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CHRISTMAS CARDS
AND CALENDARS

THEIR NUMBER GROWS,

T RAVELERS for the tirm of Warwiek Bros, & Rntter
have been supplied with  complete  samples of
Raphael Tuek & Son's st produetions, and have

beent instraeted to spare no effort in bringing the goods

to the attention of every Canadian dealer. Wiarwick

Bros. & Rutter are sole ngents for Raphael Tuek & Sons

m Camada, “The Jme aneludes ealendars, booklets, lat

eards and oy books,  Calendmis this year are exeep-

tenally brilbant in excention awd variety, ol can be
vetniled from de to 32 ecach.
There are 1700 distinet sets of Christmas and New

Year camds, against LG wis Jast year: and, as each sel
comprises (wo or more snbjeets, there  arve over 3,000
uew designs, nud 3t will be diffieult 1o find 2 weak set
in the whaole sast colleetion: 200 of the sets e in color,
100 are in the “Qilette™” prucess, which this honse has
vzt 1o zreat peefection. There are 200 sets in black

and white and monuvchrom.

PRIVATE GREETING CARDS.

l:()R Christimas, 1904, the private greeting eand will be
mndoubtedly very popular. It as o novelty in Can-
wla, and, owing to ths fael, its sale should develop

rapredly,  Last Chiristnzs ais adoption by many of the
best fannbies put a seal of appreval on . which shoghd
do mnel to cusure its tuture snceess. The usnal form
of the eard i a folder. with au appropriate desizn on
the outside, and with a verse or motto and the name of
the scader anside,

Private grecting cands ean best e sold foom sample
books,  These are pvpared by the  manulacturer ov
wholesale dealer. and contain several dozens of ecands.
Each customer, or prospeetive customer,  has by this
wmeans an exeellent upportanity for making o satisfae-
tory selection.

The attention st the pubhie should be ealled to the
eands it by o weilworded advertisement an the loeal
paper.  Thes will veach the prople m the surronudig
comntry, Whe have few oppartamtios of getting to town,
und whe evnsequentiy sead esery hne i the paper. It
will alse reach a large proportion of the town people,
wlie are gearly all interested e the store news of the
place.

In the seeond place.  the show window  should be
brvezht mte commission. Samples of the prethest eards
cap be displaved i the foregmnd, and 2 window eanl
caii be puacat at the vat b doavel attontang to tlen,,
with imformation as to pree, ole.

A rettagn cdass o people stiould be apprvacc lied through
the maila. A\ acatiyencaated carvalar letter and a
vhoes sampie eant widi be swe te b wetarns,
every  came, the pablic <headd el e come and
make thear anai slectnn vt sample books,

It st be a probicn el the dealor hise e Regpe

tiack of the enders ter Hie cards, the uanes of the

AR

customess making purchases, and the details coneerning
stales, mottoes, ete. The followimg  system bas been
cmployed in Enzcland, and has been found useful: Fit.
anordinary exereise ook is seeared.  On (he fisst page
ix written down in alphabetical order the list of sample
houks, which have been procuved from the wholesale deal-
e, and 1o each book is assigned 0 number.  The books
ave then dealt with by thns number, which saves time in
weiting.

The account beok is nest ruled in columns, affer o
s¥stem. which each dealer should work ont to suit the
requirements of his particilar business. A useful sys.
tem has columns for the following purposes:

Column 1. Narow, Date of sending ont book.

. 20 Wide.  Name of enstomer.

e 3. Wide. Address of eustomer.

. 4. Narrow. Number of sample bouks sent ont.
‘. a. Narrew. Date, book returned.

. G, Narrow., Number of ecard selected.

7. Narrow. Quantity ovdered.
o S, Wide.  Partienlars re mame and motto.
. 9. Narrow. D’rice.
100 Wide.  Paid or charged up.

At the end of the season the book will reveal several
iteresting fuct<. It will show the total reecipts from
the sale of private greeting eards, and will thus enable
the dealer to decide whether the trade has been profit-
able or not. It will indicate the enrds which have been
meast popular, and who maanfactured them. 1t will pro-
vide for future use a list of the customers who tosk up
the envds, qd it will show how much of the trade was
cash, and how much wax eredit.

CANADIANS BUY EARLY.

HE Copp. Clark Co., Ltd. ave ageain showing an ad-
mivable  line of Clristmas  cards  and  ealen-
dars. It seems  almost marvelous to think

that 2 complete line ean be shown  this  vear.
but the faet remuns.  In couversation  with  the
manager of  this house,  he pointed  out  that
the traveling wen were in the warchouse at the time of
the five, prvpating these hues for ingpection on the vl
The entire line was destroyed by fire, but thanks o the
evers-ready eable and the prompt  co-apevation  of the
various houses the Copp, Clark Co. vepresent. the line
15 even stronger than it wonld have been had they made
their trips under the usual conditions,

It 5 a stiangze condition of things, but nevertheless
true, that the Canadian frade order these gzowmds earlier
i the <eason than the dealers of other countries.  The
ustal time to book ealendar  onlers  in the United
States s dunug the Sunmer months, these are also the
colitions in Great Britain and Austraha, bt for some
wason the Canadian dealer prefers to place s onlers
carlie duabitlos that e iay take things easwer during the
vaeaaen vanths of the Summer,




