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PREFACE.

An advertinement is in its nature transitory and perishing. It is not pre-
servedd in archives and liliraries, ¢xcept by aecident, and when so connected
with news andl literature that to dissever it iz impossible,  Yet of all the in-
finenees to make known the existence of one man to another, with his aims
and views, the advertisement is the most potent.  Millions who have never
heard of Napoleon. his victories and defeats. the sad story of his invasion of
the frozen North anid hiz woeful return, have heard of Holloway, the most
general advertiser of our day.  And this has not been dene solely nor
chiefly through the merits of his remedies, bt by his unequaled use of the
art of advertising, a methad little known, but yiehling to those whe assiduously
stwly and practice it a golilen shower when backed by any real merit in the
articles sold.  We propose in this book to give a fiew biographies of those
advertisers best known and longest-established in onr country, with sketchexs
of their lives and hints of the way in which suecess heene theirs. Not all
whe advertise make money, Tt enn be as easily thrown away in that direc-
tion as in any other, nuless skill is employed in its vse, and these whom we
reeord in our pigres have cither made a special study of its minutize or hive
employed able assistants.  Almast all of the persons whom we have attempted
to sketeh hegan poor, lived sparingty. and worked industriousiy.  Their sue-
vess was not fortuitous, but the resnlt of knowledge.  They had, alse. a waod
article to he disposed off  No amount of advertising wonld lave sold a
mower anil reaper or a sewing-machine largely if’ there had not heen reai. rub.
stantial merit in the prodwetion, nor will it avail to advertise a drug store
for gale in the fron Age, or an iron foundry in the Diewgyist’s Cirewlor
Transpose the mlvertisements and there is value in them: leave them as we
hiave indicated and they are thrown away.

It is no longer practicable to have suek an acenrate or general know ledge
of the valne of alvertising mediums as was possible letore they hecmne so
very numetons, unless the whole time of several persons is devoted to it and
most advertisers, therefore, are vontent to leave this matter with an acate and
well-informed advertising agent, of whom one or more are to be found in the
larger cities.  With care on the part of the advertiser and oceasional serutiny
of the work done, it is possilde to obtain a much wider publicity for a given
sum of money than ean e done by ill-directed efforts. All newspaper pub-
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lishers, with one or two exceptions, in the United Ntates, give commissions to
agents, and the great majority will give none to any onc else, and while, in
old-established firms who do their own advertising, a very close approxima-
tion in economy is obtained, we do not believe it can ever emtirely equal that
of a well-condueted ageney, We point in proof of this to those large firmx
who keep an advertising clerk, or who are in kindred business, such as the
New York Tridune aud the proprietors of Drakes Plantation Bitters. Tt
cannot but be supposed that in such large business there is not a perfect
understanding of the requirements, yet they contract mainly throngh agent=.
They feel satisfied that they cannot do it for themselves so cheaply.

We also have endeavored 1o set forth in our pages the superiority of al-
vertising in newspapers over that of other kinds.  The handbills are thrown
away and the posters not read, and it ix safe to xay that in advertisement cost-
ing five dollara will reach twice as many people and be read by twice as many
a8 the same money put in a handbill. Take the New York Z'ribune, charging
in the Weekly thirty-six hundred dollars a page, and we take this becnuse ity
rates are the highest and the size of the page the largest. It c¢irculutes about
two hundred thousand copies. Place this sume matter in the shape of a cir-
cular and distribute it, and it will be found to be much less generally read,
besides costing more.

We return our thanks to those persons to whom we arc imlebted for faets
contained in this collection of sketches, and to many of those of whom we
write for their kindness in permitting us to obtain aceess to decuments and
letters caleulated to make a narrative clear and vivud, and to avoid the erroes
into which a biographer is apt to run,

Bound up with the Men who Advertise wiil he found our Newspaper
Rate-Book and Newspaper Direetory, thns uniting the advamages of all in
one velume,
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E. AN} 1. FATRBANKS & (0,

Among the Americaus whose nanwex lave hecome historical in eonuection
with great and wsetul inventions. none perbaps are more extensively known
amony all mtions, in every clime. in every seetion of the giobe where civili-
zation has openwd hy-ways for traffic and avenugs for commwrer, than that of
Fairbanks, whoe, within the fast thirty-five vears, has given to merchants and
traftickers alt over the carth a standard measure for nearly att the commodities
which men Iy il sell.

Go where yon will; visit every eounty and hamlet in the Americian
Unien: extend your travels to Central and South America; cover in your
pilgrimage the continent of Europe; then visit Asia and the iklands of the
gen; aud an whatever soil you stand, wherever men buy and sell, there will
you meet with the name of “ Fairbanks ™ painted wpon his great arbiter be-
tween buyer anld seller—the Platform Seale,

Erastus Palrbanks was horn in Brimfield, Massachusetts, aned in 1812, at
the age of nineteen years. he went to St Jobmsbury, Vermont,  Ilis early
lite is but the history of many Amerieans who bave died honored and
wondthy, I was o sireeession of stragales aned privations.  Erastus was tol-
lowedl to St Jolnsbury by iz only brothers, Phadideus and Joseph P. Fair-
banks.  Ahont the yenr 1830 the »hemyp fever™ broke out in CUentral
Yernmont.  In Caledonia ax well ax Lamille County, the firmers entered
fargely into itz production: and it was this enterprise. which eventually
proved o unprofitable to these whe engaged nit, thal gave bhirth to one of
the most oportant instraments in the civilized world—tie Platform Seale.

It came about something in this wise : Merchants and others made con-
tracts to purchise hemyp by weight, and, as 36 wasoa slow process to weigh
such bulky material with the obd-fashioned steclyards, Mr, Thaddens Fuir-
Danks, the seeomd brother, who has great inventive talent, by this eireum-
stance had his attention called to the scicenee of weighing, and in a short
time he invented wmd had constructed 2 rude apparatas which he suspended
in a frame buitding, ad which answered the purpose of weighing this hemp.
This rude weighing machine was the first platform scale: for, although there
have been various il multiform improvements sinee, the principle of lev-
erage, ete., upon which that instrument was gotten up. is precisely the same
a8 that ot the PMatform Seale to-day.
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The inventor's brother, Krastus, discovered at once that this wais 2 usetul
invention, and a patent was applied tor and ebtained. This in brief was the
commencement of the senle business, which has now grown into world-wide
notoriety. It increased very slowly for the first ten vears; but from 1242 to
1857 it doubled every three years. Owing to the financial panic of the latter
year there was a slow increase for several years, hut since ING0 it has grown
with immense strides,

Early in the history of this enterprise orders began to be received from
foreign countrier, aml these are growing larger year hy year, the seales heing
adjnsted to the standard of the nation ordering the same.  'Fwo large orders
have been received from Russia the present year, one of which amnuuted
to several thonsand dollars. These seales now go all over the eiv-
lized world. There is seareely a country yet discovered, where there is
traude aml commeree, that one will not find the magic nume of Fairbanks con-
fronting Lim from the just and even balance with which men buy, sell, and
get pain,

The Fairbanks Seales are all made under the eye of the inventor, at theiv
manufactory at St. Johnsbury, Vermont. Their product now amounts to i
million and a quarter dollars annually. The consumption of iron, lumber,
coal, ete., is immense. ‘They melt up into scales sixteen tons of piyz iron each
working day. The yearly consumption of lumber into the manufacture of
wooden pillars, boxes for packing the seales, ete., i over a mitlion and 2 hali
feet anmually. Over one thousand tons of coal and two thousand cords of
wood are yearly consnmed.  In their manutacture over tive hundred men are
employedl. and this force is turning out eight hundred scales & week. or more
than forty thousand seales a year. This Compuny has put in over three
thonsand large track amd depot sealey in thig conntry.  All seales are divided
into three classes—Depot and [ay Scales, Portable Plaform Seales, and
Counter Seales. The present shop number of the Hay and Track Seales is
over twenty-two thonsand; that of the Plattform Seale, over one humlred and
eighty-seven thousand, while the smaller seales bave not been numbered, and
are innumerable. The shipments from St Johnsbury over the Passumpsic
Railroad, hoth ways. now amount to nine thousand tons anmually,

Does the reader think such a business as this bas heen erested, mol that,
too, far away from the business centers, without the aid of printer's ink ®
No, the men at the head of this estallishment are too farseeing anid saacions
not to know that, having a good thing, they must let the world know of it—
and in what way so realdily or so cheaply as by advertising? For several
years their advertising hills have exceeded thirty thousand dollars annuaily
and in 1868 they amounted to thirty-two thousand five hundred doilars.  The
largest order ever given to a single paper, hefore the war, was for a single in-
sertion of an illnstrated advertisement in the New York Peifiene (to ran
through all the editions, daily, semi-weckly, and weekly), and which amounted
to the snug little saum of three thousand dollars.  They were so well satistied
with its resulte that they would Lo glad to duplicate that order any day.

The oldest and youngest of the three hrothers who originally consti-
tuted the firm of K. & . Fairbanks & Co. died some years since, Imt the
firm name remains unchanged, The firm now consists of Thaddens Fair-
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banks, the original inventor, md Tlorace and Franklin Fairbanks, sons of
Gov. Erastus Fairbanks, 1t is not our design in this article to spenk of the
men, only of their husiness mued how it has grown, but we cannot in justice
clogre this hasty sketeh without H:l_\'ill;_{ that they are all men of’ striet integrity
aml mornt worth.  They have always gone upon the principle that what was
worth doing was worth daing well.  Ifence every seale before it leaves their
- shops must be perfect, acenrate and durable. A village has grown up about
these men which partakes in a measure of their thrift, taste, ad enterprise.
Foremaost in every gomd word mnd work, they convey the impression to all
that, when 2hey arve weighed in the just and even balance of the yreat Weigh.
master of us all, they will not Le found wanting,

A Goop Frex ro Desn Wirte.—We can say most emphatically, and all
the agents and publishers will syzree with us, that there is o more enterpris-
ing, taithful. and saisfactory house to deal with than that of Howell & Co.
They never let & bill be presentel twicee, and pay daily all accounts receivesd
by il They have the monmudy of space and Ioeation in seven bhundred
newspapers, and know, by experience, Just when to invest money to the hest
advantaze.

Mr. Rowell i & New Kugland man of the bhest type——genial, careful,
originul. The ceditorship of the Jdeertiser's Gazette s marked by real news-
paper genius,  We ennodo noe more than to aay to our renders that it they
have any ideas about advertiving that are not reduced to exaet shape, they
will find it greatly to their advantage to spend an hour with this house

The great specinity of Rowell & Co. Is conntry advertiving.  For thix,
they have unrivaled facilitivs, as an exmnination of their ~ lists ™ will serve to
ghow.  These » lists ™ are a specialty of themselves, amd are of the greatest
advantage (0 the wlvertiser,  We rejoice at the wonderful growth and xue-
cess of this house, which is doing so much to clevate to a profession that
business which many would eall aceidental and out of the way.  Advertising,
the waorld over, has a first place as a lever for money-making ~—. Lnunapolis
Repubficin, )

Hox. Cuarees A, Siuaw, of Biddeford, Maine, for many years 2 shrewd
and suceessful mdvertiser, writes s that during his long experience he has
never known an instance of persevering. systematic advertising which failed
of snceess, and adds, “The most economical and expeditious method for the
advertiser is 10 transact business throuzh some experienced aml vesponsible
agency.” We conmend these remarks to advertisers generally, and are
confident no one ean heed witheut profiting by them.



CHARLES KNOX,

There are scores of people living in and around New York city to-day
whe have wade tmmense fortunes by advertising,  That (his ix the key to
business stecess i now an axion.  The names of muny manufheturers, traders,
and gentlemen have now lbecome household words throughout Americea
which but for this medium would have remained in oldivion.  Numwrous in-
stances of business suecess ean be called to mind, esch ome of which regards
advertising as the foundation stone upon which the structure has been reared,
There is My, Cnrtis, the © Soothing Syrup”™ man. e has made the name of
Mrs. Winslow ax fimniliar as that of Fanny Fern throughom the bl The
result is that tens of thousands: of mothers quict their habies on his syrup.
He har a magnificent office on Fulton street, dresses in costly silk-velvet, wenrs
brilliant diamonds, owns a fine honse, keeps an establishment. lives at his ease,
and ig a wentleman. Then we have Mr. Union Adams on Broadway, who
commenced life poor, sl went upon that street with little or no eapital. Bt
he made a speciaity of the gentlemen’s furnishing goorls husiness. e con-
stantly spread his nume and his trade before the people, aned to-day he is one
of the few successful leading merchants, does bosiness anmually to the amount
of hindreds of thonsauds of dollars, has an clegant residence i Youkers,
travels in Earope, cte., cte, all as the resull of advertising.  People who
have visited the city of Ponghkeepsie, on the Hnlson, have seen Prof. Kast-
man’s Buasiness College, one of the marvels of the times, and having more
students than the Universities at Oxford and Cambirishae, England, caombined.
The whole of this institution was built up by advertising, and nothing clse,
The young men flocked to it from all parts of the United States and Canada,
until at one time it had over twelve lwdred. Nearly all the elnwches awd
halls in the city had to be taraed into recitation rooms and selioo]l rooms,
Prof. Eustman advertised far and near, taking whole pages of the Tribene, fa-
deperulent, cte.  On Vosey street we bave the immense ton establishment of Mr,
Gilman, who sometimes has thousands of visitors aday, and during bisiness
hours sells nearly two hnndred thawsand poumis of fen sl eoffee. Oriders
come pouring in from all parts of the conntry for his ten.  He advertises it in
all the religions papers in the land, and thus reaches the people whe consume
it. He is obliged to purchase whole cargoes at a time, and has had to open
branch stores all over this city and Brooklyn. We all kuow of the great
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advertising teats of Bunner, Helmbiold, Radway. Mot Brandreth, Colgate,
and seores of other men who might be mamed,  In every single instance a
fortune has heen meute, il we never knew this resitt to fail where one has
Judicionzly advertised,  So the whole matter resolves itself into this: Decide
to introduee some one thing to the Ameriean people, and then = push things.”
We do not eare what it is, whether newspapers, bitters, ten, soap, medicine,
hosiery, or hats: if it is anything which the people want they will purchase it
if you only tell them where they ean find it.  And this brings us to speak of
one of the forcmaost hatters in New York, Mr. Charles Knox.

Neo longer ago than 1832 he lauded in thds oity, a poor Ieish boy, withom
money or friends,  Now he owns a large bloek in the most eelebrated gnarter
of the eity. right under the shadow of the ffesald Imilding and St Paul's
Ciwmtrelr, anel tonching the celebratel Park Bank building.  Aye, even more
than thix, he has recently bought out My, Genin, who used to be the largest
Batter in the eity in the days of Jenay Limd and Barnum, for the purpose of
establishing his only son i bhusiness,  This is 2 remarkable sucecess, and it was
all doue by wlvertising, as we shall show.

There mnst have been something favorable in the soil. climate, or chiar-
acter of the people of the town of Raymelton, Donegal County, Ireland. for
it has given s Lhruc very successful business imen, Here Mr. Robert Bonner
was harn: liere Mr. Charfes Knox fiest saw day light, in 1820, and from this
game town came ote of the foremost liquor merchants of Philadelphia.  The
parents of Charles came 1o this conmntry when he was very young, amd his
father. who was a coppersmith, failed in business here, and soon afier died.
When Charles was twelve years of age. and his sister seven, they started from
their native town, for the port of Londonderry, in a country wagon. By mis-
take they took o ship bennd for Wilmington, Del amd it was only after a
tedions journey that they reached this eity.  The vovage was of cight monthw’
daration. and before it was over the erowded passengers suffered with small-
pox. Charles being one of the first to have it.  He tinally landed at the foot
of Vesey streer in New York, just as the Asiatic cholera was raging fearfully.
A fow years afterwards, 835, u large part of the city was destroyed by fire.
So the thmes were not very propitions for a yonny Irish Loy to commence life
on his own respoapsibility.  ITe soon engaged himselt o & hook merchant as
an erriukd boy, at twelve shillings a week,  Here he remained for a year, when
he entered the hat estabdishinent of Leary & Co.. who used to keep at 105
Broa:l street. s sn apprentice to the trade.  Ilere lie served his time. and
finally rose to be the foreman of the establishment.  Thus he continned until
1845, when he resolved 1o commence business for himself, which he did at 160
Fulton street. There, withont eapital, ke commeneed a business which to-day
is woovist that he has to employ halt” o thowsand ands.  In 1855 he moved to
the eorner on Broadway which Lie now oceupies,  In 1865 he lost semething
fike sixty thowsiud dotlirs by Burnwm™s Musewn fire, which turned his store
into ashes. But in four months his new one was wp, and the business was
going on s prosperously ns betore,

The simple fact that Mr. Knox had hats to sell would never have made
his fortune in the worlit.  Having thear, lie was determined to let the people
know it and 1o this ened he advertised extensively. ealling te his aid all the



14 THE MEN WHO ADVERTISE,

daily papers of the city, since it was tromn New Yorkers that he expected (o
obtain the moat of hig custom. e has always advertised liberally and per-
ristently, and to this he attributes his grent sueeess. e has not indulged in
whole page advertisements, but he always keeps hin name and hin wares he-
fore the people, He is a great frieml of the “special notice” column of the
newspapera, and has the happy faculty of making his advertisements short,
pithy, popular, readable and attraetive.  This is done by always conneeting
them with some topic or event which is the conversation of the houwr. The
following may be taken as samples:

* Although Queen Isabella has lost her erown, the erowns of Knox's hats
never come out, as every one who purchases them at the corner of Broadway
and Fulton street will testify.”

“¢ All that glitters is not gold.” Not ro, however, with lKnox’s hats,” ete.

“1f Mr. Johnson is twrned out of the White House, he'll want one of
Knox's hats." ele,

“Not a man who wore Knox™ hats during the enrthquake in San Fran-
cigeo had them shaken off”

“If Miss Kellogg ever marries, she will prefer a man who wears Knox’s
hats.”

“The Grecian bend may do for the ladies, but all &entlemen wear
Knox’s hata.”

“The Wickedest Man in New York does not wear one of Knox's hats.”

Such advertisements as these ave constantly appearing in all of the New
York papers. The result is, everybody sees them, reads them, remembers
that Mr. Knox is the hatter, and rushes to his store to purchase.  'When they
get there they find a large room, elegantly fitted up, with black waluat cases,
a crowd of polite clerks, and a large assortment of hats. Nothing hut a good
and fashionable article is offered for sale, and the customer goes away satis
fied. 8o it has come about that Dimiel Webster and Abraliam Lincoln,
Thurlow Weed, Horace Greeley, Jamer Gordon Bennett, Daniel Lord, and
seores of other men, have bought their hats of Mr. Charles Knox.

Mr. Knox is a genial, pleasant, happy man, and lives at No. 46 West
Tenth street.  He has two children, one son and one daughter, 1le is tem-
perate, never used tobacco, and never went to a ball in his life. He is 2 man
of genuine emotions, true sympathics, and hearty good will. e helps to fill
five hundred mouths with bread, and never discharges a workman because the
times are dali. And all this comes about as the resnlt of sticking to one’s
business and advertising it.

Hici ArRT.—Geo. . Rowell & Co., Advertising Agents, have made
advertising a study. They who wish to advertise judiciously and cheaply
can find no better medinm through which to reach the great public than
through them.— Worcester (Mess.) (fazette.



ROBERT BONNELR.

My, Bonner. vays Matthew llale Smith, in an interesting book published
by J. B. Burr & Co., of Hartford, entitled © Sunshine and Shadow.” was born
in the north of Ireland, not far from Londonderry, near the spot from which
A T Stewart emigrated.  The Seotech Presbyterian blood that made General
Jackson so fumous, amd has given suecess to the well-known houre of Brown
& Brothers, runs in the blood of Mr., Bonner, e is simply a Scotchman
born in Ireland. 1le was trained under the influence of the Shorter Cate
chism. From the faith of his fathers he has never departed. He has been
trustee for many years in a Scotch Presbyterian Church in the upper part of
New York, and a liberal contributor to the snpport of public worship and
the various forms of henevolence and charity. e is a eonseientions business
man, with great resources, with fertility of genina unmatched, and with in-
domitable will, untiring industry, and more than all he possesges that crown-
ing gift which Solomon received as an especinl patrimony from God—
“ largeness of heart.”

He was distinguished in his boyhood for great manliness of character, for
frank and generous impulses. When a hoy was wronged or wrongly ac-
cused, it was Bonner's custom to make the quarrel of his school-fellow his
own. Ile allowed himself to be turned ont of school for the part he took in
defending a boy whom he knew to be innocent. At an early age he entered
the printing oftice of the flartford Cowrant to learn the art of printing. He
was dexterous, swift at setting type, and led all the workmen in the nimble-
ness with which he could set up an article. The President’s Message, in
those days, was transmitted by mail. The editor of the Cournnt prrehased an
advance copy, paying for it the enormous sum of thirty doilars! The only
advantage to be derived from this early copy was in getting the message out
in advance of other-papers. To i complish this, Mr, Bonner performed the
unheard-of feat of setting seventeen hnndred ems an hour. e performed
all the dutice connected with his position, beeame an accomplished printer,
tried his hand at correspondence, and seated himself oceasionally in the edi-
torial chair.

In 1844 Mr. Bonner removed to the city of New York, There was a
popular impresgion that a literary paper conld not aneceed in this metropolis.
Boston and Thiladelphia monopolized the family newspapers and literary
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weeklies, und it was said that no paper of the kind coul. prosper in this city.
Mr. Bonner thought otherwise. He early resolved 1o attempt a paper thay
should be circubated thronghout the whole land.  Tle watehed his opportunity
and bided his time. working hard in the meanwhile, and not heing dainty in
the place or style of’ business in which be engagul.  Mayor Harper had heen
elected as the American candidate. A paper endled the dwerican Republionn
was the organ of the party. In this office Mr. Bonner commenced his New
York career. The wages paid him were small. 113 work was haed, and
economy was requisite to emable him to live.  The formed the habid, from
which he has never departed, of buying nothing that he could not pay for.
He never borroweidd a dollar of maney, never signed a note in his life, ald
now carries on his great business on sirietly eash principles, and literally owes
no nean anything.  In some of his large enterprises he has paid lix last dollar,
and never has once failed in the venture he made.  In zome of his great ad.
vertising feats, in which he has paid as high as twenty-five thowsand dollars o
week for advertizing. he has been offered lines of papers to inerease the adver
tisement to fifty thousaml doblars, with unlimited ereddit, and Nig answer has
invariably been, “T cannot advertise beyond my means. 1 bave no more
money to spend in that way.”  The whole business of the Ledyer is condueted
on the same principle to-day.

The Republicen was an evancscent affair, and Mr, Bonner found permanent
employment on the Kvening Mirror as i practieal printer. This paper was con.
ducted by Morris, Willis, and Fuller. It waa Mr, Fuller's lmsiness to make
up the paper. It was very desirable to display the mivertisements, and do it
in good taste. In this department Mr. Bonner exeelled,  The whole matter
was soon left in his hands, He had an eye for heauty, sl the Mirer adver-
tisements became very famous. There was n small mercantile paper in New
York, known as the Merchants Ledyer” It was devoted alment entirely to
commercial matters, with a very limited circulation. A yonug man, whose
business it was to get up advertisements, was struek with the elegant manner
in which Mr. Bonner made up the Afirror.  He called the attention of the edi-
tor of the Ledger to Mr. Bonner's capacity, and this eulminated in an enynye-
ment with Mr. Bonner to hbecome the printer of that paper. My, Bonner didl
not own the material, but simply printed the sheet. e oceasionally wrote
articles that attracted attention, from thelir terse, compact, and spiey compo-
sitien. A little incident showwed Mr. Bonner the vaine of a name.  Ilis con-
tributions to the Ledger were very well received.  The proprictor had a spice
of jealousy about him, and he Jdid not want his energetic al gpirited printer
to get jnto the editorial chair.  Mr. Bonner wrote a short. pithy article on a
popular suliject, jammed it into a little nook in the paper. and placed ac the
bottom the name of Dr. Chalmers. It took like wildfire It was copied o
all the prominent papers of the land. It tanght Mr. Bobner the value of a
name—a lesson he has never torgotten,

Shortly after he entered the office, Mr. Bonner pnrehased the Ledyer. e
seated imself in the editorial chair, and resolved to realize the visions ot his
youth. Ie dil not change its character at ence, hut gradundiy.  The Ledyer
became less and less commercal, aml more and more literary.  About this
time Fanny Fern was ereating i great sensation in the literary wovld.  Her
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Huth Tall liad just appeared, and the work and its anthoress were eritivised
by the press in all parts of the lasl, She was the literary star of the day.
The question was violently discuszed whether she was or was not the sister
of N. T Willis. Mr. Bonoer siw his opportunity. and sent 2 note to Fanny
Fern, ottering her twenty-tive idlollars a column to write a story tor the Ledyer.
She declined the offer,  Another proposition was sent, offcring her fifty dol-
Inrz n onlumn.  Thas she also declinal, Seventy-tive dollars were offered,
That she declined, anncimeing that she did not intend to write any more for
the newspapers.  She wimitied that she wlmired Mre. Booners plnek. Soon
it was intimted to Mr. Bonmer that i he woulil allow Fanny Fern to write
a story of ten eolumus, more or less, 1hough the story shenld not peenpy less
than nine eolnnns of the Ledger, she wonld unidertake it Ile elosed 1he con-
teaet tmmediately, received the manuseript, read six lines, and sent her a
check tar one thonsmud dellars.  He resolved, with this story, to introduce
a new ern in the Ladgper "f changed the form aned lonbledesded the
gtory, so that it made twenty cobuans in the paper. Ile advertised it as
nothing was ever advertised hefore.  Ile had paid an imheard-of sum for a
story—one hundred dollars 2 column. The harvest wis o golden one. Oud
of the prefits of that story Mr. Bonner purchascd the pleasant residence in
this city in which he still lives.

In the magnitnde of his advertising Mr, Bonmer has displayed the re-
markable Jusiness skill for which he is celebrated. The mamner of commend-
ing the Ledger to the public is wholly his own.  Whean he startled the publie
by his extravaganee in taking columns of a daily journal, or one entire side,
he seeured the end he had in view. Tlis methed of vepeating three or four
lines, such as—* ¥auny Fern writes only for the FLrdge™—or, “ Read Mrs.
Bouthworth's new story in the Ledger”—and this repeated over and over and
over again, till men turned from it in disgust, aml A3l not conceal their ill-
temper, was a system of itseff.  “ What is the nse,” sakl n man to Mr. Bon-
ner, “ of your taking the whole side of the fferald, and repeating that state-
ment 4 thousand times . “ Wounld you have asked me that question,” replied
Mr. Boumer, “if T had inserted it but ence? T put it in to attract your
attention, and make you ask that question.”

Mr. Bouner knows how io reach the public. e pays liberally, but in- /
tends to have the worth of his money. He does not advertise twice alike.
The newspapers are atraid of him. Ilis advertisements are so queer and )
unusual that when they make a contract with him they have no idea in what
shape the advertisgment, will come.  Nomefimes it is in the shape of a1 frag-
ment of a story; sometimes the page will be nearly Blank, with two or three
little items in it. In his peculiar style of advertising he often gives great
trouble to the editors of the leading papers. Sometimes an entive page is
almost Dlank. Sometimes a few small advertisements oceupy the corner,
giving the sheet a peculiar appearance, which attracts attention. Said an
editor, “I had rather puldisl one of your horses in the centre than have such
a looking sheet.” But Mr. Bomer's purpose was answered by one insertion,
and the eontract was withdrawn.

With a manliness and liberality peenliar to Mr. Bonner, after one inser-
2
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tion, it' the parties ave dissatistied, he always throws up the contract, however’
heneticial it might Tave proved to him.

His mode of advertising was new, and it exeiterl Loth astonishment awl
ridieule. Ifis ruin was predicted over and over again.  But as he paid as he
went along he alone would he the sufterer.  1le was assuiled in various ways,
Men snuvered at his writers, az well as at the method in which he made them
known. He had no competition.  Just then it wis announced that the Iar-
pers were to put a first-class Weekly into the field.  The annommcement was
hailed with delight by many elasses.  Men who had been predicting Bonner's
ruin from. the start were anxious to see it accomplished.  1le bad agents in
all the leading cities in the laml.  These helila monopoly of the Ledyer.  The
book men and newspaper men, who were left out, were quite willing to have
the Ledyer go ander.  The respactability and wealth of the house, its enter-
prise, with the elass of writers it could secure, maide the new paper a danger-
ousrival.  Mr. Bonner coucinded to make the first issue serviceable to himselt.
His paragraph advertising was considered Lensational, anad smacking of the
charlatan. e resolved to make it respectable. He weote a half column in gensa-
tional style—= Bny florper’s Weelily"— Buy Heaped's Weekfy - Duy Hr-
perts Weeldy™—+ Buy feerper’s Weekdy”—and so on through the halt column,
Through his advertising agent he sent this advertisement to the feqald, Tri-
beene, il Pianges, and paidd for its jusertion.  Amony the astonished readers of
this Ledyper style of advertising were the quict gontlemen whe do Lusiness on
Franklin Square. The community were astonished.  The Iarpers are waking
up ™ This is the Bommer style!” CThis is the way the Ledyer man does
it!I” were heard on all sides.  The young Tharpers were congratulated by the
book men everywhere on the enterprise with which they were pushing the
new publiention.  They said nothing, and took the jéke in good part.  But it
settled the respeetability of the Ledyer style of advertising. It iz now imi-
tated by the leading publishers, insurauce men, and most emjnent. dry-goods
men in the eountry, The sums spent by Mr, Bonner in advertising are per-
fectly marvellons.  Ile never advertises unless lie has sumething new to pre-
gent to the publie. e pays from five to twenty-tive thousand dollars a week
when lie advertises. The enormous eircalation of the Ledyer, over three
hundred thousand copies a week, shows how profitable his style of doing
business is.  Nearly everything he does, every hovse he buys, or new personal
novement that distinguishes him, 1s set down to a desire on his part for

ratuitons advertising. Of course he hag an eye to husiness in whatever he
aes,  But all the wlvertising lie wants he s quite ready to pay tor,

The popularity given to a little squib of his own, to whieh the name of
Dr. Chalmers was attached, tanght Mr. Bonmer a lesson hie never forgot.  Mr,
Edward Everett had taken npon himselt to aid the ladies of America in por-
chaging Mount Vernon. Mr. Bonner resolved to seeure Mr. Hverett as a
writer for the Ledyer,  1le knew that moncy could not purchase Mr, Everett's
connection with his paper. [le offered Mr. Everett ten thousand dollars to
wrile a series of articles for the Ledyer, the money (o be appropriated to the
purchase of the 1omb of the father of his country. Mr. Everett conld do no
less than aceept. .\t the conelusion of the Mount Yernon papuers Mr. Everett
continued on thu Ledyer until his death. Mr. Boamer paid him over fifty
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thousand dollars for services rendered on bis paper.  The notices to eorre-
spomdlents, which is a marked feature in the Ledger, contain nuswers to gu s-
tious sent to the editor.  Not move than one question in tive i replied to.
Those answers are written by the most eminent men in the gountry.  Many
of them were written by Mr. Everett, Tlenry Ward Beceher, ad distingnished
statesmen awl lawyers.  The connvction between Mr. Bommer and Mr.
Everett was of the most defieate mul tender eharacter. s Mr. Everett's con-
fidenidal Jetters sufticiently show,

It was Mr. Bouner's policy to spike every gun that could be wimed
against him, and make every influence aml every prominent man lis ally.
To this end J. G. Bennett, of the Heredd Henrvy J. Raymonsd, of the Tlaees,
anid Horace Grecley, of the Treébee, heenme vontrilmtors to the Ledyer,

The Ledyer was ohjected to in some quarters as oot being n snitable sheet
for young persons to readl, Mr, Bonner secured the serviees of presidents
of twelve ot the principal colleges i this country to write for his paper. Of
eonrse it would uot he improper tor the young men in colleges to take a
paper for which the president wrote.  Indeed, over the purity of expression
antl chasteness of sentiment ad utterance in what appears in the Ledeges, Mr.
Bonner exercises 1 rigorous consorship.  There wee n great many articles and
aldvertisements that appear in religions papers that would not be wlmitted
into the Ledyger. My, Bonmer gives this order: ~Take the mest pious old
lady in a Presbyterian Church, and auy word or phrase, iunuemdo or expres-
sion, that she woulill want to <kip. it she were veading a Lediyer story to her
grandehill, strike out.”

PPaal Morphy, i the height of his populaet vy, edited 1 ehess colunmn in
the Ledyer.  Bryant, Wiilis, Ilalleck, Morris, and Saxe Inid a poctieal wreath
at Mr. Bomner’s feet. DPrentice, Baneroft, Parton. and Cozzens joinel the
galaxy of Ledger writers,  Fanny Fern, M. Southworth, and other eminent
novelists furuished the entertaining serials published Ly Mr, Bonner.

On the death of Mr. Kverett, My, Bonner enclosed o cheek to Mr., Ban-
croft, with a note vequesting him to prepare n =uitable article for the Ledger
in commemoration ot the distinguished stateman.  The article was prepared
and xent to Mr. Bonner. Tt contained no allusion to Mr. Everett's connection
with the Ledyer. The article was sent back, mul the omission pointed out.
A shuarp corresponilence followed, in which Mr. Bancroft attempteld to es-
tablish the propriety of the omission. v, Bonuer refased to receive the
article, and he finally carviedt his point, and Mr. Everett's connection with
the Ledger had a marked piace in the culogistic article,

For a long time Mr. Beecher has been a contributor to the Lefyer. One
evening Mr. Bonner and his wite went over to Plymouth Chureh to hear the
pastor. The sermon wus on suceess in life, and was given in Mr. Beecher's
maost vigorous strain. e showed that smartuess, acuteness, and adroitness
woilld not leail to suceess unless they were combined with energy, & knowl-
edge of lusiness, an indomitable perseverance, and an integeity which would
enalde n man to dare to do vight.  If Beecher had intended to Tt Mr. Bon-
ner’s charucter andl success, he conld nol have come nearer to the mark.
Mr, Bonner hal lacked not one of the clements.  Mr. Beccher had deseribed,

| and every oune knew his success.  This sermon affected Mr. Bonner in varions
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ways. He was in search of a novelty that should captivate and profit the
public. 'Why should not Mr. Beecher speak to amillion of people through the
LZedger, as well as speak to a single congregution within the walls of his house?
His scquaintance with man had been large. Ilis wit and faney were exu-
berant, and if he would write a story tor the Ledyer he might preach in it as
much as he pleased, put money in his purse, and benectit the yonth of the
country.

While Mr. Beecher was attending a cowncil in his awn church, a letter
was put into his bands. He had had no conversation with Mr. Bonner about
writing a story. The letter contained a proposal that Mr. Beecher should
write a serial for the Zedyer, and nawned the price which would be paid for it,
which was perfectly astounding. “Miracles will never cease,” said Mr.
Beecher, in his note replying to the proposal. Norwood appeared, and the
inereased circulation of the Ledyger immediately reimbursed Mr. Bonner for
hie extraordinary outlay. 'The story was longer than was expected, and an
addition was made to the priee agrecd upon. In this way the editor of the
Ledyer treats all his first-class writers. 1le is generous in his proposals, and
does more than he agrees.

When a printer's boy, Bonner's rule was to be the first boy in the office.
When he was a printer he allowed no one to excel him in the swiftness with
which he set type, and in his ability as a workman. When he purchased the
Ledyer he intended to make it the foremost paper in the country. Ile re-
golved to own the most celebrated and fastest horses in the world. And his
studs, which are kept in his stables on Twenty-seventh street, are withont
rivals. His horses are seven in numher. ¢ Lantern™ is a hay, fifteen and a
half hands high, with long tail, mild, clear eye, white hind fect, and white
streak on his face. e is very fleet, having made a mile in 2:20. “Peerless™
is a gray mare, about fiftecen and a half hands high, with a leng white tail,
clean-limbed and gentle. She has made the fastest time on record to a
wagon, trotting her mile in 2:231. She is so gentle that she is nsed in the
country by the ladies of Mr. Bonner’s family. < Flatbush Mare” is a double
teamster, and with « Lady Palmer,” in double harness, hag made the fastest
time ever trotted in a two-mile heat to a road wagon—>a:013. She is fif
teen and a half hands high. The other is & chestnut sorrel, about the same
gize. She has a fine head, and is very symmetrical. Besides her famous time
with “Flatbush Mare,” she has trotted iwo miles, to a three hundred and
sixteen pound wagon and driver, in £59, the greatest feat of the kind ever
performed. “Pocahontas” is the handsomest trotter and the most perfectly
formed lorse in the world. She stands about fifteen hands, is a dark, rich
bay, bas a very fine head, proudly-arched nostrils, and a tail sweeping the
ground for four inches, on which she frequently treads while standing. When
gix years eld this splendid animal trotted in 2:23, and has made better time
sinee she came into Mr. Bonner’s hands. The * Auburn Horse” is sorrel, an 1
of enormeous size, being sixteen and a half hands, with four white feet and
white face, pronounced by Hiram YWoodruff to be the fastest horse he ever
drove. The champion of the turf is # Dexter,” with sinewy form, and jeints
like a greyhound, compactiy built, dark hrown in color, with four white feet,
and a white nose and streak, & bright clear eye, and a flowing tail. He has
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made a mile in 2:17} I harness, and 2:1R8 {0 a saddle. The annals of the
world present mo paratiel to this.  Mr. Bonner buys bis horses for his own
pleasure.  Ile drives them Limself;, and is one of the best horsemen in the
country. e will not allow his horses to be nsed for show or for gain. e
Paces witd mﬂu'uly, aml bets with nohody. It any team can make taster time
than his, driven by the owner, ten thousand dollars are deposited, and that
owner may apply that sum to any Deuevolent cause that he pleases,  Mil-
lienairez guash their teeth as Bonner drives by them, There are horsemen
in New York whe would give twenty-five thousaml dollars for a pair of horses
that wonldl make Bonner take their <dust, It Bouner's team is beaten, the
owner must do as he dees, drive it himself.  Of the speed of his horses he is
his own judee. e will bay anything that will heat the world. YWhen a
horse ix presented to him for trial, hie appenrs in fuldl riling costume, with
gloves, whip, sl watel in hand, e does not allow the owner to handle the
ribbons.

Mr. Bonner's stables are loeated on Twenty-seventh street.  The Dbuild-
ing is a plain brick one, with everything for convenience and comtort, and
nothing for show.  The front part coutaing the cwrriage-house, harness-room,
wash-house, nal the pliwee where the feed is mixed. In the rear are the
stahles.  Dexter aud Poerless fave box-stidls awl aze never tiedl.  The other
horses are in ordinary stalls.  Three persons are emplayed constantly to take
care of the horses. Within the enelogure, but outside the stable, 1 a track
eovered with tanbark, on which the horses areslaily exercized, one hour in
the morning and in the evening.  The horses are fod fowr times o day, at six,
ning, one, amd nine at night. A small allowance of hay i given onve a day.
After eating they are muzzled, to prevent them from devonring the hedding,
and they are kept muzzled all night. In the winter Mr. Bonner drives but
one horse at a4 time, and uwsually the Aubuorn horse,  Dexter and the other
fleet horses are selidom used in the winter, hut are reserved for fast trotting
in the spring, Greut care is tuken of the feet of the horses. To thiz Mr,
Bonner gives personal attention. ITe has muwstered the snbject as he has
newspaper business.  ITe has a theory of Lis own, which has proved eminently
suecessinl in the treatment of Lis own horses, and has enalded him to remove
the lameness from the valuable horses of his neighbors and friends.  The
idea that the speed to which these horses are put is a damage to them is as
fallaciouns as it is to assert that it hurts an eight-mile-au-honre horse to drive
him at that spced. Some of thesc fust horses Mr. Bowner has owned many -
years. They are faster now than when he bought them,  Lantern is ninetoen
yvears olid, and is as sound and flect as when he was ten,. The men who have
charge of these horses are ag careful and tender ot them as is a tender nurse
of a child. In the gtable there is cvery convenience imaginable that a horse
can require—toels for fitting shoes, grooming the anim:lx, making the wagzons
safe, with medicines, ani all the appliances of a first-class stable.  The horses
are said to have cost Mr. Bonner over two hundred thousaml dollars.  They
cotild not be honght for double that sum.

There is a frank, hearty manliness ahont Mr. Bonner which binds lis
friends to him. The eminent men whe have written tor his paper form attach-

iments to him that death only severs. JMMr. Rverett conceived a wurm and

B
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glowing regard for him that was foreign to his cold nature. IHis manuseript
oration on Washington, elegantly bound, ke sent as a token of his personal
regard to the editor of the LZedyer. JMr. Bonner's office is a curiosity. It is
a workshop, plainly furnished. Iis table is leaded down with letters, mana-
scripts, and docwnents. What is confusion to others iz order to him. “The
system with which he conducts his business is perfect. Any letter that he
wants, or any number of the Ledyer containing a given article, is produceil as
once. No man attends more vlosely to his business, or speads more honrs
in his office. Nothing goes into the Lodyer without his sapervigion; and the
gharp, crisp editorials, always eompact, and often keen ax a two-tdgedd aword,
are from his own pen.  His office is adorned with likenesses of his prominent
contributors and his eelebrated hovses, Iorseshoes and the paraphernalia of
fast driving lie aronnd. e has made the horse his study for years, and has
a better knowledwe of 2 horse’s foot than any sargeon in the world. Mr.
Bonner is in the prime of life. He is short, thick-set, and compactly built.
Hik hair iz sandy, his complexion florid, his forehead high and intellecinal,
his eye piereing, and his whole manver trank, genial, and buoyant.  Ile does
nothing for show. IHe lives comfortally, but without ostentation, m a plain
brick house. His conntry seat, at Morrisania, 1 elegant and vommodions,
about which thare is no tinsel unr dash.  Ho is a finu spscinen of what good
principles, excellent physieal enltnre, prrseverance, and industry ean do for a
man. The pogition he now oceupies he looked to wlen he was a printer's
lad in the office of the old Corrant.  He attempted no eccentrie things, sought
for no short cross-paths to suceess. Ile mastered his trade as a printer
patiently and perfeetly. Ie earned cvery position before he assumed if, and
earned his money before he spent it. In New York he was prefirred be-
cauge he did his work better than others. Ile was truthful, rober, honest,
and industrions. If he took a job, he finished it at the time and in the man-
ner agreed upon. He borrowed no money, incurred no debts, and suffered
no embarrassments. In some of his great enterprises he put up every dollar
that he had in the world. If he lost, e alone would suffvr; and he knew he
conld go to work and earn his living. [Ie has never allowed the Ledier to he
g0 dependent on one man, ar on on¢ set of men, that it conld net go on sue-
cessfully if each should leave, The Fedyer 1s now the most prominent and

popular publication in the world. It iz without a rival in the ability with
" which it is conducied, and in its cireulation. To the list of old writers new
" and attractive namnes are daily added. Mr. Bonner's great wealth, which he

has honestly and fairly earned, enables him to command any attractive feature
for his paper that he may select. Mr. Bonner is one of the most remarkable
men of the age—the architect of his own fortune, a prompt, straightforward,
and honest buginess man, with energy to push that husiness to snceess. A
perfect master of hig calling, and suceersful in everything he has undertaken,
he is a worthy model for the young men of Ameriea,



JOIIN 1 TTENTIY,

The poet hus sung of Vermont as *the lamd of the mountain and the
wock,” but we begin to think that they raise smart husiness men there as well
as “horses and pretty women.” which, you remember, Sixe claims ure the
staple prodnets.  ‘The Vermont boys, as soon as they c¢an get away from
liome, leave for other parts ot the worlidl.  As Ixmiel Welmter said of New
Harapshire, it is a good Htate 1o be born in. bat we should cmigrate as soon
as possible.  If fortunes must he made and the inner wants of man supplied,
why not go out into the world where business ix done on a large scale, and
where pwlding-stone cun be found in the mpetrified condition?  All over the
United States prominent men can be touwd who were born and cradled
among the Green Mountains,  New York ity has its shave of them, amony
whom are Ifisk & Hatch, the celebraied bankers on Nassau street, who have
made fortunes by advertising liberally : Dr. Shedil, the eminent theologian;
Attorney-General Evarts, ITon. T E. Chittenden, HHon. Levi Underwood, the
DBenedicts, Mr. Eaton, Mr. J. F. Henry, one of the largest drngyists in the
city, and many more we might name.

Henry's medicine house is said to be the Lugest ln the world, and as the
largest “medicine man” we think him worthy a portion of our attention.e ™
He is still guite a young man, being only thirly-five years of age, having been 2 ;
borm in 1834 in the town of Waterbury, Yermont. e is the son of the late
Ilon. James B Tlenry, of Waterbury., and brother of Genernl Wm., W,
Henry, of Burlington, Vermont. s grandither, Hon. Sylvester Henry,
came from Amherst, Mass.  Until abont seventeen years of age Mr. Henry
attended school in his native town, graduating from the well-known Bakers-
field Academy. After leaving the Academy he commenced to travel in
thiy Btate as a collector of billz for various business houses in this eity.
Among the gentlemen for whom he collected Dills was the Tlon. Sinclair
Tousey, now so well and favorably known to all our citizens,  When twenty-
one yoars of age he gave up this business, and, horrowing some money of his
father, opened a drug-store in Waterbury, Vermont. IHere he worked hard
for four years, combining energy with integrity, those sure procurers of ulti-
mate suceess, earning in the end cnongh to repay his fiuther, leaving a halance
on hand of some eight thonsanid dollars.  TIn 1860 he opened a drug-store in
Montreal, and advertised it extensively all over Canada. The ol files of
dhe Toronto Ginbe, Iforald, and other papers show that hie was the largest ad-
wertiger in Oanuda.  Dusiness increased in proportion ax he advertised, and
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soon he was doing the largest drug business in the provinces. This house
wae located at Nos. 513 and 515 St Paul street, Montreal. By advertising
largely in Vermont, the bnsiness of the Waterbury house increased to forty
thousand dollars a year. 'With the two drug houses In successful operation,
he continued to do a large and paying business, until about three years
ago he became a partner in the honse of Demas Barnes & Co., of 21 Park
Row. Here, by industry and energy, he goon rose Lo & prominent position in
the house, and in Qctober, 1868, when Mr. Barnes was ready to retive from the
basiness, Mr. Henry was prepared to take it from his hands. He resigned
his partnership in his other drug honses and devoted his whole attention
to the New York husiness.

Mr. Henry is a man in the full vigor of life, of great wrhanity and high
moral character, He is tall, rather slim, has brown hair and hazel eyes, and
wears light-colored beard and whiskers. ITe is an easy, pleasant talker, and
has the happy faculty of making all with whom he comes in contact feel at
their eage. Thiz of itself has much to do with his business snceess, Mre.
Henry resides on Second Place, in Brooklyn, a street which seems to he a
favorite resort with medieine men, for here ean be found the elezant resi-
dences of the Curtis hrothers, famous for their Mrs. Winslow's Soothing
Syrup, and here, not long since at least, resided Mr, Barnes. Mr. Henry's
annual sales of medicines now amount to over two million dollars.

It is interesting to notice the vast numbers of boxes, all filled with the
different compounds which the American people have to swallow in the hope
of repairing health. There is gargling oil enough for a human throat as large
a8 the Mississippi river; then there is magic oil, sewing-machine oil, and in
gtrange contrast with it we have Saratoga “ A" Spring Water, Missisquoi
Water, which is gent to this city by the car-load; Radway's Ready Relief,
Congress and Empire Water, Barrett’s articles, Thompson’s Eye Water, Ja-

' matca Ginger, Yermont Spring Water firom Sheldon, Vi, Sanford’s Liver In-

! vigorator, and hundreds of other medicines. In 1867 there were sold fifteen

" handred and sixteen gross of Hall's Hair Restorative from this house alone;

\ one hundred thousand dollars’ worth of Saratoga Water was disposed of, and

y other things in like proportien. Ahbout fifly thousand gross of corks are nsed
each wvear, and twenty thousand sheepskins are nsed for the manuficture ot
Poor Man's Plasters. Tt seems as though this poor man must have a fearful
thack-ache. Large quantities of Houchin’s goods are sold here, and we see
“heaps of Phalon’s perfumes as well as those of Jerry Baker,

One joh-office in the eity is employed nearly all the time in doing the print-
ing for this establishment. Advertising is the life of the business, and without
it Mr. Ilenry would not he able to do a tenth part of the business which he
now does. ITe keeps his name before the public, and as a result sends his
goods to ¥myrna, Spain, South America, India, and China. As the resnlt «f
advertising, a little incident in connection with this house recently came
under our personal observation. The simple sign of © Raratoga ¢ A’ Spring
Water,” printed across the windows of this honse, attracted the attention ot
a gentleman from South America, who happened to be passing along the
walk. He entered, and the result was tnat in the end he purchased six hun
dred eases of the water.



GEORGE STECK & CO,

This piano deubtless originated in Germany, the first known description
ot an instrument of this kind having been published there in 1511, It was
called a clavichordinm, Nearly #ll the improvements mude in it from that
peried till the close of the last century were invented in Germany, the most
celebrated of all the numerous inventors during thiat period having been
Christinn Gottlieh Schroeder, born in Saxony in 1699, and who died in 1784,
and Henry Pape of Wirtemburg,

American patronage of’ music led to the commencement of the mannfhe-
tare of pianos in thiz country about fitty years ago; lLut wuntil about
twenty years ago Europe kept the superiority in this line of maunfactures,
largely exporting to the United States the renowned pianos of London, Paris,
Vienna, Prague, Dresden, Leipsic, Berlin, Cassel, ¥tattgart, Frankfort, ete.

Since 1852 Ameriea has exhibited improvements wpon Huropean pinnos,
largely owing to the immigration of skilled pemomsakers from Europe; a
zealous competition between the numerous rivals; the superiority of Ameri-
can woods, owing to thelr alility to resist changes of temperature in the -
atmosphere ; and, above all, to the genius evolveld by the liberal prices here
paid for the instruments which combined the best qualitics requirved in 2 piano
European woed is more liable than American to shrink and vrack in a warm
atmosphere, and o expand in 3 moist one, thus changing the tone of the piane
and rendering cqual tuning of the strings impossible,

COwing to the rapid progress of the art in this country, New York hs-
become the chief mart for pianos tor the great eapitals ot the world.  Htatl
tics prove this; and European makers admit that they are compelled to copl
the scales and inventions of Ameriean manufacturers.  Betler prices arve here
paid for the hest pinnos. This enables the manufacturers to employ better
materials, and the most skillful mechanics.

Among these manufacturers My, George Steck has been one of the most
prolific and suecesstul in the invention of important improvements in piano-
nuaking ; so that the grand, square, square-grand, and upright piano-fortes of
George Steck & Co. now stand, acconding to many, at the head of all com-
petitors, for combining in perfection all the qualities required for a first-class
piano, viz.: » rich, sieging, sympathetic quality of tone, immense volume of
gound, complete evenness throughont the scale, facility of action, and un-
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equaled durability, independent of wusurpassed fidelity of workmanship in
all the details of interior mechanism, and an excellence of materfals not ex-
ceeded in the world

The establishment was founded in Xhn street, in this eity, by Mr. Steck,
about the yeur 1857-6%, the firm name being "ﬂteck & Grupe. It was subse-
quently removed to the corner of Walker and Centre streets, In 1860 the
firm style was changed to George Steck & Co.  Owing {o the celebrity attained
by the improvements he introduced, larger accommodations were required ;
and the factory, now situated in Thirty-fourth strect, and on Tenth and
Eleventh avenues, comprises seven floors, two fronts of the building Deing
cach seventy-five feet long, and one sixty feet long. From ninety to one hun-
dred experienced workmen are employed, the amount of raw material annually
uged costing from eighty to ninety thousand dollars, and the munber of pianos
now reaching to five hundred annually, ranging in price from five hundred to
fifteen hundred each, acecording to style and finish ; the woods embrace waluut,
rose, mahogany, maple, cherry, pine, oak, spruce, and ash, the chief portion of
which is thoroughly seasoned for from four to five years before heing bronght
into use. The pianos are now scat throughont the United States, to Canwmda,
Mexico, and Sonth America. DMr. Steck has had a praetieal experience in this
business from hoyhood, embracing a period of about forty years. Each fore-
man of the several departments in the factory has been attached to the estab-
lishment ever since its commencement, a fact which is of itself a compliment
to the concern.

The high prestige won by the Steck pianos within so short a time, not-
withstanding vigorous rivalry from long-cstablished houses, canses a reference
to some of the improvements which ercated it. Ior one of these inven-
tions Mr. Steck received a patent in 1865. It consists of a plate of bell-metal,
attached to that part of the piano where the agraffes or string-holders are
fastened in. Bell-metal is composed of copper, $in, and brass, which metals
are the best conduetors of electricity. The electric power of the bell-metal

| imparis a more equal, sonorous, clear, bell-like, and vigorons tone 1o the piano

\ than has been ever attained before, enabling it to aet in accordance with the
|r.lectrlclt3.r in the atmosphere and in the human system, and having a most
\ ‘areeable effect upon the nerves of the ear. Bell-metal is not subject to the
‘hanges which characterize steel, east-iron, cte., of which other piano-bridges
'-{'e made. These patent bell-metal plates or bridges are uxed in all of Steck
-, Uo.’s instruments, and in no others,
1] Another improved feature in the specialties of this house is its new and
- riginal methed of construeting the upright piang, or * houdoir,” The Steck
boudoir consists of three distinet parts—the case, the bady, and the action,
all of which are separately constructed, and will unite perfectly to form any
one instroment. That is to say, the body and action will fit any case at will,
There is an economy of mannfacture in this idea which tells vory satisfactorily
on the purchaser when the price of the piano is named. This is important in
point of cconomy. The boudoir has the added merit of being the most
compact and graceful of pinnos, besides costing less than any other style of
first-class piano. Its new mode of construction doubles the power formerly
obtained in uprights, which, in this ingenious new form, must now soon be
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restoredd to more than their former popularity, mnd become powestnl rivals to
all syuare pianos.

A philosophical and fmpartial music eritie (Mr. Edwad Pelz) defines the
rare qualitications necessary to be possessed by the manuticturer of a pertect
piano, i attrilmtes them o high degree 1o Mre. George Steck s A sharp,
aente, musicenl, sl wellenltivated ear; distinguished skill in all the varied
manijrdations; accomplished workmanship; exael knowledge of aconstics;
mechaniesl tulent connected with power of jnvention; profoumd expericnce
in the muterinls used; plentiful patience and perseveranee in the exiunination
of every hammer and tone.  Ile musi also lave constant sl indefhitigable
oversight and eontrol ot all assistant workmen, for the eve of the master must
eontinually wateh over the selection of the necessary nmterials and every
detail, as the slightest defect in either may prevent the desired vesult.  In-
clintion for improvemoent matst also at 2l timees inspire him, no matter how
great the suecess he has alrealy attained. The persistent applieation of all
these attributes to the production of piames has distinguished Mre Seeck, as
ix slown by the wames of mawy celebrated artists,

Thonsands of the Steck pianos are now in approvel uge thronghout our
own aml other countries, and in every instance where thir competition with
other instrinuents eould he obtaineld they bave won the prize. They have
taken three First Premimms at varions Fairs in Pennsylvania; and at the
great National Fxhibition ot the American Institute in New York, in 1865,
where a great humber competed for the prizes, and after an anusually
cal'vfﬂ"}' and mimute examination was nuwde, thye Judges awmrded them two
prizes, a gold medal for the hest Syuare Tiana.

It may be asked by the nninitanted, in view of this irresistible mass of
evidenee in favor of the Steck Piwmos, why they were not exhibited at the
Great Paris Kxposition of 1867, "The following facts will enlighten them on
this point.

Uxsrrep Srares Acexer vonr vue Pamsz Uxiversar Exvosiriox, ;
February 18, 1867,

Grorie Sreck & Co., New Youk: Gentlonen: Youwrs of the 15th itl%t.lnq
i received, and in answer to your inguiries I lave to state that the only (11“1
enlty in the way of placing your pianos is the lnck of space. Thereis ncl_
doubt about their merits; imdleed, when such eminent erities us Judge Dal
and Mr. Charles B. Seymour arve so positive Iy their opinion as 1o the excel.
Ienee of your instruments, it seems a pity that they should not go. \is

J. C. Derpy, United States Ageny. 3]

Notwithstanding the above letter from the United States Clommis-
sioner, the trath was that there were nine places allotted for Ameriean
pianos at the Paris Kxposition, and these nine plices were monopalized by
two American firms.  Messrs. George Steek & Co. were among the carliest
applicants for a pluce; a place had Treen allotted to them by the above-named
Commissioner, as early as September, 1866 and they accordingly made the
necessary preparations, at considerable expense. Yot tive months after a
place hal been assigned to them it was withheld, and the nine places were
oecupied by the favored two. In mmsical eircles this transuetion has been
severely eensured, and hoth the Ameriean and German press have indigmantly
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condemned the proceeding. This exelusion, however, has in one respect
operated favorably for Steck & Co., for the discussion it has created has
largely inereased public attention to the excellence of the rejected applicant,
who has successfully appealed from Taris to the world, and has, by adver-
tising, illustrated the merite of his instruments very largely.

From small beginnings, the genius and enterprise of the house has won
for it the highest rank. "The uniformity of excellence which particularly dis-
tinguishes all the Steck piunes is due, not only to the known integrity of the
firm, but especially to the fact that no instrament ever issued from the estab-
ment without having undergone a thorough inspection and sanction from the
BENiOr partner in persor.

We may add, in conclusion, that adjoining the warerooms is an elegant
hall, forty by sixty feet in dimensions, the eciling of which was superbly fres-
coed at a cost of over two thousand dollars. The hall will comfortably seat
from three hundred aud fifty to four hundred persons. It is used for elussical
concerts, and Lectures in (German, French, and English, and is a favorite re-
sort of the educated and refined.

ONCE in a while we find a man who appreciates the benefits of adver-
tising. Such an one recently gave a twenty-five thonsand dollar printing
press to the London Zelegraph, accompanied by a letter saying: “In your
paper, by judicious advertising, I bave amassced the fortune which enalles
me to offer this testimony of regard and good will” «This,” says the Ihil-
adelphia Fhelletin, *is not an unusual circumstance. At least the making of
fortune by ‘judicious advertising’ is not unusual, although the giving of
twenty-five thousand dollar acknowledgments therefor is confessedly not so
common, There arc very many colossal fortunes that would not now be in
\ the poasession of their present holders, were it not for ‘jud cious advertis'ng.’
‘|The lucky owners of these vomfortalle swms deserve to enjoy them tor their
'pxercise of enterprise, tact, energy, and nerve, and, so that they have paid
]'gi heir advertiging bills fully and fairly, the printer has no further claims upon
them. English newspaper publishers may look for sueh substantial recog-
tions of their merits as this that has just been accorded te the London

Yelegraph ; but American newspaper folks are perfectly willing that their
~dvertisers shall make fortunes through the agency of their printed columns,
provided they promptly pay the regunlar charges for advertising.”

Among the live and progressive Institutions of the day is G. P. Rowell
& Co.s Advertising Agency. Their establishment is so systematized and
their facilities are so ample that the public is sure of being served in the
most complete manner.—Boston Post, Dee. Tth, 1866.



PETER LORILLARD.

The house of the Lorillards on Chambers street has a history that wonld
fill a goodly volume, and one of interest too. Ilere nearly one hundred and
twenty years ago, on what was then the high road to Boston, Pierre Loril-
lard, the founder of the house, built his snuff factory. The factory stood
at the other end of the bLlock—that bounded by Chatham street. Five or
gix aeres surrounding the works woere owned by the industrions Huguenot.
After his death the works were carried on by his widow, after her decease
by Peter and George conjointly, and after these by Ieter, son of Peter, who
died three years agoe worth twenty million dolars. The present head of the
house is another Peter, son of him last named, a man of sterling character,
as zealous in the pursuit of trade as any of his predcecessors. He has three
brothers, Jacob, George, and Louis, the former of whom is the only one of
the three engaged in husiness. Mr. Peter Lorillard is assisted in the eonduet
of hiz enormous trade by Br. Charles Siedler, the junior partner, educated
in the house, and who has achieved his present position during twenty years'
consecutive labors for the welfare of the firm. Mr. Siedler is but thirty-four
years old or thereabouis, yet works the great machine as if he had handled
it for a century. He is the chief buyer of leaf for the house and general
superintendent of the manufacture and the-sales. Br. Lorillard attend.
chiclly to the finances which, as after fisures will show, embrace more do’-
lars than did those of half a dozen German principalities before the con-
federation.

The prezent store in Chambers street is built, as we have said, on a por-
tion of those five acres once flanked by the high road to Boston. This
was raised in 1859, and was then assumed to be large enough to meet all
fature requirements of the house down town. It is slready much too small.
In the basement the packing of the fine qualities of enuff is carried on and the
labeling and the affixing of the revenue stamps. On the first floor are the
offices and shipping rooms. On the second floor are other packing and
stamping rooma. On the third, as busy as bees in honey time, there are sev-
eral rooms full of girls engaged in wrapping the chewing tobaceo in its neat
covering of tin foil, and men who pack the tobaceo therein by an ingenious
process, which would be intercsiing to deseribe had we but room for the
detaiis. On this loor, alse, some twenty sewing-machines or thereabouts are
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rattling Like a hail-storm, fwhioning, guided by nimble tingers, the bags
which are to coutain the score of varieties of smoking tobacco. Ten thoasand
little pouches ave here made per day, to contain each from one-eighth Lo a
pound of the vdorous weed, and using np no less than from one to three
thousand yards of mnslin and linen. On the fourth floor these bags are
filled and stamped and labeled.

Upon each barrel, box, bag, and package which leaves the place the
government stamp has to be affixed, and this is in great pavt <lome in a room
expressly devoted to the object, aml by the most trustworthy servants.

In addition to the store described, and two factories, the establishinent
embraces three large bonded warehouses in the city, four in Brooklyn, and
four in Jersey Uity. It has leafpurchazing houses in Cincinnati, Louisville,
in YVirginia and North Careling, and agencies in almost every important city
in the Union. In another year it will have added 1o these a new factory np
town, to embrace an entire block. It employs in all about seven hundred
hands, ¢ whom it pays in wages about three hundred snd twenty-five
thousand dollars per aunum, The gross sales of the house for tire year 1464
reached between fonr and five million dollars.  Fowr te six thousard hoygs-
heads of leaf are at all times on hand, either in store or i proeess of manm-
facture, each of these weighing from ome to two thousamd ponmils, The
city sales amownt to about seven hundred thousand dollars per simum. The
aross sales in pounds for 1568 were of fine cut tobaeco, one million two hun-
dred and thirty-six thousand five hnndred and ninety-five dollars; of smoking,
one million dollars; of snuff, one million dollars alzo.  Lasi year the assump-
tion was that they would be fifty per cent. higher in each deseription. In
1866, 1867, andd 1868, the house of Laillard pald to the government three
million five hundred thongand doilars in adivect taxes on their own manu-
facture.

A few years ago this firm cormunenced advertising, through the mediuvm of
the publie press, a new brand of chewing tobaeco, callad Century.  Tn this

rand there was money placed in given proportious, the whole was hand-
omely advertised, and there was an immense sale. DPeople hought tobacco
jhst for the sake of getting the money, and their attention was so frequently
cilled to it by the newspaper press that no one was likely to forget it.
hen, after a reasonable time spent in this way, the sales liad become go
lagge that its introduction was assured, the money was Jdiscontinued, and the
proprietors had a pleasant reminder of their sueeess in the money they had
mayle.

That the present head of this gigantie and centenarian frade, and great-
grandson of the irave old Hugnenot, Pierre Torillard, is fast acenmulating
a princely fortune is evident. It has heen whispered to ns, too, that he has
glorious schemes {or the expenditure of many millions of it, such as have
made the name of Peabody revered in the homes of the Anglo-Saxon people
everywhere,



DR. DAVID JAYNI.

It may with vontidence be asserted that no inventor of patent medicines
on this side of the Atlantic excecded the late Dr. Jayne in the mnount of
money expended in making the virtnes of his nostrums known, or in the
profits realized from the sale of them. Unlike Dr. Sehenck, he was educated
to the healing art, and waz a practicing physician in New Jersey before he
removed to Philadelphia. Of course as soon as he embarked in his new
business he could no longer be considered within the charmed ecivele, as the
regular frculty refnse to acknowledge sy one who deals in what are known
as secret enmratives,  But so long as he counld cure suffering humanity, filling
hiz pockets meanwhile, he conid well afford to bear the frown of his former
associates. Tt is more than thirty years since he commenced his business
career, beginning in a very small way, for his menns were limited, but he had
the good sense to see that no matter how much merit hiz medicines possessed
it was necessary to make them known. In the matter of advertising, Dr.
Jayne led all competitors in the race for fame and fortune, and he expendesd
probably as much money in that way at first 15 he realized out of the sale of
his compounds. Nearcely a newspaper could be found in town or country in
which his medicines were not recommended and their virines extolled. The
foundation of Dv. Juyne's snccess and tortune was laid while he was on Third
gtreet near Market, and he eould then have retired upon ample means had he
been content to do so.  About the year 1850, he began to look about for a
new location, aml he soon became the possessor of a valuable property on
Chestnut street, below Thivd, which he commissioned his frieud Tloxie, the
well-known builder, to Improve. This was done at an immense cost, a granite
structaire heing erested which in height and general appearance was c-alcnr
lated, as it was designred, to attract public notice, the name of the owner being
chiseled conspicuously upon the facade. To this seven-storied granite strne-
ture the great medicine man removael sbhont the year 1851, e had then got
too far up the ladder to fecl foar of any business mishaps, yet he continned to
advertize as liberally as Iefore he was s0 well known, being satistied, as he
often said, that newspapers have new readers every iday, and there were con-
tinually new patients to he physicked as well as ol ones.” At this time the
doctor's income had become so large that he could not well manage it in his
business, and he was not the man to let money rust for want of use. He pur-
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chased a property on Dock street and erected a large granite structure upon
the site, which, being immediately on a line with the Chestnut street store,
was used, in connection with the upper portion of the other, for a Mechanics’
Institute exhilition, a bridge being thrown across an intermediate street to
connect the twoe, In 1856, the doctor erected a large granite-fronted building
on Chestnut street, below Seventh, designed for public meetings, lectures,
concerts, balls, ete., which was called “ Jayne's Hall.” At a later period he
caused to be put up a marblefronted bloeck of stores on the site of the
Arcade, ealled “ Jayne's Marble Stores,” and about the same time altered a
. building in the same neighborhood for an insurance office—a concern of
which he was the Alpha and Omega. This was not the only speculation that
the doctor engaged in which did not pay. After an experiment of a few
years he gave the insurance business up, and closed the place. The doctor
did not trouble himself further with speculations in real estate until he con-
ceived the idea of building himself a palace in the “ West End,” among the
nabobs of the town. TUp to this time he seemed to be content with a plain
yet handsome resilence on Third street, above Spruce.  There with his young
wife he appeared to be enjoying himself, but he was not entirely happy, as
his agpirations for a larger, handsomer, and more attractive residence abun-
dantly show. He purchased a large lot of ground at Chestnot and Nine-
teenth streets, and commissioned John McArthar, the architect, to prepare
plans for the erection of a marble-fronted building, to adorn and beautify
which no expense was to be spared. _As an evidenee of hig liberality and taste,
he directed the *counterfeit presentment” of his daughters to be chiscled
upon the ornamental part of the parlor mantels; the doors to be made of
solid walnut, the knobs and fastenings to be plated with silver, the window
glass to be of the best Freneh manufacture; in short, everything to be first-
class. And he ecould well afford to be liberal. His fortnne was counted by
millions, and his income itsclf was so large that he had to conjure up ways
and means to dispose of it. When the place was nearly ready for occupancy,
\ when he had seen it throngh all the stages of its erection, from the laying of
y the foundations to the frescoing of the walls, and was anticipating, no doubt,
i many happy days in it, that terrible old apparition, with scythe and hour-
\glass, came along and 1aid his icy fingers upon him. Tn vain the doctor strug-
"gled, and in vain he invoked the aid of the best medical talent. The time
had ¢ome for him to leave his earthly possessions and seck those of a sub-
limer and holier kind. Finding his last hour to be ecome, he yiclded as grace-
fully as possible, and died in the belief of a blessed immortality. Dr. Jayne’s
record was good from first to last, and there was but one calumny he had to
encounter. He was charged with an attempt to buy his way into the Senate
of the United States. That he did really desire to go there, and was willing
to expend money liberally to reach that elevated position, was not doubted, but
it was not to be used in bribing members of the Legislature. The doctor had
no such thought, and he came out of the contest unharmed. In some respects
Dr. Jayne was a wonderful man. He had energy and foree of character in
an eminent degree; and his faith was never for a moment shaken in the effi-
cacy and certain return of newspaper advertising. Peace to his ashes.



DEVLIN & Cu.

The manufacture and sale of ready-made clothing coustitutes a braneh of
trade which 1s everywhere strictly dependent upon the progress of wealth
and refinement.  Next to shelter and subsistence, the principal want of man-
kind is for clothing adapted to the eircumstances of climate, season, national
habits, or individnal taste and caprice. T'he temperate latitudes and the most
refined nations with accumulated wealth give the largest scope and the amplest
rewards to the clothier and the customer. The rich and highly-privileged
nations who chiefly oecupy the temperate zone, by reason of the regular suc-
cession of seasons, the gradations of society, the general diffusion of wealth,
the multiplicity of arts and occupations, and the personal treedom allowed,
encourage a corresponding diversity of costume to meet the varied wants and
tastee of each individnal under the changing whims of fortune and fashion.
Ilence we find 2 large proportion of the productive industry of efvilized
natlons devoted to the growth and wanufacture of the various fabrics used
for clothing and of the implements and the machinery subservient thereto.

A very great part of the internal and foreign trade of the most commer-
«cial States consists in the exchange and distribution of materials for clothing,
in the raw or manufactured state. Needle-women, by whom, ander the
modern system of wholesale manufacturers of clothing, the chief part of the
work has been performed, have sometimes found prices insdequate for a com- f
fortable support. The comparatively recent introduction of the sewing-
machine has redueed the number of sewing-women; yet their sudden dis-
placement bas not on the whole damaged their intercsts as a class.  The revo
Iution i the tailoring business which has created the ready-made clothin
trade, a8 u distinet branch of industry, began about thirty-five years ago. A
that time a few establishments in New York aud other prineipal cities were
engaged in shipping clothing to the Southern States and forcign ports, Before

! that time ready-made clothing consisted prineipally of slop-work for seamen,
:f some of it being imperted, The domestie market has been the main depend-
¢ ence of the wholesale clothing trade. The business has now bhecome widely
distributed thronghout the country. Its extension has wrought an important
change in the dry-goods trade. The importation and sale of foreign and do-
mestic cloths has passed. in A measure, into the hands of wholesale elothing
3
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merchants who unite the jobbing business with thai of manutacturers and
dealers in clothing on a large seale. So extemsive have some of those hecome
that several thousand persons have heen employed by a single estallishment.
The male hands are mostly Irish and German immigrants, the eutters being
principally American. The wages have been almost wniformly greater than
the same class would earn in Hurope. The females have gencrally been better
paid than needlewomen in European cities. The sewing-machine has been of
late years cxtensively employed, and has given a vast impetus to the trade.
It hae cheapened the cost of production and enabled the manuafacturer to turn
ont his work with greater rapidity, and thus to accommodate his stocks to the
current state of the market. And as many sewing-women thomsclves possess
these machines, they are enabled to counterbalance any reduction in the price
of work by its increased amount. These machines have contributed to make
the large wholesale clothing houses of our chief cities the palatial cstablish-
ments they have now become, rivaling in extent and completeness those of
any other branch of trade.

One of the most extensive and respectable houses in the clothing trade
is that of Devlin & Co., who have two large warchouses in Broadway, and
branch houses in Washington, Richmond, and Lexington, Ky. This estah-
lishment was originated in 1844, at the corner of Nassau and John strests, in
this city, under the firm style of D. & J. Devlin. After a notably sucecesstul
carcer of cighteen years at that location, the firm moved to the south-west
corner of Broadway and Warren streets, in 1844, and in 1561 they added the
large and elegant warehouse at the corner of Broadway and Grand street, as
the headquarters of their wholesale trade, the store at the corner of Broad-
way and Warren street being devoted to the retail business exclusively.
Sinee 1863 the firm style has been as at present, Devlin & Co., the members
being Jeremiah Deviin, Jonathan Ogden, Stephen W, Jessup, and Robert C.
Ogden. These gentlemen have all had the advantage of a life-time experi-
ence in the business, having devoted their exclueive attention to it continnally
from hoyhood. The founder of this firm died s few years ago, leaving a
colossal fortune, and his brother is now the representative of the family. This
latter gentleman is now on a trip to Europe, having recently taken a wife,

'and heing m the possession of such circumstances as would enable him to be

spared from the cures ol business for a while.

The five warchouses conducted by Devlin & Co. represent an amount of
trade equaled by few wholesale clothing manufacturers, and a class of cloth-
ing, eustom-made and ready-made, which long ago acquired an enviable
reputation for the firm, The number of employees engaged by them, in and
out of the five establishments, averages about two thonsand, including about
thirty cutters, all of whom are admitted by the profession to be accomplishedt
artists in their respective lines; and to their skill the celebrity of the goods
emanating from this house is largely to be attributed.

The clothing comprises all grades and prices of garments, ready-made
and made to special order, and the ecity trade of the honse is probably nnsur-
passed in extent by any other similar house in New York. In faet the whole
stock 1s manofaciured expressly to meet the requirements of the best retail
trade, and embraces the latest fabries of the foreign and domestic markets.
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continued year affer year to avail themselves of the list system, until their
advertising bills with Messrs. G. P. Rowell & Co. alone now amount to over
twenty thousand dollars per mmum. They fiud their system the cheapest,
most advantageous, and least troublesome in use. A single contract with
them now accomplishes all for which huudreds of such agreements were
tformerly needed.

Mr. Jones is a firm belicver in the merits of judicious advertising.  He has
tested the subject thovoughly, and has advertised more extenstvely than any
publisher in the United States. The suceess which has crowned his efforts
has encowraged his competitors to follow his cxample, and it may be safely
gaid that he has, by his energy, his courage, anid the thorough and systematic
manner in which he has conducted his business, ereated a complete revolu-
tion in the book trade.

The Natioual T'ublishing Company have issued many valuable and io-
teresting works, not one of which has ever failel. Books that would bave
been so mueh dewl stock in thie hands of other pulilishers have heen sold by
thousands by thix Company. They rarely issue a work without seiling from
torty to fitty thousand copies. The reuson of this is plain.  The President
knows exactly what book will sely, and after taking hold of it keeps it con-
stantly betore the public by meany of his advertisements, and thus creates a
steady demand for it.

Mr. Joues is still 1 young man. being old in experience. not in years. He
is of medinm size, aml is sparely madde.  His featares are strongly marked,
his complexion sallow, mul his hair and beard black.  His mouth has a pleasant
but resolute expression, and his glance is quick and piercing.  Kvery move-
ment is full of energy, amd he is never ille.  He is extremely neat in his per-
son, and dresses with care and tagte.  Nocially he is very popular. e is firm
in his friendships, and generons to his enemies.  Ilis charities are large, bat
unostentatious, Ile is fourd of society, and has gathered around him a host
of friends who are devoted to him.  He is married, has a taumily, and resides
in an elegant mansion in Arch street, Philwlelphia. He owns considerable
renl vstate in that wity, hesides other property, all of which he has earned in
hig buginess.  Ile is very fortunate in his relations with the authors of his
publications. FHe iz cxtremely liberal with then., and never tails to win their
cordial friendship and esteem.

In his business relations he is a model for young men.  The diseipline of
his cstablishment is rigiil and exacting, bat his clevks and employees are de-
voted to him.  They Qiave been with him now for years, and would not leave
him for any other place. The salaries are liberal amd e never in arrvears.
The whole establishment is neat and orderly, Everything iz in its place, and
every detail is arranged with the utmost exactness. The eye of the Presi-
dent is on overything. Not a letter comes or goes without his inspection, not
a box is packed or shipped, not a nall drtven, or 2 book wrapped without his
knowledge. Ile attewds to all the various details of buying paper, stereo-
typing, illustrating, binding, and advertising, wwl never lenves hix office until
the work for the day iy done.  Tle knows the whole business thovouglhly, and
can turn his hand to anything, Besiles managing all these details of the
main office in Philadelphia, he exercises a caveful supervision over the Tnanch
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houses. He knows all the operations of each and every one of them, and at
regular times visits them in person. Hundreds of letters come to him every
day asking for advice and instruction. They are promptly and satisfactorily
answered, and his directions generally lead to auccess if followed fauthiully.
He has no idle moments. Besides directing the operatjons of five houses, he
has to watch over the thousands of canvassers whe are working for the Com-
pany in all parts of the Union. He is mever behindhand, however. He
has made hiz own fortune and that of the Company over which he presides,
and has won a name for integrity, business capacity, and energy which has
made him a2 marked man in his calling.

WE believe there has never been an advertising contract given out in
New York ety for which the competition was greater than for the one which
was awarded to Geo. P. Rowell & Co. in September, 1868, by P. TL. Drake
& Co. They had made application to the publishers direct in all cases.
Their letter states the result:

Orrice 0¥ P 0. Drakx & Co., NEw York, Sept. 18, 1868,
Messps. Gro. . Rowrry & Co., 40 Pakx Row, NEw YoRk :

Glents: Having compared your figures with those frnished ns hy other
advertising ageneies and with rhe terms obtained from publishers direct, for
the ingertion of advertisements of Plantation Bitters and Magnolia Water, we
find them satisfactory, and accept your contract as piven in your letter of this
date. Oblige us by causing the advertisements to appear without unnecessary
delay. Your bills for the amounnt, forty-three thousand, seven hundred and
raventy-six dollars and twenty-six cents, will be paid in acecordance with the
tarms proposel. Yours, very respectfully,

P. H. DRAKE & CO.

THAT was a profound philosopher who compared advertising to & grow-
ing crop. He said: “The fmrmer plants his seed, and while he is sleeping
the corn s growing. So with advertising. While you are sleeping or
eating, your advertisement iz being read by thousands of persons who never
gaw you or heard of your business, nor pever would, had it nut l.¢en for
your advertising.”



IHNENRY T. HELMBOLD.

Henry I, Ilelinbold was born in the city of Philadelphia, December, 1832,
His parents being in moderate circumstances, he was anxions that he should
commence “ earning his living,” and by unaided exertions he prepared him-
self for the High School, where he finished his literary and elassieal studies,
graduating with the highest honors at the age of nineteen. Subsequently he
became enamored of the study of chemistry, and, after taking his degree, he
pursued his private studies and elementary practice under the preceptorship
of an old and competent physician and chemist. About this time he embarked
in the drag business in a small way, and eommenced the manufacture of his
now celebrated Fluid Hxtraets, They hud then Dut a limited sale, as
it required considerable effort to bring them to the notice of physicians. At
this time extracts were sold in hulk, as * paregorie,” * syrup of squills,” and
other compounds. 1lis business inereased in this way, but the protection
offored him wus very slight. For instunce, a druggist receiving a physician’s
preseription for his article would in many cases substitute that of his own
manufacture, thereby eausing difficulty between the practitioner and himself.
Learning thig, and seeing that his interests were becoming jeopardized, he
eomeluded either not to sell to dcealers in bulk, notify physicians of his deter-
mination, and be satisfied to remain an obscure drugeist in the upper part of
a large city, or mlopt some entirely different method., He was aware of the
gingular prejudices existing against advertised remedies, and in truth had but
limited means at hiz commanid to experiment in * printers’ ink.” About this
time he received an offer for his drug-store, and disposed of it. The nego-
tintion was no sooner ¢oncluded than, with a few hundred dollars as his ¢ash
, eapital, he rented a small office on Chestnut street, Philadelphin, and was
ready for business in a fow days.  Advortising to him was a new and nntried
field, but with his smail capital he determined to know its merits anil value,
tor even at that carly Jdate he was no hand to loiter, so he concluded that he
wonld satisfy himself in one month. e manufactured a1 small stock, and ex-
pended all his surplus cash, amounting to about two thowsand dollars, in that
shhort period. s programme worked admirably, and from thut time he
continwed to suceeed, and increased his advertising i a corresponding pro-
portion,  On these principles he has continned to enlarge and expand his
buxiness until it has nssumed its present magnitude.  In the year 1863, his
business having steadily inereased. he determined to remove to “ Gotham,”
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where he could have o larger field for his operations, still retaining his
laboratory in DPhiladelphia. Here he installed himself in his drug and
chemical warehouse, 594 Broadway, to which he has been making such
additions and improvements from time to time as were actually necessary.

Dr. Helmbold has been aptly designated the * Prince of Druggists.” 1lia
store on Broadway is undoubtedly the finest of its kind on this continent.
Everything that money could supply and gooed taste suggest has been used in
the fitting up of his establishment, until 594 Broadway has become a place
that courts and receives the admiration of the thounsands of people who daily
throng New York's grand thoronghfare. SBome one has said it is the
most Buchu-ful store in New York. Although yet but a young man, he
has the present year been able to return an income of one hundred and fifcy-
two thousand two hundred and five dollars. There are innumerable drug-
gists In this eity, the majority perhaps doing a tolerable amount of busjness,
but we only know of one who can keep twenty thousamd dollars’ worth of
horseflesh to draw him up and down town, and a driver to make the animala
danece in front of his store for the benefit of those who love to look wpon
lively horseflesh, gold trappings, and 2 ©* whip 7 that can brush a fly off the ear
of a leader without disturbing a hair.

Dr. Helmbold is peenliar in the permaneney of his attachment to men of
Just and fair dealing. He wonld forgive a debt rather than distress a worthy
man. Besides his thorough knowledge of diseases and remedies, he is a fine
geologist, and well read in kindred sciences and general literature.  His busi-
ness habits are systernatie, precise, and industrious. e personally superin-
tends every department of his vast business, being affable, genial, and gencrons.

In the advertising department four clerke are constantly engaged in ex-
amining the ecolumns of the thousands of jonrnals through which Helmbold
communicates with the world at large, Hach clerk has his range of papers,
and when the mails come in these are properly assorted and examined, and a
record made of the serviee vendered by the printer on sueh and such a date.
On one side of this room are the newspaper shelves, or * pigeon holes,” all
carefully labeled, and in these are kept for months or years, as the case may
be, the different journals with which Dr. Helmbold does business.

As an advertiser Dr. Helmbold has no equal.  The amount of money he
expends every year in making his business known is extraordinary, almost in-
eredible, and ihe results of the advertising are remarkable. Take the one
article of “DBuchn,” Who has not heard of “Buchu?” Why, this magic
word adorns cvery dead wall, fenee, roek, and telegraph pole from the Atlantie
to the Pacific. Every newspaper of note in the States receives notices from Dr.
Helmbold, and the rustics of “Squeedunk™ have an equal chance with the re-
fined people of “ Bosting ” to learn of the wonderful properties of “ Bachu,”
The result of this advertising, as stated previouely, is truly remarkable.
During the year ending February, 1869, over three million hottles of Buchu
were packed and shipped to various portions of this continent, and the amonnt
expended in advertising was a little over two hundred and fifty thousand dol-
lars, exclusive of posters, almanaes, show-cards, ete. A one or a ten-thonsand-
dollar order to some newspaper is nothing exteaordinary for him, providing
the paper is of snflicient importance.
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Mr. ITelmbold has not always been suceesstul, s, owing to business con-
vulsions, he failed a few years ago, but soon recovered himselt and went on
a1 if the fair winds of' prosperity had never eeased to hlow.

A JusT REw ann—A notable example of the anceess which surely tollows
energy, honesty, thir dealing, and a liberal use of printers’ ink, is turnished in
the firm of Geo. P. Rowell & Co., Advertising Agenis, 40 Park How, New
York. This iz one of the youngest houses in the advertising business in the
whele country, amd is among the most prosperons, The firm commenced
business in Boston in 1865, but their suceess was so great that they soon
removed to the great metropolis of the nation, where they located them-
selves, in elegant quarters, about three years ago. Before that time their
business eomnections were confined altost exclusively to the Middle and New
England States, but «ince then they have enormonsly extended it, untill now
the evidences of their enferprise, in the shape of advertisements, may be
found in almost every journal of any note trom the Atlangic to the Dacific,
from the Canadas to the Gulf, and, doultless; the Aluska Flerald, if such is not
already the ease, will soon receive “ads™ and money throngh the mstramen-
tality of this indowmitable agency. They not only consider advertising
just the thing to bring business amd wealth to other men, but, like the
physician whe has confidence in his own remedies, they employ it liberally
for themsaelves.  Not long since they inserted in the New York Herald, Thanes,
and Tribune, tall page advertisements, for which they paid two thonsand dol-
lars in eash, and during the same weck they expended in advertising in other
dlirections four thousand more, making one thousand dollars per day for the
whole weck.  And this is but a small fraction of what they expend a year to
advertise thomselvos.  We have no means of knowing the amount of money
which does go to newspapers, from them, for their own business por annnm,
but the New York Ml puts their mere office expenses at forty thonsand
dollars.

It i not our purpose 1o say one word against other ndvertising agenciea.
There are several of them condiseted by thoronghly reliable and wpright gen-
tlemen, and good business men, tog, but sotnehow they all seem to luek some-
thing of that peculiav energy and exeentive talent which have made
this one so anprecedentedly successful. We have dome, and are atill
doing, business with quite a2 sumber of adverlising agencies thronghout
the enmntry, and have no fault to find with them, but Messes. G. T R.
& Co. give us more business than any other. Furnishing Iarge amounts
of advertising at fuir ficures, and paying promptly, has put this house
al the very head of agencies, and has made them a pame for honesty, refi-
ability, liberality, and promptness, which of itself is worth a fortune, May
the firm exist a thousand years, may they make a million dollars each year,
nl may the Conrier, at the end of the tenth century, stil! enjoy their fuvors
a8 thick and fast as in thiz year.—Muscatine Conrier.



P SILAS S, PACKARD.

This gentleman, who is extensively known ag an educator, aud more re-
eently as the editor and publisher of Puckard’s Monthiy, 18 nearly forty-three
years of age, but would rcadily pass for thirty. He is rather slightly built,
of medium height, with light complexion and blae eyes, and has the presence
of an active, energestie, capable business man. He was born in Cunnington,
Magsachusetts, a brisk listle village nestling among the hills of Hampshire
County, and renowned as being the birth-place of William Cullen Bryaut,
He removed 1o Licking County, Ohio, when a young boy, where Le received
what of education he has obtained from schools. e left home at the age
of sixteen and engaged in teaching, which business he has followed in va-
rious commections, and with occasional intervals, to the present time. Tle
spent three years—from 1845 to 1848—in Kentucky; and removed thence to
Cincinnati, where he became connceted as teacher of penmanship with Bart-
lett’s Commercial College. then in the zenith of its fame and financial sue-
cess, He remained connected with this institution two years, during which
time he wae married; removed thence to Adrian, Michigan, where he spent
eighteen months as teacher and editor of a local educational monthly. In
the fall of 1857 he removed to Lockport, New York, and was, for nearly two
years, connocted with the Union School of that city. In the fall of 1853 le
became editor, and shortly afterwards proprietor of a weekly newspaper
the village of Tonawanda, Erie County, situated on the Niagara River, mid-
way between Buffalo and Niagara Falls. This paper, thongh necessarily
restricted in its cirewlation and advertising patronage, was marked by the
best features of a country newspaper. It had the distingunishing quality of
being always alive to the local interests of the village in whieh it was
printed. Tonawanda, through the efforts of certain capitalists of Cleveland,
who had invested Jargely in-its real estate, had just previous to this date set
up loud assertions of competition with the neighboring city of Bufthlo,
baging itz principal claim upon its splendid harbor, its ready facilities for
transhipment to the Erie Canal, and the fact of its heing open to lake navi-
gation in the spring weeks previous to Buffalo, the harbor of which is nsually
Jjammed full of ice from the prevailing western winds, long after the channel
ir elear down the Niagara River. Mr. Packard, through his paper, the
Niagara River Pilot. kept these facts hefore the people, to the no small annoy-
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ance of the Buffulo editors, who expended their ridicunle and small wit upon
the pretensions of the “ one-horse town.” The Impetus in and taste for jour-
nalism which three years' condnet of this local paper gnve him hasnever forsaken
him, anrd during the years which have elapsod since he lett this field in 1856 he
hias beon constantly desirous to return to the editorial quill.  In the fali of 1856,
at the earnest solicitation of Messrs. Bryant & Stratton, who had established
the second of their mercantile colleges in the city of Butfalo, Mr. Packard took
charge of this institution for & ghort time, but very soon moved to Albany,
where, under the patronage of the same firm, he established the Albany Bus-
iness College. In the spring of 1858 he removed to New York eity and
bocame the editor of the Aenerican Merchant, a monthly magazine, published
by Bryant & Stratton in the interest of business edueation. In the fall of the
same year he established, with these gentlemen, in the Cooper Institute builid-
ing—then just completed—the New York Business College, which bas since
grown to be ome of the most important and flonrishing institutions in the
country. Two years ago this college passed by purchase under the sole pro-
prietorehip of Mr. Packurd, and now oceupies the entire fourth, and a large
share of the third story of the Mortimer Block, situated on the eorner of
Broadway, Twenty-second street, and Fifth Avenue, and having in daily at-
tendance between three hundred and four hundred students.

In May, 1868, Mr. Packard commenced the publieation of his monthly
magazine, now 80 generally known throughout the country.  Shortly after its
commencement he made the acqnaintance of Mr. Oliver Dyer—then, as now,
one of the editors of the New York Ledyer, and a practieing lawyer. M.
Dyer, in connection with missionary labor in the Fourth Ward, had come
across one Johm Allen, the kecper of a low dance honse in Water street,
whose sivange characteristies, mixing the wildest profanity and debauchery
with the Bible and spiritual songs, made him a most excellent subject for a
gketch. Mr. Packard employed Mr. Dyer to “ wriie up” this man andl his
den in a magazine article, which he did. The sketch, which was exeeedingly
graphic and unique, was published in the July number of Pruckard's Montidy,
under the astonishing title of *“The Wickedest Mar in New York.™ The
holdness and aptness of the title and the still greater holdness of the article
itself, which gave names, numbers, and facts without disguising, ereated
throughout the country a marked sensation, and brought the name of
Packard's Monthly so prominently before the public that its success, with judi-
cious management, was assured.  Mr. Packard, however, had the shrewdness
to see that a permanent success in literature could not be made by one short
magazine article, and that whatever might be the ability of his new contribn-
tor, there was little prospect of his finding material fo answer the expecta-
tions which the “ Wickedest Man” article had excited. Enough was done,
however, to prove that there was an untried but fruittful specialty in journal-
ism, and that, if the public counld ounly be supplied with facts that were of
sofficient interest, they would willingly forego fietion. He therefore hung
out his banner, inseribing thergon, “Trnth stranger than Fietion,” and set
to work, supplying through the pens of writers, known and unknown, the
most trenchant and readable matier on soeial, political, and professional
topics a liberal outlay of time and money would seeure.  He also advertised
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liberally, and has succeeded in establishing a magazine with a field peculiarly
its own, and which has before it a wide area of heneficence.

In the year 1869, Mr. Packard prepared for the press the most claborate
and extensive text-book on the Science and Practice of Accounts ever pub-
lished in this country. It iz extensively used in the high-schools and eolleges,
and forme the basis of instruction in the International Association of Busi-
nesg Colleges, which has absorbed the Bryant & Stratton ehain, and has
separate institutions located in all the principal cities of the United States
and Canada.

Mr. Packard is a liberal advertiser, believes in it, and acts up to his
belief. He hag, on two or three occasions, expended in a single day on the
daily papers of the city over two thousand dollars in presenting the elaims
of his institution ; and, like all men wheo advertise boldly and intelligently, he
has slways met adequate results. He has laid broad and sure the foundations
of success in his college and magazine, and a bright future is before him.

ADVERTISING AGEXNCIES.—In common with other large advertisers, we
have had oecasion during the last five years to do business with advertising
agents to a large extent. We have tried nearly all the varions agencies, but
eame to the conclusion long ago that we could do better by giving our busi-
ness to G. P. Rowell & Co., 40 Park Row, New York, than by employing
any other persons. This firm probably does a heavier business than
any other advertizing agency in the country., They are prepared to
insert an advertisement in one or four thonsand papers, and at the pub-
lishers lowest prices. We have tried them—doing business with them
weekly—and we Anrow they can do our advertising better and cheaper than
we could do it ourselves. Having the most extensive facilities for deing
buginess, they never make mistakes; at least, they never make mistakes
on our work They are alzo the publishers of the Advertiser's Gazetic, a
monthly journal devoted to the interests of advertisers. It may be because
we are interested in advertiging, but we find the Gazette the most interesting
paper we receive. FPublishers and advertisers could not well dispense
with it. And we advise all who have an interest in advertising to
gubscribe. If you have any advertising to do, we recommend yon to let
Messrs. G. P. Rowell & Co. do it. They can do it better and cheaper, and
they %naw all there ia to be known as to the value of the various papers, and
can give you valuable information. We say this judging from experience.
We know it has paid us to deal with them, and finding them prompt, honor-
able, and reliable business men, we take pleasure in recommending them to
the public, and the advertising public in partienlar.—Star Spangled Banner,



JOHN WANAMAKER,

Thongh so well known and so extensively patronized, John Wanamaker,
one of the leading clothiers of Philadelphia, is yet a young man aml has a
very juvenile appearance. This immense business has been the work of the
past ten years—hard work at timee, but never carried on in any other than a
wo-ahead spirit, an unflagging energy, anid an indomitable will. e began his
business career in a rather small way, in eompuany with Nathan Brown, and
the firm name, Wanamaker & Brown, hus become as familiar to the people all
over the country as Franklin’s maxims or Feorge Franeis Frain’s odd sayings.
Like all othor beginners who atart in a trade that is as old as civilization and
open to every man, the new firm had to encounter the opposition of experi-
enced clothiers, and of 2 host that had but a short start of them, yet this did
not in any manner dampen the ardor of John Wanamaker, who s the ac-
knowledged head of the concern. He early saw that to sit down, tape
measure in hand, and wait for customers of an inquiring turn of mind to pick
out his shop from the many by which it was encompassed, merely by having
two or three well-dressed dummies at the door or a half dezen coats and as
many pairs of pants swinging and flutiering in the breeze along the store
front, was not exactly the way to carry on business in these latter days, and
he resolved to make himself and his establishment known through the medium
of newspapers, as the very best way of securing public patronage, and in a
comparatively short space ot time he had suceceded in turning the eyes and
feet of a large number of people towards his mart of fashion. Few of onr
citizens have more thau a faint idea of the Iarge amount of money expended
by some tradesmen in advertising their goods. They sec an advertisement in
a newspaper which they occasionally meet with, long or short, as the case may
he, and that is all. If they had the privilege of inspecting the daily exchanges
of a first-class newspaper, through many of which the same or similar busi-
ness notices are to be found, they might well wonder how such expenditures,
distinet from current, in-door ones, ¢ould be met. The seeming doubi created
would be resolved if Mr. Wanamaker should open his Looks and show the
extent of his sales as the resuls of the outlay for drawing custom. In every
business in which the profite are small or moderate, there mast be large sales
to warrant such expenditures, and the galez are not likely te be so withont
liberal advertising. Suppose they can be increased trom five thousand to ten
thonsund dollars per week, at ten per cent. profit to the dealer above expenses,
there wenld be an addition of five hundred dollave every six working days,
and in the sume ratio its inerense can be continued Ly adding to the number
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of customers. If ten per cent. additional will pay the whole cost o carrying
on the trade, the advertising may be profitably enlarged in the proportion
that the addition to the receipts justifies it. From this it may be seen ai »
glance exactly bow the tradesman, who has given the subject the thought it
deserves, can add to his profits and astonizh simple-minded people who plow
in the same easy-going way their fathers did before them, never going out of
the beaten track.

Much less than a hundred years ago, in the days of slow-coaches and
very slow people, when business men were content with tew sales and small
profits, it made little difference whether a tradesman advertised his goods or
not. But the whole course of trade and traflic has undergone as much change
as other things, and now it is indispensible that he should keep up with the
progressive spirit of the times, and he is certain to snccesd best who in busi-
ness tact, and the liberal expenditure of money, leads rather than follows in
the race. It is doubtful if any retail clothier in the United Siates scatiers as
much money among newspaper peeple as John Wanamaker. A new cstab-
lishment recently opened by him on Chestnut street, one of the most exten-
sive on that fashionable thoronghfare, is being brought into notice by the same
means that the Market street house was made known. It is advertised as con-
taining clothing plaim and nobby, eut artistically, warranted to fit, and superior
in all respects. It has conneeted with it a juvenile department as ¢omplete
in all its arrangements as the adult customer branch, and affords facilities for
dressini little people not ofter met with. Thes much of John Wanamaker
a8 a clothier. Qutside of his business he is as active and energetic as he isin
it. When a mere boy he became a member of the Young Men’s Christian
Association, and, being a ready speaker and a pusbing fellow, he soon made
his mark, and he is now one of the foremost of that organization. Four or
five years ago, in company with others of his own spirit, he set about the col-
lection of funds for the building of a chapel and Bunday school, on a large
seale, in 4 part of the city not well provided with either. It was a gigantic
undertaking, conceived in a spirit of Christian benevolence, and requiring
efforts of no ordinary kind to earry it out. That the work was recomplished
according to the design of the founders, and that it stands a monument of
what may be done by well-directed efforf, are facis beyond dispute,

The subject of onr sketch iy not one of those who would hide his lighs
under a hushel or do a good act without caring to let it be known. ITis namne
is cut in enduring granite on the front of one of the fountaing which gtand
near Independence Hall, with © presented by” as a prefiz, while the lady who
subseribed snfficient to ereet the ather had too mueh modesty to let the way-
farer kinow, as he stops for a cool draught of water, to whose liberality he is
indebted for it. But the irrepressible John was only fellowing out » work he
had begun some time before. He had caused the universal « Wanamaker &
Brown” to be chiseled on the street crossings, painted on rocks, and mounted
on house-tops. That they have not been watted to the elouds, and tied to the
tail of a fiery comet, is only because Yankee ingenuity has not yet devised.
the ways and means. No doubt the seeming impossibility would be at-
tempted did not newspaper advertising fall in so entirely with the views and
feelings of the bead of the firm.



J. ESTEY & CO.

The manufacture of melodeons in Brattleboro ecommeneced in the year
1846. Like most of the great and lucrative business schemes of the present
day, the beginning was a very humble one, barely two men being employed.
It progressed, with the usnal ups and downs, until the year 1849, when the
persons engaged in it caught the then raging California fever and desired
to give up the business, giving, as an additional reason, that the country was
#flooded with reed instruments,” and, therefore, the further manufactuwre of
them could not be made to pay. Jacob Estey, however, then about thirty-
five years old, with the keen foresight and shrewd business tact which has
always characterized him, thought differently. Melody and harmony, fo his
mind, were not yet at a discount in Ameriea, and he became at once inter-
ested in the business, although only as a silent partner. The demand for
ingtruments continucd to increase, and with it were enlarged the conveniences
for their manufacture, until, in 1857, the name of the firm had become Estey
& Greene, and the buildings used by them were where now stand the estab-
lishments of Smith & Coffin, carpenters, and George E. Selleck, printer.
During this year, misfortune overtook them, and their mannfactories were
entirely destroyed by fire. Nothing daunted, however, and still clinging to
the idea that the country was not, even yet, “flooded with reed instruments,”
Messrs. Estey & Greene immediately purchased the land directly oppo-
site the site upon which their former buildings had stood, heing compelled
to buy of six or eight different parties in order to procure the desired
amount, and new cdifices were at onee erected on the spot where they now
stand. After these factories were up Mr. Greene retired from the firm,
and from that time on til! Japuary, 1864, the demand for the Estey melodeon
continued to increase, and at that date between forty-five and fifty workmen
were engaged in their manufacture, some seventy-five or eighty instruments
being turned out per month. On the Tth day of January, 1864, the destroy-
ing element again visited Brattleboro, and again entirely burned to the
ground the whole establishment. Jacob Estey continned the bnsiness alone,
beginning at onece, with his aceustomed energy, to rebuild his factories. The
lamber for the new buildings, at the time of the fire on the 7th day of Jan-
nary, stood in the woods, was cut, sawed, and delivered upon the grounds

4
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ready for use by the 22d day of February, and in twenty-five days’ time the
buildings now standing werce crected, enclosed, plastered, machinery in and
men at work—uan example of indomitable energy and perseverance rarely
equalod, and two of the chief characteristics of the man, Jacob Kstey. 1In
Junnary, 1865, Mr. Kstey took in two partners, and the firm was known as
J. Estey & Co., which continued until April, 1866, when these partners
retived, Mr. Estey taking in two others, his son-in-law, Levi K. Fuller, and
son, Julius J. Estey. the name of the firm confinuing the same. Imme-
diately afterward, the new firm purchased two aeres of grouml on Flat street,
and commenced the ercetion of new and extensive buildings thereon, the ones
already in use being entively inadequate to the demands of their still rapidiy-
increasing business. The new building was up and eceupied on the 1st day
of September, 1866, All of their factories have been, since that time, and
are now, in full blast ; they employ two hundred hands; turn out over three
hundred instrumenis per month; pay about one hundred and twenty-five
thousand dollars per year tor help alone; own over ten thousand dollars’
worth of real estate, and have invested, in the village of Brattleboro, about
two hundred thousand dollars.

Having thus given a brief history of the risc and progress of the import-
ant enterprise, let us pass io a more critical examination of the buildings
and the details of the business.

The old fretory is so called becanse it was erected prior to the other,
not becanse it is essentially an old structure. Another building ia the “ dry-
honse,” where the wood used in the manuficture of the celebrated cottage
organs is properly seasoned. The heat in this dry-house, which is sapplied
by a2 network of large and small steam-pipes, is kept at an average height ot
one hundred and thirty degrees. The lumber is kept herc—after having been
cut two years at least—trom three to six months, rosewocod execepted. it be-
ing subjected to at least a ten months’ heating and drying process.

A large building iz the property known as the “old factory,” it being
the one so expeditiously erected In 1864, The small “L” between the dry-
house and main building contains a thirty-horse power engine which runs the
machinery, not only of thizs establishment. but of another across the street,
being connected with the latter Iy a shaft Jaid under the road. Tpon the
first floor of the “old tactory™ the stuff is sawed out and placed ready for
use in the manufacture ot’ the organ cases, which are made on the next floor
above and put together upon the third floor. Upon the third floor in the
rear, in rooms especially set apart for these purposes, are carried on by ex-
perienced workmen two of the mosi delicate portions of work connected
with fhe manutacture of the celebrated © cottuge organ "—the making of the
“reeda” and the “reed-hoards.” The “reeds” manulactured by Estey &
Co. have a wiile reputation for sweetness and dnrability. The machinery by
which they are made is patented add owned by the firm, and new improve-
ments are being constantly added. Some six or eight tons per year of brass
are used in the manuthcture of the reeds—which are In reality the instrument,
for upen their excellence depends the tone and quality of the organ when
finished. In the raom where the reed-boards are made may be found some
of the finesi-working aml most delicately-nrranged machinery in the whole .
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establishment. To attempt an adequate deseription ot the =ame withount
diagrams would be useless, hut some little idea of its efficacy may be gath-
ered from the faet that the cutters which scoop out the recepiacles for the
reeds revolve eight thousand two hundred times per minute. This speed
has not been obtained, that we are aware, elsewhere. In a small room upon
the top floer of the “ old factory ” the carving of the legs for the melodeons
and cases for the organs is done, moatly by hand. Upon this floor, alse, the
canes are fitted together, and from thence taken to the new factory, to the
top or fourth floor of which they are hoisted, by means of a large elevator.
Here they are varnished, polished. and made ready for the reception of the
maost important portions, the reeds, bellows, ete.  [Tpon the second floor the
“aetions "—key-boards and their connections with the valves which, together
with the reeds, produce the sweet melody for which the cottage organs are
so jusily celebrated—are made, as also are the bellows, pedals, stops, ete.
These being finished, and the cases also having been made ready, both are
taken to the third floor, where the actions are put in and the ergans put in
ghape for the hands of the tuners. 'This portion of the work is performed by
experienced muricians, each one having a room set apart for his own use,
from off the warerooms, where, day after day, may be lieard every note of
the gamut from the Jowest sub-hass to the highest treble, each note being
tested and tried with a thoronghness and exaetness which render discords
absolutely out of the question. The instruments, thus completed, ave placed
in the warerooms to await the packing and shipping process, which ix con-
stantly going on, Messrs, Estey & Co. being unable to keep any number of
their organs on hand, owing to the constantly inereasing demand for them
from all parts of the conntry.

Upon the first floor of this buildling are made the packing boxes; in the
“1." part ie another drying-house or room, in addition to the one already de-
seribed as attached to *the old factory:” the low, round-roofed building on
the left and rear, made entirely of brick and iron, containg another thirty-
horse power engine which drives the machinery. The entire building, as well
a8 the dry-house, is heated by steam-pipes and lighted with gas, and is far-
nished with fire extinguishers and other necessary appurtenances,

The terrible flood whicl swept over our land Oetober 4, 18G9, did not
escape Brattleboro in its work of devastation, nor did the house of J. Estey
& Co. go unharmed. The mouwntaln streams eame rushing down with much
force, swelling as they went., carrying away dams, mills, shops, factories. and
houses, till they reached to waves of tremendous height and swept aroundd the
shops of Fstey & Co., through their lomber yard, and destroying ahout two
thousand dollars’ worth of lumber and other property. Hince then they have
diked and entrenched strongly for future protection. At the time of the
floed they were ahout erecting another large shop to aecommaodate their rap-
idly increasing business; but the floods have changed all this, and they have
bought a lot of sixty acres of land 2 few rods west of their present site, and
on higher ground, and already are erecting the largest and most extensive
organ works in the world,

The manufactories of Messra. J. Estey & Co. form one of the prineipal
elements of the prosperity of the village of Brattleboro, supporting a large
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, nomber of tamilies, who 1n their tnrn contribute very largely to the support

Tof the different stoves in the place, while much of the material used by Istey

! & Co. is purchased by them of the merchants. ereating a demand which
would not, otherwise, be neeessary. Aride from their particular business,
this firm have always manifested a degree of interest in the weltare ot the
place, and gunerally an enterprising disposition which does them much credit,
and has added in no small degree to the progress which Brattleboro is stead-
ily making.

This firm are also noted, hesides the exeellence of their organs, for the
amount of their advertising. KEvery paper in Northern New England bears
tesfimony to the extent and pevsistency with which they have given publicity
to their business, aml Mr. George Brown, an extensive musie lealer, sund one
of their agents, has borrowed money at two per cent. a month, and tound it
to pay, in discharging bis ailvertising Lills. The company, of eourse, have
never done this, being possessed ol ample means.

ApveErtisixg AcENcirs.—Several of our exchanges have favored a con-
vention of newspaper publishers to take steps for sceuring advertising direct
from those desiring the work done, rather than through the medium of the
variony advertising agencics, They assert that many newspapors are not only
swindloed by irresponsible concerns of this kind, but are required by respon-
gible agencies to furnish their space ar too low prices, and the firm of Geo.
P. Rowell & Co. has been mentioned in connection with the latter of these
classes. For our part, we had rather deal with responsible agencies, who
pay cash, than to trust to the many  doubtful and wncertnin fiems who
apply with fair professions and pretentious liberality and flat out hefore
pay-day comes. We think it extremely doubtful whether an advertising
association would 1o the business any more cheaply or satistactorily than it
is now done by the several responsible agencies. Individual and private
effort is almost invariably more energetically and economically comducted
than by organizations, which are uswally officered by men unfit to conduet
their own business snccessfully.— Delawrare Republicun.

Anour ADVERTISING.—The proprietor of an extensive establishment in
this regien, in sending in his order for a new advertisement recently, says:
“ T have doubled my trade in the last cighteen months through advertising,
and shall in 1870 invest double in that line what I have in any previous year.”

Here is the unsolicited testimony of a prosperous business man as to
the great secret of business success. To sell goods or serviees, the owner

must inform the public where they can be proewred.—Coos Republican,
Lancaster, N. H.
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THOMAS HOLLOWAY.

'The system of advertising has been carried to a far greater exient in
England than here. Single merchants spend forty or fifty thousand pounds
annually in inereasing their DLusiness, and find that it pays, and one drug
dealer, Themas Holloway, far exceeds this. Mr. Holloway is now
about sixty-five years of age, having been born in 1804, His business in the
fine in which he is now known commenced on the 15th of Qctober, 1887,
He had little capital, and conld not make large ventnres, and the medicines
had not been offered to the public before he began to advertise them. One
handred pounds were spent in one week in advertising their merits, with the
discouraging result of selling only two pots of ointment. No one wonld
then have accepted the medicines as a gift. The most assidwons industry and
the most rigid economy were reqnired to enable him to carry on the busi-
ness, and Mr. Holloway began his day’s work at four in the morning and
continued it until ten in the evening to do that himselt' for which otherwise
he must have paid. His remedies obtained for a time little or no favoer, but
thie did not dannt him; he went on advertising judicionsly and with deter-
mination, and in the end suceeeded in creating for his preparations a limited
reputation throughout the British Isles, which might have satisfied him at one
time; bnt, as desires inerease with what they feed upon, he made up his mind
to be content with nothing less than girdling the giobe with places for the
sale of his remedies. To obtain knowledge about foreign countries of which
there did not exist full descriptions, some Cathay of the distance, he used to
inquire of the captaius of vessels sniling to remote parts, and stored up in
his mind the information they had given for future use. It was a rule with
him from the commencement to use judiciously afl the money he conld spare
in publicity, which went on increasing, and in the year 1842 he spent five
thonsand pounds in advertising. Time rolled on, and from the hitherto wn-
thought of outlay of five thousand he inereazed it to ten thousand ponnda
in 1845, At the time of the Great Exhibition in London in 1851 his expen-
diture was twonty thounsand per annum ; in the year 1855 the cost of publie-
ity had risen to the sum of thirty thousund pounds, the American agency
now selling and advertising largely, and in 1864 it had reached forty thonsand,
in advertising his medicines in every available manner throughout the globe.
For the proper applieation of their use he has had most ample directions
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transfated inte nearly every known tongue, such as Chinese, Turkish, Arme-
nian, Arvabie, and in most of” the vernaculars ot Twlin, together with all the
langmages spoken on the Knrepean continent.  The American agency docs a
vast amount of advertising, and there is the most convineing proof to them

|' of its suceess.  Mr. Ilolloway is s1ill hale and hearty, and it is said that his
expenses for publicity last year were about minety thousand pounds, or
about six hamdred thowsand dollavs in our present cwrveney.  As a proof
that the sueceess 1s owing (o mdvertising, we may point to (he fact that on

r their introduction into France the inventor wns comyelled by law to give
their formula, and it can consequently be ascertained. No other person,
however, had the pluck and faith to advertise it, and no other person, conse-
quently, reaps the golden reward.

Coorl—We notice suspended in conspicuous places here and there in
the city large thermometers swrrounded by ihe advertising eards of
different lusiness firms.  He muost be o wmeteorologist indewd who will in
cold winter weather (after taking the regisiry of the thermometer) stop to
read what Tom, Dick, and Iarry have to say about their various wares. In
dog-days this interesting process would be more exhilerating, if indeed it
did not equal a draft of Aretic soda or jec-cold Ottawa beer.  Aulvertise in
the ZFYiees, and your statements will be pouderst at the fireside when the
mind is in 2 vastly more receptive stute than when its possessor is pecring
through a frosty atmosphere upon a thermometer indicating a temperatura
of wero.—TFroy Times.

‘-.‘v_/’

ADVERTISING by driblets scattered over the whole country is a waste
of money. Ttis neeessary to put enough in one place to ¢uuse notiee to he
taken of it, for a two-line parngraph in one corner of a newspuper attracts
no attention at all. Repeat, aud repeat Loldly; sow the seed not only in
one periadica! circulating in a given extent of country, Imt in all thut the
commodity will bear. An advertisement may be seen twenty times without
buying, but the twenty-first time the attention may he fixed. o not be
slow in saying what you have; more fortanes are lost by modesty than by
boldness,



GEORGE W. CHILDS,

The eareer of Mr. George W. Childs affords one of the most remark-
able instances of suceess through mere imlividual effort to be met with on
the pages of biography. About twenty-five years ago Mr. Childs went from
Baltimore, his native city, to Philadelphis to seek his fortune, resolved cven
at that early day to search for it in 2 way best calealated to find iy, and to
leave nothing undone on his part to deserve it. e was an unfriended hoy
of fifteen years of age, with no one to take him by the hand, yet he did not
despaiy, even in moments of glnom nd disconragement. Soon after his
arrival he engaged with a bookseller, and for several years was a faithful
shop-boy, careful ne lesy of his employers” interests than of his own.  While
yet a mere boy, he commonced business on his own account: and singelarly
encugh ocenpied a portion of the building oun the sonth-west corner of Chest-
nut and Third streets, to which the Fubiie Ledger, 2 newspaper, now the
property of My, Childs, was afterwards removed.  Tu the year 1849, he being
then in the twenticth year of his age, Mr. Childs became associated with the
publishiing firm of 3. E. Peterson & Co., and the new firm, as Childs &
Peteraon, soon acquived a popularity the old one had not enjoyed,  One of
the first books issucd from the press nnder this management was © Peterson's
Familiar Science,” which was very popular, not less by reason of ity merit
than the means employed to make the reading public acquainted with it.
The foundation of Mr. Childs’s fortune, it may be sately asserted, was Iaid jn
the publieation of “Tlr. Kane’s Arctic Explorations.” a book which put
money into the pockets of everybody who had anything to do with it.
Prohably no American book was ever more prominently bronglit before the
people of the country.  The cirenmstances wmder which Dr. Iane made the
voyage, his youth, and the interest he excited in the public mind, together
with extended newspaper publieations, all tended to give the hook an unu-
sually large sale. Great credit was unquestionably sdne to Dr. Kane as an
explorer amdl an zuthor, but whatever popularity his book attained for its
clegant embellishments is due to James Hamilton, the well-known marine
painter. The sketches, it s true, were Iir. Kane®s own, but it requived the
eye, the hand, and the skill of genius to make anything out of them, anil how
well the artist succecided is known to every one familiar with the ook,
which in the lapse of time has fost little of its popularity. It may be safely
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asgerted that without the aid of the newspaper press the work wonld have
been comparatively unknown. Dr. Kane’s early death, the netice taken of it
by public bodies, the sympathy everywhere expressed, the reception of the
remains upon reaching the United States from Havana, and the obsequies at
last, the body being followed to its final resting-place at Lanrel Iill by all
classer and eonditions of people, were well caleulated to increase the desire
to read the work of the lamented anthor.

The firm of Childs & Teterson continuned in existence eleven
years, dnring which time It published a number of useful books,
nearly all of which, mainly through Mr. Childs’s efforts, had a large sale.
In the year 1860 Mr. Childs become associated with the firm of J. B.
Lippincott & Co., but he remained in it only a short time, and then com-
menced book-publishing on his own account. Alont fonr years after nego-
tiations were commenced for the purchase of the Public Ledyer, a newspaper
which under Swain, Abel & Simmons had attained a very large circulation,
and was vegarded as one of the best paying establishments of the kind in
the United States. That it had been so was unquestionable, and it was even
then regarded as an advertising medinm without a superior, but had manage-
ment, or more properly, no management at all, had made a material change
in its fortunes. Mr. Simmons had been dead some years, Mr. Abel was man-
aging the Baltimore Swn and had his hands full, and Mr. Swain was not
giving any attention to the Philadelphia intercsts nor to any other, for the
matter of that.- As a consequence, while the cireulation was kept up, and
the business seemed to be good, the receipts were small, and did not meet
ciurent expenses. However little Mr. Swain might have been digposed to
sell the Ledyer under other eircumstances, or even as it was, his Baltimore
partner insisted upon it, and Mr. Swain had to yield, and he did so with the
best grace possible. Towards the close of the year, the paper, with all its
type, presses, fixtures, the job office, and the weekly paper, all paszed into
the possession of Mr. Childs. It need not be said that the announeement of
the sale was a gnrprise to the public, though Mr. Swain’s failings were well
known, but when at the same time it was stated that George W. Childs
was the purchaser there waz a feeling of general satizfaction. He had no
sooner entered upon possession than he commenced needed reforms, and
gave to the publication his entire supervision, watching it with the ntmost
care. Yery soon he began to look about for new quarters, and purchasing
the block of stores on the south-west corner of Bixth and Chestnut streets
and the adjoining boildings on Sixth street, sufficient for his purposes, he
had plans and specifieations prepared for the new Ledyer building, which was
erected in 1865-66 and taken possession of in June, 1866, the opening heing
attended by a dinner at the Continental, which drew together z most bril-
liant assemblage of public men and newspaper people, citizems, statesmen,
goldiers, and auwthors. Mr. Childs has publiched a Dbeauntifully-illustrated
volume, containing 2 full description of the building, the speeches made on
the occasion, and the letters received from distingnished men. The affair
was wisely managed, and as the cffect was to bring the new location into im-
mediate notice the expenditure was judicions. The paper hae flonrished
more than ever sinee My, Childs has had it under his control, but he hag dis-
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tributed the profits liberally among the people in his employment, and by
his eourse has made every one of them z fast friend, cager and ready to
serve him. e is now in the fortieth year of his age; yet time sits so lightly
npon him that he scems senrcely more than thivty.  With all his wealth, and
his inecome last year reached the handsome sum of one hundred and sixty
thousand dollars, Mr. Childs has in no degree changed. In feeling, in the
treatment of those unider him, and in his intercourse with them he ig as he
ever has been, nor does he have less faith in the benefit of liberal advertis-
ing, now that he is & newspaper publisher, than when he was a patron of
the press. ’

ADVERTISING.—There are yet many slow and old-fashioned business
men who think that advertising doesn’t pay. For the information of smch
we give the experience of a few of the most snceessful business men,
expressed in their own language:

“ Withont advertisements I should be a poor man to-day.”—F. T.
Helmbold.

%My suecess is owing to my liberality in advertising.”"—Bonner.

¢ Advertising has furnished me with a competence.”—Amoz Lawrence.

#1 advertised my productions and made money.”—Nicholas Longworth.

“ Constant and persistent advertising is a sure prelude to wealth.”—
Btephen Girard.

“ He who invests one dollar in business should invest one dollar in
advertising that business."—A. T. Stewart.

MEsses. Gro. P. Rowenn & Co. have facilities unsurpassed by uany
advertising agency in this country. We cannot too strongly recommend
them ar indefatigable, energetic, promps, and reliable—Publisher and
Bookscller, New Yok,



THE GOVERNMENT LOAN ADVERTISING.

The readers of newspapers daring the latter years of the great rebellion
had new experiences of the science of advertising. Long advertisements
had been known hefore; private firme had spent money liberally in putting
their wares before the people, but never before had there been as wide-spread,
as uniformly extensive, as thoroughly forced npon the attention of the publie,
an cnterprise 2 the Government Loans. The history of this inauguration
of financial advertising upon a large scale is interesting and valnable to all
who would learn wisdom by the experience of their predecessors.

During the earlier years of the war Secretary Chase was necessarily
largely dependent upon the efforis of Lankers fo aid him by active eo-opera-
tion in disposal of the loan of 5-20's authorized by Congress. Among the
most energetic and suecessful of these was the banking firm of Jay Cooke &
Co. 8o pre-eminent did Mr. Cooke become in thus assisting and encouraging
the Becretary that he was at length mado General Agent for the negotiation
of that Government Loan. Recognizing the power of the public press, and
the vital importance of secaring its co-operation in the work, Mr. Cooke
advertised largely, and proved the wisdom of his course, for in cighteen
months he had sold five hundred million dollars of the 5-20's at an ex-
pense, including commissions to agents, of only about one-half of one per
cent., an expenditure which was but trifling in comparison with that of any
similar loan ever pegotinted in Europe. It was frequently alleged during
this employment of Mr. Cooke’s services and judgment that he was a rela-
tive of the Seeratary, and that favoritism had been therefore shown i put-
ting the negotiation of this loan inte his hands. This allegation was entirely
mnjust and untrue. Mr. Chage gave the work and the small proportionate
profit to Mr. Cooke simply because he had been the wost energetic and sus-
cesgful of all the Government sab-agents, and this suecess aroused fhe
jealousy which prompted these charges. Tt was at first intended to do the
requisite advertising direct from the Treasury Department, but the Seeretary
goon found that there was no one comnected with the Department who had
the familiarity with newspapers—their relative prices for advertising and
their comparative civeulation and importance—necessary for the work to be
done sagaciously and economically. After Secretary Chase had put the

=gystem of National Banks in operation {about two hundred having been
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established), he determined to entrust the further negotiation of Govern-
ment loans to them, The 10-10 loan was brought out in Mareh, 1854, Mr.
Chage’s plan was to authorize the National Banks to expend one-twentieth of
one per cent. npon their sales of bonds in advertising,. The spring of 1864
was, it will be rememberved, the darkest time of the war. The nation
had become discouraged at the want of suceess to our arms, and the rapid
avenmulation of the public debt (reaching, at the time, an amount of abont
one billion seven hundred million dellars) led the people to fear it was too
targe to be ever paid. On the day of opening the 10-4¢ loam, about four
million dollars were taken, mainly through the personal influence of Hon.
John J. Cisco, then Assistant Treasurer of the United States at New York,
but owing to the canse we have mentioned, and to 2 want of an active execu-
t.ve head to manage the negotiations, subsequent subseriptions were small, and
more disheartening than encouraging. The bad policy of entrusting the adver-
tixing to the diseretion of loeal banks sonn became manifest in the style of the
announcements which appeared in the newspapers. The banks, having just
begun business, were maore nurgent in making fhemselnes conspicuous than in
pushing the national loan. The First National Bank of Smithville would
lhave an adveriisement something like this in the Smithville Baaner of
Freedom :
First Natioxan Baxw oF SMITHVILLE,
JOHN SMITH, President.
JOTIN SMITH, Ju., Cashier.

Money, Bonds, or other Securifies tuken upon Deposit. IHxechange upon

New York or Foreign Cities bought amd sold. Loans negotiated, and

a goneral banking Imsiness transacted.

Sulemeriplions reveivid to the -4 Xationnl Lonn.

Mr. Chase soon saw fhat this would not sell.the Bonds. He sent for
Mr. W. B. Shattuck, whom he had known in Obio as the editor of a leading
newspaper, who had given much aticntion to financial subjects, and who
afterwards became a partner in the advertising agency fiem of Peaslee & Co.,
New York, and had a eonsnltation with him as to the hest method of
promoting the snccess of the loan. DBy request, Mr. Shatinek then sub-
mitted in writing a plan of operations, which was examined and approved
by the Sccretary and other tinaneial gentlemen. But this plan involved the
expenditure of a large amonnt of money, and AMr. Chase hesitated, fearing
that Congress would not justify him in expending such a sum. To this
abjection Mr. Shattuck replied that it was a more pertinent question whether
Congress, having autherized the loan to he made and appropriated a certain
sum for expenses, would justify i in #of spending whatever was necessary
to accomplish the object in the shortest practicable time. The Secretary
still hesitated, and eoncladed to make another experiment to sell the bonds
solely throngh the National Banks: but, finding that this attempt was likely
to fail, as the other had done, he finally appointed Mr. Shattuck Speeial
Agens to promote the sale of the 10-40 loan, and anthorized him to carry out
his plan for popularizing it.

A Tleading part of the plan was to thoronghly inform tlie public of the
amonnt of our national wealth, and our consequent ability to carry a much
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greater debt than had then been incurred or proposed. A series of ques-
tions relative to forcign countrics, involving the amount of their indehted-
ness, their development, the proportion which their itdebtedness bore to past
and present wealth, ete, were submitted te the librarian of the Astor
Library, who cmployed his assistunts to seavch ont the facts desired, The
result was embodied in & series of articles witely published, tending to
restore confidence, and to prove that althongh our debt mirzht amount to
15 per cent. of onr assets, yet so rapid woubl be ocur national merease that
the raiio would be greatly redueed before the maturity of the liability,
FPointed and skillful advertising accompanied these articles, mud hoth were
published in nearly all the newspapers of the Northern States, Euglizh and
German, secular and religious, Republican and Demouratie, politieal, liter-
erary, professional, and manufacturing. The press, without distinction of
party, aided in the work, the publie mind respondeil to its influence, and the
bonds began to be taken rapidly. The advertising was done on a lilieral
geale, as was needed, when the required results were so important ; yet it was
eonducted so thoroughly and systematically as to be the most truly econom-
ical, and the result was =atisfictory to the Secretury of the Treasury. It is
worthy of note, as showing the conversion of the officers of the Govern-
ment to the wisdom of employing advertising agencies, that all subsequent
loans were put before the publlic through the same firm as had the above
work in charge, It was found that gentlemen who made advertising a stady,
and the use of newspaper columns a scicnee, alone had the knowledge and
tact necessary to secure the greatest effect for any given sum of money.

In the summer of 186+ Secretary Chase resigned, and was succeeded by
Mr. Fesgenden, much against the personal wishes of the latter, he protest'ng
that he did not feel himself' qualified for the exceedingly responsible duties of
the position. The two men differed widely, BMr. Chase was a positive man.
Having examined the bearings of any question, he quickly decided, and
executed his decision with prompt energy. Mr. Fessenden, always distrust-
ing himself, also distrusted the plans of others. Ile brought out the 7-30
loan in Auguat, 1864, and authorized Mr. Shattuck to spend a certain sum of
money in starting it. That expended, he determined to leave the advertising
to the National Banks. The experiment failed, as it had failed before. The
banks had no concerted plan of action, their offorts were desaltory, and the
success was small. It became evident that more vigorous cfforts
must be made to place the bonds, and in Februarvy, 1865, Secretary
Fessenden made a contract with Mr, Cooke to undertake the negotiation of
the loan. The aspect of the war had now wholly changed. Grant and Sher-
man were cloging in upon the hitherto strongholds of the Confaderacy and
the rebellion was on its [ast legs. I’eople were hopeful, and at no time dur-
ing the period when the Government was a borrower was there g0 good a
time for a Government loan to “run itself” as then. But even under
these favorable anspices the Secretary found it wise to secure the services of
go active and experienced a negotiator as Mr, Cooke, and the latter, in turn,
felt the necessity for an advertising agency in placing the features of the loan
before the people. He authorized Mr. Shattuck to spend seventy-five
thousand dollars in starting the bonds. The arrangement having been

-
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agreed upon in Mr. Cookes oflice in Washington, the latter illusirated his
aniform kindly feeling toward the newspaper press, by saying to Mr. Shat
tuck: “Place our advertisement in all, or nearly all the papers of the
conntry. Never refuse an advertisement to any publisher who hag energy
enough to ecome to you for it. His paper may be small and weak, and you
can expend a large or small amount with him as you think Dest; but
give him something. We may, in doing this, help to support a worthy man,
or to keep a struggling publication from failing altogether.” 7This instruetion
was carried out, and orders for bonds began to increase in multitude and
amonnt, until Mr. Cooke’s office was like an eddy in a enow-storm, each flake
an order, each crder a response to the arguments and appeals made to the
patriotism of the people through the newspaper press. A remittanee for a
fifty dollar bond from a lumberman on the Arcostook might be sandwiched
between a one hundred dollar order from Ontonagon and one for half a
million from Fisk & Hatch, The readiness to buy grew into eagerness; the
eagerness became a furore. Millions were sold daily, and in July, 1865, Mr.
Cooke had sold seven hundred million dollars and closed out the loan, The
advertising account, which wag sent in and audited, was probably the largest
which had at that time ever been rendered for any single enterprise; but it
was money well spent. Nothing was more clearly proved during this serics
of operations than that any enterprise which depends upon popular favor for
guccess can be hest presented and promoted only through the agency of
those whe, holding intimate and mutually profitable relations with all the
newspapers of the country, can set a thousand influences at work at once,
while saving time, labor, and money to their principals.

Tuk following testimony comes from a reliable and trustworthy source.
Mr. Durnoe has for years made advertising a siudy :

New Yorg, Dec., 1868.
Messus. Guo. P, RowenL & Co.:

LDear Bir: Some four or five years since, when you first originated your
“ Belect Lists of Une Hundred Newspapers,” L appreciated your novelty and
pitronized you accordingly,

Bince then, seeing the advantages derived through your method by the
inerease of cireulation, reduction of prices, and punetuality in all the depart-
meunts of your business, I now advocate your system as deserving the highest
encomiums. Having advertised my specialty, “Lhono's Caterrh Snugll” some-
what extensively since 1850, permit me to acknowledge that, had yonr present
plan then been in operation, it would have hieen a saving to me in the rates
of advertising of at least twenty thousand dollars.

I am, dear sir, yours truly,
JAMES DURNO.



CHARLES A, SUAW.

Charles A. Shaw was horn im the town of SBmford, York County,
Maine, November 5th, 1831, and is now thivty-cight years of age, aml the
oldest of five children, all living. e s a groulson of General Shaw., for-
merly a prominent politician and business man in the Eastern States, amd is a
dircet deseendint of one of the most Jistinguished tunilics anong the set-
tlers of New England, having come ot excellent, stock on both sides prorentally.
His father was a firmer in poor virawmstanees, amd, laving a ree funily to
support, was unabie to give him any other than the most ocdimey elueation,
such as could be picked np m fonr or five weeks of schooling annually, in s
cold and dismal country schoolhonse, to which it was necessary 1o travel on
foot for more than o mile each way in midwinter. e muede rapid progress
in all departments, but had a peculinr fouduess for mathenaties, his love of
philosophical and mathematical studies amounting (o onthusinsm, and atl
works on these subjects which he conld obtaju were rewd with the grentest
avidity.

From his carliest hoyhoml e was put to bard work on the farm, nwed at
thirteen was requirel to do a mar’s work. At fourteen he lett home sud
commenced teaching, which he tollowed tor a while with good sugeess, and
after attending one or two torms o ap acwlemy st Alfred, in his nadive
connty, fitted for college under the instruciion of the ate Flon, Heory
Holmes, a distinguished scholar, then vesiding in that place,  Limited peen-
niary means, however, obliged him 1o abandon the iidea of fivishing his eduea-
tion and studying a profossion, wnd so he turned his atiention 1o mevcantile
affairs, in which he at once made raphl progress,

We next find him in Boston, managing n newspaper with energy and
ahility ; and here, it i3 said, it wus that Le first Deenme iupressed with the
power of that great prime mover in the business world—ulvertising—which
he has since nsed to such advantage.

After serving a regalar apprenticeship at the watchmakers and jeweles’s
traie, he commenced business for himself in the city of Bildeford, where he
now resides, as seuior partner of the firm of Shaw & Clurk, Jong well known
aa one of the most enterprivieg and suecessful business eoncerns in the
countty, and which has but rocently been dissolved, after an existence of
nearly fifieed years. During this period the mldins of his business was con-
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tinually extending and widening, so much so that even a briet <descriptive
outline wouldl far exceed thy limits of the present article; in fact, it wounld be
miuch easier to tell what he hias aot been engaged in than to rehearse the nu-
merous enterprises which have owed their success to his superior management
within that time,

Ax o inventor, My, Bliaw s well known, having it is sald, taken ont more
pitents for inventions of his own than any other man in the country.  Among
the move important of these may be mentioneit various improvements in cotton
machinery, tanning apparatus, agriendtueal and domestic implements, sewmg
machines, ete., i all amounting to move than one hundred in nomber.  The
well-kuown Bhaw & Clark sewing-machine, the original foundation of all
cheap sewing-machines, is of his tnvention. He is ulso the inventor of * Shaw’s
Perpetual Pocket Almanae,” of which several millions have been sold, and
which iz copyrighted in nearly every civilized country of the globe. This
little invention, #lthough comparatively unimportant, is recognized in the seien-
tific world as a wonderful mathematical achievement, overcoming obstacles
which had previously been considercd insurmountalle. He has alse what is
exceedingly rare with inventors—the faculty to make money out of his own
inventions.

In adilition to his own productions, he is also largely interested as pro-
prietor and manager in many most valuable inventions made by other parties,
and, as a natural conscquenee, has been almost constantly engaged in exten-
sive leual proceedings, which he has usually managed himself with the most
distinguished ability and success, either defeating his adversary outright, or
organizing vietory from his own defeat. The eclebrated Woodman card-
stripper suits, involving immense tuterests, afford o rood instance of his abil-
ity in this respect, having been fought for years under the management of Mr.
Shaw against the combined cotton manufacturers of the country, and finally
decided in favor of the inventor. The great sewing-machine suit of Howe,
Wheeler & Wilson, Grover & Baker, and Singer & Co., agaiust Shaw &
Clark, also affords another instance.  This sunit, which was m the United States
Courts for several years, was brought by the combined sewing-machine com-
panies and pressed with the greatest vigor, and all the advantages whicl:
unlimited means and the best legal talent afforded only resulted in a license
tor the SBhaw & Clark machine, the invention of Mr. Shaw.

Among his other enterprises may be numbered the show business, in
which he was at one time quite extemsively engaged, owning several noted exhi-
bitions, some of which he managed personally with great suecess, although he
is now, and has been for several years, almost wholly disconmected with the
business. e it was who first suggested to © Artemus Ward ™ the idea of
leeturing, having brought him out in a course of one hundred nights,
by which he cleared several thousand dollars, and estabilished that great hu-
morist permanently in the field of popular lecturcrs. He also supplied Arte-
mus with the funds to provide the necessary paintings and bring out hig cele-
bratedl Mormon leetures in New York and the principal cities of the country,
and afterwards sent him to Barope, being not only an ardent admirer of the
genius of the great American humovist, but always a friend in need, Hom.
Edward Everett also frequently lectured for him, anil remained his intimate
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friend until death. P. T. Barnum, the world-renowned showman, also deliv-
ered a course of lectures under his anspiees, becoming so favorably impressed
with his superior alilities as a manager that he immediately offered him ten
thousand dollars per year in gold, and all expenses, to take charge of an exhi-
bition he was then about sending to Europe, which is said to be the largest
sum which was ever offered for a similar service, and which would have been
accepted but for bis numerous and pressing engagements at home, Mr. Shaw
is also well known among the showmen as the proprietor of “Shaw's Hall,”
one of the most commodious and elegant theatres and lecture rooms in New
England, built by him at an expense of over forty thousand dollars, for the
benefit of his own city. The celebrated Panorama of Buwyan’s Pilgrim’s
Progress, the most suceessful and bhest known exhibition of the kind which
ever traveled, was also for many years owned, though not exhibited, by him
personally.

His offer of five thousand dollars for the original manuseript of President
Lincoln’s Emancipation Proclamation is only one of numerous instances show-
ing his keen foresight and intuitive perception in relation to speculative mat-
ters. It will be remembered that Mr. Lincoln presented it to the Sanitary
Fajr at Chieago, to be sold for the benefit of the soldiers. Immediately on
learning this fact, Mr. Shaw telegraphed offering two thousand dollars for it.
Ag soon ag this offer was made known the Proclamation was sold to parties
connected with the Fair for three thousand dollars, whereupon he telegraphed
at once to the Commissioners of the Fair offering five thonsand dollars for it,
and is confident that if his offer had been accepted at that time that he counld
have cleared a hundred thowsand dollara by the operation. The offer was not
accepted, and six months afterward they wrofe Aim fo Lnow how they could
malke some money out of the thing. But the golden moment had passed, and
his offer was not renewed.

Mr. Shaw's husiness enterprises and engagements have long been of the
most extensive and responsible character, and it is a source of much astonish-
ment, even to those hest acquainted with him, that he ean transact so much
business, with all its complicated relations, without apparent jar or difficulty.
The remarkable faculty, however, possessed but by very few, but which he
has in such perfection, of abstracting himsclf from the work immediately in
hand, no matter how engrossing, and coneentrating his energies upon the de-
tails of some entirely different subject, enables him to exceute an amount of
business entirely beyond the capacity of ordinary men,

He i President of the Shaw & Clark Sewing-Machine Company, with
three hundred thousand dollars capital, a corporation employing a large mim-
ber of hands, and doing a very extensive business; also, President of the Ne
Plus Ultra Collar Company, with two hundred thounsand dollars capital; also,
President of the Everett Sewing-Machine Company, with one hundred thou-
sand dollars capital; also, General Agent for the Chicopee Sewing-Machine
Company, with two hundred thousand dollars capital. He alse established
the Hinkley Knitting-Machine Company, with two hundred thousand dollars
eapital, and is the manager of the varions foreign companies operating undor
the Hinkley patents, being formerly the exclusive owner of the invention,
both here and aliroad. In addition to Leing a Director in several other cor-
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porations, in which he is targely interested, he is also managing agent and
attorney of the Union Paper-Collar Compuny, of New York, with a capital
of three million dollars, aud having under its control all of the legitimate
paper-collar manufacturers in the eountry, eonsisting of twenty different cor-
porations, ranging in eapital from one hundred thousand dollars to tive hun-
dred thousand dellars each. Besides all of this, he has under his direction
and supervision over one hwndred iimportant suits at law and in equity in the
Tnited States Conrts, enongh, of itself, to overwhelm almost any ordinary
minid, to say nothing of such minor matters as being proprietor of a patent-
medieine business, conducting four large advertising establisiiments for for-
nishing agents’ supplics, managing a first-class insurance agency, which he
established to avail himsel{ of low rates in insoring his own property, and at-
tending to his veal cstate, with other matters too numerous to mention, which
are either directly or indirectly in his charge.

In the fall of 1867, Mr. Shaw purchased the Muine Deanocrat newspaper,
which had been published for nearly forty years in the city of Saco, in his
State, and removed it to Biddeford, erecting for it probably the most complete
country newspaper printing establishment in New England, at an expense of
nearly twenty-five thonsand dollars. In January, 1868, Le also commenced the
publication of the Daily Fvening Times, constructing a telegraph at his own
expense to furnish the Associated Press news, but a3 the advertising patronage
for such a sheet was not sufficient to warrant the enterprise discontinued it in
the same manner in which it was started-—on his own responsibility.

Notwithstanding all of this, however, he finds time to contribute, auder
a well-known nom de phone, to some of the leading magazines and papers of
" the day, with ample leisare to spare for recreation |

Mr. Shaw has served two terms ag Mayor of Biddeford, Me., proving
a most efficient officer and very popular with all parties. His inaugural ad-
dresses, extracts from which have been cxtensively copied by the press, ex-
hibit a thorough knowledge of national as well as munivipal affairs, and treat
in a masterly manner the various subjects discnssed. He has also represented
bis city in the Legislature of the State with marked ability, at once taking
the lead of his party, which, although in a minority, by his shrewd manage-
ment and the liberality of his conrse in relation to all matiers of general in-
terost, enabled him to hold the balance of power and scoure the passage of
many important measures which would otherwise have heen lost. As a
apeaker, he is above the average, being ready in debate, gquick to analyze the
gubjeet at issue, logical and convincing in his arguments, and with experience
would readily become distinguished as an orator.  As a writer of both prose
and poetry he early acquired much distinetion, but the absorbing cares of
business have prevented the exercise of a faculty which he undoubtedly pos-
sesges in more than ordinary perfection. His treatises on the various manu-
factures and arts evince much talent, as do also his political and statistical
writinga; his paper on our frontier and sea-coast defonses, considered in con-
nection with the strength of the maritime nations of Eavope, and their policy
towards us, being the most exhaustive and elaborate of any production on the
subject, and replete with a vast amounnt of valnable statistical information, as

5
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well as exhibiting a thorongh knowledge of history, political economy, and
the fundamental principles of constitutional government.

Mr. Shaw has twice been a candidate for State Treasurer, and at the last
Congressional election was the candidate of the Democrats and Conservative
Republicans for Member of Congress from Mr. Fessenden’s district.

He was Commissioner from Maine to the Paris Exposition, in which ho
took great interest, having been appointed by the unanimous request of all
parties, as peculiarly adapted for the position. He was also appointed, by
President Johngon, Counsul-Greneral to Russia, one of the most important and
lucrative foreign offices under government, but declined to aceept the position
on aceount of his numerons and pressing business engagements.

Mr. Shaw is pre-eminently a selfmade man, whatever he has acquired or
become having been solely by his own unaided exertions, his life presenting”
one of the most striking illustrations of what can be accomplished by the
proper exercige of integrity, energy, and perseverance. His calm, indomitable
force of will is, perhaps, the most striking peeuliavity of hie character. The
greatest difficulties meither embarrass nor intimidate him, and hig invincible
determination and untiring perseverance overcome all obstacles, however
great. He has a very large share of that rave attribute, common sense, hav-
ing sound discretion, a vigorous and rapid power of generalization, keen per-
ception, with rapidity and force of analysis and a clearness of reasoning pos-
gessed by but few. These, coupled with his originality, inexhaustible ac-
tivity, integrity, and firmness in the execution of whatever he undertakes,
form the principal constituents of his magnificent business character. He has
rare powers of observation, nothing ever escaping his notice, while his per-
ception of human nature is intuitive, reading men at a glance as he would an
open book. He is what may be termed a natural Ieader, strongly impressing
hig character upon those around him, and swaying and controlling men by
sheer force of will. His word is his bond, and punctuality a rule of his life;
he is never a moment late, and has no patience with those who are. One of
the most noted features of his character, however, is his extreme benevolence,
which has become almost proverbial. Iossessing ample means, he contributes
with a most liberal hand to every good work, especially to the aid of those
less favored than himeelf. Tn fact, generosity is so thorounghly a part of his
nature that he attributes everything else to it, even his suecess, enjoying noth-
ing which cannot be shared with others.

Mr. Bhaw hag traveled and seen much, both of his own country and of
Burope, and his experiences with the world, its pleasures, cares, troubles, and
responsibilitier have already far exceeded what nsually falls to the lot of most
men. His acquaintance iz very extensive, and among his intimate friends he
probably numbers as many personages of note as zauy man living,

In stature he js five fect eleven inches in height, of good form, and weighs
about one hundred and seventy-five pounds, His hair and complexion are
light, eyes gray, his features being what would be called Aorreely, but alt inds-
cating great strength and force of character. In habits be is strictly temper-
ate, of robust health, with a strong constitution capable of the greatest en-
durance, hig prineipal danger in this respeet lying in overworking both mind
and body; but with a proper regard for health, being yet many years below
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the prime of manhood, ke is capable of attaining the highest position in what-
soever sphere he may devote his energies.

For many years Mr. Shaw has been one of the most extensive and per-
sistent of advertisers, being a firm believer in the value of printer’s ink as a
fertilizer for business soil. His advertisements frequently appear in over two
thousand newspapers and magazines simultancously, and he has always made
it a rule to advertise most extensively in the dullest times—a rule many other
business men counld profit in by adopting.

NEwsrAPER TESTIMONY.—A good advertising agency is mutually
advantageous to advertiser and publisher.—{Cvos fep.) The compensation
allowed them is mot more than u fiir equivalent for the labor of procuring
and the rigk of guarantecing the pay from the various parties for whom they
advertise.—({Aroostook Pioneer) Parties wishing to adverfise can contract
their business with them as safely as with the publishers themselves.—
(Hoampshire Fupress) After many years' experience we are prepared to
recognize the system us a good one.—(Gloucester Telegraph.) We have very
much preferred to pay commissions to such agenis than bother ourselves and
onr patrons in those cities with the detnils of cach individual case. We
always regard them as partners in business—({Porfsmonth Chronicle.)
We conaider the agency plan the hest, Loth for advertiser and publisher,
where they are strangers to each other, as being the safest, and cansing less
anxiety and trouble as to whether the parties on ecither side are good and
responsible, and will carry out their contracts in good faith.—(Fover
Fazette.)

ADVERTISING AGENCIES.—The importance of advertising cannot be
over-estimnated, nor is it necessary to reiterate arguments in support of its
advantages. The success of merchants and business men generally who
bave done mo, systematically and judicially, are so many evidences in Itz
behalf. Like any other business, however, it requires a study of ntility and
method to enable one to make the application of means to the end which
is desired. It is in itself 2 science, and one which demands application and
practical sense to acquire to advantage. This is thoroughly undersiood at
the North, where advertising agencies have been in successful operation for
very many years, and to these the business men of that section resort as the
most economical and effectual agents for the extension of their commercinl
transactions,

Among those we can cordially endorse as thoroughly reliable, prompt,
and attentive to the interests of their patroms, we offer the names of
Moegsrs. Geo. P. Rowell & Co., of New York.—Charleston Courier.



JOSEPH H. SCHENCK.

Adopting tie significant Indian term great medicine man for one skilled
in the healing art, why should it not be applied to Dr. Joseph H. Schenek, of
Philadelphia, inventor of the Mandrake Pills, Sea-Weed Toni¢, and Pulmonic
Syrup? Dr. Schenck, like the celebrated Dr. Jayne, now deceased, is a native
of the State of New Jersey. He served an apprenticeship to the iailoring
trade and started in business as sech in Trenton, N. J. But he goon became
patigfied that his mission was neither to clothe the maked nor to feed the
hungry, but to alleviate snffering humanity, and after divers experiments—
nothing in the way of the black art, of course—he produced his famous
medjcines, to the virtues of which he has scores of certificates from all classes
and condition of people. Having reached the point that he aimed ai, the
next thing was to apprise the people generally that there was “balm in
Gilead,” and where, and at what price, it could be obtained. This was not so
eagy a maitter, inasmuch as it would necessarily involve a considerable outlay,
far beyond the doctor’s limited means. He at first sought a partner with
cach enongh to aid him in the humane work, but was unable to succeed, and
finally he resolved to go akead, “sink or swim, survive or perish.”” Those
who have ihe pleasure of a personal acquaintance with him know that he
possesses indomitable pluck and an unflagging energy, 'With him there is no
such word as fail, and the result shows that he did not miscalculate the great
advantages of newspaper advertising. Had he been content to buy his
molasses by the quart and his ipceac by the half pound, and in his innate
modesty have hid himself behind a sign with lettering so small that Mrs.
Partington would need her double magnetizing spectacles to make them out,
humanity would have been the snfferer, and Dr. Schenck would not to-day be
the possessor of a beautiful country seat, and have his carriages and horses,
his steam yachts and all that sort of thing,

Looking back over a spacc of thirty years, to the humble period when
the Seaweed Tonic was prepared in a solitary barrel, and now gaszing upon
the magnificent manufactory, where it and the other articles are made in
almost endless quantities, he may well feel proud of the results of persever-
ance and fair trading.

As the leading tonic of the day, the Beaweed stands without a rival
The large building which, even now, in architectural beauty and astraction
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equals anything else in the City of Brotherly Love has become too confined,
and the next spring will see erected on the north-east corner of Sixth and
Arch streets a marble building for the earrying om of his immense trade,
eelipsing in magnificence all other stores,

In his lahoratory every improvement known to modern science iz em-
ployed, and the steam maching, with eceentric drum, for the exclusive manu-
facture of the Mamidrake Pills, is & euriosity of mechanical dexterity for
lightening tho labor of man.

In giving the history ot 4 fortune thus suceessfully built up, it will not
be out of place to nquire into the manner of using so great an estate;
whether the long years of acenumulation have dried np the higher gualities of
the mind, or whether 2 liberal employment of the gifts of Fortune show that
the blind goddess has for onece bestowed it where it will be worthily used.
Dr. Schenck has, at Schenck’s Station, fifteen miles trom Philadelphia, and on
the railroad leading from Phitadeliphiz to New York, built himself a country
residence, or snmmer retreat, which he hias snrrounded and filled with all the
luxuries of art and nature which make the chief blessings of life. It is one
of the finest revidences near the Delaware, erected at a cost of tifty thonsand
dellars, and surrounded by a farm of some three hundred acres, in a magnifi-
cent state of cultivation. The situation is picturesque, the loeation healthy,
and here the suceessful man of business, in the bosom of an amiable family,
enjoys his ofirm erwn dignitate, prondly conscious that he owes all to his own
energies. The whole place reveals the man of wealth, refined by culture and
fine taste. Congervatories, in which are treasured all the rarities of Flora,
hoth of temperate and torrid zones; a garden which Adwn, in his innoeence,
might have coveted; barns, stables, buildings, and agricultural machinery of
the most approved style, fine horses, inexeeptionable earriages, and stock of
the most expensive breeds—the whole superintended by the Test gardener,
the best coachman, and the best farming steward in the United States. The
farm is within a ring fence, and the different lots are separated by the most
approved fences. The whole is so beantifally tilled and free from weeds as
to lie before the parlor windows a map of beauty and eare. On the river
hard by vides like a swan a splendid yacht, of which he is himself eaptain,
and can steer to 3 miracle. On a low portion of the gronnd he contemplates
making a private fish-pond, which will add much to the attractiveness of the
place.

That the great suceess of Dr. Sehenck iz mainly lue to the mammer in
which he has made his medicines known he is tree to admit. Few men in
this country have so extensively advertised as he has.  From the Atlantie to
the Pacifie, and from the southern borders of Texas to onr new possessions
in the extreme north, he and his remedies are known and prized. Long ago he
inseribed npon his banrer the hope-inspiring words, Conswagption e be enred,
and his certifieates, scores of them, well anthenticated, scom to Ieave no room
to doubt the trnth of the declaration. The dector makes no pretensions to
extraordinary medical knowledge, Ile is not eotlege-lired, he don't carTy a
big-headed stick, nor bridge his nose with gold spectacles to give him » wise
lock, nor does he vough and ery “ Hem ! nor make use of Latin phrases, nor
affect the Sir Oracle in any manner or torm. But he is a man of gond com-
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mon sense, and has a practical knowledge of what he professes, which is
worth much more by tenfold than is to be gleaned from all medical books
ever published. While your thoroughbred medicine man has beean plodding
on year after year, feeling the pulses of patients and writing Latin preserip-
tions, working hard and receiving but a scanty remuneration, often no doubt
ag much as they ave worth, Dr. Schenck has by his pills and potions acqnired
both fame and fortune. He is now classed among the rich men of Phila-
delphia, far up in the scale; yet, with all the notoriety his tonics and his syrups
have attained, he advertises as liberally as ever, well-knowing that it is
necessary to keep their virtues before a guffering people. The doctor, like all
husiness men, has had his misfortunes. A few years ago when he had a large
and handsome depot for the storage and sale of his medicines, at the north-
west corner of Sixth and Chestnnt streets, a conflagration of a few hours
awept away the whole stock and destroyed his elegantly fitted-up office. But
he was on his feet in & few days, not in the least disconeerted.

In person, Dr. Schenck is tall, well-formed, and has a handsome intellec-
tual face. It is one caleulated to impress favorably all who are brought into
contact with him. He married many years ago, and has an interesting family.
That he enjoys the pleasures of thig life his numerous friends well know. As
a giver of liberal entertainments, a friend of strnggling enterprise and of
suffering humanity, he has a reputation that is worth more than silver and
gold or precious stones,

Gro. P. RoweLr & Co., 40 Park Row, New York, are advertising
agents with whom we have been doing business for more than 5 year with
great satisfaction te oorselves. Tt is a model husness-honse—prompt,
prudent, hounorable, obliging, liberal, and just. They give more for the
money than any other house in the world, and we advise all our friends to
deal with them.— Cizy ltem, Philadelphia, Jan, 29, 1470,

————————————————

Ir you haven't business, advertise: if yon have business, advertise.
Veople go to places that are advertised, and they go by those that are not.
A plave that advertiges is known to the world; that which does not is only
krown to a few that may pass it. and pretty much everybody doey
tLe latter.



ELTAS HOWE.

Elias IIowe, the inventor of the sewing-machine, was born in 1819, at
Bpencer, in Massachusetts, where his father was a father and miller. There
was a grist-mill, » saw-mill, and a shingle-machine on the place; but all of
them together, with the aid of the farm, yiclded bat a slender revenue for a
man blessed with eight children. It was a custom in that neighborhood, as
in New England gencrally, forty years ngo, for fumiliex to carry on some kind
of manufacture at which children eonld assist. At six years of age, Elias
Howe worked with his brothers and sisters at sticking the wire teeth into
strips of leather for * eards,” used W the manuficture of eotton.  As soon as
he was old enough, he assisied upon the farm and in the mills, attending the
district school in the winter months. He was of opinion that it was the rude
and simple mills belonging to his father which gave his mhud its hent towards
maghinery; but he could not remember that this bent wus very decided,
nor that he watehed the operation of the mills with much attention to the
mechanical principles involved. He was a eareless, play-loving boy, and the
first eleven years of his life paszed without an event worth recording, At
eleven he went to “live out” with a farmer of the neighborhoodl, intending to
remain until he was twenty-one. A kind of inherited lameness rendered the
hard work of a farmer’s boy distressing to him, and, atter trying it a year, he
returned to his futher’s house, and resnmed his place in the mills, where he
continued wntil he was sixteen.

One of his young friends, returning from Lowell about this time, gave
him such a pleasing deseription of that famona towm, that he was on fire to go
thither. In 1835, with his parents’ reluctant consent, he went to Lowell, and
obtained a learner’s place in a large mauufactory of cotton machinery, where
he remained until the crash of 1837 elosed the mills of Lowell and sent him
adrift, a secker after work. He woent to Cambridge, imder the shadow of
venerable Ilarvard. He found employment there in a large machine-shop,
and was set at work upon the new hemp-earding machinery invented by Prof.
Treadwell. His cousin, Nathaniel P. Banks, since Speaker of the House of
Representatives and Major-General, worked in the same shop and hoarded in
the same house with him.  After working a few months at Cambridge, Elias
Howe found employment more congenial in Boston, at the shop of Ari Davis.

At twenty-one, being =6ill a jowneyman, earning nine dollnry a week, he
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matried ; and, in time, children came with inconvenient frequency. Nine dol-
lars is a fixed quantity, or, rather, it was #hen. ; and the addition of three litile
mouths to be fed from it, and three little backs to be clothed by it. converted
the vivacious father into a thoughtful and plodding citizen, His day’s lubor
at this time, when he was upon heavy work, was so fatigning to him that, on
reaching his home, he would sometimes be too exhausted to eat, and he wonld
go to bed, longing, as we have heard him say, “ to lie in bed for ever and ever.”
It was the pressure of poverty and this extreme fatigne that caused him,
about the year 1848, to set about the work of inventing the machine, which,
he had heard four years before, “ would be an independent fortuae ” to the in-
ventor. Then it was that he caught the mventor’s mania, which gives its
victims no rest and no peace till they have accomplished 1the work to which
they have ahandoned themselves,

He wasted many montbs on a false reent. When he began to experi-
ment, his only thought was to invent a machine which shonld do what he saw
his wife doing when she sewed. He took it for granied that sewing must be
that, and his first device was a needle pointed at both ends, with the eye in
the middie, that should work up and down through the cloth, and carry the
thread though at each thrust. Hundreds of hours, by night and day, he
brooded over this conception, and cut many 2 basket of chips in the endeavor
to make something that wonld work such & needle so as to form the common
stitch. He could not do it. One day, in 1844, the thought tlashed upon him,
Is it necessary that a machine shonld imitate the performance of the hand ¥
May there not be another stitch?  This was the crisis of the invention. The
iden of using two threads, and forming a stitch by the aid of a shuttle und 2.
earved needle with the eye near the point, soon occurred to him, and he felt
that he had-invented a sewing-machine. It was in the month of Ogtober,
1844, that he was able to convince Aémself; by a reugh model of wood and
wire, that such a2 machine as he had projected would sew.

At this time he had ceased to be a jonrneyman mechanic. His father had
removed to Cambridge to establish 1 machine for cutting palmn-leaf into strips
for hats—u machine invented by a brothor of the elder Howe. Father and
son were living in the same house, into the garret of which the son had put a
lathe and a few machinist’s tools, and was deing a little work on his own ac-
eount. His ardor in the work of invention robbed him, however, of many
hours that might have been employed, his friends thought, to better advan-
tage by the father of a family. He was extremely poor, and his father had
lost his palm-leaf” machine by a fire.  'With an invention in his head that has
since given him more than two hnndred thonsand dotlars in a single year, and
which ir now yielding a profit to more than ome firm of a thonsand dollars a
day, he could rearcely provide for his little family the necessaries of life.
Nor eould his invention be tested, except by making a machine of steel antd
iron, with the exactness and finish of a ¢lock. At the present time, with a
machine before him for a4 model, a good mechanic conld not, with his ordinary
tools, construct a sewing-machine jn less than two months, nor at a less ex-
penre than three hundred dollars. Elias Howe had only his model in his
head, and he had not money enough to pay for the raw materinl requisite for
the one machine.
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There was living at Cambridge a young friend and schoolmate of the in-
ventor, named George Fisher, a coal and wood merchant, who had recently
inherited some property, and was not disinclined to speculate with some of it.
The twao friends hasd been in the habit of conversing together upon the project
of the sewing-machine. When the inventor had reachel his final coneeption,
in the fall of 1841, he suceeeded in convineing (George Hisher of its feasibility,
which led to a partuership between them for bringing the invention into use.
The terms of the partnership were these: George Fisher was to receive into
his honse Elias Howe and his family, board them wlile Elias was making the
machine, give up his garrvet for a workstwop, aml provide money for material
and tools to the extent of five hundred dollars; in return for which he was to
become the proprietor of one-half the patent, if the machine preved to be
worth patenting. Early in December, 1844, Klias Howe moved into the
house of George Fisher, set up his shop In the garvet, gathered materials
about him, and went to work. It was a very small, low garret, but it sufficed
for one zealous brooding workman, who did not wish for gossiping visitors.

All the winter of 1844 45 Mr. Howe worked at his machine. His con-
ception of what he intended to prodmce was so clear and eomplete that he
was little delayed by failures, but worked on with almost as much certainty
and steadiness as though he had a model before him.  In April he sewed a
seam hy his machine. By the middle of May, 1845, he had completed his
work. In Juvly he sewed by his machine all the seams of two snits of woolen
clothes, one sait for Mr. Fisher and the other for himself, the sewing of both
of which outlasted the cloth. This first of all sewing-machines, atter cross-
ing the ocean many times, and figuring as a dumb bt irrefutable witness in
many a court, may still be seen at Mr. Howc's office in Broadway, where,
within these few weeks, it has sewed seams in cloth af the rate of three huon-
dred stitcheg a minute. It is agreed by all disinterested persons (Professor
Renwick among others) who have examined this machine that Elias Howe,
in making it, carried the invention of the sewing-machine farther on toward

. its complete and final utility than amy other inventor has ever bronght a
first-rate inventiom at the first trial. It is a little thing, that first machine,
which goes into a box of the capacity of about a cubic foot and a half Every
contrivance in it has since been improved, and new devices have been adiled;
bui no sueeessful scwing-machine has ever been made, of all the seven hun-
dred thousand now iu existence, which does not contain some of the essential
devices of this first attempt.

Toward the close of' 1850 we find him in New York, saperintending the
eonstruction of fourteen sewing-machines at a shop in Gold street, adjoining
which he had a small office, furnished with a five-dollar des<k and two fifty-
cent chairs. One of these machines was exhibited at the fair in Castle Gar-
den in October, 1851, where, for the space of two weeks, it sewed gaiters,
pantaloons, and other work. Several of them were sold to a boot-maker in
Worcester, who used them for sewing boot-legs with perfect success. Two or
threa others were daily operated in Broaldway, to the satisfaction of the pur-
chasers, We can say, therefore, of Klias Howe, that besides inventing the
sewing-machine, and besides making the first machine with his own hands, he
brought hix invention to the point of its snecessful employment in manunfacture.
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While he was thus engaged, events occurred which seriously threatened
to rob him of all the benefit of his invention. The infiingers of his patent
were not men of large meana nor of extraordinary energy, and they had no
“case” whatever. There was the machine which Elias Howe had made in
1845, there were his letters-patent, and all the sewing-machines then known
to be in existence were essentially the same as hie. But in Angust, 1850,
Isaac Merritt Singer, a man of vast resources, joined the combination, having
dizcovered a prior inventor to Howe, and gave him a great deal of trouble.
Singer's means becoming exhausted, however, he abandoned the contest,
although always claiming that his contestant was not the righttul inventor,
and consented to pay 2 royalty.

In the year 1854, afler a long trial, Judge Sprague, of Massachusetts, de-
eided that “ the plaintiff’s patent is valid, and the defendant’s machine is an in-
fringement.”

This decision was made when nine years had elapsed since the completion
of the first machine, and when ecight years of the term of the first patent had
expired. The patent, however, even then, was so little productive that the
inventor, embarrassed as he was, was able upon the death of his partner, Mr.
Bliss, to buy his share of it. He thus became, for the fivat time, the sole pro-
prietor of his patent; and this oceurred just when it was sbout to yield a
princely revenne. From a few hnndreds a year, his income rapidly increased,
until it went beyond two hundred thousand dellars. By the time the exten-
sion of the patent expired, September 10, 1867, the amonnt did not fall far
short of the round two millions. It cost him, however, immense sums to de-
fend his rights, and he was then very far from being the richest of the mew-
ing-machine kings. He had the inconvenient reputation of being worth four
millions, which was exactly ten times the value of his estate at the time of
his death.

The eminent success of this and other noted sewing-machines is largely
owing to advertising. Take, for instance, the Howe Sewing-Machine Manu-
facturing Company, which succeeded Elias Howe as the manufacturers of
this combination of steel fingers and tireless muscles. Immense sums have’
been paid by them and their predecessor to the public press to keep the
world informed about their machines. As their means have become larger,
their snccess has been greater, and their expenses larger in periodicals. A
large number of ephemeral newspapers have from time to time set forth the
advantages of sewing-machines, and it is not too much to say that without the
printing press the next greatest marvel of civilization would not be known in
one place where it is now in ten.

By means of the variens improvements and aitachments, the sewing-
machine now performs nearly all that the needle ever did. It seams, hems,
tucks, binds, stitches, quilts, gathers, fells, braids, embroiders, and makes
button-holes. Tt is wsed in the manntaeture of every garment worn by man,
woman, or child. Firemen's caps, the engine-hose which firemen use, sole-
leather trunks, harmess, carriage cartains and linings, buffalo-robes, horse-
blanketg, horse-collars, powder-flasks, mail-bags, sails, awnings, whips, sad-
dles, corsets, hats, caps, valises, pocket-books, trusses, suspenders, are among
the articles made by its assistance; but it is employed, quite as usefully, n
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making kid gloves, parasols, and the most delicute article of ladies’ attire.
Some of our readers, perhaps, witnessed the show, two years ago in New
York, of the shoes, gaiters, and ladies’ boots made for the Paris Kxhibition.
They were of all degrees of delicacy, from the stout Balmoral to the boot of
kid, satin, or velvet; and every kind of stitch had Deen employed in their
manufacture. Home of the stitches were so fine that they could net be dis-
tinctly seen without a nagnifying-glass, and some were as coarse and strong
us those of men's boots. The special wonder of this display was that every
stitch in every ome of those beautitul shoes wias execnted by the machine.
Mr. E. C. Burt, who made thiz splendiil contribution to the Exhibition, assnred
Mr. Parton, and assured the universe in general ot Paris, that all this variety
of elegant and durable work was performed on the * Howe Sewing-Machine.”
Upon ordinary bhoots and shoces, the machine has long been employed ; but it
is only recently that auy one has attempted to apply it to the manufacture ot
those dainty things which ladier wear upon their feet when they go torth,
armed eap-e-pie, tor conquest. A similar change has oceurred in other branches
of manutacture. As operators have increased in skill, and as the special
capabilities of the different machines have been better anderstood, finer kinda
of work have been done uypon themn than used to be thought possible. Some
young ladies have developed a kind ot” genjus for the sewing-machine. The
apparatus has fascinated them ; they execute marvels upon it, as Gottachalk
does upon the piano. One of the most recent applications of the machine ia
to the sewing of straw hats and bomnets. A Yankee in Counecticut hag in-
vented attachmenis by which the finest braids are sewn into bonnets of any
form.

EKlias Howe sold ont in 1885, tn a company largely composed of those
who wonld naturally be his heirs.  The company was then manntacturing ten
nmachines a day, and their present product is now two hindred and fitty, and
an addition is putting up that will enable them to furnish four hnndred n
the same time. Mr. Howe did not long survive the sale of his interest, as he
died on the third of October, 1867, less than fonr weeks after the expiry of
his patent. The sales amonnt to two millions and a halt’ of doliars 3 year,
and out of their machiner twenty thonsaml a year are sold in foreign countries.
Tiie factory is at Bridgeport, Conn., and employs pver eight hundred persons,
and the salesroom is in Broadway, New York,

To WaoM 1T May CoNCERN.—I hereby certify that by caretul and
exiensive advertising T have, since the spring of 1863, increased my capital
and buginess more than one hundred fold.—IH. A. King, of the firm of
H. A. Xing & Co., Pnblishers and Proprietors of the Beckeepers’ Journol
and National Agriontiurist, 37 Park 1low, New York.



PHINEAS T. BARNUM.

The career of the Connectivut showinan bus been an exsraordinary one.
Uniting a happy aundacity of design with obstinacy in its exeeution, he has
succeeded in amassing 5 handsome fortune out of ideas which would be pro-
nounced impracticable by the rest of the world, and has made his name known
as far as the language is spoken. Frank in address and courteous in manner,
he hae deservedly been popular among those who frequent exhibitions, and
the curtous compound of philanthropic Christianity with the habitual deceit
of a caterer to the element of wonder in mankind which Barnum shows is
peculiar to himself.

Phineas Taylor Barnum is the sor of a typieal Cormectient Yankee,
who, from the predominance of hope over ecaution displayed in his organi-
zation, never succeeded in amassing a fortune. He was born on the day
gucceeding the anniversary of independence, in the year 1810, All the edu-
cation Barnum ever received was obtained in the common schools of Con-
necticut, and it is recorded of him that at twelve years of age he was eounted
apt and skillful at fignres, although it does not seem that on his first visit to
New York he had studied the currency tables, as he offered a woman who
kept a stall in the strects ten cents for two oranges which she had demanded
tourpence each for. She gravely assented, leaving the young orange eater
to suppose that he had made two cents by the bargain, whereas, as the
Yankee fourpence twas six cents, he lost two. Bargaining was, indeed, one
of the delights of youth at that day, and Barnmm sold cookies, gingerbread,
and cherry rum to his schoolmates and the neighborhood before lie was
twelve years of age, and would, nndoubtedly, have hecome a small Creesus
if’ his father had not kindly permitted him to pay for hiz own elothes.

The first regular business the subject of onr sketch was employed in was
as clerk in a country store, which tanght him the tenderey to deceit in the
human mind, and led him to keep a sharp look-out for frauds of all kinds. A
wagon-load of oats would be found to be four or five bushels short, fleeces of
wool would have stones in them, and bundleg of rags would be filled in the
interior with ashes or gravel. Trials of practical jokes would frequently
ocenr, and the most ordinary expression might contain a sell, so that Phineas
had his wits fully employed. After being awhile in this situation, hiy father
died, and he aceepted another place in a store a short distance trom home,
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where he showed his administrative genius by organizing a lottery where most
of the prizes should come from gluss and detective wnd old tinware. The
scheme spread like wildfire, and the siore suceecded in getiing rid of all
their unsaleable articles. Ilis cmployer going to Brooklyn, then only 2 vil-
lage, he followed him, and at the age of seventeen was the buyer for the
house in the New York marts. Ile received nothing but a salary, and, be-
coming dissatisfied, lefl and opened a porter-house, which he soon sold out to
good advantage, and then beeame a clerk to another liquor-dealer—all this,
however, without himselt' drinking.

Iu February, 1828, he returned home and opened a fruit and confectionery
store on a capital of one hundred and iwenty dollars. ¥ifty were used in
fitting up the store, and the remainiug seventy dollars purchased his stoek in
trade. Ile opened on the first Monday in May, general training day. The
village was full of people who had been attracted by the doings, and the shop
was full all day long. Sixty-three dollars were the day’s receipts, and the
stock scemed hardly diminished. Additiona) purchases increased the goods,
and in the tall he added stewed oysters to the inducements. Lottery tickets
were alao sold on a commission of ten per eent., and as large numbers of
them were then sold everywhere in New Hngland considerable was made.

Becoming attracted by a fair young tailoress, named Charity Hallett,
whom he had escorted home one night, he married her at the age of nineteen,
and to keep up his character for enterprise became an editor when scarce
twenty-one. The Heruld of Freedom was a suceess, so far as influcnce and
eireulation were concerned, but the luckless editor was three times sued for
libel and once imprisoned for sixty days. Comfortable provision was made
for him in jail; the room was papered and carpeted, he lived well, his sub-
seription list rapidly inereased, and his leaving was celebrated as a festival by
the eitizens of the town. His erime had been stating that a prominent church
member had “been guilty of taking usury from an orphan boy,” and, although
the substantial truth of the assertion was acknowledged by all, the old law
maxim that the greater the trugh the greater the libel was held to be good.
The eourt-room in which he was convicted was the scene of the celebration,
An ode wriiten for the oceasion was sung, an oration delivered, and several
hundred gentlemen partook of a sumptuons dinner, followed by apprepriate
toasts and testimonials. A coach drawn by six horses was preceded by forty
horsemen, and was tollowed by sixty earriages. Cannon were fired and music
was played, and it was altogether a great triumph tor Barnum.

Although he had carried on quite an extensive lmsiness, yet there were
so many losses by ranning away, death, failing, and other similar ways, that
when he closed up husiness in Bethel and removed te New York, which he
did in 1834, there was very little for him to live npon, excepting such as might
be derived trom his agent for collections. In New York he had hoped to
Becure some position in a mereantile house, but could not. 'The Sur, which
wai then, as now, a great medinm for advertising wants, was eagerly perused
every day. There were many chances for going into business, but they were
mostly patent life-pills or a selfacting mouse-trap. ¥lis wife opened a private
boarding-house on Frankfort street, and Mr. Barnum tinally bought an interest
in a grocery store, and in the summer succeeding made his first entry as a
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showman. Joice Heth was the speculation. Mr. Coley Bartram, of Cou-
necticut, informed Barnum that ke had owned an interest in a remarkable o1d
negro woman, who was one hundred and gixty years old, and bad been the
nurse of Gen. Washington. A# this time (1835) she was on exhibifion in
Philadelphia, with papers anthenticating her age and her membership in the
Baptist Church for one hundred and sixteen years. Satistactory proof seem-
ed to be offered as to why she had been forgotten so lomg. 'The remaining
partner in her proprieforship being willing te sell, Barnum became the owner.
Joice Heth, to use the words of the exhibitor, was certainly a remarkable
curiosity, and she looked as if she might have heen far older than her age as
advertised. She was apparently in good health and spirits, but from age or
digease, or both, was nnable to change her poaition ; she could move one avm
at will, but her lawer limbs could not be straightened ; her left arm Jay across
her breast and she could not remove it; the fingers of her left hand
were drawn down so as nearly to elose it, and were fixed; the nails on that
hand were almost four inches long and extended above her wrist; the nails
on her large toes had grown to the thickness of a quarter of an ineh; her
head was covered with a thick bush of grey hair; but she was toothless and
totally blind, and her eyes had sunk so deeply in the sockets a8 to have dis-
appeared altogether,

The exhibition was successful, an every appliance of the printer’s art was
nsed to get people to think, and talk, and become curious and excited over
and about the “rare spectacle,” Posters, transparencies, advertisements, and
newspaper paragraphs were employed regardless of expense, and the rooms
were crowded continnally, netting mueh profit to the proprietor, until her
death, which oceurred in the next February. Post-mortem examinations did
not seem to indicate so great an age as had been assumed, but nothing i cer-
tainly known about her. His second step in the show line was to exhibit an
Italian juggler, and his third to engage as treasurer to a traveling civens. He
afterwards continued in the itineratmg line, going from one place to another,
mntil the middle of 1841,

Thirty years ago in New York there was, standing at the corner of Broad-
way and Ann streets; Scudder’s American Museum—a collection of curiorities
from every quarter of the globe, and having everything from a turtle weigh-
ing fourteen hundred pounds to a curious tooth-pick. Halleck had sung its
praises when his muse had some poetry to it, and it was alfogether one of the
institutions of the city. Mr. Seudder was dead, and the property was held in
trust for his daughters, being valued at fifteen thonsand dollars, and costing
probably ahout fitty thousand. Since his death it had been losing money, and
the heirs were desirons of selling it. Barnum conceived the idea of buying
it, and asked his friends their opinion. * You buy the American Museum ¥
gaid one. “ What do you mtend buying it with ?" * Brass,” replied he, “for
silver.and zold have I none” The Musenm huilding then belonged to Mr.
Francis W. Olmsted, a retired merchant, to whom Barnum wrote indicating
his desive to buy the collection, and saying that althongh he had no money,
yet industry, combined with tact and experience, would, he thonght, enable
him to meet every payment in time. He therefore asked Mr, Olmsted to
purchase the Musenm in his own pame; to give him a writing securing it to
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Barnum, provided he made the payments punctually, inclading rent, and to
allow twelve anl a halt” dollars a week for the support of his tamily. There
was also a forfeiture elanse. In reply to this letter, Mr. Olmsted named an
hour when Barnum could eall on him, and inguired as to his habits and ante-
cedents. As to references, he had several prominent theatrical and circus
men, aml Mr. Moses Y. Beach, of the New York Sun. Some of these gen-
tlemen called on Mr. Olmsted the next day, and spoke well of the showman,
and an agreement was entered into by which the property was to be bonght
by the owner of the building, an accountant aml ticket-taker was to be paid
by Barnum, and the whole building was also leased by him at an ageregate
rent of $3,0U0 a year. On seeing Mr. John Heath, the administrator of the
estate, 4 bargain was struck for $12,000, payable in seven yearly instailments.
The day was appointed to draw and sign the writings, and all parties ap-
peared, when Mr. Heath announced that he must decline any tfurther action,
a& he had gold the collection to Peale’s Musewm, which had then consider-
able reputation, for $15,000, and had received $1,000 as earnest.

This was quite a blow to Barnum, who had confidently expected to obtain
the collection, and he immediately took measures to intorm himself as to
whom the managers of the Museum were. They proved to be a party of
specnlators who had bought Peale's collection for a few thonsand dollars, ex-
pecting to join the Amerieanr Museam with it, aud then to sell stock to a suf-
ficient extent to handsomely reimburse themselves.

Barnum went immediately to several of the editors, ineluding Major M.
M. Noah, M. Y. Beach, and to West, Herrick, and Ropes, of the Adas, and
others, and stated his grievances. “ Now,” said he, “ it youn will give me the
uze of your columns, I'll blow that speculation sky-high.” Thcy all con-
sented, and he wrote a large number of squibs, cautioning the public against
bunying the Museum stock, ridiculing the ides of a board of broken-down
bank directors engaging in the exhibition of stuffed monkey and gander-
skins ; appealing to the case of the Zoilogical Institute, which had failed by
adopting such a plan as the one now proposed; and finally told the public
that such a speculation would be infinitely more ridiculous than Dickens's
“ Grand United Metropolitan Hot Muffin and Crumpet-Baking and Punetual
Delivery Company.”

The etock was as ** dead as a herring!” He then went to Mr. Heath and
asked him when the directors were io pay the other fourteen thousand del-
lars. ¢ On the 26th day of December, or forteit the one thousand dollars
already paid,” waa the reply. He was assured that they would never pay it,
that they could not raise it, and that he would ultimately find himself with
the Museumn collection on his hands, and if once Barnum started off with an
exhibition for the South he would noi touch the Museum at any price.
% Now,” said he, “if you will agree with me confidentially, that in case these
gentlemen do not pay you on the 26th of December, I may have it on the
27th for twelve thousand dollars, T will run the risk, and wait in this city until
that date.” He remlily agreed 1o the proposition, but said he was snre they
would not forfeit their one thousand dollars.

“Very well,” aaid Barnnm; <all 1 ask of you is that this arrangement
shall net be mentioned.” He assented, ' On the 27th day of December, at
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ten o'clock A. M., I wish you to meet me in Mr. Olmsted’s apartments, pre-
pared to sign the writings, provided this incorporated company do not pay
you the fourteen thousand on the 20th.” He apreed to this, and by regyuest
put it in writing,.

To outside parties, then, Barnum remarked that he had lost the Museum.
In the meanwhile ke continued his newspaper squibs at the company, which
could not sell & dollar of i{s stock. On the appointed day the money was not
paid, and Barnum became the proprietor, and his first act was to place the
Directors and President of the Company on his fiee list. They were very
angry, but eould do nothing, and Barnnm bent his energies to the building up
and successful conduct of his enterpriee, dining in the Musenm off bread and
cheese, and working night and day. The Museum was, even in Seudder’s
day, worth the twenty-five cents charged twiee over, and it was speedily much
incrensed. In 1842 T’eafe’s Musenm was added, and in 1850 another large
collection was obtained, and during all Barnum’s long connection with it ad-
ditional curiosities were seecured. The result of the frugality and enterprise
displayed by the manager was that in a year the entire museum was paid for
out of its purplus earnings. The attractions were constantly varying—edu-
cated dogs, fat women, dwarfs and giants, industrious fleas, albinos, ventrilo-
quists, automatons, panoramas, singing, dancing, pantomime, and theatrieal
performances being a few.

While he expended money liberally for attractions for the inside of his
Musenm, and bought or hired everything curlous or rare which was offered
or ¢ould be found, he was prodigal in his outlays to arrest or arouse publie
attention. When he became proprietor of the establishment, there were
ounly the words “ American Museum,” to indicate the character of the con-
cern ; there was no bustle or activity abiout the place; no posters io announce
what was to be seen; the whole exterior was as dead as the skeletons and
stuffed skins within. His experiences had taught him the advantapes of
advertising. He printed whole eolumns in the papers, setting torth the won-
ders of his establichment. Old “fogies” opened their eyes in amazement af
a man who could expend hundreds of dollars in announcing a show of
“ gtuffed monkey skins;” but these same old fogies paid their quarters, nev-
ertheless, and when they saw the curiosities and novelties in the Musenm
halls, they, like all other visitors, were astonished as well as pleased, and went
home and told their friends and neighbors, and thns assisted in advertising his
business. He says:

“ Tt will be seen that very much of the success which attended my many
years' proprietorship of the American Museum was due to advertising, and
especially to my odd methods of advertising. Always claiming that T had
euriosities worth showing and worth seeing, and exhibited ‘ dog cheap ' at
‘twenty-five cents admission, children half price—I studied ways to arrest
public attention; to startle, to make people talk and wonder; in short, to Iet
the world know that I had 2 Muscam.”

Ope of the happiest hits ever made by Barnum was the engagement of
General Tom Thumb, who was found by the showman in Bridgeport, Conn.
He was then only five years old, was less than two feet high, and weighed
about sixteen pounds. Under the acute management of the manager of the
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Museum he was made to appear eleven vears of age, and was placarded as
the smallest dwart ever known. The exhibition was very suceessful in
Ameriea, and a year or two affer Tom was faken to Englawl. where all the
arts of advertising were hronght into requisition. A brief’ engagement was
made with the Prineess’s Theatre, the General was invited into the houses of
Baron Rothsehild and others of the nolility. and the Queen gave a private
interview. The money coined in England was very great, and snbse-
quently as profitable tours were taken in France and Germany.

As we deseend later in time. we lind accounts of the Jenny Liwd exeite-
ment. Nothing similar to it had ever been known betore, and it will prob-
abty never happen again.  The enthusiasm was tremendons,  Seats sold for
prices tfor which a house might be obtained. the pleasure of the people who
attended was unhounded. and the golden stream of wealth flowed nnecasingly
into the treasury of Barnum. Her fame was great before she arvived here,
bug the impressario had forestalled publie opinjon: the press wag lilled for
months previous with deseriptions of Jenny, her goodness, her henevolence,
and the wnaffected simplicity of her manners, and the qnalities of her voice,
one of the most aympathetic and flexible ever known, were expatiated upon
by the editors, who spemed to have gone mad. Tictures were to be found in
every shop window, and every apprentice and shop-givl knew all the particu-
lars of the career of the Swedish nizhtingale.  Advertisements were inserted
everywhere, and nothing was left nnattempted te cause s general intoxication
of the public mind. For weeks after her arrival in Amertea the ex-
citement was unabated. Her rooms were thronged by visitors, incluling
the magnates of the land in both Church and State. The carriages of the
wealthiest citizena could be seen in front of her hotel at nearly all honrs of
the dry, and it was with some difficulty that Barnum prevented the © fashion-
ables” from monopolizing her altogether, nnd thus, as he helieved, sadly
marring hig interests by eutting her off from the warm sympathics she had
awakened among the masses. Presents of all sorts were showered upon her,
Milliners, mantna-makers, and shopkecpers vied with each other in calling her
attention to their wares, of which they sent her many valuable specimens, de-
lighted if, in return, they could receive her autograph acknowledginent.
Songs, quadrilles, and polkas were dedicated to her, and poets sung in her
praise. 'We had Jenny Tind gloves, Jenny Lind bonnets, Jenny Tind riding
hats, Jenny Lind shawls, mantillag, robes, chairs, sofag, pianos—in fact, every-
thing was Jenny Lind. Her movements were eonstantly watched, and the
moment her carringe appeared at the door it was surrounded by multitndes,
eager to catch a glimpre of the Swaeiish nightingale.

"This was the luckiest hit of Barnum’s genins. Three-quarters of a mil-
lion of dollars were received hy the troupe, and the profits were prohably not
less than a quarter of a million for Barnum, and Jenny’s were one hmnidred
and seventy-six thousand. It was all ohtained in ninety-five concorts, and
shows conclusively the cagerness of the Ameriean public to hear the songstress.

Among other wndertakings of Barnum were plowing by elephants in
Comnecticut, the Crystal Palace of New York, Phillips's Annihilator, and the
Jitustrated News. Tn fact, he was ensaged in so many enterprises that it is

6
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difficult to follow them. But among these there was an unlucky connection
with the Jerome Clock Company, which succeeded in bankrupting the show-
man, and compelled him almost to commence anew. In the conrse of time,
however, he built up another fortune, and has suecesded in retaining it, spite of
the destruction of his Musewm twice by fire, and other accidenis by flood and
field. During the period of his adversity he exhibited the little Gteneral in
Euwrope, among other enterprises, and also lectured on the Art of Money-
Getting, This is one of the most instructive and entertaiming business dis-
eourses ever given to a public audience. It may be summed up in a few con-
densed sentences: Don’t drink; don’t be above youwr business ; don’t mistake
your vocation; select the right location: avoid debt; persevere; whatever
you do, do with all your might; depend upon your own persenal exertions;
use the hest tools; don't get above your business; don't scatter your powers;
be systematic; read the newspapers: bewarc of outside operations; don't in-
dorse without good security; advertise your business; be pelite and kind to
your cugtomers; be charitable; don’t tell what you are going to do; and pre-
serve your integrity, In advertising Mr, Barnum gives some weighty advice,
which we extraet:

“ ADVERTISE YoUk Brsixess—We all depend, more or less, upon the
publiec for our support. We all trade with the public—lawyers, doctors,
shoemakers, artists, blacksmiths, showmen, opera-singers, railroad presidents,
and eollege professors. Those who deal with the publie must be careful that
their goods are valuable; that they arc genuine and will give satistaction-
When yon get an artiele which yon know is going to please your customers,
and that, when they have tried it, they will feel they have got their moneys
waorth, then let the fact be known that you have got it. Be careful to adver-
tise in some shape or other, because it ig evident that if a man has cver so
goad an article for sale, and nobody knows it, it will bring him no return,
In a country like this, where nearly everybody reads, and where newspapers
are issued and circulated in cditions of five thousand to two hnndred
thousand, it would be very unwise it this ehannel was not taken advantage of
to reach the public in adverfising. A newspaper goes into the family and is
read by wite and children, as well as the head oi the house; hence hundreds
and thousands of people may read your advertisement, while yonr are attend-
ing to your routine business. Many, perhaps, read it while you are asleep.
The whole philosophy of life is, first * sow,’ then *reap’ That is the way
the tarmer does; he plants his potatoes and corn, and sows his grain, and then
goes about sumething else, and the time comes when he reaps.  But he never
reaps first and sows afterwards. This principle applics to all kinds of busi-
ness, and to nothing more cminently than to advertising. If a man has a
genuine article, there is no way in which he can reap more mlvantageously
than by ‘sowing’ to the public in this way. Te must, of course, have a
really good article, and one which will please his costomers; anything
spurious will not suceeed permanently, because the publie is wiser than many
imagine. Men and women are selfish, and we all prefer purchasing where we
can get the most for our money; and we try to find out where we can most
surely do so.

“You may advertise a spurious article, and induce many people to call
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and buy it once, but they will denounce you as an impostor and swimller, and
your business will gradually die out, and leave yon poor. Thisis right. Few
people can safely depend upon chance custom. You all need to have your
customers return mid purchase again. A man said to me, ‘T have tried ad-
vertising, and did not suceeed ; yet I have a good article!

“1 replied, * My friend, there may be exceptions to a general rule. But
how do you advertise ¥

“¢ put it in a weekly newspaper three times, and paid a dollar and a
halt for it

«1 replied: ¢Sir, ndvertising is like learning—*a little is a dangerous
thing."’

“ A French writer says that ¢ the reader ot a newspaper does not see the
first insertion of an ordinary advertisement; the second insertion he sees, but
does not read ; the third insertion he reads; the fourth insertion he looks at
the price; the fifth insertion he speaks of it Lo his wite; the sixth insertion he
is ready to purchase, and the seventh insertion hie purchimses” Your object
in advertising is to make the pablic understand what you have got to sell,
and if you have not the pluck to keep advertising, u—*i1 yon have imparted
that information, all the money you have spent is lost.  You are like the fel-
iow who told the gentlemen it he wonld give him ifen cents it would save
him a dollar. * How van I help you so much with so small a sum " asked the
gentleman in surprise. ‘I started out this morning” (hicenpped the fellow)
with the full determination to get. drunk, and I have spent my only dollar to
accomplish the object, and it has not quite done it.  Ten cent¥’ worth more
of whiskey would just do it, and in this manner 1 should save the dollar
already expended.’

“ 80 a mar who advertiscs at all must keep it up until the public know
who and what he is, and what his business is, or ¢lse the money invested in
advertising is lost.

“BSome men have i peculiar genius for writing a striking advertisement,
one that will arrost the attention of the reader at first sight. This tact, of
courze, gives the advertiser a great advantage. Somctimes a man makes
himself popular Ly an unigue sign or a curious display in his window. Re-
cently T observed a swing sign extending over the sidewalk in front of a
atore, on which was the inseription,

*DON'T KEAD TIE OTURR DR

*Of eonrse T did, and so did everyhody clse. amed T learned that the
man had made an independence by first attracting the publie to his business
in that way and then nsing his customers well afterwards.

“ Genin, the hatter, bought the first Jenny Lind ticket at anction for two
hundred and twenty-five dollars, hecause he knew it wounld he a good adver-
tisement for him.  * Who is the hidder ? said the auctioneer, as he knocked
down that ticket at Castle Garden. ‘Genin, the hatter] was the response.
Here were thousands of people from the Fifth Avenne, and from distant
citics in the highest stations in Jife. ¢ Who is Genin, the hatter ¥ they ex-
claimed. They had pever heard of him before. The next morning the news-
papers and telegraph liad cireulated the facts from Maine to Texas, and from
five to ten millions of people had read that the tickets sold at anction for
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Jenny Lind’s first coucert amounted to about twenty thousand dollars, and
that a single ticket was sold at two handred and twenty-five dollars, to
¢ Genin, the hatter.” Men thronghont the country involuntarily took off their
hate to see if they had a ‘Genin’ hat on their heads. AL 2 town in Towna it
was found that in the erowd around the post office there was ome man who
had a ‘Genin’ hat, and he showed it in trinmph, altheugh it was worn out
and not worth two eents. ¢ Why, one man exclaimed, ‘you have a real
‘Gtenin’ hat; what a Incky fellow you are’ Another man suid ‘IHang on to that
hat, it will be a valuable heir-loom fn your family.”  Still another man in the
crowd, who seemed to envy the possessor of this good fortune, xail, © Come,
give us all a chanee; put it up at anction!” Ile did 0, and it was sold as a
keepsake for nine dollars and fifty conts! What was the consequence to
Mr. Genin? IHe sold ten thousand extra hats per annum, the first six years.
Nine-tenths of the purchasers honght of him, probably, oot of enriosity, and
many of them, finding that he gave them un equivalent Tor their mouney, be-
came his regular customers. This novel advertiscment first struck their
attention, and then, as he made a goed article, they came again.”

The return to prosperity has not been succeeded by any fall.  Stout and
jovial, Barnum cracks his jokes as freely as of yore, and is as able to con-
ceive and carry out great enterprises as ever. The long suceession of dwarts
and giants, albinoes and fat women, no longer interest him, for he has retired
from the Museum business, and devotes his time mostly to real estate and the
care of his property, He has been a strict business man for the last twenty
years, kind and generous in his charities, and a pleasant companion. He
lives now during the winter season in New York, and has a country resi-
dence near Bridgeport. An autobiography written in 1855, and materially re-
vised, with additions, in 1869, is published by J. B. Burr & Co. of Hartford,
and is a pleasant and entertaining book.

Wirt persistency almost anything can be aceomplished. Advertising
does not differ from other kinds of business in this. It needs to be done
persistently.  What would be thought of the farmer who simply put his grain
in the ground and did nothing further? e could not oxpect half what he
might if the soil had been assiduously tilled. Just so in publicity. Yon
desire it simply to make additional sales, and you think that if you have
sown the good seed at one time that there has been enongh done to last for
an indefinite series of years. It is no more so than that grain sown one year
will be prodnctive next. True, there may be grains shaken down which by
accident shall gorminate and bring forth fruit; but how little! To obtain a
heavy crop, plant every year; o inerease your business by advertising,
advertise often.



T. B. PETERSON.

The career of T. B. Peterson, bookseller and pnblisher, may be studied
with pleasure and profit.  He is a practical printer, and thirty years ago was
foreman in the office of’ George R. Graham, a leading newspaper aud maga-
zine publisher of that period. Mr. Grabam published the Cersber. 2 monthly
periodical, which had for its contributors a number of the prominent writers
of the day, including C. J. Peterson, a brother of the sabject of our sketeh,
The Casket was only published for a year or two under that title, after which
Mr. Graham bonght Burtor's Gentlenan’s Mugezine, and, uniting it with the
(lsfet, published the monthly under the name of radnds Lady's ond
trentleanai’s Magazine, the firgt number of which was issucd in 1841, In this
periodieal appeared the ficst mezzotint engravings exeented in this country.
Mr. Graham drew around him a host of popular magnzine writers, among
themn Hdgar A. Poc, Jesse Ii. Dow, J. Ross Browne, T. Dunn English,
Willis Gaylord Clark and Mes. Keling, and the periodical soon acquired
a very extended civenlation. The success which attended dMr. Gruham’s ef-
forts to fiurnish a first-class macazing indneed him to embark in a new nnder-
taking, and, pnrchasing threc Philadelphia weeklies, the Edited Stites G-
zatte, Sctirdiey Frening Post, and Saturdery Clieonicle, he united them, and
published an atiractive sheet called the Seferdiy Freening Post and Chroniele,
The weekly, like the magazine, soon werked its way into pablic favor,
and Mr. Graham saw the read open before him to a veasomable amount
of fame and fortune. It will e seen how the foreman in his printing office
outstripped him in the race. The denind for the magazine. the new weckly,
mil for other publications, including the RBrather Jonathon, issued from
the press of Wilson & Co., of New York. which then liad a deserved popu-
larity, and with it Extras containing loug stories, attaining a wide cirenlation,
induced Mr. Peterson te try his hand as a dealer, and with a pariner to attend
to the selling deparvtment the new firm commenced buziness in 2 very small
way. The field was not then unoccapied. DBurgess, a popalar New Yorker,
had opened a newspaper and magazine depot at FThird and Ddack streets;
Zeiler, o Philadelphian, had a shep within a stone’s throw of it. s Feterson
and his man Friday, nothing Jdaunted, asked for amd reccived a reasonable
share of eustom. The business, by cloge attention, ncreased, and o a few
years Mr, Peterson commenrced his eaveer as a book pablisher.  Meanwhile
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he had made himself known by liberally advertising his establishment, and
his earliest publications, the works of George Lippard and Caroline Lee
Hentz, were extensively read.  The Philadelphia publishers at that day were
among the most eminent in the country, Lea & Blinchard, Carey & IHart,
and J. Gregg were everywhere known. The first-named firm repunlilished the
early works of Dickens, and it was not until some years after that My, Peter-
son scattered them broadeast over the land, in both cheap and costly editions,
doing more probably for their wide cirealation than any other publisher in
the United States.  Carey & Ilurt have the eredit of having issued the most
magnificent edition of Byron’s Chilile Iurold that was ever published this side
of the Atlantic, and T. B. Peterson may with justive claim the honor of
issuing the largest number ot editions of’ all the writings of Charles Dickens
of any American hookman.  There can he no doubt that mach of the success
of Mr, Peterson is to be credited to liberal advertising, by which ho won the
good opinion of newspaper publishers and received faverable notices from
time to time. Some one has remarked in a spirit of satire that the hest way
to reach the heart of such is through their stomichs, meaning that a good
dinner will of all things most readily secure his regard, but this is a mistake.
It is true that he is not insensible to such infiuences. Where is the man who
can lay his hand upon his heart and deelare that he is? A more certain and
ready way, however, to make his sympathetie fealings all aglow, and Lring a
smile to his check, is 1o put money in his purse—to do it in a business way.
And they who have used the colmnns of newspapers to make themgelves and
their trades and professions known are prepared to certify to the truth of
what has been said,

While T. B. Peterson wis mounting up the kulder of prosperity, and at
each step getting into a purer sl more healthy bosiness atmosphere, his
employer, Mr. Graham, was gradually but surely going down. Tlix magu-
z'n¢ and newspaper hoth sunk in public estimation, and le finally cuve them
up, and opened an office as a broker, TIn this he was not sneeerstul. Several
unfortunate apeenlations proved damaging to him, and Iat for the azsistance
of well-to-do friends and relatives he would have heon completely wrecked.
He died about eight or ten years ago. The Lusiness of 1. B. Teterson &
Brothers was never more prosperous than at the present time,  ‘'heir publica-
tions are generally of a popuolar kind, and emhrace the writings of many of
the best anthors of this comntry und of England., They arve not all the works
of romance writers, but among them may be found standard educational and
scientific productions. And alf is the result of eneray and taet, liberal adver-
tising, and good management generally.  Mr. Peterson is in the enjoyment of
a handsome income, and he lives in a manner which shows o proper appre-
ciation of the rational pleasures of life. Ile has a mankion on Broad street,
commodious and elegant, he is a patvon of the dramsa, is o zencral attendant
at operatic performances, and he spewds the summer months at oue of the
fashionable seaside resorts. e is now a little on the shady silde of fifty, yet
he looks hale and vigovons. and eapable of enjoying the comforts and plensures
of the world for many years to come.



E. . ALLEN,

Nota seore of years ago, in u small town in the State of Maine, was known
a hard-working, harid-thinking youngster, whose ambition causeld him to be
dissatisfied with the small returns made from hix father’s rocky Evem. s
chanee for schooling was not very good, but by improving cvery vpportunity
he¢ managed to get a good education, and at the age of seventeen, against the
advice of his friends, resolved to start out in the workl tor himselt. 'We next
hear of him as » commen canvasser, peddling hooks, newspapers, ete., and it
is said he never attempted to sell an article ng what he mmle it go. Striet
economy he had to olserve 1o make the two chds meet, but where there is a
will there is 2 way, and in the conrse of a year he had in his possession over
one lmndred dollars. e now resclved to employ an agent or two to can-
vags for him.  This plan, in his hands, worked very well, and he was soon in
a prosperons business, and, had he been content with common things, would
have settled dowu and taken things caxily.  As it wiw, he went into the patent
right lLusiness, and opened what he eablal a goeneril agency office, and ad-
vertised to furnish agents with any book or other article sold by ageuts at
the lowest wholes.xh, price. Business came slowly, and it was found wphill
work to pay expenses. Often he was on the point of giving up, but the
never-give-up principle predominated, and carried him through,  After two
years' hard struggrle, business began to pay expenses, and then bhegan to come
in with u rush, and to-day Mr. Allen has no reason to vegret that he did not
give up to misfortune. Ile understood the secret of sueccss at the start,
and was hampered only by the lack of eapital.  Little money, littfe
ercdit, it was uphill work to do business on a seale large enotgh to pay any-
thing. The seeret of his entire success was in juilicious advertising. At the
very start, when he was peddling single-binded, he made use of advertising
in various ways. Ilis posters were to be seen in the public places, A short
reading-matter notice might be observed in the loeal papers. Ay business in-
creased he enlarged his advertising, and when success arrived he did not for-
get from whenee it cime.  In less than six years from the time he first started,
he was known az the Tavwest advertiser for agents in Amerien. The old
business of furnishing agents with any article in the market is stitl continued,
while varions specialties are introduced anid thousands of agents are profit-
ably employed in all parts of the comtry. [Ilis advertisements may now he



88 THE MEN WHO ADVERTISE

seen in every publication i the conntry. His advertising expenses alone are
over ten thousind dollars per month. Including postage and cireulars, the
entire advertising expenses will go hard on to fitteen thousand dollurs per
month for the winter months. To-day, Messrs. K. C. Allen & Co., of Au-
gusta, Me., are deing the largest business of the kind ever done, and owe
their success entirely to liberal advertising. “I will succeed,” said Mr.
Allen, at the start, and the will aud the advertising did it.

This firm gave to Geo. I2. Rowell & Co. last fall an extraordinary con-
tract for advertising. The agreement specified that the advertisement
should go iunto every daily, weekly, semi-weekly, mouthly or quarterly in
the United Stateg, snd it has accordingly appeared in over four thousand
five hundred periodicals. Ten thomsand dollurs were paid in hand betore
the appearance of a single notice,

—_— i —

ADVERTISING —Publishers of newspapers should unite to fasten the
eonviction upon the public mind of disconntenancing a certain system of pro-
tessed advertising that is hurtful to them, and of no real service to business
men. Let us give instances: A dealer is approached by some oily-gammon
person, who descants upon the advantage ol having his business curd
presented, with that of others, upon some sort of sheet, with a frame about
it and an owuwtre picture in the centre. It is represented that great numbers
of people look al these homely sleets attentively and constantly, and
straightway go off and purchase of the dealers whose names are on the sheet
in question. The latter are often flattered into the lelief that their names,
thue so conrpicuously posted, really attract great attention, and bring mar-
vellons remnuncration in the angmentation of their trade.  If such a one will
take the trouble of going to some leading hotel 10 ascertain how many per-
sons look at the advertising shect in question, he will find that scarce a man
in a day does so. Yet twenty or thirty ov filty or u lundred dollars are
sometimes thrown away yewrly in this worthless siyle of advertising. The
game amaount paid 10 established newspapers of the best kind would infallilily
bring thousands of dollars in additional sales.

Muchk more may be said as to wasting meney by advertising on hills of
fare at hotels, just as i business people who resort 10 this city idle nway val-
uable time by long sittings at breakfasts awd dinners at hotels. So of
advertising on theatre or concert bhills. 1’cople go to such places for
pleasure.  They, for the time, throw off thouglis of business. Besiddes, in
the dim light between acts, the advertisements eamnot be read,  There are
many other like forms of spurions advertising upon which, in the agiregate,
a vast swmn is enst to the winds or the waters by the business community
yearly —Nutiongd Inteligenecr.



ALEXANDER T. STEWART.

In the year iRi9, » European vessel anchored in the harbor of New
York, after a long and weary voyage from the old world. She brought
m:lnj' passengers 1o the young metropolis, the most of whom cume with
the intention of secking their fortunes in this Iaud of promise.

Anong them was a young Irishman, who had left his humble home in
his mative county of Tyromne, in Ireland, to scek in Amerien the memns of
Lettering his condition. Me was in hix twenty-fourth yenr, having been
Lorn in 1795, and was possessed of a goold education, hacked by souml
health and an indomitable determination 10 sneeced. He was poor, how-
ever, ind when he landed m New York he was without {riends.

He had been educated with a view to entering the ministry, antd his
first effort uiter reaching New York was to procure a school. He was
successiul to a certain extent, and for ncarly three years taught x small
namber of pupils at Ne. bY Rose street,

School-teaching, however, did not suit hin, thongh he managed to save
fome money trom the proceeds of his labors. A relative in Europe died
about this time and {eft him s small leguey, with which he determinved to
enter into business for himself, and in 1822, soon after the terrible epidemie
of yellow fever thut year, he established himself as n retail dry-goods
merchant in a frame building on Broaulway, just opposite where his present
wholesale house stands. 1Iix entire cash capital was between twelve and
fitteen hundred dollars, and the prospect before him was not inviting.  His
store wus small, being only twenty-two feet wide by twenty decp, and was
gituated next door to the then Tamous Bonatimtl, whe kept the most popualar
and best-known variety store of the day.

Abont this time Mr. Stewart married Miss Cornelia Clineh, au cstimalle
lady of New York, whe is still living, and whe proved a soble help-mate
to him in lds early strugelos.  The young conple lived in one small room
over the store, and the wife took cuwre of the domestie arramgements while
the husband attended to his husiness below,

Without meramtile expericnee, sl possessing no wlvantage but his
own waided determination to sneceed. Mr, Stewnrt started boldly on what
proved the roml to fortune.  No young merchant ever worked harder than

lhe. From fourteen to cighteen hours cach day were given 1o his business.
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He was his own book-keeper, salestan, and porter. ke could net afford to
employ any help. Credit was hard to obtain in these days, and young
merchants were not favorites with those who had such favors to bestow, and
Mr. Stewart was one of the least favored, inasmuch as he was almost @ total
stranger to the bhusiness community in which he lived. e kept a small
stock of goods on hand, which he purchased for eash chicfly a1 the auction
sales. He was a regular attendunt at these sales. and his purchases were
invariably “rample lois"—that.ix, eollections of small quantitics of various
articles thrown together in confusion, and sold in heaps for whit they would
bring. Ile had these purchases conveyed to his store, and after the business
of the day was over he anid his wie would take these “sample lots,” and by
carefully assorting them bring order out of the confusion. Kvery article
was patiently gone over. Gloves were redressed and smootheld out; laces
pressed free from the creases which careless hdders had 1wisted into them,
and hose made to look as fresh ar if they had never been handled.  Each
article, heing gool in itselt, wax thus restored 1o its original execllence. The
goods were then arranged in their proper places on the shelves of the store,
and by heing offered at a lower price than that charged by rotail dealers
eleewhere in the city met with a ready wmale.  Even at this tow price the
profit was great, since they had been purchased for 4 mere (rifle. For six
years Mr. Stewart continued o conduet his bsiness i this way, acqoiring
every day a larger and more profituble trade.

It iz =aid that when he entered upon his business he knew so little of
the details of it that he was rometimes rorely embarrassed by ocenrrences
insignificant in themselvez, Upon one oceasion e is said to have secosted
the late William Beecher (from whom he bought many goods), s tollowa:
#Mr. Beecher, a lady came into my store to-day and asked me ta show har
some hose. 1 did not know what the gnods were, and told her Tedid not
keep the articie.  What did she want*®  Mr. Beecher guietly held up o pair
of stockings hetore him, and Stewart, bursting inte a langh at hix own rim-
pligity. woent back to his store a wiser o,

While still engaged in Lis first struggles in hix little store, Mr. Stewart
found himselt called on to make arrangements to pay a note which would
soon become due, It was for a considerable sum) mand be lad neither the
money nor the means of borrowing it. Tt was a time when the mereantile
community of New York regarded o thilure 1o puy a note as a crime, and
when such a failure was snre to bring ruin to a new man.  Mr. Stewart knew
this, and telt that be must act with greater resolution and daring than he had
ever hefore exhibited, ift he would save himself from dishonor,  To meet 1he
erisik he adopted a bold and skilltul maneavre. e marked down every
article in his store far below the wholesale price. This done. he had a num-
her of handbills printed. mmouncing that he would sell off his enmtire =tock
of goods below cost, within a given time.  Tle seattered these bills broad-
cast through the city, and it was not long before purchasers begn to flock
to his store to secure the great bargaing which hig advertisements offered
them. His 1erms were ¥ eash,” and he had little diflienlty in selling. Pur-
chasers found that they thus seenred the best goods in the market at o lower
figure than they had ever been offercd before in New York, and each one
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was prompt 1o advise relatives and friends to avail themselves of the
Gavorable opportunity.  Customers were plenntiful, the little Browduay store
was thronged all day. and lange hedvre the expiraiton of the period e hal
fived for the dnrdion of his xales Meo Stewart found Iis shelves empty anid
his trensary tall. e paid his note with o part of U money he had thus
receivoed, il with the rest Jaid inoa fresh stoek of” gowds. He was torrunate
in his purelises 1 this time. for.

5 e marked was extremely dulland veady
memey searee, hey by paying eash, bouglht his gools at very low prices,

The energy, industry. putience, and Tnsiness taet displayod by Me
Stewart, these tirst years of his commercial Gife hrought him (heir sure
ceward, and i IK2E] jnst six years alter commencing business. he fownd hig
fittle store too small and hnmble for the Tarce aned fishionable teade which
bl come (o m. Three new stores liad just heen ereetel on Broadway,
hetween Chambers and Warren strecis, aned he feased the smallest of these
and moved into 3. Iowas o medest Tdliding, only three stories high and
thirty feet sdeep, bt it wis a0 oreat improvenwent on his original place.
Mo was enabled to 6l i with o larger and more attractive stock of woods,
and his business was greatly henefited by the clanee. e pemiined in thia
store for four years, il it 1532 removed to a two-story bailding, located on
Browdway between Mureay and Warren streets, Soon atter ocenpying it he
was eompelled by the growth of his lusiness to ald twenty feet to the
depth of the store and to adil o thied story to the baildioeg. A vear or two
bater o tourth story was selided, ol o 1887 o tiith story, soompldly did he
prosper. *

Hix trade wias now with the wealthy and tashionable elass of the city,
ad he hnd cueiounted all his early diffienbiies amd Ll the toundistions of
that splendid dortune which he has sinee woin. The majority of his cus.
tomers were ladios, and he now resolved upon an expedient for inereasing
their number. He bad notieed that ladies in > shopping™ were much given
to the habit of wossiping und even flicting with the clerks, il be ndopted
the oxpedient of employing as his salesmen the hundeomest men he coudd
prociire—a practice which has sinee become common. The plan was sue-
eesstal fraan the frst. Woinen eane to his store In greater numbers than
besore, aml »RNewart’s niee younge men” were the talk of the town.

The great erikis of 1T taund My Stewart a prosperoas aml rising
neun, aml that terrible insncial storm which wreeked <o many of the best of
the eity firms did not so muceh as feave its mark on hime Indeeld, while all
other men were failing all around him, he was coining money. [t had
always heen lis habit 1o wateh the market elosely. in order to profit by any
sdden change in i and Dis keen sagacity enabled him to see the approach
ot the storm long hefore it buest, and $o prepare tor i1, He at once marked
derwn adl hiw goods as fow s possible, and beaun to ~sell tor enst,” origcinat-
g the system which is now so popular. Fhe prices woere very low, and

“the goods of the best quality. Everybody complained of the hard times,

and all were glaud 1o save money by aviiling themseives of ©Stewnart’s bar-
gains” L this way he earvied on a retail eash trade of five thonsamd dollaes
per dlay in the midst of the most terrible erisis the country had ever seen.
Other merchants were reduced o every possible expedient. amd were com-
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pelled to send their goods to auction to be sold for what they would ring,
so great was their need for rveady money.  Stewart attended all these
auctions regularly, and purchased the goods thus offered. These he sold
rapidly, by means of his “cost system,” realizing an average of forty per
cent. It ig said that he purchased fifty thousand dotlirs” worih of «ilks in
thir way, and sold the whole lot in a few days, making a profit of twenty
thousand dollars on the transaction.  In this way he not only passed throngh
the “origis,” but made a fortune in the midst of it.

From that time to the present iy his course har heen “ onward amd
upward" to fortune. Nearly a guarter of a centnry agoe he purchased the
property which is now the site of his wholesale store, and commeneedl o
ereet the splendid marble warchouse which e will ocenpies.  His friendr
were surprised at his temerity. They told him it was too far up town, and
on the wrong side of Broadway; but he quietly infurmed them that a few
years would vindieate his wisdom and see his store the centre of the mast
flourishing business neighborhood of New York., His predictions have heen
more than realized.

He moved into his new store in 1848, and continued to expand and
enlarge his busmess every year, Nome years ago he purchased the olid
Nioth Street Duteh Church and the lots adjacent to it, comprising the entire
block lying between Ninth and Tenth streets, Broadway and Fourth avenue,
When he found the retail trade going up town, and deserting ita old haunts
below Canal street. he erected a fine iron building at the eorner of Broadl-
way and Tenth atreet, to which he removed the retail department of Lis
busmess, eontinuing s wholesale trade at his old store on Chambers strecet,
This new “upper store” has increased with the husiness.  The Imilding wil)
soon cover the entire Liock upon which it is erected, and ix now the largest,
most complete, and magnificent establishment of its kind in the world.

Thengh he took no active part in polities, he was too much tnterested in
public affairs, by reason of his immense wealth. nat to wateh them closely.
He was satisfied. some time before hostilitics began during the relellion, that
war must come, and quietly set 10 work and made contracts with nearly all
the manufacturers for all theiv produetions for a considerable period of time.
Accordingly. when the war did come, it was found that nearly all the
articles of clothing. blankets, ete., needed for the army had been monoplized
by him, because the same goods could not be purchased elsewhere.  1is
profits on these transactions amounted 1o many millions of dellars, though
it should be remarked that his dealings with the government were vhare-
terized by an unnsual degree of liberality. The gains thus realized hy him
more than counterbalancerd his losses by the sudden e sation of his Southern
trade.

Fifty years have now passed away sinee the poor young sehool teacher
landed in New York, and to-day he stmuds at the head of the moreantile
interests of the New Woarld, In the fifty years which have clapred rince
then, he has won 2 fortune which is variousdy estimated at from twenty-five
to forty millions of dollars. Tle has won all the wealth fairly—not hy
trickery, deceit, 