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Shor tirnly articles uln suliject of interest to

phurinacists are solicited for this departutiett.
In order to be in liame for publication in the isslue
Oi a ginei nonth, thry should be in ihe editor's
h on the thir day qf/the inont/h.

Aleiayà send your proper naine and address: are do
mot publi.h thett uitess you irisA : if you do not,

please use a distinctire nom-de pldute.
Write on one side of the paler only ; and deote ci

separate piece of paper to cac query if you ask
liure thani une, or if you tare writin about other

atilers at the saine tite
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DISCRETIO4.

Who cati do busmoess wiithout advetistng?
In thtis aivanced age, when coipetition is
so great, lie that ruis the race nith<out ad.
sertistmg eventugally gets left. It is con-
sidered one of thre Most Important branches
of a business iani' education to kncow how
to advertise Judictously, and to do it sc as to
attract attention, atnd place il wlere it will
do the tmlost good. It is lookled ttuio as
ntuch a part of conoltmge lit e'.penises as relit,
intsurance, etc. A cert.n percentage out of
lthe profits of cach year slould be decided oni
to be expended for the tnext Vear's business,
and the sun increased in proportion to the
incrcase of business. To dol business, a
busttess mîust be adertised.-Manuifacturer.

HOW TO BUY.

" lowr cani buy best? " s a question that
agitates iore than ene nmind in the commer-
cial vorld, and one that very sclidoin is solved
to the perfect satisfaction of tie querist. I
propose lo go ilto somte of the phenîotmenta
of the art of buying in this issue and, if io
sible, portray somIe of the obstacles in tihe
way of the tni.suîccessful purchaser. There
are twio prominent classeS of suiccessful buy-
ers, whiclh are subdivided into mnany, but I
intend ta treat of these to otnl. aI th ltime,
first amîong these. and the iost favoured is
the oe wio has intitmate knowledge of that
which lie intends to buy, and wihiN is tlior-
oughly inforied as ta the best goods to pur-
chase ; the prices ; where tiey a;re froi, etc.
The second best buyer is le who mnak-es a
great plunge anong those frotm wihotm lie
intends purchasing and endeavourstoiipt esi
theni wsith his importance as a btuyer, and
his prctctided knowlaedge of the subject on
hand. This last fellow is stylte bulldozer.
As ta which one of these two classes of lier-
sons buy tie closest and best there can bc no
disputc, thge person of knowledge is free and
unfettered because lie is oti an -equal or
superior footing ta hii froi whom lie in-
tends buying, inasmiuch as his information
gives imin the necessary leverage. 'Tie
second is in the power of tie seller because
if a iîisstatenent of fact is tmiade, tie pur-
chaser is at a disadvantage in not ktionsing
wlictlier it is fact or not, and le lias ta rely
upon lis powers of depreciation and arraign-
nient of tie goods to carry himi ta success.

I rencnbcr once being in a merchant's
store and his tactics and manners or gha,
occasion crcatcd thie impression, wlhichî has
lasted up ta the prescnt tiie, that lie nas
the best buyer, or at Ieast one of the best, I
ever met. I will tell You what le did and
you can then sec for yoursclf. I walked in
and awaitcd my turn ; as soan as lie was at
leisure he came ta me, and telling ie his
naine, asked me if I wishîed ta sec him per-
sonally. I answered him I wishcd his atten.

CANADIAN DRUGGIST.

RUNNING THE DRUG BUSINESS INTO
THE GROUND.

Editor Casax Diteootsr:
DEin Snit.-It has corne to my knowledge

that a druggist doing a largo business in
Ontario supplies a physician with his
niedicines at so muclh per year, the sum» tixed
hcin tie average of three previous years to
naking this bargain. I am anxious to get
hld of a shoomuaker, baker, grocer or dry-
goods merchant who will supply ny famiy
on that basis. Of course ny fanily is on the
increase, but that is ail right for me. What
can an association do in a case of this kind.

A hîEssBERt oP AN ASsoeeATON.

SELLING AT COST.

Editor C uantAN Darico.sr:
DEitn Sî.-What is meant when a druggist

saysI am selling at cost. Does ho mean that
he sells at invoico price or does he add rent.
taxes, insurance, printing, freight. breakage,
waste, tickets to shows, public subscriptions,
required by being in business, (not charity)
salaries, including a fair salary for himself,
a small ainount for sundries, also interest on
capital invested, making in ail from 18 to 25
per cent. on the invoice prica of all goode.
That is, an article costs in the wholesale
house $1. Its cost price when handed to
customer is $1.20. Would liko to hear how
others figure this up and if my cost is too
high, and if I must reduce expenses. Yours
very truly, Ditu.oîur.

A correspondent, writing fron Herrington,
Kansas, sends the following prescription
recently filled by him. Ve am assured by a
local connoisseur that the mixture is con-
sidered as " powerful good for anake," when
spiritus frumenti can te obtained:

One ounce of hors horn.
one Ounce Alker Hall one
onse sweate Owl A sinale
Lump Of cm For Gum.-[Nat. Druggist.

Auýtgust, 1889.

tion, anîd told himi miy businîess. le said hc
was excecclingly busy anti would like mle to
call again. I specially rcquested his lime
for a short space, and he gave ie tive min-
ties. I pulled out my watch and taking it
off the chain laid it upon the counter, open.
I commîenced to tell hilm about my goods,
and as fast as 1 could, deait out the points
respecting themo. As the minute hand crossed
the point, ad Iy tine epired, i was in lte
mîiddle of a sentence, but I stopped abruptly
and informed him "time %%as utp." 1le said
lie was sorry lhe coutld not grant tme a longer
interview as he had an engagement 'but"
said he, " I am iiterested in the information
you have inparted. and I vant you to come
and see me when I liase tinie to listen." i
promlised I wottld. and did so. I went ito
all the details. I gas e himîî ail tie know ledge
I had amassed by mollnths of study of that
one object, and when I left himo il wvas with
a feeling of satisfaction that i had becn
partly repaid for m- labour in) moforming umy-
self of tie subject, aId that main at least
kniew enougl to buy of that cotmmoodity
intelligently.

The great difficult) in rite way of tmost mner
chants becoming good buyers is becatuse they
are not satistied to expend from three to five
minutes iwith a salesman whenlie comnes into
their stores in finding out his prices, goods,
etc., so that wlen the next one coiies along
if his priccs arc below he can take advantage
of it, but at any rate, I nould stggest the fhi-
Iloing t alIl merchaints . Treat tie salesmraan
coming to )our store with courtesy, poîitcness,
and considerationi, and vot inay be sure yot
will reccive in retun information that vill
repay yot for hlie expenditur. an sorry to
say a great many business miien forget that a
comilimigent to thicr credit is paid to thei
wleun a mllan enters tlcir stores to solicit tleir
trade. Then retmetmber the "goods vell
bouglt are half sdi."-[Revien.

To the Trade.

A FRESH StUPlPll.Y

Carlsbad Sprudel Salts
Srtali per doyen. $7oo. Ltarge. per dozen, $S4o

Carlsbad Sprudel Waters
Per case of o boules, 8!.o. Per dozen, $t.n

AEsculap Water
Per cao t:5 bottles,5 $: oe. Per dozen, $65o.

Davis &Lawrence Co., [Id., Montreal
SOLE AGENTS FOR CANADA.
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