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Julian Watkins: The 100 Greatest Advertisements 1852-1958: Who Wrote Them and What They Did before
purchasing it in order to gage whether or not it would be worth my time, and al praised The 100 Greatest
Advertisements 1852-1958: Who Wrote Them and What They Did:

7 of 7 people found the following review helpful. Great swipe book for advertisersBy CustomerThis book contains ads
written by some of the best marketing minds of all time, such as Hopkins, Ogilvy, Caples, and others. While the ads
are old, the copywriting is stellar and timeless. This book also contains the stories behind each ad and how they did
commercially, which areafun read if you're into advertising. Thisis agreat book for swiping ideas and/or copy, or
finding inspiration for new ads. | highly recommend it.0 of O people found the following review helpful. Classic Book,
everyone should haveBy L ee LeathersMy favorite section was on one of the first Kodak camera ads. It hit the products
USP, and tugged on your emotional strings! 1 of 1 people found the following review helpful. Great resource and


http://f3db.com/pub/links.php?id=B00A73FI3Y

interesting sociallyBy Angus JenkinsonGreat resource from the pioneering days of modern advertising. And rather a
sociologic treasure - we were so the same and so different back then, us humans

Stylesin advertising will change, but there is no copywriter, artist, or campaign planner who will not profit by
studying proved successes, whether of 50 years ago or today. In this single volume are 100 of what are probably
among the most successful advertisements ever to appear in print, plus an additiional 13 added especially for this
edition. These 113 ads are proven salesmenamost every one had phenomenal results. They have not been included
because of personal whim, or for their beauty. The ultimate criterion here is the only one that really counts: whether an
ad did what it was supposed to do. These ads helped change the habits of a nation, built reputations, gave new
expressions to the language andfirst and foremostsold millions of dollars of merchandise, from Rolls Royce
automobiles to Lux Soap, from Riviera Pearsto Steinway Pianos. Y ou learn the salient facts behind these ads as well,
often expressed in the words of the originator himself. Men who understood intuitively the workings of mass
persuasion techniques long before they became widespread describe their own thoughts, reasonings, and hunches.
Earnest EImo Calkins tells about his experiencesin creating Phoebe Snow for the Lackawanna Railroad. Bruce Barton
tells about his work on the "Five Foot Shelf" ad, which increased eight-fold the number of coupons received. David
Ogilvy describes his campaigns for Hathaway Shirts and Rolls Royce. Raymond Rubicam tells of Squibb's "Priceless
Ingredient.”

From the Back CoverStylesin advertising will change, but there is no copywriter, artist, or campaign planner who will
not profit by studying proved successes, whether of 50 years ago or today. In this single volume are 100 of what are
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Earnest ElImo Calkins tells about his experiencesin creating Phoebe Snow for the Lackawanna Railroad. Bruce Barton
tells about his work on the "Five Foot Shelf" ad, which increased eight-fold the number of coupons received. David
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