SAVE FUEL

Steam Pipes,
Boilers

AND ALL

Heated Surfaces

WITH-—

MINERAL
WOOL

Sectional Govering,

~REST-
Fire-proof Won-Conduc-

torat present known.

EASILY APPLIED.

Asbestas oods!

OF EVERY DESCRIPTION.
GANADIAN
MINERAL WOOL GO

LIMITED.

118 BAY STREET,
TORONTO.

M. Srrouss, Victoria, sole ageut
or British Columbia.

’rcsidcncc districts, and then, followine

 A.LEOFRED,

(Gradunte of Laval and McGilt,)

MINIING ENGINEZR.

MaN Orricr: Quobee. BrANCH OFFICK:

Sherbrovke, Moutreal, 17 Place d*Armes Hill,

MINES, MINERAL PRODUCTS
J.J. RUSSELL,

Asbestos Boiler and Pipe Coverings,
Mineral Wool, Hair, Felt and other
coverings.

i Contraets taken in any part of the Provinee
OFIICK .

SerATEsS Wianre, Voo, B, O,

SOLICITING FAMILY TRADI.

T'ho differences in the surroundings and
loeation of retal grocertes creates natur
ally radieal differences in the capture of
sales, says the Philadelphin Cusli Grocer.

Thero are the retailers of lurge oities
like this who locate thew stores upon the
principle down-town business streets, a
location where rent is higl and sales maust
be large to insure a profit,  This enter-
prising class advertise larcely, often in
the daily press, and, in addition, keep n
window digplay certain te attract atten-
tion of the passer-by, inuny ingenious de-
vices in the way of show carlds or fersely-
worded announcements  being also em-
ployed.

‘Fhen thero are the gracers of the rich-

them, the family grocers {the less pre
tentions residence portiens of the city and
the more modest ones beyond, till one
gots to the suburban, and finally, the
country store, where grocerivs may be in
the majority, but are not alone in stock,

Many or all of these classes being es-
tabligshed have steady, regular customers,
but there are often ties when the best
vof them, because of the remaval of good
customers or the activity of a competitor,
tind their regular trade <emmishing and
- the receipts from teansitory custom get-
I ting less.

Then something must be done.  Ad-
| vertising of special drives or newly-ar-

 rived specialtics, if doue promptly and
| worded briefly and to pomt, whether on
, o arcula or in o newspag er that reaches

jdu. But there is also another cffective
( manner of getting trade. It is frequent-
ly used by new stores desiring tu estab- .
» ish custom, and may be as well employed .
( by older firms. It is canvassing.
. The Cleveland Oliév Moodaat tells of a
;rct:ul arocer, who, tindiyg his busincss:
growing less and less from some unknown |
i cause, decided to personally cauvass for
,orders every other day, delivering the
lg()uds on the intervening car. He found .
,it of great convenience to the families
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visited, & matter of prolit to himself, and

it now takes three clerks all day to pack
the goods represented by their employer’s
orders thus taken,

Personal solicitalion is not » new thing,
by any wmeans, but it is becoming more
and more necessury every year as an ad-
junct te most business and even some
professions, A dozen years ago, such a
thing as sending out canvassers to obtain
students for an edueational institution
would have been consider @ highly undig-
nitied.  ‘To-day, the most powerful insti-
tutions of learning in the country are
compelled to send out canvassers during
the summer to prevent the smaller insti-
tutions from cetting them all at the fall
term, the Iatter having o few years ago
adopted the plan, and thus forced larger
and older institutions to do the same.
Iiven the leading members of the faculty
have been known to canvass,

Canvassing for custom has therefore
reached quite 1 dignified summit, and it
13 becomirg more and more af a necessity
each yuar

If your business is falling off, and you
have not already adopted the plan, try it

——

WELL SOLD.

* Wouldn't it be a good idea,” said the
disintereste ¢ friend, o pat a high grade
bicycle in your window and mark it 850,
or some such price? You'd lose some
money on it, of course, but lok at the
advertising  you would get out of it,
Sverybody in town would be talking
about it inside of twenty-four hours, and
your store would get a reputation for sell-
ing good machines cheap that wounld be
worth hundreds of dollars to you,™

“That's not a bad scheme,” said the
bieycle dealer, after thinking it over.
“John," he called vut to one of the boys,
“put that Greased Lightning racer in the
frout window, and mark it £50,”

“ But"--

*t Never mind arguing the matter.
know what 1 am doing.™

The Greased Lightning racer was placed
conspicuously in the show window, with
the )0 tag appended,

¢ Now,"” saud the disinterested friend,
“that lo ks something like it. You'll
ave o i wal gathoting thete inside of live

1

oy jUme's customers, is vne of Ue things to annwes, By the way, you may just con-

sider that wachine sold, Il take it off
your hands.  Buat I'm no hog,” he added
chieerfully, 'l et it stay in your win-
dow till to morrow morning.”

“Wasa't that rather an unhandsome
tnch ¢ ashed the silent partner after the
disinterested friend had  gone away.

“No,” reflected the dealer. **That
wachme has been on hand  two years,
but it's worth every cent of §47.50."
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