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Il is worthy of litle more than passing
mention that the turn of the tide in the
export trade of Canada began a year or
two after tlie fanions McKinley tauiff
went into force in the United States. As
everyone kno.vs, thaIt tariff was cspccially
aimned at the products of the Canadiani
farms and forests.

But what secmed to be the country's
daik hour in 1890 turnecd out to be lis
brightest, for it enabled a good mainy
people to see that the duty of the hour
was to develop the export trade of the
Domfinion with other countries, and par.
ticularly with Great Britain. What the
result lias becti, as far as our aggrcgate
trade is concerned, is ffh mwn by the fol-
lowing figures, giving the exports for the
past ten years

1890 .... ...................... $ 96 749,14()
189: .......... ................ 9S,.l17,29o
1892 .. .. .. . ........ . 113,963,375
1S93 .............. .....---. 11 54352
1594 .......... . ... ..... 17.524.949
S95 ... ·.. ·............... 113 .03.Su3

is46 ..................... .121 093,552
1897 ............ · ·.... . 137,95c.253
îsqs ...... .. . .. .. .. 104 152.6S;
1899 .... .............. ..... .. 5s.s96.905

It will be noticed that there was a de.
crease of $5,ooo,ooo in S99 conipared

with 1898, but this is more than ac-
counted for in the falling off in the ex-
portation of wheat, nanely, ove:r $9,-
500,000. The year 1S93 was, it will be
renienibered, an unusually favorable one
for the exportation of not only whîeat, but
of breadstuffs generally, as compared with
the conditions existang in other exportmg
countries.

Even belore the McKinley tariff went
into force the proportion of Canlada's ex.
port trade with the United States was
gradually falling off, and, on the other
hand, gradually mcreasng with Great
Britamn. This is evident from the follow-
ing table :

Percentage Percentage
to G.11. to U.S.

1570....................1582........... . ....
1590........ . ........
S9............... .

IS92 . . . ....

1894.......... ........
1895.... . .........--
IS96..................
8897.............. ....
IS9 . ..... ... ... ...
ts99 ... ..............

35.S4
4s 30
4S.67
4s 70
55 31
35.21

5'.45
56, 17
57.C6
56.c9
63.92
62,35

53.75
40 56
42.4S
42.65
35 21

35 54
3I ;6
34 79
34,57
35.49
27 50
23-01

When a mercant loses a customer the
best thing for him to do is Io try and get
a new one, or to - increase his business
with those renaining, in order that his
aierage may be naintained or increased.
This is what Canada did wlen Uncle
Sani essayed to curtail his purchases fron
her. And the results have bec most
gratifying.

Correspondents should note that for an
intelligent answer to be given to their in-
quiries it is ieces.ary in every c.se to
give the following informnation relative to
their patient : (î ) S2x, (2) age, (3) occu-
pation, (.1) tcar point of distinct vision
for small typ: witl eaci eye alone, (5)
how their eyes trouble tliemi, ie., their
asthenopic symiptois, (6) vision of caci
eye at twenty feet alone without glasses,
(7) best vision obtaitiable with glasses
taniing correction.

E'.aamp/c.-J.S, male . age, i8 ; book-
keeper ; can read smîall type to within
tive inches of eaich eye ; complains of
nuch heiadache througli the day and
evening ; eyes feel sore and water a good
deal, look red and inflamued, etc., etc.

R.E. with + 1.50 - '"
L. E.V. " with + 1.50 ä;

The above exaiple is taken to illus-
trate about how we desire inquirnes to bc
miade.

liow to arrange and conduct the retail
optical departnient of a business is a
question which arises in the minds of aIl
graduate opticians upon arriving home or
upon taking charge of the saie in the
capacity of an employee. Mainy factors
whicl determiine the success of the sain e
can only be solved satisfactornly by study
ing the locality, the people and the op-
position to meet.

These are peculiar in theniselves and
must be left to the ability, intui.ion and
experience of the optician, to unravel
which the astute with business tact will
speedily succeed in doing.

But certain requisities are necessary in
every well.started and well.conducted
optical effort to ensure success. Perhaps
the most important is to make people
acquaintcd with the fact that you are a
conpeent and up-to date optician, and
that your services are avadIable and your
prices right.

Judicious advertising accomplislies this,
and attractive and truthful advertisements
placed steadily and regularly in a iews-
paper which is read by the people covers
the ground better than anything else, ai-

thougli as a starter an anniiottnZetint ii
the shape of a doidger left at ivery house
Im the virinity lets the «' bail rolling " alt
once which is remtîforced and gains iipet-
us fromiî the subsequent remttinders in the
newspapers. What is sa:d either in yotr
dodger or advertiseient is a minatter
which ielia one wdl dcterimîine foi hiiself
and be good, bad or ndifferent, d pain-
dent upoi what lie knows about adv r
Uising but certain tliings should
always be in every advertiseient, vl,
(t) orignality, (2) truthfulness, and soie
(3) inducemient. Try hy aill means to be
original, and do nt follow some self-con-
stituted, egotistical optical advertising
authority whose ideas and puerile ai-
tenipts are only equalled by his consuin
niate cheek and evident lack of texperi.

ence. Half the opticians simiply copy
sonie balderdash fron somie optical pub.
licaîton, wlien they couldI do far hetter
theniselves if they gave il any thouglht or
effort.

Vou should be as jealous of the trutli
of what you advertise as the words whiclh
you speak. A reputation for veracity can
only be secured by provtng to the people
that you can and w% ill do just what yot; say
or offer. Let your goods be as honest
as yourself

In the selection of goods a retailer
should not always accept as gospel what
a commercial traveller says. Hils object
is to self you goods and self you the
goods lie handles or manufactures, and
froni whiclh the nost profit is to be made.
I believe in patronng home imdustries,
but personal experience, afler a
long comparison of Canadian franues
and prices with those of Anietican miake,
lias convinced rme thit np to date the
Amierican are by all odds the best, most
satisfactory and the inost profitable for
retailers to buy, and tn future American
goods will be the only knd we will
handle.

Be suie tiere is sonie inducement in%
ail your advcrtisenients, in order to in-
duce people to go to you for what they
need in the spectacle une.

As optics is only a side hne, nany
optctans make the minstake of placing
tlicir optical goods and test case in sone
obscure corner of their store. I belteve
every patron of tile store should be con-
pelled to sec your test case, test cards
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