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the necessary transportation of sup-l
plies, such as coal, &c., and the deliv-|
ery to consumers of the finished pro- |
duct or to the mills of the United |
States of pulpwood and woodpulp eon- |
stitutes one of the large sources of |
revenue. During the year ended
March 31, last, the exports of pulp-
wood were 1,096,462 cords, while me- |
chanical and chemical pulp amounted |
to 850,000 tons amd newsprint to 1,-!
006,522 tons. : !

The value of the pulp and paper in- |
‘ |dustry to Canada, in export trade | b :
| enm———————————— e — |alone, for the same period, “’P"esent'l ; LB e

! led $122,554,889, $72,667,826 of this be- | “ 4 .

: ; \abreast. The output of this latter ml-lthe tree which is of pulpwood size to- |ing accounted for by newsprint, $33,- | : L. ©. GROTHE, LTD.,
m—ybuoineu xmodbyTheCreat West ‘Ichlne in ome minute of running time day, but of that which would produce | 434,056 by other papers. What 1tt, rep-

it : 'would produce 8,757 sheets of paper |the pulpwood supply ©f tem, twent, resents in employment is shown by the
Life Assurance Company in Canada cqual m Sie t0 8 foup.page ©gMt- (or more years e mm; last rTeport of the Dominion Bureau

|of Statistics of the industry, which |

for the year 1922 was $48,977,132, column newspaper, growth ana seednngs are desTroyed, | . : S
: - : ' | Cotneident with the development of (and the ground leftgbmen, Y |gives t,h; number of :Tgr;lgzgs as 23, |

being greater than that issued by any 'the newsprint industry and the intro-| Many other industries benefit through 152’%7“ e o %d e

C 4 safit milli |duection of these enormous machines is ' en it is realized that this Is bu

other Company and over eig t million e oreatly sugmented demand upon

in excess of the largest amount issued

by any other Canadian Company.

. East St.John Lots

We are selling the balance of our choice
lots at a big reduction and on very easy terms.
$5.00 cash down and $5.00 monthly.

Courtenay Bay Heights Syndicate
FAWCE.TT'S STORE, East St. John.
Phone M. 4652. ° 7-16

|- Quality maintained
for 40 years.
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Franklin and Mrs. O.,J. Law'son. The Concrete Bloci{ and s

1bo s are to v i
Y to leave this afternoon for Brlck for Sale
Carter’s Poi t !

s Point under the leadership of W a i k, g 1

Scoutmast b .
utmaster O. J. Lawson Our Plant, ready for immediate de-

7 H liver,
3-INCH ICICLES FELL. Waterproof Concrete Blocks

and B :
Large or Small Orders Appreciated,
Prices on Application.

Maritime Construction
Co., Ltd.

Use the Want Ad. Way
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|the water-power development so close- | 4 i

ly asmmfd with the iﬁdust,y_ Large %ﬁres are maktmg upon this natural\ Te-
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1be for a continuous supply of | northwest of Piapot at noon Tuesday. |
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WHY THE AVERAGE STORE

LIVES ONLY 7 YEARS

(By Homer J. Buckley of Buckley,
Dement & Co., Chicago.)

. 1 was shocked recently when I found

that the average life of a retail store

is only seven yearts.

Just think of it, all retail stores. die
within seven years.

_Of course, there are those that sur-
vive, and, like the oak, grow bigger and
sturdier as time goes on. On the othet
hand, there are many that drop out, or
fail in one, two, three, four, five and six
years to offset the survival of the few
that pass the seven-yéar mark.

For such a condition to exist there
must be a reason—or cause and effect—
and the seriousness of such a situation
demands that those in the business, as
well as those whose business is af-
fected by it, must give it segous
thought, and why the banking interests
and the wholesale interests have not
made. a greater effort to rectity this
condition I cannot understand.

Many misguided people are eonstant-
ly shoutiug excessive overhead as the
cause of the numerous failures when
the truth of the matter is that over-
head cuts no figure if sales turnover
is large enough. In fact, we are ltving
in an age or era where labor costs are
getting on a higher level each year, and
this will, continue for a long time.
When people enjoy the taste of higher
wages and the added comforts and
pleasures that go with higher wages,
th‘e&rsﬂ: not going to reach back te
awér:standards of living, and less in-
come. Higher wages naturally increase
all other costs. Somewhere in %the
economic circle, higher wages play their
part in increase of house rent, ineréased
light bills, increased freight charge, in-
creased insurances, taxes, etc, all of
which go to make up the retallers’
overhead. :

So, instead of trying to locate ways
and means of reducing overhead, which
in time means lower wages and less
buying power, let’s spend our time fig-
uring out ways atd means of selling
more merchandise, getting a bigger
turnover out of our stocks through the
means of the higher wages. :

You never see a big salesman cutting
down expenses. He Is always think-
ing of how he can spend more to
more, and all big sales and 'big sales-
men has as their background liberal
expenditures in some form or other.

What's Missing?

When we begin to look around for
ways and means of increasing sales .or
turnover, what do we find? ‘We find
gross inefficiency; no analysis .of .the
market—no budget of fingnce lnw-
chases; no preconceived plah of actions
no sales strategy; no advertising
ability.

With these fundamental principles,
all stores can and will succeed even
though they may be in the most lm-
jted locations, and without these fun-
damentals applied most religiously, big
retailers would-never have known suc-
cess, would never have become big, nor
could they remain big without the ap-
plicatien -of these basic principles.

No beginner can today hope to exist
very long—to sa&y nothing of exgand-
ing—without following these principles.

Let’s go farther—let’s see what the
troubles are that make the retail mor-
tality seven years.

Here they aré:—

Too many are unfitted by tempera-
ment to ever make successful retailers.
‘L\Too many of the unitiated thimd it
is an easy way of making a living.

Too many start in with too little
working capital.

Too much credit extended to them.
Credit is too cheap. Too many are
lazy.

Too many are misled by the old say-
fng “that goods well bought are half
sold,” and, therefore, expect too much
of their buying.

While too few heed the newer and
more trite saying
are well bought,” and therefore spend
100 little time and thought in devising
methods and plans te scll goods.

Buying is much easier than selling.
That is, as long as you have the cash,
or credit, but cash or credit soon wear
out, and are gome if sales are not
made, so it'’s gell, sell, sell, sell—at a
profit!

If you
of itself.

Too many retailers think too much

of their office and too little about
their main floor. Buying is too reck-
lessly done. The ratio of sales to pur-
chases per item is almost unknown to
retailers, or, put in the other way, the
ratio of what should be bought is sel-
dom employed with regard to actual
sales.

In other words, there is little science
in the retail “business, and too much
guesswork and trusting to luck.

“Profitiess Days.”

How many merchants have ever fig-
vred up the number of days out of the
513 in a year that are days without
wrofit? When you take Janudry,
}&.\:ru‘ry, July and August end add

the rainy days, you will soon realize
that almost half of the year is done at
a loss, and how you can make the other
halfu‘Hng in the bacon is a real job,
but not for the fellow who plans
shead, not for the fellow who has a
mérchandise and financial chart, Not

do that buying will take care

“that goods all sold ||

for the man who has his merchandise
chart filed out for each of the fifty~
two weeks and can plan his pufrchases
and hiy sales 80 as to make each week
a busy week. Not for him who has
his financlal or salés chart filled out
for the fifty-two weeks,

First. With a column showing what
he did esch week last year, and, there«
fore, what he has to beat each week
of this year.

Second. With another column show-
ing by each of the same weeks what
he sets down for himself to &ell—in
cther words, his Sales task, or sales
quota, and with the third column to
show him, week by week, whether he
is gaining or losing. Such a merchant
cun’t fail,

In every village ard town there is
room for a merchant to get rich if
he will chart his purchases, his sales,
and his advertising.

Next to poor salesmanship the great-
est leak of profits in the retall store is
the waste of time. This leak is more
often caused by not havinig a plan and
working it out.

Time and care should be taken to
work out a definite budget and sales
plan for the operation of a store, and
the plan should be rigidly adhered to.

Advertising and sales events should
be laid out weeks, and in many cases,
months in advance, and buying should
be regulated on such a plan. This
will enable goods to be ordered, dis-
plays srranged, and the clerks posted;
thus everything will be thoroughly co-
ordinated. /

The proprietor and department-man-

agers should see that educational lit- | pe:

L Vi 2

]

Sheriff’s Sale

There will be sold at Public Auc-
tion on Thursday the nineteenth day)
of July A. D, 1928, at three o’clock!
in the afternoon at number 72 Ade.
laide street in the City of Saint Johnm,,
the goods and chattles of Alexandern
G. Day, consisting or horses, autofmo-
bite, carriages, harness, sleds, wagons
and othér chattles, the same having
been seized and levied on by me by
virtue of an execution issued out of
the Saint John County Court against
the said Alexander G. Day.

Dated this 11th day of July A. D,

1923.
AMON A. WILSON,
Sheriff
21772-7-19

ESTATE SALE

In order to close the estate of the
late Olivia J. McAfee it is necessary
to sell the boarding house which she
eonducted for so many years on the
corner of Princess and Sydney streets.

Tenders are invited for the purchase
of the same and inspection of the
premises- may be made on Monday,
Wednesday and Friday afternoons
from 8.30 oclock to 5830 o’clock on
application to the undersigned, at the
house.

EVANGELINE L. CORAM
Executrix
TR,

SRS

June 30th, 1923.

e

ever, apart from it being first con-
structed in Canada, is the fact that it
is also the fastest running newsprint
machine yet buflt, producing\ up to
1,085 feet per minute of 166-inch pa-

clerks and that they
be required to sign a slip stating: “I
Liave read it carefully.” Then when
you find a clerk that is not posted on
certain lines, you are able to ask,
“Why did you sign this slip, stating
vou had read it carefully?” :

See that all goods that are “out” or
“low” dre entered immediately in the
want book. Arrange a calendar ‘on
goods that deteriorate quickly or go
out of date, thus enabling them to be
checked.

1f you'll do these thifigs—and watch

crature is given to

sell these things—the life of your store and

the life of your success won't be mea-
sured by seven years—or seventy, for
tl.at matter!

CANADA'S PAPER RECORDS.

Exports 100, Tons of Newsprint a
Month—Now Makes Machines. -

A new record has been established
by the newsprint industry of Canada
not only in manufacture but in ex-
perts. For the first time the monthly
record exceeded in each case the 100,-
00-ton mark, a substantial advance on
the output of last year.

New paper-making machines are be-
ing installed in man mills, and in
these also Canada is establishing rec-
ords. Until about two years ago mo
paper-making machine had been built
in Canada, The growth of the pulp
and paper industry in this country’
was, however, assuming such propor-
tions as to warrant the Dominion En-

ring Company of Montreal enter-
ing upon the construction of these
mammoth machines. Their first unit,
made for the Laurentide Pulp and
Paper Compesny, produces a sheet of
paper 166 inches In width, What is
remarkable about the machine, how-

.

Machines of record width have bewn
installed by the Abitib{ Pulp and Pa-
per Company, and a number of other
companjes are installing these mam-
moths. These have a paper width of
284 inches and run at the rate of 800
feet per minute, produéing from 80
to 100 tons of newsprint per day. This
width visulalized may be understood
when it represents a strip of pappr
nineteen feet six inches wide, on
which three automobiles could drive

“Raw From Eczema
Doctors Do Their Best”

Porty years I suffered. One leg raw
ﬁvntauhbrl , No living man could
Dbelieve what 1 suffered. It was D.D.D.
that relieved me, and for three years 1§
bsven't had a sign of ecsema.”

words ate taken from the letter of Re-
fos , Chesterville, Ontario. Mr. Garrett
will answer any questions yon care to ask him.
If you.haven't tried the cooling, healing
&D. D. for skin dlses'le.:z‘?o'l‘l be ¢lhd to
eu & bottle toda reonsl Fusr-
n{e‘. 00 & bottle, Try D. D. D, Soap, tes
® (4

P2

E. Clinton Brown, Wassons Drug-

gists, J, B. Mahoney. .
Teial bottle will be sent for 10

T
_No. 1 for [ L
sxin glu‘uu. No. 8 for -
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hardest on tires.

See how nearly the
Ames Holden Tire~
will come to gut-
wearing two of the
other make.

Your dealer has them
or can get them.

= s

Make this Test

Put an Ames Holden Tire on
your right rear wheel —it is

Put the best other tire you
know of on the other rear—

‘Compare theWear"”

TIRES

L
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T
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remier!

GASOLINA [:

ADIATING out from our six great

oil refineries are more than 1,300

bulk distributing stations en-
trusted with the responsibility for serv-
ing, adequately and economically, dis-
tricts largely dependent upon them for

petroleum products.

New units, as required, are constantly
being added to round out this vast,

well-knit  distributing

organization.

Stations now under construction in the
west and north answer the challenge of
unclaimed tracts; throughout the grain-
growing belt our stations rival in fre-
quency the local elevators which dot
the prairie; in the more densely settled

east station after station is

continually

going up to meet the ever-growing
demands for our products in these terri-

tories.

Imperial Oil bulk distributing stations
constitute a dependable ‘“service of
supply”’ which alike benefits the dealer

and the consumer.

“Facts Worth Kmowing'® s &

a bookles
which telis more fully of Canada’s osl
mdngf and desls periicularly with
the :ubjeck of gasolims. 1f you have

not already recesved your co;
PERIAL QIL
Church Stress,

Room 721

)

LIMITED,
Toronie.

address
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