Bookseller and Stationer

avtually advaneed the price of a current novel to $1.75,
chiiming that the inereased cost of production denands
it.

1t will be interesting to note whielt of these tendencies
is going to prevail.  We, in Canada, have a general priee
for current fietion of $1.235, with an oceasional $1.50
volume, The tendeney here during the last few years
has been downward,

—_——
READING THE ADS.

A trade paper cannot wholly exist on the money paid
for it by subseribers. 1 Bookseller and Stationer, for
instance, had to depend for its revenue on its subscribets
alone, 2 vastly inferior paper (or no paper at all) would
be the inevitable result. The reason we are able to turn
out one of the best papers in the stationery trade is
because of the support given us by our advertisers. Our
advertisers know that we turn out a paper worthy of
being carcfully read by every man in the trade. Tt is
because of that faith that they advertise with us. More-
over our advertisers understand fully that they are talk-
ing to business men when they take space in our adver-
tising columns. Therefore they realize that any propo-
sition they advertise-in that space must be sound on the
very face of it. Thus it is that only advertising really
interesting to the stationery trade, and which is likely
to result in mutual profit both to huyer and seller, ever
appears in our columns.

We demand high grade advertising. This involves us
in a duty to provide editorial and reading matter of the
highest grade to matech. The result is, Bookseller and
Stationer is not produced by any indiscriminate usc of
the shears and paste brush. We endeavor ¢o be worthy
of both our readers and our advertisers. And as we urge
upon our advertisers the nccessity of advertising only
that which appeals to the business man, so let us urge
our readers to give more than a mere cursory glance at
our advertising columns : for in them are to be found
items of the greatest value to every progressive man in
the trade.

P ——

LETTING IT SLIP.

Do vou allow any local trade to slip through yeur
fingers 7 Think 1w over for a moment ! The mal ovder
concern comes in for a great deal of condemnation from
all kinds of merchants, including stationers. Neoo doult
the depredations of such eonecrns are to some extent un
aveidable. There is, howerer. another form of com-
mercial depredation earried on throughout the country
which is due to a lamge extent to the stationers them
selves. It ean be stopped. We refer to the bustiiess of
typewriter supplics.

What™s the matter with you stationer<? Why don’t
son et wut and hustle typewriter supplies ¥ These were
the queries put to Bookseller and Stationer the ather
day by a Tor.nte manufactuter of these supplhies.  He
said that the gteat bulk  of  thas probitable hine was
handled by the typewriter compames, who  <ent their
wen all over the country scliing direet to the colistm T

EDITORIAL

Mark that. Any consumer of typewriter supplies in your
locality 15 aonn customer. He s o citizen as interested
as yoursell in the prosperity of that community, ces-
pecially if he is a merchant. lle wonld not like to see
you go out of town for any goads which he handles.
Netther should you allow him to go outside for ns type-
writer supplies.

Puat the gquestion to hime Youw can sell him his type-
writer supplies just as yon can his business stationery.
Moreever, you ought to do it. Don’t sit behind the
counter selling lireworks to  the =mall boy. let the
voung lady clerk do that. You get out among sour
fellow business men and see to it that no agent of a type-
writer company or metrapolitan stationery coneern butts
in on your own stamping ground,

*Nof vary much of that kind of busmness done in thas
town,” you say. That doesn’t matter. What httle there
18 should be done by vou. Marcover, there may be
more done than you imagine. Jump on the typewriter
company's agent and sell the goods yourself,

—_—

POINTERS TROM CITY STGRES.

Tt will not be long until your salespeople take their

vacations, and it would be 3 good move for your ta en-
courage as many as possible of them to visit the eity, if
ouly for a day, and have a look round the big stores.
There may be no delinite information that you can in-
struct them to gather, but they are almost sure to pick
up some helpful poainters.  M\wmonge other thimes they could
compare some of vour prices with those which these
houses are offering, sce how stock i~ kept and displayed.
cle.

———

RUSSELL, ANG'S RECEPTION.

In the letter from our Winnipeg correspondent, re
ference 1~ made to a  reeeption  tendered to the local
school teachers by Russell, Tamg & Co. We have heen
favored by that progressive firm of booksellers with an
invitation card which is very tastefully gotten up in
seript type.

The vceasion of the reception was the opening of the
firm’s new educational baok store on Portage Avenue,
The reception took place i the tear end of the sture,
which s beautufully htted ap i weathered cak. Thas
part of the store is intended for a rest room, where cus
tomers way - wat for friends, ete, There i« alse a
writing table at one of the windows ta aceonunodate
customers wishing too write a letter.

Amaong the 2000 guests who atteaded the receptiom
were all the ughest schoal ofliciads of Wanniper

It is things of this Kind which lend a dignmity 2o the
booksellimg trade,  enjoyed by no other hind of retaal
busiiess. From a basiness point of view, suell a1 tecep
tien i~ an caecllent idea, brmgmnse, as 1t does, ook and
book Iiners together, and leaving an amptesaon of the
~tore which will be hard to eface The metlods of s
pregressive western stoge deserve to be studied by e

bels of the trade in the elder paits of the Donunen,



