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Section D: Periodicals and Eart-gublications

tQur experience has bsen very far from encouraging,’ commented the
Clarks in 1886 when the subject of issuing a monthly periodical was
broached.489 Very many ninsteenth century book publishers were also

involved in the issue of periodicals, and T. & T. Clark was no

exception. The question aluways arises whether a publisher's

periodical programme contributed to, or relied on the financial
prosperity of other areas of the firm's output, and this Section aims,
after a general survey, to assess as far as the sources permit the
profitability of the Clarks! periodical programme, and to investigate

the motivation which lay behind it.

Legal works were one of the firm's earliest preoccupations: it is
not surprising then, that the earliest Clark periocdicals were related
to Scots law. It was through Thomas Clark the Elder that Scotland!s

first law magazine, the Law Chronicle, made its appeafanca in May 1829,

at the instigation of some Yprofessional gentlemen!. This monthly

Chronicle survived, in one form or another, for around five ysars.

There were a number of other short-lived Scottish legal serials befors,

1

in January 1857, the first issue of the Journal of Jurisprudence

appeared, bearing the Clark imprint. This Journal impressed the
profession both by the breadth of the field it covered, and by thes

dynamism and outspoken naturs of its contents. It absorbed a rival,

the Scottish Law Magazine in 1866, and survived until 1891, by which
time, despite a change of editor in 1888, an unadventurous
conservatism had permeated its columns, affecting its circulation, and

making it easy for the rival Scottish Lauw Review, founded in 1885, to

find a footing. %70

The legal periodicals were followed by others: in the early 1860s



the firm assumed a short-lived responsibility for the famous North

British Review; and the 1880s saw an unsuccessful attempt to sustain

a theological monthly. It was only in the last decade of the century,

however, that the Clarks, with the Expository Times and the Critical

Review of Theological Literature were issuing works which, if not

financially profitable, were successes d'estime in theological

circles in Scotland and beyond.

In the subdivisions which follow we will discuss first of all general
issues of motivation and profitability with respect to these serials,
and then pass on to consider the history and profitability of each in
tﬁrn. We will discover that the firm's commitment to theology, and

willingness to put theological considerations before financial ones

applied in this area also.

Before moving on, we should note that, enthusiastic as the Clarks
were about periodical publishing if the format and the editor were
'right', they had little time for what would today be termed 'part-
publication', the issue of major works in parts prior to, or
concurrently with their appearance in volume form, This method of

publishing, the firm felt, caused

a great deal of trouble and annoyance, especially with
the Trade. The Parts lie about the Bookssellers! shops,
get soiled and torn, & are frequently returned to the
Publisher quite unsaleable. UWs do pot think it
materially helps the sale... . 491

We do not know what unfortunate, early experiences with part-

publications the Clarks may have had. Certainly, in the last tuwo

decades of the century, the only work issued by them in parts as

well as in volume form was their edition, Co~-published with Reuther

and Reichard of Berlin, of Carolo Brockelmann's Lexicon Syriacum,
492

which was available in seven parts. The Clarks' scepticism

seems to have been borne out in this case by the sales figurss:
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while twenty-one copies were sold in volume form over 1895~96, only
twenty-eight individual parts were disposed of and set against these

were fifteen parts returned from booksellers, making a net sale of

only thirteen parts.dg3 And this was not an isolated fiqure:

over 1896-97 there were no sales in parts, while eight volumes were

disposed of.dga There was obviously very little additional

expenditure involved in issuing a work in parts as well as in volume
form-only, perhaps, the cost of printing separate covers for the
individual parts, - but the Clarks! chisf objection seems to have
been that while the increase in sales was minimal, ths booksellers
felt free to treat part-publications as taken on a see-safe basis,
which they did not do with other publications.

1. General motivational factors

~ a) Motives other than financial gain

i. The motives

Threes areas of motivation lying behind the Clarks! periodical

publishing programme, other than that of financial gain, are hinted
at in the firm's letter books.

I) Furthering theological enquiry

As always, the Clarks were committed to pushing back the frontiers of
theological enquiry, and in their periodical publishing no less than
in their other activities, we find them ready and willing to proceed

with uneconomic ventures if these were held to be of benefit to

theological science. The modest loss made by the Expository Times

through most of the 1890s,for example, was clearly acceptable to them

as long as the journal was attracting enthusiastic and positive

notices such as the followiﬁg:

Few religious reviews, we imagine, can boast of such a
brilliant staff of contributors...or such a number of
articles written by the first authorities and experts
of the day... . Altogether, it is a capital volume,
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well abreast of the highest criticism of the day.
Every Bible student ought to possess .the review,

or have it within reach, 495
The Clarks would have agreed with this estimation of the importance

of their Jjournal. In encouraging their advertising agent to solicit
advertisements for the Expository Times, for example, they pointed

out that it was a 'fact that nearly all the well-known Scholars

eraw_7'and read the E.T. reqularly.' Further,.the esteem in which
the journal was held by these scholars was indicated by their

enthusiastic desire to have work appear in its columns: when articles

on matters of current interest were carried, the editor received

unsolicited copy from leading authorities who wished to join in the

discussion. Moreover, only that week W.E. Gladstone had requested a

back number.496 The Critical Review also was held by the Clarks to

be a pioneering theological journal. They quoted with approval

enthusiastic comments on the Review made by an American expert (albeit

one whose views might have been coloured somewhat by the fact that he
was angling, unsuccessfully as it turned out, for the post of
American editor) who held that 'in many respects it [was ] the most
useful specialist Magazine [ then] published.! This opinion was one
which John M. Clark found was shared by several American professors,

one of whom confessed that the Review was 'his vade mecum' for
497

theological and philosophical literaturse. In the case of
periodicals too, then, the Clarks wanted their publications to be in

the forefront of theological enquiry.

II) Promoting the standing of the imprint

But if the firm's desire to extend theological Knowledge was
sincerely held (and there is every indication that it was) it is clear

too that the circulation of journals bearing the Clark imprint among

the very scholars who were most likely to purchase the category of



book published by the firm would have had a powerful promotional
effect, encouraging sales of other Clark publications, and thereby
helping the firm to achieve both its theological and its economic
ends. It was, therefore, one would imagine, of the greatest

importance that the journals should present the firm in a way most

conducive to the promotion of sales. While the Clarks would not

have phrased it in quite this way, they clearly thought along these

lines. Doubt was expressed, for example, over the proposal which
eventually gave rise to the Interpreter. What was initially
suggested was a weekly periodical aimed, it appeared to the Clarks

from what they had been told, at the Church of England clergy.

That being the case, it seemed to them to be more sensible that the
journal should be published from London. There was, of course, a
stronqg geographical arqument for this; but the Clarks may also have
been influenced in reaching this decision by a reluctance to identify
their imprint too closely with one particular denomination, other
than the fFree Church of Scotland with which they still had close

ties.498 Positive evidence that the Clarks were concerned about

the corporate image of the firm being promoted by their periodicals
can be adduced from their attitude to the Critical Review, which

they clearly held to be an extremely useful item to have on their

list. UWhen the initial proposal was made that they should take over

the Theoloqgical Review and New College Quarterly, they were not

sanguine about its prospects, and seemed likely to decline the offer,
but it is clear that they wers not declining it lightly. 'Be

assured,' wrote John Clark to S.D.F. Salmond, 'that I appreciate very
highly your kindness in.asking me to consider.the publication.'dgg

The Journal, in other words, was one which the firm would very much

have wanted to handle, had the risk involved been less. And once

3
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the Critical Review had been launched and was pursuing its loss-

making courss, John Clark asserted that although its success could
not be expressed in the balance sheet it was nevertheless valuable to
his firm in other, less tangible ways. That the journal had made a

loss he freely admitted, but then continued 'I gladly acknowledge the

value of the C.R. to us in many other ways, & I should be exceedingly

sorry to bs without it.'500 Two of these 'many ways' must surely

have been, firstly, the regular bringing of the Clark imprint before

a wide range of potential customers for Clark books, and, secondly,

the association of that imprint with high-level theological writing.

III) Promoting specific publications

If a journal of recognised importance was valuable in promoting the
corporate identity of the firm, it was also.valuable in a much more
spécific ways in‘it could be promoted individual titles issued by
the firm. Herein lies another important, not directly financial,
motive for the Clarks' periodical programme. Titles could be
promoted either by advertising, or by sympathetic reviewing. Clark

titles were regularly advertised in their journals, an estimated

thirty pounds of advertising space being used by the firm, for

example, in the four 1896 issues of the Critical Review to promote

01

their own publications. Similarly, Clark titles were regularly

reviewed in the firm's journals, particularly in the Expository Times.

Hence, for example, John Maurice urote to James‘Hastings-twelue months

after the firm had taken over that periodical

I am hopeful that even already some good has resulted
from your kind reference to our books in the E.T., and
when the 'Enlargement' /the increase in the number of

pages in each issue of the journq£7 becomes a fact, 1502
quite believe that additional impetus will be given.

Further, when articles relating to Clark works appeared in the

Expository Times, offprints could be produced and circulated for
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promotional purposes: this was done, for example, in the case of J,
Hamlyn Hill's Diatessaron of Tatian (1894), which was discussed prior
to publication in the Auqust 1893 issue of the journal.503 " Clearly,

the Clarks saw the journals as important advertising and promotional

vehicles,

It would seem to have been the case, therefore, that these threse

objectives = the resire to further theological enquiry, promote ths

firm's corporate identity, and draw attention to individual titles,
motives which were to varying degqrees distinct from the economic one -

were present in the Clarks'! thinking. It would seem 1091631 to
expect that, in being motivated by these factors, the firm must have
sought to impose considerable control on their editors in order to

ensure that the identity of the firm as a whole was suitably
presented, that individual titles were favourably reviewed, and that
the theological line taken was not more liberal or, indeed, more
conservative than that- with which the tlarks were prepared to be
associated. To whaé extent did these objectives make attempts at

editorial control essential?

ii Motivational constraints: Editorial control?

In fact the Clarks seem, by and large, to have been very fortunate

in their editors, who generally saw things theological as they did,
and shared their broad aims. In consequence, there seems to have
been little need for the firm heavy-handedly to prescribe the
editorial line which they wanted taken, and little discord betwesn
editor and proprietor. Such matters are therefore discussed

relatively infrequently in the letter books.

The editor with whom the firm had the least cordial relationship was
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undoubtedly J.S. Exell of the short-lived Monthly Interpreter, who,
if not downright incompetent, certainly did not give his full
attention to his duties. We find the Clarks commenting on the

disappointing mundaneness of much that the journal contained, and

o004

urging its editor to 'Try to get some stirring articles.* But

we also find them taking into account Exell's susceptibilities. He

had clearly suggested soliciting articles from C.A. Briggs, an
important American author whose works were just starting to appear

under the Clark imprint. From this fact it is clear that the Clarks
could have had no objection to work by him featuring in one of their

journals, but they wrote to Exell thus:

we think Professor Briggs would be quite willing to
write, but you know he is broad, and he would not allow

his Articles to be altered., 505
The implication of this is firstly that Exsell was not enamoured with

'broad! (presumably Broad Church) theology, secondly that he was in
the habit of editing contributions so that they accorded with his own
views, and thirdly (and from our point of view most importantly) that
the Clarks, knowing their editor's predilections, were prepared to
forego the possibility of a contribution from a scholar whose work
they would otherwise have been pleased to publish. There is no

evidence here of heavy-handed control of the editor.

The Clarks had discussions with Exsll also over the content of certain
reviews of their publications which he was proposing to insert in the
jJournal. Here again, their policy seems to have been balanced and
reasonable: while they were not averse to the publication of revieus
which fairly and moderately criticised aspects of any of their titles,
they felt that it was inconsistent with their proprietorial interests
that complstely negative reviews should appear. This position was

set out, for example, in a letter to Exell regarding G.T. Ladd's
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Doctrine of Sacred Scripturs.

We -should like to send you a copy but we are not
sure whether it is a book you might like to speak
favourably of, & we should rather not have it
reviewed at all than have a very severs one, & we
may say the same about Weiss's Life of Christ. 506

Exell clearly asked for a copy of the Ladd work, thereby tacitly

accepting these conditions. On sending a damning review for
publication, he could not have been surprised at the Clarks'! response,
in which they restated their position, and asked for the article to

be omitted:

We must make a mild protest against the article on
Ladd; we do not ask it to bes noticed at all, but,
to insert such a notice is to break our own head.
Kindly leave it out altogether. 507

A similar policy towards reviews of Clark titles seems to have applied

in the case of their other journals also. Hence, for example,

Salmond was told that it was best not to include in the Critical Revisu
a critique df Dr W.N. Clarke's Qutline of Christian Theology which,
while admitting the readability of the work, was severely critical of
it. True, there were special circumstances in this case: no other
unfavourable feviaws had been published elsewhers, and the Clarks

felt it would be 'unseemly' to publish in their own magazine the one

critical review which they had seen; further, the rsviewer in
question, one MacPherson, seems to have besn less than competent, and

to have been attempting to urge on Clarke a method of treatment used
in his own books which were virtually unsaleable.508 But the gensral
principle stands: the Clarks were prepared to publish mildly critical
reviews of their own works, but not notices shot through with
antagonism. To do so would be to‘break their own heads? to use their

expression; it would also, in the cass of the Clarke book 'lead to

unpléasantneas' with Scribners, with whom ths work had originated,



and, in addition 'vex Dr. Clarke' for whom the firm had 'very great

respect.'sog

The Clarks'! relationship with their editors, both with regard to the

genefal content of the journals, and the tone of reviews of Clark
publications, seems therefore to have been eminently reasonable.

The motives discussed earlier did not lead to major clashes with any
of the esditors. That this was the case was no doubt due to the fact

that editors and proprietors were inspired by a virtually identical

motivation,

These elements of non-economic motivation were clearly important to
the Clarks. How important to them was the economic viability of

their serial publishing, and what chance was there, in fact, of their

journals making a profit?

b) The strength of the profit motive

It would appear from their experiences that the kind of periodical
the Clarks were issuing was, in the 1880s and 1890s at least,
extremely unlikely to make a profit. The factors involved in the
profitability of a serial fall into three broad categories: the

nature of the periodical; the costs involved in and the success of

its promotion and distribution; and the success of the pub;isher in

attracting advertisers.

i. The nature of the periodical
I) Its success in finding a gap in the market

A crucial factor affecting the profitability of a magazine lay in the
extent to which its editor and publisher had been successful in

locating and adequately plugging a gap in the already-crowded market-




place. Put another way, this meant that the more distinctive a new
periodical was in comparison with existing journals, the greater was
its chance of succeés, given wise editorisl management. This factor
was taken into consideration even when the physical appearance of a

projected magazine was being discussed. Thus, for example, when a

dummy cover of the forthcoming Monthly Interpreter was produced, it
was with satisfaction that the Clarks were able to tell the editor

‘we think it looks very well and it does not bear a resemblence

910

'[féic;7 to any existing periodical we know of." But if

distinctiveness of physical appearance was important, distinctiveness

of content was held to be sven more vital. Thus the Clarks, with

considerable gratification, reported to Scribners that the'unanimous
opinion' of the Critical Revisw held by British scholars was that it

supplied 'a long standing want in ... Theological Literature.'511

On the other hand, where there was direct competition, wherse a
projected publication was unlikely to have a field, however small,
to itself, the Clarks were reluctant to proceed. One of their

reasons, for exampls, fof viewing with some scepticism the proposal

that they should take over the Theological Review was the fact that

it faced direct competition from the Expositor, the Theological
Monthly 'and other periodicals of the same class.'512 Again,

Exell's initial proposal for what eventually became the Monthly
Interpreter was met with a similarly-based scepticism; the Clarks
wondering what the new magazine would havs that was not already

provided by others such as Clerical World, and Preachers! Nonthlx.513

That such scepticism was well-founded is borne out by subssquent

svents. The Clarks did proceed with the Monthly Intergrefer, and

we have already noted in the section on competition that this gave
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rise to some tension between them and Hodder and Stoughton, who
regarded it as competing with their Expositor. There would seem to
be no doubt that the two periodicals did appeal to the same audiencs:
It was because of the intensity of competition between them that the
Clarks wrote thus to Exell !'The Expositor for January [_—1885_7 is
very "strong", it is rather a pity we had not some more striking

014

articles.* In a situation such as this, it is clear that the

least competently-edited of the competing periodicals would suffer, a

fact which goes at least part of the way towards explaining the rapid

demise of the Monthly Interpreter.

If a perio&ical were to succeed, thersfore, it had to find a gap in

the market, and plug it distinctively.

II) Frequency of issue

It would appear from the Clark lstter books that the frequency with
which issues of a periodical appeared had some bearing on its success,
financial and otherwise. In 1886, S.D.F. Salmond clearly suggested
that the firm should launch a quarterly theological journal. The
Clarks responded fepidly1- 'We cannot say we are sanguine about it'! -

a tepidness dus to their being aware that the days of successful

quarterlies seemed to be past, the British Quarterly Review and

Dickinson's Quarterly héving recently ceased publication, and the
Presbyterian Review, the US journal distributed by the firm having

been anything but a sucéess,ﬁand that heavy constraints wers placed
upon the editor of a quarterly; series of articles on any particular
subject had, for example, to be avoided because of the long gap

n 1215

between issues. 'All this seems to warn us against a "Quarterly".

The pace of life had quickened: quarterly publication, even in the
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field of theoloqy, no longer seemed appropriate to potential
customers, and hence could no longer be considered esconomically
viable. Nevertheless, the firm did undertake the Critical Revisu
some years later, only to find all their misgivings about quarterly

publication borne out by experience. With regard to that journal,

John M. Clark commented sadly to Salmond

I see that in the current British Weekly Dr. Nicoll
says that a theological quarterly ‘can probably never
be remunerative! & I fear that is only too true. 3516

The firm regarded a periodical issued monthly as having much better
prospects. Faced with Salmond's initial suggestion that a quarterly

should be undertaksn, the Clarks responded with the comment !'If a

Monthly could be faced we almost think it would have a better chancse!,
élthough they were still very doubtful about the economic prognosis

o917

for such a serial, They were,however, willing to launch Exsell's

Monthly Interpreter, and to take over Hastings'! Expository Times:

clearly monthlies were seen as having the best chance of success.

Exell's initial suggestion, indeed, had been for a weekly magazine.
This idea was rejected by the Clarks not, apparently, because they
considered such a periodical unlikely to be profitable in principls,

- 8
but because they did not have 'ths machinery' for such a Uenture.51

A small firm such as T. & T. Clark lacked the staff, and possibly the

experience with distribution and the economic resources necsssary for

embarking on such a major, intensive project.

For the Clarks, therefore, frequency of issue had a direct bearing on

whether a journal was a financial success or failures.

III) Size of each issue

If a periodical were to sell adequately, potential customers had to
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be made to feel that they were receiving value for monsy,

Presumably, if this impression were to be given, type-size was an
issus as well as the number of pages. It is however this second
factor which is alwéys referrsed to in the letter books: the physical

bulk of a publication is what the potential customer first assesses.
It might seem strange that such a mundane factor should come into play

when the merchandise in question dealt with the higher levels of
theological and philosophical thought, but nevertheless it was hsld

by the Clarks to be of great importance. Thus, E£xsll was told that

sighty pages would be necessary for a one shilling magazine.51g

Thus also, from its third volume, the Expository Times was doubled

in size (although admittedly the price was doubled also), and, in a

desperate attempt to boost flagging sales, each issue of the Critical

020

Review was increased in size by one shest. It was clearly the

firm's view that customer expectations dictated that a particular
kind of publication (be it a quarterly or a monthly) should have a
certain number of pages, and also that a journal with a given cover
price would be regarded as poor value for money if each issue were

not of a certain length. Thus, when faced with Salmond's initial

proposal that a quarterly be launched, the Clarks commented '160pp

strikes us as rather small; we think 192pp (12 sheets) would have to

521

be given at least,'! Interestingly, however, when the idea for

the Critical Review was put forward three years later in 1889, ths

Clarks were thinking in terms of six shests per numbsr; they may,

222 The fact

of course, have been considering a larger sheset size.
remains that the size of each issue was held to be of crucial

importance if a periodical were to be an economic success.
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IV) Marketability in the US

The likelihood of a Clark periodical showing a profit would be
greatly increased if a regular, substantial market could be won for
it on the other side of the Atlantic. A recognition of this factor

had a certain influence upon the content of the firm's periodicals:

if it helped to win saless in America that, for example, Exsell was

923

‘well known on-[Scribners'] gide!, it also helped if the

contributors werse held in esteem in the US, and it was better still if a
satisfactory proportion of them were Americans. Thus, to take an

example, C.A. Briggs advised the Clarks with regard to the Monthly

Interpreter that they should 'make American contributions a feature

9024

so as to get up a demand for it in the States.'! Efforts were

also made to increase the appeal in the US of the Critical Revieuw.
As early as 1891, Salmond was said to have made arrangements with
several of the American colleges to ensure adequate coverage of the

525

different branches of American theological literaturs. But for

all that, John Clark could write of the Review to Salmond in 1896

'it hasn't much hold in the States, & doesn't cover as many U.S.

o226

books as it might do.° An American theologian, R.M. Wenley, had

offered to act as US co-editor in an attempt to improve the Revieuw's

American couarage;527 his theological credentials seem to have been

impeccable, and he had specialised in the subject area with which thse

Review dealt, the border-line between philosophy and theology.

Perhaps impelled by economic as much as by theological motives, the
Clarks seem to have considered the appointment of Wenley a sensible
move. Salmond, however, was of a differsnt opinion, and the matter
was allowed to drop., It is in any case doubtful whether anything

could have been done at that stage to remedy the Critical Revieuw's
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unprofitable position, but the incident is of interest in shedding

light on the importance of the American market to the Clarks.

V) The calibre of the editor and contributors

But of all these factors with economic implications arising from the
nature of the periodical, the most crucial was the perceived calibre
of the editor and his tsam of contributors. If a team of suitably

influential contributors could bs enlisted, the other factors would

be over-ridden: the periodical would be preferred before any
competitors; its frequency of issue would become relatively

inconsequential, as would the size of each issue; and an extensive

American sale would become more readily attainable.

That the editor should be influential, competent and committed was

clearly vital. The Monthly Interpreter failed, as we will ses,

because Exell, while being influential and possibly competent, was
utterly lacking in commitment. Salmond, greatly respected by the
Clarks, had all three qualities, but even his combination of
influence, competence and commitment was not enocugh to make the
Critical Revisw prosper. Hastings, enlisted with great foresight by

the firm at a time when he was competent and committed but hardly

influential, grew in influencs through the impact of the Expository

Times, but even he could not make it break esven until the last years

of the century. The importance of the editor's role in the Clarks!
eyes is illustrated by their comhents to the final editors of ths

moribund Journal of Jurisprudence: ‘'We were hopeful that under the

new Editorship there would be an increase in the number of 5ub3cribar3.l528

But if there was a direct link between the influence, competence and

dynamic commitment of the editor and the sales of his periodical,



there was also a link between the standing of the contributors and

the level of sales. If W.G., Blaikie in editing the North British

Review for the Clarks had sought to gain the co-operation of the most

illustrious uriters,szg so too did the later Clark editors, although

they were working within a narrower subject field, At least one of

the reasons why the Clarks agreed to publish the Monthly Interpreter
was the fact that they were impressed by the range of contributors
whose help Exell was proposing to enlist.530 And John Clark, having

sent W.E. Gladstone a copy of 5.D.fF. Salmond's work on The Christian

Doctrine of Immortality, was not above trying to solicit a notice of
it for the Critical Review from the great man.s31 This plan seems

to have come to nothing. But if men of influence were wanted, it
was also necessary that contributors should come from as wide a

range of denominational backgrounds as possible in order to win
support for the periodical in question from all sections of the
Christian church. Thus, for example, when Salmond proposed that the

Clarks should launch a quarterly, he was told that

If articles could be got from such men as Prof Cave &
Principals Simon, Fairbairn stc. (& we think they
would gladly contributs) we might gain the interest of

the Congregationalists, now that the Brit. Quarterly
is defunct, 532

However, if, on the ons hand, influential contributors would win a

wider audience for a periodical, and thereby increase the publisher's

income, on the other hand the more influential a contributor was, the

more, in general, he would expect to be paid. Although in discussing

with Salmond the'possible takeover of the Theolocqical Rsview the
Clarks, while anticipating that the contributors. would expect to be

paid, did enquire in passing about the possibility of obtaining

033

'Critical Notices' without payment, their customary attitude
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towards those who would contribute for no remuneration was expressed
in a letter to Exell: 'Some may be inclined to write for nothing,
though such are not usually worth much.'534 In the Clarks! eyes, a

good contributor was worthy of his hirs, In the short term the

firm might be more out of pocket than would have been the case had

they enlisted the services of an inferior contributor who charged
less, But they regarded this as an investment to be recouped in the
longer term as the stock of their periodical rose due to the calibre

of the contributors who would be increasingly and repeatedly attracted

to its columns in part by the level of remuneration, and in part by
the increasing staturse of the journal, a stature to which their
participation would further contribute. This at least was ths

theory. And in practice, too, the firm was concerned that its
contributors be adequately remunerated. In discussing the suggestion
that they should take over the Theological Review, for example, they

proposed that'contributions should be paid for at the rats of £4 per

035

sixteen-page shest; and they had to take Exell (who was remitted

a monthly sum which covered his editorial expenses and his own fee)
to task for inadequately remunsrating his contributors. One author,

8 Dr. Mair, had received only £4 4s, 0d. for a twenty-nine page
contribution. The importance to the Clarks of adequate remuneration

both for its own sake and for the sake of increasing the journal's
stock among potential contributors is evident from the following

comments made to Exell:

[ Mair / is one of the best men we have and cannot be
expected to contribute for that. The tidings of such
miserable remuneration spread round will paralyse the
whole affair...whilst we do not expect you to lose money
the Editor as well as the publisher must make some
sacrifice if the periodical is to be established...we
certainly nesver anticipated...that anyone would be put
off with 3s/- (&less) per page...to make a payment as
the above is looked upon as an insult., 536
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In genseral, therefore, in a move to attract the best contributors,

the Clarks paid adequately, even generously.

If editor and contributors were of a sufficiently high calibre, and

the other factors discussed above were operating in its favour, then
there was at least some chance that a periodical might make a profit.,

Other factors, however, have also to be taken into consideration.

ii. Cost and effectiveness of promotion

How costly, and how effective was the firm's promotion of its
journals? Considerable sums of money seem to have been spent in each

case on advertising, the distribution of free copiss and‘review

copies, and the circulation of prospectusss.

The Monthly Interpreter, for example, was heavily promoted. Upon

its launch, several hundred review copies were sent out (the revisus,
however, were !'few and rather indifferent',.and Exell was asked if he
had 'any influence with some of the leading papers;'537 the firm also
distribufed 'many thousand! copies of a prospectus and a largs number
of gratis copies of the magazine; and Exell, who had clearly urged
the Clarks to embark on a more ensrgetic advertising campaign was

told 'we think you cannot be aware of the extent we have alrsady been

advertising.'538

The Expository Times was ﬁromotad similarly; five hundred copies,
for example, being freely supplied to a representative of The Church
of tEngland Association for distribution among its membership in the

539

hope of attracting new subscribers. S0, too, was the Critical

Review. Salmond, who had clearly wanted the Clarks to advertise

the journal mors extensively, was told that it.was out of the question
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for them to spend more money on it.

I am sure you can have no idea of the sum we have
already expended in advertising = in addition to
the free distribution of several thousand copies. 540

John M. Clark felt that the distribution of free coples was 'the

541

most effectual'way' of promoting a periodical. He may well have

been right, for it was certainly relatively cheap compared with the
expense of advertising. Many new subscriptions Ead to be attracted
to recover the cost of each advertisement, and in most cases, one
suspects, the cost was nesver recovered. The distribution of frse
copies had the further benefit of being specifically targetted at
those who were most likely to be interested in the journal. But

in the case of all the Clark serial publications the promotional
spending would seem to have been fairly limited in its impact,
cértainly in terms of attracting new subscribers. It may well have
attracted new readers who would consult copies at their College

Library, but that was of no financial benefit to the Clarks. What

was true of the Journal of Jurisprudence - 'the majority / of

lawyarq;7'appeared to be satisfied with reading it in the Libraries'542

- seems to have been true also of the Clark theological publications.

For instance, of the American response to the Critical Review, John
M. Clark commented that 'individuals, how sver enthusiastic they

might be about the Review, tended to be content with the library
copy.'s43 -~ The Monthly Interpreter failed despite heavy promotional
spending; and similar expenditure appears to have had very little
impact on the sales figqures of the Critical Review and Expository

Times, It must remain very doubtful whether income from the new

subscriptions attracted in fact covered the cost of attracting them.

Another promotional strateqy was the supplying of copies of the

316



Critical Review at a reduced rate (one shilling per issue instead of

one shilling and sixpence) to bona fide students, who had to pay a
year's subscription in advance. This scheme was launched because

the Clarks were 'particularly anxious to interest the Students of the

044

various Universities & Colleges in [the journal ] ',” " but it does

not appear to have been particularly successful, at least in the
long term: John M. Clark reported in 1897 that while Salmond's ouwn
students at Aberdeen loyally supported his periodical, subscribing
at the student rate, it had been similarly offered to Glasgouw ana

045

Edinburgh students without success. If Scottish students showed

little interest in the Review, those south of the Bord=r are even

less likely to have responded to the offer. In this case too,

therefore, a promotional venture appears to have had little success.

The Clarks! return on those copies which were sold to students at the

special rate would, of course, have been drastically reduced. The
firm's motivation in launching the scheme appears, at least in part,
to have been a desire to further the theological awareness of the
students, but they were no doubt hoping that thoss who began to
subscribe at the student rate would kesp up their subscriptions at
full price onée their student days were behind them. 0On the limited

svidence available, it would seem unlikely that this happened in

other than a few cases,

The Clarks' promotional expenditure, therefore, seems to have done

little to further the financial prospects of their periodicals.

iii. Attracting advertisers

The regular sale of advertising space in periodicals could be a
fruitful source of income. Obviously, the easiest way to achieve

this was to present potential advertisers with a product which had
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the highest possible circulation, and this was always the Clarks'
aim, if it could be achieved without compromising the theological
integrity of the periodical. They were, for example, glad to be

able to tsll a potential advertiser in May 1893

The Critical Review has a very large circulation both
in Great Britain and America. Many Students at the
various Universities and Colleges subscribe to it

individually. 546
But in fact the Critical Review was then still comparatively nsuw,

and presumably selling better than it did in the later 1890s: in
general, Clark periodicals do not seem to have sold as extensively
as the publighers hoped. Therefore, if they wsers to sell
advertising space éuccessfully, the firm had to persuade potential
advertisers that it was more economic for them to take space 1in a
lower circulation periodical, each of the readsrs of which, becauss
of his speéialist interests, was genuinely a potential customer,
than in a high-circulation journal, many of the subscribers to which
would be most unlikely to be interested in the product or service
which was being advertised. (Advertising in the Clark periodicals
was generally limited to theological books.) This principle was

stated very clearly by the Clarks:

I do wish London Publishers could bs brought to realise

the importance of 5 the Expository Times /, & not be

carried away / by / 'enormous circulations' of Papers
which really are not nearly so valuable for their
Publications, If they would only belisve, too, the
fact that nearly all the well-known Scholars see and

read the E.T, reqularly. 547

A further problem faced by the firm in attempting to sell advertising

space was hinted at in the lettsr just quoted, and spelled out

unequivocally in another:

London Publishers have no conception (because they
happen to be published in Scotland!) of. the value

of thosa two Magazines [jlhe.EEEEEEEEEZ_IEEEE.B"d the
Critical Review / for Advertising purposes. They
circulate all the world over. 548 |



It was clsarly difficult for an Edinburgh publisher, distanced from
Paternoster Row, to persuade the London houses of the importance of
his product as a platform for advertising. In an attempt at
overcoming this difficulty, the Clarks used the services of an
advertising agent in the English capital, William Cruickshank.
Cruickshankfs activities were not uniformly successful, If the

Critical Review was at first regarded as a valuable advertising

forum - 'Bfitish Publishers are showing their high opinion of it by

their readiness in sending us their advertisements., In both the

1st & the 2nd Numbers most of the lsading Publishers lists appear.',549

- the Monthly Interpreter never was: 'We find also the greatest
difficulty in . procuring advertisements., We have had one of the

best London canvassers but he has utterly'failed. It is very

050

disheartening. For all their praise of Cruickshank in this

letter, the gensral impression one receives from the letter books is
that the Clafks were suspicious that he was not suffieiently

exerting himself on their behalf. Matters came to a head in 1897
when, Cruickshank having featured in Police News, the Clarks withdreuw

the agency from him, fearful that the reputation of their firm and

its publications would in any way be tarnished by his nefarious

pursuits. ‘We greatly regret that this decision is obviously

=51 Cruickshank was succeeded as the Clarks?

952

necessar9 and final,"

e

advertising agent by one Spriggs. Whethsr it was because of lack
of effort on the part of the advertising agent or not, it would seem
that there was a dearth of income from selling advertising spacs.
There certainly was insufficient advertising revenue to bring the
loss-making periodicals into profit. Clark publications were, of

course, profusely advertised in the firm's own journals, and the

loss on a periodical could be notionally reduced by crediting its
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account with the cost of the firm!'s own advertising. Hence, for

example, when the Critical Review lost £55 over 1896, this figure

was reduced to £25 by crediting £30-worth of Clark advertisements

which had appeared in the course of the year.ss3

Having considered all these factors which have bearing on the
profitability of the Clark journals, we can conclude that they wers

from the first very speculative venturss which, though they might

conceivably cover their costs, were extremely uniikely to make a
profit, It would follow from this that, in embarking on their
publication, the Clarks were quided less by the hope of financial

remuneration than by the other, non-financial motives which were

discussed earlier.

We turn now to an investigation of the history, aims and

profitability of each of the Clark journals in turn.

2. The history and profitability of individual titles
a) The North British Revieuw

Our consideration of the North British Revisw need only be brief,
since the Clarks were involved with it in the sarly 1860s, almost
two decades before the period being covered by this study., It is
however worth examining the Clarks'! proprietorship of the North
British because of the light which such an examination sheds on
their attitude towards periodical publishing. No financial data

with bearing on their ownership of the Review would, however, seem

to have survived,

The North British was by no means a specifically theological journal.

It had been founded foliouing the Disruption by a group of Free
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Churchmen who were dissatisfied with the Edinburqh and Quarterly

Reviesws, considering the first to be too secular, and the second,

too conservative, and who

desired to give their due place as within the Kingdom
of God to interests that had too often been left out
in the cold - art, science, philosophy, literaturs,
and culture in general; and without being professedly
theological, to look ocut as from the Christian
standpoint on the interests of humanity, and try to
preserve a wholesome balance bestween progress on the
one hand, and conservative order on the other. 554

The founders!' aim, therefore, was to consider every department of

human life within the frameswork of a theological perspective; but
the North British remained a literary, rather than a theological

journal, as was made clear in the notice in The Bookseller which

announced the Clarks! takeover.555 The history of the Revisw

is well covered in primary and secondary sources.556 In two

087

papers, “Joanne Shattock attempts to chart its complex development,

and discerns a protracted and ultimately unsuccessful attempt to

free the North British from the initial dominance of the Free Church

of Scotland., Founded as it was in the wake of the Disruption, it

was inevitable that the North British would be seen as a Free Church

journal, although, according to Shattock, it was never designed to be

an official organ of that Church. But undeniably, its links with
the Church were many, for its proprietor and publisher wers drawn

from the ranks of the committed, and it stood with Free Church
sentiments both politically (supporting the Whigs) and socially
(committing itself to current matters of social concern.) As a
result of this, it was inevitably regarded as being a Free Church
journal, and the editor was urged by its subscribers (the
continuance of whose support was obviously vital) to take a clear

Free Church line.
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Although the North British initially sold well (4000 copies of the

058

first issue, that for May 1844, being sold), its financial

position became precarious, and, according to Shattock, successive

editors realised that, if it were to succeed, it had to be freed

both from its provincialism and from its flavouring of Scottish
theology. But it was essential that this independence of thought
be achiesved without giving offence to the Church. The liberation of
the North British was made difficult because of the complex web of

relationships which existed between successive editors and

proprietors and the Church, which Shattock describes as being the
de facto proprietor.ssg Matters came to a head during the seven=-

year editorship of Alexander Campbell fraser, who took up office in
1850, On his assuming the post, the Free Church apparently made a

bid for control of the journal, offering to promots the North

British if it would announce itself as being a Free Church
publication. Fraser held out against this, and Shattock seems to
reqgard the ﬁeriod of his editorship as being the journal's high
point, the time during which its reputation, especially south of the

Border, reached its zenith,

Fraser relied heavily on the services of reviswers from the south,
and so much did he submit to their wishes in his eagerness to secure

copy from them that at times his editorial policy would seem to have

been haphazard and even inept. He freed the North British from

provincialism, but did not succeed in liberating it from Free Church
influence. His acceptance of 'liberal! material antagonised the
Free Church element in his readership, and when he published a revieu
critical of Thomas Chalmers! standing as a writer, he was openly

condemned by the Church. The proprietor, W.P. Kennedy, joined in
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this condemnation, and Fraser resigned, to be succeeded by John
Duns, a Free Churchman who, according to Shattock, was very much
under Kennedy!'!s influence. Thereafter, she sees the North British
as declining in reputation and influence, the Free Church remaining

‘an albatross around the necks of successive editora.'sso

It was into this situation that the Clarks stepped in 1860, buying
the journal from Kennedy, and replacing Duns with William Garden
Blaikie. In the absence of financial data it is interesting to

speculate on the motivation behind this move. Was it yet another

case of the firm loyally acting in support of the Church? In his

autobiography Blaik19561 describes his viesw of the reasons for the

takeover, Clearly, circulation had been affected by the debacle
over the Chalmers article, and it was hoped that, with a nsw
proprietor and a new editor, the journal might win back the support
of its former coterie of subscribers 'if [itj were conducted with

062

tact, and care were taken not to tread on tender toes.,! Clearly,

Blaikie was hoping that the Free Church readers in particular might

be won back. He also describes his reluctance to take over the

editorship, a reluctance fuelled by his awareness of the
extensiveness of his other commitments, and by doubt as to his
competence for the task. He describes his uniformly amicable

relationship with Thomas Clark, and his attempts to enlist the
services of as wide a range of contributors as possible. These
included, for exampls, abortive attempts to persuade John Ruskin
and W.E. Gladstone to contribute, Blaikie also describes his
editorial strategy. He sought to avoid giving offence by
ensuring thatieach issue of the journal had what he calls 'a
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manifest unity!, which appears to mean that all contributors



had to conform to a predetermined editorial line.

Tﬁe task was obviously a difficult one, and, after three years in
the editorial chair, Blaikis resigned due to ill health, At
around the same time, Clark sold the North British to the Edinburgh
firm of Edmonston and Douglas, who took it over from mid-1863.

F rom 1859, it was issued from London on behalf of Edmonston and

Douglas by Williams and Norgate, and in 1871 it was sold by Douglas

to Lord Acton, becoming a liberal Catholic journal under the
editorship of Acton and a Mr Wetheral. It finally ceased

publication in 1875,

That Clark so quickly disposed of the North British would seem to

indicate that the six shilling review was making a serious loss.
Blaikie certainly implies that it was of questionable profitability

in his comment iconsidering the circumstances of the Revisuw,
564

payments were made on a generous scale,! But it was clearly a

marketable property; 4if Edmonston and Douglas considered it worth
purchasing it is surprising that the Clark firm did not consider it

worth retaining, especially since, although Shattock holds that its

hey-day was before the Clark period, there is some evidence to the

contrary. Alvar Elleg&rd notes of the Review 'the contemporary

press attested the rise in importance and circulation of this

965

periodical during the 1860s,! If this is true it makes it hard

to determine the reason for the Clarks! disposal of the journal.

b) The Monthly Interpreter

The ablest scholars of Britain, America and the
Continent will contribute to its pages. Open
discussion of topics will be permitted, free from
sectarian spirit, within reverent and reasonable
limitations. Its articles will be practical as
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well as learned; not hyper-scholastic, or unduly
technical; adapted to the Lay reader as well as
to the professional Student. 566

With these positive words a new Clark periodical, the Monthly
Interpreter was announced in October 1884, The first issus

appeared in the November of that year, less than three months after
the Clarks had agreed to publish the journal. The proposal had

come from the Monthly Interpreter!s editor, J.S. Exell, whose initial

plan had been for a weekly magazine for preachers. Such a project

would have over-stretched the Clarks' capacity; the firm, howsver,
impressed by Exell's list of would-be contributors, announced their

willingness to consider publishing a monthly magazine along the

lines he had in mind. They did wonder, however, whether in fact

Exell would be better advised to arrange its issue through a London
" publisher, since he seemed to envisage that a substantial proportion

of the Interpreter's purchasers would be Church of England clergy, a

perception which would inevitably influence his editorial policy.567

By the end of August 1884, however, the Clarks had firmly agreed to

068

take responsibility for the new monthly., Thereafter, the project

moved ahead with remarkable speed. Scribners were contacted on 8

September to enlist their services in organising the American

distribution of the Monthly Interpreter, Exell being well-known in

the US.569 By 23 September, a prospectus for the magazine was in

proof, and plans to circulate sample pages of the first issue wers

well advanced.s70 By 24 September, a specimen cover was in print,

and review copies of books had been sent to Exell.571 The first

issue of the one shilling monthly was produced in time for November

publication.

Almost from the very start, sales wers poor and losses began to mount
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up. There is no record of the sales of the first issue, which

presumably were high, but out of one thousand copies of the second
issue supplied to the distributors, only two hundred had been sold
by 19 December. This augured ill for the success of the venture,

as did the lack of interest on the part of publishers in the Monthly

Interpreter as an advertising medium.s72 We have no detailed

financial data, but the lstter books note that £360 had been lost up
573

to 9 October 1885; by 12 May 1886 the firm had lost 'about
£700';S74 and by the time the Monthly Interpreter was finally wound

up after two years and four volumes in October 1886, the very large

loss of 'about £1000' had been sustained, an average of around £41

per issua.575 This is a staggering figure. Supposing 250 copies

to have been sold of each issue on average, it means that 3s. 3d. was

lost for every copy sold.

What were the rsasons for the Monthly Interpretsr'!s rapidly

spiralling losses? Undoubtedly, the distribution system left

something to be desired. Kegan Paul were appointed to distribute

the magazine in the south. Clark normally dealt with Hamilton

Adams, and it would appear that the agreement with Kegan Paul was

made at Exell's request — the following sentence from a letter to him
would certainly bear that interpretation -~ 'We have arranged everything
with Kegan Paul, but their terms allow very little to the publisher.

576

Their name may be of serviceeee o! That the Kegan Paul

arrangement was Exell's suggestion is possibly also implied by the
following, which was inspired by the poor sales of the second issue

'If you have ‘any interest with / Kegan Paul_/ will you try to poke

977

them up??! The terms agreed with the distributors werse that they

would pay B%d. for each copy of the one shilling journal sold by




them. There was an additional 10% discount, presumably for prompt
payment.578 As we have no idea of the production costs, we cannot
calculate the Clarks' return on esach copy sold, but clearly the

marqin was minimal. And one receives the distinct impression that

the Clarks were less than satisfied with Kegan Paul's efforts on

behalf of the Monthly Interpreter. Other than the disastrous
figure for issus two, there is no rscord of the distributor's
success or otherwiss, They did remit a cheque for £27 to the

firm in July 1885579 - under the terms of the agreement, this

would represent sales of 847 copiessso - but there is no indication

of how many month's sales were covered by the sum remitted, (1t

seems most unlikely to have coveréd just one month, ) On the
evidence of the letter books, therefore, it would seem that the
Clarks felt that part of the reason for the losses made by ths
Monthly Interpreter was to be found in the unfavourable terms

demanded by the distributors, and by their lack of effort in

promoting the journal.

Undoubtedly also, the rate of payment to Exell, and through him to
the contributors added to the losses. The initial arrangement

proposed by the Clarks was that they would pay him £275 annually
to cover his fee and expenses, and his payments for contribution

to the magazine., If the British sales topped 3000 copiss, they

were prepared to increase that sum to £300 per annum, the fiqure

081

which Exell had requested. He, however, seems to have held out

successfully for £300 per year irrespective of sales, for his first

082 Although it was necessary to pay

monthly cheque was for £25.
adequately if contributors of a suitable calibre wers to be attracted,

thers is no doubt that given the low sales figures the periodical
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could simply not support an annual payment of £300,

The major, and root cause of the Monthly Interpreter's losses,
however, seems to have been Exell's own lack of commitment, if not
downright incompetence. It is surprising that, before agreeing to
his proposal in the first place, the Clarks did not make more of an
effort to ascertain his suitability for such an editorial roles.

There is no indication in the lsetter books that they made any

attempt to investigate his credentials. Very possibly, he was a
well=known figure in theological circles with an impeccable pedigres,
so that they felt safe in signing an agreement with him, The
indications are, in fact, that it was not that Exell could not
effectively sustain the editorship of a ﬁonthly, but that, perhaps
because of indifference, or of the weight of other responsibilities,
he did not devote sufficient time and care to the task. Therse are
also, regrettably, indications that he was driven by a self-centred
rapacity, so that one is forced to ask whether he put up the
proposal merely to secure a source of reqular income with little

intention of committing himself wholeheartedly to the journal.

Much as the Clarks regretted having undertaken the Monthly
Interpreter, they must have been glad that they did not agree to

Exell's initial proposal, that they should launch a weekly,

Exell's loss-inducing indolence demonstrated itself in a number of
ways. He ignored the Clarks! lettsers and cablegrams. For exampls,

no reply had been received by 10 May 1886 to a letter sent on 31

o83

March 1886, His work was marked by carelessness, tardiness, and

lack of professionalism. He did not return proofs of the Novembser

1885 issue until 23 October, despite the fact 'that finished copies

084

were due in London by 25 October. And he was later to receivs
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this rebuke, a propos of the firm's £1000 loss:

we must say that we think a qood deal of this has
been caused by the loose way in which articles have
been inserted. Beyond sending us a supply of Papers,
many of which had been obtained for a quite different
purpose the Editor did nothing; few if any of the
articles receiving any editorial care or revision.

This contrasted so strikingly with the care shown by
the Editor of the 'Expositor' that it is no wonder
the 'Monthly Interpreter! did not succeed. 585

Exell's lack of commitment to the journal is demonstrated not only by

his carslessness, and his unresponsiveness to communications from
Edinburgh, but also by his financial dealings. The £25 he received
each month was intended both to remunerate him for his efforts, and

to enable him to make adequate payments to his contributors in order,

as we noted earlier, to attract material from the most competent
scholars, and to build the journal's reputation as a forum which
paid well, In one case at least, as we saw, he was quilty of

making what the Clarks considered a grossly inadequate payment,

£4 4s., 0d, for twenty-nine pages of taxt.s85 His motive must
simply have been to retain as much as possible for himself and as we
saw he was told bluntly by the Clarks that some sacrifices were

called for from the editor, as well as from the publishers of an
unsuccessful magazine. Whether Exell underpaid all his contributors
is a matter for conjecture: certainly an author whose work had
appeared in another periodical edited by him - the Homiletical

Quarterly, a US journal - is known not to have received payment for

his article, although it is unclear whether this was the fault of

Exell, or of the American publishers, Randolph.sa?

Exell's attitude and approach, thersfore, contributed significantly

to the loss made by the Monthly Interpreter. It is hard to avoid

the conclusion that his main aim was to enrich himself, and that he
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had 1ittle commitment to the project. This suspicion is deepened
when one sees his attempts to involve the Clarks in other projects.
For instancse, before the magazine was launched, he proposed that the
firm should distribute a work of his own, Thirty Thousand Thoughts.

This they declined to do, although they did grant him free

advertising space in the first issue of the new periodical to promote

it.588 Again, in the Monthly Interpreter's dying months, he invited

the Clarks to publish one of his own works: they declined, pleading
the state of the market., But in the face of Exell's audacity in
making the proposal, is there a touch of sarcasm to be detected in

their response, or were they simply showing their customary Christian

graciousness?

We have no doubt that you will easily find another

Publisher, as the collection must be a valuable one:

we wish you great success with it. 589
The decision to wind up the periodical at the end of volume four had
been taken in May 1886, no doubt on the grounds both of the extent
of the loss and the poor quality of the editing, although of course
the two were closely related. It would seem that Exell had
demanded what would today be termed a severance payment of £100.
Amazingly, the Clarks appear to have aqreed to pay him three

quarters of this amount on his resignation, an act which, in the

light of his behaviour, would seem to have been one of

incomprehensible charity.590 The £75 was duly paid on 1 October

1886, together with the £25 due for the last issue of the journal.
The firm pointed out to Exell that the £1000 loss had been largely
due to his carelessness, and suggested that 'in common justice! he
should return the cheque for £75.591 It says much for the Clarks

that the cheque was sent. There is no evidence that Exsell returned
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it, and it seems unlikely that he would have done so.

On hearing that Exell had secured the editorship of the British and

Foreign Evangelical Review, Thomas Clark expressed his surprise, and
put on paper his last word on the Monthly Interpreter's editor:
'I... certainly very much regret having had anything to do with

him.'592

c) The Expository Times

'I am hopeful it will succeed erse long,! wrote one of the Clarks in

January 1890 about the Expository Times, which had just begun to be

093

issued under the Clark imprint. I1f he was thinking in financial

terms, then he was sadly mistaken, for the new magazine did not shouw
a profit until the late 1890s. 1If, however, he was thinking of its
influence and standing among theological scholars, then his hopes

were to be fully justified, for in those terms the Expository Times

was a success almost from the first.

On the face of it, the Clarks showed considerable wisdom and
discernment in agreeing to publish another theological monthly,
similar in intent to the Monthly Interpreter, just over threse years

after that periodical's disastrous failurs. But they were helped
towards reaching a decision by significant differences bestween the

two undertakings.

For a start, James Hastings, the founder of the new magazine, was
clearly no careless opportunist such as Exell had been. (Ses
Appendix B for a biographical study of Hastings.) The first three
issues of the Expository Times (October-December 1889) had been

published at Hastings' own risk by an Aberdeen bookseller, William
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Diack of Schoolhill, The editor's commitment to the journal was

unquestionable: an often-repeated story has it that Hastings,

when he had the second number ready, found, on going

to Aberdeen, that his publisher had been ill and away
from business for more than a week. Dr. Hastings, equal
to the occasion, went behind the counter in the littls
shop, and for more than a fortnight remained thers and
sold 'The Expository Times', and also any books that

anybody wanted to buy. 094

But if the enthusiasm of the editor was indubitable, so too was the
quality of his product. The first three issues of the journal,
largely written by Hastings, would have been before the Clarks as
they were making their decision to take it over. Moreover, it was
already attracting attention in theological circles. If the brief
note announcing the launch of the Expository Times in the Bookseller

was encouraging - 'It is intended for popular reading, its object
being to encourage an intelligent interest in the study of the Bible,

985

and it will doubtless do so.'! - of much greatsr significance and

importance was the fact that the new journal was commended by

William Robertson Nicoll in the British weeklx.Sg6

In the case of the Monthly Interpreter, the Clarks, in committing
themselves to issuing it, were basing their decision on the
reputation of the editor and on his list of potential contributors;
in the case of the Expository Times, although the editor was
relatively unknown beyond his own circle, the quality of the product
was clear. The risk to the Clarks may therefore have been less.
The Monthly Interpreter episode both demonstrated that the firm was
eager to issue a monthly magazine, and showed houw important it was
that the editor be a man of commitment and calibre. ‘In Hastings,
the Clarks found such a man., Their decision to publish the

Expository Times was to have far-reaching consequences both for

Hastings and for the firm. His reputation as an incomparable



theological editor grew, and he launched into the ambitious
publishing programme which was to occupy him for the rest of his
life, and which produced the Dictionary of the Bible, the

Encyclopaedia of Religion and Ethics, and many other works, the
majority of which were issued by T. & T. Clark. If it is difficult

to imagine how his work could have been effectively issued other than
by the Clarks, who gave it unswerving commitment backed by capiteal,
it is equally difficult to imagine how T. & T. Clark would have

developed had it not been for the works by Hastings which for many

years were one of their chief pre-occupations. More was involved
in the decision taken in late 1889 than either party could ever have

imagined.

The tumultuous course of the Monthly Interpreter is well-documented
in the letter-books; the issue of the Expository Times proceeded
much more smoothly, and hence generated less correspondence, which
makes it more difficult to chart its development., It would appear
that the immediate cause of the Clarks! takeover of the journal was

some crisis which affected William Diack's business, possible related

to his ill-health. A letter to Hastings dated 20 January 1890 goes

o997

so far as to speak of Diack's'failure! but the Aberdeen bookseller

was clearly still in business, for he was reluctant to give up the

Aberdeen franchise for the Expository Times.598 It is not clear

whether the Clarks approached Hastings with a view to taking over

. 599
the periodical, or whether the initial contact had been from him.

In any case, as from January 1890, the Expository Times bore the

600

Clark imprint. The aims of the periodical at the start of the

Clarks' propriestorship were stated in a note in the editorial

columns of the Bookseller for January 1890,601 copy for which was
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presumably provided by the firm. The periodical aimed to present
'exegesis and commentary of the higher class'! to the widest
possible readership, both lay and clerical, from as many theological
camps as possibls. It intended kesping abreast of contemporary

thought: the editor's competence for this work had already been

attested by his readership, The Expository Times was praised for
the commendable clarity and incisiveness of style with which the

articles it contained were written.

The following financial arrangements appear to have besen agreed at

the time of the takeover. Hastings was to be paid a monthly sum

of £17 on the day of publication to cover all the literary sxpenses
of the magazine. This was much less than the £25 per month which
Exell had been receiving for the Monthly Interpreter, but at this
point the Expository Times contained only twenty-four pages per
issue, wherseas the lInterpreter had been much longer, containing
eighty pages per issue.602 The Clarks agreed to pay an outstanding
printers! account for the first three issues, which amounted to £45;

they also agreed to pay Hastings £35 for the literary expenses of

those early issues,

this sum being fixed upon in consideration of the loss
of the majority of the subscriptions for the first year
secured by Mr., W, Diack and consequent upon his failure., 603

Thus Hastings'! personal losses on the early numbers of the Expository

Times were refunded to him by his new publishers who, in effect,

retrospectively took financial responsibility for the journal from

its commencement.

The Expository Times quickly gained in critical esteem and (to a

lesser extent) in circulation. UWe have noted that, by 1896, the

firm could claim that it was read reqularly by 'nearly all the well-
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604

known Scholars!?!, and in 1897 the comment was made that it,

together with the Critical Review, circulated 'all the world over.'605
From the beginning of volume three, with the issue for October 1891,

the number of pages in each issue was increased from twenty-four to

forty-eight. Hastings had wanted this increase to take place in
the middle of the second year of issue, but was advised by the manager

of John Menzies, whose guidance had been sought by the Clarks, that

a mid-volume increase in size (and in pricse, from 3d. to 6d. per

issue) would be a sure way to 'kill the magazine'.606 As we have

noted in the section on transatlantic publishing, the periodical was

circulated in America first by Scribners, and then by the Christian

Literature Publishing Company,

The picture, then, is of a journal with a firm commitment to the
dissemination of contemporary theological thought, steadily gaining
an influential, international readership under Hastings' positive
editorship. All this was very much in line with the aims of the
Clark firm. On the face of it, the Expository Times was a success
story. But how profitable was it? Detailed financial data is
available for the four financial years beginning with 1895-96, and
it clearly demonstrates that until 1898-99 the magazine lost money
each year.607 The following table itemises the firm's outlay on

and income from the Expository Times over 1895-96:



TABLE II: 18

Expository Times: 1895-96 accounts

Qutlay Income
Printing (1) £385 158, 7d. Sales: 2980 dozen (5) £558 15s. 0Od.
Paper (2) £142 6s.11d. Volume sales (6) £44 11s, 7d.
Binding £11 14s. 3d. Sales of binding cases £7 12s. 9d.
Editor (3) £360 0Os, 0d. Advertising income £136 7s.10d.
Carriags £20 0s. 0d, Credited for T. & T. L
"Advertising £30 b5s, 1d. Clark'!s advertising £69 7s.10d.
Proportion of
Lists £S5 0Os, 0Od.

Miscellaneous(4) £22 2s,10d.

e S S

£977 4s,., 8d. £816 15s. 0d.
Loss §160 9s. &d.
£977 4s. 8d.

(1) This sum included the printing costs of the magazine itself, and
of the sundry items related to its publication..

(2) This sum includes the cost of paper for the magazine itself, and
for its cover.

(3) Wwith the increase in size of each issue of the journal, the
literary expenses had, of necessity, increased also. Hastings was
by now receiving £30 per month to cover his literary costs, and to
remunerate him for his activities,

(4) This sum includes the cost of such items as the distribution of

presentation copies of the magazine, and the reproduction of a
portrait of Professor Sanday.

(5) The Expository Times was sold to the trade at 4s.2d. per dozen
copies, on the top of which there was an additional discount of 10%.

2980 dozen at 4s.2d. = £620 16s.8d. - £62 1s.8d. = £558 15s,.0d.
The trade price per copy was therefore in effect 3.75d,

(6) All the previous issues of the Expository Times, with the

exception of the first year's, were available in bound volume form.
These volumes, from Volume 3 onwards, retailed at 7s.6d., and were
sold to the trade at 4s.9d., a discount of 36.66%. Volume 2 sold
to the trade at 2s.6d. The majority of sales over 1895-96 were of

the previous year's volums, of which 144 copies were disposed.

One or two general observations should be made. Monthly sales
figures are given for 1895-96, and these show a marked, if not steady,
upward trend. 3227 copies of the July 1895 issue werse sold; the
February 1896 issue sold 3573 copises; and the issue for the June

of that year sold 3605 copies. The total number of copies sold

3Bk
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over the year, after adjustments to take into account stock on hand
at the agents, was 38,734, After the deduction of 2980 '13th
copies'!, for which the Clarks were not paid, this figure was
reduced to 35,754, the 2980 dozen mentioned in the Table, Sales
continued to increase at the same rate over the succeeding years,
Over 1896-97, for.example, the total sales were 3227 dozen, and the

following year, the figure had dropped only slightly to 3183 dozen.

In 1898-99, the year in which the journal broke into profit, sales
totalled 3246 dozen, The underlying trend of the Expository Times

sales figures was therefore an upward ons.

But the Clarks had difficulty in making the journal turn in a

profit. We have insufficient data to calculate the unit production
cost of each copy printed, but a very rough figure may Ea reached
for 1895-96 by dividing the total outlay by the total sales,
including '13th copies!. This gives the Clarks!' cost per issus
sold at 6.05d.608 - «05d above the retail price. And thess figures
take into account the sum legitimately credited for the firm's

;advertising, without which the loss would have been even greater than

in fact it was.

Losses over the tuo succeeding years were slightly reducea. In
1896-97, there was a loss of £45 13s.11d., but a much larger sum,
£131 Os.0d., a rough estimate it would seem, was credited on account
of Clark advertising. And over 1897-98, there was a loss of

£50 1s. 9d. That is the year in which the Christian Literature
Publishing Company took over from Scribners as American distributors,
and for the first time separate figures ars given for American sales.
These totalled 19,500 over nine months, but as each copy was sold at

1d, until February 1898 and thereafter at 14d., it is clear that the
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Clarks were making a massive loss on each copy sold. This they
must have considersd to be worthwhile if it meant that they gained
a platform in the LIS.609 Over 1898-99, the Expository Times
showed a profit for the first time. It amounted to £92 17s.10d.

A comparison of the figures for 1895-96 with the corresponding ones
for 1898-99 reveals that there wers three reasons why the latter

year's trading showed a profit. In the first place, outlay fell,

from £977 4s.8d. to £956 1s.,10d.: a fall which is totally

accounted for by the decrease in the amount of advertising of the

journal which was undertaken. Whersas in 1895-96, £30 5s.1d. was

spent on advertising, only £5 13s.4d. was expended in this way over

1898-99, In the second place, sales increased. Over 1895-96,
total income from sales (including sales of binding cases) amounted
to £610 19s.4d., Over 1898-99, total income from sales (including
sales of binding cases and US sales) amounted to £762 16s.6d. In
the third place, advertising revenue increased, from £205 15s,.8d.
over 1895;96 to £286 3s.2d. over 1898-99, All of this increase 1is
accounted for, however, by a corresponding increase in the sum
credited for the firm's own advertising, from £69 7s.10d. in 1895-=96
to £147 6s.3d. in 1898-99, Although there had been a significant
increase in income ffom sales, therefore, the journal would still

not have shouwn a profit had it not besn for the large sum notionally

credited in respect of the Clarks! own advertising. In real terms,

the Exgositorx Times was still not making a profit at the end of the

century.

We may conclude that, as the Expository Times gained in critical
esteem, so it made slow progress towards profitability in real

terms. If the trend continued, we may expect that it began to shou
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a profit in real terms on sach year's trading in the early 1900s.

What is clear, howsever, is that the losses on the Expository Times
were slight compared with those on the Interpreter. (oreover, unlike
Exell, Hastings was proving himself to be a dedicated and fastidious

editor, The reputation of the periodical, and hence the Clarks'

reputation as its publisher, was bsing enhanced. At the very least,

the Expository Times was bringing T. & T. Clark's name before that
public which was most likely to buy its books, and providing a

platform where they could be advertised and (if they met with

Hastings! approval) sympathetically revieuwed.

d) The Critical Review of Theological and Philosophical

Literaturse

This journal, featuring as it did reviews by spsecialists of
theological and philosophical works, was very much within the field
which T. & T. Clark had made their owun. The firm, however, was far
from eager to embark upon the project; responding to one of ths
sarlier manifestations of the plan which eventually resulted in the

Critical Review, John M. Clark commented that there was 'great risk
610

in the undertaking.!

S.D.F. Salmond's first approach to the firm on the subject of a

quarterly'reuieu had come in the summer of 1886: as we have seen,
the Clarks did not hold high hopes about the potential success of
such an undertaking, feeling that the days of the quarterliss were
past. They did entertain the proposal to the extent of asking
Salmond to 'consult with a few friends, & get their candid
opinion',611 but beyond that, whether or not because of the candid
opinion of the few friends is uncertain, they did not go. Another

Edinburgh house, Macniven and Wallace was, however, prepared to



accept Salmond's proposal, and, under the editorship of a committes,
the Theoloqical Review and Free Church Quarterly was issued by them,
in collaboration with Hodder and Stoughton of London with whom they
had close links. The editorial policy of the journal was set out in

a note in the first issue (November 1886). It aimed to provide a

forum where the results of study into scientific theology within
Scotland in general and within the Fres Church in particular could
be aired, and where also reviews of work published elsswhere would
appears. 'One of the principal objects of the Theological Revisu
will be to maintain a watchful observation on the periodical

literature of fFrance, Germany, and Italy.! UWhile hoping that the

Revisw would have the support of many outwith the Free Church,

Salmond and his fellow-promoters clearly regarded it as a Free

Church journal as its titlse proclaimed: its policy would be to
rely mainly on contributions from within that Church. Fifteen
issuss weré published by Macniven and Wallace between 1886 and 1890,

with a cover price of 1s.0d. per issus.

It would'appear tﬁat by 1889 that firm were considering divesting
themselves of the journal, presumably because, as the Clarks had
expected all along, it was proving to bs unprofitabls. Nothing
daunted,” Salmond wrote once again to T. & T. Clark, suggesting that

they should take over the periodical, which by now seems to have

been knoun as the Theological Review and New Colleqe Quarterly,

perhaps in order not to deter potential non-Free Church purchasers.
Once again the project was considered, and once again John M, Clark
was far from sanguine. 'There is considerable difficulty, as I

have so little to guide me.' He estimated that, given that

contributors were to be paid at the rate of say £4 per sixteen page
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sheet, and the editor at the rate of £10 per number, it would take
sales of at least two thousand copies, far more than could be
realistically expected, before the journal would break sven. In

consequence, he saw little hope of his firm taking over the Reuiew.612

Discussions with Salmond continued, however, and a new idea emerged,
probably suggested by the Clarks, This involved not a mere
continuation o% the old ﬁeriodical, but its transformation into
something new and different. The new periodical would be a
theological and literary review, with a much broader denominational
base than had the sxisting one. This idea was discussed tﬁroughout
Decemser 1889 and January 1890, Salmond and his committee clsarly
favoured the continuation of the journal in its existing form; the
Clarks insisted that this was impossible.,  They did, however, allou
themselves to be persuadsed to increase an initial offer which they had
made of £15 per number for all literary expenses to £20 psr number.
Even this was significantly less than ths rate of payment for editor
and contributors (£10 per number for the editor and £4 per sheet for

contributors) which John Clark had, a few weeks sarlier clearly
reqarded as the appropriatse rate for the job as we saw in the

previous paragraph. However, it was obviously the maximum figure

which the Clarks were prepared to risk, even given the more catholic

basis of the neuw journal.613 Agreement was reached, and a

preliminary notice announcing the Clarks! forthcoming launch of the

614

Critical Review was issued in April 1890. This coincided with

the publication of the last issue of the Theological Review which
‘carried an sditorial note claiming that the journal had largely
fulfilled the expectations with which it was founded, and that its

success had encouraged its conductors to aim at an extension of ite



usefulness. (In fact, it would appear that the Review's change of
emphasis resulted more from the insistence of the new publishers

than from the desire of the editorial committee.) In future,

S.D.F. Salmond would be the editor, and T. & T. Clark the publishers.

The contents of the journal would be significantly different being in

future restricted to revisws of literature rather than featuring a
combination of such reviews with original pieces of wark as had
happened befors. In every other way, however, the contents would

be broadened. The Review would no longer be the mouthpiece of one

denomination, but would provide a forum for scholars of all branches

of the Evangelical Church; it would no longer limit itself to
revisuws of theological writing, but would feature philosophical works

as well. There would be a truly international dimension;

The first issue of the Critical Review was published in October 1890,
and between then and 1899 it appeared under the Clark imprint. An
editorial note in the first number listed the journal's aims in terms
similar to those which had been used in the last issue of the
Theological Review. It was to be an English-language equivalent

of such Continental organs as Harnack and Schurer's Theologische
Literaturzeitung .and Lipsius's Theologischer Jahresbericht. Initial
responses to the new journal seem to have been largsely favourable.
'It has met with quite a hearty welcome in this country!', the Clarks
commented to Scribners, or again, 'It is doing remarkably well here,
& the unanimous opinion is that it supplies a long-standing want in

615 But there was some criticism too.

our Theological Literaturs.'
A review in the Publishers! Circular, for example, while generally
commendatory in tone, felt that the journal was 'written too

exclusively by specialists for specialists ever to find favour with
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the public at large.,!

.Clarks could accept:

616

But this was a criticism which the

the journal was addressing a small audiencs.

Attempts were made, of course, to promote its sales as extensively

as possible,

was offered to students at a special rates.

not make a profit in its early years.

It was circulated in America, and, as we have noted,

Still, however, it did

The firm commented in 1896

that they were carrying on the Revisw 'at considerable loss' to

themselves,

loss of £55 over the previous year:

618

! and in January 1897 they noted that it had made a

this would refer to ths

1896 calendar ysar, rather than the 1895-96 financial year, the

figures for which we will be examining shortly.

At one point the

Review was increased in size by one sheet per issue in an attempt

to promote sales.

From the letter books, one gets ‘the impression that the Critical

Review was hopelsessly unprofitable.

shows, things were less gloomy,

four financial yearé_beginning 1895-96,

We have detailed figures for the

619

are presented in abbreviated form below:

TABLE II:

Critical Revieuw:

OQutlay

Printing (1) £128 6s.
Paper (2) £23 11s.
Honoraria (3) £105 Os,
Binding £1 16s.
Proportion of Lists £6 Os,
Advertising £11 4s.

US Promotional -
Copies (4) £18 15s,
Miscellaneous £6 I3s.
- £300 16s,

2d.
Gd.
Od.
6d.
ud,
1d.

Od.
6d.

3d.

19

1895-96 accounts

Income

3835 @ 1/~ (5)
Back nos (6)
Advertising

To & To CIErk'B
Advertising
Sale of cases.

Loss

and those for 1895-96

£191 15s.
£6 18s.
£48 3s,.

£27 128
£1 4s.

£275 13s.

In fact, as the financial data

0d.
6d.

Od,
8d.

3d.
0d.

£25 38,

£300 168.

3d.
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(1) Printing 1350 copies each of four numbers, plus miscellansous
printing.

(2) Paper for the journal, and for miscellanesous rslated printing.
(3) At the rate of £26 Ss.0d, per issus,
(4) 500 assorted copies supplied free to Scribners.

(5) The retail price was 18.,6d. The sales figures here are
adjusted to take into account stock in hand at the distributors.

There is no data for US sales.

(6) Previous years' volumes were available at a trade price of
4s,6d, The majority of those sold were of the most recent volume,

Volume 5,

Over 1895-96, then, the loss was considerabls, The journal sold an

average of 959 copies per issue, or 71.03% of the print run. But the

unit production cost per copy printed (excluding promotional expenses)

was 12.35d., — .35d, above the trade price, Increased advertising
revenue or a decrease in expenses were therefore vital if séles were
to show a profit, for without the help of advertising revenue, a
profit was impossible, even on 100% sales. There were, of course,
notional figures on both sides of the accounts in 1895-96, -

£18 15s.6d. was debited in respect of copies shipped to America for
promotional purposes, These were no doubt K copies which would
otherwise have remained unsold: hence no actual outlay was involved.

£27 12s.0d. was credited in respsct of advertising space used by the

Clarks, .This too,was a notional fiqure.

By 1896-97, however, things had improved somewhat, and a profit of

£4 10s,5d, ;hown. The print run and costs remained similar, and

the sales figure actually dropped to 3688 - 68,29% of the print run.
That the accounts showed a profit was the result, firstly of the fact
that there was no notional expenditure on sending promotional copies
to the US as there had been in 1895-96, and secondly of the fact

that advertising revenus was greatly increased, reaching £103 12s.9d.,



of which £60 16s8.9d, came from outside firms, and £42 16s.0d. from

Clarks'! own advertising. It will at once be realised, of course,

that the Review did not show a profit in real terms. The loss

would have been considerable had it not been for the notional sum

credited to the account of the journal in respect of Clark

advertising.

The position was the same over 1897-98, when a notional profit of

£5 12s.,10d. was shown. Again, the print run and costs remained
similar; the sales rose to 3985 - 73,79% of the print run. That

a profit was shown was due to a combination of increased sales, and

the continuing level of income from advertising: that year it

reached £102 2s.,6d., of which £49 2s.6d. came from outside firms,

and £53 O0s.0d. from the Clarks' own advertising,

Over 1898-99, although once again a conéiderable sum was credited

to the account of the Review in respect of Clark advertising, it
showed a loss of £33 16s.2d. Again, the print run and costs
remained similar, but the sales fell to 3285 - 60,83% of the print
run, There were two reasons for the loss: firstly, decline in
sales reduced the Clarks! income by £35 on the previous year'!s
figure; secondly, decline in income from advertising reduced their
income by £19 6s.10d. on the previous year's figure. (Over 1898-99,
advertising income totalled £82 15s.8d., of which £40 13s.8d. came
from outside firms, and £42 2s.0d. from the Clarks' own advertising.)
Losses would have besn even greater had not the outlay on theiﬂégigy,
been somewhat reduced that year, printing costs and promotional

expenditure‘being less than over 1897-98,

That such a specialist journal should have come as close as it did
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to making a profit in real terms would have been a great encouragement
to the Clarks. Given that sales appear to have been reasonably
buoyant in the late 18908, it seems uncharacteristic that, at the

end of 1899, they sold the Critical Revisw to Williams and Norgate

of London, This change of proprietorship may in fact have come
about at the instigation of Salmond, who seems to have had some

doubts as to whether T. & T. Clark could promote the Revieuw

effectively to the whole of the English language markset. In 1896,
for example, he had proposed that the Clarks should issue the Jjournal
jointly with an English firm, an idea which his publishers swiftly

turned down, implying that it would be difficult to find another

publisher willing to take the risk:

I.question if -more than one or two of the high class
English Reviews are financed by their Publishers.

In most cases they are subsidised, & the Publishers
run no risk. 620 |

It may, houwever, have been the persistent renswal of this kind of
request from Salmond which led to the sale to the English firm of a
prestigious property which otherwise one would have expected the
621

Clarks to continue handling.

3. Conclusions

From this examination of the data relating to the motivation behind
the Clarks!' journal publishing programme, and to its history and

profitability, it will have become clear that in this aresa of their
activities as in the others, they were prepared in certain cases to
put the profit motive in second place in order to aid the furtherance

of theological study, The examples of the Expository Times and the

Critical Review demonstrate that they wers willing to persevere with
loss-making projects provided the loss was modest, and provided the

quality of the product was unquestionable. The Monthly Intérgreter
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was wound up because it was of poor quality editorially, and because
the poverty of its contents led to low sales and unacceptably high
losses. The Clarks commented that most 'high class' English revieuws
were subsidised by individuals or by bodies other than the publisher.

It was no doubt with a certain justifiable pride that they could thus

highlight the fact that, unlike many other publishers, they uwere

prepared to subsidise, sometimes fairly substantially, and for many

years, periodicals which they belisved deserved their support.
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Section £E: Standard reference works

There is a certain overlap between this section and the one which
follows, in which the miscelléneous theological output of the firm -
all the titles which do not belong in any of the foregoing
categories = is considered in some detail. This Section deals with
major works of reference aimed at meeting the needs of theological

students with the fruits of uncompromising scholarship. Such works,

although they may have originated in proposals made by their editors
to the Clarks, were for the most part commissioned by the firm to

fill recognised gaps on the theological library shelves: they
involved a large outlay spread over ssveral years as they gradually

came to fruition, and consequently, they wers published at
considerable risk to the firm, If they were to be successful, they
had to establish a toe-hold in the market-place, build up a reputation,
and hold off the works of competitors and imitators for a considerable

period of time.,

To issue works of this kind had always been part of the Clark
tradition; if, in the early days, the fruits of German scholarship
were issued in translation (Hermann Cremer's Biblico-Theological
Lexicon of New Testament Gresek, for example, appeared in English in
1872 under the Clark imprint), by the 1880s and 1890s the firm, as

in other areas of their activity, were able to rely more on the output
of English—languaée scholarship. Several major works were issued in
those decades: two of them, W.,F. Moulton and A.S. Geden's
Concofdance to the Greek Testament (1897) and James Hastings!
Dictionary of the Bible (1898+) are considered here. They were

both completely new works for which reasonably detailed financial
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information has been preserved.

Two other major works of the periocd are not treated in depth, but
may be briefly noted here. The first was a translation and

revision of Grimm's Wilke's Clavis Novi Testamenti, produced by an
American scholar, Joseph Henry Thayer of Harvard, and published by

the Clarks in 1886, They were not, howsver, involved in the

editorial stages of this project, nor did they bear any appreciable
risk, merely undertaking, it would seem, to buy a set of plates, and
to pay a royalty of three per cent on sales up to 600 copies, and
seven and a half per cent thereafter, these percentages to be

622

reckoned on the British sellinqg prics. The work was published

as Greek=Enqlish Lexicon of the New Testament with a nominal retail

price of £1 16s.0d. and a trade price of £1 7s.0d. From the first,

623 and

it seems to have sold steadily, if not particularly rapidly,
in the 1890s it was still producing a reasonable annual rsturn for

the Clarks. In the financial year 1895-96, on sales of 230 copies,
it showed a profit of £152 2s.6d; over 1896=97 on sales of 238 there
was a préfit of £212 1s8.11d. A reprint of 810 copies was produced
in the financial year 1897-98, but sven so, on sales of 184, there was
a net profit of £62 7s.9d. Sales over 1898-99 totalled 276 copies,
yielding a profit of £235 1s.10d. These figures were achieved
despite the fact that a sizable royalty was due to Thayer each year.
For example, he received £43 11s.1d. in 1896-97, £37 12s.4d. in 1897~

624

98, and £61 18s.4d. in 1898-99, Grimm/Thayer was clearly an on-

going success, . .

The second work to be noted in passing is not given more extended
treatment because firstly it was, in fact, a revision of an earlier

work already on the Clark list, and as such arguably did not represent
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such a major risk, and secondly because it was not finally published

until 1906, The Clarks had issued a translation of George B,
Winer's Grammar of New Testament Greek in two volumes in 1858 and
1859, In 1870, the firm published a newly-revised and newly-
translated one-volume edition of the work prepared by W.F. Moulton.

Further editions of this successful title appeared in 1877 and 1882:

due to Moulton's extensive commitments they were issued with a

minimum of revision,szs so that by the mid-1890s, the work was in

danger of being overtaken by competitors, a major revision being
over due. In the case of this work also, extreme patience was
required on the part of the publishers. In September 1895 the
Clarks wrote to Moulton's son, James Hope Moulton, who was also
involved in the project, expressing understanding that the delay was

unavoidable in the best interests of scholarship, but nevertheless
626

urging as much haste as‘possible. By February 1896, the firm
were still seeking to shorten the delay: the previous edition of
the work had clearly not been stersotyped and it was on the point

of going out of print; such a hiatus might encourage ancother

publisher to produce a rival work, perhaps by arranging to issue an

English edition of a book by a Dr Schmiedal. The Clarks suggested

the the Moultons should seek ths help of a third scholar in

undertaking the revision, and offered to make an attempt to enlist

the services of J.H. Thayer.627 The immediate pressure was lifted

the following month, when the firm discovered that the old edition
of Winer could be reprinted by a new chemical process which would
obviate the need to reset the typs, but it is clear that they would
still have preferrsd Moulton and his son to seek a collaborator, and
equally clear that they were reluctant to do 30.628 While visiting

America, John Maurice Clark broached the subject of Moulton'!s work
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on the Winer revision with J.H. Thayer, to ascertain whether he

would be willing to join forces with the English scholar if

invited to do so. He declined, but suggested that a Professor
Burton, whose scholarship was impeccable, could be persuaded to help.

Moulton, however, had previously confessed that he found Burton

impossible to work with: a Moulton/Burton collaboration was

therefore out of the question.629 Five months later, however, in

October 1896 John Clark, who had clearly met Burton, and found him
to be a man of charming personality as well as of great erudition,
was still urging collaboration with him upon Moulton, who was

equally persistently resisting., As a counter-proposal, he suggested
a Professor Findlay as a possible collaborator, a proposal which

Clark gently deflected by pointing out, as we noted in an earlier
section, that it would be best if the collaborator belonged to a
different denomination from Moulton, who was a Wesleyan, especially
as another major work in which he was currently involved = the
Concordance to the Greek Tsstament - was being produced in tandem
with yet another weslayan.ﬁ30 This is an interesting case study of
gentle conflict between the demands of scholarship and the demands of
commerce, worsened by the understandable desire of an old man not to

relinquish a project which had been his for so many years. All this

correspondence would have led one to expect that steady progress was

being made‘on the new edition throughout the 1890s, In fact,
according to James Hope Moulton, not a page of the new book was
written when his father died in February 1898.631 The first

volume of the new edition, the Proleqomena, although nominally based
on Winer's work was in fact completely re-written, was prepared by

J.H. Moulton, and published in 1906. (Although Moulton's name

stands alone on the title page, it was at least proposed that he
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should have some help from H.A.A. Kennedy of Callendar.632 The

appearance of the second and third volumes of the new Winer was also
dogged by delay. The second volume appeared in 1929: it was not

until 1963 that the three volumes were complete.

That the work was an important one is emphasised by the fact that,
even although it was much in need of revision in the 1890s, it

continued to have not inconsiderable sales, and to yield a reasonable

profit. Over 1895-96, on sales of 115, there was a loss of
£38 2s,10d., but the edition of 400 produced by the new chemical

process would have had to be paid for that ysar. Over 1896-97, the
work showed a profit of £44 14s,10d., and over 1897-98, a profit of

£54 1s.6d. Clearly this major work was, like Grimm/Thayer, a

valuable property.

Were these major works, then, despite the element of risk involved

in financing them, and the editorial and administrative effort
involved in producing them, always profitable in the long term? UWhat
were the Clarks' motives in investing in them? And what level of
investment was involved? How quickly would the works come into

profit? Answers to questions such as these will emerge in the case-

studies which follouw,
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1. Moulton and Geden's 'Concordance!

a) History

'It is undoubtedly an alarming undertaking for me,' wrote John M.

Clark of Moulton and Geden's Concordance to the Greek New Testament.633
It was, howsver, the kind of venture upon which the firm thrived,

and it was no doubt with some pride that the Clarks pointed out that

they did not believe 'any other publisher would face the cost of

production of such an undertaking'=634 especially once the Clark
edition was in the market place, it would be unlikely to be threatened

by rival works.

What motives led the firm to commit themselves to its publication?

The clearest statements of intent focus, as they did in the case of

so many Clark works, upon the uniqueness of the Concordance, and

upon the gap in the theological library shelves which it was felt to

be filling. For example, in a lestter to Scribners, tﬁe Clarks
commented 'as for the need of the Work, that is universally admitted.'635
The announcement in the Bookseller which immediately followed
publication of the Concordance developed this theme.636 The

standard concordance to the Greek Testament was that by C.H. Bruder,

which in its original form rested entirely upon the Textus Receptus.

Attempts in an edition published in 1888 to bring it abreast of
contemporary textual scholarship were held by the Clarks to have been
'unsatisfying and incomplets'. The only rivals to Bruder's work were
small volumes 'of totally insufficient compass', based entirely on
the Textus Receptus. This was the gap which Moulton and Geden
intended to fill. Their work, it was claimed, 'adopts a new
principle, and aims at providing a full and complete Concordancse to

the text of the Greek Testament as it is set forth in the editions
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of Westcott and Hort, Tischendorf ... and the English Revisers,'
It is not surprising that, when initially offered the Concordance
by A.S. Geden in April 1895 the Clarks replied 'the work would be

quite within our line of PUblication.'637

Initially, another firm, George Bell and Sons, had contracted to

issue Moulton and Geden's work. Bell had laid down a number of

conditions, the chief among them being that the editors had to

undertaks that they would secure five hundred advance subscriptions
for the Concordance. It is not clear by which party the agreement

between Bell and the editors was severed: certainly, the terms
agreed with T. & T. Clark were more favourable to Moulton and Geden

than those agreed with Bell had been: the clause stipulating that

advance subscribers had to be found by the editors was withdrawn.638

The fact that they were taking over a project which was already under
way caused the Clarks certain difficulties when the work came to be
published. A number of subscribers had been enlisted under the

terms of the Bell contract prior to the Clarks' assuming responsibility
for the work. They had been promised ;Epies at a price of one guinea

which they had paid in advance. When the Concordance eventually

appeared in 1897 it had a selling price of £1 6s.0d, but although it
was published as a net book, the Clarks felt obliged to supply copies
to these original subscribers at one guinea. Similarly, booksellers
who had committed themselves during the Bell period to order a
certain number of copies at a trade price guaranteed then were
supplied with those copies at the price quoted. This led to slight

disharmony between the Clarks and other booksellers and customers.ﬁsg

Agreement with Moulton and Geden was reached in late April 1895, but
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due to editorial fastidiousness and production difficulties, the
Concordance was not published until 3 April 1897. Throughout those
years, a constant theme in the letter books is the extent of the risk

being borne by the Clarks: even if the work did prove to be

0
successful, they envisaged being 'out of pocket for years.'64 The

size of the risk seems in part to have bsen due to the sheer scale

of the Concordance. 1Initially, it was agreed that it should run to

seven or eight hundred pages; by October 1885, it was calculated on

the basis of MS submitted by Geden that it would run to over 1028

pages, brinding the estimated cost to £1030.641 In the event, it

was claimed that printing costs alone, excluding the cost of paper,

reached £1054 15s.6d., a massive investment for a firm of T. & T.

Clark's size.642 This fiqure, however does not take ‘into account

the fairly substantial discounts offered by the printers, which

reduced the sum payable by the Clarks to £793 18s,3d. The extent

of this reduction was possibly due to technical problems which arose

in the course of production.643

As usual, the Clarks were aiming at the highest production standards

possible, using very fine quality, highly super-calandered paper,sda

and having a new fount of type specially cut for the work.645 In

the end it was their view that 'a more beautiful book of the kind

646

[had] never been produced.' But these design factors no doubt

contributed to the scale of the investment.

The size of the investment was also affected by the fastidiousness
of the editors. In autumn 1895, Geden was taken to task on account

of the number of corrections he was making on the proofs,6d7 while a

year later Moulton and his son were laboriously re-checking the

proofs after the Clarks thought the work had been finally passed for

press.648 All this was completely understandable in visw of the



fact that the two editors were jointly responsible for the work, and
the fact that the reputation of their scholarship was at stake.
But it was frustrating for the Clarks to ses time elapsing and costs

increasing as the proofs passed through these numerous revisions,

Although the firm contemplated making substantial payments to the

editors in recompense for the 'enormous labour! they had expended on
the Concordan09649 they do not in fact seem to have received anything.
On the contrary, the amount of capital invested in the project by

the firm was somewhat lessened by a contribution of £200 towards the
outlay from A.S. Geden. In October 1895, when it became clear that
the work was going to be substantially longer than first planned, hse

of fered to contribute a further £50. This second offer was not

immediately taken up by the firm: they only asked to reserve the

right to claim the additional £50 one year after publication if the
650

work showed serious financial loss. And in fact Geden did remit
an additional £50 on 26 November 1897, In spite of these

contr;butions from Geden, however, the firm's investment was very

sizable.,

On publication, the work's prospects seem to have been favourabls.
400 copies were ordered in the UK before publication,651 and the

firm felt that there would be a steady demand for it due to its
importance, and to the fact that it would be several years before it

652

could possibly be supsrseded. How profitable did it in fact

prove to be?

b) Profitability

Financial data relaéing to the Concordance has been preserved for the

three financial years beginning with 1896-97 in the course of which
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the work was published.653 This information enables us to estimate

with reasonable accuracy the costings of the first two printings of
the work (750 copies in 1897, and a further 540 copies in 1899) and
the levels of return which these would produce.

TABLE II: 20

Moulton and Geden's 'Concordance!.: Costings
of the first printin 750 copies)

Qutlay Income
Composition and Sales (5) £785 B8s. 9d,
Printing (1) £793 18s, 3d, Paid by A.S.
Paper £50 1s, 0Od. Geden £250 0Os. 0Od,
Stereoplates £105 G5s, 0Od. Profit of sale
Binding (2) £34 14s, 1d, of plates to
Back Stamp £1 1s. 0d. Scribners(6) £89 19s. 3d.
Promotion (3) £5 3s. 9d. Royalty on
Advertising (4) £36 12s. 1d. Scribners!
Proportion of Lists £4 0s, 0Od. sales (7) £26 19s.11d.
Miscellaneous £1 0Os.11d.
£1031 16s. 1d,
Profit £120 11s,.10d.
£1152 7s.11d., £1152 7s.11d,

(1) This was the sum which was payable after the deduction of
various discounts and reductions allowed by the printers.

(2) This figure is an estimate: only 600 copies were bound up in
the year of publication. The binding cost of £34 14s.1d. for the
entire edition is arrived at as follows:

An estimated 700 copies bound in cloth at 8,83d per copy =

£25 15s.0d.

An estimated 50 copies bound in leather at 43d, per copy
* £8 19s.1d.
(3) The cost of printing 7500 prospectuses, and 2810 other
promotional items.

(4) This figure is made up as follows:
Credited in respect of the Clarks! advertising -
£15 12s.0d. (Critical Review £2 8s.0d., Expository Times
£13 4s.0d.)

Payments made for outside advertising - £21 0s,1d,

(5) The pricing of the Concordance was extremely complicated, 1IN
the first place, copies were available both in cloth and in leather.
But in the second place, a wide range of trade prices obtained in
each of these categories. Some of these discounted prices were
'net! - a fixed price without further discount, be it 21s.0d.,
19s.6d., or 19s.0d. or one of a number of other prices; others were
non-net - the basic trade price was subject to further discount, as
for example in the case of 115 copies in cloth which were sold at
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£1 1s8.8d, less 24%=£1 1s.2d. (These 'net and ‘non-net
descriptions refer, it is important to notice, to the trade, and not
the retail prices, for the Clarks had decided that the Concordance
should be a net books Hence all copies sold through the trade
would be retailed at £1 6s.0d, Some at least if the net discounted
prices referred to above would be accounted for by the fact that the
Clarks had to supply copies of the work to the original subscribers
at the price quoted when they subscribed.) Despite these
complexities, howsver, the firm's average income per copy sold can
be calculated as follous:

In cases where the discounted price was 'net! - Cloth £1 0s.11d.
- Leather £1 6s. 2d.

In cases where the discounted price was

subject to further discounts - Cloth 19s,10d.
- Leather £1 Ss. Gdl

On the basis of the 1897-98 sales, it can be estimated that ths
750 copies in the first impression sold as follouws.

216 - Cloth binding (discounted price 'net) - £225 18s. 0d.
434 - Cloth binding (discounted price non-net) - £430 7s. 7d.
50 - Leather binding (discounted price 'net!) - £65 8s, 2d.
50 - Leather binding(discounted price non-net) - £63 15s. Od.

£785 8s, 9d.

(6) A set of stereoplates was' produced and shipped to Scribners at
a total cost of £114 8s.11d, The American firm remitted £200 for
the plates, and £4 Bs.2d. in respect of additional expenses. The
Clarks! profit on this transaction was therefore £89 19s.3d.

(7) Scribners paid a royalty of 60c on each copy sold of the
American edition. During the lifetime of the first British

printing, the Clarks received £26 19s,.,11d. from Scribners in respect

of sales of 219 copies of their edition.

On the basis of thsse figures, the first impression would havs
yielded a profit of £120 11s.10d., a return of 11.68% on the total

investment. The Clarks would have probably seen this as a

reasonably satisfactory performance. In fact, as Geden bore almost
a quarter of the risk, the Clarks own investment in the work totalled

only £781 16s.1d. ¢ on this figure, the profit represented a return

of 15.42%. There is no evidence in the accounts up to 1899 that

Geden received any rsturn on his investment.

A second impression was required early in 1899, UWe can estimate

the costings of this impression, which would seem to have been
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significantly more profitable than the first one.

TABLE II: 21

Moulton and Geden's 'Concurdance': Costings of
the second printing (540 copies)

Outlay Income
Printing £76 17s. 2d. Sales (2) £556 10s,10d.
Paper £33 14s, 6d. Royalty on
Binding (1) £25 11s., 3d. Scribners!
Advertising £8 17s. 9d. sales (3) £20 Os,. Od.
Promotion £1 5s.10d.
Proportion of
Lists £3 0Os, 0d,
- £149 6s., 6d.
Profit £427 4s, 4d,
£576 10s,10d. £576 10s,.10d.

(1) Pro rata. (500 Cloth - £18 8s. Od.
40 Leather = £7 3s,.3d.

(2) On the basis of actual sales, it can be estimated that the
540 copies in the second impression would sell as follows:

167 - Cloth binding (discounted price 'net!) - £174 13s. 0Od.
333 - Cloth binding (discounted price non-net) - £330 4s. 6d.
20 - Lesather binding (discounted price 'net!) - £26 3s. 4d.
20 - Leather binding (discounted price non-net) - £25 10s, 0Od.

£556 10s,10d.

e

(3) This figure is a conservative estimate. £9 7s.2d. was paid by
Scribners in 1898-99 in respect of sales of 76 copies of their
edition. Given that the British second impression would be liksly
to last for at least five years, it seems probable that the Clarks
would receive more than £20 in royalty payments from Scribners while
it was still in print.

On the basis of these figures, the second impression would have
yielded a profit of £427 4s.4d., a return of 286.09% on the
investment, From this profit, Geden's initial contribution of £250
could have been refunded. = Only 96 copies of the work were sold
over 1898-99 however: at that rate of sale, it would have been over
five years before the second impression produced its full return.

The annual rate of return would therefore have been a more modest



57.218%. If sales were maintained, therefore, the Commentary

would have proved to be a reasonably profitable venturs,

The annual accounts give a confusing impression of its performance.
The 1896-97 accounts show a profit of £175 16s.6d. In fact,
however, £325 B8s.6d., expended in having the work set up in types,

had been charged against the firm's overheads in the previous year,

1895-96. Therefore at the end of 1896-97, the Concordance was still

£149 12s.0d. short of covering its costs. Over 1897-98, the work
showed a. profit of £165 9s.1d. on the year's trading, but it was

still £15 17s.1d. short of breaking even. Due to the printing of
the sscond impression in 1898-99, that ysar's trading showed a loss
of £27 18.5d.: by mid-1899, the work was therefore £42 18s.6d.

short of covering its costs. Over 1899-1900, it is to be expected
that the Concordance broke esven and began to show a solid profit.
The work was to remain in print for many decadss: the long=term
return must have been considerable, even allowing for the fact that
Geden's loan had to be repaid and some remuneration for his work

given to him.

2. The Dictionary of the Bible
a) History

One of the earliest mentions of the five-volume Dictionary of the

Bible in the letter books occurs in September 1893, when John M.

Clark informed a correspondent that he had 'almost' made up his

654

mind to undertake the project. It is uncertain whether the

initial proposal had come from Hastings or from the Clarks, but it
would seem that Hastings was the prime mover, for Clark confessed

that he had been 'pressing l:him] about j_t_|555
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The bulk of the editorial work on the Dictionary was done by Hastings,
but he had a number of assistants, chief of whom was an old school-
friend, the Rev. John A, Selbis. Selbie was, when the Dictionary
was first discussed, minister of the Free Church at Birsay on

Drkney.656 When, in 1896, he succeeded his father as pastor of the

Free Church at Maryculter near Aberdeen, he and Hastings were able

657

to work very closely together. Also on the editorial team were

A.B. Davidson, Professor of Hebrew at New College, Edinburgh; S.R.
Driver, Regius Professor of Hebrew at Oxford; and H.B. Suwetes,
Regius Professor of Divinity at Cambridge. Apparently, W. Sanday,

Lady Margaret Professor of Divinity at Oxford was also closely

involved in the work, but he did not wish his name to be on the

title page as illness had prevented him from contributing as much as
he would have liked to the project. It is clear that Hastings was

captaining a strong team,

Work on the Dictionary was under way certainly from early 1894, but
its forthcoming appearance was not publicly announced until January
1896, At that point, although a large part of the first volume
was in type, the firm did not envisage its being published until
Autumn 1897, as they intended having the whole work in type before
any part of it was issued.658 Such a policy would have
necessitated a very large investment before there was any return
whatsoever: in fact the plan was changed and the first two volumes
were issued at a time when much work remained to be done on the
third and fourth. The news that the Dictionary was about to be

published seems to have been greeted with enthusiasm. The British

650

Weekly, for example, gave it prominent advance publicity, and on

the eventual appearance of the first volume (delayed until the
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spring of 1898 due to the dilatoriness of some of the contributors,660

sales were satisfactory. Two thousand copies were disposed of in
the first few months after publication,661 and Hastings pronounced
himself pleased with early reactions to the work, commenting that in
Germany and America, as well as in the UK, it had had 'a great
reception = the reception for whichl:the team had] all worked hard,

but which [ they | scarcely dared anticipate', and moreover, that it

was proving itself to be an indispsnsable tool in the sermon-

662 The response to the remaining

preparation of many ministers.
volumes was equally warm. These volumes were published in,

respectively, 1899, 1900 and 1902, and 1904 saw the issue of a

supplementary volume.663

b) Motives

When we examine the reasons which led the firm to undertake the
project, it seems clear that although financial factors were very
carefully taken into consideration, the prime motive lying behind
the decision to proceed with the Dictionary of the Bible was the
desire to further theological understanding and enlightenment. The
Dictionary was thus motivated by a vision similar to that which, as
we have seen, quided the Clarks in other areas of their publishing

programme.
i. The theological motive

Once again the Clarks! aim was to fill a gap on the theological
library shelves, There was an indubitable need for a Bible
‘dictionary which would reflect contemporary theological thinking,

the earlier nineteenth century dictionaries, such as Fairbairn's

Imperial Bible Dictionary being, it was held, out-dated in

presupposition, technique, and style of presentation.664 True,
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there had been an attempt to update one of the earliar_works, that
by Dr William Smith which had initially appeared in three volumes
between 1860 and 1863, The first volume was revised, and issued in
two parts in 1893, but although there were plans for similar re-
issues of the other two volumes, these never appeared, possibly
because of the negative response accorded to those published in
1893. Of those volumes, the Clarks commented 'Great disappointment
is felt here / in the UK/ regarding the new edition of Smith's
Bible Dictionary': this disappointment they felt augured well for
their forthcoming work, the weakness of a potential rival having

been recognised.sss Their Dictionary aimed to reflect properly and

fully the advances which scholarship had made over the previous three

decades. And simply because it was meeting such a widely recognised

need, the firm felt that the market for it would be considerable.

There is no rival Dictionary of the same scope; it

is a book which is being sagerly looked for, & one

which all scholars, clergymen & students must have. 666
It is clear that in producing the Dictionary, the Clarks, from sound
financial as well as spiritual motives, were aiming at the widest
possible audience. The work was not targetted simply at the academic
theologian, but at the ordinary pastor in his study. Hence Hastings
pointed out in the foreword to thse first volume that the Dictionary

was being published to squip the Church for its teaching ministry.
The fact that the ﬁork was aimed at a wide audisnce affected the
editorial strategy governing its production. Acting very much in
line with the Clarkst'basic principles, Hastings excluded
unsubstantiated speculation from the Dictionary, admitting only what
he accepted as proven facts, His success in following this policy

was recognisedsone reviewer pointed out:

The true aim of a Bible Dictionary is always kept in



view, the reporting of those results which have
been certified by the general verdict of
scholarship rather than the actual discussion of
problems which are only now in the course of

solution. 667
The Clarks aimed, therefore, at providing a scholarly, readily-

marketable Bible dictionary for the widest possible audiencs.

ii. The profit motive

Success in that direction would, of course, result in fipnancial
success also. But once the basic formula for the work had besn

agreed, decisions had to be reached on several other matters which

had bearing on its potential profitability.

I) Considerations of content

The first of these factors was an editorial ons. If the Dictionary
were to be successful, its contents had to be of a consistently high
quality. Hastings unwaveringly aimed at the highest standards of
scholarship and accuracy: we have already noted his comment!for all
our sakes, & for the sake of truth, we must make the Work as accurate

as possible.'668

Such accuracy was all the more important in the
light of the competition which the Dictionary was to face from A. &
C. Black's‘EncxcloEaedia Biblica. If it were to outsell this rival,
it was not .enough that the Dictionary appear on the scene first

(vital though this was): it must also outshine the Encyclopaedia in
terms of breadth of appeal and quality of content., It was
successful on both counts, for the first volume of the Black work
did not apﬁear until 1899, the year which saw the publication of
Hastings' second volume, and the editorial policies on which the
Dictiongrx was based would seem to have made it the more appealing

of the two rival works. It seems unlikely that the Clarks knew of
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the Encyclopaedia Biblica project when their work was in the early
stages of planning, but they were certainly aware of Black's
activities by January 1896. Even at that point, they seem to have
considered that their work, by virtue of its breadth of coverags,

and its tapping of a larger reservoir of scholarship was thses more

likely to succeed,669 and Hastings! awareness of the nature of the

Encyclopaedia no doubt led him in the course of preparing his work
to heighten further those features which it was felt gave it the
edge over its rival, The Dictionary's greater success seems to
have resulted not only from its wider range of subject coverage, but

also from the more moderate theological stance of the editor.
Hastings! 'sympathies were with "moderate" as distinguished from
"advanced" criticism, and the preacher [?énd preachers werse liksly
to form the largest proportion of the market for the Dictionary or
the Encyclopaedia 7 tends to favour "moderate" criticism unless he

be under some compelling conviction.'670

II1) Considerations of size and format

As befitted a firm which consistently put theological considerations
before financial ones, T. & T. Clark seem to have left the matter of
the length of the Dictionary entirely in Hastings' hands. 1Initially,
it was planned to issue four volumes; at one stage, it seemed likely

that only three would be required ('the Editor belisves the entire

671

work is contracting rather than expanding'); in the event, the

work stretched to the initially anticipated four volumes, and

extended to a supplementary volums,

There was some discussion as to which form of issue would be most

appropriate if the circulation of the work were to be maximised.
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At one stage, the Clarks contemplated publishing it in parts or

divisions, presumably prior to, or concurrently with its publication

672 but in the event it was decided not to issus any

parts or divisions until after the first volume had appeared.673

in volume form,

In an earlier section we noted the Clarks! aversion to part-
publication: there is in fact no evidence that the Dictionary ever

appeared other than in volume form.

In considering presentation and production standards, the firm, as
was their wont, aimed high. Attractive layout and sheer bulk were
clearly held to be important factors in winning sales. Indeed the

Clarks seem to have felt that sales of the Dictionary were affected

by the apparently mildly devious practices of A, & C. Black: as uwe
have seen, although the Encyclopaedia volumes contained less material
than those of the Dictionary, Black had made their volumes appear to

be larger by using thicker paper than the Clarks and by numbering

columns rather than pages.

Presentation and form of issue clearly influenced sales: the Clarks

prided themselves on the quality of their products:

We always use the very best workmanship & material, &
the result is that our books are grsatly superior in
those respects to the mass of books produced in London. 675

II1) Consideration of price: Net or non-net?

It is of no small interest that the Clarks wers fixing the price of

the Dictionary of the Bible in late 1897, in the middle of ths long
series of negotiations, described by Frederick Macmillan,®’® which
led to the acceptance of the Net Book Agreement. In the three

decades which followed the collapse of the Booksellers' Association

in 1852, purchasers of new books came to expect a habitual discount

of twenty-five percent on the nominal published price. The granting
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of this discount had extremely deleterious affects on the
profitability of serious bookselling firms, for, according to

677

Macmillan, the profit to be made on the sale of new books was

'so exiguous that it became more and more difficult for booksellers
to make a living'. To resolve this problem, Macmillan suggested
that certain new books should be designated 'net! books and that

these should be sold at a fixed price, lower than the nominal
published price would have been under the old system., The

bookseller would be assured that his profit on each transaction

would remain intact, and would therefore be encouraged to stock

larqger quantities of new titles. Opposition to this scheme was to

be expected from some authors who might feel that it would affect

the sales of their works and the level of their royaltiss, if these
were calculated on the published price, and from some booksellers
who might resent this interference in the way they conducted their
business. And indeed, when Macmillan first outlinéd his plan, in
the Bookseller for 6 March 1890, it met with considerable opposition,
many holding it to be impracticable. Macmillan's firm howsever
began to issue a limited number of books under the net system with
the full consent of the authors, and refused to supply any Macmillan

titles to booksellers who did not sell the net books at their

published price. Soon, other publishers joined Macmillan in issuing
some net books, and certain leading booksellers wers sufficiently
persuaded of the merits of the system by 1895 to form a society -

The Associated Booksellers of Great Britain and Irsland - with the
avowed intention of supporting the issue of net books, and
persuading fellow-booksellers to lend similar support to ths net

system, In the same year, 1895, the Publishers! Association was
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founded with the initial aim of negotiating with the booksellers.,
Two proposals put forward by the booksellers over the next few years
were rejected by the publishers, one, dating from 1897, because it
sought to limit discount on non-net, or 'subject! books also, and
was opposed by the Society of Authors, the second, dating from March
1898, because although it had the support of the authors, it was, in
Macmillan's view, so complex as to be unworkable. Finally, in

November 1898, the publishers agreed on a proposal which was put to

the booksellers in early 1899, and accepted by them on 24 February.
The key principle was that new books should be issued as far as

possible at net prices, and existing books should, wherses practicablse,

be converted into net books by taking off one sixth of the current

price.678 Following the acceptance by the Associated Booksellers

of the Net Book scheme, that body successfully canvassed their
collsagues across the country, persuading them (not without

difficulty in some cases) to append their signatures to the Net Book

Agreement.

It was therefore as neqgotiations between the Associated Booksellers
and the Publishers! Association were under way that the Clarks were
fixing the price of their new Dictionary. Was it to be net or non-
net? Cleariy, they made their decision not on the basis of any
strong views on the rights or wrongs of the net system, but on

| grounds of pragmatic expediency. They sought to ascertain which
method of pricing the book would maximise its circulation by making
it acceptable to the majority of booksellers. The Moulton/Geden

Concordance was, as we noted, issued as a net book, but the Clarks'

initial decision was that the Dictionary should be non-net: - this was

agreed due to the poor performance of net books issued by the firm
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(although in fact there are only eight such books in the 1902

Cataloque)., 'We‘and other Publishers too, I know, have been so much

disappointed with nett books'!, they claimed,679 and elseuhere

expressed the same sentiment even more strongly, complaining that it

was their 'invariable experience! that the trade would not stock net

books.680 If a work 1ike a Bible dictionary were to achisve its

maximum sales potential, it had to be prominently displayed in the

bookshops, and this, the Clarks felt, would not happen if it were

issued as a net book.681 Their decision that the work should be

non-net was conveyed to Hastings in July 1897: given their strength

of feeling, it is surprising to discover that, following pressure

from the Edinburgh booksellers who urged in line with Macmillan's
views that they had !'far more esncouragement & pleasure in pushing
[net books_j', the Clarks seriously considered reversing their
decision later in the year. They seem to have come close to
agreeing to the Edinburgh trade's request, feeling that the work was
of such importance - 'there is no rival Dictionary of the same
scope! -~ that booksellers everywhere, regardless of their attitude
to the net book scheme would have to stock it in order to satisfy
the demands of their customers.682 However, before the end of 1897
the Clarks had reverted to their initial position: the work would

683 The pressure of the Edinburgh booksellsrs had been

be non-net.
outweighed by the pressure of others in the trades who had 'appealed
earnestly! to the Clarks against the net system, 0One Scottish
bookseller had gone so far as to say that a net price would *kill'
the Dictionary, and while the publishers, belisving that the work

would sell whatever price system was used, did not wholly agree with

him, they clearly were afraid that its sales would be reduced if it



were issued with a net price. This fear over-rode any commitment

684

they may have felt to the net system. And so the Bible

Dictionary's first retail nurchasers received the customary twenty-
five percent discount on a nomingl price of £1 8s.0d. per volume.
There is, of course, no means of calculating the extent to which
sales of the work were affected by its being issued non-net: what
is significant is that the Clérks made the decision to issus it

outwith the net system in a conscious effort to maximise sales,

IV) Considerations of the US market

From the enthusiasm with which the Clarks committed themselves to
the task of marketing the Dictionary in the US, it is clear that

they considsred an agreement with a US publisher to be vital to the
success of the worke Scribners were notified in March 1894 that
the Dictionary was f‘orthcoming?85 and were urqged to Hegotiate for
the American agency, it being pointed out to them firstly that
several other American houses were showing an intsrsest ('but we
certainly prefer to arrange with you if possible, & we hope thers

will be no difficulty about it')®%C and secondly that, as it would

be impracticable for the one US firm to hold the agency for both the

Dictionary of the Bible and the Encyclopaedia Biblica due to the
clash of loyalties which would result, it was important that they

reach a decision quickly, preferably in favour of the Clark work.

The Clarks would grant the agency to another house if Scribners

agreed to handle the Encyclopaedia Biblica.s87 The main reason

John M, Clark visited the US in the Spring of 1896 seems to have

been to negotiate the terms under which Scribners would handle the

Dictionary in the US,°8°

that year. It was not, apparently, as favourable to the Edinburgh

and an agreement had been reached by May of
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firm's interests as John Clark had hoped for: !The copyright
question has proved a most serious difficulty, and our American

friends are not slow to profit by it.'ﬁeg

The full significance of this comment is unclear. Certainly, in
order to secure the US copyright, a certain proportion of sach

volume had to be printed in America from type set on American soil.

In order to get round this difficulty, the Clarks supplied Scribners

with plates for most of the work, and also with loose type so that
certain of the articles amounting, it would seem, to some thirty

pages in toto per volume, could be set and printed in the US.690

But this procedure, although irksome, was surely a fairly minor

problem, unlikely to have significantly affected the terms concluded

with the American firm.

And indeed, these terms would seem to have been reasonably satisfactory
from the Clarks' point of view, although there is no formal record of
them, It would appear from the account books, however, that

Scribners were to pay a total of £1250 for the plates of the four
volumes. This figure was payable in four instalments as the volumes
appeared. Scribners also paid for incidentals such as the Consul's

certificate, and packing charges, and possibly also for the carriage

of the plates across the Atlantic although this is unclear.691 It
would also seem that they paid the Edinburgh firm a royalty on copises
sold in the US (perhaps this royalty only became payable after a
certain number of copies had been disposed of). In 1899, for example,
the Clarks received £128 14s,7d. from Scribners, a royalty on 1391
volumes sold, 45c being payable on each volume. (The royalty was at
the rate of 74% in most instances, but somstimes rose to 10%,

presumably in the case of leather-bound volumesJng When one
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considers that the actual cost of a set of plates produced for

693

Scribners was £66 16s.6d., it becomes obvious that the American

firm was making a not inconsiderable contribution to the editorial
costs of the worke The part which income from America played in
the overall profit-and-loss accounts of the Dictionary will be

considered shortly. Certainly, despite their private complaints

about the difficulties they had faced in reaching agreement with
Scribners, the Clarks were publicly delighted that terms had been

concluded with that firm. 'We rejoice that our two houses are

again to be united in the publication of so important an enterprise.'eg4

V) Considerations of promotion and distribution

A future Part deals in detail with the Clarks! genseral approach to
promotion and distribution. But it is worth examining here the
firm's promotion and distribution strategy in the case of a single
work, the Dictionary. Clearly,sffective promotion and efficient
distribution were held to be vital to its success. To promote the
work, between twenty and thirty thousand copies of a prospectus were
printed,sg5 and review copies (it is uncertain how many) were
distributeds The results of this strategy are, of coursse, difficult
to quantify. The work seems, in general, to have been favourably
reviswed, but this did not aslways affect'the sales, A positive
revisw(in the Guardian) which the firm expected would result in the

sale of several hundred copies seemed, at least at first,'to have

done no gnod.'ﬁg6

But the very fact that such a comment was made
indicates that it was normal for a good review to generate sales.
And even if it did not, the benefits of the favourable climate of

opinion towards a work which would be engendered by such a review

were not to be minimised.



When it came to distributing the work, although the firm never
employed door-to-door canvassers.697'1here was always the possibility
of selling direct to the customer, fhereby cutting out the
booksellers. Jealous of their good relationship with the trade, the

Clarks clearly attemptedto avoid direct selling as much as possibles,

but it alwvays remained a temptation, especially as the firm was

aiming at such a clearly-definable, and easily-rsachable target
audiencs. Moreover, in selling direct, the firm could supply the
work more cheaply than it could be obtained through the trade: while
this inevitably antagonised booksellers, it might well, if the

customer were an impecunious student or pastor, have secured sales
which would otherwise have been lost. Thus, occasionally, the firm
sold direct. For example, when one W.E. Adam of Manchester
requested that he be supplied with a copy of the Dictionary at a
reduced rate, presumably stressing in doing so his financial
stringency, he was told that the retail price of £1 1s.0d. after
discount of 25% was the lowest possible one, given the production
costs, and then informed that if he would 'kindly consider Eit] a
private matter, [the Clarks would] be glad to send [him] a copy at

698

the rate of 153/- per Volume': that is, 3s.0d. less than the

normal trade prices. Sometimes, discounts were given to members of
a particular institution, or pastors of a given denomination, In
the case of the Dictionary, for example, the Primitive Methodist
Book Room in London was supplied with copies cheaply on the
understanding that they were to be offered at a reduced price to
impoverished Primitive Methodist ministers. No doubt the firm's
motive here was as much to further the beneficial iﬁfluence of their

work as it was to maximise sales. But the arrangement provoked
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considerable antagonism from the trade, largely due, however, to the
fact noted earlier that the Book Room broke the conditions of the
agreement by circulating an advertisement to some Congregational and
Baptist ministers offering the book at 19s.6d., a reduction of 1s.6d.
on the price for which the booksellers would have supplied it after

699

discount, But the bulk of the work's sales were through normal

retail outlets.

VI) Considerations of payment to authors

The final factor affecting the profitability of the work was the ratse
of payment to the editor and his team of contributors. Therse aré no

specific data available on the rate of payment to contributors; such

gensral figures relating to the editorial costs of the work as have

been preserved will be considered below in the section on the

profitability of the Dictionary.

The Clarks, therefore, sought to fill a significant gap in the market
with a work which had the maximum sales potentialy; having created
that work, they endeavoured to secure its widest possible distribution.

How successful in financial terms did the whole enterprise prove to be?

c) Profitability

Although sales of the first volume of the Dictionary were not as
steady as the Clarks might have hoped for (expecting a good salse
during the Assembly season in Spring 1898, they were disappointed
that only two copies were disposed of‘)700 nevertheless they were
sufficiently high for a second impression to be required before the
end of the financial year 1897-98., It is impossible to isolate the
701

cost of either of these impressions, but the data we have available

give a full picture of the income and expenditure relating to the



work over 1897-98, and enables us to assess its profitability.
There follows a simplified version of this financial data.
TABLE IIs 22

Dictionary of the Bible: Volume One accounts 1897-98

Outlay Income

Composition (1) £1040 11s. 0Od. Sales

Blockmaking (2) £19 17s. 6d. Cloth 1692%

1st set stereos £96 16s. 6d. copies (11) £1551 4s, 6d,
2nd set stereos (3) £66 16s. 6d. Morocco - 339

Printing-1st imp.(4) £75 9s. 9d. copies (12) £374 11s, 0Od.
Printing-2nd imp.(4) £68 15s. 0d. Income from

Paper - 1st imp. £121 9s, 8d. Scribners (13) £377 9s. 6d.
Paper - 2nd imp. £120 16s, 5d.

maps (5) £92 10s. Od.

Binding (6) £156 13s. 9d.

Promotion £90 0Os, 5d.

Advertising (7) £105 10s, 4d.
Contributors?

fees (8) £1325 18s. 3d.

Insurance on

Hastings £77 0Os, 0d.
Proportion of

Lists £10 0s, 0Od.
Miscellaneous (9) £8 6s, 0Od.

M

£3476 11s., 1d. £2303 5s, 0d.
Discounts on

printing £127 10s, 3d. Loss £1045 15s.10d.

W

(10) £3349 O0s.10d. £3349 Os,10d.

(1) Includes miscellaneous costs such as that for the purchase of
Hebrew and Coptic type, and £27 10s, 0d. for proofs. (110 formes at

5/=).
(2)
(3)
(4)
(5)
(6)

The cost of 84 blocks, of which 53 were used in the first volume.
This second sst of stereos would be for Scribners.

The size of these impressions was 2160 each.

6100 copies of seven maps.,

Cloth - 1950 copies at 10d.
Morocco - 359 copies at 3s,.9d.
50 copies at 3s,3d.

(7) 1Includes £79 8s.4d. in outside publications, and £26 2s.0d. in
the Expository Times and the Critical Revisuw,

(8) Includes £169 2s.3d. paid to Hastings on account of royalties.
He must have had a royalty agreement with the firm. Selbis received
£150, and R.M. Boyd, who had presumably undertaken some editorial
duties, received £10 14s.6d, The rate of payment to contributors is
not specified. Presumably this total includes payment for
contributions which were still to appear in future volumes, unless
payment was only mads on publication.
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(9) 1Includes the cost of packing cases for sending stereos to
Scribners; the cost of type sent to them so that they could print
certain articles from the Dictionary from type set in the US in
order to conform to US copyright law; the cost (£1 118.,0d.) of a
Consular Certificate; and the cost of a stamp for the lsttering on
the spine of the work (£3 2s.0d.).

(10) The account book erroneously totals this £3349 10s.10d.,

(11) These sales were at a variety of rates -
106 +°/12 799'/4 @18/~  £719 6s. 6d.

10% ordinary 240 @ 18/~ £216 0Os, 0d.
71/2% 294'/4 a 18/6 £272 3s. Bd.
5% 310'/4 @ 19/- £294 14s. 9d.
Net 48 @ 20/- £48 0s. 0d.
28/- - 304 1 @ 19/7 19s. 7d.

It will be ssen that the percentages were calculated on a base price
of £1. Os, 0Od.

(12) These sales, too, wsre at a variety of rates -

104 + 1°/12 144 @ 21/9 £156 12s. 0Od.
10% ordinary 83% @ 21/9 £90 16s. 1d.
73% 43 @ 22/5 £48 3s.11d.,
5% 65% @ 23/~ £75 6s, 6d,
Net 3 @ 24/2 . £3 12s, 6d.

It will be seen that the percentages were calculated on a base price
of £1 4s.2d.

(13) This income includes £3 19s.,2d. paid for miscellaneous items,
such as packing cases; &61 Os.4d, paid for maps; and £312 10s.0d.

paid in accordance with the agqreesment reached with the Clarks for a
set of plates.

102 One notices

At first sight, the loss over 1897-98 seems sizable.
that the largest single item of expenditure was the editorial work,
which cost £1325 18s, 3d., 38.13% of the total outlay. One notices

also that the income from Scribners, although not inconsiderable,

went a comparatively small way towards offsetting the loss.

The crucial factor, houwsver, is that although a second impression of
2160 copies had been printed and the printing paid for by the end of
the financial ysear, only 84 copies had been disposed of. Over

1897-98, 20313 copies were sold, and 212% given away as pressentation
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and review copies. Out of the 4320 printed, therefore, 2076
remained. So, at a total cost of £3349 0s.10d., 4320 copies were
produced: the unit cost to the firm was 15s.6d. per copy, and each
sale would yield a profit of 2s.6d. per copy, a return on investment

of 16.13%. The loss of £1045 15s,10d. would be wiped out by the

time a further 1218 copies of the second impression were sold.703

On the remaining 858 copies of the second impression7Ud a profit of

£736 93.0d.705 would be realised, leaving out of the reckoning

copies sold in morocco bindings. Thus, the two impressions would
yield a return on the initial investment (3349 0s,.10d.) of 21.98%.706

These calculations ignore on the one hand the income from Scribners,

and on the other the royalty payable to Hastings, but this figure of
21.98% is a remarkable one especially as the object of some of the
initial expenditure - such as the promotion and advertising budget -
should be seen as building up an awareness of the work as a whols,
and as such should not in total be charged against the first volums.
709 copies of the second impression were in fact sold over 1898-99,
A third impression, if required, would produce sven more spectacular

results: its costs would amount to £373 3s.%d. (again excluding

whatever royalty Hastings received).707 The unit cost would amount
6d.
to £513 3s.3d = J3s.5d. The profit per copy sold would be

2160
14s,7d. The return on investment would be 426,82%, and the

breakeven point 19,21% of the print run.

The costings of the second volume, produced in 1898-99 in an impression
of 4320 copies are similar to those of the first. Its sales were at

a corresponding level, and it would yield a similar return.

Obviously, substantial overall profits would not be shouwn in the



annual accounts until the whole work had eppeared, and the

origination costs of the five volumes had been recovered. But if
the quality of the work were maintained, and if sufficient copies
were sold, the Dictionary would prove to be extremely profitable.
These, of course, are major qualifications. It was to the credit
of Hastings and the Clarks that the work met the needs of a

sufficiently large number of people to guarantee the sales figures
wvhich were essential if it were to break sven. Had further

impressions of sach volume not been required, the firm's position

would have been very diffserent,

3. Conclusions

It would seem from these two case studies that, while very real risk
was involved in the firm's issue of major reference works inveolving

a large investment, in fact, due to the Clarks! shrewd assessment of
the market, and due to the scholarship and literary competence of

the editorial teams, large profits accrued.
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Section F: Miscellaneous theoloqgical works

The remaining theological titles on the Clark list fit in to none of
the preceding categories. Many of these monographs and miscellaneous
works were initially received unsolicited by the firm, who, like any

established publishers, were reqularly made the recipients of MSS from

would-be-published authors. While some of the miscellaneous titles

issued by, the Clarks were impnrtant works by well-known figures

therefore, a good proportion of them were by authors unknown outwith

their immediate circles.708

From the letter books, one receives the impression that the
publishing of miscellaneous works was, financially speaking, more of
a hit-or-miss affair than the issue of titles in the other categories
handled by the firm, where the potential market could, it seems, be
more accurately sstimated. In consequence, it would appear that
the miscellaneous works were more likely to make a loss than were
the others. Although the investment was small, and the lass in
consequence not substantial, neverthelesss losses on a range of
titles did mount up, causing some alarm to the firm. Towards the
end of the century, ths Clarks were more reluctant to commit
themselves to the issue of miscellaneous works, feeling that
publishers were flooding the market with more titles than it could
absorb, and that losses wers therefore all the more likely. Thus

709

they averred 'It is a mistake to publish too many books', being

of the opinion that 'considering the enormous mass of books [then]

be'ing issued from the Press, far greater caution Ewas] necessary

than [had formerly been] the case.'’ 'C

These comments date from
1899: 1in fact, we find very similar views being expressed in the

previous decade, In September 1887, John M. Clark was doubtful
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about the sales potential of an MS which he had received: ‘'we have
published so much of recent years for which we have not been, &

probably never shall be, rBCOuped.'711

In accepting miscellaneous theological works for publication, there
were two courses open to the Clarks: either they could take the
entire risk themselves or else they could reach some kind of risk-

)

sharing agreement with the author. In certain cases they went so

far as to publish on commission, the author bearing the entire risk.
What factors influenced their decision to publish or not to publish,
in the light of a flooded market and their previous experiences of
loss? And how, having decided to publish, did they calculate the
degree of risk they were prepared to bear? Finally, how profitable
did the firm's miscellaneous publications in fact prove to be?

This section addresses these and similar questions, dealing first
with works published at the Clarks! own risk, and then with works in
the case of which the risk was in some way shared with, or borne

totally by, the author.

1. Publication at the firm!s risk

There is no doubt that, whersver possible, the Clarks preferred to
take the entire risk. It was, they felt, 'the simpler plan...more

pleasant for both Author & Publisher'.712

More pleasant it might bs,
but only if the work had a reasonabls chance of success. What

factors did the Clarks consider before agreeing to publish at their
own risk? How well were the authors remunerated? How profitable or

otherwise did the works prove to be?

a) Selection policy

If a theological work were to be published at the Clarks! risk, it
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had to pass a number of tests,

i, The quality of the work

In the first place, the work's content and style had to be of
unquestionable merit.,

As always, the Clarks were prepared to look favourably on a work
whose scholarship was demonstrably competent. There was no question,

for example of James Moffatt's The Historical New Testament being

rejected: he was, the firm felt, 'a scholar of high standing, the
neer of such men as Proi’essor Denney, & [the] book Ewould] be a
credit to him for scholarship.'713 Or again, the quality of another

book which, it was felt, would be 'useful to...students! led to its

acceptance at the firm's risk, despite the fact that the markst was

in such a depressed state that Sir Thomas could not envisage the

demand for it being large.714 Equally, a work whose scholarship was

clearly defective would be certain to be rejected. For instance, an
MS from one E.J. Nurse of tdgbaston was turned down because it was
deemed to be 'full 6? inaccuracies!, 'totally uncritical!, and

'inconsistent'.715

But even a work of proven ability and accuracy was not guaranteed

publication, for the firm had discovered that scholarship did,

6
'unfortunately...[f;;7 not always ensure a large sale for a book'.71

It was difficult to predict how successful a work would be from a
commercial point of view: thus the Clarks had been frequently
surprised to observe that 'some books of marked ability*[fall]
dead from the press, while ofhers, undoubtedly inferior, Etook]

117

the public fancy!. The author to whom this remark was

addressed had his work Words to Young Christians (1893)



published by the firm at their risk, but it was by no means their
invariable practice to issue svery miscellansous work of proven
quality which was offered to them. In the case of several other
cateqgoriss of publication, we have seen that the Clarks were ready

to proceed with works of quality even if it was extremely doubtful
whether they would break even. When it came to the miscellaneous
works,however, although the firm did take the risk of certain titles
in the case of which a profit was by no means guaranteed, in most
cases where the quality was high but the sales potential dubious they
would have sesm to have suggested sharing the risk with the author.

It would sppear therefore that in this area of their publishing,

commercial factors played a larger part in their decision-making
than in the others. Or perhaps it was simply that it was practical
in the case of smaller works to expect the author to share in the
comparatively small investment, whersas it would have been

financially unrealistic to expect, say, Hastings to share the risk of

the Dictionary or Exell of the Interpreter.

If he were to have some prospect of having his work accepted by the
Clarks, an author had to demonstrate not only the competence of his

scholarship, but also the effectiveness of his literary style. The

firm was inclined to be favourably-disposed towards one work becausse

there was 'a freshness about it'.718

Three months earlier they had
gently pointed out to another author that his style, which reviewers
had found !tought!, 'difficult}, 'knotted'! and 'gnarled', had

adversely affected the sale of an otherwise excellent monograph, and
had, by way of explanation, contrasted its performance with that of
a title by an unknown American, the Outline of Christian Theology by

W. Clarke which had sold 1700 copies in a few months, with little

482



383

advertising, Its sales were due largely, the Clarks felt, to the

simplicity of the author's style.71g

If quality of style was
important, so too was the titls, which could of course be readily
changed with the author's agreement. 'The Title is of great
importance /[ to the salss potential of the book/, & would require to

be very carefully considerad',720 one author was told; another had

it pointed out to him that his working title A Bishop's Anathema

721

would 'never do?, while a third changed the title of his book

from The Problem of Philosophy to What is Thought?, only to discover

that the Clarks wers concerned over the italicised is which they

felt did not 'look well.'722

These factors, quality of content and of style were taken into

account when the Clarks were considering a work. A well-written
work of indubitabls value would bs seriously considered, but quality

alone was not enough to guarantee its acceptance, certainly at the

firm's own risk. Other factors wers also taken into consideration.

ii. The nature of the work

If a miscellaneous work were to be published by the Clarks, it had to

be the kind of work which, in their experience, was likely to perform
well. As a general principle, it can be said as we noted earlier in

the Section on Series that the Clarks considered collections of
lectures, sermons, and previously-published or posthumous material to
be most unlikely to be profitable, and avoided them almost irrespective

of their quality in theological terms.

This principle is clearly illustrated in the firm's letter books.

Hence, for exampls:

Without exception I think, we find that collected
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articles on such topics /[ It is not clear what the
subject of the MS in question waq;7 which have alrseady
either appeared in Reviews, or have formed the subject

of Lectures or addresses, never pay the cost of
production. 723

Admittedly, that letter refers to collections on particularly

abstruse themes rather than to collections in general, but the
picture given by the letter-books is that it in fact expresses the

firm's general attitude. Again, the Clarks refused to take the
entire risk of an MS because, although they considered it to be

'very good', they feared that it was 'too much in the form of sermons

124 they felt that 'nowadays

7123

to have much prosbect of success':

l[_sermon§_7*very rarely pay cost of production,’ Unless they had

the support of some kind of editorial apparatus, posthumously-

published collections of material were also 'impossible' to market.726

Finally, works which, though of good quality, were presented in a
form which was unlikely to be acceptable to the audience at which the
book was aimed did not have much prospect of being published at the
Clarks' risk. Hence the Rev. James Aitchison of Falkirk was told
that while the firm saw much in an MS which he had submitted which
was 'qood & deeply interesting', nevertheless they could not accept
it as it seemed to 'fall between two stools!, appearing to be aimed

more at a popular readership than at critics and scholars, and yet,
running as it did to six hundred pages, being ‘'scarcely likely to

take with the ordinary public'.727

All this is not to deny that, on occasion, the Clarks did publish
collections of lectures, sermons, and posthumous material at their
own risk. But it was their normal practice, when publishing MSS of
this type, to share the risk with the author, and the salutary

experisnce gained in thesse undertakings only ssrved to strengthen
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their resolve to avoid taking the full risk of such collections
except in special cases. What is significant is that, oncs aqgain,
these decisions were being made on purely commercial rather than
theological grounds. No matter how good the Clarks considered the
MS of a miscellaneous work to be, they were most unlikely to publish
it at their risk if it were not presented in a form which they felt

would produce an acceptable level of sales.

Once an MS had passed the test of quality and the test of form, its
physical length was assessed, as this had a considerable influence

upon its marketability.

iii. The size of the work

The Clarks!'! frequently-re-iterated view was that small works,
especially if they were on recondite subjects, were unlikely to make
a profit, except if part of a series. For example: 'Our experience

728

is that small books on abstruse subjects never pay.' Or again:

'we very seldom can make a small book remunerative where there is not

729 Whereas small books had to be sold more cheaply

a large sals,'
than larger titles, and hence brought in a smaller return per copy
sold, they nsvertheless had to be advertised as widely as larger
books if they were to become knoun. And the advertising sxpenditure
was the same whether a book were large or small., UWhereas larger
books could support reasonable advertising thg;efore, small books,
unless their sales were, in the Clarks' terms, spectacular, could
not, Another problem was that it cost almost as much to bind a
small volume as it did a large: once again, the large volums,

producing more per copy sold, was better able to cover its binding

costs than the small, with its low return per copy solds In general
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therefore, small books, unless part of a series in which case the
advertising costs per volume would be significantly lower, were
unlikely to be profitable, and so, reqardless of their quality were

not published by the Clarks at their risk.

There were, of course, exceptions to this rule. Thomas Adamson's
The Spirit of Powsr, submitted to the firm via James Hastings, was as

we saw puolished with great speed at the firm's risk, although the

Clarks made the general point to Adamson that small books were
unlikely to pay, and then itemised particular reasons why the work
in question would be unlikely to succeed.730 It is uncertain why

the firm were prepared to publish at their risk in that instance:

perhaps they were swayed by Hastings' snthusiastic advocacy of the

work.

But the general principle seems to have been that, regardless of the
merit and quality of a work, if it appeared likely to be a commercial

failure on account of its size it was not undertaken by the firm.

iv, General factors

While they were not crucial, one or two other factors could affect the
Clarks! decision when they were evaluating an MS. It helped, for
example, if a work were not too closely linked with any one
denomination, for such a denominational stamp would curtail the
circulation of the book. If the work were identified closely with

a Presbyterian denomination sales in England would inevitably be
restricted.731 To take this factor into account was, once again,

to be influenced by purely commercial judgements, It helped also if

a work came to the Clarks with the recommendation of some churchman

or academic such as Hastings., For example, as we have seen, it was



at Hastings' suggestion that the Adamson work on The Spirit of Power

was published. Thus, too, V.H. Stanton's The Jewish and the

Christian Messiah was published at the Clarks! risk because it came
to them with the recommendation of Canon westcott.732 If such

recommendations gquaranteed the quality of the work in question, they

would also, if they were publicly announced, help to generate sales

following publication. Thus, for example, the Clarks conceded that

if A.B. Bruce could be persuaded to write an introduction to A.H.
Moncur Sime's The Epic of God it would very possibly help the
commercial prospects of the work.733 So while the recommendations

of leading authorities guaranteed the quality of works under

consideration, suqh recommendations could also foster ths commercial

success of the works once they had been published,

V. The potential profitability of the work

It will have become clear that, in considering miscellaneous works
for publication at the firm's risk, the Clarks based their decisions
on the commercial prospects of the MSS in question. 1In this, the
key principle which they brought to bear was significantly different
from the criterion which undergirded their assessment of MSS

belonging to their other categories of publication.

If a work were judged to be of merit, and likely to yield a profit,
the Clarks were usually prepared to publish it at their risk. The
next factor to be considered was the method of remunerating the
authore A number of different systéms were used; the lsvel and
method of payment to the author seems to have been decided on in thse
light of the potential profitability of his work. This once again

served to safeguard the Clarks! profits,

387



b) Payment to authors

Very few of the firm's contracts with their authors appear to have
been preserved, so for details of terms we are dependant upon
references in the letter books. It would seem that, reqardless of
the terms agreed, the copyright remained with the author in most

cases.734 The Clarks employed two main methods of remuneration -

profit-sharing, and royalty payments - but thsre were variations in
practice within each of these categories. It is never clearly
stated what principle gquided the firm in deciding which method of
remuneration should be used in the case of a given book. We may

assume, however, that in concluding terms with an author, the firm

were seeking to minimise their own risk.

There are in the letter books at least sixteen clear statements of
terms agreed with authors. Of these sixteen, four were profit-
sharing aqreements of one kind or another, and the other twelve

royalty agreements.
i, Profif—sharing aqreements

In the case of one work, A. Cave's Introduction to Theoloqy, the

author was promised payment of £25 on the first edition, but only if

that edition werse entirely sold out.735

This was a form of profit-
sharing which minimised the risk to the firm, for they would have
in their hands the profit on the entire edition before having to give
any remuneration to the author. Perhaps these terms were stipulated
because the Clarks regarded the book as being an especial risk - an
earlier letter to Cave mentioned the depressed state of the market -

but it is surprising that they were not prepared to do as they did in

other cases and share the profits of the book in a more equitable way
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with the author once it had broken even.

The other three profit-sharing agreements noted involved the firm in
sharing a stated proportion of the profits with the author. Under

a half-profits arrangement, the firm published Paton J. Gloag's

Introduction to the Catholic Epistles (1887).737 The terms

proposed to J. McDonald Inglis (60%1pr0fits)738 and concluded with

W.F. Skens (half-prof’its)739 included an element of risk-sharing as
well as profit-sharing. Inglis was to pay £15 towards the costs of
producing his work:s this sum would be repaid after the book had
broken even upon selling three hundred copies. He would then
receive 60% of the income on the sales of the rest of the edition.
Skene was to pay £25 towards the costs of producing his work (the

total cost of printing 750 copies and of binding one third of these

would be £50) this sum would be repaid when the work broke even, and

any profits resulting from further sales divided equally between

author and publisher.,
ii. Royalty aqreements

One would assume that the profit-sharing agreements were concluded

in cases where the risk to the firm was considerable, and that the
signing of a royalty agreement indicated that in the Clarks
estimation, the risk was less., In fact, however, seven of the
twelve royalty agreements noted were profit-sharing agreements in

diSQUiSBt

In those cases, the authors were promised a royalty of 10% of the

nominél retail selling price on sales of their works above a certain

number of copies. The number of copies on which the royalty was not

payable varied between 300 and 450: what the firm wers doing in most
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of these cases was to recover their costs before beginning to pay a
royalty. This was clearly stated in at least one case. J.Hamlyn

Hill was promised a royalty on sales of his edition of Tatian's

Diatessaron from the 401st copy, it being pointed out to him that it

would certainly take sales of four hundred copiss to reimburse the

firm for their outlay.740 On the other hand, when R. Johnstone was

offered a royalty of 10% of the selling price of his commentary on
1st Peter on sales over 350 copies, he was informed that it would
take sales of considerably more than 350 copies to reimburse the
f’irm.741 In general, howsver, under these arrangements, the firm
hoped to recover their costs before paying the royalty and wers, in
effect sharing their profits with the author, nons too generously it
could be arqued, The average trade discount on the nominal retail

7142

price was 42% Once the work had covered its costs, the firm

were therefore. left with 58% of the total retail price of sach copy
sold, yet only 10% of this price was shared with the author.
Considering that he had received nothing while the work recovered the
publisher's outlay, he might well have felt somewhat aggrieved that

a larger percentage of the income did not come his way once the book
had broken even. By concluding agreements such as these, the Clarks

were certainly protecting their ouwn interests.743

Five instances were noted where the royalty was payable on sales of

the entire edition. In the case of three of these, 10% was paid’7d4

and at least one of these three books, a work by George Matheson
made a losss The author received a cheque for £33 14s. 0d., 10% of
the selling price of the 321 copies of the book which had been
disposed of, and it was pointed out to him by Thomas Clark that the

firm was far from making a profit on the work.7a5 In one case,
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that of A.B. Bruce's Pauline Conception of Christianity, whers the

author was a prestigious scholar with a good sales record, the firm

offered a 12§%royalty.?d6 In another case, the royalty uwas

calculated differently. For his work on The Ritschlian Theoloqy
(1899) A.E. Garvie was to receive a royalty of 10% on the net
wholesale price of the first four hundred copies sold (that is, until

the work had reached its estimated break-sven point), and thereafter

147 1t is difficult to

a royalty of 15% on the net wholesale price.
pinpoint the distinctive factor which led the Clarks to pay a royalty
from the first copy in these particular cases. With the exception

of Bruce's book, these works could not have been expected to sell

better than many of those whose authors were not renumerated until

their work had recovered its costs.

When a work had begun to yield royalties to its author according to
the particular terms of his aqreement with the Clarks, he received a
payment in respect of copies sold in Britain and the Colonies, and
also in respect of sales in the United States. Because books wsere
exported to America at a low cost to undercut pirates or to deter
would-be pirates, the author received a lower royalty on copies

destined for the US, The normal Clark rate in such cases was 5%
on the British selling price; again Garvie's Ritschlian Theoloqy
proves to be an exception to the rule. 0On both American and

Colonial sales, Garvies was to be paid 10% of the price the Clarks
received from their agents, which usually was half of ths British

published price.748 This was only a difference in the method by

which the royalty was calculated: uwhat Garvie would receive would

be the aquiualent'of the normal 5% of the British selling price.
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In calculating the extent of their payment to authors, the Clarks
seem to have had in mind the same governing principle which directed
their evaluation of M3S: they sought to publish competent works
while minimising the risk to themselves., What was the outcome of
this strategy? How far did they succeed, by prudent selection and
costings, ip insulating themselves against loss? How profitable did

these miscellaneocus theological works in fact prove to be?

c) Profitability
i. Factors affecting profitability

In fact, the profitability of a given title was influenced by a
numbelr of factors besides the quality of the MS and the rate and
system of payment to the author, A book's financial success could
be influenced by the selling price, by the lsvel of the production

costs, and even by the conditions pertaining at the time it was

published.

I) The_selling price

Based on the production costs of a certain work, a selling-price
could be calculated which, if the whole edition sold out, would
guarantee the firm an adequate return on its investment. 1If
however, this 'ideal' selling price was above what the Clarks felt
would be the buying public's peréeption of the value of the work,
the price would militate against sales. In such cases, the firm
were prepared to reduce the nominal selling-price of the work in
question in the hope that, although their return on each unit sold
would be correspondingly less, a sufficient number of buyers would
be attracted to snsure that the edition would at lsast break sven.

Thus, for example, the retail price of G. Elmslie Troup's Words to



Young Christians (1893) was fixed at 4s.6d., even althou