10

THE BRITISH COLUMBIA COMMERCIAL JOURNAL.

NEW STEAMBOAT ENTERPRISE.

A syndicate has Leen formed to run
new line of steamers hetween Toronto and
Montreal. It is u joint  stock company,
and will have a capital of $L060,000, the
capital being subgeribed in Toronto, New
York, Oswego, Ogdenstunryg, Rochester,
and other cities.  Orders have been given
for the construction of a modernlire of
steamers. The boats will be three deckers,
and of the Iatest pattern, with cabius on
the top deck., It is safe to say the steam-
ships which will constitute the new line
will be veritable tHluating palaces incvery
sense of the word, Twoare already being
built, aud two othersare to be constructed
in Toronto. As it will be impossible to
get these steamers ready for the coming
season, temporary boats have been secured
to do duty during the season. The termini
of theline will be Torouts and Montreal,
but the stemmners will also ran Lo or call at
Cobourg, Kingston, Brockville, Charlotte,
Ogdensburg, Sodus Bay, and other Jeuding
luke and 1iver ports on the Canadian and
American  sides.  Conncections will be
madeat Alexandria Bay with the prinei
pal dowa-river steuncrs, By eatering to
the World's Fair trade the prowmoters of
the concern hope to reap a considerable
protit from the venture during the coming
season. Arrangements have already been
made with all the Awmerican railways
leading from New York, BBoston, Portiand,
and other Siates to Atlantic ports for
favurable rates over their linegs to New
York State ports on the other side of the
lake. ‘Tickets will provide for <tap-over
at Toronto, to aud from the World's Fair.
Mr. James DBeatty, Q. C., of Toronto, is
actively engaged in this enterprise.
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TRADE PAPERS,

The St. Paul Trade Jowrnal trathfully
remarks that the growth of strictly trade
papers during the last ten years has been
remarkable. Al over the country they
have become nsstaple with both jobbers
and retailers, as clerks and traveling sales
men. Every wholesale honse keeps onfile
for reference the best journals in its line.
They are carefully looked over cachi week
in order to ascertain the trend of prices,
the ststistics of supply and demand, the
cffect of natural and political events, the
dicta of fashien aud caprice and other
valuable data.  The most successful retail
merchanis all keep them for these reasons.
They want them because they know they
are relinble.

While the daily newspaper furnishes
ecome trade favts, yet they ate published
as news, are hastily prepared, and are not
always reliable.  The difference between
the trade paper and thy newspaper is tha®
the former gives alnolute facts o+ pnrding
trade miatters, while the latter gives the
“news ™ and waits fur confirmation to
foliow later; conserpuent!y a4 dea'vr Knows
hecan fully rely on the statewments inthe
trade paper.
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proven ent. Manulacturers in all lines,
importers, jubbers and agents, all use
them, Twenty yoaes ago, mwauy of this
class advertised in the newspapera, Now
it is vary seldom done, eacept by veuders
of patent  medicines, or some  new
specinty for which it is desired to ereate i
consumptive demand., Manufucturers
winh, though they scll to jobbers ex
clusively, to reach the retail trade and
clicit inquiry for their goods, The jobber
wants to reach the retail trade, and
neither of them care to waste money on
advertising to reach the consumer, pre-
fermng to use o medinin that 1s reeoguized
asunquestioned  authority on trade con-
ditions, markets, cte.

The trade paper, hke the typewriter and
teleplione is an improvement in business
methods, and is sorecognized everywhere,
Its work in the business world has only
begun, and even its most enthusiastic
friends have only been able at the bhest to
have & dim realization of scope of its
future success and uscfulness, for the
trade paper deals with ceverything of
practical use to men, and must consulf

their best practical interests,
r— el p—r—————

THE SUCCESSFUL GROCER.

The successful grocer in these days is
the man who hiolds to the axiom, ** small
profits and quick returns,” and practices
it, says an exchange. ut the man who
wants to carry the maxim out toits logical
conciusion, as it were, needs o possess
something more than the mere desire to
put it into practice. 1o nceds to possess
the capital and abiity to buy right. Lther
one of these is handicapped Ly the other,
and therefore the man who has the capital
nceds to have the practical experience be-
fore helaunches into business for himself,
or vice versa. Many a bright young wan
has learned this to his sorrow. Aunap-
preuticeship to the grocery businiess is as
necessary as in other branches of business
orin the professions. .\ man canuot in-
stantly become @ full-fledgzed grocer by s
own volition any more than he can be
come a physician. This is something that
agood many scem 1o forget, Mechanics,
clerks, teachers and farmers, when they
wettiredof or fail in their several avoca-
tions, often think that they have only to
drop into a grocery or general business and
all will be lovely. Asaruale, when they do
drop 1o, they find that they are like hittle
chicks that have essayed to follow ducks
into  fiorse pond. Some of them may,
uuder exceptional circumstances, come
out all right, but the failure list shows
that & good wany do uot.

- . -
A “SECRET OF SUCCESS.”

werchant who has Leen very
successful w his Lusiness telle a con
temporary what he considers to lLe the
**secret of his succesy, and iu the enumer-
ation of the various factors that have
aperated in this direction, he lays special
Stress  upon  three things: First, the
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The gro~vth and use o.[ the trade PARCT ) handling of goods at reasonable prices;
has been the greatest in the oldest -"“‘Hsccondl_v, giving full weizht, or 16 ounces

most thorourbly westablished centers of
trade. In New York, the greatesi com
mercial center of  the  Uaited States,
trade pajers have the firmest foothold,
and show the greatest growth and im.

to the pound, which also mcans, we take
it, full measure (or in its wide sense, full
values, and thirdly, paying prompt atten
tion to the complaints of customers.
There is no “secret” in success that

comes through the ageney of three such
factors, orif a secret, an open one. Ob-
viously, that merchant who passes off on
his customers poor goods ciannot hope to
build up a permaacnt and stable busi-
ness ;or, if the line of his custom is such
that the demand is for cheap goods, he
never will have a trade which is founded
on the best paying and most profitable
kinl of custom. Cheap goods may be
worth the full value set upon them by
the Gealer, and if the customer knows
that the intringic value is commensurate
only with the price, the dealer does not
necessarily fmperil his trade. In other
words, honesty in the representation of
woods is the vital factor. The trouble
about handling anything but wood goods
is that the temptations are many to the
dealer to vepresent them as better than
they are, and all temptation is removed
if he hand'es only good goods.

Of course the dealer who gives short
weight or  short weasure imperils his
reputation and his business {0 even a
larger degree than does a merchant who
wilfullv deceives his trade as to the guat-
itv of the goods he offers. Svepicion of
dealers in general is too svidespread now
to cnable any retail merchant, as a mere
business policy, to run the chances of
weighing up goods short of his order, or
measuring them out in faulty or friaud-
ulent measures. Again we invite attention
to the fact that in this case honesty is the
factor, -

The werchant who ignores complaiats
of customers is not, loyal to his business,
is distoy nl, indeed, tohis customers, and
in one scnse commits the gravest dis-
honesty of which he is capable, since
there can be no greater dishonesty than
disloyaity. Fidelity to professions, fealty
in the performances of promises, that are
at the least tacitly made by every mer-
chant engaged in business when he opens
lus store doors for the first time, are the
only factors of this honesty, which so far
as we can mecasure it comprises in one
word the secret of that merchant’s suc-
cess who Jays  stress upon the three
factors, good goods, full value and cffi-
cient service.—Nortlacest Trade.

WIHAT RETAILERS ARE SHOWING.

New shawl serpentine  waists, boys’
shirt waists and new bolero waists.

Suits. Challies, Lton. bolero, velvet,
Scotch plaid, serge and fancy cloth.

Crepe, crepe-de-chine and plaid and glace
velvets for usge in spring millinery,

Silk-lined serge, flannel and broadeloth
skirts, and silk waists in all new plaids.

*Columbus lace.” a dotted ground with
Noriated Lorder, showing ships afloat.

Black. white and biscuit colored laces
wrought with gold aud other tinsel
threads,

It is calculated that there will be 150,000
deadhead tickets issued for the World’s
Fair.

Thousands of acres of timher have been
deswroyed in the Sierra mountains of
AMexico Ly fire.

Ithas been practically settled that the
World's Fair gates will be kept open until
11 p.m. cach day.



