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New Stye
,D" ',machine.

Yots lhave
your choice
of any three
of following
sizes of dies,
22, 24, 28,

30 and 36.

A\ full linie
of Ioulîids
al wivtys on
hand.

No Dry Goods Store or Tailor can
do without it.

Schott BFos. "B" 0Buttn Making Machine.
3efore buying covercd Ibuttons sece the products

of this machine, a machine by which a merchant
can make a first-class button, to order, of any
ordinary size, out of same material as costume,
cloak, coat or jacket is made.

It cuts the cloth blanks and makes the button
perfectly.

There are over 2,ooo of the No. 4 Sclhott Machine in

use in Canada.

Price of NIatchine complete for making thrce sizes of
buttons, $10.00 net Cash.

The St. Lawrenco Stool and Wire Co., Ltd., GaRaRoque, Ont.
GENERAL, AGENTS FOR THE DOMINION.

the goods i the vanous departments is as completely attractive and
convenient as good taste and long experence can provide. Besides
this building they occupy the whole of the adjoning store and the
upper hall of the store adjoinng that, their business having expand
cd and prospered to such an extent as ta render these additions
necessary. The record of the firm bas been as honorable as it bas
been successful. They have kept pace with the city's advancement,
and every effort ta promote the city's trade, increase her facilities
and unprove the means of ccmmunication with th. norld's markets
or sources of supply bas had their appro al and influential aid. They
are therefore thoroughly representative of what is most progressive
as well as reputable and substantial in the trade of Montreal and
have always held a leading position in the dry goods trade of the
Dominion.

ROBERT'S FIRST LESSON.

Robert Pringle to-day is ai prosperous merchant in a western
town. Thirty years ago Robert was apprenticed to an eccentric aid-
fashioned draper in Yorkshire, England. One day soon after Rob.
ert began his apprenticeship he was sent ta deliver a parcel. Robert
stopped so long ta linger and look i every shop window as he went
along that, fifteen minutes after be started. be was gazing in a toy

shop window half a dozen doors up the street.
The governor happcned ta sec his new apprentice and called

him back. Robert was gently shoxn "on tr, the carpet " The gov
ernor sat down beside hini at the desk and said. "Robert, I take a
deep interest i you, as I do in ail my apprentices. I look upon you
ail as my own sons. I want ta have a serious talk with you,
Robert. You are aware I amn gettmng ta be an old man and hife is
uncertair. Now, Robert, try anid bc a good boy ; always speak the
truth, try at aIl times ta be polte aid oblhgimg, keep yourself neat
and clean, don't neglect your Sunday schnol, attend church regular-
ly." He continued in a very touchng, prthetic voire " This may
be the last time I may ever base the opporturity ta speak with you.

h couldn't let it pass without gismng youi my parting advice. God
bless ynu, Robert ; reiember what I have said. I inay be dead and
gone before vou return, as life is scry uncertain." The old man
looked very sad and salemon as he shook the boy by the hand aAd
bade him good-bye.

Robert was so deeply touched that the tears ran down his checeks
and he sobbed oui . " If you feel very iI, sr, l'il run for the doc-
tor. Do let me go, sir ; h won't be long."

No, Robert, I am not feelhng ai> worse to-day than usual , i
fact I am feeling %ery well mrdeed, but Jf it takes yoîuu as long ta go
the rest of the way nith the parcel, as it did to gel to Mr:. Barries'
toy shop, I don t thnk I will lise ta sec you agan. lut be a good
boy."

When it began ta dawn on Robert that the old man had been
giving him a gentle lecture, he grabbed the parcel and made the
iastest time on rerord. Dunng Robert's five ycars' apprenticeship,
the lecture was never repeated.

To.%iSw .t..

PRICES UP OR DOWN.

Shall a merchant advance or reduce prices on gonds mn stock as
their market value may change ? asks an exchange This is an in
teresting question, particularly for merchants i the smaller towns,
where they have one or more competitors. Jobbers advance or re-
duce prices on goods as the market changes. Mlianufacturers ad-
sance or reduce prices a% the condition of the market or the prte of
raw material changes. Jobbers and inanufacturers as a class are
successful in business, so the rule would appear to be a good one for
retalers to follow. The fact that a nierchant often has ta follow the
downward tendency of the market is an argument in lavor of his
takng advantage at an upward tendency and reaizing large profits.
If lie is obliged ta drop his price ta meet con petition let it be donc
quickly, and ta ail custoners alike. Vo not ïear your competitors
but if there is money ta be lost Iose it i a week rather than in ten
weeks. Prompt action on your part wlh show that you imtend to
meet an, price that ms necessar> to hold your trade, and it may he
thai one lesson of this knd wilil be ail that will be required.
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