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ONE YEAR AGO TO-DAY

this advertisement in Tie Caxapiax Grocer announced the appearance of
on the Canadian market.
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i~ known apd used from Sydney to Vancouver.

A Canadian foo I for the Canadian People, its merits have won its wonderful success.

The Frontenac Cereal Co., Limited

KINGSTON, ONTARIO.
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/s Kind
Of A Man

does not jump at conclusions—
he investigates! He is not “a penny wise and
pound foolish,” you can rest assured of that. He is
not misled into buying new things said to be “ just as
good ” as the old standard, time-tested articles of trade.

And as he buys, so he sells and builds up con-
fidence among his customers. You'll find a clean stock
in kis store—nothing unsalable, because ‘‘Standard
goods are best to handle.”

i COX’S
Powdered Gelatine.

The new Gelatine is
new in form omly. It is Sparkling Gelatine reduced to powder, and re-
tains all its old, good qualities with this addition, that it dissolves
instantly in warm water.

The ** Griffin >’ Brand
California Fruits.

There is but one grade
of quality in the ‘‘ Griffin"’ brand, the highest. And this refers to the
growing, the picking and the packing, which is all done right at the vineyards
and orchards on the Pacific coast. You get the * Griffin "’ brand always at
first hands—there is no tampering with the fruit en route, no short weight.

P. Codou’s E
Macaroni and Vermicelli.

The name P. Codou
stands for the very best quality of Macaroni, Vermicelli and fancy pastes
It is not alone because only the very best quality of Russian Wheat is used,
but because of the long experience and consequent great skill of the makers.
They are standard goods.

Arthur P. Tippet & Co., Agents,

8 Place Royale,
Montreal.

20% Front Street,
Toronto.
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SEVEN OF OUR BEST KNOWN -

BLENDED TEAS °|*
Coronation King’s Royal
Buckingham Balmoral
Florodora | Geisha

| John Bull

The hundreds of grocers who sell our blends
make handsome profits and give lasting satis-
faction to their customers. If you are not one
of them write for samples and quotations.

& }“ \ '

WARREN BROS. & CO. |

TORONTO.




Hudon, Heberb ® Cie,

TEAS, GROCERIES
PROVISIONS
WINES ANp LIQUORS

The Largest Stock. The Greatest Variety.

OUR POLICY.

Low Prices. Quick Turn Over.
Big Business.

A few trial orders will convince you of

OUR RELIABILITY.

Best Equipment. Competent Staff.
Perfect Organization.

Importing Wholesale Gro and Wine Merchants

MONTREAL

The Most Liberally Managed Firm in Canada.




H. LAPORTE, President. JOS. ETHIER, Vice-Pres. and Managing-Director. L. A. DELORME, Sec.-Treasurer.

Our Agencies:;

e vatage: WINES
Ph Richard’s BRANDIES 75 5, o

are wines of the most excellent quality.

have obtained in France and abroad a deserved

reputation for high quality and careful manu- Madeira Sharrien
" LONDON PARTICULAR "
facture. : They hav':a the approval of - VERY SUPERIOR " - AMOROSO *
the medical profession who value “ SPECIALLY SELECTED " “ MANZANILLA *
Ph. Richard’'s Brandies as a Malaga :
tonic of great merit and " PALE SWEET " (BLUE LABEL) Invalid Port
: WHITE "

WHISKIES

Mitchell . Co.’s Mitchell Bros. CO., Limited

(QLASGOW)
& & (BELFAST)
amous Scotch WhisRies « Crulskeen Lawn
“S ial Old ”’ . ’”
¢« Heather Dew ”’ +¢« Special Reserve ”’ g d : Old Tmparial
«« Extra Special Liqueur ’’ ¢ Mullmore ”’

nequalled i ir su-
These brands are deservedly popular in Canada. These brands represent, il oo le by — other brand. JUdges admit their su

each in its respective class, a product of quality, of uniform strength and mellow-

ness, with an aroma particularly inimitable and pleasing to connoisseurs.

The GIN of Po1 1 EN & Z/OON

is unsurpassed in respect to quality. Although sold at same price as other brands(it is]put up in
handscme glass jars, containing 18, %4 and 3 gallon. This drink is healthy and enjoyable ; it

is an aid to digestion and an apoetizer. It is Exquisite!

perior high quality, which is always uniformly maintained.

A 4
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1S unsurpassed in respect to quality. AItnougon svlu at same Prite as vwict vranus i > put up 1u =
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!Iandsctme glass jars, containing 14, 1/ and 1 gallon. This drink is healthy and enjoyable ; it
1s an aid to digestion and an apoetizer. It is Exquisite !
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Chanipagnes and Sparkling Wints

We have in Champagnes and Sparkling Wines 5 stock to satisfy the tastes of all our customers, both as regards quality and price. g
Try the following brands and you will re-order. g
Champagne *“ Vve. AMYQT ” Champagne “Duc de PIERLAND ” e
(Gold Label—Sllver que]) Champagne . CARD'NAL 5 §
Also all other well-known brands of Champagne carried in stock.
Try our “Victoria” and “ Princess” brands Ja pan Tea

and “Duchess” ard “Lady " brands Green Ceylon Tea
(Guaranteed Best Va]ye in the Market. Send for Samples andA convince yourself.) El
. # :
Dried Fruits and Nuts :
)
See, or tpquire, about our Large and Well Assorted Stock of ;
New Crop Dried Fruits and Nuts--We carry Best Brands for Holiday Trade. ] <
A TRIAL ORDER WILL CONVINCE YOU, g
A

Proprietors of registered trade Samples Canadian Agents for the
marks “Princess” and “Victoria,” arfppliircl:teii,:n celebrated Ceylon Teas of Sir
for Baking Powders, Jams, Bt Thos. J. Lipton,

Jellies, Teas, Cigars, etc etc, Delivery. London and Ceylon.
LAPORTE, MARTIN ®& CIE.
(ESTABLISHED 1870) Limited
WHOLESALE GROCERS, TEA, WINE AND MONTREAL

SPIRIT MERCHANTS
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How many of ' you [°|*

- who read the following paragraph will not perceive why

Ceylon Teas are much more to be desired than teas

grown and prepared by people who know not the heneficent
influence of British management?

The laboring force of a Ceylon Tea
Estate consists generally of Tamil coolies.
They are housed and medically attended
at the cost of the Estate and their well
being is carefully attended to.

You see that, quite apart from natural advantages,
Teas grown in the island of Ceylon have a claim on the

people of Anglo-Saxon instincts that no other teas, pro-

duced under inferior conditions, can possibly have.

“The irresistible forward movement of Ceylon Teas
should have the heartiest co-operation of all grocers.

Cevion Teas |l

may be had in blacks and greens.
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Corn Starch

CHINESE
STARCH
OCEAN MILL

MONTREAL.

A pyramid of successful grocers’ specialties. — — The basis of success is

CHINESE STARCH

"(EMPOIS CHINOIS)

The finest and best Laundry Starch in Canada or elsewhere— pays you a
larger profit than any other line—pleases your customers every time and
all the time.

1f you have not sold it, it will pay you to write for sample and prices. We
want agents and sellers in every town in Canada. Will you be one?

““* QCEAN MILLS, MONTREAL
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ORIGINATORS OF CONDENSED MILK

BORDEN’'S CONDENSED MiLk Co.

ESTABLISHED 1857

T AR O Y ST

=2}

x: . TRADE MARK
' | g Borden’s Procucts icad in quality. The continual yearly increase of our
; g output demonstrates this beyond question. |
: ! 3 Borden’s Eagle Brand Milk s the highest grade that science can f j
: ‘ E produce. It is absolutely pure, rich, full-flavored Milk.
’,, | ’} It is a quick seller—and a sure repeater. ¢!
i Factory— - INGERSOLL, ONT. Salesroom—MONTREAL, QUE. |
”‘ | " SELLING REPRESENTATIVES: ‘ 1
\ ' A WM. H. DUNN, Montreal. '
"f | i ERB & RANKIN, SCOTT, BATHGATE & CO., W. S. CLAWSON & CO. SHALLCROSS. MACAULAY & CO
I i 8 St. John, N.B. Victoria and Vancouver, B.C. Halifax, N.S. Winnipeg, Man.
i | =
| wls=4 Enamelin
| @JL 5 The Modern Paste Stove Polish.

No other Stove Polish has had the

pR”EgJCFgCT‘;“g&“? same continuous success, and phe-
nomenal large sale.

Evm«nu(ro
.\“»

Superior quality is the reason.

proveeews

If you are not selling EnameLine
Liquid Fire-proof Stove Polish order
a trial lot from your wholesaler.

bl
4=

SOLE AGENT FOR CANADA:

William H. Dunn, Montreal.
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“‘Canada’s most successful Cough Remedy”

IF YOU SEILL

patent medicines it
you should not fail to stock 3

)
;_f

SYRUP OF ~ i

TAR aw r
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St nnnn .

{GOUDRON

D'HUILE DE

{FOIE DE MORUE §

naaindindln

Ce sirop contient, sous une 1
i¢ forme agréable au goft, toutes §
les propriétés médecmales bien $i
connues de PHuile de Foie de ¥
{{¢ Morue et du Goudron de Hatre. ¥

i
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—AND—

{60D LIVER OIL
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z Syrup of Tar |
|

|

|

{

o [ .

:

i€ This Syrup, agreeable to the & ; ,
{§ taste,contains all the well-known # . 3
13 medicinal properties of Cod Li- &
i3 ver Oil ancf Tar. i i
T e FOR COUGHS AND COLDS. . 8

J. L. MATHIE ‘o i
s A a, In Eastern Canada it is as necessary to the general store &)
Sherbrooke, - Quebec. ¢ as sugar 1. ;
' ; Liberal advertising is making it a leader throughout Canada. (8

Don't stock imitations, they don’t give a larger profit, dis-
credit the dealer who offers them, and are apt to be “dead”
before you can sell them.

................................

Leading Jobbers Sell Mathieu's Syrup and Mathieu's
Nervine Powders.

J. L. MATHIEU & CO., owners, SHERBROOKE, P.Q.

LIMITED
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DEPARTMENT orADVERTISING SERVICE,

None so Blind
As Those Who

Won’t See.

Tue CaNnapiaN GROCER can prove
of valuable assistance to the selling
end of any business which seeks
trade among the grocery and gen-
eral storekeepers of Canada.

We advance many plain, indis-
putable arguments to this effect.

And still there are some folks who
can’t see it.

Some who can’t see how it’s going
to pay them.

And won’t even invest a few dollars
to find out.

Very few folks like this, but we
would like to convince even them.

It we only could, we’'d get a good
deal of satisfaction out of it—and
we know they would, too.

Don’t you think they’re blind to
their own interests ?

Here’s a paper that finds a wel-
come in every worth-while grocery
store from Halifax to Vancouver
once every week—so can’t you see
that an announcement of any in-
terest must surely command some
attention ?

The advertising columns of THE
CananiaN GROCER provide about the
best way we know of keeping in close
touch with all the grocers of Can-

~ada all the time.

You can see value in a paper like
this—
Can’t you ?

The Canadian Grocer

232 MNcail St., 10 Front St. E.,
MONTREAL. TORONTO.

THE CANADIAN GROCER

October 21, 19:4

MANUFACTURERS’ AGENTS AND BROKERS.

W. G. A. LAMBE & CO.
TORONTO.
Grocery Brokers and
Agents.

Established 1885

W. H. Millman & Sons

Grocery Brokers

21 Front St. E, -  Toronto, Canada
Ask us for prices on

Evaporated Apples,
Green Apples, etc.

CALGARY.

Dingle @ Stewart |

COMMISSION BROKERS.
Excellent Storage Accommodation.
Consign Your Cars to Us.

EASTERN MANUFACTURERS
—AND—

SHIPPERS.
Al EYES are

turned on

MANITOBA AND THE WEST.

W H

Represent some of the leading houses in

CANADA and the U.S.
INCREASE YOUR TRADE. WRITE US.

NICHOLSON & BAIN, WINNIPEG,

Wholesale Commission Merchants and Brokers,

Are you

Represented in the West ?

If not, write us and get in

ON THE GROUND FLOOR.

Place your offerings with us and we will sell your
goods.

Consign your cars to us.
Goods reshipped.
EXxcellent storage.

NICHOLSON, BAIN & JOHNSTON,

Wholesale Commission Merchants and Brokers.
CALGARY, ALTA,

VANCOUVER

Manufacturers’ 1
Representative ﬂ\\'ﬂa <

Commission

g.
(}\'\p Merchant

WRITE ME.

P. 0. Box 223, VANCOUVER, B.C.

Head office: NICHOLSON & BAIN, WINNIPEG.

BRANDON.

THE WILSON COMMISSION CO., Limited

BRANDON, MAN.
Commission Brokers,
Storage.

Correspondence Solicited.
If you have any snaps let us hear from you.

PRATTS ASTRAL
LAMP OIL

Sold in all countries and recognized as tihe
highest grade oil manufactured.

WHOLESALE ONLY,

THE QUEEN CITY OIL COMPANY, Limited,
TORONTO, ONT.

Sell Flower Pots.

All grocers should carry a well-assorted
stock of pots and saucers at this time
of the year. ORDER NOW.

STRON G POROUS
DURABLE AND
LIGHT CHEAP

WRITE FOR LIST

The FOSTER POTTERY CO.

HAMILTON, ONT. Limited

To Manufacturers’ Agents

THE CANADIAN GROCER has en-
uiries from time to time from manu-
acturers and others wanting repre-
sentatives in the leading business
centres here and abroad.

Firms or individuals open for
agencies in Canada or abroad may
have their names and addresses
Flaced on a Special list kept for the
nformation of enquirers in our vari-
ous offices throughout Canada and
in Great Britain without charge.

Address, BusiNEss MANAGER,

CANADIAN GROCER,
Montreal and Toronto.
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i R . ..
“Don’t pay freight on water.”

Mérchants of Canada,

has it ever struck you how much money you

pay out for freight on water that you buy

inegar?

German Concentrated Grape Wine Vine-
gar is imported direct from the celebrated

in your

Rhine Wine District of Germany. Recom-
mended by the highest medical authorities of
Europe.’ Requires merely the addition of

ure water—ready in two minutes.
P A ¥

I—This is an absolutely pure product of 4—It will not freeze, consequently can

Grapes, made in the famous Rhine Wine be shipped at all times, and dealers need
district of Germany. not stock in the fall for- winter’s trade,

2—It contains no Alcohol, consequently as is now done with ordinary Vinegars.
will not form the very objectionable 5—When diluted according to directions it
vinegar eels, or ‘‘mother.” is cheaper than other Vinegars.

3—Being put up in concentrated form, 6—For pickling purposes it is unequalled
no freight is required to be paid on as it makes the pickles firm, and imparts
water and heavy barrels. a delicious flavor.

The foregoing are a few of the leading advantages of using Grape Wine Vinegar.
A trial will be a revelation to you.

Put up in Demijohns of 41 6 Imperial Gallons and 2 1-12 Imperial Gallons.

IN USE FROM HALIFAX TO DAWSON OITY
Don’t load up for the whole winter. We can ship this in the coldest weather. IT WILL NOT FREEZE

For particulars address—P.0. Box 2179, Montreal,

or—R. Carrie, Church and Front Streets, Toronto.
Laporte, Martin & Cie., Wholesale Grocers, Montreal.
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ﬁ ¥Francis H. LEGenTT Joux O. JUHRING Taeopors F. WHITMARS
| s 1. LEGGETT & CO
FrANcCIS H. LEGGETT ¢ ‘
IMPORTING AND MANUFACTURING GROCERS
WEST BROADWAY, FRANKLIN AND VARICK STREETS.

ForEiGN BRANOH:
18 Rue VIiCTOIRE

TELEPHONE:
2230 FRANKLIN,
PrRIVATE BRANCH
ExcEANGE CONNECTING
ALn
DEPARTMENTS.

AMERICAINE,
BorpeEavx, FraNce
CABLE ADDRESS:
LEGeETT, NEW YORK.

CARTAGE DEPARTMENT

L IANUFACTURING DEPARTMENT B=3=5 CONGRESS ST,

132~134-136-138 Kine S,

OUR FACTORY St
PRODUCTS » Orrics AND SasEsicons. NEW Yorg, October 2ist, 1904.

ALL OUR MANUFACTURED PRODUCTS WE GUARANTEE ASSO.UTELY.
SAMPLES CAN BE HAD FOR THE ASKING.

COFFEE %2 | NABOBPAN-CAKEFLOUR ===

Concentration is the order of the day. Three e’ s
This coffee is exceptional In cup quality— grains of one of Leggett's Food Preparations are

::..r:dthn rich smoothness so much de- enough to satisfy the hunger of a hungry man.
5 P Wheat, Rice and C Flou: sombined in
w and &) “), cases. Al 1CEe an orn rasc O

s NABOB PAN-CAKE FLOUR

P are the three grains which are warranted to supplr
f lb. c,a"ons = = 1? a meal, not only for one man, but for any numb e
Ib. “,ns = » * . i of hungry people.

2 lb. tins - - - 22 e = Per t).ug\.;)
Above Coffee is packed in absolutely air and dust 36 2 1b. cartons in a ‘?ase' . 82.
proof cartons and tins. Remember: A well pleased One case of our Premier Oat Flakes, 36 2s, free
coffee customer is a desirable asset. Nabob Brand witb 5-case order Pan-cake Flour, if ordered this

Coffee is sure to please. month.

G.H. Brand Spices “d  TOBASCO
Absolutcly Pure. | £pF SAUCE

A BARGAIN.

We offer a line of Pure Spices, in ¥ Ib. fall weight, round \ . g HOTNESS CONDENSED — Premier Tobasco
tins, packed 2 and 4 doz. cases. G. H. SPECIAL,. ¥ N V4
Black Pepper 70¢. doz.

(‘)Wal;l.:gnl:e‘e gg;er Oo.. -‘: 418 i e With silvered stands, per doz. $3.50

Mustar 70c. ** g A\ 3 Without silvered stands, per doz.  3.00
Cinnamon “ : 4
Ginger 80c. “ : , : :
Allspice e | IR | This is absolutely as fine a Tobasco Pepper Sauce as can
: i = be manufactured.
No discount for any quantity.

1 Ib. cartons

R oo

Sauce, 1 doz. in box.

R

TWO DEALS ON BORAX AND BI-CARB. SODA. We offer you the following special deals which are good for a limited time ouly:
PREMIER BORA X—Guaranteed absolutely pure, no better

packed at any price. We- also offer PREMIER BRAND BI-CARB. SODA, absolutely

1 1b. packages 24 lbs. in case, per Ib. ,10%
% lb. g 24 Ibs. in case, per Ib. .11

i % 1b. = 24 lbs. in case, per Ib. .11% 1 1b. packages, 36 or 60 Ib. boxes, .05 per lb.
Vith each 5 cases we will give you one case of 24 1-1b. pack 2. This i ti N 36 ) 5 1-5

a discount of 30 per cent., which makes a low price for plll):: l:::'x.helhf yt;luml:x::eplr»::agcb‘dl’: % 1b. B B. boxes, U‘? l-‘.)

ing horax at a less price than this, we suggest that you test same for purity. A very simpfo ¥ Ib. " 36 or 60 1b. boxes. .05 4-5
test is to drop a few drops of ordinary strong vinegar on the borax—if it effervesces it is

not pure, but contains bi-carb. soda. We : i i i
pot, Jure, but, e ¢ guarantee Premier absolutely pure, nothing and one box free with each 5 boxes.

pure, high test, equal to any. Packed as follows :

Both of the above are very attractive packages, packed at our own factory, so that we can safely guarantee every ounce of it to be the very best
purest and highest test.

JOBBERS’ SPE ——We are also large handlers and jobbers in Rice, Macaroni, Spanish Sweet Peppers, Tapiocas

CIALTIES arina; Whole Spices, Green Ginger Root, Caviar, Catsups, Salt Fish. If interested or in the
market for any of these lines, write us for quotations on such quantities as you buy. We can save you money on any goods you buy
in this market. It will cost little to try us and we shall be glad to post you. GIVE US A TRIAL. Address Mail Order Dept.

FRANCIS H. LEGGETT & CO., NEW YORK CITY.

PREMIER PLUM PUDDING. OUR OWN MANUFACTURE NOTHING BETTER. NOW READY FOR DELIVERY-
Individual tins, 95¢. doz. 1 pound tins, $2.40 doz. 2 pound tins, $4.50 doz.

15
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Import and Export

Commission Merchants

QUEBEC

MONTREAL

OTTAWA

REPRESENTING :

ARMOUR & CO., Chicago, Il

Packing House Products. -

~ JOSE RIERA, Denia, Spain.

Valencia Raisins, etc.

ROSENBERG BROS., San Francisco, Cal.

California Raisins, etc.

J. WALKER & CO., Greenock, Scotland.
Refined Sugars.

DEZEEUW & VANRAALT, Vlaardingen.
Holland Herring.

SOUTHERN COTTON OIL CO., New York.
Salad and Cotton Seed Oils.

ARMOUR LIMITED, Toronto, Ont.
Beef Extract Products.

AG. RUSSO & FILS, Catania, Sicily.
Filberts, etc.

F. MICELI-ANIS & CO., Messina.

Sicilian Produce.

JUAN LLOPIS, Reus, Spain.
Tarragona Almonds.

A. T. ZINI, Patras, Greece.
Currants, etc.

ARMOUR GLUE WORKS, Chicago, Ill.
Glue, etec.

IMPORTERS OR EXPORTERS OF

Maple Sugar,
Cod 0il,

Balsam Fir,'
Whale Oil, Senega Root,

Patna and Rangoon Rices,
Austrian and Russian Sugars,

ETC., ETC.,

ETC.

October 21, 1504

D. RATTRAY & SONS|.
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—+*¢Sterling '’ Brand Pickles in Glass.
““Sterling” Brand Chow-Chow In Glass.
‘Sterling” Brand Sweet Pickles in Glass.

—+*'Sterling” Brand Catsup.

‘“Sterling” Brand Sauces

— ‘Sterling” Brand South Africa Relish.

—+¢*Sterling” Brand Canadian Relish.
*“Sterling” Brand Flavoring Extracts.
¢“Sterling’’ Brand Jams and Jellles.

—*¢Sterling” Brand Marmalade.

VERY wise grocer will stock his shelves with best

brand pickles and relishes for the Fall and Xmas

trade. He must have goods that are well-known —

unqualifiedly satisfactory to his castomers, ‘“STERLING”

Brand Pic les meet every demand. These goods will
£ build up your trade by satisfying your customers.

this house will win your trade and keep your
\lines in stock :

—Maple Syrup in glass and tins,
. | all sizes.
—Sweet Mixed Pickles in Bulk. | —Bitters—Bobs, Celery, Orange,

—Mince Meat in wood and fibre || Jack Canuck
palls. |  —Unfermented Fruit Wines.

—Cake and Icing Colorings. |  —Unfermented Phosphate Wines.

ZET. A LYTLE COMPANY

Manutacturers of Hjgh-Grade Pickles and Relishes. po—

Factory and Office : 124-128 Richmond St. W., Toronto.
Phones: Office and Orders—Main 1531. Shipping Room—Main 4552,

Salting Houses—103-105-107 Richmond St. W., Toronto, Holland Landing, Scotland, Clarkson, Streetsville, Ont.
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MY REGISTERED BRANDS

go““‘)“ M O0Lp CRy

Madam Huot’s COﬂ‘ee

W

Condor Japan Teas in bulk and lead packets.

Condor Ceylon Black Teas in lead packets and original 5-lb. boxes.
Condor Pure Mustard in tins, 4 and I-lb. jars.

Condor C hoice Baking Powder.

Condor High Grade Vinegar.

Condor Java and Mocha Coffees.
Old Crow Blend of Indo-Ceylon Black Teas in bronzed tins and

lead lined wood boxes.

- Old Crow Ceylon Black in 5-lb. original boxes.

Old Cl’O-W Fine Compound Mustard in tins, 4-1b. and 1-lb. stone jars.
Old Crow Fine Baking Powder.

Old Crow Frine Distilled Vinegar.

Oild Crow Java and Mocha Coffees.

dMD High Grade Japan, Gun Powder and China Black Teas.

AMD High Grade- Spices of all kinds.
FMD Pure Cream of Tartar Baking Powder.
I MD The highest quality of Distilled Vinegar.

MADAM HUOTS COFFEE.
put up in 1-lb. and 2-lb. tins.

The above brands represent High Class Goods.
the best prices. Considering quality.

A pure rich delicious Coffee.

The Gem of All,

They are the finish values &t

ASK FOR SAMPLES, IT PAYS.

E. D. Marceau 2.3 Montreal

L2
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S HAVE YOU NOTICED

the increased business there is doing in condensed milk ? If you

'R R are not getting a share of it, it is because you are not handling
the right goods.

“Reindeer’” Brand

e condensed goods can be absolutely relied upon.

There 1s a growing demand for an unsweetened milk, this can be had in

Jersey Cream

and it contains no sugar. A
W. G. A. LAMBE & CO., Agents. i
jars. %
Every Smart,Up-to-date Grocer f
Should have in stock for Christmas and
Holiday Trade our Specialties, viz.:—
FANCY CRACKERS AND COSAQUES FRENCH GLACE FRUITS i
XMAS SANTA CLAUS STOCKINGS CHERRIES ]
GENUINE ENGLISH BARLEY SUGAR PINEREE. R1C. A
SHELLED NUTS )
FANCY BOXES OF CHOCOLATES LA WALNDTS i
GENUINE TURKISH DELIGHT : PECANS ; BRAZILS -"&:
f Al SWISS MILK'CHOCOLATE HICKORY  PISTACHIO
o ; :
; : N @ We shall be pleased to have your enquiries,
ues al
-~ W. G. PATRICK & CO.
- Direct Importers of Grocers’ and Confectioners’ Sundries
)al 29 Melinda St., TORONTO, Canada.
2 .




“ACME"
 TABLE SALT
Ask your whelesale greeer for it. Put up in 24 $-1b.

eartoons in & case, and in 50-1b. bex.
TORONTO SALT WORKS, Toronto, Ont

THE PEOPLE OF

JAMAICA

are now buying things in the
United States which theyought
te buy in Canada. They don't
krow what we can do. A small
advertisement in the

RINGSTON
“GLEANER"

Better

might bring inquiries.
write for rates te

I. C. STEWART, Halifax.

THE CANADIAN GROCER

BASKETS

We make them in all shapes anc
sizes. We have
Patent stravseard Berry Box
Grain «=« Root Baskets,
Clothes Baskets,
Butcher Baskets,
Infact, allkinds; besides being very nea:

in appearance, they are strong and du
able. Send your ordersto

Oakrille Basket Co

Oakville, Ont.

October 21, 1904

You are Interested
in Something.

| 4 the best Bowy that
o ] g sk

‘ll l‘ml " bl. “
BROa .“. ‘

G8SAY OF any Illl.l.
l“ more of 13 ﬁ"n‘- your
oompouwn are Ilkoly to get.
'l‘om—ln (llpplnn ) l.:
“" n.
1,000 & 9.0
Send for our Booklet which fully explains
the scope of the cli .
We hnvo also
M

llllllll PRESS CLII’I’IIG SUREAY,

283 McGlil Strest, MONTREAL, QUR.
Telephone Maln 1365.

10 Froat Bt. K., Teronte. Telephene Main 301,

s Honest Goods and just
the Thing on Which to
Make or Extend a Busi-
ness.

McLAREN'S

OKSFRIEN

BAKING POWDER.

The Best Grocers make
a point of Keeping i
always in Stock.

our travellers’ samples.

CAPSTAN BRAND

HIGHGRADE TOMATO CATSOP

Put up in 10-0z. and 20-oz. bottles of
a new design, and is very attractive.

This Catsup is far superior to many
others and is giving perfect satisfaction.

Ask your wholesale grocer for it or see

The Capstan Mfg. Company

TORONTO, ONT,

CAN.

Guelph

e James Goldie Co.

Limited

Merchant Millers

. Canada

BEAVER BRAND x

a7

EGGS
“ GLYCERINES”
D. D. WILSON

Egg and Apple Exporters,

REGISTERED

SEAFORTH, CANADA

Original Patentees of
the Glycerine
Process.

Also Apple
Exporters.

& CO.

20

Satisftaction Guaranteed.

AUER LIGHT CO.

200 CANDLE POWER OF CLEAR, STEADY LIGHT.

The best and cheapest light for STORES,
CHURCHES and HOMES.

Gives more light than a dozen oil lamps for half the cost.
Makes its own gas without smell, smoke, wicks or grease.

Send tor Catalog.
MONTREAL
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. Pure Cane Sugar

is what the consumer wants all the time. Have you Al
paid attention to the quality of

ST. LAWRENCE
YELLOWS |

that have been shipped to you for some time past ? ‘, {
They are absolutely pure cane sugars, and made from |
the highest grade of cane at that. i

ST. LAWRENCE |
EXTRA GRANULATED

has come to be such a standard of quality that drawing
# attention to its excellence is almost superfluous.

The St. Lawrence Sugar Refining Co.

LIMITED

P — ) oix i es o
P AL R T e SO ¥
T e K s s SR 525

e e o gt ~—

2 TR :":!:*':t.'*‘ ",;;,‘

MONTREAL..
21




S st oot e i e

THE CANADIAN GROCER October 21, 1904

EXQUISITE BEVERAGE

RETURNED
0CT 21 1904

Whole or Ground
One and two pound cans. Cases 48 lbs., half-cases 24 lbs.

33c. per |b.
F.0.B. Montreal, net 30 days or | per cent. |0 days.

'On lots of g6 lbs. or more, freight prepaid to any Railway Station in Canada,
from Halifax to Vancouver.

SOLE AGENTS IN CANADA

Hudon, Heberi & Cie,,

Wholesale Grocers and Wine Merchants
Montreal

The Most Liberally Managed Firm in Canada.
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James Turner & Co.

WHOLESALE GROCERS 7

HAMILTON, - - ONT.
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Striking a mine! ;
There are mines destructive and otherwise, just as there are
teas that will ruin your trade, and teas that will build it up and make it profitable.

Y()u’” st]‘ike a mine of rich profit and satisfaction, if you

to your stock.

Get rid of the unreliable teas of obscure origin, and replace with a tea that has stood
the test of time. RAM LAL'S TEA is grown, picked, fired and packed under the super-
vision of tea experts, in specially selected districts in India, and buyers have the assurance
that it has come direct from the producers into the hands of the wholesale agents. This ensures

absolute purity and full favour,

freedom from adulteration and contamination with other goods.

Quality, Fragrance and Strength always win,

and Ram lal’'s Tea combines all three in the highest possible form.

WRITE FOR QUOTATIONS
Canadian Agents Canadian Agents

ROSE & LAFLAMME JAMES TURNER & CO.
400 St. Paul St., MONTREAL HAMII/TON and CALGARY
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CANADA

ANADA, as she stands before
the world at St. Louis, shows
a profusion of natural wealth
that erowns her as a queen
among the noations of the
carth.. Displayed in all their - native
splendor and limitless extent are the
.bundant fruit of her soil, the wealth of
tier mines, the varied productions of her
rarests and the splendid resources of her
waters.
Among the nations of the earth gath-
red at St. Louis, Canada appeared as
the voung and virgin child of the New
World.  The older nations brought art
and invention and manuvfactured effeets
into service to augment their charms,
imt (Canada needed none of these things.
\Vith her natural charms, she won to
lier side all who came within range.
The object of all the exhibits of Can-
adian produce was to point out the op-
portunities in Canada for the profitable
investment of money to develop ker re-
aurces. Judged by results this objeet
vas admirably earried out.

The Canadian Building.

The heart of Canada at St. Louis is
the ““Canadian Building’’; it is a centre
for all the exhibits, and to that build-
ing they all lead up. In the Agricultur-
al Hall visitors see the products of the
(‘anadian soil. The btain literature
descriptive of Canaga as an agricultural
land, which cordfally invites them to
visit the Canadjan Building. In the
\lines and Metallyrgy Building can be
iiad literature descriptive of Carada’s
imineral wealth, which also invites them
to visit the Canadian Building for fur-
ther information. The same is the case
in the Forestry, Fish and Game and
the Horticultural buildings.

Upon entering the Canadian Building
a person is at once attracted by the
sign “‘Free Water.”” A glass of good
water is welcome at all times to tired
and thirsty exhibition visitors.  Thus
the person is at once attracted to that
part of the building.

Turning from the water stand the at-
tention of the person is held by a set
of eight paintings illustrating the pro-
gress of a successful settler in the Can-
adian Northwest. The first painting
pictures the settler starting to break
the prairie across an old buffalo trail.
The second pictures the settler and his
belongings after two and one-half years,

AT

WLOUR OWN_REPRESENTATIN

showing a modest house, a small stable,
a straw stack and some rows of newly
planted fruit and shade trees. The third
painting pictures an improved house and
stable, and adds a barn to the scene ;
many cows are grazing instead of the
solitary one of the second painting ; the
trees have also progressed ; this is after

THE WORLD'S

The Canadian Grocer.

FAIR

ing represents what can be accomplished
in ten years. In the foreground is an
immense field of bending wheat, which
is being cut with seli-binders, and in
the distance is pictured the house and
barns nestling among the trees. The
sixth painting pictures one of the peace-
keepers of the Canadian Northwest, a

Exhibit of Eanadian Cereals at St. Louis Exposition.

five and one-half years. The fourth
painting represents the result of seven
and one-half years of life on the prairie ;
there is now a handsome house, sur-
rounded by trees ; the barn is more pre-
tentious than two years before, ard the
stables are improved. The fifth paint-

25

mounted policeman, asking the settler
to sign his patrol sheet, which he has
to hand in on his return to his post. Ii
the settler has any complaints to make
they are promptly investigated. There
are 500 of these mounted police in the
(Canadian Northwest, and every section
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of the country is regularly patrolled by
them. They are in a position to give
information and advice to new-comers
unacquainted with the laws and customs
of Canada.

Sheep-raising is pictured in the
seventh painting. No shelter is pro-
vided, and the stock is out all the yeal
round. The eighth painting pictures
horse-breeding in the West, heavy stock
being produced suitable for ploughing.

The visitor follows with much interest
the settler through ten years of nis life,
and, as he turns from the last painting,
his eye lights on a door marked ‘‘Infor-
mation Bureau.”” Here is where he can

THE CANADIAN GROCER

otism by rolling forth the ‘‘Maple Leaf
Forever” or other national airs. There
is also a picture gallery of Canadian
scenery, in which many a visitor has
picked out familiar spots. The railing
around the picture gallery is attractive-
ly decorated with symbols of the chase
as carried on in Canada.

The accompanying illustration shows
the style of architecture used in Cana-
da’'s building.

Canada in Agricultural Hall.

Canada’s claim to bheing one of the
first wheat-producing countries in the
world is well supported by her exhibit

Canadian Maple Products at St. Louis Exposition.

find all about free farms in Canada and
where and how to start life as the set-
tler of the paintings has done. He goes
in, and perhaps Canada adds one more
name to her settler’s list. :
To the Canadian at St. Louis the
Canadian Building is as a home. There
he meets Canadian friends and acquain-
tances, and from the long table in the
reception room he can pick up his be-
loved daily and peruse the happenings
since his departure from his native city.
In the building are neatly furnished sit-
ting rooms, in one of which is a piano.
On it one can relieve his pent-up patri-

in the Agricultural Hall. The feature
of the exhibit in that building is the
immense and beautiful booth or recep-
tion room built up of Canadian grains
and grasses. The booth is octahedron
in shape, four of the sides being door-
ways draped with different grains. A
shelf is let into the other four sides, on
which are displayed in jars different
Canadian grains. On each of the sides
and above the doors and shelves is a
painting picturing difierent breeds of
cattle pastured in Canada. The inside
of the booth is decorated beautifully
with grains. The accompanying illus-

26
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tration gives some idea of the appear-
ance of this booth, but it by no means
does the original justice.

The maple sugar booth is also a thing
of great beauty as well as interest. As
may be seen from the illustration the
booth is built up of maple wood decora-
ted with sugar and syrup. Inside the
booth is a model maple forest showing
the old and the new ways of making
maple sugar and syrup. Valuable bits
of information regarding the statistics
of the maple syrup and sugar produc-
tion are to bhe obtained from the ex-
hibit. This booth is attractive in the
extreme and calls forth much admira-
tion.

Other features of the exhibit were two
display stands of Canada’s grain pro-
ducts, a very handsome display of hon-
ey, both in the comb and extracted ; a
display stand of preserved products of
Canada’s agricultural districts ; four
displays of goods manufactured from
(anada’s grains, and also of preserved
aairy products ; two display stands of
(Canadian made liguors ; show cases of
tohacco, leaf and plug, produced in Can-
ada ; and a stand of vegetables.

Scattered throughout the space are
very handsome signs bearing inscriptions
as :

“‘Visitors to the Exhibition are cor-
dially invited to visit the Canadian
Building, where a staff of efficient ofli-
cers are in attendance to look after ti
comfort of all guests and to give infor-
mation regarding Canada'’’ ;

‘‘During the year ending June 30, 1903,
19,408 declared settlers moved from the
United States and settled on the fertile
prairie of Western Canada’’ ;

“The wheat belt of Canada is almost
1,800 miles long by 400 miles wide, yet
only a very small portion of this tract
is ‘under cultivation. It is predicted
that within 10 or 15 years Canada will
produce from 800 millions to one billion
bushels of wheat’’ ;

‘“In the year 1902 40,000 farmers in
Western Canada produced $40,000,000
worth of farm produce.”

Agriculture is at the present time the
first industry of importance in Canada.
About 46 per cent. of the population
make their living directly from the pro-
ducts of the soil. There is great pro-
gress being manifested in this industry.
In ten years the increase of land under
crop has been 4,000,000 acres. At th
same time the methods of cultivating
and maintaining the fertility of the land
have been greatly improved. The value
of Canada’s exports of agricultural pro-
ducts has also ingcreased very consider-
ably during the last ten years. In 1893
the value of her exports was $29,250,-
000, while in 1903 it was $44,000,000.
Great progress has also been made in
stock raising and dairying. Since 1893
the value of the exports of animals and
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their products has increased by $37,-
200,000, over 50 per cent. increase. The
value of cheese exported has increased
sice 1893 from $13,500,000 to $24,750,-
000 ; and the value of butter exported
has since 1893 increased from $1,297,000
to $6,955,000.

Agricultural pursuits in Canada are
promoted by both the Dominion and
I’rovincial Governments. In Ontario,
(uebec and Nova Scotia there are spe-
cial agricultural colleges for the teach-
img of farming on a scientific basis.
ihere are also.dairy schools in different
parts of Canada where practical lessons
in up-to-date dairying may be had. The
pDominion Government has also estab-
iished experimental farms in different
slaces in the country where experiments
are conducted to gain information as to
ihe best methods of preparing the

round for crop and of maintaining its
iertility, the most useful crops to grow,

«nd how the various crops can be dis-
posed of most profitably.

Agriculture ini Canada has made great
progress and will continue to ‘do so.
he area of land under cultivation is
quite small in comparison to the im-
niense area of good soil still unoccupied.
iherefore Canada has still plenty of
room for development along this line.

In the Mines Building.

Of the countries or states Canada has
e largest space in the Mines and Met-
dlurgy Hall, and unlike that of some
others, this space is well utilized. The
xhibit brings forth words of admira-
tion from all visitors. The feature of
ihe exhibit and the most handsome
thing in the building is the immense
vault, inside of which and behind iron
nars and glass is shown a large quan-
ity of Klondike gold, the largest exhi-
hit of gold in the building: This vault
is built up of minerals, including gold
quartz and limonite from Nova Scotia,
alabaster from New Brunswick, copper
re, purple and yellow, from Quebec,
apatite from Quebec, jasper conglomer-
ate and sodolite from Ontario, and gold
and copper ore from British Columbia.
I'he accompanying illustration gives an
idea of the beautiful appearance present-
ed by this vault, although no idea can
be gained of the exquisite color effect
given by the various ores. ‘‘Canada’”
stands out from the white alabaster
background in copper ore.

Other special attractions of the exhi-
bit are a large case of mica from Ontar-
io and Quebec, a pyramid of graphite
from” Renfrew County, Ont.; an exhibit
of corundum in its natural form, in its
ground forms and in the manufactured
form of grinding wheels ; a pyramid of
cobalt, nickel and silver ores from On-
tario ; an exhibit of Canadian building
stones, including granite from Quebec,
Nova Scotia and New Brunswick, sand-
stone from Ontario, New Brunswick and

" THE CANADIAN GROCER

Nova Scotia, syenite from Frontenac
County, Ont., and from Quebec, lime-
stone from Nova Scotia, New Bruns-
wick and Quebec ; a small pyramid of
nickel and

copper ore from Sudbury
District, Ont., and also a large pyramid

of nickel ore from the same district; a

pile of metallic nickel and copper ingots
made from Sudbury ores; a series of
coal pyramids representing coal from
British Columbia, from the Northwest
Territories, from Nova Scotia and from
New Brunswick ; a large case of asbes-
tos; a pyramid of phosphate of lime
from Quebec ; a large pyramid of iron
ores from Nova Scotia ; a large rock of
silver ore from Kootenay, B.C.; and a
pyramid of gold quartz. There were

L e ;‘_;_ i

Canadian Exhibit in the Mines Building, St. Louis Exposition,

*also many handsome little showcases
displaying minerals of all kinds found in
Canada, including silver lead ores, mica,
gold milling ores, copper ores, gold cop-
per ores, gold, silver and copper ores,
gold smelting ores, native copper, mang-
anese ores, iron ores, antimony ores
and gold quartz.

The best exhibit of natural and manu-
factured mineral oils is also to be found
in Canada’s space.

Such interesting and in some cases
surprising bits of information as the
following were displayed in a similar
way to that employed in the Agricul-
tural Hall :

‘““Canada produces over 85 per cept. of

27

the world’s total production of corun-
dum. The mines are in the Province of
Ontario” ;

‘‘Canada supplies over 90 per cent. of
the world’s total production of asbes-
tos’’;

‘““(Canada produces more than half the
world’s supply of nickel. The mines are
in the Sudbury District, Province of
Ontario’’;

‘““Canada is the largest producer of
mica for electrical purposes in the
world”’ ;

‘““The mineral production of (Canada
for 1903 was $63,226,510, an increase in
ten years of over $43,000,000 ;

The mining industry in Canada is
merely in its infancy. There are un-

limited resources for this industry yet
untouched and even unexplored.
ever, rapid progress is now being made
owing to the opening up of mining dis-
tricts by the building of railways, and
within a few years, when all the rail-
ways that are now projected have been
built, mining will be an industry of first
importance in Canada. Since 1886 the
value of minerals produced in Canada
has increased from $2.23 per head to
$11.29 per head.

Canada’s Forestry.

(Canada has two forestry exhibits at
the fair, one in the Forestry, Fish and
Game Building and the other in a pretty
little building near the Canadian Build-

How- "\
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ing. The former is a general forestry
exhibit, including fish and game, while
the latter consists chiefly of pulp wood.
The exhibit in the Korestry, Fish and
Game Building is attractive in the ex-
treme, it being without doubt the pret-
tiest thing in the building. The exhibit
consists of a double rustic work arch.
This rustic work is built up with over
3,000 varieties of wood, all grown in
Canada, although some on experimental
farms only.

There are also exhibited polished
woods, including elm, oak, maple,
birch, white pine, butternut, ash, bird’s-
eve maple, sycamore, cherry, spruce,
cedar, and pine.

Canada’s game _is represented by
stuffed animals and birds in cases be-
neath the rustic arch. The varieties of
birds include : The owl, grouse, blue
iay, American avocet, godwit, phala-
rope, American bittern, prairie hen,
hawk, ptarmigan, ducks of all kinds,

THE CANADIAN GROCER

less than 2,590,000 square miles of for-
est and woodland.”

“In the Province of Quebec alone the
standing timber, exclusive of pulp and
undersized trees, is 60,000,000,000 feet
of lumber.”

The space Canada was able to secure
in the Forestry, Fish and Game Build-
ing is inadequate for the exhibiting of
her forest wealth as it deserves, and a
separate building was built near the
Canadian Building where pulp woods
and others are shown. As you enter the
building you are confronted with logs of
different Canadian trees. Amgpng them
are some mighty ones, chief of which is
the Douglas fir, native of British Col-
umbia. The central feature of the ex-
hibit is the pyramid of pulp woods, the
best of which are spruce, balsam, pop-
lar and pine, in the order named. There
is also exhibited slabs of polished weood
and piles of tan-bark.

When the first settlers came to Can-
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Exhibit of Canadian Wines and Canned Goods at St. Louis Exposition.

naturalized  English  pheasant, and
spoonbill. Among the animals were :
The black bear, musk-ox, wolverine,
timber wolf, beaver, squirrels, jack
rabbits, brown bear, weasel, otter,
grizzly bear, fox, hare, polar bear,
lynx, porcupine, muskrat, badger, mar-
ten, and Virginian deer.

(‘anada’s fisheries are also fittingly
represented by stufied fish of difierent
kinds.

(‘anada’s exhibit of live beaver in the
Forestry, Fish and Game Building at-
tracted considerable attention, and evok-
ed much favorable criticism. A living
exhibit always appeals strongly to the
people.

In the Forestry Building, as in the
other huildings, those concise state-
ments met the eye everywhere. KEx-
amples of them are :

““The dimensions of our great forests
are so vast that they seem almost in-
credible; it is estimated that we have no

ada the country for the most part was
one vast forest, and thus lumbering has
always been and is a very important
industry. The products of the forest
have been among Canada’s chief exports.
At first the raw material was exported
exclusively, but as the country expand-
ed manufacturing industries sprung up,
and manufactured products began to
take ' the place of the raw material.

The manufacture of wood products in
(‘anada and the exporting of the manu-
factured product instead of the raw ma-
terial, is encouraged by legislation. 1In
Ontario the export of pine, spruce and
other soft woods in the log, when de-
rived from lands leased from the Prov-
ince, is prohibited; and'in Quebec $1.50
per cord on stumpage dues is allowed
on wood from which pulp is manufac-
tured in the Province.

Laws have heen made having for their
object the preservation of the forests,
‘and although very little re-foresting of
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denuded areas has been done so far
preliminary investigations are bein
made with that object in view.

In the Horticultural Building.

(‘anada’s fruit. exhibit in the Horti
cultural Building is very attractive, th
devices for the fruit display being very
good indeed. Next to California, Can-
ada probably has the best exhibit i
the building. The photographs tha
have been taken ,fail to do the exhibi
justice.

Of course the unrivaled - Canadian ap
ple figured most prominently, althougl
pears, peaches, grapes, plums and othe:
small fruits are not neglected.

Canada’s fruit trade, hoth foreign and

domestic, has developed during the last -

50 years. Before that time there were
practically no fruit exports. Now Can-
ada’s fruit exports to the Old Country
are immense, and.are steadily increas-
ing. This trade is getting great help
from the fruit growers’ associations
experimental stations, agricultural col
leges and fruit inspectors. The growe:
is becoming more expert in the grow
ing, the handling, the packing and th
shipping of fruit, and thus fewer com
plaints are now being heard from ths
consumer than formerly.

Something to be Proud of.

No Canadian having seen Canada at
the World’s Fair need be at all ashamed
of his country as there represented. Th:
nature and appearance of the exhibits
are indicative of the foundation on
which a great country is being built up
and also of the enlightenment and pro
gressiveness of the people that arn
building up the nation. A touch of re
finement is given to Canada at Si
Louis by her contribution to the Fin
Arts Building. The presence of those
paintings indicate that in the hurry ani
bustle of development and expansion th
finer arts of life are not bheing neglected

There is still another side of Canad.
at St. Louis, namely, the military side
The Canadian militia was represente:
at the World’s Fair for a week by th
Essex Fusiliers, under the command «
Colonel Bartlett. The red coats mad
no slight impression in St. Louis, an
while there became very popular amon
all with whom they came in contact.

The National Mfg. Co., of Pembroke

Ont., is establishing a creamery.
- L *

The fruit store of L. P. Kruse, Wing
ham, Ont., was damaged by fire *o th
extent of $500 on Oct. 15.

* * *

The J. Sutton Clark Co., Monctou
N. B., has bought a property at Nort:
Head, Grand Manan, and will start
fish canning business.

Oct
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The Ontario Sugar Co.,~Berlin, Ont.

29

gF
i
4




S ———

anint

The Canadian Grocer.

HE wheat fields of the prairie
lands of the great Northwest
are always associated with
the name of Canada ; aud, in
like manner, the sugar cane

is ever associated with the West India
Islands. Thirty or forty years ago the
West Indian sugar planter was a syn-
onym of wealth and aflluence. But, alas,
these days are gone. The sugar beet
cultivation of IKurope was nursed and
cared for, and, finally, with the assis-
tance of science and the parental care
of the respective governments, who
stimulated its extension by ever-increas-
ing bounties, the industry assumed
enormous proportions. The bounty sys-
tem enabled European beet sugar to be
sold .much below the cost of prodnction,
and, hence, the sugar cane planter of
the West Indies began to see days of
trouble, ever increasing, over a period
of a quarter of a century. These days
of loss and depression seem to have
gone by, however, and a new era is now
dawning upon these long sorely tried

net hnea e g P
THE SUGAR CANE OF THE WEST INDIES

Written Specially for THE CANADIAN GROCER by J. Russell Murray, British Commissioner

to the West Indies.

ed, cane sugar can now compete on fair
terms with its contemporary.

To give some idea of a sugar cane
plantation, the reader must dis-associate
his mind with all northern classes of
farming. In the first instance, the land
is heavily drained with open drains 12
to 18 inches wide, making the fields in-
to a series of beds or banks 20 feet in
width. In the best plantations the land
is ploughed or forked by hand labor,
and thus prepared for planting. In
many cases holes 24 inches square and
about 9 inches in depth, are made about
4 feet apart, into which the plants are
put. But the plants, whence come
they ? These are what are known as
‘“‘("fane Plants,”’—merely the tops of the
canes at the points where the leaves
branch out, and are obtained in quanti-
ties when reaping is in progress. In
due time these ‘‘Cane Plants,’”’ 12 inches
long, are carted to adjoining fields to
be planted by the hoe or small crowbar.

The planting is done during the
months of March, April and May ; the

Near View of Sugar Mill, Trinidad.

islands. The bounties have been abolish-
ed, the price of sugar to the continental
consumer has been greatly reduced, and
the consumption having largely increas-

cane is ready for reaping the end of the
following crop season, that is, when the
canes are from 12 to 14 months old. As
soon as they have been reaped the
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ground is ploughed or forked, the roots
of the cane springing up again and be-
ing called ‘‘first ratoons.” These are
reaped again the following season and,
where the land is good and fertile, the
roots or ‘‘stools,” are re-cultivated for

Cutting Sugar-Cane, :Irinidad.

a third year, after which the land is en-
tirely re-ploughed and freshly planted.

The growth of the sugar cane is not
unlike Indian corn in the early stages.
In about six to eight months it shows
the fully developed cane, which throws
out its ‘‘arrow,:’ transforming the whole
appearance of the field irom green to
silvery grey.

The beginning of crop gathering is al-
ways looked forward to with the great-
est pleasure by the laborers. It means
to them ample and continuous work
with fair remuneration. To the stafi of
the plantation it involves immense labor
and long hours, as many of the larger
factories stop daily but for a short
time about midnight. Few people in
northern countries realize the immense
strain on the stafi, from overseer to
manager, during the ten or twelve
weeks that the grinding continues.

The cutting of the canes is dore by
hand, the cutlass being the instrument
used. In all the larger estates the cut
canes are conveyed to the factory by
private railways intersecting the plan-
tation. Arriving at the mill, they are
unloaded alongside the travelling car-
rier, which slowly feeds the great re-
volving crushing rollers, the first opera-
tion at the mill house. The cane juic:
then running down through strainers is
pumped up to the various clarifiers and
subsiders, and when purified, again
flows on to the open coppers or vacuum
pan, where the boiling is carried out
until the crystal is formed and the pan
emptied into coolers, from whence it is
carried to the centrifugals. Here, in
this rapidly revolving machine, making
1,600 to 2,000 revolutions a minute, the
sugar is freed from the syrup and made
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ready for bagging. It is in this ma-
chine also that the crystals are washed,
to make white crystalized sugar. Sugars
dried in the centrifugal are always
thoroughly dry as compared with the
hhd. drained sugars, such as Muscova-
does. 3

These first sugars from the vacuum
pan are called ‘‘Centrifugals,” or “‘Crys-
tals,” the syrup from which, being re-
hoiled later on, makes what is called
syrup or molasses sugars, many of
which are admirable grocery sugars.
Again molasses is obtained in the dry-
ing of these, and after a lapse of time,
is once more boiled to make a third
sugar, the molasses from this being
used for rum making or stock feeding.
Muscovado sugar is boiled in the open
pan, and when it reaches the crystal-
izing state it is ladled out into the
coolers, and afterwards filled into hogs-
heads to drain. It is the molasses from
these sugars that is so highly prized for
grocery purposes.

The yield of sugar is a very important
item to the planter, and elaborate tests
are made by the chemist of the estate
to watch this factor so as to enable the
manager to direct effectively the culti-
vation under his care. An acre of canes
of first-year growth will yield 30 to 35
tons, which in turn should yield about
% to 2} tons of sugar. Usually one gal-
lon of juice will yield about one pound

THE CANADIAN GROCER

of sugar and an acre about 5,500 gal-
lons .of cane juice. KEach succeeding
year, however, that is, the second and
third, there is a diminution of quantity.

By the end of May all reaping should
be over, as the rains begin to set in it
becomes difficult then to cart cut canes
from the fields, besides, the labor is re-
quired for cultivating, in order to give
the new crop a good start. By April,
May and June in the West Indies at
least, the sugar fast finds its way north
by every outgoing steamer or sailing
ship ; the latter, however, is a rarity
now ; the old order has changed, and
the West India merchantman, the pride
of the sailor, has become almost a mat-
ter qQf history. The regular liner and
the ‘‘tramp’’ steamer .are now utilized
to convey to the north the product of
one of the finest products of the tropics.

HOW THEY GROW.

Wrapping papers do not suggest a very
inviting or entertaining subject of con-
versation to most people, yet there are
some men who would rather talk wrap-
ping papers than eat. These men make
their living out of wrapping -paper :
they either make or sell it.

Douglas & Ratclifie, of Toronto, be-
long to the less numerous class men-
tioned above. They used to be with the
old Taylor Bros. firm, and did nothing
but eat, sleep and talk paper.

It was only natural that they should
go into business for themselves, which
happened five and a half years ago. They
have prospered in this period.. From a
modest beginning they have developed
into one of the leading concerns in the
(‘anadian trade. Their warehouse on
the corner of Colborne and Market
streets, Toronto, is a hive of industry,
and everything is in ship shape order.
The firm prides itseli on its excellent
service to the buying trade, one of their
hobbies being quick deliveries. Tn the
city this is a question of the first im-
portance. Two-horse drays have been
dropped and a double number of single-
horse drays substituted. The ’phone
service has been increased and express
carriers brought into requisition, all
with the one object of serving a cus-
tomer with a maximum of speed. Such
progressiveness can have only one re-
ward—namely, increased business.

Douglas & Ratclifi make frequent jour-
neys to New York and Chicago to ab-
sorb ideas, get inspiration and bring
back with them the newest and best
things they come across. In this way
they have introduced several lines to
the Canadian trade that have met with
great success.

(GGoodall Bros., grocers, Ottawa, have
removed to 305 Wellington street.

000

The Best is always

The Cheapest.

* When buying sugar ask for and insist upon getting
Extra GranurLaTED and other grades of refined of
the well-known brand

Manufactured by — -y

The Canada Sugar Refining Co., Limited

MONTREAL.
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& Qldest Crockery Housein Canada]

UNDER UP-TO-DATE MANAGEMENT

§ 1 is yvour trade in vood ooods that pays you. Il s

Vil SHCCESS TH ( !i//l‘."!l/l!lr,(" the /Iiii{'/i('l‘ class business
lablishes voui /:"/u:/u/mn. It is '.Ul‘/l' 1o be in a
ilivi 1o *\./!l!?;’;/p whatever vyou arve asked _/UI' If

it aie a leader customers will come to you f(ll‘, rather
Hhait will HU :;f'e'“-//uu" “Your customers S/I(lll](/ not

::;‘»lfff all the ideas lel them come to Jj’()ll \»/‘()l' f/l(’:x'l";

":""fa".’-' il .!!t‘s‘;’c”' (£ fl(l(/l’ i‘('i/l“//l /11“’)1”:1'1’_

“JOHN L.CASSIDY CO.

LIMITED
MONTREAL, QuE.,

cariy a complete stock of the latest and best

styles, shapes and decorvations in all lines of

Fine China, Cut Glass, Silver-
ware, Cutlery,

Vases, Lamps, Jardinieres,
Dinierware, 1eaware, 1oiletware,

and ALL THE STAPLES.
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The Canadian Grocer.

CROCHRERY DEPARTMENT

New Ideas for the Holiday Season.

HE GROCER has completed
its annual Fall tour of Cana-
dian wholesale china, crock-
ery and glassware houses and
has pleasure in offering its

readers a lew seasonable suggestions in
the way of novelties being offered for
the holiday and Winter trade.

LAMPS,

The newest feature in lamps is a very
jarge hall hanging lamp, in brass With
ruby and crystal globe, to retail at $2
and $2.25. Another attractive novelty,
which will appeal particularly to the
srocer and small general merchant, is
an assortment of small glass lamps in
packages containing half a dozen differ-
ent decorations. Heretofore it has been
practically out of the question for the
smaller merchant to carry any assort-
ment of cheap lines ; the new package,
in which no two lamps are alike, will
undoubtedly fill a long-felt want.

JARDINIERES.

There have been no radical changes in
the style of'jardiniere most popular
this season. Floral and conventional
designs are in equal demand, while
among the newest goods shown are dark
colored and lightly tinted efiects. The
rich blue with stippled gold decorations
is still a favorite ; a number of recent
importations, however, have heavy
floral outlines in matted effects covered

with a corresponding miniature floral

design.

Dark effects in two’ or three contrast-
ing colors with embossed conventional
designs are also shown. One of the
most attractive of recent designs from
the English potteries is tinted shading
irom dark green at the bottom and top
to a pale tint in the centre. Extend-
ing diagonally all round the jardiniere
is a heavy embossed design in mauve
tulips and green leaves. A few Oriental
designs are seen, these, however, appeal
only to the fancy trade, and their pop-
ularity is rapidly waning.

GLASSWARE.

What promises to be one of the most
attractive lines of glassware this sea-
son is a package assortment of etched
goods in handsome shapes, such as
trays, bon-bon dishes, etc., with artis-
tically painted designs and gilt decora-
tions. These will retail at 10, 25 and

35c respectively, and are sold in assort-
ments to suit the smallest dealer.

CHINA.

The assorted packages of fancy decor-
ated china, in rich colors and floral and
Watteau patterns, mentioned in the last
special number of The Grocer, have
taken a firm hold on the trade, and are
proving one of the most attractive lines
on the market. Another ready seller is
a stock pattern in plain white with fan-
cy decorated gold bands. It need not
be mentioned that all the old stock pat-
terns are shown, and that a big propor-
tion of the season’s sales are in these
lines, which require no other recom-
mendation than the name. In fancy
cups and saucers there are a large num-
ber of new designs, not only in English,
but German china, which will undoubt-
edly be largely stocked by the retail
grocer and general merchant for the
holiday trade.

China and Glassware Trade in Canada.

HE following figures represent the
importations of china, crockery
and glassware into Canada for the

last five years. The revised figures for
1904 are not yet available. . They are

tion the import trade is tending. (ireat
Britain in 1899 and 1903 sent us
goods to the value of $575,970 and
$785,270. The United States came
second with exports to Canada total-
ling $136,254 and $258,665 respectively ;
Germany had third place, her exports
to this country totalling $98,504 and
$225,067 in these two years. The recent
tarifi revisions have already shown a
tendency to curtail the volume of Ger-
man importations in crockery, china,
etc., the bulk of which will now be
directed to Great Britain. After Ger-
many in order comes France with $37 -
999 and $62,025, Japan with $21,114
and $32,788 and Austria-Hungary with
$27,617 and $17,808. A considerable
import trade in china, etc., is also cat-
ried on with Belgium, China, Holland
and Italy.

The manufacture of pottery, etc., in
Canada within the last few years has
become an increasingly important item,
and it goes without saying that a very
considerable proportion of the require-
ments of the home market at the pre-
sent time is being met by domestic
manufacturers.

CANADIAN IMPORTATIONS OF CHINA AND CROCKERY, 1899-1903, INCLUSIVE.

Brown or colored earthen, stone and Rockingham
WBBER o cisandninbisiesianaoisssaineis
Decorated, printed or sponged, and all earthen-
ware except the above and bath-tubs, wash-
stands, of earthenware, stone cement, clay and
CIROT MSIEEII L . oo Lo cveninsaanscivnivhanines
Demijohns, churns or crocks
White granite, or iron:tone ware, and C. C., or
cream colored ware................
China and porcelain ware
ERIEIRE oo« v ti b e amavvs choins synsvninse
Glass corboys and demijohns, empty or filled
bottles and decanters, flasks and phials........
Glass jars or glass balls, and cut, pressed or molded
crystal or glass tableware, decorated or not ..
Lamp chimneys, glass shades or globes, blown
glasstable ware.........ccoiee vucinee R

BB, .o cossansssvsnsssaien $1,303,830 $1,343.964 $r.541,121 $1,615,409 $1,919,747

1f99 1900 1901 1902 1903

12,2r0 $ 11,776 $ 19,328 $§ 24377 $§ 36.866

241,493  240.55f 274764 255,
3.133 6,617 959 9

201,286 199.257 226,916 153.548 21
261,211 264,989 336,093 342,479 37

47,270 53,215 47.419 £4.331 61
183.439 219407 266,293 320,164 324,488
221,831 227,558 226,715 218,653 293,108

131,954 120,594 142,624 127,891 115,592

estimated in part, however, as follows :
Earthenware, china and graniteware,
$1,611,356, of which $961,806 came from
Great Britain, $235,857 from the United
States and $413,693 from other coun-
tries. Returns for glassware to date
have not been made separately, but
these will bring up the total to consid-
erably over the $2,000,000 mark.

In connection with the Canadian trade
in earthenware, crockery and granite-
ware it may interest readers of The
Canadian Grocer to know in what direc-
3

Scotch Motto Ware.

NE of the most striking and at-
O tractive lines of fancy pottery
ever shown in the Canadian mar-

ket is on view at Barnard & Holland
Co.’s, Montreal. Their show window,
in which are displayed specimens of. this
ware, has attracted great attention.
We refer to their Scotch Motto ware
(which, by the way, is made in Eng-
land). There is a vast difference be-
tween the quality of these goods and
some lines of motto ware that have
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been seen ; a piece of it is sufficiently

artistic to please the connoisseur of
pottery ware,' and, at the same time,
not too expensive for moderate-sized

pockets. The articles in the assortment
shown by Barnard & Holland can be re-
tailed at from 30c up to the highest-
priced piece paying a good profit at
$1.25. The puzzle jug will create great
amusement. The mottos are too numer-
ous to mention, but ‘‘Help yersel tae
the sugar” on a sugar bowl, and ‘‘Be
canny wi’ the cream’ on a cream jug,
are very suggestive and appropriate.

For High-Class Trade.
EVER a season passes bhut brings
a large number of fresh produc-
tions from the china and pottery
manufactory.

Among the most attractive importa-
tions from the English potteries ftor the
1904 Fall and Winter trade are several
rich designs in Crown Derby pattern

*‘Brunswick! ' Pottery.

which will appeal unquestionably to the
connoisseur of fine china. A series of
fancy plates and vases copied from the
“‘Royal Vienna'’ styles are distinctively
rich and beautiful. Almost any china
and crockery dealer or general merchant
having a select town trade should carry
some of this new ‘Royal Vienna'’
goods.  The original patterns cost as
high as $25; the new lines, which are
faithful reproductions of the originals,
retail as low as $1 to $3.50.

In smallwares the call is for grotesque
bisque ornaments, which are shown in
an almost infinite variety of styles.
These are dainty and small in size, and
particularly suitable for euchre prizes,
etc. Small bronze ornaments will be as
much, if not more, in demand than last
season ; the styles are for the most part
copied from ‘‘art nouveau’’ patterns,
small figures in the shape of ash and
match trays and calling card receptacles
being especially in evidence. Bronzes
are no longer beyond the reach of the
ordinary purse, as a walk through a
modern - china and fancy goods ware-
house will show.

A line of fancy glassware that prom-
ises to be popular is a reproduction of
the celebrated ‘‘Tifiany’’ pattern in at-
tractive shapes with iridescent finish.

CROCKERY DEPARTMENT

In cut glass the newest wrinkle is olive
and bon-bon trays in flat shapes mount-
ed on stems from four to six inches
high. These retail at from $4 to $6.

The Copp lamp in rich colors is still
a favorite. It is not so new, however,
as the lamp with brushed brass fount
and fixtures and dull white globe in an-
tique and colonial style. A big assort-
ment of night lamps with satin etched
finish or Copp colors is also shown. In
an expensive lamp the conv
Dutch lamp of brass and dul
metal in- conventional designs
square shade
show through a translucent glass shade
of Dutch blue and mauve color is the
most beautiful pattern shown for some
time.

ith

Technical Schools for Ceramic Industries
HE following data in regard to
T technical instruetion in the manu-
facture of pottery in Germany is
taken from a recent Government report
by the British Consul at Stuttgart.
The special technical sehools for the
ceramie industries in Germany are four
in number, namely those situated at
Hohr, Bunzlau, Lauban, and at Land-
All four schools are situated in
the midst of the industries they are in-
tended to promote, their aim being to
offord a thorough combined theoretical
and practical workshop instruetion, and
to train young persons for future posi-
tions - as owners, managers, foremen,
painters and modellers in the various
branches of the industries.

shut.

ceramie

RETURNEL
00T 95 198

‘* Hamilton "'

Pupils are instructed not only in the
chemiecal, technical and physical changes
which take place during the process of
manufacture, but also in all preparatory
manual and artistiec work.

Besides the general training in ceramie
manufacturing work, the instruetion is
so arranged that pupils may devote
themselves to the special study of any

34
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partieular branch, such as painting,
modelling or chemistry. Both day and
evening instruction is given, the form-
er, however, being more important, and
comprising the principal work of the
sehool. The full course of instruetion
lasts two years, but a further course has

** Newport ' Design.
been arranged for those pupils who wish
to eontinue their studies.

The teaching staff consists of seven
masters, including a sculptor, painter,
chemist, two elementary schoolmasters,
and two foremen of the pottery trades.
This staff of seven persons deals with a
total attendance (for 1903) of 74 pupils
—22 in the day and 52 in the evening
sehool. Pupils for the day school must
be at least fourteen years old, and have
completed the course at the elementary
schools. A period of previous practi-
cal work of at least one year is consid-
ered to be desirable, but is not insisted

upon. For the evening school the age

pattern.

limit is reduced to twelve for sueh boys
who show aptitude for the pottery
trades, and who attend the evening
sechool as a preparation for entrance to
the day school.

The fees amount to £1 per annum for
pupils from the distriet, to £1 10s for
other Germans, up to £7 10s for for-
cigners. The evening schools cost ?nl}'

Octo
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; RETURNED

L= BW. Klotz, s~ Toronto zs:
IMPORT HEADQUARTERS ~  mwmzsmin

> The delicate Emboss- | maddocs’s RETUR NE
ments of the DIANA | “piana” shape()NT OF 1068

Shape cannot be shown |  *a'" Pan
on paper.

The goods must be
seen to appreciate this
feature.

In White the cost is
about 207 more than
White Granite, but it

The YALE pattern
isa special design with
two Gold Lines.

Printed in our new
Emerald Green, and
other fetching colors.

Be in it by ordering _
now for i |

Spring Delivery. B!

b wears and looks 1007 TN 2. : |
better. : gt R 2 7 : | i

n i
% : SOLE AGENTS IN CANADA FOR: : 3
- John Maddock & Sons, Limited, - B Burslem, Staffordshire. ’i
Is White and Printed Dinner and Toilet Ware. ;
12 : Welded Edge Hotel Ware, White, Printed, Badged and Decorated. ey
st 4!
e Charles Allerton & Sons, - - Longton, Staffordshire.
i China Tea and Breakfast Ware. Jardinieres. b
d- Cheap Teas, Plates, Bowls and Jugs. Earthenware Lustre Goods. .
ed i
4%

ge The Maryland Glass Etching Works, - Cumberland, Md. ;|

Pressed and Blown Etched Tumblers.

C., J. Dams & Co, - - - - - London, England.

Cut Tumblers, Common Wines, etc.

A Shap in Christmas Goods

To make room for next year’s Samples of Foreign China and Glass, which are now being
prepared by the leading makers of Continental Europe, the Import Samples of 1904 must be }
'y PN cleared out. They consist of German and Austrian Fancy China Cups and Saucers, Plates, = ‘
; 3-piece Tea Sets, Mugs, Toy Tea Sets, Salads, Bonbons, Cabarets, Chocolate Pots, Biscuit Jars, o
e Trinkets, Bisque Figures, etc. Bohemian Fancy Glass Vases, Table Sets, Carafes, Wine Sets, ﬁ
ing Butter Dishes, etc. Cut Glass Vases, Salts, Olives, Knife Rests and Sundries. These samples %’
o are all in good condition, some 1/12, %, or %-dozen of a kind. If a personal visit be impossible, g |
for send for an assortment stating approximate amount and you will be well and promptly served. : i
o LAMP PRISMS and CROCKERY CEMENT for immediate delivery. ‘
mly ; 3 :

35
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4« per annum. Talented, industrious,
and indigent pupils are wholly or
tially dispensed from the payment of
fees, and in special eases assisted with
small sums of money. Drawing and
medelling materials, chemicals, appara-
tus and tools are supplied by the sehool.

par-

For the Holiday Trade.
The trade will have a wide range of
chinaware for the Christmas
trade this season despite the 10 per
cent. surtax, and dealers say that the
lines they are showing this year surpass
anything heretofore put on the market.
Tavlor & Mulveney, of Hamilton, are
particularly proud of the stock they are
showing this season in German, Aus-
t{rian and French wares with schemes of
decoration ranging from plain to elabor-
ate. A specialty offered is in china
salad bowls, to sell irom 50c to $1 each,
lemonade tankards, hot
and cream

choice in

also cocoa pots,

water jugs and tea, sugar
sets. Some original shapes are shown
in these lines, and a number of fine

French china sets of three pieces can be
bought at $4 per dozen to sell at 50c
the set.
and fancy vases are also a noticeable
line in these warerooms. In finer liftes
cut glass- ware, Limoges china, dinner
sets and Royal Vienna make a most at-
tractive showing. The firm’s travelers
are now on. the road, and a card to the
head office at H amilton will insure a
call with a large range of samples.

Automa:i: Sealer.au }O

One of the most acceptable of recent
offerings to the trade in staple lines is
the ‘‘Schram’ automatic sealer, which
marks a high-water mark in the science
of fruit preserving.

The Schram jar cap of aluminum and
high-grade rubber is placed on top of
the jar and with slight pressure forced
to proper position after having been
moistened. To unseal, slip the heel of a
table knife under the cap and raise the
wrist. The peculiar construction of
both jar and cap ensures a perfect fit.
There is a small perforation in the side
of the cap to permit the escape of as
much air as possible when the cap is
being applied ; once the top is pressed
in place, however, this hole is tightly
closed by the rubber, which is forced
into it by a glass flange on top of the
jar, and any leakage rendered impos-
sible. Another valuable feature is the
fact that there are no glass caps to get
chipped, lost or broken; no loose rub-
ber rings, and no screw caps to get
loose. :

This novelty has only been on the
market a short time, but large sales are
already reported.

Austrian glass, lemonade SHETURN ED

October 21, 1904
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Christmas Goods and Novelties

2

T is in the realm of fancy goods

including toys, games, etc., that
more -new things are produced

each year than in any other line.
The children soon tire of a toy or
a game, and a new doll is a delight
however many more there may be
around. The knick-knacks of the fancy
goods department form the chief resort

of the holiday buyer. Presents can be
purchased here by everyone for every-
one and at almost any limit of price,
and no matter what it is it is always
acceptable.

That is why it pays to have an at-

tractive department for the handling of
these goods. A good corner of the store
which is distinctly separate from the
other departments will be found to pay

and too much attention cannot he de-
voted to the arrangement of it. It is

not so imporfant that this line should
as fancy

have the benefit of daylight,

goﬁ,&uf,\ﬂ; the majority of cases, im-
proved by artificial light. A bank of
shelves up the wall will hold any
amount of goods in little space and dis-
play them to advantage. 1i artificial
lighting is used, a background of dark
cloth is advisable. For toys there
should be an unoccupied table ior the
display of the workings of mechanical
toys, as these make up 90 per cent. of
the toy stock. Hunting around for a
clear space or using the floor loses
many a sale. Dolls can be set up on
shelves, laid in glass show cases or en-
closed in upright glass wall cases, the
latter two keeping the dust off the deli-
cate finery of the model doll.
IN TOYLAND.

The megchanical toy occupies the centre
and all sides of the field. Other lines
are merely auxiliaries to this, and for
this season a wonderful development has
taken place in the ideas included in
cheap and dear toys that twist and
turn, swim, jump, climb, tumble, and
do everything else we see in life. Musi-

cal toys are strong features and will
36

amuse the smallest youngster. Some of
the cuts show a few of the newest ofier-
ings. Masks include negroes, Chinamen,
animal faces, clowns, and all the other
weird effects. Among the useful toys is
a typewriter that can be bought for a
few cents and produces very creditable
work.

And combined with all these novel
ideas and interesting manoeuvres of the
mechanical toy 1is a cheapness that
makes one wonder how it can be done.
No one is too poor to be able to afiord
a toy for the boy that will keep him in
ecstagies for a long time. For five cents
he can hve performing animals, jumping
figures, etc., and for a quarter of a dol-
lar the most complicated motions are at
one’s command.

GAMES.

For old and young games are essential
The season is one of

for the Yuletide.

p of 5c. toys and game of Trix shown by Nerlich & Co.

festivity and joy, and while toys are not
supposed to asiuse grownups, they are
not loath to indulge in the holiday
games. Last year such games as Pit
and Flinch captured the public, and were
sold in such quantities as to make the
supply inadequate for the demand. These

games are still shown and are freely
selling.

But the two new games that beat
them both in interest are Sherlock

Holmes and Trix. The former is an
adaptation of the terms that wonld be
connected with a detective’s career, such
as burglar, robber, thief, run, clue, etc.,
and the object is to-collect as many of
the first three named as possible.
three to eight can play, and an ever-
present attention is required to succeed.
It is a jolly, interesting game that de-
mands rapidity of thought. As such it
is a typical Christmas game, and one of
which one will not quickly tire in spite
of the tension existing from beginning
to end.

Trix is a more complicated application
of the best points of a number of other
games. Some ten distinct games can
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Don’t Confine Yourself

To $5.00 DINNER SETS —THERE 1s NOo MONEY IN them.

BUY SOME BETTER ONES, THAT PAY YOU A PROFIT—WE HAVE
LINES IN open stock To retail ur To $50.00

A ser or “BASSETT CHINA,” A LINE THAT WE CARRY IN Open
stock TO SELL BY THE SET, DOZEN OR PIECE, OUGHT ALSO BE
ON SHOW IN YOUR STORE. EQUAL TO FRENCH CHINA, AT ABOUT
HALF THE PRICE.

SunpriEs (NOVELTIES) rorR CHRISTMAS, YOU WILL WANT; TRY

US FOR THEM. DON'T FAIL TO TRY A LITTLE LOT or Scotch P
< B Ln
BARNARD & HOLLAND 0. =557 1
rerresentatives IVMIONTRE AL Fordian ohina, o %

Motto Ware.
00000

b Superior
Stoneware

= Stoneware
4 ‘Stoneware Specialties
~ Rock and Cane Ware

marketed in the Dominion.

Our stock is the largest and most complete.
Prices are right. Ask for catalogue.

THE TORONTO POTTERY CO., LIMITED, Torcnto,

WAREHOUSES : 756-81 COTTINGHAM STREET. CANADA.
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be played with the cards, each differing trade, and, within certain limits, it is other staple article she requires, and
from the other so completely as to make a line which may be made extremely buy it on the spot, even if it doesn’t
the pack a never-ending source of plea- profitable. The clear gain on toys, happen to be her regular tradesman.
sure. KEach game is quiet but intensely games, etc., shows a good margin, and, On the other hand, a regular customer
interesting, and cannot be played with- BRA

out thought and care. One big point in
favor of the sales of these games is the
fact that they are advertised in a great
many of the popular magazines.
—_— t P

Fancy Goods in the Grocer§.'

the grocer and general ‘merchard
lays his plans for the Christmas

" or holiday trade. KEven the most primi-

tive merchant living in the far ofl set-
‘tlements on the outskirts of eiviliza-
tion requires a few extra lines from
which his

Y"UH{N

: I ‘LIS is the season of the year whtiqi
i

A walking alligator that can be sold for 25¢. Mask.

scattered customers can  what is more, such goods do not depre- while doing her regular shopping may 2
choose a Christmas gift or two for (iate in value like many other lines. easily be inveigled into buying a knick-
ETURNE The best feature about them is, how- knack or two. Thus the regular mer- o

Hallowe®n masks shown by Nerlich & Co

their iriends or children. To him 1is
civen a monopoly of the fancy goods

ever, that they are sure and certain
trade bringers. The Christmas display
of toys and games is a veritable Mecca
for the youthful generation. Christmas
is the season when the fond parent is
inclined to indulge her wistful child
even to the limit of extravagance. Once
the youngster’s mind is centred on a
certain toy it is as good as sold under
ordinary circumstances. But it is not
only Santa C(laus befriends the grocer
and general merchant at this time. The
mother who comes to look at a toy will,
in nine times out of ten, think of some

cantile and grocery trades bhecome re-
juvenated—a practical negessity nowa-
days. In order to keep old customers
and attract new ones a merchant must
be resourceful enough to introduce fresh
ideas from time to time. The most ef-
fective advertisement for a grocery or
general store now that competition has
hecome keen is to have a line of goods
which cannot bhe duplicated elsewhere.
An up-to-date assortment of toys, etc.,
is a line which will not only be profit-
able in itself, but help materially in in
creasing the volume of regular trade.

VOO 000088400000888888808888888888884 8480484880888888800088844848484480¢ té#?’f
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|
Fancy China Glassware Dinner Sets | I

Tea Sets

Our customers who have compared our line of samples with others advise us that
our goods both in designs, shapes, and prices, are the best on the road. Our travellers
are now out ‘with a full range of samples and we ask you to give them your consideration.
As a matter of business it will pay you to dc so.

Letter orders given prompt and careful g
attention at all times.

TAYLOR ® MULVENEY

HAMILTON, CAN.
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GOWANS, KENT & CO.

BRANCH AT
WINNIPEG, Man.

/.@

MAIN ST.

THE CANADIAN GROCER

TORONTO

WHOLESALE
CROCKERY and OGLASSWARE,

CHINA and LAMP OCGOODS.

SAMPLE ROOMS AY

MONTREAL, Que.

54 ST. FRANCOIS XAVIER 5T,

MANUFACTURERS OF RICH CUT GLASS.
ﬁscom\'rons OF LAMPS, EARTHENWARE AND OPAL.
ETURNED“VIE SELL 600D GOODS CHEAP”

0CT 21 19¢

OUR QX

7

21 TRAVELLERS

COVERING
DoMINION, are now on the
road with full samples
for Fall and Christmas
Trade.
yet looked over our line,

THE

If you have not

write us to-day.

We make a special fea-

ture of our

MAIL ORDER

DEPARTMENT

ENTIRE

DO YOU NEED ANY

—

OUR -

STOCK IS FULL
AND UP-TO-DATE

Comprising all necessary

and desirable articles in
above lines, and we are
always glad to receive
your request for informa-
tion and prices on any
line connected with the

trade.

We make price lists and
illustrations of different
lines. Write for particu-

lars of lines interesting

you.

.

Glass Sets, Glass Water Sets, ’ China Table Sets,
‘“  Butters ‘“  Salts and Peppers, ** Syrup Jugs,
‘“  Sugars, Bowls, ‘“  Berry Sets,

¢ Creams, Fancy Glass Vases, ‘ *“  Pudding Sets, %

‘*  Spooners, €S *“  Rose Bowls, | Salads,
‘“  Berry Dishes, = ‘“ Water Sets, | ‘“  OQvals,
‘“  Salvers, China Fruit Plates, ‘ ¢ Celery Trays,

‘* Preserve Dishes, ‘“  Table Plates, E *“  Fruit Saucers,
‘“ Comports, ‘“ B. and B. Plates, ‘“  Teapot Stands,
‘“  Pickle Trays, ‘“  Cups and Saucers, ‘¢ Cuspidors,

‘“ Pickle Jars, Jumbe o ‘ ¢ Cracker Jars,
‘“ Celery Trays, China A. D. Coffees, ‘“  Spoon Trays,

* Bread Plates, ‘“  Mugs, . ‘“  Olive Dishes,

‘“  Bird Baths, ‘“ Shaving Mugs, - Py Frays,

*“ Egg Cups, ‘“ Egg Cups. ‘ ‘“  Match Safes,

‘“ Seed Cups, ““ C. S. and Plate Sets, | “  Knick Knacks,
‘“  Flasks, i ‘“ Porridge Sets, i ““  Candlesticks,
“ Fruit Jars, ““  Cream Jugs, | ‘“  Vases,

“ Jellies, ‘“ Table Pitchers, * ‘“  Figures,

““  Wines, ‘“ Sugars and Creams,l Tea Sets,

. Gohléts, ‘“  3-piece Tea Sets, ‘ Toilet Sets,

‘“ Tumblers, —— :

“ Jugs,

| Dinner Sets,

Cups and Saucers,
Plates,
Ewers,
Basins,

{ Chambers,

Bowls,
Flat Dishes,
Bakers,

; Scallops,
: Covered Dishes,

|
i

Decorated Jet Teapots,
Rockingham Ware,
Cane Ware,

Glass Lamps,

Lamp Chimneys,
Lantern Globes,

Burners,
Wicks,

Library Lamps,
Hall 1

Reception Lamps,
Vase v
Banquet

| .Store

Bracket

Brackets,

Shades,

Lamp Globes,

Gas Globes,

Shade Frames,

Shade Holders,

Night Lamps,

Barn i

Harps,

Reflectors,

Smoke Bells,

Prisms,

Onyx Tables,

Flower Pots,

Ornamental China
Figures.

DECORATED OPAL SPECIALTIES —RICH CUT GLASS, DAINTY FRENCH CHINA.

IF SO, TRY OUR MAIL ORDER DEPARTMENT.
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THIS IS THE FACTORY

of CHRISTIE, BROWN & CO , Limited,

WITH ITS

1 229,840 feet of floor space and 550 Employes
THAT TURNS OUT

RETURNED

{

500 Varieties ol Biscuits

EVERY ONE OF WHICH CONTAINS THE BEST INGREDIENTS AND
ENJOYS THE BEST OF REPUTATION.

Our Export Trade,

LIKE OUR HOME TRADE, IS GROWING.

CHRISTIE, BROWN & CO.,

TORONTO, CANADA. LIMITED

40
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BISCUITS ==

CONFECTIONERY H

A DEPARTMENT

FOR RETAILERS.

A Bread and Pastry Department.

OME grocers have not awakened
to the fact that an ever in-
creasing number of homes are
depending upon them to sup-
ply bread, biscuits, pastry,

preserved fruits and other products of
the kitchen. The day when these things
were strictly ‘‘homemade’ has passed
away with a changed civilization and
with changed conditions of living. Young
wives not too well instructed in . the
mysteries of baking and cooking, find it
very convenient to have their bread and

pastry supplied by their grocer, and the

difficulty in obtaining domestic help has
made others dependent upon outside
sources of supply. Of course this new
order of things relates especially to the
large manufacturing towns and the
cities. At the same time even the coun-
try people are finding it convenient to
get their bread from the baker, and are
also free buyers of sweet and fancy
hiscuits.

A trade in bread, biscuits, pastry and
prescived fruits is not difficult to estab-
lish, and is profitable. The increasing
dependency of housekeepers on ‘‘ready-
made’’ articles makes the installation of
such a department safe. It goes with-
out saying, however, that everything
sold should he the very best possible
procurable. Articles of food come in for
more criticism than do most other
things, and on this account should be
thoroughly satisfactory. A good name
is acquired through handling a good
quality of merchandise and a good pro-
fit likewise.

Foreign Confectionery and Biscuit Trade
of Canada.

T HE following figures concerning the
amount of biscuits, sugar-candy,

confectionery, sweetened gums
and candied peels, glucose, or grape
sugar and saccharine, including maple
sugar and maple syrup, have been taken
from the Blue Book of the Department
of Trade and Commerce, Ottawa.

In 1899 the total importation of such
goods into Canada was $171,208. In
1900 the figures were $243,170, in 1901
$320,956, in 1902 $275,626, in 1903
$244,445, and in 1904 $266,030. Rough-
ly speaking, these figures indicate that
importations of confectionery into Can-
ada during the last five years have re-
mained practically at the same level.
On the other hand the consumption of
candy and fancy confectionery in Can-

ada has increased enormously during the
same period, leaving the conclusion in-
evitable that the home consumptive
market is being more and more sup-
plied by domestic manufacturers. In
1903 the importations of confectionery
were distributed as follows : Great Bri-
tain, $108,135; United States, $122,875;
China, $1,242; France, $7,774; Ger-

many, $1,555; Holland, $192, Italy,
$1,128 ; Switzerland, $117; Turkey,
$236 ; other countries, $1,191. In 1904

the relative proportion is not material-
ly changed, Great Britain sending $125,-
124, United States $124,076, and other
countries (not yet specified) $16,830.
The past year has witnessed a healthy
increase in the domestic consumption of
high-class confectionery made in Canada.
The industries which make these goods

been inclined to expect an increase in this
department cof trade proportionate to that
of the last two or three years, whereas the
population of the above-mentioned prov-
inces has not shown any extraordinary
increases. The West, however, has more
than sufficed to leaven the lump, and
Canadian goods are getting a larger share
of this rapidly growing trade.

In biscuits and fancy breadstufls the
importations of the last five years have
hardly kept pace with the rapidly in-
creasing population of Canada, those of
1899 being estimated at $648,023 and
those of 1904 at $987,621, an increase of
$339,598. The principal contributors in
order are the United States, Great Bri-
tain, Belgium, Japan, China, India,
France and Italy. The export trade

IMPORTS OF BISCUITS AND BREADSTUFFS TO CANADA 1809-1904 INCLUSIVE.

1899 1900

AOOWeN ok e iy 3 1006 #
Biscuits, sweetened, all kinds.
Biscuits of all kinds, not

1901 1902 1903 - 1904

™3 $ 159 8 1206 § SRR e
14714 19,551

16.132 14,219 B n

SWeeteled.. . v o esanise 23,291 16,198 13 708 13,498 M
Bread unleavened for re-

ligious purposes............ 2 581 3 U083 3,783 4,328 L R T
Macaroni and vermicelli...... 33 863 35 530 35,574 H.671 i .....
Rice cleaned................ 232 642 226,806 317,020 298,295 SNl
Rice uncleaned, unhulled or .

e e S R 183 115 187 947 178.547 146,728 0 R,
Rice and Sago flour and Sago.. 19,731 38 904 8,482 15.827 R
Taploca.c... .. R e 36,940 56,221 53,650 67.083 s ...
All other breadstuffs not other-

wise specified....oeueeecnnn 00,140 125 716 189,971 300,314 TN L

Total breadstuffs........... £645,023 711,904 $815461  $906,169 $1 212448 $957 621

EXPORTS OF BISCUITS, ETC,

FROM CANADA 1899-1904 INCLUSIVE.

1809 1900 1901 1902 1903 1904
Biscuits of all kinds sweetened
and unsweetened.......... $23.652 22,742 $29,166 S R
Rice cleared.. ............. 10,789 536 2,692 AR
Rice and Sagp flour and Sago. 35,942 22,230 25,541 i 18,917 figures not
' - — —_— available.
j 7 e IR R b R $70,383 $45508 $33,399 $55318 $55.358  ......
are comparatively young in years. They can hardly be said to be well under way

have, however, succeeded in introducing
their goods to the Canadian tourist and
travelling trade, which is surprised to find
that the newly discovered article does not
suffer in comparison with any- foreign
goods on the market. One of the most
recent developments in confectionerycircles
is the manufacture of Canadian milk
chocolate. As a whole, 1904 has been a
satisfactory year for Canadian confection-
ers. Trade conditions in Ontario and
Quebec have not been as satisfactory as
could be desired, largely because manu-
facturing confectioners have become used
to doing things on a large scale and have

41 7

yet, but wherever foreign markets have
been exploited Canadian manufacturers
have succeeded beyond their most sang-
uine expectations. There is no end to
the variety of biscuits manufactured in
Canada at the present time ; in fact, it
may be truthfully said that Canadian
manufacturers can duplicate as to qual-
ity any kind of biscuit to be had in any
market. The question of price will be
solved within the next very few years,
when an increase in the population of
Canada reduces the price of labor, and
scientific methods are introduced more
generally in the biscuit manufactories
of the country. As Canada is to be the
home of breadstuffs par excellence for
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SOMETIMES

one meets with a manufac-
turer who talks more than
the truth about his goods.

As for ourselves, we have
no temptation in that direc-
tion. We know—it is our
business to know—that there
are no other Soda Biscuits
made anywhere in the world
that equal

PERFECTION
CREAM SODAS

We are backing up this
knowledge with our money.
We are advertising our Sodas
everywhere in Canada. The
response has been prompt—
the report just what we
expected.

The Grocery trade should
certainly carry

Perfection Sodas

In 3.1b. Cards or Tins.

™= Mooney
Biscuit & Candy
Company,

LIMITED,

Stratford, - Ontario.

~ Our Grocery Cabinet

with 30 drawers, holding 10 pounds
each, as shown at the Exhibition, is
in great demand. Mouse, damp and
dust proot. Price in oak, $27.00;
in ash, $24.00, less 5 per cent. for
cash. Cabinets made any size to
suit your present shelving. Send us
a trial order.

THE BENNETT MFG. CO.,

PICKERING.'ONT,

BISCUITS AND CONFECTIONERY

the next hundred years, there seems to
be no logical reason why Canadian man-
ufacturers should not be successful bid-
ders for a fair share of the world’s
markets. At present there are a goodly
number of biscuit factories in Canada
which challenge comparison with any

similar institutions in the old world
both as to equipment and quality of
output,

For the Holiday Trf}e= T IRN E

OW the housewife of fifty years ago
would gape with

astonishm
were she to see the tﬁn nﬁ 19

stion that has been wrought in the realm
of Christmas decorations, banquet souv-
enirs, etc. In no line perhaps has the
change been more marked than in bon-
bons, or crackers. In the old days these
were very ordinary looking articles, to-
day there is no end to the variety and
elaborateness of fancy crackers, ranging
as they do from cheap colored gelatine
and embossed picture decorations to the
most gorgeous reproductions of Howers
and fruits in silk, gauze and tissue
paper. One of ‘the newest samples
shown is in red gelatine trimmed with
bunches of holly and green leaves.
Another attractive style is in Scotch
tartan. Mamy of the flower designs are
exceedingly beautiful ; one in particular,
a spray of sweet peas in mauve tints.
With the more- elaborate crackers the
souvenirs are sometimes quite preten-
tious. Instead of paper caps are substi-
tuted musical instruments and grotesque
Japanese toys. For the benefit of the
uninitiated it may be said that the
crackers used in decorating our holiday

Christmas Crackers in Basket.

dinner tables are
land, Germany

imported from Eng-
and France, the finest

goods beil;g of French manufacture,
while the cheaper lines come from Ger-
many.

One of the features of this season’s
fancy goods trade is the decorated hox
or receptacle for holding fancy confec-
tionery. One idea has been successfully
wrought out in a red sleigh loaded with
holly branches. Miniature leather suit-
cases, trunks, dressing tables, safes,
telephones, jewel-cases, banjos and gui-
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* of these elaborate hoxes.
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tars, continue in favor, while a number
of fancy wicker boxes, silk and plush
lined, with ribbon bow or floral decora-
tion, are among the bhest sellers of the
season. A number of handpainted and
embossed paper boxes are also shown.

Among distinct novelties are pie cov-
ers and divers other receptacles in
decorated colored crepe paper for use at

Christmas Crackers in Box.
banquets. Japanese garlands in varie-
gated papers will be in demand for
adorning Christmas trees, ball rooms,
ete.  Christmas stockings in all sizes
made of brilliant colored net, and filled
with a potpourri of Japanese, German
and Russian toys, candy packages, etc.,
are just the thing for the holiday trade.
Ioven cups and saucers and grotesque
ornaments are utilized as receptacles
jor confectionery. One of the best sel-
lers of the season has been a style of
Japanese lacquered box for containing
an assortment of fancy candy.

High-priced.

It would astonish a good many people
could they but sce the sample room of
A. J. Stewart, Toronto, makers of
“‘Stewart’s TFine Chocolates.”” There
one finds displayed some faney packages
so elaborate and manifestly costly that
one has diffieulty in believing that a
market exists for them in Canada. There
are hand-painted plush glove boxes,
plush covered and riehly decorated
work hoxes, silk eovered, metal trim-
med handkerchief boxes, and so on. All
these enclose Stewart’s fine choeolates.
and are bought by young lovers, affection-
ate husbands and others who wish to
express their regard in some unmistak-
able and pleasing fashion. Thes:
hoxes retail at $3, $3.50, $4 and $5. Tt
might be thought that such high-priced
confectionery packages would not sell.
The reply is that Stewart’s cabled this
week to Paris, Franee, inereasing their
first order fourfold for a fresh supply
Other choice
packages are in embossed goods and
genuine burnt leather, in richly decor-
ated paper.
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PEEK, FREAN & (05

Celebrated London

Biseults & (AKES
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g Has stood the test of every climate. I ' I G I I EST AWA R D
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| &
Wherever demonstrated, including the following Dominion, State, and International Exhibitions } 4
s Xlg
Industrial Exhibition - Toronto, Canada - 1903 : 1
Provincial Exhibition - Halifax, N. S. - 1903 i
Provincial Exhibition - Victoria, B. C. - 1902 R
‘ ‘ e Pan-American Exposition Buffalo, N. Y.. - 1901 il
: ho) o, Eme Paris Exposition - Paris, France - 1900 &
5 Ao o Trans. Miss. Exhibition - Omaha, Neb. - 1808 i
1 7. CHARLES CREAM. World’s Fair - Chicago, IlI. - 1803 - i

The products of THE ST. CHARLES CONDENSING CO. are famous the world over for HIGH QUALITY, ABSOLUTE
PURITY, and ADAPTABILITY for all the purposes of fresh milk.

r;\ Home Office and Address: Correspondence and Trade orders solicited.
f St. CHARLES, ILL.,U.S.A. FACTORIES: Ingersoll, Ontario, Canada, St. Charles and Chenning, Ill.
i -—
S AR WA )
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= ° ention! %, @ ————W
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4 The BEST
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Swiss Milk Chocolates I 'am “the
. Toitee King

d =

9

1l

53 2 g T I APPEAL to the readers of THE CaNapiaN GROCER,
n- who I know are the best buyers of High-Grade Goods in

the country. [ want to say that my Old English Candy,

.+ | + |CHOCOLATES|| ynckNTOSHS TOFFE

ed are now introduced in the Canadian Market.
is the most delicious and best Candy made, pure as the

(Klaus‘s Chocolates were awarded the Gold Medal crystal springs.

at the Glasgow Exhibition.

This 01d English Candy tas made me famous
ly W e | the world over. Iamecalled THE TOFFEE KING OF
e i i 1 ENGLAND because [ am by far the largest manufacturer
nd canadlan SWIss Trad'ng co' of Toffee over there. Handle this line and you have a trade
or- 17 ST. JOHN S8T., winner. Write for prices, etc., at once.

MONTREAL.. Lcunl.es SVBE, *™ = i s, IIOHREAI--J
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Very Important to Grocers for their Christmas Trade:

COWAN’S cocoa, |COWAN’S

CHOCOLATE, CREAM BARS, MILK CHOCOLATE, o J '\
CHOCOLATE GINGER. CHOCOLATE WAFERS,

THESE GOODS ARE FINE, AND SELL READILY. ETC. (

The COWAN CO., Limited, TORONTO.

AND
, ATTRACTIVENESS
a.li
IN
a 2
< gz 2
: £ STEWART’S
E 0 N E :
CHOCOLATES
= g AND
= o=
& g =
bl 2 it BON BONS
Elh g &
§ ? & & BULK OR PACKAGES
Hi Z =
Bl G < LET THE PUBLIC KNOW THAT YOU HANDLE
i " mua]l]‘s Mup]c1;rcanlnl;i]§§fu_ir lo[bcconu: THEM, AND YOU WILL VOTE THEM THE BEST
L K world famous--Ottawa Evening Journal. PAYING LINE AND QUICK SELLERS.
3‘ 1 MAY BE HAD T HILUl'Il.i‘l!r ,:‘I;.L"\\\:ll(ll.li-\\lfl‘l GROCERS.
: CANADA MAPLE EXCHANGE
i‘ ; DUNHAM, QUE. Head Office: MONTREAL.
Poa SEND FOR PRICE LIST. . .
Eog A. J STEWAR' s Limited
MANUFACTURERS OF HIGH CLASS CONFECTIONERY
Cor Duncan anNnp AperaipE STREETS, TORONTO .
T

n aiill ol

i 4 One taste
“Irresistibly 1 makeo o &0 O

Delicious!” THE ORIGINAL
MILK-CHOCOLATE

MADE IN VEVEY, SWITZERLAND—-FOR EATING ONLY,

A Quich, Steady and Profitable account for any dealer.

Send for a Sample.

LAMONT, CORLISS & CO., Agits, 27 Common St., Montreal
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DON’T ASK FOR “DUTCH COCOA” )

ASK FOR

+1sVAN HOUTEN’'S COCOA

There are other Dutch Cocoas. Van Houten’s ‘‘beats the Dutch.”’

)y

le

Grocers, don’t supply other Cocoas when your customer will appreciate only Van Houten’s.

R J. L. WATT & ScorT, s - TORONTO
Dominion Agents { WATT, SCOTT & GOODACRE - MONTREAL

CANADA : MOTT'S:
No be.ter No better
Countay Chocolate

A Trade Paper’'s SPECIAL Number
is always interesting.

MOTT’S
REGULAR lines of (‘ocoas and Choco-
LATES cover the requirements of
the consuming public so
completely that no
SPECIALS
are
necessary.

John P. Mott Q. Co.

pnesiel . GOLD MEDAL  Piamgicn HALIFAX, N.S.

The full flavor, the delicous quality, the absolute purity of Lowney’s Cocoa dis- SELLING AGENTS:

tinguish it from all others. It is a natural product; no “treatment” with alkalies J. A. TAYLOR, R. S. MCINDOE, JOS. E. HUXLEY

or other chemicals ; no flour, starch, ground cocoa shells or coloring matter; nothing

but the the nutritive and digestible product of the choicest Cocoa Beans. A quick MONTREAL. TorONTO WINNIPEG.

seller and a profit maker for dealers.

THE WALTER M. LOWNEY COMPANY, ™ “" RS sToN. MASS.

TTIE STANDARD OF QUALITY.

KKOVAH JELLIES, real fruit flavor, all flavors.

BLANC MANGE POWDERS, all flavors.
CUSTARD POWDERS.

KKOVAH HEALTH SALTS. A Delightful and Healthful Drink for Summer.

WRITE US FOR PRICES OF

Lemon, Orange and Citron Peels

JAS. R. GREIG, Agent,

MONTREAL.
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& MEXICO: A MARKET FOR CANADIAN PRODUCTS

FﬂUR some time past The Cana-

dian Grocer has been watch-
—< ing with deep interest the
L rapid development of the

Mexican Republic in the hope
that the business interests of Canada
and Mexico might soon seize the oppor-
tunity of establishing closer internation-
al trade relations to the benefit of all
parties concerned.

Since the beginning of 1904 the turn
in the tide has been rapid : the forma-
tion among Canadian business men re-
siding in the Republic of a Canadian
commercial club has already been chron-
icled in The Grocer. The latest move
is the sending of a delegation to Cana-
da to look into the trade situation here,
appoint purchasing agents for Mexican
firms and make final arrangements with
the Canadian Government for the estab-
lishment of a direct steamship line be-
tween St. John, Halifax, and Vera
Cruz.

The Grocer was accorded the privilege
of an interview with Mr. James H. Mc-
Leod, president of the Canadian Com-
mercial Club in Mexico, who is in Can-
ada sizing up the trade situation. Mr.
McLeod is as enthusiastic over Mexico
as he i1s over Canada, and says the
direct steamship line is practically an
assured fact within the next few
months. In all probability a ship a
month each way will be all that is war-
ranted at present; as soon however,
as there is suflicient traflic extra bhoats
will be put on the route.

" What Mexico Will Take From Canada.

There are unmense possibilities in
trade between the two countries. Mex-
ico will take from Canada coal, pig
iron, lumber, furniture (especially bent
chairs), agricultural implements, wa-
gons (which could be shipped in large
quantities), all kinds of machinery,
fruit products, ham' and bacon, canned
goods, salt fish, and general merchan-
dise ; all of these articles will find a
ready sale there as soon as trade is
worked up. In Canadian canned goods
the best prospects are for corn and
tomatoes, both of which are to be seen
occasionally in Mexico, although the
market cannot be said to have been sys-
tematically exploited. The duty on
canned vegetables entering the Republic
is. 15 cents a kiel, by no means an in-
surmountable obstacle. The duty on
canned fruits, unfortunately, is prohibi-
tive, being .75 cents a kiel. Canadian

cereals (cheap flour) will be largely
used in Mexico. The principal argument
in their favor is the fact that they are
superior in quality to the products im-
ported from the United States, particu-
larly oatmeal.

In coal, coke and lumber United States
competition need not be feared in the
least, while" in other commodities the
all-water route will give Canadian
shippers a big advantage over shippers
by rail.

Goods that could be shipped with pro-
fit on a smaller scale are dynamite (un-
til* the Mexican dynamite concession is
organized), nails, shoes (special makes
for wealthier classes), cottons, clothing
(cheap), chemicals (such as cyanide of
potassium) and coarse paper of all
kinds.

Although official statistics regarding
Mexican imports for the year 1303 are
not available at the moment, we find
that most of the above-named articles
were imported largely from the United
States, as follows : Iron and steel and
manufactures of (including machinery),
$7,000,000 ; machinery and parts, $7,-
000,000 ; coal, $2,600,000; lumber and
timber, $2,600,000 ; breadstufis, $1,170,-
U0U ; carriages and parts, $1,100,000 ;
vegetable oils, $1,100,000, and manufac-
tures of lumber, $1,000,000. Canadian
exports to Mexico in the last fiscal year
amounted to only $137,034 in all arti-
cles, and included : cordage, rope and
twine, $5,821 ; cotton and manufactures
of, $16,887; gunpowder and other -ex-
plosives, $400; machinery, $3,440;
sewing magchines, $9,761 ; all metals and
minerals, $33,221 ; ships, $11,400 ; spir-
its and wines, $16,814 ; wood and man-
ufactures of, $29,075. These figures al-
though not significant in themselves are
gratifying in the extreme when it is re-
membered that they are purely the re-
sult of accident, as Canada has never
seriously directed her attemrtion to Mex-
ico as an export market.

What Canada Will Take From Mexico.

Mexico in turn will send us raw sugar,
cofiee, mahogany, dye-woods, fruit and
hides and hemp. There should also be a
good trade from Canada in cheese, but-
ter and fish. At the present time the
district of Tehuantepec imports’ large
quantities of these latter named articles
from the United States and Norway,
and there seems to be no reason why
Canada should not capture a lion’s
share of the trade

26

In order to give one an idea of the
magnitude of the cane sugar industry in
Mexico it may be stated that the Ar-
buckle refinery of New York employs
two resident buyers in Mexico continu-
ously. The culture of sugar cane has
grown to such proportions within the
last few years that growers are now

{finding it necessary to get an outlet for

surplus production. Refined sugar is
selling in Mexico to-day at the abnor-
mally low figure of 3c per pound. Mex-
ico also produces a large number of
hides and goat skins. A profitable mar-
ket for these might be established in
Canada, where, in 1903, importations
totalled $5,662,528, the bulk coming
from the United States, Argentina and
France.

Trade Conditions in Mexico.

Formerly English trade occupied a
premier position in Mexico. In later
years, however, the Germans have se-
cured a strong foothold because they
make a greater study of the commercial
interests of the country. While British-
ers hold aloof from the Mexicans, the
Germans intermarry with them, and
take a special interest in Mexican ai-
fairs, in this way becoming conversant
with the needs of the people. While the
British are always in the lead in the
matter of style and fashion, they do
not hold their own in commercial mat-
ters. The Germans invariably pay the
closest attention to the whims as well
as the requirements of the Mexican
people. Any outlandish thing that the
Mexican may think he requires the Ger-
man will manufacture for him, while the
Englishman is disputing with the Mexi-
can as to whether the article asked for
is the thing he should have. And not-
withstanding the German’s ability to
make the article the Mexican or
Spanish-American desires, the British
article generally comes out ahead and
brings a higher price.

The hardware and machinery trade of
Mexico is largely in” the hands of the
Germans and Americans, large importa-
tions of agricultural implements, ma-
chinery (including sugar machinery) and
electrical supplies coming from the
neighboring republic every year.

The Spanish element controls a big
share of the grocery trade, although
foreigners are fairly well represented,
and Mr. McLeod himself enjoys the dis-
tinction, and has for some years, of
having the largest wholesale and retail
grocery and wine business in Mexico.
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Sifting the Tea Leaves

A sifter consists of sieves one above another in the form of

sloping trays with wire meshes. These oscillate rapidly and the 4
tea is sifted through. The top tray has a mesh large enough s
to admit the coarsest leaf. The fourth tray retains the creme i
de la creme of Ceylon Tea. However, RETURNED ,

BlueRibbon
(eylon Tea [L

[~ OPhy
5—”,- 73

“
i 4]
|
{ : 5 .7\\\ 'L-I
Z 4
»

is the way you know it—a fine
small tea—to a great extent con-
sisting. of young and delicate tips
—a delicious, nerve-soothing, tasty
tea—rich and creamy—a luxuty at
a moderate price.

should be

Forty Cents Ray

Black, Mixed
Ceylon Green

AsKkK for the
Red Label
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r952’496 VOTES were‘cast in the )

Dominion Election 1900!
How many do you think will be polled -

on the 3rd November next ? . 2

N J

»» § Housekeepers, Housekeepers’ husbands, brothers,
“The Never-Streak Blue sons, daughters, sisters, cousins, and aunts should é

all be interested in the $500 “BLUEOL’ GUESSING
FOR CONTEST on vote Dominion Election, November 3rd e
next. Buy a 5c¢. package of “BLUEOL” the “NEVER- wo
5 STREAK BLUING’” and write your GUESS on the back -
of the Outside Wrapper, sign your name and address or fal
CENTS!|I and send in to il |
$500 GIVEN AWAY J. M. DOUGLAS & CO s
: ’. I'o
$150 for the FIRST nearest CORRECT GUESS 21 St. Nicholas Street, MONTREAL. | [ ¥
75 for the SECOND * “ “ the |
25 for the THIRD = . y Ask your Grocer about it ! ':'f‘t
10 ::r"t‘h:°;¢;:‘;38": e:r'e::“::r‘::c':";':e'sg"m Guess Early and Often! Contest Closes November 2nd, 1904. B :"“:
= pu.sl‘
LUCK may bring you a prize in a lottery, but it
cally
. . . I'he
will never get you the best trade in the town. This st
1s largely begotten by a confidence in your good s
) : i \_\-bt
judgment. You can start things by recommending it

! Coffees to
CHASE & SANBORN'’S .
your particular customers.

¥ »

If
at
tow

CHASE & SANBORN | :

suc
tha
bus

‘The Importers, Montreal

48
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Experience of a Cash Firm.

By the Ritchie Co., Limited, Belleville.

IX years ago, when we decided
to adopt the cash system, we
first of all made up our minds
to carry it out according to
the rules laid down, and that

it would not be a case of a big flourish
and  then a gradual return to the old
credit system. We determined to stand
or fall by it. Through the daily papers
and by circulars we wrote up the ad-
antages of the cash system to our cus-
romers, as well as to ourselves, and an-
wounced that on a certain day we would
adopt it in our business.

I'o a certain number of our largest
and perfectly safe customers we granted
the privilege of running monthly ac-
counts, these to be paid within one
veek after being rendered. Goods sent
out on approbation, or as a matter of
convenience, were to be paid for or re-
turned within one week. These terms
were clearly stated on all our bills.

We have adhered to the system for the
past six years along these lines, and
consider that it has been a great suc-
cess.  Our business has greatly in-
creased in that time. We have practi-
cally lost nothing through bad debts.
I'he present tendency with our monthly
customers is to pay cash in preference
to having the goods charged, our in-
crease in business being in cash sales al-
most invariably.

We cheerfully recommend the cash
system to any merchant who will pledge
himself to politely but firmly earry it
out,

Cash or Credit?
By Cr dit.

[N discussing the best method of
changing a credit business to a
cash business in a town of 4,000

population, I would say that it depends

largely on existing conditions, about

“which I might make a few suggestions.

I the person desiring the change has
at present the leading business in his
town, he should be very careful about
making such a change. If he is doing
the better class of trade, and a good
medium and ordinary trade as well, a
change from credit to cash will make
such a difference in a very short time
that he may lose the best part ol his
business and put some of his struggling

CHANGING FROM A CREDIT TO A
CASH SYSTEM.

A Symposium of Opinions.

competitors in a position to make him
very uncomfortable. In my opinion,
you cannot do a strictly cash business
and do the better class of trade, be-
cause the better class trade are entitled
to credit, and can be very easily insult-
ed by a refusal. In my experience, I
find that there is nothing that pleases
a woman's vanity more than to allow
some other woman to hear her ordering
goods, and asking the person waiting on
her to charge them. Now, if you don’t
charge them, and if they are entitled to
credit, some of your competitors will be
only too glad to do it, and it will be a
matter of consequence that your old
customers will meet in your competi-
tor’s store and will be heard to remark,
““Oh, you are here, too, are you ? Isn’t
it such a nuisance paying cash for every-
thing at ——'s? I can’t be bothered
with it. I find the goods in this store
just as nice, anyhow, and cheaper, if
anything, too.”” Remarks like these are
what you will be certain to hear, and
your old customers’ meeting causes
quite an impression one on another.
You will find that your credit trade has
forsaken you after a while, and your
customers apparently are getting just as
well suited as they did with you. And
you will lose not only your credit trade,
but many of your best cash customers,
who find that your competitor has love-
ly goods, since many of their iriends are
getting their supplies there.

Now, if the credit man will take the
trouble to investigate, I think he will
find that the undesirable part of his
credit business is only a very small per-
centage of his business. He is certain-
ly going to lose that anyway. He
wants to lose it. If he has been living
in the town for some time he ought to
know very mnearly who is entitled to
credit. To those who are not he can
make up his mind to refuse credit when
they ask for it, and settle that part of
it once for all. It will be a very much
simpler method than disarranging his
whole business.

As for doing a successful strictly cash
business in a town of 4,000 population,
I don’t think it possible; that is, a
business of any size. You haven't got
enough people to work on. In my ex-
perience I have seen many strictly cash
businesses started, and have yet to see
the successful one. They all start off
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with a rush, but in a very short time
it is all over, and they are all looking
for their good, reliable trade, that has
left them and gone elsewhere.

Strong Argument for Cash.

By H. E. Harvey, Vancouver

’I‘HIS is a city of about 35,000, and
perhaps by doing a cash business

in a country town it would make
a difference, but I should judge that il
business can be done for cash only in a
city the same would apply in a smalle:
town.

For an illustration of the difierence
between doing business on cash and on
credit, I might mention that it has
come to my personal knowledge that
some people have got goods to the
amount of $5 or $10 (which is not con-
sidered a very large amount) and that
either by being in straitened circum-
stances, or by their own doings, the
bill has run for some one, two, three or
four years, and that during all that
time they have not visited the store in
question, either to purchase goods or
pay anything on the account. It can be
readily seen that you have lost hun-
dreds of dollars during those years by
just advancing goods to that amount.
Of course you can resort to means of
forcing them to pay (providing they are
in a position to pay) the bill, but even
then the trouble and bother of getting
that five or ten dollars, and the loss ol
the customer (which has happened)
make it a wise precaution to let noth-
ing go out unless the money comes in.
There are any number of stores in a
city of 35,000 in the same class of busi-
ness, any one of which can supply all
the person or persons want, if they de-
sire not to visit the store where they
owe a small account. Furthermore, the
question of whether they have, or have
not, had a certain piece or amount of
goods, is avoided in the cash system, as
the bill is made out in the customer’s
presence, and if any mistake of any kind
occurs it can be easily straightenéd out
then and there among customer, clerk
and employer.

It might be said that there is more
ready money in a city than there would
be in a small town, but if there are
more people with ready money there are
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also more people looking for eredit, and
as the old saving goes, it's as broad as
it’s long.

Conditions Alter Cases.
By A. B. (.

N converting a credit business into
[ a cash one, there are so many

varied circumstances affecting busi-
ness conduct in difierent localities to be
considered, that it is diflicult to advise.
What would be quite practical in
instance might be entirely the reverse

one
in another. If a town has factories
that pay out weekly wages, it should be
comparalively easy to give a reasonable
notice to customers, and drop the credit
at the same time making a clear cut in
prices to demonstrate to them the ad-
vantages of paying cash.

It I desired to convert my business to
cash only, I would offer special induce-
(which 1 do,
cash, such as coupons
tickets  for premiums, or trading
stamps, given only for eash across the
counter, and hold on to my credit busi-
until I had felt the pulse of my
Then, if satisfied of the advant-
age 1o be gained, 1 would call in all
and start the net

ments to my customers
anyway) te pay

and

ness

trade.

cash
istrong advertising and
Personally, 1 have no
credit business.
customers simply
(‘1 edlt

coupons, etc.,
with

cutting of prices.

system,

desire to cut  out my
Many of my good
could not pay cash as they go.
is all right if not abused.

After all, it is brains that bhuild a
business, credit or cash, or combined. It
is brains that built The Canadian Gro-
cer and Dry Goods Review, and made
them such an essential to the merchants
ol . this  fair  Dominion, and ‘‘without
brains ye can do nothing.”

A Trilogy of Circulars.

By O. N. E.

Y HE changing from a credit system
[ to one of cash requires careful
and advertising; care
should be taken in having all your cus-
many more know and
understand what your purpose is; ‘why,
and when you open up as it were,
yvour new husiness. Of course, there are
among the clientele of every establish-
ment, in towns especially, certain cu
tomers who always prefer to settle ac-
counts monthly; these, if desirable cu
should be made exceptions and
approached by letter with the proposi-
tion of rendering monthly accounts, as
formerly. In a town of four thousand

persistent
tomers “and as

from

lomers,

there should not bhe more than a dozen
such accounts, which  would require
such a method to retain their patron-
age.

Have a printed circular in which you
set. forth  your reasons (for such a

THE CANADIAN GROCER

change requires explanation), an:d the
benefits to the customers in adopting
the cash system, and at the same time
announce that certain well-known ar-
ticles and goods are to be had at cer-
tain prices, only a slight reduction be-
ing necessary. This should be just long
ecnough to give an impression of strength
to your argument. State why it should
benefit the customers, reason how the
saving of a through' unpaid ae-
counts, interest on money, extra cost
of books, bookkeeping, etc., would be
effected, enabling you to sell on a closer
margin, and on the other hand, explain
how many advantages you have in
effecting the buying for spot cash in in-
creasing your prestige and good connec-
tions through the use of ready money.

Advertise freely. KFollow up your first
circular in thirty days with another of
bold and fearless reasoning, and back
all your arguments with a list of special
values, which should have the efiect ol
not only renewing the interest of regu-
lar customers, but of attracting many
others, impressed with the
argument in the two circulars.

A very good plan would be to mail a
third circular, written in more cogent
terms, on the success of your venture,
and the signified approval of so many
iriends of the store. This also should
bhe accompanied with an itemized list of
specials, and sent to every household in
the community by post.

loss

Necessary Steps Detailed.
By Grenville

HIERIC are several methods to be
l employed in changing from credit
to cash. One would be to sacri-
fice all old stock; clear out the same at
a great reduction in price; purchase a
new  stock; secure new premises, and
commence business under new auspices.

Start business under a new name; ad-
vertise that on such a date you would
open up a fresh, new stock at No.
street, that you have purchased a very
large stock of well selected ghrods al
much below wholesale price, for cash,
and that, having bought this stock at
such reasonable prices, you would be
able to give great bargains for cash to
your patrons, thereby saving them large
amounts on their investments.

Send an invitation to the public gen-
erally to visit your store and see the
advantage of dealing at your establish-
ment. Have placards placed in promin-
ent parts of the store, with the fol-
lowing signs, ‘“Goods Sold for Cash
Only,"*  “No Credit Given,” ‘“‘“Terms
Cash,”’ ete.

My ‘opinion is that the proper way to
do a cash business is to move to a new
town, rent a store in central locality,
open out with bright new stock, and
sell goods on a cash basis. The difli-

culty with a merchant remaining in his

o0
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own town is that his association with
the people is so personal, and his credit
following is so great that it is almost
impossible to break away from the
cradit system. He is sure to offend his
old friends, and have them use their in-
fluence to injure his cash business. If I
were to start a cash business, I would
do it in a new town, with new people,
and once you have your cash bhusiness
established the people will not ask for
credit, as they know you require cash,
and your bhusiness will show good pro-
fit at the end of each year.

Do Exactly as You Say.
By T. A. Forman, Woodstock.
N reply to the question, ‘“‘What in
your opinion, is the best method of
converting a credit business to a

cash one in a town of about 1,000
population ?”’ T would say: (1) For
one month previous to the date of

change, advertise, through your usual
mediums, that the change will be made
on that date, on and after which no
goods will be sold except for cash; (2)
Then make your change just as prompt-
ly; (3) Stand by your decision.

The above rules, faithfully carried
out, are all that are necessary ‘‘to
make the change,” and they are all

based upon one principle—keeping faith
with the public—or, in other words,
faithfully performing what you adver-
tise. This is where the majority fail—
they do not do as they say and adver-
tise. Unless a man is prepared to carry
out his promises he had better far not
make them; but once made, stand by
them.

After the change is made, the mer-
chant should do all in his power to con-
vince the public that it pays to pay cash
and to pay it in his store. A certain
margin of profit is necessary; let him
decide on what it is, and add it to his
cost, and lower, rather than increase it,
if increased business  will ewarrant it
The element of speculation involved in
credit being eliminated, changed meth-
ods are allowable and imperative. I
is one thing to change to a cash busi-
ness. It is another to keep the cash
husiness going.

Shorter Suggestions.

“Retailer”  writes : 1 would sug
gest the following : That a discount ol
ten per cent. for cash be given, as the
hest method of showing people the ad-
vantage to pay cash. To turn at once

. from credit to cash in a town of 4,000

population would be a difficult thing,
and a big ‘wrench’ to a business when
competition is so keen.”

J. D. Dennis, Yarmouth, N. S.: “To
place a credit business upon a cash
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Dutch Chemical Works

AMSTERDAM.

SPECIAL OFFERS |

Recommend Themselves.

WE OFFER OUR MAGNIFICENT

“Butterfly Brands” |

%41b.  %lb.  1b.
COFFEE and CHICORY
per doz. tims..:......... 2/3 4/- 7/-
PURE DUTCH COCOA
perdar tins.' o, L. 4/3 8/- 15/)-

Goods delivered, freight paid, to any Canadian
port, duty not included. TerMs: Cash with

order.

The COFFEE and CHICORY is packed in cases
of one cwt., while the COCOA is supplied in
cases of 56 Ibs.

SAMPLES FREE ON APPLICATION.

THE CANADIAN GROCER

\\\\\\\\\\\

National
Licorice Co.

Youns & SMYLIE'S '

Qp=

Sniex l.ll:lll;;::.

Y. & S, SCUDDER and M, & R. Brands of ’
PURE STICK LICORICE, Acme Licorice Pel- “
lets, 'l. & R. Wafers in bags, Licorice Lozenges, B
and a full line of Licorice Specialties, includ- { &
ing the celebrated soft licorice lines sold under :
the Company’s brands as follows: THE
FLEXIBLE LICORICE, THE PLIABLE LIC-
ORICE, THE ELASTIC LICORICE.

106 John Street, BROOKLYN, N.Y.

Illustrated Catalogue on request.

g™ -

- GOLD DUST/

Better for clothes, dishes, pots and pans, floors and doors—and yet more economical. GOLD DUST
drives dirt before it—makes everything clean and bright—lessens the housewife’s cares. With GOLD

DUST'S aid wash-day ceases to be *“Blue Monday.”

without rubbing them to pieces on the washboard.

THE N. K. FAIRBANK CO., - - Montreal

“jet the GOLD DUST
twins do your work.”

It makes it possible to have snow white clothes
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basis, first there must be sufficient
capital to enable you to buy for spot
cash, thus getting the advantage of all
discounts and interest for prepayment;
second, the change must be well adver-
tised, pointing out the fact that prices
under the new system will be ten per
cent. less than under the old, because
the cash customer does not have to
contribute toward the bad debt account;
third, having made the rule that you
will not sell on credit, stick to it
through thick and thin; it will be hard
at first, but you are sure to comne out
on top in the end.”

‘‘Head Salesman’: ‘It would bhe a
good plan to change the name of the
business, to make it appear that it was
controlled by a silent partner. In this
way, it would not be so hard to refuse
old credit customers. At the same
time, you could advertise that you were
selling ten per cent. cheaper than when
you were doing a credit business. The
right way to make your credit custom-
ers believe this would be to show them
staple goods that they know the price
of, reduced ten per cent.”’

‘204 says : ‘“‘My opinion is that a
person wishing to change from a credit
to a cash business must first make up

THE CANADIAN GROCER

his mind to do less business, and busi-
ness of a cheaper character; that is, in
a towh of 4,000. Of course, in a
larger 'place, with a floating population,
it would be difierent. To change, he
would want to advertise the change
some time before making it, giving his
reason for so doing, which would be to
save expense, and consequently sell
cheaper.”

James Vair, Barrie: ‘1 woufd sug-
gest sending to all customers who have
accounts their statement and a circular
thus : ‘After due consideration, we
have decided to change our mode of do-
ing business from credit to cash, and
trust that you will continue to deal
with us under the new system. We oi-
fer all our goods at very close prices,
and will endeavor to meet the approval
of our valued customers by a more up-
to-date method of doing business. This
change is inaugurated to-day. Thank-
ing you in anticipation for a continu
ance of your valued patronage.’

William Macklin, Stratford : ““In my
opinion, the best way to turn a credit
to a cash business would be fto com-
mence with the best Cdstomers. Many
men try the other end, and in conse-
quence don’t know where to draw the
line. The result is a failure.”

TRADE AND COMMERCE IN THE MAGAZINES.

Newfoundland Cod Fishing.

(Booklovers )
“HE fishing is dong~With dories and
1 trawls. The dories are flat-
bottomed, sloping-sided boats,
which fit into one another in the ship’s
waist, economizing space thereby. Kach
dory takes two ' men, and the whole
crew, except the captain and the cook,
go off in them every suitable day, an
set trawls in the water outwards from
the ship, like spokes from the hubs of a
wheel. Trawls are long lines, each with
three thousand hooks attached at inter-
vals of a yard, every hook baited with
some smaller fish, either herring, ca
lin, or squid, that the cod afiects. The
trawls are anchored at each end, bait
ed in the day, leit lying over night, an
are stripped of their accumulation oi
fish next morning, being baited agai
when ‘‘overhauled.”” The fish are taken
to the vessel in the dories, eviscerated,
washed, and salted. This routine con-
tinues until the bait is exhausted, and
then the vessel returns home, lands the
fish, takes more bait and salt, and goes
out again. At St. Pierre her catch is
taken in hand by the graviers and
women, who submerge it in crates un-
til the salt has been washed ofi. Then
they scrub each fish with a hard, coarse
brush, and pile them in heaps to drain.
This done, they are next spread on the
beaches to dry in the sunlight and air.

The beaches consist of several acres of
flat ground, covered with basalt stones
worn round by the motions of the sea
for ages. These stony fields surround
St. Pierre, and thousands of cod are
displayed there on. a fine day. Iivery
evening, or if the fog or rain threatens,
the fish are gathered up again and are
covered with tarpaulin. The process
is repeated until the fish are quite dry
and hard. Dry fish are piled in round
stacks; and the rest in oblong ones.
When a sufficient quantity to load a
vessel is obtained, it is packed into her
hold and shipped to market. The ex-
tent of the cod fishing of Miquelon and
St. Pierre may be indicated by the re-
cord of the catch of those islands in
1902, which was 72,500,000 lbs. While
much of the annual product is exported
to other countries, KFrance naturally
gets the larger part. In fact, St.
Pierre furnishes three-fourths of ail the
codfish used in France.

Modern Business Vampires.

(By Geo W, Alger, in The Atlantic.)

HEN shall we begin to consider
the real importance of dealing
vigorously through the criminal

courts with the modern business vam-
pire? By what process of reasoning
can we make a moral distinction be-
tween the larceny of the despised green-
goods or gold-brick swindler and the

H2
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equally real larceny accomplished, for
example, by the rich and quasi-respect-
able promoters of the American Ship
Building Co., that bubble of fraud con-
cerning which the public press has had
so much to say recently. The trustee
who hazards the funds of his trust
estate in Wall street gambling, and
loses, speedily learns to his sorrow that
his offense is embezzlement, and his
punishment severe. How do we dis-
tinguish between the conduct which
places him behind the bars of a prison
and that, for example, of the president
and directors of the Trust Co. so close-
ly associated with the ship building
swindle, upon which the financial report
of the New York State Bank [Examiner
has recently been made public ? The
report shows that these directors made
illegal and practically unsecured ' loans
of enormous amounts and permitted
their president to use his official posi-
tion and the money of the stockholders
and depositors to gamble in floating a
so-called trust of the most flagrantly
fraudulent character. Illegal loans 1

this president were made to ten times
the amount which was authorized by
the banking law, and the Trust Co. pre-
served its solvency only by cutting its
capital in half. “Its losses wiped oul
its entire surplus and necessitated the
sacrifice by stockholders of over one-
half their holdings. Over a million
dollars was charged to profit and loss.”

Progress of Canadian Trade.
(Review of Reviews.)
Wl'l‘llIN the past five years, Can-

ada’s total trade has increased

by 65 per cent.; that of the
United States, 33 per cent.; that of
Britain, 19 per cent. Canada’s foreign
trade is $83 per capita; that of the
United States, only $35. Her revenue
is $12.49 per capita, and her expendi-
ture $7.04. 'The public debt of Canada
is hut $66 per capita, while that of her
sister commonwealth—Australia—is $230
Canada’s over-sea trade last year was
$451,000,000,—more than double that of
Japan; almost equal to Russia’s. Her
merchant shipping tonnage exceeds
Japan’s; her railway mileage is hali
that of Russia.

Every section of Canada has shared in
this wonderful betterment. The fish-
cries of the maritime provinces have
steadily grown in volume and value
through the stimulus of an annual dis-
tribution, in bounties, among the fisher-
men of $160,000,—the interest on $4,-
500,000 obtained under the Halifax
award of 1897 for allowing the United
States fishermen free entry to Canadian
waters for a term of years. The forest
wealth of the Laurentian valleys has
been yielding most generous returns ow-
ing to the rapid depletion of the Am-
erican woodlands increasing the price
of this commodity.
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IT IS

Spreading
FROM TOWN TO TOWN

One merchant buys cry5ta| Sugar, he finds it is just

the same as any other sugar he ever had and tells his
friend in the next town; the result 1s all our 1903-1904

stock 1s sold a month ago.

OUR NEW STOCK IS NOW READY

and is even better than any of our previous stocks.
If it has not spread to your town send us word and we
will be pleased to forward you samples and quotations.

We have both Fine and Coarse grains in

Absolutely Pure Sugar

GROWN IN CANADA
BY CANADIANS
FOR CANADIANS

Manufactured by
Wallaceburg Sugar Co., Limited,
Wallaceburg, Ontario.
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THE MAN

By Edwin Rose.

I£ hear a good deal these
days about  self-made
men, and a good deal
more about ‘‘Captains
of Industry,” but few in

Canada are better known than Timothy
IJaton, and fewer still can boast of as
many real enemies. The story of his
carly life reads like a full-fledged ro-
beginning with his apprentice-
ship to a small general store in lre-
land; his® determination to run away,
coming to Canada when a mere youth,
starting in here at the bhottom rung of

mance,

‘the ladder, and doing almost any work

that presented itseli. He had no money
to begin with, very little education,
and apparently no more business ability
than the average young man in his
teens. Ie inherited a tremendous am-
ount of force, indomitable will-power,
and a constitution that could stand any
amount of hard knocks. He landed 1in
Toronto as thousands and tens of
thousands have landed since—looking for
something to do, nor was he hy any
means competent, either as regards dry
goods or anything else.

Mr. [Caton’s first attempt at
keeping was in St. Mary’s, and was
crude enough in its way to be almost
absurd. He had no credit, very little
money, and no friends. What he bought
he had to pay for, and what work there
was to do he had mostly to do himself.

store-

His experience was rough and discourag-
ing compared with conditions nowa-
days, and meant practically pulling him-
seli up by his  own boot-straps. He
used to drive from St. Mary’s to Lop-

~don for goods, a distance of over twenty

miles. It meant such absolute economy
as regards expense as would soon have
discouraged a less determined man, and
such working and waiting as seem al-
ways necessary to form the ground-
work of any permanent success.
Nobody sold for cash in those days,
but he had to. e had neither money
nor credit enough to do anything else.
The difficulty of cash selling in a small
town induced him to move back to To-
ronto, where money was likely to be
had. His earlier experience had taught
him the people were inclined to be
thrifty, and his impression of the city
was that it was bound to grow. The
first store was located on Front street
location for a retail busi-
ness.  Mr. Faton got the backing of a
big wholesale concern, to the extent of
practically getting goods on consign-
ment. It gave him a chance to make

MR. TIMOTHY EATON.

something of a showing. In reality, it
gave him the -start for his present
enormous business, and one would
naturally expect a feeling of loyalty to
the firm that made his early success
possible. In matters of sentiment,
however, Mr. [Katon is essentially lack-
ing. The one all-absorbing, all-powerful
ambition of the man was to be master,
and once he got into a position to do
it, the wholesale interests came in for
some pretty hard raps. Perhaps, after
all, we are all alike in wanting to be
independent, but that - does not excuse
the almost ingratitude of the man, and
the readiness with which he forgot past
courtesies.

His move to the corner of Yonge and

Mr. Timothy Iiaton.

Queen streets  brought him into some
prominence. It had been a long, hard
fight, with many a discouragement, and
the tenacity with which he held things
together showed the calibre of the man.
Toronto was developing into quite a
city, and it gave him a chance to show
what he could do. Nobody closed early
those days, but he did. Nobody marked
the price on everything and stuck to it,
and competition was not sharp enough
to keep the almanac in mind. Things
were in very much of a rut, and the
very indifference with which the old
stores greeted the newcomer was in re-
ality their undoing.

Mr IKaton was on the right track, and
the conditions he had to contend with
kept him wide awake. His energy

54

BEHIND THE STORE.

doubled and trebled with the first glim-
mering of success. Salespeople and
helpers caught the inspiration of bigger
things, and the move to 190 Yonge
street was soon made necessary by the
growth of trade. Selling strictly fo
cash gave him a distinct advantage, an
to this one feature, more than anythin
else, must be attributed the steady
stride ahead. While the older stores
were wrestling with regular goods -at
regular prices, and carrying stocks, re
gardless of the seasons, Mr. Ilaton wa
ready with a constant succession of
bargains, hought cheap to sell for cash

All went well until it came to adding
new departments and developing along
different lines to anything Toronto had
been accustomed. It had to come—we
all know that now, but the cry of
“live and let live’’ precipitated a hard
fight all over town, and aroused the
hitterest hatred of single line dealers
Almost any other man could have man
aged things differently, but Mr. Waton
would rather fight than eat. UHis idea
was to keep up the excitement and get
people to wondering what it was all
about. Pages of newspaper space could
not have been more efiective in attract-
ting attention, and the building was
soon too small for the crowds that
came. This very indifierence to public
opinion has been characteristic of the
man from the very first, so long as he
was able to sell cheaper—no matter at
what expense of neighborly obligation.

The more recent years have been one
continuous stretch of good fortune, and
in many ways Mr. FEaton is deserving
of credit, but his motto has always
heen the motto of Donnybrook Fair :
‘“Whenever you see a head, hit it.”
Nothing is ever allowed to interfere
with his ever-enlarging ambition—men
and businesses continually being side-
tracked to make room for development.
To what extent this can still be car-
ried remains to be seen. Mr. Katon is
by no means a young man, and so far
as one can judge, no one has yet ap-
peared with anything like his genius for
organization. One after another have
bheen given the reins of . management,
only to find themselves eventually
dropped, for no other reason than lack
of genuine ahility. The persistent
growth of the business carried some of
them to heights they never dreamed of,
and it isn’t to be wondered at that
heads got turned and egotism became
rampant, with comparatively little to
fall back upon when the end came. For
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Paid For Itself.

C. WILSON & SON, Limited, Scale Manufacturers,
ToRONTO. HaMmiLToN, MAR. 19th, 1903.

DEAR SIRS:—

I have used your BALL-BEARING COMPUTING SCALE for several years
now and I believe it has paid for itself a good many times over during that period.
Most of my profits went to my customers in overweights in the past. Now I have
a little left for myself.

Yours truly,

One of a hundred similar testimonials secured by us. Let us put you
on the same road to prosperity. Catalogue free for the asking.

C. WILSON & SON, Limited. TORONTO.
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- Tea, Coffee, Cocoa, Fruit, Etc., MACHINERY.
if Patent Fru it LATEST AND MOST UP-TO-DATE TYPES.
| : - Patent Automatic TEA MILLING, SIFTING, BLENDING and PACKING MACHINERY.
& Washing Machines SAMPLE TEA MILLS AND MIXERS:
K Gas-Heated Roaster—External Flame with Air Pump.
d Power Hand Gas-Heated Roaster—Internal Flame and Automatic Sampler.
2 Coke, Wood, Etc., Roasters. Sample and Window Roasters.
) Grinding Mills, Plain or Ornamental. Patent Chicory Nibber.
d Air Propellers. Air Compressors. Dressing Machinery.
& Patent Fruit Washers. Dry Fruit Cleaners.
§ Quick Sifter and Mixer for Coffee and Chicory and all dry po aders
1
. , THE GROCERS' ENGINEERING CO. | uysroares onrsoous
a AILED FREE.
iy COLE STREET, LONDON, S.E., ENG.
1
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- Goles
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. England. e
is g Every Coles Coffee Mill has a
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I{ Our Grinders wear longest.
‘ No. 17. List Price, $40.00.
:f Frank Magor & Co. TODHUNTER, MITCHELL & CO., Toronto.
: ‘ DEARBORN & CO., St. John, N.B.
¥ ’ Canadian Agents Son '{ronnxs BROS., Montreal.
at ) : : 7 QORMAN, ECKERT & CO., London, Ont.
ne 403 St. Paul St., MONTREAL
” 1 Coles Manufacturing Co.
3 PHILADELPHIA, PENNA.
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no matter how much we may criticise
Mr. Eaton’s tactics, he is a shrewd
manipulator of men, with ability to
swing them any and every way he
pleases. Some few, who consider them-
selves the power behind the throne, are
there for no other purpose than to veil
and cloak the hand that holds the whip,
and one has only to study the develop-
ments of the last year or two to see
how easily and quickly the best of them
are ‘‘thrown.” To anyone who thor-
oughly understands the ins and outs of
the game, it is more fun than a circus,
and if there are to be any bouquets at
all, we must admit that Mr. Eaton is
a past-master in the art of using men,
with absolutely no heart or the first
climpse of sentiment when once he
through with them.

The phenomenal success of the busi-
ness has been nothing short of a mira-
cle, but no one presumes for one mo-
ment that it is invulnerable. Merchants
in city and country have wakened up to
a realization of their own possibilities.
Ioven in the realm of mail orders, oth-
ers are heginning to share the honors,
and the task of constantly discouiiting
the past is nothing like as easy as it
was. No sensible person could expect
anything different. The nip and tuck of
trade is intended. to keep things thor-
oughly wide awake, and the greut law
of average sooner or later affects busi-
nesses as well as individuals. There is
no question but that things sadly ueed-
ed waking up at the beginning, hut it
does not follow that all the ener.y and
all the enterprise is cooped up with any
one concern. The ability to ‘“‘do things
different” is sufficiently general nowa-
days to keep one guessing, and compe-
tition is growing keener every veas.

Thanks to Toronto stores
are now among the hest on the contin-
ent. Thanks to himself, Mr. iaton is
now a rich man, although by no p:eans
iree from responsibility. The business
needs him more now than it eve: difd,
and to all appearances this is likely to
continue. The enthusiasm of giowth
has developed into a mania for expan-
sion, with apparently no stoppingpiace.
Trouble with the Printers’ Union led to
the installation of his own printing and
electrotyping  plant. Trouble with
some of the newspapers led to the sug-
gestion that he would either stop adver-
tising altogether, or else would control
his own mediums. The readiness wit’
which he has always precipitated a Oight
is indicative of the overpowering am-
bition to be master. No one else would
dare be as bold to a degree of reckiess-
ness, and so long as Mr. Eaton keeps on
deck, surprises are apt to follow each
other in quick succession.

someone,
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PRESERVATIVES IN FOOD.

T HE following interesting informa-
tion on the use of preservatives
in food 1in relation to public
health is taken from an address deliv-
ered recently by Mr. J. Hendrick, B.
Sc., Aberdeen, before the Incorporated
Sanitary Associations of Scotland :

All animal foods and many vegetable
ones must either be eaten fresh or
treated in some special way to preserve
the food from decay. Man, therefore,
and especially the flesh-eating races,
early found the  necessity of devising
means of preserving putrescible foods,
and from early times such foods have
been preserved by drying and smoking,
and by the use of salt, sugar, spirits,
vinegar, oils, etc. These older methods
are what have been called natural meth-
ods of preservation, bhecause the pre-
servatives used are all natural constitu-
ents of food. Salt, which is itself a
necessary reagent, playing an important
part in animal digestion, is still used
in pickling and preserving foods. So
also fruits are still preserved in sugar
or syrup, pickles in vinegar, and it is
not only in the Botanical Museum that
spirits are used to preserve fruits and
other vegetable products.

That food could be preserved by ireez-
ing or cooling with ice has also long
been known, especially among northern
peoples. Certain ancient peoples, such
as the Fgyptians, who preserved their
dead, had even a considerable knowledge
of the effect of chemical preservatives,
but they left it to moderns to apply
such methods of embalming to the food
of the people. Tt is only in compara-
tively recent times, only since the epoch-
making work of the great chemist, Pas-
teur, that the real nature of fermenta-
tion, decay and all such processes has
been clearly understood.

But within this short period the move-
ment has heen very rapid, and great de-
velopments have taken place. Most of
the organisms which cause decay in
food cannot flourish in strong brine, in
strong alcohol, or in vinegar. Hence
the use of the substances in ancient
methods of preservation. All organisms
require moisture; therefore, if food is
dried it will keep. Such highly putresc-
ible substances as fish and flesh have.
therefore, heen preserved from early
times by drying and salting. The growth
of all organisms is checked by cold.

The following substances are the arti-
ficial or chemical preservatives which
have bheen chiefly used for foods: (1)
Boric or horacic acid and its compounds;
(2) salicylic acid; (3) formalin or for-
maldehydes; (4) sulphurous acid and sul-
phites; (5) fluorides, and (6) benzoic
acid and benzoates. Of these substances
fluorides and benzoic acid and benzoates

are used only to a very small extent.
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The other four are all largely used.
Though these substances are all of com-
paratively recent introduction, statis-
tics show that they are now used to an
enormous extent. During a recent in-
quiry made by a departmental commit-
tee into the use of preservatives and col-
oring matters in foods, 4,251 samples of
thirty-five different kinds of foods and
drinks, representing both home produce
and imported goods, and derived from
all parts of the country, were tested for
preservatives in the Government labora
tory, and 39 per cent., or 1,659 samples,
were found to contain one or more of
the four classes of preservatives men-
tioned abhove.

Of the preservatives in common use
for foodstuffs formalin is the most pow-
erful, and the one whose case presents
the least difficulty. Formalin is as a
preservative comparable in power to
carholic acid, corrosive sublimate and
other powerful antiseptics which poison
higher as well as lower organisms. Foi
malin is undoubtedly a powerful poison
if taken in any quantity by man and the
higher animals. As a preservative it
has been used chiefly in milk and dairv
products.

Borax and horic acid, either by them-
selves or in admixture with one another
and with other substances, are by far
the most largely used of all food pre-
servatives. They are sold to a large
extent under fancy names and at fancy
prices, accompanied by glowing testi-
monials from Lady X., Dr. Y., and the
Rev. Z. Many persons use them with-
out having any suspicion of what it is
they are using. They are odorless and
almost tasteless substances, and they
are certainly not poisonous in the sense
that mercury or lead compounds are
poisonous. Most persons can take con-
siderable doses of horax or horic acid
daily for a considerable period without
suffering any noticeable 'inconvenience.

With regard to boric acid the con-
clusions of experts are not very definite.
They have apparently heen unable to
agree that it is actually harmful in
small quantities and have taken a sort
of middle course in recommending that
it be entirely prohibited in milk and be

‘permitted in butter and cream in quan-

tities not to exceed certain stated
limits.
After the borax preservatives, sali

cylic acid is the next most largely used
preservative. It is chiefly used in jams,
fruit syrups, beers, wines, cordials, and
temperance drinks. As in the case of
boric acid, - very discordant views are
held by experts as to its effects upon
health. Like boric acid, it is a mild
antiseptic, and it certainly has no severe
action on the human organism in mod-
erate doses.
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A Good Repeater

A prominent grocer, when recently asked what kind

of goods he liked to sell best, replied:—

“Give me a good repeater like Royal Baking Powder; an estab-
lished article of undisputed merit which housekeepers repeatedly buy

and are always satished with.”

NEW baking powders and new foods, like

new fads, come and go but Royal goes

on forever. Grocers are always sure of a

steady sale of Royal Baking Powder, which
never fails to please their customers, and in
the end yields to them a larger profit than
cheaper and inferior brands.

ROYAL BAKING POWDER CO., NEW YORK.
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F.C.CALVERT & CO.

Manchester, England,

whose specialties have been awarded more than
100 Medals and Diplomas for superior excellence
in competition with other manufacturers

Calvert's Carbolic Preparations include Disinfectants,
Dentifrices, Soaps and other toilet specialties, which are
well known, reliable articles. finding a ready sale in
England, the colonies and many foreign countries. The
Soaps are probably of most interest to grocers and full
particulars and prices of the various qualities, suitable
for the Canadian market, in addition to the two enum-
erated below, are givenin price list mmailed free on request.

Calvert’s 20 per cent. Carbolic Soap affords protec-
tion against mosquitos and other insects, and is also
refreshing to use. Each tabletis packed in ametal box.
Retail price, 30 cents a tablet.

Calvert’s No. 5 Carbolic Soap is a good soap for all
ordinary purposes, retailing at the low price of 5 cents a
tablet.

F. €. C. & Co. ensure the quality and efficiency of their
soaps by guaranteeing definite percentages of carbolic
acid.

have now opened a wholesale depot for the further
extension of their Canadian trade, at

E.W.GILLETT

ABSOLUTELY PURE.

SOLD IN PACKAGES AND CANS.

Same Price as the cheap
adulterated kinds.

TORONTO,.ONT.

807 Dorchester St., Montreal.

W. T. LEACH, Representative
Price Lists, ete., mailed on application

October 21, 1904

GILLETTS

“ENTERPRISE”

- Rotary Smoked Beef Shaver Rapid Grinding and
Pulverizing Mills

40 Sizes and Styles for Hand, Steam and Electric Power

sy With Patented “@a
Self-Sharpening Device

R, EoSHRRNG
LIFTING A LATCH DROPS

SHARPENER INTO PLACE

A FEW TURNS OF THE WHEEL
GIVES BLADES A KEEN EDGE

No. 125, 1 Blade, - $22.50
No. 129, 2 Blades, - 22.50

We also make

Self-Priming and Measuring Pumps, Self-Measuring
Faucets, Bung Hole Borers, Self-Gauging Cheese
Knife, Meat and Food Choppers, Etc., Etc.

Illustrated Catalogue Mailed Free

Order from your Jobber No. 512 i

\
<\
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The Enterprise Mfg. Co. of Pa., Philadelphia, U. S. A.
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MAIL ORDERS IN COUNTRY
STORES.

HE evolution of the depart-
mental idea has worked a
great change in
storekeeping. In fact it has
changed the whole method and
manner of country retailing, anid the
end of the changes is not yet, for other
forces are at work even now which,
when their work is completed, will
jar towards altering the conditions of
life in the rural districts. That some
of them will bear hard on the small
village stores is more than probable,
but they will greatly benefit the towns
where a fair-sized store is located. The
clectric railways that are building, and
are projected, are one of the most im-
portant of these changes, as they will
make trips to the larger towns easy,
and will bhe utilized in the near future
1o lower the cost of the distribution of
roods from them.

o
g0

Bring Country and City Closer.

The improvements that have been
made, and that are sure to come, are
hringing the farmer and his family into
closer touch with city life by supplying
a large amount of advertising matter,
and as well giving him the city daily
papers, etc., and the weekly and month-
Iv magazines. Though much of this ad-
vertising matter comes from the metro-
politan stores, which so keenly compete
with the local retailer, and though i
undoubtedly robs him of a great deal ol
the trade he claims as his own, it is in
a certain way of benefit to him, as the
closer the farmer and the resident of
small  towns can be bhrought in touch
with the outside world, and the mo
interested he bhecomes in its customs
and habits, the more thought he be-
stows on the appearance and surround-
ings of himself and his family.
increased pride calls for better c¢lot’
and more of them, and for better an
vicher furnishings for his home. I°
though he does send away for some of
these increased wants, the country mer
chant who lays himself out to gather in
some of this trade finds that he has a
permanent demand for not only a better
and more profitable class of goods, but
for more of them.

Educating the Trade.

Though it looks as if all these
changes would favor the city mail order

country .

This -

business, and it is certain that at pres-
ent this business is hurting the country

trade, particularly in  the smaller
stores, yet it is becoming more and
more apparent that the country mer-

chant is determined to have his prope:
share, and now that he is waking up he
is going after the mail order man in a
thorough and systematic manner, and
he is doing it in the right way, too.

He is educating his trade; he is perfect-

ing his store system, and stopping the
leaks, by improved and more scientific
methods of running his business. He is
copying his big competitors and learn-
ing their methods, and in many other
ways he is working to gain the trad
that rightfully belongs to him. Then,
too, he is buying more carefully, and
assorting his stock better.

Adopting Departmental Ideas.

Whenever conditions make it possible,
the retailer outside of the large cities

is adopting the departmental idea to a

greater or less extent, and so far have
nrany of them progressed in this direc-

tion that the next move must he to
fight the mail order department with
its own weapons, by getting out a

catalogue and establishing a mail order
department of their own. This, indeed,
is only part of a development that
bound to come, and is in the natural
order of things the logical move of the
big local store. There is no reason un
der the sun why a mail order depar!
ment should not be conducted by the
hig local store, with perfect and con
plete success. The fact that
stores must- draw the greater part o
their trade from the farming com-
munity in the surrounding district, will
lead them to use the means that the
metropolitan stores have so successiully
made use of.

The fact that they have already
copied so many of their trading methods
will make it all the easier to install
this one; indeed, the country merchant
made this departure possible when he
put his business on a cash basis, and
this is a method of trading that he was
forced to adopt in defence, just as he
will the mail order, since he found he
could not compete with his large rivals
on any other terms. Wherever the de-
partmental idea has been introduced,
the credit system has had to give way,
and this has become so general that the
cash or credit contention is not so in-
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teresting at the present time. It is an
issue that is pretty well settled, as the
majority of stores of any pretentions
are run on a strictly cash basis, or in
some centres where there are large col
porate interests, who pay monthly, o1
what is reckoned as its equivalent —
thirty days’ accommodation accounts
Value of Catalogues.

From an advertising point of view, a
good catalogue forms a splendid means
of placing, not for a second or two, but
for six months, the name of the firm
that sends it out, before the purchasing
public. The<list of departments,
the goods carried in them,
placed before prospective customers in
an unrivalled manner by the cuts, de
scriptions and price lists in a cata
logue, and the best of it is, is that a
catalogue is always kept for reference,
and to order by for the time it covers
Then, too, merchants often claim tha'
their goods are quite as cheap as thos
of the city stores, but are not able to
drive their arguments home because
there is no means of instituting a com
parison. They will find this done by a
catalogue. This is a comparison thal
the country retailer must and should be
able to meet, as retailing expenses
should not he so high in the

and

car

small

centres, and this ought to ofiset the
fact that the metropolitan stores can
buy at more advantageous prices, be

cause their outlet is so great that the
can buy in great quantities. Ii the
local merchant’s catalogue price aund the
city merchant’s price is the same for an
article, local prejudices will operate iv
nine cases out of ten in favor of the
local store, and it is to it that the or-
der will go.

The Salesman and His Ideas.

A salesman in one sense may be re-
garded as a ‘‘clearing house” of com-
mercial ideas. He is brought into daily
contact with men of business ; he absorbs
an idea here, and giving it off there, re-
ceives in return another thought.

A merchant, who through an obstinate
adherence to the belief that he knows it
all, refuses to grant a salesman every
possible courtesy, who does not give him
an opportunity to give out ideas, is neg-
lecting the greatest possible source from
which to draw thought, on which he may
base right opinions for advancement.
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PRESENT DAY JOBBING
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S commonly practiced, the
process of distribution is
threefold, comprising the ac-
tivities of the manufacturer,
jiobber, and retailer. The

manufacturer makes the goods from raw
material and sells them in large quan-
tities to the jobber, who in turn dis-
tributes in smaller lots, and often
times on easier terms, to the retaile
There are exceptions to this, but as
rule the manufacturer does not reach
the retailer, much less the consumer,
directly, and cannot do so to advantage
The iobber is an intermediary who a-
sembles various lines of goods, carries
a larege and assorted stock, and In
means of traveling salesmen and other
agencies, sells these coods to the re
tailer in small assorted lots, while the
retailer supplies the consumer.

The lobber stands in a very impnrtant
position to the manufacturer, in that
he purchases goods in large quantities.
For many things, the demand is season-
able and must be supplied in quantities
at one time Feconomical manufacture
demands a regular, - even output, and
most manufacturers lack hoth the capi
tal and- the facilities for storing their
output against a heavy and brief de-
mand coming at long intervals.  The
obbers unite in taking this output off
the manufacturer’s hands, storing and
paving for it, so that the manufacturer
is provided with current funds instead
of being forced to bhorrow large sums
against the ultimate sale of an accumu-
lating stock In but very few lines is
it practical for the manufacturer fo
reach  the retailer  or the consumer
direct . The jobber keeps a varied stock,
which is constantlv growing more and
more diversified and complex, and justi
fies his existence hy selling these goods
in assorted lots on a small margin of
profit to the retailer, on terms which
are favorable to the small dealer, and
oftentimes carries  him  through dull
seasons, and aids in the development of
his business.

The jobber distributes these great
stocks of goods hy means of extensive
stores and warehouses, a large corps of
traveling salesmen, and an office force
well equipped with buyvers, hookkeepers
and correspondents.

The Johber —A Modern Product.

The jobber, as he is known to-day, is
a modern product, having existed only

By James H. Ritter

since the introduction of the factory
system. When goods were almost en-
tirely made by hand, the artisan was
usually his own retailer, and not only
did the manufacturing but sold his
wares directly to the consumer. A
large proportion of all the articles
made two hundred years ago were made
to order only. Of course there were ex-
ceptions, as in the case of imported
goods. The old caravan routes crossing
Asia and FEurope are a proof of this
fact, but the total sales made in this
way were trifling compared with the
dimensions of trade to-day. The local
artisan knew his customer, but with the
advent of the manufacturer, production
hecame so great that manufacturers
soon lost sight of the consumer. They
now made the goods in quantities and
sought some one to distribute them.
This distributer was found in the joh-
ber.

There can he little doubt that an am-
bition to do a larger business is often-
times the prime motive in the develop-
ment of a retailer into a jobber, and the
retailer engaged in this struggle is too
apt to rely upon his retail business for
his profit, and to consider his jobbing
husiness -as simply so much gain. This
is a mistaken view. It often causes
much harder work with little or no re-
sult, and the small dealer making this
venture is very apt to become financial-
Iy embarrassed in an attempt to carry
his smaller customers, while the neces-
sity for buying in large lots, in order
to rank as a jobber, and to obtain low-
er prices from the manufacturer, con-
stantly induces him to over-buy.

@S

Importance of Travelers.

The main  reliance of the jobber in
placing his goods upon the shelves of
the retailer is upon traveling salesmen,
who take samples of the wares with
them and go all over the land, into the
smallest hamlet, describing the goods,
their origin, their peculiar qualities for
sale and for use, and aiding the shop-
keeper in estimating the quantity which
he will be able to use during the sea-
son. The retail trade of this country
owes a vast debt to the traveling sales-
men, for the knowledge given regarding
the goods which they handle, the ex-
planation of business customs and train-
itg received in business methods and
ideas. The traveling salesman is the
local representative of the jobber, and

60

if the jobber prides himself, as many
do, upon husiness-like habits, and prac-
tical and correct methods, salesmen
cannot fail to impart some of these
ideas to the dealer. The retailer is
constantly growing more intelligent,
partly because of his pertinent inquiries
from traveling salesmen about the
credit and the amount of fire insurance
he carries. Such questions bring home
to the retailer the necessity of adopting
correct business habits.

It may be asked : ‘‘Is not the jobber
a costly distributing agency ?’’ and it
must be conceded that this service is
not obtained without expense, but the
jobber works on a close margin and the
net returns to him are meagre compared
with those of the manufacturer and re
tailer, who both enjoy far greater per-
centages of profits, while the annual in-
crease in wealth and growth of manu-
facturers far exceeds that of jobbers.
Owing to the severity of competition
jobbers are compelled to cut their ex
penses down to the lowest possible
figure, and it is hard to see how goods
could reach the retailer in any othel
way. Under the jobbing system the
manufacturer is relieved of the responsi
bility and immense and often prohibitive
cost of introducing and distributing his
goods in small amounts. In this age of
specialization the jobber is a specialist
in marketing goods and makes it his
lifelong study to do this economically
and to the best advantage.

Functions of the Jobber.

Is the relation of jobber to manufac
turer and retailer to continue ? In
order to consider his position more in
telligently let us look more closely into
the jobber’s functions.

1. As a rule, a manufacturer makes a
single line of goods and, by reason ol
his concentration, is able to manufac-
ture cheaply and to the best advantage,
but the cost of selling these single lnes
to the retailer would be so great as lo
make such a course prohibitive. Some
interesting analyses have been made
showing the number of various manufac-
tures included in a single bill purchased
from a jobber. One frequently sees such
charges amounting perhaps to 200 Ibs.
in weight and $25 in value and yel re
presenting fifteen or twenty manufac
turers, clearly showing the enormous
cost which would be incurred if the fif-
teen or twenty manufacturers attempted
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A Vinegar with Advantages. 1
’ You want a brand absolutely pure. One which will keep a long .z
time without deteriorating. One known for its delicate aroma and it |
its excellent flavour. Hill, Evans & Co. (Worcester, Eng.), pre- 4
duce the one. A Malt Vinegar which is unapproached by any othor y ¥
for these essential properties. A Vinegar you may always rely upon. |

Quinine Wine with a Reputation.

Robert Waters’ Quinine Wine enjoys a 5o-year reputation as 4
the finest tonic known. |

sl.l Export Agents—ROBT. CROOKS & CO,, Botolph House, Eastcheap l'
is London, England. 4!
t,
?: You are not well matched, if you do not sell our |
: MATCHES |
. B
b BEST and CHEAPEST on the market.
. !
ed "
The Walkerville Mat.ch Co. :
LIMITED i
' WALKERVILLE, ONT. m
h?r t

WE
SUGGEST

- PATERSON’S
WURLESEIER WE HEL; YOU
. B SAUCE -
\ 2, “Imperial Brand”

e as a.quick seller and easy
profit getter. It will pay

MAPLE SYRUP

e, : - by advertising it. This

ml'-:’ QJ}' ‘ you to lOOk into thls Pro_ gives it a big advantage.

e 1t1 21n. :

e position .

fac-

ised ROBE & LAFLAMME, Agents, MONTREAL
uch ROSE & LAFLAMME

AGENTS,, MONTREAL.




to sell their goods directly to the re-
tailer, while the freight and express
charges on small quantities would alone
make such direct dealing impossible.

2. While one or two manufacturers
Lhave attempted to make a general line
comprising most ol the articles needed
in one jobbing line, there is no manu-

to-day who can make a suffi-
varied output to supply all a

needs, and, as we know, the
manufacturing is
more and more towards the manufacture

facturer
ciently
1obber’s
tendency of  modern
of a single liné of goods—in some cases
of a siugle -quality.

3. Frequently, manufacturers do not
have suflicient capital to enable them to
dispose ol their goods in small lots to
the  retailer They must have funds,
and, by selling in large lats to the job-
ber, who usually takes the goods in ad-
and discounts his
purchases, they are able to do business
on g smaller amount of capital.

4. The business qualities which go to
make up the manufacturer and the job-
different. There
cases where manufacturers

vance ol the season

ber are oltentimes very
ale Irequent
are capable makers ol goods but not
successiul in mwarketing them.

5. The jobber insures the manufacturer
a4 more certain market. We have known
large - manufacturers, who have had on
their fifteen or twenty cus-
tomers, all of whom were large jobbers,
while these same jobbers, probably had
i Iany three  or four thousand
retail their individual led-
gers. manufacturer, therefore,
knows where he can dispose

hooks only

cases
accounts on
The
practically
oi his output, and is enabled to do busi-
ness with greater certainty. In view of
conditions, it may well be
that the jobber is a most use-
economical factor in distribu-
tion. It is not fair to part from this
without mentioning a develop-
ment of the last few years, which neces-
viewing
standpoint.

all  these
claimed
jul  and

subject

sitates lobbing from another

This is the growth of the

so-called catalogue houses.  These may
be divided nto two classes :
a. Catalogue jobbers who, like the

obhers, sell to the retailer only.

h. Catalogue retailers who ignore the
retailer, and sell directly to the con-
sumer.

Both use the same general uwllmd.:—l;
trying to  buy directly  trom
in sending  out
price catalogues

manufac-
large  net
in which they endeavor
to outhid all others in making low and
attractive prices This business has
had a remarkable expansion, particular-
ly in the West, but side by side, has
gone the development and increase of
the jobbing business. This raises the
question of the efliciency of the cata-
logue as compared with the traveling
salesman. There is no doubt that the
usual preference of the retailer would be

turers and

THE CANADIAN GROCER

to buy goods from the traveling sales-
man. Catalogue or no catalogue, more-
over, the salesman on the spot will get
the order if he meets the price. The
jobber has a great advantage through
his salesmen over a firm selling by cata-
logue. He is kept more constantly ap-
prised of local conditions, and so in
much closer association with his cus-
tomers.

Modern Methods Adopted.

Jobbers have always shown them-
selves ready to adopt new methods and
customs. Only lately automobiles have
been called in their -service. Traveling
salesmen may now be found going
through the country in automobiles, in-
dependent: of railroads, time-tables and
annoying waits at railway stations. It
is safe to say the jobbers will not al-
low themselves to be set aside, and, in-
cluding in their class many of the keen
est minds in business, they will not be
slow to adopt promptly such methods
as ay be needed to  maintain their
position. Traveling salesmen were un-
known some forty years ago. Ii the
retailer  prefers to buy by mail from
catalogues, jobbers will no doubt be as
ready to dispense with traveling sales-
men as they were to take them on forty
years ago.

While the catalogue retailer is noi
specifically included  in- our discussion
his effect on trade relations warrants a
few words. The catalogue retailer is an
even later evolution than the catalogue
lobher. Several large houses now aim
to ignore the local retailer entirely, and
sell directly to the consumer. = The
methods of these houses may fairly be
regarded as questionable, The local
retailer is naturally more or less promi-
nently identified with local interests,
and the merchants of any country town
are the pushing and progressive men of
the place. They pay local taxes, there-
by helping to support the town and
county in which they live. They carry
their customers, particularly in farming
and smaller urban communities, for long
periods. In times of crop failure, or
even in good years between crops, the
local retailer is oftentimes the main de-
pendence  of the farmer, who, without
the credit given him by the retailer,
would be unable to get the necessaries
of life. The retailer falls back upon the
jobber for similar support in credit, but
the benefits conferred by the local re-
tailer in this way are hardly sufficient-
ly appreciated. Too often, the tempta-
tion of an apparently low price will
cause a consumer living in the country
or some small town to send his cash to
a catalogue retailer in some large city,
while the same day he may go to his
local retailer and ask three to six
months’ credit on something that he is
buying from him. One such house, for
example, issues a catalogue saying in
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large type to the consumer : ‘‘This
gives you the price your dealer pays for
the goods he buys and will prevent him
from overcharging you on any goods
you buy from him.”” This is simply a
dog-in-the-manger business, entirely ig-
noring the principle of “live and let
live.”” The moral propriety of such a
policy is certainly doubtiul.

Disadvantages of Mail Orders.

Apart, however, from the ethics of
the case, there are many disadvantages
of dealing altogether by mail, as the
average consumer wishes to see and
handle goods before he buys them. This
feeling is so strong that it seems to in-
sure the permanency of the local dealer,
and yet if he is to remain, the consumer
must realize that he owes a duty to his
retailer, and that it is not fair or right
to send his money to a catalogue house
at a distance, while he compels his local
retailer to wait for his money until he
sells his cherries in the Spring or his
corn in the Fall. If the local dealer is
to remain, how can his wants be sup-
plied except by the jobber ?

Jobbing ethics, on the whole, are
most creditable. All first-class jobbers
to-day act on the principle that they
are in business to stay. Many can boast
a history of from fifty to one hundred
years, and no jobber can expect a con-
tinued existence unless he practices
honorable methods, thereby winning and
retaining the respect and confidence of
the trade. The inducements the jobber
has to offer to-day are those of loca-
tion, size and variety of stock, prompt
shipment, courteous attention, fair
treatment -and low prices, and much at-
tention is paid by all progressive
houses to the improvement of these ad-
vantages.

As for the traveling salesman himself,
it may be said there has been a decided
development in his character and habits.
The old-style traveler, who was always
associated with late hours and whose
disposition was to treat his customers
to liquor, is largely passing away. A
certain mayor of Philadelphia in an at-
tempt to abolish music gardens gained
notoriety by his remark, ‘‘Beer and
music won’t mix.” The general con-
sensus of opinion in the jobbing trade
is that liquor and business will not
mix, and the successful salesman of to-
day must not only be a man of reliable
judgment, bright and enterprising, butl

he must also have clean habits and a
good character.
Jobbers’ Associations.
Recent years have shown in some

lines of business the tendency of jobbers
to come together in jobbing associa
tions, and this is in line with the gen-
eral trend of industrial affairs. These
jobbing associations, as a rule, do not
partake of the nature of a trust, and
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BUSytau’ Brand

COTTON
CLOTHES
LINES

—AND —

COTTON
TWINE

Cotton Linesare as cheap as Sisal or Manila
and much better.

For sale by all Wholesale Dealers
See that youget them,

FLIES CARRY
DISEASE

AS YOUR CUSIOM-
ERS WELL KNOW

offend your patrons if you

WILE 7 ot offer them 0‘t)lsv-blown and fly-
e oed poNey & -
be Cy On your par

WILL IV SOV spr%ud gx‘l’t a few sheets of
Tanglefoot in your store and
shop windows to show that
you are anxious to please
your trade with clean, whole-
some goods ?

WILL IT NOT make you many fitable
sales to keep Tanglefoot con-
stantly at work within sight
of every person who enters
your store ?

A Two Cent
Mistake

Don't amount to much
inany business, but the
striking point is that
a clerkis just as liable
to make a mistake of
§2.00 as he is of two
cents, and a few mis-
takes like this would
pay for enough of
Allison’s Coupon Books
fo last & year or more.
With these books mis-
takes are impossible.

IF A MAN WANTS CREDIT

for $10, give him a $10 Allison Coupon Book, charge
him wit $10, and there you are. No trouble at all.
If he buys a plug of tobacco for ten cents, just

off a ten-cent coupon—that'sali. And so on for all
hn‘s)surchuecu to limit of the book. NO PASS
BOOK. NO WRITING. NO TIME LOST. NO
KICKING. There are other Coupon Books, of course,
but why not have the best? Let us send you a
free sample.

For Sale in Canada by
THE EBY, BLAIN CO., Limited, TORONTO.
C. 0. BEAUCHEMIN & FILS, MONTREAL.

ALLISON OOUPON 0O., Manufacturers.
indianapolis, Indiana.
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TEA.

l.ll“ﬂll UIRED in Canada and United States
to se

and obtain wholesale orders for Ceylon

and Green Teas on co on. Apply,

¢« COMMISSIONER,”’

OANADIAN GROOCER,
88 Fleet SBtreet E.C. London, Eng.

SPARKLING
GELATINE

FAMED for SIXTY YEARS

Gives a bright Transparent
Solution and is

Always Uniformly Strong,
and always trustworthy.
Sold in shredded form in well-

known checkerboard boxes.

Agents for Canada—

C. E. CoLson & Son, Montreal.
D. Masson & Co., Montreal.
AxtHur P, Tierer & Co,
“Voronto, St. John's, N.B., and
Montreal.

BURLINGTON CANNING (O,

Burlington, Ont.

We are sellers of

Gallon Apples.

Limited,

QUALITY
FIRST

PUMPKIN,
CATSUP,
PORK and BEANS

Spies,
Baldwins,
Greenings.

in all forms.

The best are the cheapest.
Why not have the best?

WRITE FOR QUOTATIONS.

Every Housewife...

knows the advauntages of
It's the
foundation of a clean
home. We want you to

a good broom

know our brooms. They
are good brooms. Drop
us & line aud our traveller
will call

The

Waterloo

Broom and
Brush

Co.,
WATERLOO,
ONT,

DON'T DECIDE

DOUBLE CELLAR OUTFIT.

NOT TO BUY NOW
UNTIL YOU HAVE FUL-
LY INVESTIGATED

The Bowser

Self-Measuring

Oil Outfit,

is greatly improved and the best

we have ever made. It has many

advantages which vou would find

would materially assist vou in

making a profit on your oil

handled. In fact, it will in a very

short time save you more than it

cost. It costs you nothing to

investigate. Write today for tull
Ask for

information. It's ftree.

Catalog “B.”

S. F. Bowser & Co., Fort Wayne, Ind.
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are a menace neither to the retailer nor
to the consumer. An evil factor in
competition has po.;eu personal feeling,
and jobbers, frequently in the same city,
have oftentimes sacrificed profits simply
because, not coming in contact with
BB fellow-jobbers, they have taken for
granted that their competitors were not
worthy of acquaintance, and simply fit
- subjects for commercial war. Jobbing
biei associations have done much to remove
| this personal feeling. The mere fact
that the members ineet occasionally,
and perhaps once or twice a year sit
down together to dinner, goes far to-
ward breaking up this feeling of person-
al animosity which is far too costly to
R be carried into modern business. It is
rarely that such associations attempt
to regulate prices, but by Iree inter-
change of information, they prevent the
spread oi unfounded reports, and work-
B ing together are able to take up such
matters as Ireight charges, postal and
express rates, and trade abuses , while
sole assoclations have deliberately pur-
sued a policy of educating their own
weaker members into proper business
habits.

}

B
‘.
£

These associations also stand in im-
portant relation to the manufaclurers,
and have irequently been able to induce
them to adopt better methods in the
disposal of their goods. The associa-
tions have taken the view that jobbers
are the natural outlet for the manufac-
turer, who should regard the jobber as
his selling agent, and not his enemy,

and that their interests are joint and
often identical. Manufacturers have in
many cases readily responded to this

liberal idea, and an element ofi harmony
has thus been brought into their rela-
tions. In all such matters, jobbing as-
sociations have been highly useful,
while in these days of mammoth cor-
porations and trusts, they have ofiten
been able to command a hearing where
the individual jobber would have been
ignored.

Suchi, then, is a briel account of the
iobber as he appears to-day. He is the
outgrowth of modern business condi-
tions, and well equipped to distribute
cheaply and to the best advantage the
vast volume of goods daily outpoured
by manufacturers who find it imprac-
ticable to market their goods directly.
There seems to be no other channel
through which the retailers can be so
economically and advantageously sup-
plied with a sufficient assortment of
goods in all their variety of sizes and
styles. No other agency ofiers to carry
the retailer financially through dull
seasons and times of stress, and with-
out the jobber, manufacturers would
often find it impossible to obtain proper
representation to the retailers. The
jobber has won his position by hard, in-
telligent work and economical service,

P —
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and is apparently an indispensable
agent -in the distribution of goods.

GOSSIP FROM TRADE PAPERS.

HAT the grocery trade press is per-
forming an important mission in the
interest of trade generally is em-

phasized by the accompanying timely
utterances on the subject.
CALL A HALT.

For years the continued unselfish work
of the grocery trade press has been illus-
trated through its strong advocacy of the
formation and strengthening of grocery
trade organizations. Through its reading
columns and by personal solicitation, it
has urged manufacturers to contribute
financially to this association work, know-
ing full well that every dollar thus con-
tributed has affected its advertising in-
come; for invariably these sums were
charged to advertising account and not
te profit and less, where they belonged.

The results of the past few years have
shown conclusively that after the forma-
tion of an organization has been consum-
mated it should be maintained "through
the dues and contributions of its own
members, and this drawing upon the
advertising funds of the jobber and manu-
facturer stopped. Retailers should fully
know and appreciate that every dollar
obtained by them through this aggressive
mendicancy is taken from the legitimate
source of income of trade publications,
thus wronging their best friend
advocate.

and

An association, no matter iu what line
of trade, that cannot be supported hy its
own members after its organization, is
barren of self-respect and should be dis-
banded, as it is a sham and not the help-
ful force instituted for the benefit of its
members. ‘‘Can honest, intelligent, cap-
able action be expected from any trade
association supported by outside dona-
tions, with any mere reason than you
could look for it from among dependent
inmates of a bounty-fed county poorhouse?

If our association is to become a power
for good for the grocery trade its support
must come from the men who are going to
be benefited. A man values most what he
pays for ; anything he may have given is
valued at next to nothing. We agree with
a well-known grocer when he said: “‘I am
afraid that no association can be of much
good when it has to rely upon manufac-
turers for support.”

It is high time the retail grocer awakened
to the sense of his obligations and support-
ed the association movement as it should
be supported, for it is when he shows him-
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self willing to try and work out his own
salvation, instead of being content to re-
main silent and look on, that any associa-
tion will become a power for good, and
only then.—Retail Grocers Advocate.

THE TRADE PAPER A NECESSITY.

Few level-headed business men to-day
believe they could carry on their enterprise
to the best advantage without the aid of
the trade press. In whatever line of busi-
ness effort he may be engaged the man is
apt to be regarded as woefully behind the
times if he ignores this potent agent for
facilitating trade and industry. In the first
place there is no exaggeration in the claim
that the modern trade journal provides the
most effective as well as the cheapest means
of bringing the manufacturer or merchant
into correspondence with those to whom he
would sell his goods. The experience of
almost every successful manufacturer backs
up this assertion. As a vehicle for the in-
troduction of new goods the columns of
the trade paper are unsurpassed. Consular
representatives have borne frequent and
emphatic testimony to the efficiency of the
trade journal as a missionary in stimulat-
ing the demand for domestic products in
foreign countries. ‘‘ The trade papers on
file in foreign consulates, chambers of com-
merce and other commercial institutions in
Europe are unquestionably furthering the
interests of our export trade,” says the
American commercial agent at Eibenstock,
Germany, ‘‘ and while the advertisements
contained in these may not always produce
business at the outset, they lead to inquiries
which, if promptly and carefully answered,
very frequently lead to trade openings
abroad.” The up-to-date business man uses
his trade journal in the most resultful way.
He gets points from it which he could
secure in no other way, and he utilizes
the information thus gained to the advant-
age of his own particular business. The
more he is concerned with his trade paper,
and the further he enters into the reading,
as well as into the advertising section, the
freer the outlook he obtains over conditions
in his special line, as well as the general
business conditions of the country. Where
the trade journal does not confine its
functions to the commercial side of the
trade to the interests of which it is de-
voted, but provides technical instruction
and practical information bearing upon
such trade, its value to its readers is still
further enhanced, and when its columns
are thrown open for the exchange of ideas
and experiences between men interested in
the same things, it becomes a medium for
uniting the members of a particular trade
in fully as close relations as does the trade
association.—The Metal Worker.
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MOLASSES

Finest quality West India Molasses in cans.

For samples and prices write to

The Dominion Molasses Co.,

—_ —= Limited ——
HALIFAX - - -

Agents

GEO. MUSSON ¢&- CO., TORONTO
JOHN W. BICKLE & GREENING, HAMILTON
GEO. H. GILLESPIE, LONDON
JOSEPH CARMAN, WINNIPEG

- NOVA SCOTIA.

THE CANADIAN GROCER

Wy
PAY BIG PROFITS

Suppose two articles cost you 16 cents and you sell each
for 20.

Do you figure you make the same profit on each ? Not
necessarily.
You may make 25 per cent. on each but one will pay

maybe 300 per cent. a year, on account of frequent turn
over ; the other, perhaps, only 75 per cent.

IT'S THE TURNOVER THAT COUNTS

Brands of intrinsic merit well advertised sell with the
least expense and trouble to the dealer and they pay good
profits because they keep your sixpence nimble. The sooner
you get vour order in for the 57 Varieties the sooner the
turnover begins.

H. J. HEINZ CO., - Pittsburgh, U.S.A. |
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(ood
Brushes

Many housekeepers are “ finicky”

about their brushes—please that class of women on quality,

and you are safe with the class that don't care.

We are particu-

lar that every brush we make shall conform to one ideal standard

in its class.

You may know in advance what to expect when you

sell BOECKH’'S BRUSHES and BROOMS —satisfied

customers.

We also depend upon obtaining vour Good-will.

United Factories, Limited,
Head Office: TORONTO. Y.

BRANCHES:
MONTREAL
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COFFEE

——— T ¥

There is no use expecting real good coffee, if the
circumstances are not favorable. Not every man who
advertises big gifts—gives them. He can’'t. Nor can
everyone do the coffee trade to perfection. (Good goods
well bought are hLalf sold and this is the main reason
for Pure Gold success. Then we blend our coffees
with a full knowledge of the requirements of your locality
and the coffees never change. Why? Just because

the cup quality must reach a clearly defined standard

and stay there.

N T LA NI

Our 28c. blend is a charming coffee. =~ Why not

order a. can just now ?

Pur¢ Gold Mig. Co., Toronto.

COFFEE
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Window =nd Interior Displays

Treatment of the Window Dresser.
GROCERY store seldom finds
it expedient to engage a
professional window dresser,
as is eommonly done in the
larger dry goods and depart-
mental stores, but every merchant should
~eleet a clerk, whose duty it is to at-
Even
il there are many elerks who could fill
talents should be
placed at the disposal of one, who is at

tend to and dress the windows.
ihe [illSi“Hll, their

liberty to use or refuse them as he sees
fit.

Choose the clerk whose artistie taste
and ingenunity can be depended upon;
place the window entirely in his charee,
and give him the responsibility that will
put him upon his mettle. Where one
clerk is held responsible, he will see
that the glass is bright, the display neat
and elean, and will keep ever before his
mind the next arrangement. It takes
mueh time to plan a widow, and there
shiould be one man who has little else to
think about.

Onee the window dresser is seleeted.
and the few rules whieh you may have
decided to follow, explained, give him
entire charge. It he is worth keeping
he will not be above suggestions from
any souree; but do not, execept in ex-
treme cases, attempt to eoerce him. No
window dresser can get the effeet he is
after, when foreed to adopt the detailed
plans of another. He will feel interest
cnough in his work to do his best, and
liix experience will scon place his ideas
ahove the plane of many of those eman-
ating from an inexperienced man.

A ftew of the points to be insisted’

apon at the first are: (1) windows should
not be used as bill boards, (2) display

and glass should be kept elean, (3) goods -

hould be injured as little ‘as possible,
(4) priees should be honest, (5) nothing
should be displayed that is not in stock
and (6) ehanges should be made at ecer-
lain intervals.

Do not restriet the window dresser
too. mueh in the matter of expense of
A $5 window may sell $100
Do not get in a rage if some
hittle injury is done the geods; it eosts

designs.

i goods.

money to advertise. It might be found
advisable to set apart a certain sum
each year or quarter for display pur-
poses, only allow your dresser to use it
m his own time and way.

And don’t forget to praise him if his
work is goed, and to give him eredit for
an admired display.

Let him confine himself to the window
vhen in the aet of arranging a display,
and do not eall him away to wait on a
eustomer, or for any other reason. A
disturbed window dresser does not give

The Canadian Grocer.

Timely Hints
and Suggestions

admit of a great variety of
ments and effeets that are sure
attention. In

arrange-

to at-
addition, pieture
windows may be devised

tract
which while
effeetive are simply construeted and
what will be expected by the season’s
shoppers.

Live animals of any kind can never
he passed by. For Thanksgiving a few
furkeys ean be kept iu the window, one
merchant who adopted this plan, offer-
ing them as prizes for a competition he
was earrving on.

A Prize Window Shown by Wm. Marshall, Sault Ste Marie, Ontario.

attenticn to a eustomer, and
Treat
him as an important part of the busi-

his best
his plans are apt to misearry.

ness, and his ideas will expand, his dis-
plays improve and the business prosper
and increase.

Holiday Displays.

Y OR the Thanksgiving and Christmas
l‘ season speeial displays have ecome
For the latter
the various goods peculiar to the season

to be a necessity.

67

a table well set with Thanksgiving din-
ner delicacies will also pay at this sea-
son. By the same means breakfast
foods can be displaved. In one win-
dow a man and woman were seated aft
= table eating a good breakfast.
Mechanieal toys will ever bhe an ae-
t action and while not as a rule adver-
{is.1. the goods, they can be made to
do sc. with a little thought. For in-
stance a milking scene in which the
e¢aw’s head moves backward and for-

A dressed turkey or

o st
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ward, a-boat moving around in a tub

of water at the edges of whieh are
i small boxes of tea to revresent the im-
port side of it: many others can he
thought out by any  skilltul  windew

dresser.
HH Packages of tea, raizins, starveh, ete.,
and eanned goods can be built up to re-
present local buildings.  These dispiays
can be made onee a month and should
be fairly true models of the buildings to
be represented.  Around these lay out
“_'l'lvllllil> true to lite, by the use of sod
& and eravel.  An iron fenee can he made
y by driving wire nails throngh two long
picces of wood, the points of the nails ap-
pearing a ball ineh or more through the
l making

upper ])il'(‘t'. “_\ this up m

short lengths any shape ean be given the

fenee and it can be used often.

Figures
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of men ean be placed aronnd to lend
- life to the design.

A window dresser built a fire place
in the corner of the window, out of tea
packages. The opening was a box set
up on end and the brick work and tiie

 surrounding a fireplace was made of the
packages piled one on another and com-
At the

proper height a beard projecting a few

ing just to the edge of the bhox.

inches was the mantel, and above this
some faney arrangement of the packages
completed the strueture, which ean be
strengthened by cards or laths. In front
of the fireplace was a mat, and a table
was set out with a tea pot and eups.
An easy chair and a rocker were placed
Fire irons

carelessly near the table.
and light ornaments on the mantel ear-

ried out the idea. Cigar and cigarette

THE CANADIAN GROCER

boxes and packagés also permit of
varied styles of stoeking.

In one window a groeery interior was
A eounter was built up -of
eanned goods on the top of which a
On this was a eut

seales, wrapping paper,

represented.

board was placed.
cheese, weigh
a small showease and other things usu
ally found on a eounter. The wall and
background were filled up with tempor-
ary shelves on whieh were canned and
hottled goods neatly arranged. Several
other little things helped to make the
window a good eopy of an interior.

An inexpensive fountain can he made
by placing on the floor above a barrel of
rubber
pipe to the floor of the window and up

water, from which runs a small

through a common {ub. When the water
is furned on apstairs quite a pressure
is noticed in the water sent up from the

A Wine Window Shown by John Robertson & Son, Montreal.

pipe. The tul eatehes it all as it falls.
If the water is eolored, prettier night
cffects Around the tub
can be built up a bank covered with
sod and flowers, and down one side can
be run a tiny rivulet from the tub, into
a barrel or tub below the window.

are obtained.

Colors of lines carried ecan be made
use of in various ways. A butterfly with
its beautiful spots and lines of color can
of eoffee, tea and different
shades of sugar. The surrounding floor
can be covered with white sugar to bring
out the eolors more distinetly. Other
desiens, sueh as flowers can be worked

be made

out in the same way, and even pictures
of people are possible.

A landseape ean be built up to repre-
sent roeks, water, hills, ete. The rocks
can be made of rock salt, the water be
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in a large tin or be made «f glass over
pebbles, the hills built up of salt with
spots of dark ecolor for shrubbery. A
bridge and house can be made of pack-
ages and live fish or frogs ean be placed
in the water.

A special brand of tea will reeeive an

excellent and striking advertisement
from a window deecorated entirely in

(Chinese toys, umbrellas, lanterns; fans,
and eurios<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>