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CANADIAN DRUGGIST

MRINLEY SHIRRED Us U,

It is worthy of little more than passing
mention that the turn of the tide in the
export trade of Canada bepan a year or
two after the famous McKinley tanifl
went into force in the United States.  As
everyone knows, that tarilf was especially
aimed at the products of the Canadian
farms and forests.

But what scamed to be the country’s
datk hour in 1890 turncd out to be ns
brightest, for 1t enabled a good wmany
people to sce that the duty of the hour
was to develop the export trade of the
Dominion with other countries, and par-
ticularly with Great Britain. What the
result has been, as far as our aggregate
trade is concerned, is thown by the fol-
. lowing figures, gwving the exports for the
past ten years:

Year. Value.

1800 teee tover e tnnar e $ 96 749,140
1801 tiiviiinet e e, 98,417,290
1892 .. .0 o0 Lol . 113,603,373
E803 ccenenniiinasr snaniiainsns . 118 504,352
1504 coveeenans tes heseniaeae 117,524.949
1895 .. ... . eooes 113,038,803
1896 ... e ¢ oerens o 121 013,852
1897 .ol Cee eeeeeaeaas . 137,95¢,233
1898 ca L Lo L L el . .. 108 152,683
1899 veee ciinenniiianan ceneoee 188,896,905

It will be noticed that there was a de.
crease of $35,000,000 in 1899 compared
with 1898, but this is more than ac-
counted for in the falling off in the ex-
portation of wheat, namely, over $o,-
s00,000. The year 1898 was, it will be

remembered, an unusually favorable one
for the exportation of not only wheat, but
of breadstuffs generally, as comparzd with
the conditions existing 1n other exporting
countries.

LEven belore the McKinley tanff went
into force the proportion of Canada’s ex-
port trade with the United States was
gradually falling off, and, on the other
hand, gradually ncreasing with Great
Britawr.  This is evident {rom the follow-
ing table:

Percentage Percentage

to G.1. to U,S.
1870, 0inn. Ceereananne 35-34 53.75
1887, Creeaes R L ) 40 36
1890 ceieie o vnneness 45,67 42.48
11511 PR 48 70 2.65
1892 . 5331 35 21t
1893 ceeeeee i cevee. 35.21 35 54
|Sf;.; .................. 35.43 3t 36
1§95.. ........... ...s 36.17 3479
|§90 .............. veses §57.060 34-57
1897 oo nenenan i sve. 50.C9 335-49
1898 .o Lee ol L 63.92 27.50
1899 cot vieieiann.., o 062.33 23.01

When a mercant loses 2 customer the
best thing for him to do is to ity and get
a new one, or to increase his business
with those remaining, in order that his
average may be maintained or increased.
This is what Canada did when Uncle
Sam essayed to curtail his purchases from

Optical

Department.

In charge of W o Havurn, MDY, Instens tor of the Caoadian Cotlege of Optace

Correspondents should note that for an
intelligeat answer to be given to therr in-
quiries it is necessary in every c.se to
give the following information relative to
their patient : (1) Sex, (2) age, (3) occu-
pation, (4) near point of distinct vision
for small typz with cach eye alone, (5)
how their eyes trouble them, 7e., their
asthennpic symptoms, (6) vision of each
eye at twenty feet alone without glasses,
(7) best vision obtainable wath glasses
naming correction,

Lxample.—]1.S | male. age, 18 ; bock-

keeper ; can read small type to within

tive inches of each eye; complains of
much headache through the day and
evening ; eyes feel sore and water a good
deal, look red and inflamed, ete., etc.
R.ENV. 20 with 4 1.50 30
LV 3 with + 1,50 38
The above example is taken 1o allus.
trate about how we duesire inquinies to be

made.

How to arrange and conduct the retail
optical depaitment of a business is a
question which arises in the minds of all
graduate opticians upon arriving home or
upon taking charge of the same in the
capacity of an employee. Many factors
which determine the success of the same
can only be solved satisfactonly by study-
ing the locality, the people and the op-
position to meet.

These are peculiar in themselves and
must be left to the ability, intuiion 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 wellstarted and  well-conducted
optical effort to ensure success.  Perhaps
the most important is to make people
acquainted with the fact that you are a
competent and up-to.date oplician, and
that your services are avaslable and your
prices right,

Judicious advertising accomplishes this,
and attractive and truthful advestisements
placed steadily and regularly in a news-

though as a starter an announzement in
the shape of a dodger left at wvery house
in the vicinity sets the ™ ball rolling ™ at
once which is reinforced and gains impet-
us from the subsequent reminders in the
newspapers.  What is sa’d either in your
dodger or advertisement is a matter
which each one will determine for himself
and be good, bad or wdifferent, depen-
dent upon what he knows about adver
lising  but certain  things  should
always be i cvery advertisement, vis,
(1) originality, (2) truthfulness, and some
(3) inducement.  Try by all means to be
original, and do nct follow some self-con-
stituted, egotistical optical advertising
authority whose ideas and puerile at-
tempts are only equalled by his consum
mate check and evident lack of c¢xperi-
coce. Hall the opticians simply copy
some balderdash from some optical pub-
licaion, when they could do far better
themselves if they gave it any thought or
e¢ffort.

You should be as jealous of the truth
of what you adveruise as the words which
you speak. A\ reputation for veracity can
only be secured by proving to the people
that you can and will do just what you say
or offer. l.et 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.  His object
is to sell you goods and sell you the
goods he handles or manufactures, and
from which the most profit is to be made.
I believe in patronizing home industnes,
but  personal experience, after a
long comparison of Canadian frames
and prices with those of American make,
has convinced rie that up to date the
Awmerican are by all cdds the best, most
satisfactory and the most profitable for
retailers to buy, and in future American
goods will be the only kind we will
handle.

Be swie there is some inducement in
all your advertisements, 1 order to in-
duce people to go to you for what they
need in the spectacle e,

As optics is only a side line, many
optictans make the mistake of placing
their optical goods and test case 1n some
obscure corner of their store. I believe

2 her. And the results have beea most  paper which is read by the people covers  every patron of the store should be com-
£, gratifying. the ground betier than anything else, al-  pelled to see your test case, test cards
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