
t; BOOKS AND NOTIONS.

THE CHRISTMAS NUMBERS.

The Christmas numbers of Canadian
papers cannot be congratulated on their
progress. Compared with the standard
reached by them an former ycars they must
bc said to have gone back. They had a
very good run, how.ever.

The English special holiday issues were
quite up to the average. They werc de-
serving of the immense demand they met
wah, wh.ch took off a larger nuurber fromt
distributors' hands than in anty former year.
They are popalar with the trade, both be.
cause they arc good sellers and because
they yield a hiberal profit. There was more
room for their expansion this season than in
ahat of any former recent ycar. A consider.
able extra maaargmn was iCff for them by the
shtankage of the trade n expensive cards.
*lac CIhInstmnas cards that found sale this
year were for the nost part low.priced ones,
retailing at prices rangng front 25c. down.
ward, with the majcaty not above i5c. The
place ai the higher valued cards went to
the advantagc of the special Christmas
nunbers. These had the further benefit of
local canvassing on a considerable scale
tis year, Lads after school hours went
from house to hause an <ibs city for advance
orders throughout the month of December,
and they booked a considerable demand
that might not have been heard frot volun.
tarnly. Last year's practice in that respect
will afford a hant ta dealers wlo may not
have trîed it, and wal be foind useful. Two
bailves arc equal only to a whole an every.
thing but trade, where they are equal to
more sometiimes. [t as more to the interest
of the bookseller ta give half hi% profit to a
canvasser and sell twice as many papers,
than to keep ail the profit, enploy no can.
vasserand sell only once as many. Every
sale made as a connection established. One
liale newsboy in <has city worked so dtli.
gently on special numbers between hours of
business with the newspapers chat lae netted
himiself $5o. There are many such fines for
the pushing of which one outside salesmana
is worth two or thre inside ones. lits a
case of Mahomet going to the nountain,
rather chan wait for the mountan to cone to
Mohanet.

There appears ta be some danger that the
profits on these numbers wili be sacrificed
an the conmpetition that bas to be met in the
sale of them. I would nlot be surprisang
<hat they should shate the fate of sa many
other lanes of goods whch should, but have
inng ceased to, tender any remuineration to
the trader for carrying them. There were
flagrant instances of cut<ang in this scason's
trade i special nuibers, which made them
as unproductive to the cutters and their Im-
mediate competitors as the children's an-
nuais have been made by the same people.
We understand that persons wha cut the
p nc this year will not bt stocked again un-
Iess they givc s.itisfactory assurances that
the pnce walI be mamntamed. It setns that
that Is the only -ay to prevent sone people
from spoiing the tr.de 'n a good fine

JOHN HUNTER.

A murlean Agent of Alox. l'irae & Sono.
A truly unselisi mai is an exceptior, but

the unselfishi a,,an gencrally finds hinselt
successful, especially when ht deals directly
with men. This quality is especially neces-
sary in a tr.aveller, who hourly comes in con.
tact with men and on whose individuality
depends the anount of his sales. A traveller
whose interest is in his work must acquire
the habit of forgetting himself, to all appear-
ance. and be thanking only of the interest of
his customiers. Such s truly unselifsh mai
is Mr. John Hunter, Aamerican manager for
the celebraaed Scotch paper firm. Alex Prie
& Sons, Aberdeen.

Mr. Huner, who is now at.out forty.two
years of age, was born in Aberdeen, and for
soane years was a village schoolanaster, but
lias vocation couid not saur the geniail temper

anh• lent in% the man, but rather sharpened
the keen intellect and probably gave iin an
insight mto the work;ng of the human mind.
WN'hen Mr. Hunter entered the service of
Pirie & Sons, be was not long an finding the
road io promotion and success, and for
eaghteen years he har been theis agent, first
an England and now in America. He lives
at present an New York, but bas alsoa pretty
residence in his native town, where his,
American fnends alwavs Iind a welcome
when they vasit Aberdeen. Ocrasaonally
Mr. Hunter visits Toronto and Montreal,
and his countenance is weli known ta the
leading stationers and bookmen of these two
caties.

Messrs. Parie & Sons have three large fac.
tories. the Stonewoody \Vorks, the Wood.
side Works, and the Aberdeen Works.
Their paper is unsurpas:ed in British mar.
kets an certam lines on which they specialire.
Their lname is a guaragtee of true merit,
w herever it is knnwn.

THE NEW RATES OF TORONTO
DAILI ES.

The following letter s-,aks for itsell, and
opens up the subject as ta whether the new
rates of the thrt.e Toronto dailes-the Mail,
Globe, and Empire-are as fair ta the trade
as before:-

WINDSOR, Ont., Dec. 30th,'91.
DF.AR StI,-1 would like to entera pro.

test through your valuable journal against
the new prces arranged by the Toronto
dailies. We are now charged 2c. per copy,
which amuunts ta six dollars and twenty-six
cents per year, or just twenty.six cents mare
than the yearly subscription Prace. Why
should the dealer, who takes anywhere from
ten ta one hundred copies, year in and year
out, pay more than the man who takes only
one copy ? 1 find that several of my custom.
ers are gang ta take the paper by the year,
through the mai, in preference ta paying us
tht advance, and I won't even get the com-
mission on their sub.cription, as they will
almost invariably send direct ta the paublish.
ers. I would like to sec soie action taken
by the newsdealers against this arrangement,
and would bt obliged to you if you would
give us your views in your next Issue.

Yours, M. CJPEL.AND.

The newspapers have been interviewed,
and Mr. Dyas, offthe Mail, spoke somewhat
as follows :-" The dealers had formerly the
pravalege of paying yearly subscriptions in
advance and making a tuil dollar. This re
mains ai present. Further protection has
been given to the dealer, as the half.yearly
subscraption is placed on the same basis as
the yearly, and be can now pay six months
an tdvance instead of a year in advance. If
,.ustomerswillnot pay the dealerin advance
the latter bas no rght te give them the ad.
vantage of this rate. Dealers should be just
as andependent as the publishers." Mr. Gled-
hall, of the Empire, remarked chat the papers
have great trouble in changang the number
o<copties each dealer takes, as the dealer
varies his orders according to his sales,
changing perhaps once a week, and that
this new arrangement will tend to make the
business of a more stable character.

Now Mr. Dyas points out the advantage
of the new six months rate, but that dots not
meet the point raised by Mr. Copeland. Mr.
Gledhill points out that the change is ta
benefit the publishers by making business
more stable. But, while the dealer may pay
many of his subscriptions six months in ad.
vance, there will still be the floating custom
ta be attended ta, consisting of from 2 to 20
copies per day, and this will vary, and as it
varies lce dealer will stîll write has post card
ta have his order changed to suit the de.
mand. It is scarcely to be expected that
Mr. Gledhill's hocpes will be realired.

Tht real point is that formerly the dealer,
buying by t e copy, paid $..68 per year or j
32c. less than the general subscription price,
while now he pays 26c. more, thus the price
te the retailer has been advanced 58c.
per year. The only advantage to offset this
is the six months subscription. The ten-
dency of these two changes is for subscribers
to pay six months in advance, and compel
the dealer to pay for all his subscriptions
in the same way. If be goes on according
to the old method of paying his account at
the end of each month, he is going to lose


