
CANADIAN DRUGGIST.

that concerns niedical men, and has mi-
portant bearings on the practice of medi-
cine. Pharmacy is undcrgoing consider-
able change, but in thIe illidst of the
healthy developinent there is a growth
which, in excessive production and the
tendency ta invade all surrounding inter-
ests, is verily of the nature of a cancer.
It is destroying the professional spirit in
pharnacy. By mneans savoring of chi.
caniery and advertisemuents, enulating in
a refimed nanner the examîîple of qnacks,
it is deceiving the public, and it lias the
effrontery ta solicit the aid of mîîedical
imen by asking theni to lbe the touting
agents for its giods.--Pharacutkal
fournar/.

Ilow to Succeed though a Drugglst.'

ly S. C. 'AkSos. SAVANNAll. C.A.

'lie depression in business for the past
twa years lias brouglt many a heretofore
prosperous "Iold line " druggist face ta
face with a stern problem, that of station-
ary or decreasing sales, owing ta the grow-
ing compctition of the nimerous dipa-rt-
ment stores and: the increasing- tendency
of physicians ta furnislh their own medi-
cines.

It is clear that we cannot largely in-
crease the sales of present lines without
orfering special induceients ta mcet those
of our competitors, for we have pushed
those Unes ln the best of Our ability. To
make no change is to court commercial
death, for the laws of business, like the
laws of nature, are without nercy and
without remorse.

In nearly every city .the retail druggists
are protesting bitterly against the cutters
and departient stores, which advertise
and sell well-known staples at prices
which would mean starvation for the
smaller dealers.

Of course, it is undeniably hard that
these nierchants should sec their trade
thus drawn away and profits dwindling
day by day, but they might just as well
try ta keep back the ocean's tide w:th a
broom as to try to remnedy the cvil by
passing resolutions.

NEW CUSTOMS.

The duty of every druggist is to try and
be in touch with the peculiarities of his
own people ; ;t is well enough ta desire to
adopt the custonis of France, Germany,
England, or China, if you live there ; hut
if youdesire ta succeed, you must go with
the current instead of against it. Read-
just your business, add new departments.
select goods whose retail imerits are the
first cunsideration, becoine headquarters
for all goods in your line, save money by
buying in quantities whatever can bc dis.
posed of inside a reasonable lengti of
time, sa that hIe last article -will not lie
less desirable when sold than the first ;
incrcase your stock so as to be ready for
all denands ; patronize your local jobber,
but ever reniember that lie is human, so
don't expect hii ta supply your shorts

*A pape ted at a ,eetng of the Georgia Pharma.
ceticai As,ociation,

and one.twelfth of a dozen the saie as
those buyinig in larger quantities.

In your chemical departinent purchase
the best, for it is none too good. Don't
be too anxious to get in on the grountd
floor with saie inferior extracts, or try to
educate the physicians about the National
Formulary, for seemting unwillingness on
Our part ta furnislh proprietary articles
simply increases the tendency for them to
furnish their own medicines.

'ROMiPT PROFITS.

We do not forget those who supplied us
with ready sellers, as a prompt profit
makes theni popular, for such wares bring
the people in. Vhat a world of inercan-
tile success in those words, "bring the
people in ;" they contain the secret of
every successful business. Personal popu-
larity, handsone store, advantageous loca-
tion, and conipetent clerks will accomplish
a great Jeal, butif you have ever dreaned
of naking a success of your business,there
is nothing that equals printers' ink to

bring themli in.''
'lie world moves and you nust move

with it. Don't always wait until the de.
mand lias been creaied before you lay in
your supply, as your progressive neighbor
lias anticipated the samie, and caught the
customners for tIe first calls. Sa if you
want ta succeed, you are obliged to take
chances and not lapse into a sort of a ma-
chine and simply sel what's called for,
until your stock gradually dwindles ta
one-twelftlh of a dozen or none ; for your
custoniers will slowly drift away fron yoLu
ta the enterprising firms.

CARRtVING S.tAt.L. STOCKS.

I have liad druggists tell me that they
carried very snall stocks of various lines,
as they had su few or no calls for certain
classes of goods, and yet when in Rome
(Ga.) I saw a mian purchasing about $8
worth of ordinary articles that could not
be obtained at hume, thirty-five miles dis-
tant.

How to bring the people in should lie
our study. Soie say have a directory, a
Cree telephone, keep stamps, furnish
lounging room, and entertain worn out
politicians and the gossips of the neigh-
borhood, as that will make you popular;
and anything ycu do not have in stock
you can order, and thereby avoid taking
any risk of your noney being tied up in
slow or dead stock.

SPEND IN ADVERTISING.

Sanie say put in a full lne of non-
secrets or something you know all about,
and if you have any surplus moncy spend
it in advertising your own preparations,
and don't waste your time in recommend-
ing anything you do not make yourself.
The most econonical plan I have seen in
that lUne was ta have thrce sizes of blank
cartons and paste thc different labels for
the various medicines on the cartons and
request alil nianufacturers who furnish
counter wrappers, almanacs, and pam-
pllets,toadd, "also agents for I ýr. Illank's
preparations."

Somle say buy the agency for a brand
of candy or proprietary nedicine, and in
that manner keep your naime always be.
fore the public.

THtE Ut'-TO-1)iTE MtAN.

The bustier and up..o.date man says
he lias no tine ta iake everything or ta
talk about anything but business, as his
mind is continuîally occipi.:d in studyinig
how to please and cater to the people and
keep his nane constantly before the pub.
lic. He believes in expending a certain
amiount of the gross receipts in printers'
ink, for people require ta be constantly
reninded of your being in business, and
invited ta call, as you are desirous of re-
ceiving their patronage.

It is evident tiat as there are fewer
nierchants at present ta the population
than there V:ere ten years aga, in colse-
quence of goods being handied on snaller
niargins, thle ?gie of the present situation
is that those who were too blidti ta sec the
changing conditions of trade, or unableor
unwilling ta adapt thenselves to the sanie,
have been simply crowded out.

NO 'MAN so WEi. KNOwN.

It is absolute folly to harbor a moment
the idea that "every one knows mie," or
that you "contraI a certain trade," as we
are ta the public nothing more than an
ordinary nine-day wonder, out of siglit,
soon forgotten. Therefore, if we desire
business, we must constantly extend an
open invitation, and unless we go fron
bouse ta house and solicit patronage,
which, of course, allows us no time ta at-
tend ta our business, there is nothing left
but ta avail ourselves of printers' mik.

Ve must look upon advertising as a
necessary expense, like rent, light, or fuel;
not expect success without persistent use
of printers' ink, either in counter wrap-
pers, folders, cards, or the newspaper,
which surpasses ail other forms of adver-
tising as a medium ta bring thei in, when
we must meet themr at the door and
demonstrate the fact that we have the
stock, things that are called for, and
things that are not called for in new. lines,
so that we will be enabled ta prove that
we possess equally as much push, enter-
prise, and business capacity as any other
honorable calling. Let us tom over a
new leaf.--Amerkiaz Druggîst.

Lysolum Bohemicumn.

Under this name a new preparation of
tar bas been broughmt into the market by
a firn in Bohemia; it is a dark brown
liquid ai agreeable odor, and will mix in
any proportion with ordinary or distilled
water. Tle solution is permanently clear,
and of a yellow color, which darkens
after a time without the liquid becoming
turbid. The solution dtes not affect the
hands, instruments, clothing, etc. To
disinfect wounds a i ta 2 per cent. solu-
tion is used ; for disinfecting instruments
a solution of o.2 per cent. will be found
sufficient.-Pharm. Cent.


