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THE MEN WHO ADVERTISE. I8

columns of the leading daily and weekly papers, and thus was diffused that
tmowledge of the seene of operations which was necessary hefore the loan
conld become popular.  Persistent advertising foreed the kubjeet upon the
sttention of the reading publie, and, in the eourse of a month, the honde

n 1o seldl rapidly. The advertising was kept risk during the smnmer,
and by September the rapid sules delmded the Company into a belief that the
ponds would float by themselves upon 1his high tilde of general favor. Th.e
advertising cxpense was cut off, andd the sales fell off likewise.  Indeed, it
was formd, all throngh this raileoad advertising. that the amount of skilltul
and persistent advertising was 4 sire harometeienl indieation of the amount
of bond sales. Tt wax not enongh that the publiv should Le told of the
character of the work and the seeurity of the honds; they must be told
repeat.cdly and emtinuously.  The advertisements published during any
single month influenced those who had money at their isposal in that
month, but with the multitwle whase tands heeame availalide at subsequent
periods the impression made by the advertiseiments at an earlier date had
faded, or become supplabted by aother projects more persistently pushed.
Every portion of the year Drings surplos tunds for jnvestment to men
engaged in different pursuits. When the trmer is ¢ thash ™ with money from
the sale of his crops. the mannfacturer of the hnplements with which that
farmer bas earned his protits i« employing all his spare capital in preparing
for his spring sales.  When holders of bank, manuficturing, or other stocks
are secking the best investment for their dividends, the manufacturers them-
selves, and all those dependent upon or intimately connected with them, are
finding money too tight to think ot buying any bonds, however gonl.  So,
too, the different sections of the country respowd liberally to advertising at
varying times, acearding to the governing indnstrial interests of each. Five
theusand dollars in advertising in a certain seetion of New England may
bring large results in Jannary and Februarey, while tle same section may not
repay the newspaper hills to a like amount in May or June: other sections,
meantime, dircetly reversing this eamparative return for the outlay. It is
the business of the expericnee] wlvertising apent to know liow Lest to
utilize this scemingly inconstant. but really logieal demand. The Union
Pacific Railroad Company found that just o the proportion that they kept
the influence of newspaper mdvertising columns at work in favor of their
enterprise, in the same proportion did they make their sales.

After an Inactive season in the fall of 1807, the advertising was again
begun vigorously, the extension of the road to the foot of the Rocky Monn-
taing (“ Five hundred miles of Civilization? adided to the productive domain
of the country, as the 7riluuer said) heing made the oceasion for active
effort. In November, December, and January, n large amount of money
wag judicionsly used in the newspapers, the editors of which were furnished
with a full supply of faets for accompanying editorial notice of the wonderful
rapidity with which the road was being built, and so large did the sales of
bonds become that on the 31st of January the price was advanced from
ninety to ninety-five, and a week later from ninety-five to par. None of

the Company could uow question the wisdom of wide-spreml and diligent
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