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circumtastance passed entirely oul of any
Inund. li about a maontia I was tranasferrel
to another coulnter andi receaCsed :a slight ad-

sance in wages. Mtch to suy astonisimuent,
I was taken away froma this departiment aifter
only a mlontl osr six weeks' trial ant placei
in another position. I ould not believe that
I wias not giving satisfiactint, because with
each chatge an increaise of nages as aade.
One maorning I was inforned tiat 'ir. B.
wisied to sec me. 1 wvent to the office with
surprise and sote fear. i was more sur.

prised w.'het i saw sitting beside mny cm-
ployer ny custonmer of a few tuontas back.
lie proved to be thae miaoiceyed partner of
thre concein, whose other business interests
kept hia away from the dry goods store
almost citirely and lie w'as k-nown to bal fev
of ais emaployees, although le knaew that I
was li ncw mlai as socia as the saw me, and
thouglat to sec what anetal I was made Of.
That hie wvas satisfied is irovcd by anaking
me buyer of the several departients whiierc
I sold goods. My prosperity began with the
tougia customer. and ntaaow I thank goodncss
that I got him and that i did not show miay
disposition ta stranagle iiut." [Economnist.

HOW TO INCREASE YOUR WAGES.

Every thinker knows that tihe man who
wouald succeed atust do more work tihan le
gels paid for, in cvery profession and trade.
We take it for granted hat the ian who will
do only $20 wortha of work a weck because
lais salary is but $20 wil never get mare titan
520 a 'eck, for the simple reason that lac has
never shown lis employer tlant lae is worth
maore. We figure il tlat an employee Who
ameans ta succeed has ta dto froua ten to
twenty per cent. marc work than lac gels
actual pay for. This he has ta do tamil ie
acaches a certain point, and iaving reclahed
tiat point, le vill find that by as ntcl as
his incomae lias incrcascd by so nucla ias tise
diemand for amoant and intensity of his
labor diminishled. To put this thcry into

figures, we w%-ill say that a boy iceiving $3 a
waeek -Iould do $4 vorth of work t he boy
receiv'iig $5 a week shaotild do $7 aorth of
a Ork :%h-iea lae get go lbe a manand receives
$20 a aveck, lae should do $30 worth of 'ork t
a mant receiving $30 should do $40 aorth of
work, and sa on until, say, the salary caches
$73, and tien the labourer can give hunsaself
somewhat of a resî,t. tlata is ta say, about $30
worth of work wtill satisty lis eiployer.
Labour brings ils market value. anad i skclomat
overpaid, oftener underpaid. It ik tle expe.
rience-the "knw lio"-thait brings the
maoncy. -[Philadeltia .edge'r.

FEWER COMPROMISES.

The agitation going Oaa amaaong the retail
and wh'olesale maerchants of Ontario, and for
that atater of the entire Province. for the
past year or so against indiscrimainate coi-
promises has borne more fruit than many an
the trade imagine. 'Mr. Knox, chairman of
tie Nfercliants' Convention. pointed out thib
faict during the discussion on thae question.
rhree years ago tae explamaled tiat almost
anyone could gel a compromise. None of
the creditors ever thoiuglat of inquinng mto
the justice of sigsang a composition. They
were alit glat to get out of tite trouble as
quickly as possible. Now' matters were very
different. Each creditor, before agreang ta
Scoipromnise, generally looked iato ait thae

circumstances. If lac found that the aplati-
cant taad endeavored ta do an honorable and
tipright business, and was ikely to sticcecd
if allotwed ta resumtîe. lae was valiing to coan-
promise. If, Ont the atier handa, it waas shoawn
that le was an labitual cutter of pnces, and
allowed neitier lais neigibors or iinscf to
miake a profit, or was not a maran vla avas
likely to stcceecd, a compromise was generally
refiseui. As a resailt, durng tie past few
amonths, a number of such mien were driven
out of business, much ta the bencfit of tie
general trade. ite agitation should bc kept
up. Retailers should refuse ta deail avilt

wiols.tle hiouses who agreed to mpromise
wiath alny but deseIt ng lppuli at. 'Tere
wtoud thein bce fewe'r f.ilures and le'ss recklers
cutting done Iu the retail trade.

WHAT IS A COMMERCIAL TRAVELLER?

At the anu.da sesio of the Ohiîo Retail
Grocers' As.sociation, held al (Couimasîabts, >.,

N1r. John C. FVeimlore, of Columibus, Su
premne Couticillor, V. C. T, of A.. being then
present, mu respaonse tli a deiand Saade oan
hlm by the asseiblage to answer the qulles
lion displavecd abot e, delicred the followiig
pithy, witty, Comnapreieisive specch, whaicih

ortunatly l e arc able to preseut to our read
ers al its entirety. Nir, Fenimore satd t:
spcctaIc about to lie presented go y-ou is <tat
of a Voung mlait, apparently in% lais riglht mind
and oif mature age. aitetplting to elucidate
the proposition, " What is a Commercial
Traveller ? " t an audience comploscl of
several luindred ierchants. A glance at
your dccp furroned brow', coupled with a
knwledge tapon the part of the speaker chat
those lines of anguisi ha% c becn placed there
by the sbubcct of hi skeclh, a reaization of
the fact that the tapsidl whitening locks,
adorning a goodly nuumiber of your ieads,
arc tiht diret»t esutlt of his insidiouts attacks
apon ou, warns me that ny position as full

of perai, and muake's the difficulties of mn'y
task appear tu be almost insurmountable.
WVere to teUl you tihe t hole truth, tIhis audi-
encet would rise as one mlan to rend aie t if
1 prcsaricate. the representatives of tie press
are in wvaiting ta convey the intelligence ta
lite two hundred tlouasand menbers of amy
profession, and annihilation wili be smy doomt
The commuaon criticissm upon one who con-
veys any commsnoulity to a point where tbere
as alreaudy a vast over production is, tiat "lie
is carrying coals to Newcastle." but tiat
woulid bc ina'sipid in this instance. One who
woulid attempt ta furnish a description of a
"tdrîummer t an audience of retail grorers
wvouîld more closel, resemible an indiviuail

ADAMS T UT TIFRUT TI'""e

ADAMS & SONS,
23 CHURCH ST. - TORONTO, ONT.

Tutti Frutti, Tamupico, Black Jack, Sap-
pota, Red Rose, Magie Trick, Taffy, Lic-
once, Caraniel, Tolt, N. Y. Gttin-100 and
200 pieces.

Send for descriptive circular containing
description of goods, with elegant litho-
graphs free.

HOW TO MAKE

RUBBER ST&MP INKI
The Best is AIways the Cheapest.

Send 25c. in postage stamps for nanuafac-
turcer's fonnula for Rubber Stamîîp Ink, any
color. Briiant in color, and guarantced ta
gave satisfaction. Every draggist shoicild
have this recipe.

G M. HALDANE,
Rubber Stamp Manufacturer,

STRATH ROY, - ONT.

- DONO LOSE A SALE -
ST'OCK UP WITii

BI1MOND

The great Blod, Laver and Kidncy Regu-
lator which is hating a rapidly sncreasng
sale, and u beng extensia et> ad% ertised. Tiat
dr'ggists liaving the stock on hand wh'ten
calad for. till securc the trade.

$z.75 PER DOZEN.

W. D. EDWARDS, - LONDON, ONT.
Gencral Agent for Canada.


