
LESSON 123 
MARGINS: Pica, 12-72; Elite, 

20-80. 

Improve Accuracy 

30 wpm 8 minutes. 
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Test your Skill 

8 minutes. 

MARGINS: 25 mm (1 inch). 
Try to keep the margin on the right 
as straight as possible. 

Use double-line spacing. 

Mark all your errors and look up 
the suggested corrective exercises in 
the Clinic Index. 
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UNIT 31 

Each year, many million§ of pounds are spent on various 
forms of advertising. The most ~ forms are T.V. and 
radio, newspaper and !!@g~, cinemas, exhibitions, window 
displays, posters, hoardings and such things as free samples 
and gifts. It is ironical that the mose effective form used 
is quite free and cannot be used - the recommendation of one 
of your friends. 

It would be very interesting to know exactly what makes 
people buy any product and considerable time and money is at 
all times being spent trying to find out. One hard fact the 
advertiser cannot escape from, is the fact that while he can 
~ the public to buy the product once, once the product is 
used it must sell itself - in other words, if it is not good 
enough to cause the public to ask for more, nothing will get 
people to buy it. This is the reason why the recommendation 
of a friend sells so much and cannot be bought for money. 

As you sit and watch the adverts on the television, you 
might spare a thought for the man, or woman, who spends time 
and energy just trying to find out what will make you buy at 
any given time. One selling aid will be a name that is easy 
to remember. Great thought goes in to the name products are 
given. 

It was once said that the purpose of advertising was to 
educate and inform people. If you stop to think about this, 
that is what good advertising does. It teaches people about 
new materials and products and how to use them and what they 
will do. By learning about these new products, people might 
well improve their standard of living, especially if the new 
ideas are tried and accepted. It is no good a manufacturer, 
or anybody else, producing some revolutionary new product if 
people who are likely to benefit from it never get to see or 
hear of it and so never use it. Of course by telling people 
about new products the producer hopes to make some mor~ey out 
of the sales, and this will be his just reward. Both he and 
the consumers will be happy. 

Not all products are developed or made in the hope that 
the public will buy them just because they are there. It is 
a foolish manufacturer who makes a product and then tries to 
sell it. The modern producer who is wise will undertake the 
production of a product only when lie is sure that it is what 
the public requires. The way he will find out, is by use of 
Market Research. This means drawing up a list of questions, 
making sure they are the right questions to ask and then ask 
them of the right people. It would be no use asking the man 
in the street about a proposed range of very expensive cars, 
just as it would be no good asking men about a proposed hair 
spray for women. 
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