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don't put honey high enough. You
go to a house and offer honey at a
wholesale price. That is a mistake.
When you are selling honey that way
you want your retail price so that y u
will have a profit. If you sell to a
merchant you have to sell to him so
he can have a profit and so with the
1 spoke to a farmer friend
about selling honey and he wouldn't
give a cent reduction on the retall
price. If the retail price is ten cents
you should give it to the grocer, for

wholesaler.

for that in Toronto here. If you sold
that at a private house you would g«
ten cents for, it. In leaving a bottl
like that I would mark it as a ten-cex
sample of honey, and you tell the:
that you will call on a certain day an
take their order, and you leave yoi

cards or literature or blanks to fill ou'
and get your pay for the sample

they wish to keep the sample; if no:
you take the sample back. Now,

seems to me there isn't one house in
Toronto that wouldn't keep a sampl

elght cents, and the wholesaler the A.that would probably pay you for your
'

same.
Here is another sample bottle. It
would hold a quarter of a popnd.
that would not cost you more than
3% cents. If you leave that sample
in you should get an order for a ten-
pound pail from every second house
you leave it in, anyway, and the profit
would pay for that easily. The beauty
of that is, you put them up at home
and you carry them in a basket and put
them in as you go along. Now, in To-
ronto here you could single canvass a
lot, all the honey you would care to
deliver. With a bottle like this I would
recommend not going back as you did
with the dish, and if you leave your
name on that bottle it is a standing
advertisement for you. But if I left a
sample of_ that kind, I would leave a
blank postcard with my name and ad-
dress, and all they would have to do
would be to put a one-cent stamp on
it and have it filled out. Have your
other literature, but have it impressed
on them that you are going to deliver
on a certain day, and ask if they would
like a ten-pound pail. The orders you
would get if 'you only got one in five
would pay you eventually. One party
in Winnipeg. said to me, “I like the
way you do business; you keep up the
quality and don’'t reduce the price.”
' another bo (Shows.)
It retails

Here is
That is a ten-cent bottle.

trouble. You might work it that an)
person taking a ten-pound pail would
get their sample free. I just throw
these suggestions out. But in selling
honey. 1 think selling (mm sample is
the best way. Some -one mentioncd
about advertising. That is expensiv:
work. The local papers don't
much, but they don’t go far enough
and it doesn’'t reach the people like a
sample. In reaching people 1
know any way better than sampling
In the first place, we want a first-
class article, and in that way we get
our name up. There is one thing about
that education part, if we can only «ed-
ucate the people about the honey. In
all my tgavels I never met a man, un-
less he was a bee-keeper, that could
tell how clover honey differs. They
know that one man has bees and an-
other man has bees, and one man’

cost

don't

Lhoney is better than the other, but
they don’t understand how
honey itself differs. Once get them to
understand that there is a differcnce
in honey, the longer it is left in the
hives, and so on, and you will have
no difficulty in selling your hone)
Mr. J. W. Sparling—Mr. Presidenf
this marketing of honey is an old, old
subject. It is over 20 years ago now
since I first commenced to read the
American journals, and then they vere
looking’ forward to the time when it
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