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Specialtics Versus Profits.

BY Ao MACK.

Read at & meeting of the Californin
Phavmaceuitical Society, *¢ Specialtios ver-
sug Profite, —The "Fendency of the Trade
to Specialties and Their Bilect Toward
Lessening Druggists’ Profits.”

Tu 1872 L began my apprenticeship in
New York as a vetail droggist, At that
time, iy preceptor seemed well content
with the gains of cach yenr’s business, as
the restrictions which survound the drug
gist were then  wmparatively few or
virtually unknown. The usaal assortinent
of patent medicines were kept for sale,
but the sales of family medicines were
proportionately lager, while the prescrip-
tions gave a tevenue that aepresented o
handsome  profit Duting this  puricd
phannacy wade « uotiveable strndey as it
can be casily understood that when su
perior proficicncy meant increased custom
the druggist felt it incumbent upon him
to attain this object.

Since then, however, a grndual change
has  taken place, impereeptible at first,
but so apparcnt now that the conclusiun
is at last forced upun tu dedae ourscls os
tradesmen.

The business of a druggist has reached
the stage where almost every article now
sold is the product of sume ovne fivrm who
enjoy a monopoly of its manufacture, and
who preseribe not unly the quantity which
2 jobber must purchase to sceure his trade
discount, the price at which it must be
sold to the retailer, but also the price at
which it must be suld to the consumer,
Here are three stages, in each of which
tho profits are fined, and a firm control
maintained by the manufacturer.  In all,
the widdlemen ave helpless, and  whether
the retailer possesses the peculiar ability
which classes him as a goold business iman
or otherwise, is, under existing conditions,
of no moment.  With the Jaws of trade
which govern.the purchase or sale of any
other class of mevdhandise, the druggist
has no concern, neither van he avail him-
self of the advantages which a rising or
falling murket may present, as in other
commoditics.

On the coutrary, he is restricted in
every sense, and must be satisfied with
the simple announcement of the owners
of those specialties he buys . “This is your
profit, and with this be content.”

Humazn natare is <0 constituted, aud
the supposed enwluments of a wmonvpolist
so alluring, that we are all striving to
Join the vanks, and the 1esult is more and
more specialties,

‘This Being the case, although the term

“specialtios,” as formerly applicd to the
wares of the druggist, meant only  patent
medieines, their domain has geadually ex-
tended, and to-day they comprise drugs,
chemieals, patent medicines, and druggists’
sundries.
. Tt is even invading the Pharmacopeia.
The proposcd “standardising” of the tine-
tures indicates the influence that manu-
facturers of pharmaceutical preparations
NOW DOSSCSS.

Mind you, T donot deery the “standard.
ising™ of pharmaceutical prepavations ; on
the contrary, this will, in my opinion,
give greater relinbility to such prepan.
tions, and be of value to the physicinn
when estimating the effect of his preserip-
tion upon his patient.  With this phase
of the subject, however, 1 have nothing to
do in this paper.

I wish merely to point out that in order
to produce standard or aseayed produets
ceonomically, kuge lnboratories have been
founded, and the facilities which eapital
commands have been utilized by proprie-
tors  to establish their particular Jabel,
wd  the retailer s finadly constituted
the venaor under the conditions presious
ly mentioned,

Tn the departinent of diuggists” sundries,
the conditions are the sane. Manufac-
turers-of a line of perfumes, soaps, sachets,
vte, create ademand for their gouds, and
the consuaier obtains his supplies from
the retail druggist, who is thus obliged to
add Jine after line to his stock.

That © specialties ™ are the ovder of the
day in the retail drug business will, T be-
lieve, . cunceded from the foregoing
illustrations, and  that from this very
nature of things druggists' profits arve
limited.  Now, then, the question arises;
in what way can the druggist turn this
comdition of things to his advantage, thus
keeping abreast of the times, and  obtain
results with which, from a pecumary
standpoinut, he will be content and at the
sune time, how van he utilize his profes-
sional acquirements, which from year to
yuar, in spite of the tendency noted above
become more and more exacting !

Vavious avticles on this subject have
Licen written, all, however, terminating
with @ mere statement of the grievances
which obtain in the drug trade, but with-
out offering « satisfactury correctine for
the existing evil,

My observation leads meto make the
following suggestions .

Lirst. That the druggist must here-
after cumbine two qualities within hin-
self :

(1) that of a professional man, and
(V) that of « business man,

Second.  In his capacity of a profes-
sional man, his ability in this divection
may be turned to his pecuniary adrantage
according to its quality.  1f hicis superior
as an educated pharmacist, he secures the
confidence of-physicians and patrons, and
the preference of their influence and
busiuess, to prepare prescriptions and to
be called upon to supply. mediciues, apun
the scientific prepaation of which and
purity they depend.

Zhird.  In his capacity of a business
ntn, Lie will svon recognize that protests
avail not to stop -the manufucture of
“Specinlties,” and  he should, therefore,
shape his business methods in such a way
as to get the greatest possiblie réturns
from ‘his transactions in ¢ ready-made ”
zoods.

To accomplish this, he may resort to
two methods. Oneis to adopt the same
tactics that manufacturers of specinalties

.

do to creato o demand, and that is to
advertise, and ns Lord & Thomas, of Chi.
cago, say, “advertise judiciously,” and by
turning his stock during the year as often
as possible,

The second mwthod i3 to add overy
other line of goods to his stock that might
be considered o Jegitimate adjunct to his
main  business.  In order to exercise
judicious care in this sclection, he can
make-no mistake if he will peruse the
advertising columns of the Draggists’ Cir
culer awd Lacific Drugyist, as he will find
advertised therein  all classes of goods,
any or all of which might safely ho
aclded to bis stock,

These, gentlemen, are the .principal
ideas that oveur to ane at present, and
while thauking you for your kind atten.
tion, 1 trust others will take this subject
up again for further consideration and
the general welfare of the drug trade.——
Bacific Drugyist.

Parchment Paper as a ‘*Protec-
tive.”

Dr. Boucher (Hertford) writes to- the
Leneet . T should like to call attention to
the existence of a chieap and eflicient sub-
stitute for eiled silk, gutta percha tissue,
and all other forms of * protective.” I
refer to the so-called. * parchment paper,”
prepared by the immnersion of paper at a
certain stage of manufacture in sulphuric
acid. Tt is largely used conanercially on
aceount of 3is grense-proof properties. I
was first led to use it owing to a tempor-
ary failure in the supply of gutta percha
tissue in the treatment of an extensive
burn of the thorax, in which numerous
skingrafts and o considerable extent of
groving edges required  “protective,” I
wats gratificd on finding that it answered
the purpuse iwdmivably, possesses the fue-
ther advantage, on- the dressing being
changed, of remaining free from the dis
coloration which always results from
chemieal decomposition when gutta pereha
tissue is used.  Bring unaflected by heat
or moisture, it is available for every
occasion on which we wish to retain these
propertics—e. 7., as a backing to hot
foulentations, stupes, poultices, compresses,
&c. Tt is unaflected by alcohol, ether,
turpenting, oils, &e., and is tho most suit-
able cos ering for a picees of lint soaked
with any liniment when used as-a loeal
application for neuralgia, sciatica, &e. It
remains wnaltered by temperature and
time, and conscquently never become
sticky like oiled silk, nor does it crumble
to picces after being laid aside for any
length-of time, like gutta percha tissue,
Its cheapness and indestructibility, with
all these advantages, ought to bring it
into universal use,

Moistening aconite tubers with alcohol
before powdering in a-mortar will prevent
the irritating dust from rising.

An application of a weak solution of
“hydrochloric acid, followed by ‘n weank
solution of chlorinated lime, will' remove
logwood:stains from the skin.




