8 THE BOOKSELLER AND STATIONER

WINDOW AND
INTERIOR DISPLAY
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“HRISTMAS displays are now in order, and the windows

C of the booksellers and stationers have become the chicf

ccatres of interest throughout all the towns and villages

uf the country. Heis a wise merchant who realizes the capa-

bilities of his windows and spends some time and thought on

them, Accompanying these notes appears u picture of a win-

dow filled with cards and calendars, arranged simply and

artistically. This display can be readily reproduced by any
hookscller.
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The usc of price-cards and window.cards ought always to
be carcfully regulated.  There is frequently a daoger that an

case. Whenever poesible, the merchant believes in clearing out
congested matter and giving his customers breathing space.
Stores are more open, less crowded up with stock, and the
goods shos to far better advantage.
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Frequent changes of window displays arc often rendered
impossible about Christinas time on account of the rush of
business, which demands the attention of all hands in the
shop. A good scheme to overcome this difficulty is to so
arTange the window in the first place that without altering
the gencral proportions a change can readily be effected in
some portion of it.  The gencral outline of the window, such
as the drapery and the fixtures, may be retained throughout,
and the additional features added rapidly and casily.

The Christmias rush also suggests preparation beforehand.
\When December once comes round, it is too late for any per-
son, except a born genius, to contrive successiul schemes for
showing hisa goods. The merchant or window-dresser should

DISPLAY OF CARDS AND CALENDARS.

otherwise artistic windaw is marred by the introduction of
cards that clash with the gencral cffect of the display. In no
other busincss is it so csscatial to keep out the commercial
suggestion.  Clothing and fuod are bought becausc of stern
vecessity, but most of the bookseliers® wares appeal toa far
different taste. They arc accordingly better advertised by
what they arc themsclves than by anything a show-card can
say about them.
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A few years agn the tendency was to crowd stores with
stock, so that every available inch of wall, floor, and cven
cciling spree was utilized.  Nowadays. quite the reversc is the

spend time away back inthe Fall reading up and thinking oveir
plans, and then, when the critical time comes, he isin a posi.
tion to do justice to hig business and his stock.
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Albert Brituell, the sccond-bansd book dealer of Toronto,
has moved across Yonge strect from his old stand on the west
side. Sccond-hand businesses arc usnally associated with
dings. ill.lit stores, but Mr. Britnell’s new stand is & model of
brightness and cleanliness. The windows are white in effect,
welldighted, and capable of being used cffectively for book-
displays.



