this Pen— Pencil to you, postpaid, with my
compliments.

I'm going to send this Gift to you—without cost or obligation on your part—upon recapt
of your next order for —PRODUCTS amounting to $5 or more.

Y ou can make up your own sdection of Supplies. The inside pages illugtrate and describe
many money—saving offers— 50% below Dental Depot Prices.

| only have 500 of these Black Beauty Fountain PenPencils. Among over 10,000 customers
of minewhom I am writing to—this quantity will not last very long.

But while they lagt, | will send you one FREE immediatdly upon receipt of your next order
amounting to $5.00 or more, AND IN ADDITION, | will samp your own name on it in

gold.

Play safe. Send in your order AT ONCE and be sure to print your name CLEARLY
on the Pen—Pencil Coupon, so that you will be sure of getting yours—before it is
too late.

Cordidly yours,

And here is that same idea s0 deverly worded, thet it makes an ordinary progpectus sound like a most
worthwhile gift. It is hard to get inquiries from the right kind of prospect. It is often difficult to get your
literature into the right hands. So when you can make your logica progpect ASK for it, when you can
make him look upon your advertisng metter as a worth—while gift, then indeed have you accomplished
some—thing to crow over. And in the following letter, the Limited Edition Club has donejust that:

DEAR MR. JONES:

| have apresent for you. To get it, you must ask for it, and it would be nice if you would say
Please.

You don't have to guess what it is if you did, youd guess it to be a bank for the baby's
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pennies or afolder for your insurance policies. No, I'll tdl you; it is a copy of a handsome
printed prospectus, setting forth the plans of The Limited Editions Club for its Sxth year.

If you have ared interest in literature; if you derive ddight from the fine printing of books;
if the presence of beautiful books in your home or anybody's home gives you a thrill, youll
want to ask for this lovely progpectus (it is remarkably handsome!) and youll be willing to
sy Please.

For in it you will find the announcement of a First Edition of a hitherto unpublished work
by Mak Twain. You will find plans for new editions of works by Chaucer, Dickens,
Emerson, Hudson, Sterne, More, OHenry, Lewis Carroll, Hawthorne, Médville—and
James Joyce! You will find the promise of origind criticd work from Christopher Morley
and H. G. Wells William Begbe and Carl Van Doren, Stephen Leacock and Van Wyck
Brooks. You will find the announcement of book illugtrations by John Tennid and Migud
Covarubias, T. M. Cldand and George Grosx, Edward Wilson, Vaenti Angelo, Gordon
Rass—and Henri Matis=!

Such a prospectus is treasure trove for you if you are the kind of person | suggested
in the third paragraph of this letter. | have a copy to present to you, and I'll pay the
postage to get it to you, too. Naturally, | am anxious that you should read it, in
return.

So, if you will smply write "Send me that prospectus, Please" across the edge of this
letter and return it to me, I'll do the rest. | ask that you do this promptly, for only five

hundred copies of the prospectus are available for the people who answer this coy letter
from me.

Cordialy yours,

To sum up—one of the strongest traits in human nature is the desire to be somebody, to fed important, to be
necessary to the community and those around us. And many proven ways have been found of successfully
approaching people through this harmless gtrain of vanity that isin al of us.

That being so, why take the hard way when thereisan easy one open to us? Why blaze new tralls, when thereis
apaved road dreedy lad?

For twenty—five years or maore, the Literary Digest used a letter that Sarted dong the following lines:

The enclosed card is of red vaue to you, and has been registered in your name. It isfor
your persond use only. If you cannot useiit, we should fed obliged if you would return
or destroy it. For it brings to you and a select group of well—known book—Ilovers, the
chance to examine the new this or that, etc.

The writer used the same idea time and again, and amost every book publisher has mailed
repeatedly some modification of it. This has been going on for years and years, yet till the reading
public seemsto accept it at face vaue, Hill it is one of the most successful approaches that we know.
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This was graphicdly proved this Spring when the new Commentator Magazine was brought out. ‘Me
following letter which, as you will see, used the same genera type of gpproach, is reported to have
brought an average of nearly 9% orders.

DEAR READER:

Because your name isincluded on a selected list of those we should prefer to have as our
Charter Subscribers, we invite you to receive the next sx monthly issues of The
Commentator at the specid introductory price of only $1.00. The regular price is $3.00
per year—25¢ a copy.

(Here follows description of the new magazine.)

Wetdl you sincerely that your name has been included at this time because of its specid
significance to us as a Charter Subscriber. We have segregated a known and selected group
of readers, preferred asfirst subscribers. With thiskey group at the sart, the merits of the
meagazine will be discussed in the right circles by people whose opinions are respected. For
that reason we offer you thisinitid reduced price of $ 1.00 for six months issues.

Accept our invitation NOW. Jugt fill in your complete address on the convenient form
enclosed. No postage stamp is needed. Drop it in the mail in the envelope provided
herewith.

Sincerely yours,
Editor, THE COMMENTATOR.

Thereisan old ditty to the effect tha—

"He who whispers down awell
About the things he has to sdl Will not make the shining dollars
Like hewho climbsatree and hollers.”

Not to advertise is like whigpering down a well, but advertisng ineffectively, is even worse, for you are
spending good money to get no better resultd

Follow in the footsteps of some of these usars of TESTED approaches, PROVEN gppeds, and you
will take the guess out of your advertisng and put profitsinto your tills.
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XXI
We Help to Sart a Store

Who can use the mails to best advantage? To what businesses and for what purposes is it best
adapted?

Y ou hear that question asked frequently, and the answers are as varied as the people who give them.
Our own experience indicates that any one who has something to sell can use the mailsin one way or
another to further that sde.

That point was well illustrated in the experience of a young fdlow who came to us for help some
years ago. He was assstant to aresident buyer of ladies ready—to—wear dresses. In the course of their
buying for out—of—town stores, they ran across innumerable odd lots of dresses that could be picked
up at discounts of anywhere from 40 to 75 percent of the regular wholesale price. Some of them were
originad models which had been copied and now were no longer needed. Others were samples, dightly
soiled from being exhibited by manikins. But most were odd sizes of regular models, perfect in every
respect—Nbut |eft-overs.

The trouble was that there were only afew of each—not enough for any merchant to advertise. And
anyway, by the time the buyer could write one of his out—of—town stores and get permission to send
along the dresses, they would probably have been snapped up by some one else. So most of the out—
of—town buyers passed them up.

But some ten years before, the head of this resident buyer's firm had concelved the idea of picking up
afew of the best of these bargains, gathering them together in his own office, and then handing out
cards telling of the bargains to girls working in near—by offices. It did not take long to work up quite a
following, for by judicious picking he was able to offer every dress at less than its regular wholesale
price! Inten years time he was sdling $ 1,000 worth of dresses aweek!

But while this proof of Emerson's famous saying was enough for the head of the concern, our
younger friend felt that the world could be brought to their door far more quickly by finding
some better and more comprehensive way of telling people of the bargains to be had there. To him,
the Sde—Iine seemed far more important than the resdent buying and offered greater possibilities of
development. But the "boss’ was satisfied with the progress they were making, and the young fellow
not only had nothing on which to make an independent start, but there was aso a wife and child at
home who had to est.

Eventualy, however, our young friend (whom we shall call Jones) persuaded a couple of his friends
to put up $3,000 to back the idea, and with this $3,000 he launched out on his own. Mind you, with this
$3,000 be had not only to stock an office with dresses, pay rent and help, but in addition, he and his
family had to live on it while the business was getting Sarted.

So there was not much left for advertising. Y et some advertising must be done, for it was essentia
that trade start at once, because every week ate into the small capita for unproductive expenses. After
long and prayerful consideration it was decided to risk $20 aweek as an advertising appropriation, and
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we were entrusted with the spending of it!

Not much you can do with $20 aweek to launch a new business. perhaps you will say. And yet $20
can be made to cover athousand letters when they are mailed third class. And that is exactly what did
with it.

We got names of business girls, feding that they require more dresses than the average housawife,
yet have less time to shop around for bargains. And to 1,000 business girls each week we sent one of
the following letters:

DEARMADAM—

You know that being well dressed is not merely a matter of money. Right among your
own acquaintances you can pick out a dozen women who spend more than you do on
their clothes, and yet look far lesswell dressed.

Yet, you are spending twice as much for your clothes asyou should!
How can we proveit!

By giving you two smart, new, modish dresses—Ilovelier, more exquisite than any in
your wardrobe for the price you now pay for one.

Impossible? No, indeed! You know what bargains you can pick up even in the regular
stores by continualy "shopping around.” Imagine, then, what your opportunities would be
if you were continualy "shopping” among the dress manufacturers themsalves.

Y et that iswhat we are daily, hourly doing as Resident Buyers for twelve out—of—town
Department Stores. Every day we pick up Origina—Modd samples, "close— outs' of
which only two or three are | eft in stock, or Designers Mode—Gowns, and because the
manufacturers have no time to bother over single dresses, we get them at such bargains
that we can pass them on to youat actually less than the whol esale prices!

That means we can offer you the prettiest, smartest dresses to be found in the big stores—
beautiful frocks of the finest fabrics, that you'd pay them $25 to $85 for—at from $7.50to
$29. And not one among them that isn't priced at less than half what you'd pay for the
same dressin any store!

Not only that, but you have a bigger selection to choose from in al sizes, dl colors, al
kinds of materids. There are beautiful summer frocks of fascinating freshness, chic,
modish Street dresses; exquisite afternoon gowns of the finest fabrics; pretty, dainty house
dresses.

And remember, many of these are individua, specialy designed models not the kind that
is turned out by the thousand and that you meet on every passer—by. They ae
digtinctive, charming, unusual, not only in price but in that far more eusive quaity—

syle.
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Come and see for yoursdlf. There is no cost—no dlightest obligation to buy. Just
drop in and "shop around "see dl the authoritative new modes—satisfy yourself that
these are the wonderful values we claim—compare the prices with those you've found in
the stores.

But come soon if you can, for while we get in new and captivating models every day and
there is never atime when you can't pick up some delightful bargain, yet the showing we
have now is our best. If you want the pick of it, come soon while the choicest cregtions,
the loveliest and mogt distinctive designs are still here. Y ou will find the ladies in charge
aways glad to show you, never urgent that you buy.

Sincerely yours,
DEARMADAM:—

Every woman, no matter how much money she spends on her clothes, likes to pick up
specid bar—gains when she can do it without sacrificing qudity or style.

Y ou know that.

Y ou know, too, that being well dressed is not so much a matter of money asit is of having
the gift for picking out chic, modish garments with style to them.

Many women have that gift. More have not.

If you are one of the lucky ones that have it, you can save haf the price on every dress
you buy. At the same time you can get individud, specidly desgned models, made up for
samples or Designers models, of special materials and workmanship.

Y ou know what bargains you pick up occasiondly even in the Stores just by shopping
around. Imagine, then, what. you could do if you were continually shopping among
the Dress Manufacturers and Designers themselves!

Yet that is what we are daily, hourly doing as Resident Buyers for a dozen out—
of—town Department Stores.

Every day we pick up Origina—mode Dresses, Designers M odel—gowns or Coats, and
because the Manufacturers have no time to bother with single dresses, we get them a
such bargains that we can pass them on to you at actually less than their wholesale prices
half what they would cost in any regular store!

Not only that, but we give you a better selection to choose from—in al sizes, in the
most fashionable colors and materials. There are lovely Fall and Winter frocks; chic,
modish street dresses; exquisite afternoon and evening gowns; pretty, dainty house
dresses; smart coats and wraps.
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And, of course, there are al the regular models among them, too, just like those in the
gdores. Only ours are priced a hdf the Store prices. For in our rounds of the
Manufacturers, we pick up many a specid little "closeout,” many an "odd lot" a 30, 40,
even 50% off the regular wholesale prices!

Come in and see for yoursdlf. Patty Prim invites you! Therell be no cost—no dightest
urge or obligation to buy.

Just do aswe do at the Manufacturers showrooms—2' shop around.” See dl the latest and
most distinctive modes; com—pare the prices, the designs, the quaity, with anything you
can find in the Stores.

Come soon if you can, for while we get in new and captivating models every day and
thereis never atime when you can't pick up some delightful bargain, yet the showing we
have now is our best. If you want the pick of it, come soon while the choicest crestions,
the loveiest and most distinctive designs are here.

Y ou will find the ladies in charge dways glad to show you, never urgent that you buy.

Sincerely yours,

P S. Remember, we are on the sixth floor now, in a much larger suite—No. 603. Take
elevators#2 or #3. We are directly in front of the center elevator.

DEARMADAM:
What size dress do you wear?

If itsa 16, an 18 or a 36, 1 can save you hdf its cost and at the same time give you as
digtinctive, as stylish, as unusua amodd as you can find the whole length of the Avenue.

Even onthelarger sizes| can sometimes do this, but if you wear a 16, an 18 or a 36, you
can dways find your sze here.

Y ou know how the Dress Manufacturers work. Their designers submit scores of different
models each season— beautifully made, hand—worked, specidly designed models.
Some are discarded because they cost too much to make up. Some because they don't
happen to apped to the manufacturer's fancy. Only a few are copied and made up in
quantity. The rest are sold for what they will bring.

These are the "Origina—Modds' we offer you. These are the dresses that, in our daily
rounds of the manufacturers as Resident Buyers for out—of—town stores, we pick up at
such low prices that we can offer them to you at haf, or less than haf what smilar
garments would cost you in any store.

Theré's only one or two of each, so no big store can take the time to bother with them. But by
getting them from so many different manufacturers, we have a complete sdection aways on hand.
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Come in and see them—if only to see what a range of lovely styles and materias
they cover. Frequently they are made up in the larger sizes, so thereis every chance
that out of our 400 dresses youll find just the style, just the materid and just the size you
want.

Costs nothing to see them, anyway—and it's certainly worth while to SEE if you can save
half and ill get aslovely adress asever you've bought for double the price.

Sincerdly,
DEARMADAM:

Have you ever had some friend in the Dress business take you around to a manufacturer's,
and let you pick the exact model you wanted at the wholesale price?

Remember what a bargain that was—how far below the regular Retail Store figures it was
priced?

Wéll, that is the service we offer you on ALL your Dresses and Coats. We don't take you
to one manufacturer. We do better. We bring the best from the stocks of a hundred
manufacturers here, for you to choose from, at wholesaleprices.

Now, here is the point. As Resident Buyers for a number of out—of—town Stores, we
are making the rounds of the manufacturers every day. Y ou know yoursdlf what bargains
you can pick up even in the Stores just by shopping around. Imagine, then, what we can
do when we are daily shopping among the manufacturers themselves! Whenever they
bring out some "Specia " or whenever they have only afew of a syle left, or whenever
they finish copying their Designer's Model—Gowns, we get them

At such a time the manufacturers, who cannot afford to bother with such small lots,
are willing to let us have them at our own price. The result is that we can offer you
many of the season's loveliest and most distinctive models, in al szes, in the most
fashionable colors and materias, at actually lessthan their regular wholesale prices!

Come and see for yoursdlf. It costs nothing to be shown. And if you can save haf on all
your Dresses, you want to know it. Be sure to ook here before you buy that next Dress,

Sincerdly,
From the very first week those letters brought in a fair amount of business—some $200 to $300

worth each week. And the bargains were s0 red and so evident that many came back with friends.

Jones had figured that it would probably be a year before he could show any net profit, after alowing
for the cost of getting started and for his own living expenses, but at the end of the first 7 months he had
not only earned enough to cover al those expenses, but his books showed a net profit of $18 besides!
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Not much, of course, but from that time on it was one steady growth. By the end of the first year his
sdes had mounted, through consistent advertising, to the volume it had taken the origind firm ten years
to attain— $1,000 a week!

There were specid saes now and then, of course, and on these the list of customer names made the
letters even more productive than the regular ones. Here are three of these "Specids' that produced
unusudly good results:

Hereisour firss CLEARANCE SALE!

200 chic, modish dresses, dl of the latest winter modds, at from 33 1/3% to 50% less
than wholesale prices!

The Manufacturers are finishing up their Spring stocks now, and by the end of the month
they will be turning over to us dl their sample dresses, designers modd gowns, €tc., in
the latest Spring styles. Nobody will want to buy Winter dresses then, so we must clean
out our entire stock of more than 200 winter mode s before the Spring gowns start coming
in.

That means that for this one month we are going to forget all about profits—sell
everything at exact cost and exact cost with us is little more than half wholesale
prices!

For we never buy anything that is not a bargain, and in our daily rounds of the
manufacturers as Resident Buyers for fifteen out of town department stores, we are able
to pick up some wonderful bargains for ourselves.

Modish street dresses, chic afternoon frocks, beautiful evening gowns—they are dl here,
more than 200 of them, in al sizes, for you to choose from. And remember—they are
specialy desgned modes, most of them, distinctive not only in price, but in that far more
elusve qudity, style.

Come and look them over. It is an opportunity such as you will find in no store that we
have ever seen. Better come quickly, though, while our stock is @t its best. Every single
dressin the lot is a remarkable bargain, but by coming now you can get that wide choice
of styles and designs that every woman wants, and that will be impossible after the stock
has been picked over.

DEARMADAM:

"Name your own price," said the manufacturer. And we did.

This manufacturer had thousands of dollarstied up in the new Fall and Winter models of
Ladies Dresses. A big manufacturer's and a good one. Over—stocked with beautiful
goods, in the styles and colorings sponsored &t the recent Paris openings. Vast quantities
of them—but money needed.

"The goods must be sold,” he decided, "at once!™
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We picked out 300 of his choices models and named him a price on them. It was
accepted without cavil or question. The result is that we can offer you some of the
prettiest, some of the most exquisitely styled and fashioned dresses to be found
aong the Avenue at not merely less than retall, but actudly a little more than
manufacturing cost prices!

A windfdl—not just for us—but for you. Understand, these are new Fal and Winter
modds—new fabrics, new linings, the latest versions of the strikingly new silhouettes—
that were expected to appear in Department Stores throughout the coming season. No odd
lots or clean dways. New goods— the Paris—accepted modes— —complete.

You can't tell the qudity story from the printed page, of course. You CAN from the
garments. From a glance at the seams—hand—dtitched. From the soft, beautiful, rich
fabrics, from their splendid style—and, we might add, from the maker's reputation.

Come and see for yoursdlf. Costs nothing to be shown, you know, and any time you can
pick up some of the season's loveliest models a wholesale prices, it's worth looking into
at lesst.

Better come soon—while the stock is at its best, while you can have a wide choice of
modes and designs.

Cordialy yours,
DEARMADAM:

Every season when the rush of order taking is over, the big dress manufacturers draw a
deep, long bresath and begin to straighten up their stocks preparatory to making up their
samplesfor the next season.

And they aways find dresses set to one side during the rush for one reason or
another—reserved on some salesman s request for a particularly good customer and
then cancelled; or marked "hold" and the reason forgotten; or often just pushed out
of sight by accident.

These dresses are generdly the very best of the stock, but they have to be disposed of quickly
without regard for cogt, to make room for the coming season's stock; for gpace is more vaugble
than clothing.

If there were more of them and if they ran a complete line of sizes, the big department stores
would snetch them up like lightning. But each manufacturer has only a few— perhaps Sx or
el ght—perhaps adozen. So the department stores can't bother with them.

As Resident Buyers for a dozen out—of—town department stores, we are constantly
calling on scoresof the manufacturer's and by selecting the best of these dresses from
each, we make up a complete stock that for distinctiveness of design, for
fashionable colors and quality materials, can scarcely be equaled along the whole
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length of the Avenue.

And the prices—you know yourself what bargains you can pick up even in the regular
stores by shopping around. Imagine, then, what prices we get on these "close out” lots
from the manufecturers. A third off—even a haf off the regular wholesale price is
nothing out of the ordinary, so that we can pass these dresses on to you at half or lessthan
half—what you'd pay for the same modelsin any retall Sore.

And while the manufacturers sell them out because it's the end of the manufacturing
season, the Wearing Season has only just begun!

The manufacturers are starting now to work on Summer Dresses and we are just
getting the best of their Spring Models—colorful frocks of fascinating freshness,
beautiful gowns of the finest fabrics, costumes for every mood and occasion that
would cost you in any store from $25 to $75.

And we can give them to you for half, or less than half price— actualy less than the
wholesale price!

Whatever material you have set your heart on—crepe- de-chine, canton, roshanara,
jersey—you will find it here. Tan, navy, grey, green—whatever color you fancy—
you will find it among these charming, captivating dresses in some distinctive
model. They are a showing of all the authoritative new modes—they make your
Spring shopping one delightful adventure.

Come and see for yourself. Never mind what we say— come and prove the truth of it
with your own eyes. Thereis no obligation to buy. Just drop in and "shop around.”

Costs nothing to be shown, you know, and if you can save hdf on dl your Spring
wardrobe or get twice as many dresses for the money as you had expected, you want to
know it, So LOOK in here any day before you buy that next dress.

Sincerely yours,

In the course of the next year he found it necessary to double the size of his office. A year later

another office was added, followed soon after by athird.

That is one answer to what businesses can use the mails profitably. We have seen so many others

that it is hard to pick the best examples of those worthy of incluson here,

Perhaps one of the best would be on a boy's suit, for these are especidly difficult to sell by mail,
becauseit is s0 hard to find alig of people in the right circumstances with boys of an age to buy your
auits. We solved that by arranging with the publishers of a magazine that appeded to boys of ten to

fourteen years, to use thar ligt, and we mailed them the following letters:

DEARPARENT:
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You know how an active boy can go through a pair of knickers. Seems no time
before the seat is worn through, or one knee has a big, ragged gap in it. We used to
think that nothing short of cast iron would keep a hedthy youngster covered.

But over in England, the Admirdty was faced with this same problem over sallors
trousers. Siding down ropes and climbing around boats and getting soaked with salt
water are even harder on cloth than the average boy, and keeping sailors in trousers was
one of the Admirdty's big expenses until afew years ago. Now they have perfected afine
woolen weave so tough and sturdy thet it outwears any ordinary cloth four and five times!

We heard about this new weave, and got someto try in our Boys Suits. And found that it
defies even a boy's ingenuity to wear through! Trees, briars, fences, boards— nothing
seems able to break those long, strong strands of pure virgin wool. Yet this fine fabric is
good-looking as only an English Worsted can be, with dl the style and swank that none
but the red, imported woolen can show. No imitation will tailor so superbly. None will
hold its shape and keep its fine gppearance in pite of hardest wear half so long.

| am going to send you, in the next few days, a complete new Spring Suit for
that boy of yours, made of this fine imported English Worsted, so you can SEE
FOR Y OURSELF how good—Ilooking and becoming it is, how perfectly it fits,
how wel it sats off the manly lines of his figure—and yet how it will
wear! | am going to send this suit to you—with no obligation on your part—
for you to examine and try on and actually SEE the difference between it and
the suit your boy is now wearing.

There's just one thing—I can't send it until you tell me how old he is, and his height and
weight. Y ou can do that in ajiffy on the enclosed postcard.

When | send you the suit, there's absolutely no obligation on your part to pay for it. You
can return it for ANY reason, or for no reason at al.

Y ou see, this factory of ours specidizes on Boys Suits.

Our company has been making boys clothes for more than 100 years, so we know al the
things a healthy boy can do to a suit—better even than you do.

We know how to sew seams and buttons so securely that even aboy can't rip them. We
know how to tallor a suit so as to give his active ams and legs free play, and yet have a
dyle and a"set" that will make your youngster look his manly best. But until we found
thisimported English Worsted, we didn't know a cloth he couldnt wear through. Now we
have found it.

S0, as an Introductory Specid, we offer you this new Spring suit of imported English
Worsted, pure wool and al wool. The color is arich, dark blue. The style as up-to—
the—minute as Fifth Avenue designers can make it. The tailoring true Smith & Smith,
cut and sawed as only tailors who have been making Boys Suits dl ther lives can do it.
Coat, vest and trousers, dl three at the low "Direct from Factory-to-You" price of only
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$13.85!

AND IN ADDITION, we will send you an extra pair of Knickers —FREE! Not that your
boy will need them— he will never wear out the first pair—but so you can dternate
when oneis being cleaned.

This is a gpecid Introductory Offer. It is made only to a sdect lig, and it is not
tranderable. We make it to afew families of influence, as an inducement to them to TRY
this new, imported English Worsted, knowing that once its reputation spreads, we shal
have no difficulty getting al the orders we can handle.

No Money—No Risk

Just mail he endosed card—without money. By return Parcd Pog, will come a suit of
deep blue English Worded, pure woadl, in the exact sze for your boy—at the Direct—
from—Factory—to—You price of only $13.85. And with it—FREE—an extra pair of
Knickers of the same fine fabric.

Try the Suit on your youngster. Compare it with any other he has —any you can
find in stores. If for any reason you are then willing to part with it—SEND IT
BACK! If you can equal it anywhere for less than $25 .00—SEND IT BACK!
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But if you fed, as we do—and we have been making Boys clothes for more than 100
years that you are saving a least $10.00 an that suit, then send us only $13.85, and KEEP
THE KNICKERS FREE!

No money—judt the Pogt Card. But remember, it's good only if mailed at oncel We have
enough imported English Worded for only 450 Suits. It will be eight weeks before we
can get another lot. Y ou wig mail the enclosed card NOW, or you will betoo late.
Sincerdly yours,

DEARPARENT:

Will you give me a little "ingde information™ doout thet boy of yours—jugt his height
and weight and how old heis?

| want to send him a new Spring Suit of imported English Worgted, to examine—FREE
OF CHARGE. But | cant send one in his exact sze without knowing his height and
weight.

In the padt fifty years, we have fitted more than 1,000,000 boys, in dl parts of the world,
with Smith & Smith Suits Many of them have never worn any other make, for Smith &
Smith Suits are the kind of well—made, perfectly— fitting dothes thet every parent likes
to see on his youngder.

You seg, in our 106 years as talors to boys, we have learned how to give a perfect "s&t”
to a boy's coat while dill leaving free play to ams and shoulders, how to fasten seams
and buttons so even the mogt active boy can't tear them out, how to fashion a suit thet not
only wears wdl but LOOKS wdl on him up to the very ladt.

But Here, | Believe, Is the. Greatest Improvement Ever Made in a Boy's Suit:

A new, imported English Worgted that WON'T WEAR OUT! Actudly, we mean it—it
won't wear out! Your boy will out grow it before he can weer it out!

It is a doth that was perfected for the British Admirdty. You know the hard
usage asalor's trousers are put to— diding down ropes, scurrying around boats,
scrubbing decks and getting soaked with sdt weter. They never could find adoth
that would stand it until they made this. Now they can't wear it out!

Of adeep blue, oft and rich—looking, there is no way of duplicating the rare beauty, the
durability and wearing— quality of this genuine imported English Worgted. No imitation
can wear 0 superbly, can retain its style and shepe after hard usage as can this English
cloth.

Carefully cut, beautifully finished and tailored as only Smith & Smith know how to tailor
boys clothes, this suit gives the appearance of a custom—made, and a wear that has
never been equaled.
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Ye our "Direct—from—Factory—to—You" Introductory Price, good for just
10 days is— NOT $25.00, not even $20.00—BUT ONLY $13.85! We don't
believe you could find its equd in &iloring and fine appearance done within
$10.00 of thet low figure.

How can WE do it? Solely by cutting out every unnecessary item of overhead and
middie—men and selling expense and selling direct from Factory to You. In style,
in tailoring, in fine appearance, and most of al, in WEAR, this suit is worth
$25.00. That we are not charging you that figure is due only to the savings we
effect by selling and shipping direct from the Factory, and letting no unnecessary
item of expense come between us and you.

Won' you fill in your boy's haght, weight and age on the endosed podcard and mall it a
once? Then we can send him one of these fing, new, imported English Wordedsin his
exact Sze—hy pre—pad Parcd Pogt for aweek's FREE EXAMINATION.

You can seet then a your leisure, with no indgtent derks & your sde. If it isnt the
best—Ilooking suit you have ever seen on your boy—send it back! If you can find its
equd in gyle or cut or fine appearance a less than $10.00 more— SEND IT BACK!

Doexn't that drike you as a fair offer? We bdieve it is so unusudly fair that al the suits
we have doth for, will be sngpped up within aweek a this bargain price of only $13.85.
And it will be two months before we can get another lot from England.

Hadn't you better drop your card in the mail RIGHT NOW— while you can take
advantage of this Special Offer?
Sincerdly yours,

P. S. If your card is received within 10 days, we shdl put in an extrapair of Knickers—
FREE! Not that your boy will need them—he will never wear out the first par—but o
you can dternate while one is being dleaned.

Like the boys suit goped was one we used on a Book-of-the-month Club for boys and girls The letter
followed the generd lines of the one we used on the "Junior Classics' back in the days A Callier’s, but the
circular was new and different. Here isthe letter. The circular follows:

DEAR PARENT.

You know how the little folks just love a good story—how they'd rather listen to
one than eat or play or sleep—how they beg you, sometimes, to tell them a story, to
reed to them.

They will read something, you know. And it is what they read now that determines
what they areto be. It istheir heroes, their ideds, the men and women who are made to
seem to them wonderful and worthy to pattern after, that form your children's
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characters, that |eave the grestest impress upon their after life.

If you could pick from al the literature of the world the books that have helped most in
moulding the characters of our greatest men and women—if you could tell what books
would be of most help in later school and college work—you would not hestate for a
minute in getting them for your children, no matter what their cost.

Few parents have the time to pick such a library—in fact, few educators could do it
without years of reading and research. BUT NOW, after two years of preparation, IT
HAS BEEN DONE FOR Y OU—uwith the collaboration of a Board of Editors of such
world—wide fame, with such digtinctive qudifications, that Libraries, Schools, and
Colleges dl over the country are as one in acclaiming the idea and subscribing to its
sarvice.

The folder enclosed gives you the names of these world renowned educators. The basis
of their plan isthat the real purpose of schools and collegesis not to cram the student's
heed full of fa¢ and figures—BUT TO MAKE HIM THINK!

That this can be done, you who have listened to the eager questions of your own
children know. But what— you may not know so well is how quickly the right
books start their avid young minds questing along paths that lead to happiness and
success, where trashy literature and comic supplements all too often start them on
the opposite road.

If the greatest child expertsin the world offered to direct your children's reading in such
away asto start their education a—right, you would gladly avail yourself of their help,
no matter what the cost. Six of the greatest expertsin Americain child—training have
made this offer, but ingtead of having to pay them big fees, you pay only for the books
they choosed And even these you get—not at thelr regular bookstore prices—but for
from40% to 60% under thosefigures

How does The Junior Foundation accomplish this? Very smply:

The Board of Editors has divided the children into three groups. The first group is for
boys and girls 5, 6, 7 and 8 years of age; the second is for boys and girls 9, 10 and 11
years of age, and the third group is for boys and girls 12, 13 and 14 years of age. For
each group the Board sde¢ one book each month—THE one best fitted to win the
children’s interest, to inspire them with right idedls, to give the best groundwork for
their school studies.

This book is printed in the big sze, in large, readable type, on excelent paper,
handsomely bound in cloth tough enough for hard usage, and beautifully illustrated in
colors by artists who know how to reach the child imagination.

The books will in every case be the equd in sze, in binding, in printing, and in
illugtrations, of those you find in stores costing as much as $5.00 each. But instead of
$5.00, members of The Junior Foundation will receive them FOR LESS THAN $1.43
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EACH!

Why! Because where the store book is printed in lots of one or two thousand, ours
will be printed in runs of 25,000 and 50,000! Where the retailer has al the wsual
expenses of big stocks, high rentals and selling costs, The Junior Foundation deals
direct with you by mail. You get your books at but little more than actual printing
and binding costs!

The enclosed Cetificate is an invitaion to enter your child asa Charter Member of The
Junior Foundation. It is worth real money—not only because it brings you the guidance
of gx of the grestest educators in America, not only because it enables you to get the
finest illustrated editions of the right books a about taf price or less—but because it
protects you from any future increase in price that it may be found necessary to effect.
Will youfill it in, put your name and address on it, and drop it in the mail?

It will bring to you each month a book your children can be proud of, a book that will
hold their interest and yet educate them as well, a book that will be the sart of a red
library, and the foundation of a fine character. Ben Franklin used to say, you know,
that—

"Schools give us the rudiments, but booksteach us how to think! No one can betruly
educated or successful in life unless he is areeder of books."

No price is too high to pay for the right training of your children. But when the BEST
traning is ds0 the smplest and the chegpes, it pays to lose no time in dating it. Your
children are reading something now. They will be reading other somethings tomorrow.
They cannot start too soon reading the right sort of books.

Will you make that gart possble SOON by mailing back the enclosed Certificate today?
The return envelope requires no postage.

Sincerdy yours,
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And we must give our prize letter the one that pulled the highest returns we have ever heard
of—200 percent in actual number of books ordered! Of course, there is a catch in it, as in all
those phenomenally high returns we have seen. The catch is that there were only 1,500 names,
and they were of people who had written Pelley expressing an interest in his article when first it
appeared in the American Magazine. We could not do the same with any other lis—in fact, we
could not get more than ordinary returns with other lists. But from those 1,500 letters, we got
orders for 3,000 copies of Pelley's book! Here is the letter:

DEARMISSSMITH:

May we send you the Aftermath to "Seven Minutes in Eternity” by William Dudley
Pdley, teling the outgrowth of his extreordinary experience; together with a specid
Autographed gift copy of thered fa¢ of that experience?

You undergtand, of course that to a generd audience like the readers of a magazine, he
could not tdl the whole sory. Fa¢ so sartling as to sound unbeievable to the average
man, had to be deeted. We have persuaded Mr. Pdley to retdl the episode, giving not
only every thing that happened a the time, but, what is more wonderful Hill, the Afte—
meath, which he has never before alowed to be published.

We ae putting the dory and the Afteemath into a little gift book, together with an
interesting biographica sketch of Mr. Pelley and hislatest portrait.

But Here, We Bdlieve, Isthe Most Important Fart—

Mr. Pelley has promised to AUTOGRAPH the firg thousand of these little gift books at
no extra chargel

| am writing to you first, Miss Medland, because you expressed such an interest in
the article when it first came out. | know you'd enjoy the complete story yoursdlf,
and more especialy the Aftermath. If you would like also to get some for gifts to
your friends, I'll be glad to send you as many of the autographed copies as | can—
provided you order right away. I'll have to meke it "First come, first served,” of
course, but | am giving you first chance.

The price? you'll smile when you hear it. 25 cents a copy, post—ypad! But—the priceis
the same for Autographed copies or for plain. And you get the Autographed copies
only if you order right away. I'll hold afew of the Autographed copies for you for one
week—but no longer. May | hear from you at once, please, by letter or wire?

Sincerdly,

As different from merchandise and books as anything we have ever tried is sdaling stock. We had
aways refused to have anything to do with stock fluctuations because, having been burned afew times
oursalves, we had afelow feding for the victims, and did not care to be a party to adding any new ones
to the list. But upon one occasion, afriend persuaded us that we should be doing the public a service if
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we helped him to place a certain issue and we findly fell for his arguments. Here was the result:

DEARSR—

| should like to buy $10.00 worth of your persond prestige— and here is an Option
Certificate for one share of Bonus stock as payment in advance.

Hereisthe way of it:

Y ou have heard, of course, of John Jones, Director of the Blank Theatres. Y ou know
that under his skilful direction these great motion picture enterprises have proven
tremendoudy profitable, The Blank aone being reputed to earn 100% each year upon

their equity.

But have you seen his new Theatre "The Jones Theatre' —the largest and finest in
the world, that is now nearing completion at the comer of —Ave. and —St., New
York, right in the heart of the new Thestre Didtrict?

There are only six other "first run" motion picture thestres in this whole Square digtrict,
and so gregt is the concentration of amusement—Ioving population in and around
Manhattan, that these six theatres are filled to capacity four times each on Saturdays
and Sundays, and approximately two-and-a-quarter times a day on every other day in
the week!

Naturaly their earnings have been so large that the securities of these enterprises are
held very closdly by capitdists. But Mr. Jones wants to POPULARIZE The Blank
Thesatre, and he redlizes that the surest way to do that is to |et the public share in these
generous earnings on exactly the same bads as the capitaists—in fact, if it can be done,
he would like the generd public to be the only capitdist behind the enterprise.

His idea is to finance The Blank Thestre in the same way that the Smith and Brown
theatres in Chicago were financed by the public afew years ago. These ventures proved
so profitable that the Preferred Stock was presently retired at a handsome premium and
five shares of a new Common Stock were given for each share of the origina
Common. This new Common Stock now sdlls for around $70 a share!

Which brings me to the subject of this letter:

To dart the subscriptions successfully, we need a few representative names
from each section. Y our name has been suggested as one that would be of help.
So | am writing to you today to offer you FREE—as a bonus—one share of the
Common Stock of The Blank Thesetre in return for your sending in your
subscription now for three shares of Class"A" Ownership Stock.
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This Common Stock is sdling right now for around $10.00 a share. The Class "A" Stock
for $40.00 a share. The Class "A" Stock is entitled to cumuletive preferred dividends of
an additiona $1.00 per share. It cannot be "caled" for less than $50.00 ashare.

Even if the Theetre should be filled to only half capacity, its etimated net earnings are
dmog five times the totd dividends payable on the Class "A" dock, leaving
goproximately $4.00 a share available each year for dividends on the Common!

As for your money invesment—it's safe enough. For the Class "A" Stock is protected
not only by the busness itsdf, but dso by thered egtate and the building. Aslong ago as
the early part of 1925, William Green, one of the leading Red Estate men of New York,
appraised the vaue of the entire completed property a $8,950,000, giving atotd vaue to
the company's property after ingtdlation of fixtures of over $10,000,000.

Red edate vaues have been increasing rapidly in this section, and it is not unlikely that
the property today would be appraised at a considerably higher figure.

S0 the red edtate done makes your investment in the Class "A" Stock sife, even if the
business itsdf, the Good Will of the Jones name and the contra¢ with entertainers and
producing companies are vaued at nhothing.

So much for the safety. The important part is what you get from your money. From
$120 invested in 3 shares of Class"A" Stock in The Blank Thestre you should get: —

1. $3.50 ashare each year, or atota of $10.50—8 3/4% dividends on your money.

2nd. An additional $1.00 per share after the first dollar of dividends has been paid
on the Common Stock, bringing your total dividends on the Class"A" up to $13.5011
1/4% dividends on your money.

3rd. If you use the enclosed Option Certificate within 10 days, you get IN AMMON
one share of Common Stock FREE with every three shares of Class"A" Stack that you
reserve now. This Common Stock has a present market value around $10—00 but if
the estimated earnings— based on only HALF capacity houses—are anywhere near
correct, approximately $4.00 earnings should be available each year as dividends on
every share of Common.

The Srnith & Brown Common Stock which was given away in the same way as this,
returned over $400.00 a share to investors!

So when | said that | wanted to buy $ 10.00 worth of your

persona prestige, | was putting it conservatively. The enclosed Option Certificate
should be worth many times $10.00.

But it will be worth that to you only if you use it a once. In a few weeks, The Blank
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Theatre will be opened. When

that is done, when people have seen it thronged with the thousands of enthusiastic
followers, when the wireless is again broadcasting " Jones and his Gang," the sdlling of
what stock isleft will be no problem. In fact, the problem will probably be to find any
to sell, for once the Thestre is opened, the vaue of the stock should go up by legps and
bounds.

For that reason, I've had to put a limit on the time for which the enclosed Option
Certificate isgood. Mail it within ten days, and the prestige of your name will be worth
to usthe vaue of the stock. After that—twould be too late to do us good.

So—youll forgive meif | seem insstent, but—will you

use the Option Certificate NOW? And thank you, most heartily and sincerely for your
help.

Apprecidively yours,
Safety

The safest security on earth isthe earth itself

And when your particular section of earth is located in the middle of that most densely populated island on earth—

Manhattan Island—right in the heart of New Y ork's new Theatre District—

And when you have built upon it the largest Thestre in the world, with a seding capecity of 6,000 and a spacious rotunda
capable of accommodating 3,000 more— Then indeed can you be said to have SAFETY initsultimate form.

That iswhat we offer you in The Blank Theatre.

The popularity of motion pictures and the limited number of "first run" theatres has made investments in these
projects extremely attractive. Usually the securities of these enterprises are held very closely by capitalists and hence
their earnings are not made public. It is stated upon good authority, however, that the Smith and Brown theatres earn 100
percent each year on their equity.

The Hub of Nine Millions

In the five boroughs of New Y ork City alone 5,873,356 persons make their residence. In the surrounding suburbs,
nearly 3,000,000 more are only afew minutes from Manhattan. Each day railroad and steamship lines bring thousandsof
visitorsto the city. They are travelersfrom the four comers of the world who are pleasure bent and "out for aholiday."

This concentration of a huge population affords an opportunity to amusement proje¢ that is unique in history. A
public, craving entertainment, is spending millions of dollars each year. And the vortex of it al is the 'Times Square
District" in New Y ork. Here the theatrical business has become agiant industry.

There are 70 theatres in the Times Square District at the present time. Of them, however, there are only six so—
caled "first run" moving picture thestres. As a result these theatres fill their capacity four times on Saturdays, Sundays
and holidays. The general average throughout the week in all of these theatres is approximately two and one—quarter
times the capacity each day.

Location

The Blank Theatre will occupy a large part of the block bounded by— and Streets——and—Avenues. It has a
frontage of 290 feet on—Street and 190 feet on—Street. This property is owned outright by the corporation and in
addition to that it has a lease for a term of 84 years on an entrance through the—Hotel at the northeast comer of—
Avenue and—Street with afrontage of 40 feet on—Avenue and 100 feet on—Street.

The theatre is located one block from——and—Street Station of the— Line, and one block from the—Street Station
of the—Line. — Avenue surface cars pass the door and the—Avenue surface cars are but afew yards away.
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With the genera uptown movement of the theatres the Blank Theatre will be in the heart of the theatrical district for
many years to come. The district bounded by and—Avenues—and—Streets seems destined to become a district given
over ailmost exclusively to theatres. The Blank Theatre will bein almost the exact centre.

What Others Have Done

In Chicago, the Smith and Brown theatres were financed by the public a few years ago. The Common Stock of this
enterprise was given away as a bonus with the Preferred Stock. Later the Preferred Stock was retired at a handsome
premium and five shares of a new Common Stock were given for each share of the original Common Stock. The new
Common Stock now sells on the New Y ork Curb for around $70 per share.

Investments in theatrical properties are unusually safe. The Bonds and Preferred Stock are protected by very desirable
real estate. Even if the theatrical enterprise itself should fail, the rea estate usually can be sold at a profit. If the
enterprise issuccessful the Common stock—holders share in the huge profits that alwayscometo "hits" in the theatrical
business.

The Class A Stock

The Class A Stock of The—Theatre Corporation is preferred both as to assets and dividends. Each share of Class A
Stock entitles the owner to a $50 interest in both the building and the business. New York real estate is a sound,
conservative investment—and in this section the values areincreasing rapidly.

When the division of the yearly earnings takes place each share of ClassA Stock first recelves $3.50 each year. (At the
present quoted price of $40 thisis 8 3/4 %). This $3.50 each year is paid before any dividends are paid on the Common
Stock. Then, after each share of Common Stock has been paid $1.50 the Class A stockholders participate in the
earnings again and receive another $1.00 per share. That increases the dividend to $4.50 per share per year (or 11 1/4%
on the present price).

The $3.50 dividend is cumulative. The Corporation agreesto pay dividends on this Class A Stock at the rate of $3.50
per share each year from December 1, 1925. No dividends are paid to the holders of the Common Stock until the $3.50
per shareispaid on the Class A Stock from December 1, 1925.

Each year 15 % of the net earnings of the Corporation are set aside as a sinking fund with which to purchase the Class A
Stock. Itispaid for at the rate of $50 per share.

The dividends are payable March 1, June 1, September 1, and December 1.

The Director

Of the six "first run" motion picture theatres in the Times Square District, Jones has been the director of four, . . .
Probably the entertainment in those four theatres is the standard by which al other moving picture entertainments are
judged. Y et all were conceived and executed by the one man: Jones.

Now the same man who created these entertainments will find his fullest scope in the presentations of The "Blank
Theatre." the largest theatre in the world will seat over 6,000 persons. When you contrast this with the capacities of the
other houses formerly under the direction of Jones you will see that it is possible to spend considerably more on
programs and still make afar larger net profit than the facilities of the other theatres permitted.

Under the stage a complete broadcasting room is being built and—and his Gang' will continue the entertainment to
Radio fans that has brought thousands of patrons to the—.

One of the leading Real Estate men of New York has appraised the value of the entire completed property at
$8,950,000. This sum gives a total value to the Corporation's assets upon completion of the building and installation of
fixtures of over $10,000,000.

That alone assures the safety of the investment in Class A Stock, even if the business itself, the Good Will of Jones
name and the contra¢ with entertainers and producing companies are valued at nothing.

It isawell known fact that Real Estate values are increasing rapidly in this section. The conservative estimate of Mr.
Green was made early in 1925, and it is not unlikely that the property today would be appraised at a considerably higher
figure. With the continued uptown movement of the theatrical business this site should become one of the most valuable
inthe entire district.
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Earnings

The management of The Blank Theatre estimates the annual net income to be $2,105,875 after the payment of all
operating expenses, including insurance, city and federal taxes, depreciation and mortgage interest and amortization.
This sum is equivalent to over 4.8 times the dividend requirements of the Class A Stock, and indicates that
approximately $4.00 would be available each year as dividends on each share of the Common Stock.

This estimate of $2,105,875 is not based upon a "capacity house” for every performance, but upon only one—half the
capacity of the giant theatre. If it can be found that the theatre can be kept filled every day in the year, the earnings will
be correspondingly larger.

The Blank Theatre is not like an ordinary business which has to build up a patronage over a period of time. The first

night it is open thousands will be attracted. The novelty of the new building and the popularity of Jones will be
sufficient.

Asi it turned out, he was right, so we let him persuade us into helping him put over another issue,
which proved to be no better than some of those onwhich we had burned our fingersin the past. From
then on we left such offers severely aone. While we were waiting for the results of these circulars we
wrote for him another letter which out—Ilines a method of placing a new country club on its feet in a
way different enough from the ordinary to be interesting. Herelit is:

Will you give me alittle information about yourself—just your favorite form of sport or
recreation?

We are getting together alittle group not to exceed 400 of menwho stand high enough in
the business or professond world to be able to take a bit of time off now and then for red
outdoors—for hunting and fishing, for boating and swimming, for riding, golfing and
tennis, off where they are not overrun by the casual week—end mab, yet close enough to
reach their offices by train or motor within a couple of hours.

Just listen—15,000 acres of hunting preserve that has been posted and patrolled
for 27 years. Adjoining an additiona 5,000 acres of wooded state land. A lake
that has been liberdly stocked with fish for years and never opened to the
public. Two excellent trout streams. Duck and wild geese, deer and other game
in abundance. A 9—hole golf course over high ralling country. Two tennis
courts. Good boating. Fine swimming. Miles and miles of wooded lanes for

horseback. A Clubhouse and wonderful sites for permanent camps. That is
"Moon Mere."

A play—ground for millionaires. Only we are not looking for millionaires. There will
be some among us, of course, but this is not a money—making scheme. It is ared
effort to get together a group of interesting, congenia people of the type —socidly and
professionaly—that you will be happy to be with. The cost will be the smallest part of

it. And for that very reason, every name proposed will be subjected to the very closest
scrutiny.

Y our name has been suggested as one interested in out door sports, and at the sametime

312

Copyright © 2010 ProfitTips.com All Rights Reserved.



of such standing as to pass the most captious Board of Governors.

| have prepared a booklet, beautifully illustrated, that gives the details of this natural
play—ground—as many detals as a mere booklet can give of the wonders of hill and
lake, stream and forest. It is expendive, so we printed no more than are actualy needed.
While they last, the enclosed card will bring one to you, without cost and without
obligation.

May | send it?
Sincerely yours,

P.S. The membership of "Moon Mere" islimited to less than 400. When that number is
completed, the books will automaticaly close. So it isimportant that you use the
enclosed card at once.

While stocks offered by mail do not seem to turn out well on many occasions, if ever there was a
place where good mail literature is sorely needed, thisisit. A deadlier lot of stuff was never put in the
name of advertisng than most of the pieces we have seen, purported to describe financia issues.

Of coursg, it isdl donein the name of dignity, so it cannot to such subterfuges as finding the motives
that will make act, or working out a clever gpproach, or any of the other we consider recessary in
sling so ordinary athing as abook or a coat.

Dignity! Whenever any one springs that word on us we fed like Patrick's day Irishman who has just
run into an Orangemen's parade. Dignity is a cloak for every jackass in high postion. Dignity screen
behind which every incompetent tries to hide. Dignity an excuse for lack of initiative and
progressiveness, for complacent stagnation.

It is no more effective in sdlling stock than it would be in offering and if you want to see how
successtul it is n offering turn back to our first offer on Wells "Outline of History” and what the
difference in results is between the dignified letter and, and any of those others that forgot all about
dignity but interesting.

The friend referred to above had offered Hs stock in the usud way, and judging from the results, it
had attained the usua of dignity—no one even knew it existed! So we re—wrote the in what we
conceived to be the interesting way, and the were as different with stock as with Well's "Higtory." Here
first page of the re—written circular:

In the next chapter we shall show you a campaign aimed at the t executives of the biggest businesses
in America, to see if we cannot show that they are no more concerned over dignity than you or we. Itis
interest you want and it is interest they want—and it is only when you interest them that they will
reac—or order!
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of the first tales that met the Spaniards when they landed on the
lhor:s of the New World was the legend of a marvelous Spring with
waters of such miraculously healing qualities that the Indians bad named it
the_Fountain of Youth.

Rumor bad it thot this Spriag was
focated oo the meinland, far to the North.
The Indians of the lslands had mever
seen i, but afl had beard of it and zil
vouched for its miraculous gualities.
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Hight fame and of the preseat Govetnor
of Virginia), while serving na 1he Vie-
ginia-North Carolina Boundary Com-
mission, earmed the gratitode of his
Indiza guide, and in retyrn m latter
diml.uni w hnm a wonderful spring
which, 10 the arsured Hru. had the
property of curing all manner of discases.

this was known
waters have a

marvelous efficacy in the treatment of stomach and
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Three ather springy wete found ia the
immedizte vicinity, ond opon examina-
tion it was discovered that zll four were
highly mineralized

‘The speings soan became the Mecez of
those of the “Quality™ of the Sourhland

whe suffered from from rheuma-
tism or frem disoriters, News

paper sccounts of owver ID0 yeams ago
show that <0 well were the medicinal
properties of the water known that the
proprietur “'dund apy edlogy on the
WIleTs uBnecesszry.”

“Sroerel years spe [ begam to treat wervoms cares with Pufiale Miseral Water
with a resalt thot war asteishing fo mr a3 it was bemeficial to the paticnr”
umum‘:mma-:mmumu.:m

314

Copyright © 2010 ProfitTips.com All Rights Reserved.




XX

How to Reach the Leaders

You often heer it said that the leaders of big business never read circulars—that they would be too
busy to glance a them even if you could camouflage them sufficiently to get them past the private sec-
retary'sdesk.

If that be true, pause for a moment to sympathize with the McGraw—Hill Publishing Company, who
undertook in the Fall of 1929 to launch a weekly intended only for high executives of big business
concerns. For which is harder— to find a sdesman who can penetrate those august sanctums, or to
write a letter that will reach al the way to the top of abig business?

Asif they had not already attempted the impossible, the McGraw - Hill Company undertook not only
to reach the topmost figuresin the world of business but to land nearly half of them. They guaranteed to
have on their subscription lists by January, 1931, 75,000 high executives of companies rated $75,000 or
better!

Quality circulation has been attempted oftentimes in the past, but never on such a scale as this.
Heretofore, the only index of quality was the content of the paper and the cost of the subscription. Any
one who had the price and cared to read it was welcomed as a subscriber. Here for the first timewas a
concern actudly refusing orders— accompanied by cash—that did not measure up to the standard they
had set!

These 200,000 executives remember, were the presidents, vice - presdents, secretaries, treasurers, genera
managers and directors of companies rated at $75,000 and better. All were people who are not supposed to reed
circulars. All were supposed to have private secrearies intelligent enough to keep such trivial mattersasmagazine
solicitations away from their desks. So to give them some excuse for regarding our message as one of import, we
filled in each. man's name and sent the lettersfirg class.

To get an idea of the most effective line of gpped, we tried Sx different letters, testing each on the list of
business executives as well as on such lists as subscribers to financia " Services," buyers of business books that
would interest only men high in business, and readers of magazines with a specidized business apped.

All six d the letters did well and two pulled remarkably good returns. On the outsde ligts, one letter pulled
more than 9 percent of orders, another over 8 percent, while 5 percent and 6 percent werelittle morethan average.
Even ontheligt of executives, one pulled 3 percent, asecond doseto it, while the third went over 2 percent

Here are three of the letters, together with the folder that went with them. 'Me folder isabit crude. We had no
time to wait for regular art work as we were anxious to get our tests out by a certain date. So we took what we
could get in ahurry.

To cause one of your employees to lose his job is not my intention. But if any one of
your employeeshas MY job— then it isnt his—every man has a place somewhere, and
| want my own.

If you have assistants summarizing the news of business for you, who are NOT among
the greatest expertsin the basic lines of industry, then they have MY job, and their job
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is somewhere dse.

If you have accountants figuring estimates and quotas, who are not authorities on
economic trends, then they have MY job, and their work is something else again.

If you have secretaries to save your time, who cannot interpret the EFFECT of the day's
news upon your business and investments, who cannot check the truth or fasity of each
dispatch, then they have MY job, and their time would be better spent on other duties.

You see, | am the keystone of the arch of al the McGraw Hill publications, with
thirty—four different staffs of editors working for me, each a recognized authority in
some basic fidd of industry, with engineers and financid experts and economists of
world renown laying their findings upon my desk.

| am THE BUSNESSWEEK.

| watch the world for you, and bring you accurate, authoritative reports on everything
of note in the basic industries and the happenings of business. Is there a flurry on the
Tokyo exchange? | give you its probable effect upon the financid dtuation here. Is
there a gtrike in France—a new cartd in Germany a hurricane in Chile? | $row you
their extent, analyze their effect.

| have unpardlded connections in indusiry, commerce, construction, engineering,
finance—the basic activities. | have my fingers on the pulse of every important line of
busness. | fed the firs symptoms of fever, | detect the first Sgns of recovery. | am
reporter, interpreter and business analy.

You are paying for my services whether you use them or not, but you are paying
in logt time, in needless mistakes and worries. No busy man needs to spend hours
on newspapers or business reviews if he reads my ticke—Ilike summaries and
analysis of the news. No executive needs to hesitate or worry about the effect of
different events upon his business if he has before him the interpretations of my
staffs of experts.

Will you TRY me for a while—with the privilege of firing me any time a your own
plessure? My sday? Youll smile when you hear it—10 cents a week, for aslong or as
short atime asyou care to kegp me on your payroll.

But—if you're like Andrew Mdlon, Owen D. Y oung, David Samoff, Louis F. Swift, and
other big busness leaders, youll be paying me that sdary for a long time to come, for
you'll find me the most invauable assstant you've ever had.

Will you let me show you what I've done for them—what | can do for YOU? Then put
your name on the enclosed card. It's aready stamped. Thank you!

Sincerdy,
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What is the "Unpardonable Sir* in business? What one thing inevitably brings its own
punishment? What most surdly spells extinction?

COMPLACENCY—bhecoming so sdf-satisfied with methods or product or
service that you stop trying to better them, stop reaching outside for new ideed

The only sure thing in business today is CHANGE. Money, organization, a dominant
pasition in the industry— these may vanish overnight. Some new invention, some dragtic
change in gyle or trends may leave high and dry those unwilling or unready to keep in
step with the demands of the moment.

But to the man whose finger is on the pulse of conditions, such changes spell—
NOT disaster, but opportunity. He has the advantage of days or weeks of
preparation. He knows how similar conditions have been met elsewhere, and he
can draw upon the experience of dozens of authorities in arranging his own
campaign.

It is for such dert, up—and—coming business men that The Business Week is written. It
watches the whole world for you, and brings you accurate news of every important happening
in the basic industries. Not merely news so fresh that it is frequently in advance of the
newspaper dispatches, but what that news means to your business, as interpreted by a group of
economists and editors second to none anywhere.

You s¢, The Busness Wesk is the keystone of the whole arch of the 34 McGraw—Hill
publications. 34 dtaffs of experts, watching hourly for significant developments in the basic
fieldsof industry, reporting their findings to one master group who analyzethem, correlate them
and then interpret them in terms of their effect upon Y OUR busness.

If your reading time is limited—if you have more publication now than you have time to get
through—send for The Business Week. If you want only red news, authoritative news, each
fact checked by experts, send for The Business Week. It summarizes the news for business. It
givesyou the thingsyou must know, tersdly, pointedly, authoritatively, then interpretsthe effect,
they will have upon dl busness.

A secretary who could do this for you would be worth any money you could pay him. We offer
you thirty—four staffs of secretaries, each among the greatest authoritiesin their particular line,
for 10 cents aweek. Will you risk 100 to let them show you how much they can save you, how
meany different ways they can increase your dividends?

Just your name on the enclosed card will put them on your staff for aslong or as short atime as
you may wish. Y ou can fire them any time. On that understanding, will you give them a chance
to show you what they can do— NOW?

Sincerdly,
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Have you tried the new "K. M. H." yardgtick in your organization?

It is based, you know, on what an employee does in 1,000 working hours, and the results
it has shown in some 14,000 plants have uncovered astounding inequdities of
management.

Companies in the same line of indugdtry show an average vaidion of 13 to 1,
while the best plants sometimes produce 20 times as much per worker asthe least
efficient organizations doing the same work!

Can you wonder that SO many organizations are finding it hard dedding now? Can you
see how some of them make a profit even in the best of times?

But the remarkable part is yet to come. In 35 out of 53 indudries, the prize for highest
rate of production went--NOT to any of the giants of that indudtry, with dl their money
and fine equipment, not even to the mediumsized plants BUT TO THE SMALLEST
COMPANY IN EACH GROUP

In only three industries did the largest company show the highest rate of output. In most
of the others, the little fellows produced more goods per hour and a alower cogt than any
of the great giants.

If business concerns were rated, not by their capita or promptness in paying bills, but by
the "K. M. H." yardstick, how would yours sand? Could you get a G Aarating? If you
could, or if you are even interested in getting such a raing, then you are the type of
Manager The Business Week islooking for.

For your reading time is limited. You already have more publications than you
can get through. Yet you must keep up with what is new in business. And you
must know how the news of the day is going to affect you and your interests. Only in
The Business Week can you find the answer.

The Business Week is the keystone of the arch of all the 34 McGraw-Hill publications.
Every hour of every day, in each of the hundred and more basic industries represented
by these 34 magazines, scores of experts are busy digging out the significant
happenings and andyzing their effects. Every day the gist of their findings, together
with the cabled news from dl parts of the world, is scrutinized by the trained
economists and editors of The Business Week, and the result summarized for American
business.

The readers of The Business Week have no time for long articles, or interesting
theories. They want the fact, summarized in the fewest words, they want them
interpreted in terms of their own business-but-firg they want themverified!

The McGraw-Hill organization, with its 34 different magazines in the basic fields of
industry, isin better postion, we believe, to gather the facts and to verify them than any
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group in the world today.

It gives you, in the pages of The Business Week the net result of al its vast activities.
And it gives them to you—NOT the week after or the next month, but frequently

before even they appear in the newspaper dispatches!

How much would such a "ticker" service be worth to you? Would you be willing to
pay 10 cents aweek for it, with the privilege of stopping it any time you saw fit? Then
use the enclosed card to start it NOW! Y ou'll never invest any money that will pay you
bigger dividends.

Sincerdly,

Nine percent on one letter would be enough to make almost any one we have known stretch a
point to work that list into his scheduled but not these people. Nine percent, or 6, they knew only
one standard—the leaders of businessin America. When they analyzed the returns from our tests
and found that no outside list could measure up to the standard they had set, they simply ruled
them out and nothing we could say about costs or percentages seemed to make even a dent in
their consciousness.

So we had to content with 2 and 3 percent when all those high powered lists were just begging
to be used. But we did not give up hope of hitting some high percentages, even if we had to do it on
the business executive list. One of the offers that had been used with reasonable success before
we came was a specia introductory offer of seventeen weeks for $1. We tried two or three of
these, and in one of them we at least partly realized our ambition—we brought the number of
orders up to 7 percent.

Hereistheletter that did it, followed by another that pulled very well. too.

| am going to send you, within the next few days, aforecast of what's comingin
business.

Thisforecast is unlike any you have seen before because:

1. It is based not merely on Government statistics, Federal Reserve, Stock Exchange
and Trade As sociation figures, but on the findings of 34 groups of independent
investigators, in closest touch with the basic indudtries.

2. Back of these invedtigators is the McGraw-Hill organization, with its unparaleled
connections in business, congructions, finance and the basic industries, and its
reputation for careful investigations and accurate authoritative findings.

3. It dares to make definite predictions of what's coming in business, then shows
you WHY it feels so safe in forecasting this. It is, perhaps, less aforecast than an
explanation of the underlying trends and an interpretation of what they indicate.
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| am going to send this forecast or interpretation to you with no obligation on your part-
for you to read and actudly put to the test in your own business.

Theres only one thing-1 don't want to send it until | am sure you are interested in seeing
it. | don't want to send it without your permission-but you can give that in a moment on
the enclosed card.

When | send you this forecast, there's absolutely no obligation on your. part to pay for
it. You need not even return it. Just notify usin the stamped, addressed envelope which
we will mail you, you want no more, and that ends the matter.

You see, this forecast and interpretation of business condition is an essentia part of
The Business Week-the keystone of the whole McGraw-Hill organization, with its 34
publications serving the basic lines of industry.

With al the usua indicators and business "Services' a its command, and with, in
addition, 34 dtaffs of speciadists searching the basic fields of industry for every event of
import, and interpreting those events in terms of their effect upon business, it would be
grange if The Business Week could not gve you something unusud in the way of an
interpretation of trends and conditions, a forecast based upon them.

That interpretation and forecast is a part of every copy, of The Business Week. It is
being more widdly quoted than anything of its kind in the country. As Paul Aldrich of
The National Provisioner writes:

"The Business Week is not only the best of its kind, but the first. | could
not do without it. The best thing that could happen to business would be
for every man to read and take to heart the materia in The Business
Week."

Will you TRY it-at least long enough to read next week's forecast and interpretation of
conditions? Its price is 15 cents a copy, $5.00 ayear, but if you mail the enclosed card
now, you can get the specid trid rate of 17 weeks for $1.

Not only that, but if the very first copy does not intrigue your interest, make you
want to follow those forecasts through, check them against results in your own
business, you can cancel your order right then, them, and owe us nothing.

On that basis, will you mail the enclosed card? On that understanding, will you risk a
look at the next forecast?

Sincerely yours,
How's Business, Mr. Jones?

Heavy congtruction will equd last year's, judging by bonds issued. Bonds, you know,
usually precede steam shovels by about four months.
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Retall sdlling is holding up well, thanks to the reductions which are findly beginning to
percolate through to the consumer. And instalment sales are proving, insdead of a
weakness, one of the greatest factors of strength!

An interesting development is the sale of their own brand of tires at al their gas stations
by the Standard Oil Co. of N. J. They have agreat distribution machine, geared to reach
the motorigt at the time he needsit most. Why not useit to the full?

How far that will take them, no one can guess, but it seems to point in the same
direction as Ford's experiment of a couple of years ago, when he opened his
commissary to the public and undersold even the chain stores by 20% to 40%.

The drought n the West is the worst in years. Com prices have responded to it, but
wheat gill sags. Why? Y ou'd think the Farm Board would take advantage of such aSit-
uation to support the price of whest, just as you'd expect the Federal Reserve to be
putting more money into the market to stimulate flagging trade.

Those are the only two serious clouds on the horizon. They are the only two obstacles
that stand in the way of a return to norma busness by early Fdl. They cannot
permanently hold back the flooding tide, but they can retard it alot.

Of course, that doesn't mean everything isrosy, or we can Sit back and take it easy. On
the contrary, there has seldom been a period which called for greater foresight and
manageria judgment. Have commodity prices hit bottom? How about labor-is it
coming down? What are other countries doing-- Germany, for instance?

What happened to her big idea of cutting wages and prices smultaneoudly, so her
home workers would not suffer, but she could undersdll everybody in world markets?

These are just afew of the questions every keen executive is asking. And these are the
questions The Busness Week answers for you-better, we believe, than dl the
"Sarvices' and tatistics and bulletins issued the country over.

You s, The Busnes Wek is the keystone of the whole McGraw-Hill
organization, with its 34 publications serving the basic lines of industry, its 34
staffs of specialists searching their fields for every happening of import, then
interpret those happenings in terms of their effect upon business. Commerce and
Reserve statistics help, of course, as do the bulletins of the various Trade
Organizations and Business Services, but they are mere side-lights compared to the first
hand information constantly going across our desks from the direct contact of our 34
daffsin the fidd.

What would their forecasts and interpretation of conditions be worth to you? Would you
be willing to risk $1 for them? If you would, then send the enclosed card, without money.

It will bring you for 17 weeks the interpreted news of The Business Wesek. It will give you-
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not gatigtics, not alot of unrelated facts-but what is redlly happening in business, the events
of import and their effect upon you.

Would you be willing to risk $1 for that? Then mail the enclosed card NOW, while the
tideisat the turn!

Sincerdly,

In the early days of the magazine, quite afew of these introductory subscriptions had been taken and
now they were beginning to expire. So it was necessary to write letters that would renew as many as
possible of these. We tried a number and finally worked out a series of five that did very well. The
following two aone renewed 20 percent of the subscriptions on which they are sent:

Just a Few Weeks More, and Then Right in the middle of ore of the most important crisesin
business history, just at the time when conditions are coming to a head for better or for worse

Your Subscription Expires!

4,000 years ago, King Darius of Persia could get one ounce of gold for every
twelve ounces of silver he hdd in such quantities in his treasury. On down through
the centuries since, those proportions have held with reasonable steadiness. Bryan
put up his famous fight to standardize silver at sixteen to one.

Today those proportions have changed so greetly that one ounce of gold buys sixty ounces o
Slver!

What doesthat do to countrieslike Indiawhich areon aglver bass? What doesit do to busness
here?

Last year this time mogt anyone could show a profit. People who knew nothing of generd
trends or conditions made money, because business conditions mede it for them.

But this year, only those skilled in reading signs are showing a profit, and to these weether-wise
souls, The Business Week islike mannato wanderersin adesart.

For The Business Week watches the world of businessfor you. It brings you accurate news of
every important happening in the basc industries. And not merely news o fresh thet it is
frequently in advance of the newspaper dispatches, but what that news means to your business,
as interpreted by a group of economists and editors whose authority is second to none
anywhere.

You see, The Business Week is the keystone of the whole arch of the 34 McGraw-Hill
publications. 34 staffs of experts, watching the sgnificant developments in 34 basic fidds of
indudry, reporting them daily, hourly, to ameaster group who andyze them, con-eate them and
then interpret them in terms of their effect upon Y OUR business.

Not even Andrew Mdlon, with al hisvast interests, had such a sarvice until the McGraw-Hill
organization Sarted it ayear ago. Y et today you can have that service for only 10 centsaweek
and one of the first subscribers for it was Andrew Mellon, Secretary of the Treasury of the
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United States.

When such men as he, and Owen D. Y oung, and David Samoff, and Louis E Swift-menwith
whole corps of secretaries and assstants at their ebowsdill find they can get ther most
thorough summaries, their most accurate interpretations of the business news, from The

Business Week, | know you, too, will agree that it is as great a time-saver, as valuable a
money-maker, for you as for them.

Worth risking 10 cents a week for, anyway, don't you think? And that's all you ever
have to risk, for you can stop it any time, for any reason, and get the balance of your
subscription back in full.

On that basis, will you mail the enclosed card? On that basis, will you join Andrew
Mélon, and Owen Young and David Samoff and Louis Swift in keeping up to the
minute on the news of business, and what those news mean in terms of YOUR
BUSINESS?

The enclosed card is your answer. Will you mail it nown— TODAY?
Sincerdy,

DEAR SUBSCRIBER:

Isyour name and address, as given above, correct?

If so, won't you be good enough to return the enclosed card, properly checked, so that
we may prove or correct our stencil?

Right now, with business a the turning point, it is more important that you keep your
finger on the pulse of conditioning than for years padt.

Never before has business recovered from a major depression until both prices
and wages had been drasticdly cut. Can it do it thistime? Henry Ford believesit can
without wages being cut, and he has backed that belief by actualy raising wagesin his
plants.

As far as his own business is concerned, the result has proven him right, for he is
getting out 9,200 cars a day now with 108,890 men, where a year ago it took
120,000 men to produce only 7,500 cars a day. What is more, he and Chevrolet are
dividing 65% of the country's automobile business!

But how about other businesses? How about your own? Will you have to cut prices-
and wages? And how much? Will the basic industries cut their figures enough to save
your line of profit?

These are facts you must know, and nowhere can you get them so promptly, so
authoritatively, asin 'Me Business Week.
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You see The Busness Week has back of it the tremendous resources of the whole
McGraw-Hill organization, with thirty-four publications serving the basic lines of
indugtry. Not John D. Rockefdler himsdlf, with dl his millions, not Andrew Médlon, with
the resources of the U. S. Treasury behind him, has the means of andyzing badc
conditions and interpreting the business news, that these great saffs of experts, enginears,
economigts and financid specidigs giveto us.

As amatter of fact, Andrew Melon was one of the first subscribers to this new sarvice-he
and Owen D. Young and David Sarnoff and Louis F. Swift. When such men, with dl
ther corps of secretaries and assdants, look to The Busness Week for ther
interpretation of the events of the day, it surdy ought to be worth dl of 100 aweek to you
too, don't you think?

Just your name on the enclosed card, with a check mark to show that we have your
address correct, will keep that ticker-like service coming to you each week, bringing
you the news in brief-and not merely the news, but what it means to you!

| know you don't want to miss even a single one of those meaty, thought- provoking
paragraphs-now, of al times, when seemingly innocuous news dispatches often hide so
much of potent meaning. Won' you, therefore, mail the enclosed card at once? Then |
can get your stencil back inits place on the list without the lossof evenasingle issue.

Sincerdly,

That pretty well took care of the number of subscriptions we were expected to write by mail on The
Business Week magazine. Our next problem was to write a higher percentage of mail subscriptions for
System, the Journa of Modem Business Management.

It was a Ssmpler problem, for with it we were permitted to use the better grade of outside lists, lists
like buyers of business books, subscribers to financia "Services" buyers of courses in business marv
agement and the like. With those lists to work upon, we tried the following |etter:

YOURPERSONALY AND BUSINSSTRAIT ANALYZED
Have you ever been officialy rated for Personality and Business Traits?

—for your capacity to achieve, for your power-pressure or ambition, for your ability to
direct your energies into the most productive channels?

Have you ever longed for a frank consultation with an expert Business Psychologist
who could show you how to make the most of your abilities?

The Carnegie Foundation, after a thorough study, reported that even in such technical
lines as engineering, medicine and law, success is due only 15% to actua knowledge.
85% depends upon your personality and theway it expressesitself.
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Have you ever been officidly rated for personality?

Professor H. K. Nixon, Ph.D., head of a Department in one of the great Eastern
Universities, author of numerous books and articles on the gpplication of psychology to
business, consultant for severd large business organizations, has worked out a series of
questions and tests that will astonish you by the hidden traits they bring out.

He cdls it his "Cgpadity- Achievement Inventory." It reveals with uncanny cleverness
your strong and weak points, helps you find the ways in which you are
misdirecting your energies, suggests the salient points in your persondity that lend
themsalves to greater devel opment.

If you consulted Dr. Nixon privately, you would probably expect to pay from $15 to
$25 for this information, and consider it cheap at the price. If you will mail the enclosed
certificate at once, you can get this persondity test and anaysis without charge!

So important are the qualifications uncovered by this test that we have arranged with
Dr. Nixon for aseries of short articles running through the next six issues of System the
Journal of Modem Business Management, each explaining a different aspect of mental
equipment in its relation to business success, together with methods for gauging
persona and business qudifications.

These articles and methods will show you smple ways to determine how well you rate
with your associates, with your customers, with O whose opinions count in the making
of your success. They will in turn increase your &hility to rate and to understand others.

But the first step in getting an unbiased picture of your own qudifications and
capacities is the "Capacity - Achievement Inventory” and this the enclosed Certificate
will bring to you a once.

Every test will be individually rated by Dr. Nixon and his associates. Y ou will receive a
rating chart, showing your standing in each part of the test, together with suggestions as
to the dgnificance of the various scores, and how best to develop the traits they

indicate.

"Men are made," declared Emerson, "each with some triumphant superiority.”
Men are made that way, but most, never discover what their superiority is, so they
go on being a square peg in around hole to the end of their days.

The "Capacity-Achievement Inventory” will give you a measure of your present
capacities and the extent to which you are usng them, and it may uncover hidden
powersin yoursdlf thet you never even suspected you had.

Send now the enclosed Certificate, with adollar bill in payment for the next six
copies of System the Journa of Modem Business Management.
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By return mall, the first copy will come to you, together with the "Capacity-
Achievement Inventory.” Fill it out frankly and honestly, with the full assurance that
everything in it will be regarded as confidential by Dr. Nixon and his associates. They
will study it, rateit, and report to you just as soon as they can possibly do so.

But remember this means work and a lot of it-for them. And there is a very distinct
limit to the number they can handle. So we must confine this offer drictly to those who
mail the enclosed Certificate at once.

You see, we cannot limit the offer to any specia subscribers. It is part of System's
service, and therefore open to all subscribers. Y our advantage liesin the fact that thisis
an advance notice, and if acted on a once, insures you a prompt rating. Certificates
which come late will be returned a once with the $1' s accompanying them.

That pulled remarkably well. It gave us 6 percent from the business book-buyers, better than 5
percent from the students of business management courses, and as high as 10 percent from one list of

men interested in psychology.

In the days before the McGraw-Hill Company had taken it over, System had usually been sold
with a premium. The McGrawCompany feel, however, that the best premium you can offer any
subscriber is something in the magazine itself, so they suggested that we try featuring series of
articles on different subjects that were to appear in forthcoming issues of the magazine and see if
subscription could not be sold on the strength of them.

We tried this, salling some specia content of the magazine for the next six months or year in much
the same way we would have described what was in a premium book we were offering, and found we
could get as good returns by putting our premium in the magazine as by offering it separately! We
took haf adozen excerpts from the early chapters of this book, for instance, worked them into articles
to run in the magazine, and then sold the series as part of System with as great success as ever. Inthe
old days, it had been possible to sdll System with a premium. Here are the two letters that did it:

When a man can turn an $80,000 loss of June 1<t into a $121,000 Net Profit as of
December 314, entirely with letters

When he can I, by mall, $3,000,000 worth of Traveling Bags--take 400,000 pairs of
returned Silk Stockings at their regular dedlers price and dispose of them, by mall, at a
profit

When he can increase gross sdes in three years time from $2,000,000 a year to
$6,000,000 a year for one concern, and then go and do just as big a job for two other
companies in different lines of business-and al through the right use of good Ietters

Then there must be something so fundamentally sound about his way of
writing and using letters, that it would pay you as a business man to know what
itis

If you could get this man to analyze his most successful letters, if you could
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induce him to point out the features that made them pull such enormous volume
of orders, if you could persuade him to show you how those same factors could be
applied to the sale of your products, the collection of your accounts, there is no
price in reason you would not be willing to pay for this service, is there?

Wi, that isexactly what he has undertaken to do in aseriesof articlesin SY STEM -andyze his
strongest gppedls, point out the factors that made them pay, and show how you can use those
same factors and same gpped s to increase the pulling power of your letters.

His name is Robert Callier, and he has been sdling by mail for 20 years. In that time, he has
sold considerably more thantwenty millions of dollars worth of goods by mail. Hewasthefirst
to sdl the Famous Five-Foot Shdf of Books by mail. He sold $2,000,000 worth of 0. Henry
gtories, over $3,000,000 worth of Wells Outline of Higtory, millions of dollars worth of al
manner of products from cod and coke to ladies dresses and men's socks.

And now he has put the meat of his experience into a series of articles for
System, the Journa of Modem Business Practice. And not the experience only,
but actual examples of the way to gpply it. A clearer, more ingtructive lot of
articles on how to make your letters bring back bigger returns would be hard to
find.

Will you try them? Three of these valuable articles have already appeared in System,
and the demand for' them was so gest that we had to reprint 4,000 copies. Of those
4,000, less than 600 are now left. If you mail the enclosed card right away-without
money-we will send you one of those reprints with your firsd copy of System
containing the current article.

If you like it-if you feel, as we do, that these articles done will be worth to you a
lot more than the subscription price of the whole magazine-send us $1 at the end
of 30 days, and $1 a month for four months to cover the special price of the next
24 issues. Otherwise, you can—mail us 25 cents for the copy you receive, and
cancd the balance of the subscription. Fair enough? Then jot down your name and
position on the enclosed card and drop it in the mail. But please do it now if you want
to get areprint of the first three articles.

These firgt articles contain some of the most important essentids of resentful lettersin
the whole series, so don't miss them!

The card is dready stamped. All you need to do is put your name on it and drop in the
mail.

What is there about some letters, that makes them so much more effective than others?

A letter may have perfect diction, finished style-it may follow al the rules-yet the
orders it brings back will be scarce as oysters in the stew at a Church supper. Why?
Because writing letters that bring home the bacon is like fishing-it's not a matter of
rules, but of bait!
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Do you know how to bait your hook for orders swarms of ordersdl coming by mail?
That is the Secret of sdlling by mail. That is the secret we have prevailed on Robert
Collier to reved in a series of articles, darting in the next issue of System, the Journal
of Modem Business Management.

Robert Collier is the man who started the sdle by mail of Dr. Eliot's famous Five- Foot
Shelf of Books. Who followed that by sdlling a couple of million dollars worth of O.
Henry gories in two years, and then some three million dollars worth of Wdls
"Outline of History."

Lest you think his methods good only for selling books, he took over the writing
of the copy for a mail order house, and in seven months time turned an $80,000
loss into a Net Profit of $121,000. In the next three years he increased their gross
sales of men's furnishings, traveling bags and the like from $2,000,000 a year to
better than $6,000,000.

He has taken such different lines as a cod mine and a ladies dress establishment, and
by applying the same fundamenta rules of "baiting the hook™ to both, he has made
them eminently successful.

Now he has put those fundamentals into a series of articles that not only show you what
they are, but how and why they work. You see, Callier is primarily a sudent of human
reactions. He doesn't study merchandise- he studies man!

He may know very little about the product he is offering, but he makes it his busnessto
know dal about the people heis offering it to. That is why his "fundamentals’ apply just
aswell to ladies dresses asto cod, to traveling bags and men's shirts as to books.

Will you read the first of those fundamentals? The enclosed card bringsit to you in the
next issue of System. Send for it-TRY it! If you don't fedl that Collier's secrets of mail
sdling will done be worth the entire subscription to System, send us only 25 cents to
pay for the one copy and cancel the rest of your subscription.

That'sfair enough, | think you'll agree. If the first article doesn't make you fed that you
must have the whole series, cancd your order, pay 25 cents for the one you receive, and
that endsit.

But-if you want even to see that firgt article, you'll have to mail the enclosed card right
away. We print only 1,000 extra copies of each issue. When they are gone, subscrip-
tions have to start with the next one. So if you want to see the first and most important
of Callier's"fundamentas' put your name on the enclosed card and mall it right away!

That question answered, we set about seeing whether we could not step up the percentage of
subscribers who renewed their subscriptions at
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expiration and found that by depending less upon notices that their subscription was about to expire
and more upon re-sdling them on what the coming issues would do for them, we were gble to just about
double our percentage of renewals.

To dothis, we used a series of 9x letters. Here are two typical ones:

What sze hat do you wear?

Isit one any other man in the organization could clap on his head and never notice the
difference, or would it come down over the ears of most and leave them looking like
would-be clowns?

In every successful organization is & lesst one man whose place no one dse can
fill. He may be back of the sdling policy. He may be the heart of the collection
or merchandising end. But wherever heis, the success of the business turns on
him.

Such aman usudly hastwo things. 1, IDEAS. 2nd, THE TACT AND FINESSE TO
PUT THOSE IDEAS ACROSS.

Lots of men have good idess. The difference between the wide-awake, progressive
thinker and one who is looked upon as an unsound radicd, lies more often than not in
the way each presents his plan. The one feeds it out only as fast as his associates can
digest it; the other tries to ram it whole down his hearers throats.

In System, the Journal of Modem Business Management, you get only those sound
ideas which have been proven -good in other organizations. Y ou get hints for adapting
those ideas to your work, and you get the authoritative backing often needed to "sdll" a
new idea to your organization.

In short, you get the means of becoming the "Idea-Man" of your concern, the one
about whom all the activities of the company revolve. To such a man, the question
isnot- "What size hat do | wear?' but—*"How big aone can fill?’

Whatever your answer to that question now, it will be alot better answer a year from
now, if meantime you have added to your own origind ideas the proven methods of
other successful "Idea Men," from the pages of System.

| know you won9t want to miss a sSingle one of those timely suggestions now, of all
times, when a new collection method, a new sales plan or money-saving idea, may
make al the difference between red ink and black on your monthly Profit & Loss
Satement.

No need to write a line. Just you're penciled "O.K on the enclosed card will continue
your name for the next twelve issues. Will you jot that down-NOW-and drop the card
in the mail? Then the days may come and the weeks may go, but you'll be sure of your
grist of workable plans each month just as surely as the mailman comes ‘round.
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Send no money-just the card. But to keep your name in its proper place on theligt, you
will have to mall that card right away!

Sincerdy,
DEAR SUBSCRIBER:

Would you risk $1 for the most effective collection letter we have ever seen-aletter that
brought in 85% of al past due money when every other gpped had failed?

Would you chance $1 to see asdes |etter that pulled literdly hundreds of thousands of
dollars worth of direct orders?

Would you spend 16 %2 cents each to get the six essentid steps which a Master
Sdesman found most important in sdling, or the plans which have proven most
successful injob analysis, measurement of work, group bonus and "incentive" systems?

If you would, then send the enclosed card for the first six issues of the new System, Journal of
Modem Business Management. For System has taken on new life, new pep, new interest.

You see, we are facing new conditions today. Weve been in a risng market, where
circumstances made money for many people who could never have made it for themsalves.
That's padt. It's going to take red ability, a thorough grasp of modem management methods, to
reach the top or stay there in the period now in front of us.

Such inequalities as one manager getting only athird as much from his labor-dollar as another
will not be tolerated. The man who cannot produce will go-the manager, too!

The next few years will be hard on drones. They are going to be known as "the leveling years,”
for they will bring down many a man who is now in high place, and put the real workersin
power-and by workers we mean not those who merely go through the motions, but those who
PRODUCE!

In such a period, every man must look to himsdf, and System has set the example. The new
System is different. It is more practical. It is, in effect, a continuous course in modem business
management. It gives to the forward looking executive the plans, the methods, the letters, the
incentive he needs to meet the new competition of today.

Will you risk $1 to TRY it for six months? It doesn't matter if you have aready taken it for the
gx yearsYOU NEED T O READ THIS NEW SYSTEM! Youll miss an essential factor in
your success if you don't! Will you risk $1 on that?

The enclosed card is your answer. Will you send it non— TODAY?

Sincerdy,
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But merely bringing in the orders is not enough. That is just the first part. The next part is getting
paid for them. And it isjust asimportant a problem to write letters that will bring in the payments as it
isto get the ordersin the first place. So our next chapter will be devoted to collections
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XXIV

Collecting with a Smile

What isthe hardest job a collection letter can have?

Collecting money people owe you when times are hard may be difficult. Collecting after
something has happened to anger your debtor may be worse. But compared to one kind of collecting,
both of these are easy. That kind is collecting for goods people have not sent for-and for al you know,
have no usefor.

If aletter will bring back the money from such a debtor, where the creditor has no standing
moraly or legdly, it must be a good one. If it will work on him, it ought to bring home the bacon no
matter whereit is used.

Y ou remember the flood of unsolicited merchandise thet filled the mails a couple of years ago,
until Chambers of Commerce and Better Business Bureaus began to advise people to throw the stuff
away, and the post office threatened to refuse to handle it?

With such advice ringing in their ears, people could scarcely be considered in afavorable mood
for good collection, yet it was at just this time that a company with which the writer was connected in a
consulting capacity found itsef with nearly 600,000 one dollar accounts on its books, collections
getting dower and dower, and no possible redressin sight.

The merchandise sent was of three different kinds-a bottle of perfume, a set of initialed
handkerchiefs, and an initided cosmetic sat, each sdlling for $1, and each sent to a likely list without
order or other authorization.

It was poor business to send out merchandise that way - no doubt of that. Even the ones who
first proposed it were willing to admit that then. But this was not the point that was worrying them. The
important matter on the boards a the moment was whether there was any way of getting the money
back

Threats, of course, were out of the question. There remained only persuasion, and even this had
to be used with care, for the chances were that a great many of the recipients of that merchandise were
feeling distinctly peeved a having things sent them they had never ordered, and would be alot more so
when they were asked to pay for them. They must be mollified first. And the best way to do it seemed
to be with asmile. But even before that, some sort of a bill must be sent, to establish in their minds the
idea that they did owe something for the merchandise. So the first notice took the form of a letter and
bill combined. It read:
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One Full Ounce Bottle
Ddlightfully Fragrant Narcisse Perfume—$1

A person who is busy can be forgiven for forgetting alittle bill like the above.

Our account will be off your mind, if you wrap a check or dallar bill in this |etter and
dip it in the enclosad envelope. Why not use it now? It's dready stamped!

Appreciatively yours,

That idea was given a couple of weeks to percolate, then "the voice with the smile" was used. Here was the
most successful of this type of letter thet wastried:

Have you heard this one of Bud Fisher's?

"For the love of Mikel" exclaimed Jeff, looking at a letter. "Bad news in
the letter, Jeff?" asks Muitt. "I'll say so. Terrible news. A fellow writes me
that he wants my autograph. "I cdl a request for an autograph a
compliment.” "Yes "wails Jeff, "but he wants my autograph on a check
for the eight bucks | owe him!"

May we not, like Jeff's creditor, request your autograph on a check for $1
(or just aplain dollar bill) covering the full ounce bottle of fine perfume
we sent you a month ago? Thank you!

Gratefully,

That failing, it was necessary to become just a little more insstent, so the next two letters took on a
dightly aggrieved tone.

PDPPVPVPP?PVDVP?V?VPV?VPIPP?V?V?PPV?P?V?V?V?V?V????2P2?2P2?2?7?27?7

That is the way we are beginning to fedl about that bottle of fine perfume we sent you
X weeks ago, with the privilege of keeping it or using the postage enclosed to mail it
back to us.

Weve written you severd letters-but not aline from you have we had.

If you have merdly neglected to take care of our previous letters-won't you please pin
your check or adollar bill to thisletter and send it in the enclosed envelope now?

Y ours hopefully,
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A feather is not very heavy, but have you ever carried afeather bed upstairs?

One small account does not burden any one, but hundreds of them often make a
tremendous load.

Besides
A small account may be easily spent in postage and letters before it is paid.

That isn't fair, and | know you dorit want to appear unfair for the smal amount you
owe us for that full ounce bottle of exquisite perfume we sent you a couple of months
ago, with postage enclosed for its return in case you didn't care for it. RSVP$L

Expectantly yours,

Those letters brought home the bacon--or a sufficiently large part of it to keep the hair from
going with the hide. They brought back dollars from something like 60 percent of the people to
whom they were sent, and the merchandise itself from about 25 percent more.

Only about 15 percent adopted the advice of loca leadersto throw away or refuse payment on anything
delivered without order.

Letters that will work on such difficult accounts must have back of them a fundamentally sound idea,
and it ssems to us that these four hed. For what is it impels a debtor to pay you? Two things only-fear or
persuasion. If you can gir up in him the fear that he will lose his credit, if you can hold over him the threat
of ajudgment and foreclosure or garnishee, you will get your money if it is possible for him to pay it. You
will get your money, but you will lose his good will-and his trade when he is able to buy dsawhere.

How much better, then, to use the sort of persuasion that leaves a smile in its wake, that extra¢ the
money, but instead of an aching void, leavesin its place the pleasant glow of afavor done for afriend.

But the fact that it is pleasantly expressad need not teke the firmness out of your Ietter. On the contrary,
it makes it the more necessary that you put it there danly, unmigtakably. If there is anything better
caculated to lull a debtor into a sense of security than a " Trugting to hear from you' letter, | hope | never
mest it. Just listen to thisone:

DEAR MR. JONES

Y ou are undoubtedly aware of the balance due on your account. | believe you care little
for dunning letters, and for me to persondly write of the whole affair would consume
condderable unnecessary time.

Extengve experience has led us to conclude thet there is a pogtive danger in your falure
to give regular atention to payments. When you fall to send them in promptly, it does not
take long for back payments to accumulate to such an extet tha it is a great
inconvenience and often an unanticipated impossibility-to pay at al.
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Not having heard from you for quite sometime, | ask you to please confer apersond
favor by advisng mewhen | can
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expect aremittance, or possibly make known the circumstances that have prevented payment.

Thanking you in advance for this persond courtesy, | am—

No, we did not make that one up. It was actualy atypica one of a series we were caled upon to revise for a
company that you would think had better sense than ever to mail such a screed asthat. If you got it, would you
not fed that while they might want their money, they would be too diffident ever to do anything about it, so you
could safely put off payment until it suited your convenience? Compare that with this courteous, but forceful,
definite request for payment:

DEARMR. JONES:

Some people, the minute adelay or dispute arises in the payment of a bill of theirs, want to rush to
thelaw about it. They think the only reason aperson can havefor not paying abill when it isdue must
be dishonegty.

But we know better.

We have dedlt with too many people not to know that only avery, very smal
percentage are deliberately dishonest.

But many perfectly honest people get classed with the "dead beats’ smply because
they are cardless. They fully intend to pay--do pay eventually-but because the amount
involved is smdl, they put it off.

Now we know that you fully intend to pay the $10 overdue on your account-we know
that eventudly we shal get the money-but that difference between "eventualy" and
"now" iswhat marks the line between the "gilt edged” customer and the ',poor pay."

Y ou want to be in the "gilt-edged” class, even if you never buy another book from
us or another dollar's worth of goods oncredit. It's such a pleasant feeling to know
that you are a "preferred risk7-that any merchant will be glad to extend credit
privileges to you if you want them.

Get back into that class by pinning your check or money order to this|etter now, and
dropping it in the mall.

The greatest danger of collection letters is that after the first one, people recognize them
for what they are from a glance at the comer card of the envelope, and throw them away
unread. So it is wdl to vary the gppearance of your collection goped in every way
possible. The Business Week, for ingance, uses a miniature letter, envelope and bill that
atract atention by ther very novety, then follows these with a letter in the ordinary
form. Herethey are:
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DEAR MR JONES:

The atached bill isso small, that we don’t want to take up
much spacein bringing it to the attention of aman inyour

position.
Weknow that areminder isall that is necessary.

Won't you pencil your "OK" on it and drop in the "out -going”
basket— NOW?

Thank you!
Gratefully,

THE BUSNESS WEEK

MCGRAW-HILL PUBLICATION

Tenth Avenue at 36th Street, New York, N. Y.

SUBSCRIPTION INVOICE

John Jones
1213,
Washington, D. C.

For 52 Issues to THE BUSINESS WEEK $5.00

Kindly return this
invoice with your
remittance or refer
toNo. 121

With a man like you, it is not a problem of how to pay, but whenbecause you re so

busy.

But that very busyness makes The Business Week the more invaluable to you, because
it not only condenses into a few, meaty paragraphs, everything of import that happens
in business, but it INTERPRETS those happenings for you in terms of their effect upon
your business.

The Business Week is as necessary to the important executive as his bank statement
and his sales charts. And your check (because it's one of thousands) is as necessary to
the service The Business Week is rendering you.

Won' you, therefore, get that check definitdy off your mind by penciling your "O.K "
on the enclosed bill now anddropping it in your "Out-going" basket?
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Thank you!
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Appreciaively,

The famous dring letters written by Louis Victor Eytinge owed their success in large part to the
clever idea around which they were writtenthe idea of tying a string around your finger so you would
not forget to send remittance, and then tying letter and bill with the piece of string you wereto use!

Hereisthefirg of hisletters:

Do you remember how, when you were young and your good folks sent you down
town after something, they were very likdly to tie a string about your thumb to make
certain you would not forget?

Those were the happy days, weren't they?

But-there s no reason why the days of NOW should not be as hagppy, and it is just as
certain that some of us are liable to forget the little things of today.

Because of thet, | am sending you thislittle reminde— NOT TO FORGET TO PAY the
little item listed below.

| hope you enjoy the smilein my |etter, and that | may have the pleasure of hearing from
you promptly.

Cordialy yours,
—Tiethe gring-and you won't forget!

Another good oneisthe "pin letter.” 1t is an adaptation of the sring ideaand worksjust about aswdl. Hereit is

ROBERT COLLIER, Inoec.

S99 FIFTH AVENUE, AT FORTY-EIGHTH STREET
NEW - YORK - cITY

Dear Custlomer:

JHere's & pin Lacks & good desl like say
Bat this {so’y an ordisary or gardes varisty of pin. It ia really and
It will pelieve you of & lot of bother und we of a lot of

&nd help us spread the good word Lo others who nesd . 30 be careful and don't loss it

But be surs to wen lt—(we've semt you several reminders)—for i is the pin you will wasi Lo
wee to atimch your or maney order Lo Lhis letter in of yoox 4
Thank youl

Yours expectantly, WL‘_ (:' -
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Then there is the letter in a blue envelope, printed on a blue letterhead, which tells the reader
how blue you are feeling at not having received his expected check. This idea can be carried to
extremes, as in the "gravestone letter,” which carries a black border on envelope and letter, and is
"Sacred to the memory of John Jones (or whatever the reader's name may be) whose account died after
alingering illness, etc." Down in the comer of the card, in smdll type, isaline to the effect that if there
is any mistake, and Jones ill lives, they will be glad to receive evidence of that fact in the form of a
remittance.

Of course, stunts like that can easily be carried too far. But the idea back of them is sound-4hat the
difficult part, and the important part, is to get your debtor's attention, an