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10 Key Concepts:

1. Advertising is salesmanship

2. Give them enough to get action

3. It is not uncommon for a change in headlines to multiply returns from five to ten times over

4. Address the people you see, and them only

5. Be specific – make it in the most impressive way

6. You must have skill and knowledge.  We must have training and experience, also the right equipment

7. Many a name has proved to be the greatest factor in an article’s success

8. High profit is essential

9. Samples are of prime importance – a sample gets action

10. Free package offer often pays for itself and forms the cheapest way of getting general distribution – insert coupon ads in magazines – good at any store for a full size package – a proof of the ad is sent to dealers in advance, with a list of the magazines to be used and their circulation.

11. A person who desires to make an impression must stand out in some way from the masses.  And in a pleasing way.  Doing admirable things in a different way gives one a great advantage….there is refreshing uniqueness which enhances which we welcome and remember.  Fortunate is the salesman who has it.

12. Analyze letters you receive….the ones you act on or the ones you keep have a headline which attracted your interest.

5 Statistics / Quotes / Comments

