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EXTENT OF BRAZILIAN TARIFF PREFERENCE FOR AMERICAN 
PRODUCTS. 

A cablegra m o:f Jn.nuary 23 :from th e Ameri can Amba ssador at 
Rio de Jan eiro announces tha t a decree has been issuecl extending -· 
pre:ferential tarift" r ates to th e same American pr oducts ns lnst 
year . Th e list o.f articles of Ameri can origi n admitted at redu ced 
rate s ·m1s publi shcd in Col\IllIERCE REPORTS of J anuary 25, 1919. 

ORDERS CONOERNING BRITIS,H EXPORT RESTRICTIONS. 
Consul General Skinner has cubled fro m London, under date of 

Januar y 24, that import liccnses fr om the Gonrnment of Iceland are 
no longer necessary in support of app licatio ns :for li censes for the 
exportation of goods from the Uni ted King dom to Ice land. 

It has now been decided that the :follo,,ing goocls may be exported 
without license to all destination s except Switz erln.nd: Button s of all 
kinds, denta l bur s. ar ti cles o:f jm,elry contain ing platinum, per 
fumcry and essential oils, tabl e salt, and toothb rushes. 

REMOVAL OF FRENCH EMBARGOES. 
[Cnblegrnm !ro m Consu l Genernl Thacka~a. Pari s, J an . 23, lDlD .] . 

A mini stcria l noti ce to export ers, published J anuary 12, remo;-cs 
the prohibiti on agai nst th e exportat ion of the following ar t icles when 
the destin ation is an all icd or neutral country other than S,,itz er -
bnd : · ~ _ ~~ ;J. 

Carb on brns hcs for rlynnmos, bic;rcles nncl pa r ts th ereof, floss silk , cocoon 
silk, nnù silk noilR, combetl or unco rnùcd ; felt hn ts in nny stnge of manu fa cture , 
hnir, copper , cmnp::u::Rci::, lineu ar ticles, preserv ecl goose Jiyer , mu shro oms ancl 
tt'utttes; c~·linùe r s, ùis cs, an ù roll s for gramophone s and phonographs; silk 
waste, spirit s :rnù liqu eur s, cott on haùen lash ery , silk thr eall of nll kinùs for 
sewiu .~. ernbroidery, etc. ; flo"Wer seeds, nlumiuum nrt icles ; inclia rubbc r arti cles 
cxcept capes, tires or oute r tu bes, dra in tubes, and gloYes for sur gery ; ·cellul oid 
nrticl es ; art works and orna ment s of copper, br onze, or imi tation s th ereof ; 
prepar ecl s!dns not rnatle into garm ent~, photog rnphi c pa per or plat es, nrti ficinl 
stoues eut or unc u t, copper gau zc for pnp er makin g, basket and cane work, nt !ll 
saffron , 

For th e following :n ti c]es the pr ohibition again st exportation ° lrns 
been rcmoYed as reg ards all all ied and neutra l countr ies : Brn shes o:f 
ail kind s, fa ncy leather goo<ls, shrub s and other nursery pro<lucts . 
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ADVERTISING METHODS IN CHINA. 
[By Tr ade Commiss ione·r J ohn A. Fo wler .J 

The populatio n in Chinais rnriously estimated at from 325 000 000 
to 400,000,000, and competent observers have estimated the lite1~acy 
of the Chinese people to be around 10 per cent . At first glan ce one 
js inclined to conclude tlrnt th ere is a large percentaO'e of th ese 400 -
ooo,oqo who can not be reached through the print~d message, bt{t 
experience has -shown that eventually the messages sent forth in the 
form of ad vertising have reach ed the masses in cases where there 
was ~ pot ential demand ~nd. the appeal w~s strongly put. 

Cl1ma l~a? been, and still 1s, an unexploite~ field in many lin es of 
merchand1smg; and trade has followed the hnes of least resistance. 
The most spectacular adverti sing campaigns have been made to the 
ma sses, and the success of the campaigns for introdu cinO' kerosene 
cigarette s, and the patent medi cine "Jin Tan" are striki:~o· illustra~ 
tions of the efficacy of adverti sing of this class. In the first case the 
selling campaign was connected with a real need; in tho secodd it 
was an appeal to a habit; and in the third to the longing of the phy si
cally unfü for health . 

On the other hand, these successes must not lead to the conclusion 
th~t .ther? is no sa!e in China for higher-pr~ced :irticle s. Th e popular 
op1~10n m A_menca . seems to be that Chma 1s a country of slow, 
patient, and m~u strn~us, but always poor people. Th~re is a large 
c!ass of buyers m Ch!na who can afford to buy anythmg th ey con
SJder nccessary to the1r cornfort, as well as mimy of the luxuries of 
life . 

In China adverti sing is not organized as it is in the Unit ed States 
nor as it is in J a pan. The difficulti es that the Ameri can advertise1: 
~vill meet in initi a.ting an adYerti sil!g campaign are many and annoy
mg to the Amen can type of busmess man who demands results; 
nen rth eless, a start has been mad e toward organizing on broad and 
sound lines. The adve!·tising valu e of .!he newspaper, poster, calen
clar,. or any ot_her medrnm depends enbrely upon the class of com
modity ad.-ertised and the class of buyers it is desir ed to reach so 
the rotation in ~·hi~h t)1e followin g list of medium s appear must ;1ot 
be taken as an md1cat10n of the ir relative values in an adnrti sino-

• b campa ign. 
The Chinese Pr ess. 

There ar ~ thou sands of 1:-ewspape rs in China, born of tèmporary 
needs, J?Ohtlcal and othenn se, and the early mortality among theso 
papers 1s large. There are a few that survive the early mala dies and 
have reachecl a position of compa rat ive financial ind epcnden ce. Their 
manag ers haYe establi shed connections with adverti scrs both local 
~nd nationa.l, Trhich. reflect credit on their publi cat ions. 'An agency: 
m Sha1:gha1 .has a hst ?f about 200 .ncwspapers publi shed through
out .Chma w1th whom it has estabI1shed satisfactory business con
nections. The se newspapers ha ve g1ven statements of circulation, of 
the ~lass ?f people they cater .to, tentative. rates (fixed rates can not 
be g~ven. m th ese days of soarmg papcr pr1ces), and suppl y pro of of 
pubh~ation . To-d ay the 1~ame of one of these publication s may be 
the Jm Po and to-morrow 1t ma.y be called the Jui or Shun, or some 
other Po , but it continues underthc same managem'ent as far as busi-
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s dealing s with thé forèign advertiser ar~ concerned, and its gen
nes 1 business policy remains the same. It 1s reasonably safe to do 
tZ:Siness with these pub lications, accordin g to th~ :factors of saf~ty 
reco nized in China, but th~ w~dely lm?wn. advertiser from~ Ar;ner~ca 
will ~iave difficulty in estabhshmg cred1t w1th the manager:; of thvse 

ublication s (when he finds out ~ho they. are)., as the on!J mefü:S ihe Chinese ma:nager bas o:f learnmg who 1s. rel :iable. among ~ho for
ei 11 :firms is by experience, and some o:f lns e:itpenences with _ ~or
ei !ners ha,e been most unsati sfactory . The only. m~ans of reaclnng 
th~sc newspapers, outsidc of a slow process of bmldmg up a repu~a
tion with them, is to employ a reputable agency as g:o-between. [A 
l'st of th esc n1ay be obtained :from the B1;1-reau .9f For01gn a,1~d Dornestic Commer ce or it s disttict or cooperat1vc offices by referrmg to fil~ 

o. 94944. J . 1 · 1 · 
The Chme se newspapcr has essen~ially a c ~s cicu at10n ::1,~ com-

arecl with the popufar new.spaper .m the Umt e4 States. C1.~cula· fion figur es must be taken w1th a fair .understan~lmg o~ the ouental 
prop ensity for self- apprec i~tion . . The .average ~1rculat1on of all tl!e 
more relia ble newspapers 111 Çhma w11l not exce~d 3,000, \mt tlus 
circulatio n will be in the first mstance to a class w1th .a par ti~ularl y 
high pur chasing cap~city: Aft er the first read.er firnshes ',"1th. lu s 
paper it is read by lus fr1~11ds, who_ often read 1t alou~. ~q relat~ve.s 
who can not read . In Chm a there 1s an almost supe rs~1t10us re\Ter
ence for the p rintecl or written word, and news:papers are o~ten reacl 
to shred s. Wh en it is finished as a n~~spape r 1t enters on 1ts career 
as wrapping paper, and the more fam1har characters are reacl by the 
partly lit erate. 
·a oardings (Billbo ards) Used to Good Advautage . · 

In the pr incipal cities and especially Îl! the tteaty ports individ~als 
nnd companies o:f English, French, Chmese, and Jap~nese . nat1on
ality have erected boara ing s which ar~ rented t? advertisers m muc,h 
the samo way that the billb oards 3:re 111 t~rn Umted Stat~s, but thern 
is no way .of ar ranging for a nat10~al ~11lboatd campa1gn, as they 
have not corne toO'ether in an orgamzat1011. There are 3:lso conces-
8Îons for advert ising at the railwa y st8:tions. Th e .concess10n~ o~ the 
railway line s ru nning :from Mukden, m Manchuna, ~o P ekmg _ l:nd 
from P eking north to Ka lgan are leasecl to &-n Eng,hsh adve~tis~n~ 
ngency in Tientsin, and tho ~e .on all th~ other Govermnent rail ways 
are let to a French company 111 Shangha1. Bo3:r~ls are erected at .e~ch 
important station and co~.prise a v~luable add1t10n to the ~dvert 1S111g 
plant in Chin a. The Bntish -Amencan Tobacco Co. has e1ected hun
dreds of boards throughout China at crossroads, along can.als, and at 
other p.oints where traffic is heavy, but t !1~se are for the1r own u~e 
and u,re not available to the genetal adverti~ 1~g pub<1c. The J apanese 
company selling Jin Ta n, a pa~ent med1cme, has mad~ the 1:nost 
effective use of pri_vately owned b1ll?oarcls, and th rough th1s medmII.1, 
and by hanging its adve rti sement s m #ro!1t o~ stores where the me~1-
cine is solcl and the use of show cards ms1~e, it ~as macle General Jm 
Tan the best·kno\ vn adv ertised character 111 Chma . 

The practic e of sniping or putti ng poste.rs on deacl walls and un
authorized pla ces is genera l throug~out Chi.na, and some _of t~~ most 
auccessful adv ertisers have made th1s pra~tice the l~ub of theu cum
paigns . P r acti cally every national udvertiser uses 1t to some extent~ 
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as it is cheap and effective, especially in connection with folder 
distr ibution and house-to-hou se canvassing. The prin cipal defect 
is the liability of ha ving the posters destroyed by the village rowdi es 
but this is often obviat€d by an arraugement with the local polie~ 
or the leader of the rowdi es. A cheap paper, partly glazed on one 
sicle, was obtainable before the war from Europe, but the higher 
prices ruling to-day do not seem to have lessened the use of thi s form 
of adnrtising to any apparent extent. 
Chinese Weekly and l'.!:onthly Publications. 

There are many weekly a}\d monthly Chinese publicat ions , some 
of which are most effective in reaching certain classes. A woman's 
magazine publishe<l in Shanghai has a considerable circulation 
among Chinese women and corresponds to such nmgazin es in 
Am erica . The same company ha s five other weekly and monthly 
publications which go to a clnss of subscribers of a high purchasinO' 
capacity. A study of these periodi cals and of the many other pub": 
licatio ns that circulate among oth er classes of Chine se will well re
ward the ach-erti ser who is plam1ing a campaign in China. The 
missionaries also must not be omitte d in cons1dering advertising 
possibilities, as they have a mor e than ordinary knowl edge of the 
use and Yalue of western manufactures. · 
The Use o! the Mails. · - ·~, 

D epartment stores and medicin e companies have macle good use 
of the mails in · pre sentil1g their wares to the Chinese. An arrang e
ment can be made with the Po st Office Dcpartment for the delivery 
of a circular or other light ad vertis ing matter with each letter. 
Thi s is gene rall y donc by covering small di stri cts , but it has been 
donc in a lnrge way at a surpri singly small cost to the ad vertiser 
and with goocl results. îh ere arc several very large and well-classi
fied mailing lists ownecl by foreign firms, but only one of th ese is 
ani1able to the general advertiser. This ha s approximately 200,000 
nnmes classified by districts or by occupation, and there is one par
ticularly fine list that coYers a consiclera ble part of the deal ers in 
dr ugs in China. One feature of the post-office r egnlatio ns that is 
probably peculiar to China is the custom of delfr ering the mail mat
ter to the house whether the addr essee has -moved or not. This is 
not so serions as it ,rnuld seem, as the Chinesc selclom abandon th e 
pl ace of their birth, and irthcy do, some one of similar soci<tl stand-
ing moves in. ' · 
Calendars· as a :Lfeans of Advertising. 

The nse 'of calendars is one of the most-fa vorecl forms of adver
ti sing in China, as th e calendar is a most important thinO' in th e life 
of c.-ery Chinese. He rcgulates his life by the sun, n1001~, and stars, 
and never enters upon an important negotiation or journ ey without 
a carefu l consideration of omens and signs. Most advertisers issue a 
calenclar, and some who never aclvertise in any other way put out 
the most elaboratc designs. Th ey are highly treasured by the recipi.
cnts and a regular trade in them is maintained. vVhen the calendars 
are issuecl there is fi gencral ru sh for th em by merchants, clerk s, and 
coolies: who turn them · OYer to the dealers for a consideration; but 
as a rule th erc is only a halfheartecl attempt on the part of business 

. houses to get these calenclars into propcr hands, as the best an adve:r• 
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t'ser can wish for is that his advertisement will :be bought ~nd paid 
/or. În the Chin~e cities ygu will see displa.ys of dealers u~ calen
dars on wall~ and 111 alleys wher~ the dealers ?-O a good busmess ~t 
profitable pri ccs. . One c:ilendar 1ssued hY, an 1nsurance c~mpa1:y 111 
Shanghai and costmg a httle over $1 Mex1can sold ~or $2.üO Me~1~an 
in the shops, and was in good demund at that. 4,s 111 ~11 advert1s111g 
to the Chines e,·the greatest care sh?1:ld be takcn 111 des1.gn and word
. 10' tliouO'h thi s branch of a.dvert1srng effort has rece1ved the least 
]1 "'' e, rtttention fron'l the western concerns. 
llousc to House Distribution. 

Folders, bookl ets , s_amples,. a.nd othey advertising ma.ttei· are often 
distributed not only m .th~ c1ties but 111 th~ country towns. Rather 
than house-to-h ouse, tlus i,s more appi .·op~·ir1,tely called shop-~o-shop 
distribution. It is expens1ve unl e.ss clone U1 a larg~ :"ay and 1n close 
connection with a sa,les campa1gn. An advert1sing agency has 
worked out a plan for s1~c~ di stribu ti?n in Tie !ltsin, where~y th.e 
shop signs for the . aclvert1smg ma~ter 1s pla~ed 111 a book w1th lu s 
company sta.mp ?r chop: Wl~ile tlus s~s~em 1s slower tl:an the usual 
one it 1s mor e 1mpress1ve w1th the Chmese and prov1des absolutc 
pro~f of distribution. 
Window Display nnd Stock Arrangement . 

The British-Am erica n Tobac co Co, has pioneer ed many of the 
problcms of ad vertisir:g in China, .an~ one of th~ most r~~urkable 
of its means of reach111g the pubhc 1s the way 1t ha s ~1 arn~d the 
dealers to arrange their stock neatly a;nd to make. attr~ ct~ve ,cymdow 
displays. One traveling through China can easily ~1stmgmsh the 
British-American cigarette shops from others by tlns one fouture. 
Before the war the German 1uanufactur ers of a dentifrice did some 
good work a.long the line of. window di~p}ay. N atu~·ally th.is de.ve~
opment has been und er tl~e d1r~ct supe rv1 10n of fore1gners, and, if 1t 
is to assume any proport10ns , myolves a l~rg e staff as. only concerns 
like the tobacco, medicine, and 011 compames have available. 
The :roreign Press. 

The subject of Îor eigi:i, i)re.ss has ~een re~er:'ed Îor the last because 
it is desired to leave a v1v1cl 1111press10n of 1ts importance. The value 
of the foreign pre ss us an advertising medium for the rank. and file 
of the Chinese public clepencls largely upon th e ~normous mfluence 
the missionarie s exercise in the land. Each one 1s the center from 
which western civilization radiates. H the Chinese cloes not respect 
t.he missionarv's reliO'ion he cloes r espect hi s clean and self-sacrificing 
life and the 111ission:ry, generally, is among the 1~ost highly placec! 
men in his distri ct. H e 1s usually the per sonul fnend of the T~o.ta1 
(the high district official) and hi s position as an educatOJ.' or phy s1c1un 
places him high in the socin1 scale. Outside of treaty ports 1 the 
missionarie s constitute the most considerable number of subscnbers 
to the foreign press. The local English-reading Chinese call and ask 
to ~ee the papers gi ving news that never reache s them tlwough the 
native press. 

Practically nll of the higher officials in Peking, and in the Province, 
,!lave translations made from the for eign pres s and the rapidly grow
mg number of Eno·li sh-speaking Chinese throughout the land occa
sionally look ovcr these pn pers and are · often more interc sted in the 
advertisements of western m:anufnctures than in th · news coluinns . 


