
nly chance to

market. The
It if a man lias

Britain, tlion

must have a
mot make it

large enough
h quantity of

nation of mv
>f. Bailey, of

3ught out for

<ind of fruit-

ket where he
1 the kind of
ral market,
ler fruit than
>fitable prices

I little of our
ket will find

) grows faiit

rood quality.

ver may get.

carry on the

Trying on of

)ple will pay
stuff on the

vs fruit on a

are to have
es to a few
and at the

tain? That
f an export
3rth a year,

"ter dollars'

orth a year
3 not come
le an enor-

It is not
as been so

I will be if

y put their

Jrket there

e, througli

;n you Irv

ilways and
nsequentlv

something

COOliinl'or in'fnv"^t.'"
"'' '^' '"^ ^''^'^- '^''^> ^-^"""^ '""^^'^ "'-• "''vuur bvcooKmg or in any other way.

ScMK Essentials to Success.

Th,/I""" 'T ^"
''u^'"'^ "^'J^

'" *^"'''^'' f"""''^ '^'' •"^"•^* a success of from Canada ^

leJclFTrfr
'^" "rjt^ ''" '' ^ ^"I'P"'^^ ^^venty times a month nic iteme such problems as

:
" W ,11 ,t pay nic t.. <lo so and-so "

? Anv one who has done

whether a certain statement is true in regard to it coinciding with principles buno man can say o a business proposal :
" That will be successful," or " H at' wnot be successful." Success depends ,m, the personality of the n an, and n ,t obe nature of the Inismess. I do not know whether exporting tender fruits cabe made a success except as I learn the kind of men who take it up. Tlire are

principles and there are methods, and as far as a man understands tho.ie and applie=hem he can make it a success
; but the success depends on the pcrscn and not onthe principle or the method. I want to make that emphatic; it depends on theperson and not on the opportunity, because the opportunity niav have existed fortwenty years; but so far the person has not risen to take success out of the oDpjr-

unity. It may have been for want of information, it may have been for want oftransportation conveniences, it may have been for want of cold storage in the
shij)s; still that IS the state of things today. Can they be altered from this tin>c«

Qualities vviiich Determine Value.

First of all the person who undertakes tlie shipping of tender fruits to Britainmust know the conditions that the British consumer and importer impose on hmi
in regard to fruit. I have learned by two years' experience, that the British con-sumer and importer do not care a snap of their fingers for the fancy names of the
specially esteemed kinds of fruit. They do not care a brown baw-bee. whether ithas been cracked up by every specialist in the countrv. Soundness is the first
consideration, then keeping qualities, then nice appearance in regard to colour
size and shape; and lastly the miportcr looks for as nice flavour as vou can givehim The latter is not a mi, u of the first importance at first in the commerce
ot this business. Soundness, keeping qualities, appearance and then flavour, is
the order. Too often the fruit-.grower reverses that order, and savs: "Oh but
such a kind of fruit is the most delicious and high-flavoured." It' mav be andmay pay to grow for the personal, particular market of tlic man who is ijoine topay a high price for special intrinsic quality: but the Britisli market will pav lust
the common price in the order of those qualities. I want to repeat that over and
over again; It is the secret of the whole situation: soundness and keeping qualities
after the frtuts are there, then nice appearance, and then a flavour as good as vou
can give. When tnal shipments were made bv the Department of Agriculture atOttawa in 1898. xye found those things that we had learned in 1897 were still
further emphasized.

The Trial Shipments.

In 1897 tl_ie Department took charge of 7.T41 packages of tender fruits and
sent them to Great Britain. In 1808 the Department took charge of 381=; pack-
ages of tender fruits. We sent in 1897 about three and a half times more than in


