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Threc =ensons ago it was {ried by about a dozen
[armers ; Lwo seasons ago by more than 150, and
this season by more than 500, This rapid progress

hasbeen @i almost entirely to the reconunendation
made by one farmer to another, or by geedsmen to
farmers.  The process has not been advertised.

Properiy conducted, the electrificaticn of seed
never fails to prodaee an increase in a crop of corn.
In every one of the fow cases in which ihis result
has nos been prodiced, iv Las been found that some
mistale has been made in the process.

The inerease in yield varies from four bushels to
twenty or more bushels per acre: the avevage of a
considerable number ol trials is about ten bushels,
or about 30 per ceni.

Every kind of sced requires its own peculiar
treatment, and this treatment has been complesely
ascertained only for cereal crops.  Large quantities
of elecetrinied rout seeds have, however, been sown
this scason.

The cost of clectrification is small; the process
iz simnle, and adds nothing to the lavour of the
farmer, Lo the implements for operation on the
farm, or to his capilal outlay, unless he chooses to
cleetrify the sced for himself. Numervous pairs ol
specimens grown from clectrified and unelectrified
zeed of the same kind in the swmne field were shown,

THE VALUE OF LUPINS IN THE CUL.
TIVATION OF POOR, LIGHT LAND.*
Lupins grow with remarkable luxuriance on very

light land, pocr in lime. At the present iime,
owing to cconomie couditions, there is grave danger
that cousidevable areas of this type of land will
go out of cultivation. It would appcar ibat an
extended growth of Tupins ofiers one of ilie simplest
methods of rendering cconomically pos: the
cultivaiion of this land, and possibly of reclaiming
what is already derelict.

Owing to their deep-rooting habit, and their
powers of assimilating the free nitrogen of the air,
Tupins greaily enrich ihe soil, and wheiher ploughed
in grecen, folded with sheep, or harvested for seed,
leave a considerable quantity of residuc upon the
ground, which is of great value to the succceding
crop. Very heavy crops of rye arc being grow:n
this vear after lupins, on land actually adjoining
the heath.

When folding, care must be taken not to allow
the sheep to cat too uch or [hey will sufter [rom
paralysis owing Lo lupin poisoning. Suffolic flock-
masters fold their sheep on lupins wikh confidence,
and do not regard the risk as serious. Shecep take
some time Lo gefi accustomed lo the bitter flavour
of lupins, but thrive remarkably well once they have
become used to them. They cannot live satisfac-
torily on lupins alone, but must have access 6o
other food.

There is often some difiiculty in disposing of
lupin sced, owing to the fact that it contains some
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poisonotis substance, and is very bitter. Tn Salfolk
lupin grain is fed to sheep at a vate not exceeding
half-a-hushel per day per 100 sheep, and the {ceding
must coinmence gradually.  1f too much is fod the
sheep become paralysed. It is claimed in Tlotland
thai a method has been discovered whereby the
poisonous prineiple can be extracted, and the grain
rendered fit for stock-fecding parposes. If this
could be done it would give a great siimulus to
Lupin-growing, and would be a vonsiderable advan-
tage to light-land farmers, as lupins might chen
vecupy the ~ame place on light land as is occupicd
by beans on heavy land.

ADVERTISING METHODS IN
CHINA.

The population in China is variously computed
al from 325,000.000 to 100,000,000, and competent
observers have estimated the literacy of the Chinese
people to be about 10 per cent. At fiest glance one
is inclined to conclude that there is a large per-
centage of the whole who cannot be reached
through the printed advertisement, but experience
has shown that eventually the appeals made in
this form of advertising bave veached the masses
in cases where there was a poiential demand and
the appeal was strongly pui.

Aeccerding to an interesting report on adverlising
methods in China sent to the United States
Department of Commerce by its ‘I'rade Com-
missioner in China, that country has been, and
siill iz, an unexploited ficld in many lines of
business; and trade has [ollowed the lines of
least rvesistance.  The most spectacular adver-
iising campaigns have been made to the ma
and the suceess of the campaigns for introducing
kerosene, cigaretbes, and the patent medicine
¢Jin Tan,” are striking illustrations of the ellicacy
ol advertixing of this c¢lass. 1In the first case the
sclling eampaign was counceted with a real need;
in the sccond it was an appeal to a habit; and in
the third to the longing of the physically unfii for
health.

On the other hand, these successes must not
lead to the conclusion that there is no sale in
China for the higher-priced articles. The popular
opinion secms to be that China is a country of
slow, paticnt, and industrious, but always poor
people. There is, however, a large class of buyers
in China who can afford to buy an)thing they
consider necessary to their comfort, as well as
many of the luxuries of life.

In China advertising is not organised as it is in
Western countries, nor as it is in Japan. 'The
diiiiculties that Lhe advertiser will meet in siarting
an advertising campaign are many and annoyving
Lo the business man who demands resulis; never-
theless, a sturt has been made towards organising
on broad and sound lines. The advertising value
of the newspaper, poster, calendar, or any other
medium, depends cntirely upon the class of com-
modity advertised and the class of buyers it is
desired to rcach, so the rotation in which the
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following list of mediums appear must not be
taken as an indication of their relative values in
an advertising campaign.

Ciiinese Press,—There arc thousands of news-
papers in China, horn of temporary mneceds.
political and otherwise, and the carly mortality
among these papers is large. There are a foew that
survive the first maladies and have reached a
position of comparative financial independence.
Their managers have established connectious with
advertisers, both local and national, which reflect
credit on their publications. Anagency in Shanghai
bas a list of about two hundred newspapers pub-
lished throughout China with which it has es-
tablished satisfactory business conneetions, Ii is
reasonably safli: to do business with thesc publica-
tions, according to the factors of safety recognised
in China; but the widely-known advertiser in
Great Britain or .ue Tnited States will have
difliculty in cstablishing credit with the managers
(when he finds out who they are), as the only means
the Chinese manager has of learning who is reliable
among the foreign firms is by experience, and some
of his experiences with forcigners have been most
unsatisfactory. The only means of reaching these
newspapers, outside of a slow process of building
up a reputation with them, is to employ a reputable
ageney as go-between.

The Chinese newspaper has essentially a class
circulation as compared with the popular news-
paper in this country, The average circulation of
all the more reliable newspapers in China will nos
cxceed threc thousand, but this circulation will be
in the first instance to a class with a particularly
high purchasing capacity. Alter the first reader
finishes with his papcr it is passed on to his
friends, who often read it aloud to relatives who
cannot read. In China there is an almost super-
stitious reverence for the printed or written word,
and a newspaper is often read to shreds. When it
is finished as o newspaper it cnters on its carcer as
wrapping paper, and the more familiar characters
arc read by the partly literate.

1loardings.—In the principal cities, and especially
in tho Treaty Ports, individuals and companies of
Iinglish, French, Chinese and Japanese nationality
have erected hoardings -which arc lot ta advertisers
in much the same way as in this country; but
there is no way of arranging for an cxtensive
hoarding campaign, as the various companics have
not come together in an organisation. 'There are
also concessions for advertising at the railway
stations. “ The concessions on the railway lines
ranning from Mukden in Manchuria to Deking,
and [rom Pcking north to Kalgan, are leased to
an linglish advertising ageney in Tientsin, and
those on all the other Government railways are
let to a French company in Shanghai. Boards
are crected at each important siation, and com-
prise a valuable addition to the advertizing plang
in China. .\ Dritish - \merican company has
erccted hundreds of boards throughout China at
cross-roads, along canals, and ab other points where
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traflic is heavy, but these are for their own use
and are not available to the gencral advertising
public. 'The Japanese company selling * Tin
Tan ™ has made the most cflective use of privately-
owned hoardings, and through this medium, and
by hanging its advertisoments in front of stores
where the medicine is sold, and the use of show
cards inside, it has made General Jin Tan the
best known advertised character in China.

The practice of sniping, or pufting posters on
dead walls and unauthorised places, is gencral
throughout China, and some of the most successful
advertizers have made this practice the hub of
their campaigns.  Practically cvery mnational
advertiser uses it to some exteut, as it is cheap
and eficetive, especially in conjunction with folder
distribation and house-to-house canvassing. The
principal drawback is the liability of having the
posters destroyed by the village rowdics, but thix
can often be obviated by an arrangement with the
local police or the leader of the rowdies. A cheap
paper, partly glazed on one side, was obtainable
from Tlurope before the war, but the higher prices
now raling do unot scem to have lessened the use
of this form of advertising to any apparent extent.

Ciinese Weelly and  Morilly DPublicaiivits. -
There are many weekly and monthly Chinese
pubiications, some of which are most cifective in
reaching certain classes. A woman's magazine
published in Shanghai has a considerable cireula-
tion among Chinese women, and corvesponds to
such magazines in America. The same company
has iive other weekly and ionthly publications
which go to a class of subseribers of a high
purchasing capacity. A study of these periodieals
and of the many publications {hat ecirculate
among other classes of Chinese, will well reward
the advertiser who is planning a cumpaign in
China.  The missionaries also must not be
omitted in considering advertising possibilitics, as
they have a more than ordinary knowledge of the
use and value of Western manufactures.

Use of Postal Facililies~Department stores
and drug companics have made good use of the
postal facilitics available in presenting their wares
to the Chincse. An arrangement can be made
with the Chinese Post Ollice Department for the
delivery of a circular or other light advertising
matter with each letter. This is gencrally done
by covering small districts, but it has been done in’
a large way at a surprisingly small cost to the
advertiser, and with good results. ‘l'here are
several very large and well-classified mailing lists
owned by forcign firms, but only onc of these is
available to the general advertiser. This has
approximately 200,000 names classified by distriets
or by occupabion, and there is one particularly
good list that covers a considerable part of the
dealers in drugs in China. Onc feature of the Dost
Oilice regulations that is probably peculiar to
China, is the custom of delivering postal matter to
thc house whether the addressec has moved or not.
This is not so serious as it would scem, as the
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Chinese #eldom abandon the place of their birth,
and if they do, some one of similar social standing
moves in.

Caleitdars.—The use of calendars is one of {he
most favoured forins of advertising in China, as the
calendar is a most important thing in the life of
every Chinese. Ife regulates his life by the sun,
moon, and stars, and never enters upon an im-
portant ncgotiation or journey without a careful
consideration of omens and signs.  Most advertisers
issue a calendar, and some who never advertise in
any other way put out the most claborate designs.
They sre highly treasured by the recipients, and a
regular trade in them isx maintained. \When the
calendars are issued there is a general rush for
them by merchants, clerks, and coolies, who turn
them over tothe dealers for a consideration; but,asa
rule, there is only a hall-hearted attempt on the
part of business houses to get these calendars into
proper hands, as tho best an advertiser can wish
for is that his advertisement will be bought and
paid for. There can be seen in the Chinese citios
displays of dealers in calendars on walls and in
alleys where the dealers do a good business at
profitable prices. One calendar issued by an
insurance company in Shanghai, and costing a little
over one dollar Mexican (2s.), sold for 2-50 dollars
Mexican (5s.) in the shops, and was in good demand
at that. As in all advertising to the Chinese, the
greatest care should be taken in design and
wording.

House-to-1louse Distribution.-—Folders, booklets,
samples, and other advertising matter are often
distributed not only in the cities but in the
country towns. Rather than house-to-house, this
is more appropriately called shop-to-shop distribu-
tion. It is expensive, unless done in a large way,
and in close conncction with a sales campaign.
An advertising agency has worked out a plan for
such distribution in Tientsin, whereby the shop
receipt for the advertising matter is placed in a
book with his company stamp or chop. While
this system is slower than the usual one, it is more
impressive with the Chinese and provides absolute
proof of distribution.

Window Display and Stock Arrangement.—The

British-American Tobacco Company has pioneerad
many of the problems of advertising in China, and
ono of the most remariable of its means of reach-
ing the pubiic is the way it has trained the dealers
to arrange their stock neatly and to make aitraciive
window displays.  Before the war the German
manufacturers of a dentifrice did some good work
in the dircerion of window dispiay. Naturally
ihis deselopment has been under vhe direet super-
vision of Torcigners, and il it is to assume any
proportions, involves -u large stail, which only
coneerns like the tobacco, drug, and oil companies
have avaikible.

Lorcigie Piess-—The  subject of the forcign
press has been reserved for the last in order to
leave o vivid impression ol its importance. The
value of ihe foreign press as an advertising
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medium for the rank-and-file of the Chinese
public depends largely upon the enormous iniluenc:
the missionaries exercise in the land. 1lach one
is the cenire from which Western civilisation
radiates. If the Chinaman does not respect the
missionary’s religion he does respect his clean and
self-sacrificing life, and the misszionary, generally.
is among the most highly placed men in his
district. 1Ic is usually the personal [riend of the
Taotai (the high district official), and his position
as an educator or physician places him high in
the social scale. Outside of Treaty Ports the
missionaries constitute the most considerable
number of subscribers to the foreign press. The
local Mnglish-reading Chinese call and ask to sce
the papers giving news that never reaches them
through the native press. Practically all the
higher ofiicials in Peking, and in the Provinee,
have translations made from the forcign press,
and the rapidly growing number of Inglish-
speaking Chinese throughout the land occasionally
look over these papers and are often more interested
in the advertisements of Western manufactures
than in the news columns.

CORRESPONDENCE.

‘“AVIATION AS AFFECTING INDIA.”

I read with considerable interest the paper by
Brigadier-General Lord Montagu of Beaulicu on
the above subject published in the Journal of
July 11th of this year, mainly because I am at
present engaged on Major-General Sir W. Salmond’s
enterprise of establishing the aerial route betwoen
Cairo and India.

Last month (acting in command of a Handley-
Page squadron) I had the honour of flying with
the first organised unit from France to Cairo—ten
machines in all. The total flying time of each
machine roughly averaged forty-five hours, The
courso which had proviously been decided for us
was no doubt rather ¢ round about,” bui saited
the performance of the machines, and an acrial
route of the future should prove to be of great
cominercial value owing to the fact that it links
up most of the capital and important towns of
Southern liurope. I will state in sequence the
places ai which one or more of the machines
landed.  The stages were roughly worked out so
that we did approximately 300 miles per day:--

1. Lille —  Provin Acrodronie.
2, Paris Bue .
8. Lyous - Bron .
4. Marseilles —  Tsuros "
5, Nice Nice

6. Disa San Giust "
7. leme =~ Ceniocelll ,
8. Capua - Capua "
U, Fogaia - Toggia "
10, Taranto - Dizione .
11. Valona - Piedmont "
12, Athens —  Dekelia "



