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Made at St. Catharines of choicest! Ontario
Concords, Welch’s is the juice of profit and
satisfied sales.

Welch profits are uniform and regular. There’s
no element of risk, every bottle is guaranteed,
every bottle stays sold and brings the buyer
back for more.

Order Welch's now. Sold by lcading jobbers.

The Welch Co., Limited, St. Catharines, Ont.
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There’s money Our new scheme of
. - iving away with every
and quallty 1n v gackagg of Myinto Tea th}e,:

CVCl‘y paCkage amount of money it would re-

quire to advertise it has created
a steadily growing demand for
this high quality beverage.

ﬁ You can safely recommend it
without hesitancy—it has the
winning quality that appeals to
the discriminating tea drinker.

Mlnt() BI'OS. Costs you 33c a pound and retails at 4oc.

284 Church Street, Toronto Try it out. Send for a trial supply.
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GOLD DUST

for a quick “turn over”

Gold Dust, the Active Cleaner, has become a
recognized household necessity. Millions of
el ﬁ':;‘ ,’;'.‘:’,’.I'.f’,,".},f’:,".“},’,""" housewives order it as regularly as they order their
~THE GoLp pusT TWINs  gypplies for the table.
The use of Gold Dust increases daily, because it is recognized as being superior
for cleaning and brightening everything all over the house. It does not scratch
or mar.
Gold Dust sells steadily. It gives thorough satisfaction—it repeats.
It is indispensable in the modern household.
USED THE YEAR ROUND. ORDER OF YOUR JOBBER

e FAIRBANK @]

LIMITED
MONTREAL

“Let the GOLD DUST T WINS do your work.”
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A Pyramic} of Sugar

1f you were to pile up the sugar that you lose in the course of a year
as a result of Broken Bags, Down Weights, Improper Handling, it
would make quite a good-sized hill.

The way to turn this loss into a profit is to handle

ANTIC SUGA

in Original Packages

In addition to this you are certain to have a satisfied customer with
the positive assurance of our guarantee of quality and weight in
every package you sell.

Why let sugar be a burden to your business when you have the op-
portunity of selling the highest grade of Lantic Extra Quality
Granulated in packages that sell, packages that are attractive, pack-
ages that are modern, packages that satisfy?

Order through your jobber a trial order of
Lantic Original Packages.

Put up in 2 and 5 lb. cartons
and 10 and 20 lb. bags.

Atlantic Sugar Refineries, Limited
’ MONTREAL
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Gorgon Fly-Catcher

(Made in England)

Will not dry out or lose its effectiveness.
It will not leak:in hot weather.

It has the handy pin attached to the ribbon—an
exclusive feature.

It will catch flies—a fly-catcher that fails this test
is expensive at any price.

Don’t Experiment

The “Gorgon” has given complete satisfaction
tor years.

Order from your jobber to-day
and ensure early delivery. |

Agents for Canada :

TOMLINSON & O’BRIEN - Winnipeg, Man.

Babbitt’s Cleanser |
A full weight package of the best Cleanser - 0 C E A N

on the market

Retails at B L U E

is stronger tham ordinary kinds, better to

5c use and much more economical. It produces
» the correct effect in the shortest time, and

with the least labour, upon Linens, Laces, etc.

Keep good stocks handy; it means more of
Shows you a the trade worth having.

good profit and Order from your Wholesaler.

gives your cus-

HARGREAVES (CANADA) LIMITED, o
tomcr S FRONT STREET, E. TURUNTO. s

R o<

Double Value

<
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the best milk products that
science can produce is what
you give your customers
when you sell them any of
the Borden Line.

And Borden sales are always

easy, our extensive advertis-
ing campaign having introduced
those “leaders of quality” in every
community.

Selling Borden’s Milk Products not
only gives you the immediate profit
on the individual sale, but opens the
way to the bigger profits arising from
increased business and increased cus-
tomer satisfaction.

Trial supply to-day?

Borden Milk Company

““Leaders of Quality”’
MONTREAL

Branch Office — Arcade Building, Vancouver
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This Brand Marks a § |1” E ” H E H S
New Era n the | 2 Tq LCU S
Raisin Business e M
For a generation Men-
Mennen's  men’s Borated has beei the
_ standard of purity and
mennews  Safety in a Taleum Powder
b Ll and has'merited the en-
dorsement of thousands
Son yamx  Of doctors, mothers and
Powier nurses. The demand for
senmen's  Mennen’s is universal. - It
Tacas®  is extensively advertised,
and you will find that the
Toienm 1or  mere display of these Tal-
e cums in your store is suffi-
cient to ‘““make a sale.”

Selling Agents:

. ais L . Harold F. Ritchie & Co., Ltd.
Sun-Maid Raisins 12-14 McCaul St,, TORONTO
Made in Canada by Gerhard Mennen Chemical Co.
MONTREAL

standardize product and prices in the raisin
business, from grower to consumer.

6000 California raisin growers are achiev-
ing this result with this brand by an
organized campaign of national educational
advertising.

Raisins Now Sure

This makes raisins a safe buy always by
steadying the market price and developing a
new demand.

These associated growers virtually have
put an end to the old speculative days, when
you never knew, from week to week, how
much vou would have to pay for raisins. Century salt put the

Now you are sure of steady profits. v cents in the profits

: : Century Salt is not con-
A Natlonal Demand i ‘ bined twi:’h cheap ingredients,

R : i : p the housewife gets full value
Our nation-wide advertising is booming the i Pure Salt
demand for this brand. Sun-Maid Raisins are the . for her money. ; u.e R
only brand nationally advertised. They represent goes further and gives infinite-
the choice of 6,000 vineyards—plump, meaty, lus- " ly better results.
eious, white muscatels, sun-cured in the vineyards, i § s
seeded, and packed in attractive cartons—36-16s to ot Century Salt
the case. Ea e : is refined

The retail price is 15¢, 2 for 25c. e 3 and purified .
to the last \
|
|
|
|
|

Let us tell you how we help you cash in on the 7 Th
prestige and reputation of Sun-Maid raisins. Write ¥ % degree. e
the office nearest you, to-day. dealers who
handle get

CALIFORNIA ASSOCIATED RAISIN CO. < > & the profits.

(Membership, 6000 Growers)'

e B Chlenge e 113 Medoen 1., Mo Vork THE DOMINION SALT C°umm

.SARJNIA
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V Here Are a Few Sales Talks:
" With the Punch

You, Mr. Grocer, can look
your best customer straight
in the eye and tell her—

“Canada First” Milk is best
by “Government Test.”

You can tell her it 1s made
by a Canadian Company.
Best for Coffee,

Salads and some Y()u can assure her that She

is patronizing a Canadian-
owned concern and Cana-
dian-made goods.

Finally—that she will receive
better value for her money.

Can we look to you for this
co-operation?
Best for some Babies,

Cake, Candies N()te the coupon.

PATRIOTIC COUPON
Cpunt on me to Push Canadian The AYImer Condensed

Made Goods. Send me your

dealcrfflps. | Milk CO,, Limited

AYLMER, CANADA
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London Grocers’ Pure Food Show
April 24—29. ONE WHOLE WEEK

We estimate 12,000 people will pass through the doers,
which will afford a grand opportunity fordirect advertising.

Write R. H. HARLEY, Secretary :
London Retail Grocers’ Association

Our stock of

CEYLONS, INDIANS,
JAPANS and CHINAS

is at your command in our expertly selected
range of BLACK and GREEN TEAS.
“Cup quality” identifies all our teas and this
is secured by careful selecting and testing.
Make your store distinctive by featuring
selected black teas,and at the same time,reap
better pro{its. Samples and prices on request.

KEARNEY BROS., LIMITED

WHOLESALE TEA AND COFFEE MERCHANTS
33 Sto Peter Sto ESTABLISHED 1874 Montreal

TWO CENTS PER WORD

You can talk across the continent for two cents per word with a WANT AD. in this paper

MAPLE SYRUP "
: Private Consumption
I shall have for delivery in iApril a few hundred gallons of Maple Syfup of extra fine quality. Purity absolutely goar-

anteed. Imperial on cans, $1.40 (packed 5 gallons to a case). Maple Bugar, 13¢ per Ib. Terms: Cash with order.
Money refunded if not as guaranteed. Send your order now.

L. L. HARDY, St. Bazile de Portneuf, P.Q.
[}
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" CLARK'S

COOKED CORNED
BEEF

Slzes
3 1, 2,
6 and 14

The goods you want, Mr. Grocer, are
the goods that “SELL.”

- TheQUALITYandREPUTATION
of Clark’s Cooked Corned Beef will
make you more SALES, and more
friends than any other.

THIS IS THE TIME TO BUY ﬁ
| W. CLARK, Limited, Montreal
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Put a “Come-Back”
in Your Sales

0

Arm your customers
’gainst the
icold weather
iperil

Just now, when the forces of
LaGrippe and Pneumonia are abroad
your customers will readily am)re-
clate the splendid body-building
qualities of

and win the molasses trade in
your locality by serving your
customers with a pure cane
sugar molasses

Leacock’s Molasses

Extra Fancy and Extra
Chosce

The high grade quality of this
brand will put the “come back”
into your sales.

e ]
 Mathieu’s Syrup
% of Tar and Cod Liver

' Qil
There is no better or more depend-
able remedy for coughs and colds in
any stage., Feature this effective
“cold breaker”: keep it before your
customer's notice. You can confi-
dentl!' ‘ulnntee results with Ma-

téh%cn yrup of Tar and Cod Liver
il

Keep Leacock’s in stock and
win a reputation for quality.

LEACOCK & COMPANY

Exporters of Highest Grade Molasses
BARBADOS, B.W.L

Stock up to-“‘

I J.L. Mathieu Co., Proprietors

SHERBROOKE, QUE.
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Big Spring Business The Best Pickle Salesman!

Assured “Crackerjac’’ Steel Slide. Sanitary Display Racks

A tremendous sale of O-Cedar this Spring is
absolutely sure,

All over the country the new Sanitary Steel Blide
Display Rack has met with a wonderful response. Dealers
everywhere are finding that the purchase of this rack is

not an expense but
an income; that it
pays for itself in a
few months. It is
better made; more
convenient, more
rigid and durable,
and yet lower priced
than any rack on
the market.

It conforms to the
sanitary laws of the
state, the demands
of critical custom-
ers, and the desire
of the dealer to sell
goods in an attrac-
tive shape and a
convenient manner,

(MADE IN CANADA)

Don’t be afraid to lay in a big stock now. Write
your jobber to-day. Ask him about the differ- Steel Slide Under-

ent “Profit deals.” They mean bigger profits late Glass Tops.

: ; P
= All Rubber Frotect-
for you. S = ed Jar_ Holders.
= Resilient Bottom for
Order from your Jobber. Baots with Casters.
#llughu. Send for
'atalog.

Channell Chemical Co., Ltd. | ¢ [ e S
369 Sorauren Ave. 'l.ll;l..Co.

; S "' o . 604 A Street
TORONTO [ 2 S s ¢ dars) toass Sterling, Illinois
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The
Wayne Side-
walk Pump

For Gasoline attracts the
Trade and keepsit. You
never lose a Customer
when using a

WAYNE PUMP

Clean Gasoline, Filtered
Gasoline and Correct
Measure for Your Cus-
tomer.

Ask us all about it.

Eastern Agents: C. F. Hohl-
stein, Montreal, Que. Dis-
tributors for Canada: Na-
tional Equipment Co., Ltd,,
Toronto. Western Agents: D.
J. Austin, Winnipeg, Man.;
A. H. N. Kennedy, Medicine
Hat, Alta.

WAYNE OlLTANK& PUMP CO.,Ltd.
WOODSTOCK ONTARIO

When you sell

HEINZ
57
VARIETIES

PURE FOOD PRODUCTS

You give your customers—
Goods Made in Canada—
from Canadian Materials—
by Canadian Employes.

H. J. Heinz Company

Canadian Factory :—Leamington, Ont.
Warehouse:— Toronto

The Star
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System

Would you give four seconds time to
know that each dozen eggs you pass on

to your customers are wholesome and

fitforuse? Canyouafford not to be sure?

We can show you a dozen otheér equally as
good reasons why you should be using Star
Egg Carriers and Trays. Write us.

STAR EGG 1502

CARRIER & JAY STREET
TRAY M'FG ~ ROCHESTER
COMPANY g p. NEW YORK

AR
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If Spare Time Means Dollars
to You

If an extra $5.00 or $10.00 a week interests you
and you have two or three hours a day that you
can spare, let us tell you how that much time
can be turned into money. The more time you
have the better the pay. We'll buy all you have
and pay cash for it.

We need bright, active, hustling young men as
district representatives. We will within the next
month make hundreds of appointments—why
not write at once and secure your district. If
you are looking for an increase in- wages, to take
care of your many extra summer needs—our
plan provides the money for them without inter-
fering in the least with your regular duties.

Last week right here in Toronto one young

man earned $32.00. He devoted an average of
four hours each day to looking after our subscription business.
Would an income like this interest you? Write us to-day; we
will gladly send you full particulars concermng the plan without
obligating you in the least—simply say, “Show me how to turn
my spare time into money.”

Address

THE MACLEAN PUBLISHING CO.

" Dept. F. P TORONTO - CANADA
»
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MAPLE
SUGAR

There are two brands
that stand the test:
Small’s Maple Leaf
and Twin Block; we
control both. Through
all jobbers or direct in
5-case lots. Can make
immediate shipments.

Kindly mention this

paper when writing

MOST RELIABLE

to advertisers. GET CATALOGUE

Than Pay You a Splendid Profit

No. 1. KNOX GELATINE saves you time because it is the best known, most widely
sold gelatine, and therefore sells with the least effort on your part.

No. 2. KNOX GELATINE pleases your customers, which is proven by its wide sale.

No. 3. KNOX GELATINE gives you all the prestige that goes with selling a well-
known satisfactory article. People who see it displayed at your store feel you are
anxious to supply them with good brands and will have confidence in you.

4 “Make KNOX Your Gelatine Leader.” P .
5 KNOX

. - 10X
4 Charles B. Knox Co., Inc. |[Fe
; ( Johnstown, N.Y.

R D) \
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e Sell only Goods of Guaratiteed Quality |
—Safisfied Customers are our ‘Best Testimonial |

TARTAN BRAND are the most attractively packed goods on the Canadian
Market.

We are always ready to meet your requirements in Canned Vegetables,
Fruits, Salmon, Tea, Coffee, Spices, Extracts, Jelly Powder and Grocers’
Sundries of our own manufacture, the quality of which is backed by our
guarantee.

THE SIGN OF PURITY We have a full line of Fancy QGroceries, Foreign and Domestic. Mail
Phone Orders at our Expense orders our specialty. Write us to-day. ‘

Phone Nos. BALFOUR, SMYE & COMPANY

3595, 3596, 3597, 3598, 4656 HAMILTON, ONTARIO

Have No Hesitation

in recommending to your best eustomer SM['I'H

‘Bluenose’ Butter AND
It always opens up in excellent shape, PROCTOR

and its quality and flavor are remark-
ably fine. Taste ‘‘Bluenose’’ yourself! SOLE PACKERS

Then you’ll feel more enthusiastic about 3
recommending it. Halifax - N.S.

SOLE PACKERS.
SMITH & PROCTOR - HALIFAX, N.S.

TWO CENTS PER WORD

You can talk across the continent for two cents per word with a WANT AD in this paper

The Safety Cushion Egg Box

The box of merit, quality, strength and superiority over all other egg boxes—a box which has
gained a reputation for itself by which we can prove by letters of recommendation from experts
of the highest authority in the poultry line as u box of hundred per cent. efficiency. The cushion
beottom which protects the eggs In delivery and genera! handling is a feature in itself; it warrants
the safety In receiving them in perfect condition; another feature is the cushioned side and emnds.
We have made a special study of every poin:
offering the bedt protection to the eggs, so (t
makes a box which guarantees its own cost,

Box Complete.

This is a self-opening box, overcoming
the cost of labor in making up the box,
and always ready for use. Whoever you
are, wherever you live, you need the
new 1916 most practical egg box.

Patented In U.8.A. Canadian Patent
pending.

Box EKnocked Down, with Fillers Included.

J. L. S. Morency, St. Mathias St., Quebec, Canada

Manufacturers of all kinds of folding and set-up boxes.

REPRESENTATIVES: For Montreal-Mr. John R. MaoGregor, 50 8t. Peter 8t., Montreal, Que. Maritime Provinces—
T. 8. Pattilo & Co., Ltd., Truro, N.8. Province of Ontario—The James Wilkins Smallware Co., cor. West Market
and Colborne Torontp, Ont.

12
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Canada 1s a large and growing
market for Japan Tea.

The growth is partly the result

of our consumer advertising, but

is largely due to the delicious, fascinating,
satisfying quality of the tea itself.

Are you getting your share of the success of
this big Japanese industry by featuring
Japan Teas?

ORDER FROM YOUR
WHOLESALER.
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Books You Ought to Have

Grocer’s Encyclopedia

It is impossible in the small space at disposal to give anything
but a vague idea of the tremendous field covered by the “Grocer's
Euncyclopedia,” containing as it does full information on every
article handled by the grocery and provision trade, and hundreds
of trade “pointers” which are of practical value in buying, selling
and caring for goods. An encyclopedia.of all foods that you have
ever seen or heard of. Food dictionaries in English, German,
French, Italian and Swedish. The most complete descriptive wine
list ever compiled.

'aoo subjects, 500 illustration’s, 80 full-page color slntu. 748 pages,

11 x 8% inches in size; printed on fine calendered paper and
strong!v bound in heavy buckram.

Priee only $10.50, Delivery Prepaid.

rice. Words are unable
rocer.

“The color pages alone are worth the
to do the work justice.”-—New England

Grocery Advertising
By William Borsodi

To the merchant or clerk who
wants to put “punch and person-
ality” iInto his window display
cards or advertising copy, he
cannot do better than consult the
pages of this excellent book.

library she

particular line s
tion you want.
by the

It contains suggestions for spe-
cial sales, bargain sales, cash
sales, ete.,, which should be of
inestimable value to the go-abead
grover, also ideas for catch lines
or window cards, and mnny hints
for the preparation of real, live
advertising copy. In lddltlon
there Is a collection of short
talks, advertising ideas, and sell-
ing phrases used by the most
successful grocery advertisers.

the book desired.

Price $2, Postpald.

rogressive grocer or clerk
should be without this book of
ungnestioned merit.
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How to Buy and Sell Canned Goodo
By J. A. Lea
Written by a practical man for practical use and intended to help
all distributors of canned foods.
INDEX TO CONTENTS

History of Canned Foods.
nwumg:‘llmhﬂw
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An Asset to Your Business

Not until You have these books on
f will their worth to your busi-
ness be fully appreciated. Each book in its
ies just the informa-
ey have been chosen
ublishers of Canadian Grocer as
being the best treatise of the respective
subjects published at the price.
On receipt of remittance we will forward

li

i

examine it carefully and if
fully satisfied with the purchase, return
the {)ook within five days and the amount
sent will be refunded.
When remitting by cheque make same
payable at par, Toronto.

All orders pauablc in advancc

Dngest of theMercantile Laws
of Canada

Have you any outstanding acceunts you wish you could collect?
This book will show you low It is a ready nhm« for mer-
chants and their nul-nnu in their dally business.

Based on Dominion and Provincial Statutes and Court Decisiona.
Indorsed by barristers, sheriffs, magistrates and conveyancers, and
recommended by the Ontarlo Institute of Chartered Accountants.
“Digest of the Mercantile Laws of Canada” is used by more
accountants, bankers and business firms than any other work
on the lnbjcet

To meet the needs of subscribers in New Ontarlo and the Western
Provinces, where land is under the Land Titles System of Regls-
tration, and Appendix of 16 Ju contaluing a lynop.b of the
Land Titles Act, has been ad to the regular edition, thus

stituting a lperfnl “Western Edition.”

Eastern Edition, Price - - -
Special Western Edition - -

SILLLLLLLLLLLLLLLLLLLS L LTSS LTS LSS

Store Management

Complete
By Frank Farrington

Dealing in a thorough mianner
with all subjects relative to the
capable mnn ment of the aver-
ur store. is & book that

uld be In un hands of every
merchant and his clerk.

Thirteen Chapters, 252

brim full of sound business lom
that can be put to practical use
every working day of the ou
The different subjects trea

as follows:—

The Man Hlmnlf—Wlm to
Start—Store Arrangement — The
End-—'rho tore Policy—
ment—Leaks —
ghbors — Workln.
nees -~ The Credit
hat to 8ell — Pre

0\1!‘
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Look over it -and
ou are not

FITITITIS IS LIS TSI,

Bllllll.ll —
mium Giving.

Price $1.00, Pestpaild.
Contains Information on every

subject necessary to the efficient
management of the store.

Showcad Lettermg, Design-
ing, Etc.

A practical treatise on Up-to-Date Pen and Brush Lettering, giv-
ing Instruction representing many styles of lettering, position,
movement, shading, spacing, designing and arrangement, with
{llustrations of large and small letters of each alphabet, together
with a full analysis and diagram for making neat and prominent
figures off-hand for price tickets, etc. Over 400 iHustratione of
finished show cards and price tickets are given in

Marki

SBoennee Pen Lettering

Auntomatic Pen Muﬂl‘ and

Up-to-Date Brush Lettering
outside of fifty-one alphabet plates nd hturln exercises
of a la variety orgudgrd llo" card alphabets .vitl prac-
tical instruction, togéther with show card designs, showing how
to pro:llm neat and fancy border and scroll outlines, tinted back-
grounds, ete.

This book is far beyond anything ever published in this lue It

e from AbRuTd (hebrte sud. AoSE g, ives, dad Somehi
and m n

2,000 advertising phrases for Card . m..

mu.u.rut.-u.

The MacLean Publishing Company, anmd

BOOK DEPARTMENT

143-1 53 University Ave.,

]

Toronto, On
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Founded on Quality

The Dominion-wide success of Red Rose Tea is due to
its being built on the bed-rock of QUALITY. People look
upon it as a QUALITY tea—a tea that is always GOOD,
and always worth the price. Grocers, too, know Red Rose
Tea has the QUALITY that
insures satisfied customers.
Many of them, and their num-
ber is steadily growing, make
it their LEADER, and report
better success than they had
when pushing the harder-to-
sell unbranded teas.

) i
Here’s part of the Queen Quality List which
should interest every grocer in Canada

They’re money-makers

Queen Quality Pickles,

Sweet Mixed and Chow in
Bottles.

Bulk Pickles, in pails,

English Chow Chow in
pails.

Pure Tomato Catsup,
bottled or in bulk.

Worcester Sauce, bottled
or in bulk.

Queen Quality Universal
Sauce.

Put up In 10 and 20-ounce

bottles. Brisk Business with
Queen Quality.

Don't fall to get our quota-
tions on bonded spirit and
cider vinegar.

The name Queen Quality
stands for the best in Pickles,

g s S vy This is our latest “Special”
Queen Quality Products are and original design, factured and installed early in 1915, and

ut up Iin the mnew shape every week since.

ttle, with the improved and ~the very newest idea in BUTOHER REFRIGERATORS. It has
attractive label and the al- mtsl ubog:kﬁ Oold szom wsn?:g; -mh‘_ncnln rubber
ways-safe Anchor Caps. The display front has & white poreelain interlor, which adds to ita

att ~ e S ek
Taylor & Pringle GET FULL PARTICULARS.
OWEN SOUND, ONT. EUREKA REFRIGERATOR COMPANY, Ltd.
) 31 BROCK AVENUE TORONTO
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Robinson's
“Patent” Barley

is acknowledged the best food for infants and
invalids.

You will find ROBINSON S“PATENT” BARLEY
a business-building line, that is well worth featuring.
Display them so customers will buy them from you.

Your wholesaler can supply you.

MAGOR, SON & CO., Limited

30 Church Stieet, TORONTO 191 St. Paul Street West, MONTREAL
AGENTS FOR THE DOMINION OF CANADA
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"The situation is strong and the demand active. The trade
now know just where they stand as regards a tax, and sales
should increase enormously.

Get in line and buy your goods right at first hand costs.
We are to-day making special offers in—Japan Teas, Japan
Siftings and China Congous.

John Duncan & Co.

Established 1866 MO NTREAL
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Present Cost Favored for Selling Basis

Majority Think This is Correct Method as Retailer Loses if the Price Should Go Down and
Should He Be Holding Stock—Course of Others Diverted by Competition—Some
Favor Division of Advantage With the Consumer

N what do you base your retai!
delling price?

(a) On what you actually pay
for the goods;

(b) Cost at present time, if you had
to replace them; or,

(¢c) Do you take part of advantage
yourself and give part.to customer.

Thirty-five grocers and general mer-
chants have answered these questions at
the request of Canadian Grocer and some
very valuable opinions are the result.
Naturally opinions differ. The questio:
is disenssed from many different view-
points and some have gone very fully
into it.

Some under all cireumstances favo:r
basing selling price on what it wonld
cost to replace the goods—the majority
of the 35 are of this opinion. Others
prefer to give the customer advantage of
good buying on part of the retailer,
while others still favor dividing up with
the customer.

‘“Competition’’ is the bugbear of
many. Owing to course that competitors
pursne, several do not make present ecost
basis for selling price—although they
are eonvineed that is the proper method.
The problem is handled so fully by the
retailers that it is unnecessary to go
further into details. Read these replies;
they are certainly worth careful study:

Ashwell Limited, Chilliwack, B.C. —
‘“We would pursue course No. B, be-
cause in case the market declined we
would have. to give our enstomer the ad-
vantage of any decline in price.”’

L L] L]

Good Co., Lethbridge, Alta.—‘‘Under
ordinary conditions I would base selling
price on present cost ;-that is, if I bought
goods in the ordinary way and did not
lay in any extra supplies in antieipation
of a rise, then I would base the selline
price on present costs. Should I, how-
ever, have bought heavily with the ex-
pectation of the goods going up in price,
then when they did go up in price, I
might have to sell somewhat below in

Compled from reports from 35 merchants

order to move the extra stock in as quick
a time as necessary and consistent with
good business methods. That, of course,
is more in a specunlating way and would
be used as an advertising stunt as well
as getting rid of the goods.’’

» L] L ] L

Rennison Bros., Athabaska, Alta. —
‘‘The course that should be pursued is,
base your selling price on the present
cost of the goods. The reason for that
course is that if you have a stock of
goods the price of which dropped after
you had purchased, the competition
would bring the price of your stock down
to the present rate.’’

L ] L] »

Begg Bros.,, Acme, Alta.—‘‘If we are
not ‘long’ on the stock and if the goods
are not perishable, we would most cer-

YOUR OPINION WANTED

Thirty-five merchants here-
with give their views on what
the selling price of an article
should be g:ged———original cost
or what it would cost to replace
it. While the majority favor
the latter, yet they point to in-
stances where they do not follow
this course for certain reasons.
Some prefer to give the custom-
er the advantage, or at least part
?/ the advantage, should the

ealer be fortunate in making a
good buy before an advance
takes place.

What is your opinion of the
matter? After reading the re-
plies, what have you to suggest?

This is @ problem that will
bear further discussion and
CANADIAN GROCER would appre-
ciate experiences and opinions
of others not represented in this

article.
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tainly take advantage of the rise in price
possibly giving the customer some slight
part of the benefit. We have proved to
our satisfaction that this plan works out
suceessfully in actual practice. Whole-
sale houses follow this method, why
should not we? They have expensive or-
ganizations and could we follow any
better instructors?’’

Biggs Bros., Regina, Sask.—‘‘In our
opinion ‘‘B’’ method is the proper one.
It may have been just luck or it may
have been foresight that you were in
possession of a stock the value of which
advanced while in your possession, but
were the price to drop while in your pos-
session you would not be able to sell
against eompetition, for the selling price
at whiech you had valued it if youn paid
more than present value. Business has
its ups and downs and our aim is to keep
it on the level. You must take, and you
must give. Of course, circumstances to
a large degree govern whatever method
you use. Competition is very keen in a
community where price is a big faetor
and if your competitor is giving away
his buying profits as a trade drawer,
your action should be to meet your com-
petition if you are making a profit, for
in such ecommunities ignorance usually
makes people believe yon are overcharg-
ing them if your competitor sells the
same article cheaper than you do. You
usually find this state of affairs only in a
poorer distriet. If the stoek you have is
of a perishable nature and is not moving
fast enough to enable you to clear, the
sacrifice must be made one way or the
other, whichever you choose—in our
opinion, the reduetion in price, as i*
draws a eertain amount of the other fel-
low’s trade, on which you have a chance
to make up some of the loss of profit
whieh your priee reduction has made you
forfeit. It goes back to the old saying
‘Circumstances alter cases.” This is our

s | =—opinion-of-the-question - — e -



Beacock & Hodges, Mortlach, Sask.—
“If we ecould get competitors to ras>
the price when an advance came to us,
we would do the same, because we con-
sider it purely business. Suppose a farm-
er has wheat or oats to sell. He brings
in a load to-day at $1 a bushel; to-mor-
row he brings in another load and priee is
$1.05, he won’t sell it for $1 will he?
Has not the merchant the same right.
We think he has, but ecompetition some-
times has to be our guide. We try to
work together in this way and take aii
‘the advantages there are.’’

. L ] L ]

Thomas Hamilton, General Merchant,
Tessier, Sask.—‘‘This depends on con-
ditions and the amount in stock of the
article in question. If my stock is heavy
I generally sell on the basis on which
I purchase, but I very seldom take ad-
vantage of the rise in goods, preferring
to base my selling price on what I pay
for the goods.’”’

Alexander Reid, Brandon, Man.—‘I?
I could follow my own inelination 1
would certainly base my selling price on
what the goods cost at present. But as
we have so many here.in business now
who take advantage of selling anything
they buy at a low price, and make a
leader of selling on the same basis, [
very often have to do the same, although
I do not consider it good business. The
reason is because if the price of an ar-
ticle drops after we buy, we cannot keep
the price up and consequently we lose
that way; and if we could advance the
price, when the market rises we would
be protected. I consider if I give the
consumer the advantage of a low price
on goods that T have probably bought
and paid for before they are sold,
he gets the benefit both ways.’’

CANADIAN GROCER

‘George 0. Werrett, S8imcoe, Ont.—‘ As
a general rule we base our selling price
on what we pay for the goods unless the
advance is big enough to warrant an ad-
vanee retail; if so we then figure our
price on the advance price, although we
have the goods in stock at time of the
advance. Our reason for doing so is be-
cause of the many small advances that
do not allow us to advance our price on
account of the advance being so small.

One evens up the other.”’
L . L4

J. M. Whealey, Stratford, Ont.—‘We
would consider it quite fair to base the
selling price on what would be the pres-
ent cost to us. The reason would be that
should the selling price fall—whieh fre-
quently happens — the retailer must
stand the loss. Our experience is thai
the retailers will not break more than
even in the Jong run. We would not eon-
sider, though, sharing the extra profit
with the customer ineumbent on us, un-
less the same sharing of loss would be
granted in the ease of a drop in th:
price; and as yet we have to meet any
that would do so.”’

L] L A

Paquette Bros., Hawkesbury, Ont. —
‘“We would take part of the advantage
and give part to our eustomer, for the
reason that we ineréase our margin of
profit and the eustomer does not feel
the slight advance. Still, we are able
to undersell our competitors who buy
at the advaneed prices.”’

L L ] L

George Appel, New Hamburg, Ont.—
‘“I would take part of the advantage
and give part to the customer as goods
are costly enough to the customer as it is

at present.”’
L L L

A. G. McDowell, Dunnville, Ont. —
‘“Would all depend.on the quantity of

ists the only thing to
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thus building up a “pr
abling us to weather the gale.

“Grocery King” will be rudely

KEEP THE INEVITABLE IN MIND

By W. Mawhinney, Burk’s Falls, Ont,

The only safe method of basingfroﬁta 18 undoubtedly on cur-

rent values, because while on an
option of a choice in profits, on a falling market we have no choice.
e are then forced to come down in our prices regardless of profits.
Unfortunately almost cvery town has one or two
who prefer working for “temporal glory” instead of for the future of
their family and a comgtency for old age. W here this condition ez-
i8 to make every legitimate effort to at all

times secure as nearly as possible a reasonable profit on market values,
o]{t“:-eeiduc,” so that when the inevitable slump

in prices comes, we have something tangible to fall back upon en-

When the storm is over we will most likely find that the price-
cutter and profit-sharer, has added his name to the long list ?“iml-
vents, who have gone before; his fond dream of some day being a
shattered, and he will find that those
whom he benefited the most will be the first to call him a fool.

vancing market, we have the

price-cuiters
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stoek I had and fature prospects of mar-
két. If I had a large stock and future
conditions looked favorable I would sell
at old prices. If mot, I would advance
my price just enough to get an average
profit.”’
. - L
Stone & Fisher, Iroguois, Ont.—‘We
would sell the stoek with our usual pro-
fit over to-day’s price of artiele if we
could. The reason is, if an article goes
down in price we have to reduce the sell-
ing priece to a great many times less than
cost. When war was declared over u
year ago we were fortunate to have for
instance a large stock of sugar on hand
also flour, and we followed the market
where we could. Of course, you have
to take your opposition into considera-
tion where he will not work with you.
Last summer flour took a slump and ir
some cases we lost 75¢ a bag. We had to
put our price down or keep the flour, for
in this seetion the farmers club together
where the merchant has not followed the
market, and order the goods them-
selves.”’
. . L
Robert Rawlings, Lakeside, Ont.—*‘If
competition would allow it T would sell
goods at advanced price, because when
goods fall again I should have to saeri-
fice; but one cannot always do what one
wonld like. Competition does not always
allow that.”’
L] L] L
W. A. Brunton, Newmarket, Ont. —
‘‘Take part advantage. Having to sort
up stock and pay in advance, keeps your
price more regular for a length of timc
and is both fairer to yourself and your
customer. Exeception would apply to
stuff you were earrying too long.’’
R . L

A. Ronald & Co., Minessing, Ont.—
‘‘As the saying goes ‘There are excep-
tions to all rules,” but we believe in bas-
ing our selling priee on the present cost
of goods, or else what is to be saved by
watching the market and buying at most
favorable time? If prices go down, sell-
ing prices in most cases have to follow
snit. Why should it not work the other
way? This practice should be consider-
ed as perfeetly right and proper and the
exception should only be when the dif-
ference is charged up to advertising in
any of its branches. Profits now-a-days
are all too small and we think that the

‘advice given on page 200 of ‘Store

Management,’ that is ‘keep up prices
wherever and whenever possible,’ is the
proper plan. You would not cateh a
farmer disposing of his grain or other
produce at a fraction of a cent less than
the highest price obtainable at the time
of selling and why should a merehant
do anything different?’’
- * -

R. E. Hughes, Burgesville, Ont. —

‘‘Since the rapid climb in the price of




groceries we have made it a praetice in
selling goods bought previously to the
rise in price, to take part of the advant-
age ourselves and give part to the cus-
tomer except in the case of sugar and
flour where the margin of profit is very
small. We base our selling priee on pres-
ent eost. We believe this to be the only
safe course, espeeially with stores doing
a country business where the customer
has a fair idea of the stock a merchant
keeps, and to base selling price on pres-
ent cost would often be cause of loss of
confidence on the part of the customer.
a thing which a merchant must always
guard against. Then again to base sell-
ing price on original cost leaves the mer-
chant without proteetion in the new
goods which he eventually has to buy at
a higher price.’]
- - L

W. Hanna & Co., Port Carling, Ont.—
‘‘Sometimes ‘B’ and' sometimes ‘C.’
It is necessary for a merchant to make
an extra profit on a rising market in or-
der to balance the loss that he must
have on a falling market. When prices
fall there is always some one or more
dealers in a community who just strikes
it right. They are ready to buy at a re-
duced price and sell accordingly. The
others, of course, have to follow suit no
matter how, mueh stock they have on
hand nor how much they have to lose by
the drop. On the other hand when prices
go up there are likely to be more dealers
who have stocks on hand than there are
those who have to buy at once at an ad-
vanced price. So most of the dealers
are afraid to raise their selling price too
quickly if their competitor has not done
likewise.  Then, of conrse, we feel that it
18 right to give the eustomer part of the
advantage as well as good poliey to be
able to say, ‘these goods are worth more
money to-day than we are selling them
for,” but we bought them right and want
to be able to give our customers the
advantage.

““On the other hand we think that
dealers have a perfeet right to the ful!
advantage if they wish to take it, and in
justice to each other, we think they
should take it. All dealers cannot be
fortunate enough to have good stock on
hand when prices go up. Some have
to buy in hand-to-mouth lots at all times
and so these small dealers have often to
lose money when prices go up in trying
to meet competifion from dealers who
have a big stoek on hand, bought at a
low price and still keep selling at less
than market price.

““If all the dealers would stand to-
gether and would do it, the proper thinx
to do at all times would be to raise and
lower the selling price with present mar-
ket cost no matter what stoecks were on
hand. We suppose, however, that ideals
like this would be hard to realize.’’

CANADIAN GROCER

Retain Customers’ Confidence
Advice of Merchant Who Goes Fully into the Question

of Basis of Retail Selling Price—Dealer Must
Protect Himself Against Reaction

By A. McGillivray, Brechin, Ont.

R EPLYING to questions asked, may say that it is a

question that every man in the trade cannot answer the
same, as local circumstances and conditions affecting one
dealer do not affect another. But, I believe every man in
the trade in considering this problem shounld look at it
in a broad sense and consider the welfare of the whole
trade.

Every dealer must guard against doing anything
which will prejudice the public against him or destroy
confidence in him as a man who is always in a position
to proteet his customers against the extremes of the mar-
ket at a eritical time. It must be admitted that the truly
patriotic man to-day is the man who understands that the
Canadian people are drawn together as never before and
at the same time remember that he must be his brother’s
keeper, as never before; and I would not very much
like to be the man who ‘will come through the war a
richer man than when it was started. Yet there are two
kinds of unfair men in the world. The one is the man
who may be, partly at least, unfair towards the publie,
and the other the man who is unfair towards himself and
the interests of his business. I always consider the latter
the bigger sinner and every man in the trade, as he
watches the rising prices of everything in which he deals,
is thinking of the time of the re-action. If he aets wisely
he will gunard now against his sure losses that he knows
must come when prices recede.

But if a merchant will come through with his greatest
asret unimpaired—which is the confidence of the public
—he must aet wisely and carefully. In case I do not
make myself plain, I will take the article of tea. Short-
ly after the war opened, the price advanced 5¢ a pound.
The trade, forewarned of the advance, consequently
stocked up liberally, and when the advance came, many
merchants went into their stock houses and put stickers
on their package tea. This I consider was at least bad
business for every time the grocer sold a pound of tea
he was destroying the'confidence of the publiec in him
as a man who had their interest at heart. Take again the
matter of sugar; every dealer knew that the Govern-
ment was going to put a tax on sugar (if he didn’t know
he should have known), and bought up sugar as much
as he could. Now when the advance came suppose a
farmer who happened into my store house and saw 50
or 100 bags of sugar which he knew were bought before
the rise, what would he have thought about it, if T had
charged him a dollar more per sack?

My poliey is to let my customers know I am always
on the alert and by doing so I can make a good margin
and yet protect those who depend on me to supply their
needs to their advantage as far as reasonably possibic
My belief is that every man in the trade must protect
himself, while the market is advancing for what he
knows he is sure to lose when the market breaks. Hold
the confidence of your customers and never forget that
no matter what they expeet of the dealer, that when the
market goes down they will not buy his goods if the
price is higher than elsewhere.
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A. Sweet & Co., Winchester, Ont.—
‘“We think a merchant should advance
his price on an advancing market be-
cause he is forced by competition to re-
duce prices on a falling market. Our
policy has been to follow the market
both up and down as closely as possible.
In some cases we have thought it wisesi
to divide profits both up and down and
adjust prices gradually on a sort of slid-
ing scale.”’

L L L ]

J. W. Wettlaufer, Bright, Ont.— ‘I
would fall in on question ‘B,’—base sell-
ing price on present cost, that is, on
goods which we turn over often. There
are lines we handle which are slow sell-
ers where in many cases price changes
without our knowledge. Speaking of the
above, should prices drop in many cases
we would have to drop also, regardless
of our cost. Why should we not have the
advance? Because we speculate and pro-
tect ourselves on our own investment i«
no reason why we should sell below cost
and more so because it raises disturb-
ance amongst keen opposition.’’

H. E. Pilley, North Bay, Ont.—*‘I al-
ways base my selling price on what the
goods actually cost me because I do not
stock up with any one line, and I buy as
I need, and as a rule turn my money
over once a month. A man who buys
when prices are low, however, and has
a big stock I would deem it good busi-
ness to sell to make a good profit to
make up for when he has to buy at
higher prices.

- L d *

John B. Roper, Milton, Ont.—‘‘I base
selling price on what goods would ecost
me now, for when prices drop, eustomers
look for the drop as well. I consider the
difference between what I pay and the
rise as profit for risk on my invest-
ment.”’

L L] L

W. J. Crawford, Ripley, Ont.—*‘‘The
question to be answered we believe is to
base the profit on the present price. If
the market fluctnates in any way either
up or down the merchant should go with
it, not aceording to what he pays for the
goods, as in this way it makes the mer-
chant keep a striet wateh on the mar-
ket; the majority of the public are able
to inform most of us merehants on the

market.’’
L ] L L ]

J. McParland, Gananoque, Ont. —
““Our experienece with the average
grocer is that he will be governed by
local conditions. There are always some
people in every community and in every
trade who try to sell below the other
fellow, regardless of after results. We
have always endeavored to have a living
profit consistent with honest dealing and
handling the best quality of goods. We
cannot say we ever made very much by
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an advance on any commodity which we
bought before the advance. The stock of
goods held by an average merchant in a
small town is never so large that the ad-
vantage will be great.’’

J. H. BEdwards, Carleton Place, Ont.—
““If I continue to sell at the low price
until I require to repurchase I will make
my usual profit. When the drop in
price comes the chances are I have a
stock on hand and one of my competit-
ors has not. He starts immediately to

DIVIDE UP WITH CUSTOMER
By Geo. 8. Mackenzie, Kelowna, B.C.

We usually adopt the latter
plan, viz., give part of the advant-
age to the customer and take some
advantage ourselves. This seems
to us to be only fair, as although
we like to make money, we do not
think it best from any standpoint
for a merchant to take too large or
what you might call an illegal or
illegitimate profit.

On the other hand a merchant
should have the benefit of his ex-
perience in getting in on the low
market, else what good is his ex-
perience to him in a financial way.
We generally take the long ad-
vantage but an exeception or sev-
eral exceptions have been made
during the last year as we find
that in these times of stress no one
has a moral right no matter what
his legal right may be to make big
profits.

Flour a year or so ago was a no-
table exception. Raisins, currants
and peel were also exceptions las:
Christmas season, and tea prices
were not changed at all. Under
ordinary circumstances and in or-
dinary times I think the man who
has the foresight to buy advant-
ageously should have the long ad-
vantage.

sell at the low figure and I must follow
suit. I have not protected myself when
I had the opportunity, therefore, I must
sell out at a loss the goods I happen to
have on hand. I should take advantage
of the advance in price and thereby pro-
teet myself for the drop in price when 1t
comes.””
L L . ¥

Melville Bros, Bracebridge, Ont. —
‘“It depends on the goods. If flour or
sugar ‘B,’ if small grogeries ‘c.” '’

L] . -

R. W. Waters & Son, Norwood, Ont.—
‘“Merchants should base their selling
price on present cost of goods, but will
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have to be governed by loecal condit-
ions.”’
L] L L]

M. Hastey, KEazabazua, Que.—‘‘[
would take and give part of the advant-
age. By doing so it gives me a chance
when buying future stock. Also the

majority of the publie expeet a rise and
when they see a dealer not taking all the
advantage they will appreciate it.’’

* L L J

Cairn Bros, Yarmouth, N.8.—‘We
base our selling price on the present cost
of goods. Our chief reason is that when
all staple goods drop in price, trade con-
ditions compel us to follow and therefore
to protect ourselves we feel it is neces-
sary to advance the price of goods when
the cost advances.”’

& L ] Rl

Cockell Bros., Whitney Pier, N.8.—
‘“We favor ‘B.”. We always figure on
what it would cost us to replace the
goods, If we were loaded up with stock
at high prices and a slump came we
would certainly have to figure on re-
placements. The public would not shar2
our loss. That is certain.”’

L L ] L ]

A. T. Morrison, Shippegan, N.B. —
‘“My idea would be to base the selling
price on to-day’s market, and take the
advantage of the purchase; if the mar-
ket went up and we bought goods on a
high market we would have to meet our

- eompetitors even at a loss to ourselves

in many cases.’’

MERCHANTS IN BOARD OF TRADE
OFFICES

Grocers who have recently been elect-
ed to Board of Trade offices are as fol-
lows:—Nap. G. Kirous, Quebee, P.Q.;
Jos. Savard, Quebee, P.Q.; A. W. Wood-
man, Coaticook, Que. (president); F. F.
Telfer, Collingwood, Ont. (vice-presi-
dent) ; E. T. Marsh, Trenton, Ont. (vice-
president) ; J. C. Cahoon, Cardston, Alta.
(viee-president) ; W. H. Kenny, Sarnia,
Ont. (2nd vice-president); C. T. Ste-
phens, Collingwood, Ont. (secretary);
J. H. Bradley, Prescott, Ont; H. P.
Prentice, Collingwood, Ont.; J. Calden-
wood, Huntsville, Ont.; L. H. Ware,
Huntsville, Ont.; W. V. Webster, Treu-
ton, Ont.; C. T. Woodside, Saskatoon,
Sask.; S. D. MeMicken, Moose Jaw,
Sask.; J. R. Kelly, Moose Jaw, Sask.

The following general merchants are
also identified with this year’s Boards of
Trade:—E. Hanson, Wheatley, Ont.
(President); T. A.  Gaetz, Red Deer,
Alta. (president); J. J. Aundet, Coati-
cook, Que. (vice-president); J. F. Clarke,
Watrous, Sask. (viee-president); G. E.
Ford, Sackville, N.B. (vice-president),
E. O’Callaghan, Cornwall, Ont. (treas-
urer); F. R. MeMillian, Saskatoon,
Sask; J. E. Hickey, Sackville, N.B.:
J. E. Fisher, Huntsville, Ont., and W.
J. Dodson, Watrous, Sask.
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Display Canned Fish in Lent

Now An Appropriate Time to Take Advantage of a Special Season—Canned

Salmon Trim That Got Good Business

Large Quantity

Attractively Shown.

Window display of canned salmon, which is an appropriate line to show just now in view of
Lenten season.

HE accompanying window presents a
good suggestion for a canned salmon

window. The photograph is a little
dull, but the idea of the display will be readily
seen. The window trimmer’s intention was
to produce quantity as well as to make an
attractive showing.
Now that Lent is with us again a canned
fish display is appropriate. It will be inter-
esting to note that this particular trim sold

five cases of salmon at regular retail prices
in two weeks. This demonstrates the power
of display when the window is arranged
artistically.

CANADIAN GROCER would urge immedi-
ately a display of canned as well as fresh,
frozen and pickled fish. The Lenten season
is an important one and full advantage
should be taken of it.
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USE PRESENT COST AS BASIS

TTENTION of our readers is directed to: the

first article in this week’s issue based on replies
of some thirty-five merchants to an important busi-
ness management question. The question was asked
whether the dealer favored basing his selling price
on the original cost of the goeds, or on what it would
cost him to replace them. The answers show the
majority are in favor of present cost; that is, if they
purchase an article for a certain price and before it
is all sold the price advances, they advance their sell-
ing price accordingly. In other words, they favor
taking advantage of the profit accruing to them from
their good buy.

Others, however, do not favor this or at least
they do not always follow this course. Many claim
to be governed by competition. If their competitors
took advantage of the rise in the market, they say
they would do the same, but when their competitors
continue to sell at the old price, they deem themselves
to be in duty bound to do the same.

The question, therefore, has brought up a differ-
ence of opinion and will bear further discussion. If a
farmer buys a horse at $100 and finds that through
some cause or another the price of horses advance,
and in six months’ time he would have had to pay
$150 for the same horse, is he going to consider its
value at $100 or $150? The answer is obvious. Why
shouldn’t the retailer who happens to get in right on
a particular market take advantage of the rise in that
market. That is logical reasoning, but if, of course,
competition is so keen, as a number of dealers say it
is, then this method might not always be the best
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one to pursue. Nevertheless, it is undoubtedly a

sound business principle to base prices on present
cost,

PROSPECTS IN PICKLE PRICES

INNIPEG dealers are expecting higher prices

on pickles, owing to small cucumber crop last
vear. As Winnipeg is an important centre for manu-
facture of this line, this is a matter which concerns
the Western dealer especially. Manufacturers’ prices
are advancing rapidly, and stocks are much depleted.
Bottled goods will be exceptionally high, and will
probably remain so until new crop is assured. Win-
nipeg manufacturers are even sending abroad for
cucumbers. Another factor which has bearing on
high prices is scarcity of saccharine, for which sugar
is being used as a substitute for sweetening. As there
are more sweet pickles sold in this part of the country
than other kinds, this is an important factor.

As regards vinegar, although season is some way
off, many Western merchants are booking their
requirements at to-day’s prices. The high cost of
aleohol is causing manufacturers to refrain from con-
tracting for future delivery, and they are able to
quote only on sight supplies, which are limited. One
manufacturer states that about three-quarters of his
annual turnover is already sold. Prices of vinegar
are about 10c per gal. higher than they were a year
ago.
It is predicted that higher prices on pickles may
come into effect about April 1, especially on sweet
pickles. The demand for this line starts up as soon
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as the warm weather begins, and buying has already
been heavy, due either to anticipation of increased
prices or to low stocks.

' THE-FABLE OF THE CUBAN

C Formerly, that is up to eighteen months ago or
so, he was none too flush of ready money. The sugar
business was averagely good, but it was nothing
spectacular, and the Cuban would get his sugar across
to New York as soon as he could, in order to get there-
for a cash return. In those days the brokers and
refiners in Gotham would sit in their offices and
smoke their cigars and turn languidly to the steno-
grapher when she brought in a letter from Cuba.
“Oh let him wait,” murmured the broker or refiner.
So the Cuban waited and sold for whatever the refiner
or broker thought they would give him, not for what
the Cuban thought he should have. For the Cuban
had not very much money, and he would not dictate
price and say “that or nothing.”

But, the months pass. For a year and a half the
world has been scrambling after sugar. The New
York refiner found that France and England were
competing with him as buyers, and they were willing,
perhaps, to pay what the Cuban asked. So the man
from Gotham found he was getting short, and that
now he must really get in the scramble for sugar, or
else he might have to pay very highly because the
Frenchman and the Englishman were buying so
heavily.

Behold, then, the Cuban of to-day. He has money
and lots of it, which is a state diametrically oppo-
site to that he was in eighteen months ago. There-
fore, ’tis the Cuban who smokes his cigar, and when a
refiner or broker from Gotham writes urgently, offer-
ing a price for sugars, he turns laguidly to the dusky
messenger who brings the letter, and murmurs, “Oh
let him wait.” For the boot is on the other foot. The
Cuban is rich. The Cuban can dictate prices. If he
doesn’t get what he wants immediately he can say
to the erstwhile important broker and refiner: “Very
good, I can wait. You made me wait once. Now, I
want my price, and I can -it tight till T get it.”

And behold, he gets it.

GOOD SAP RUN EXPECTED

ROSPECTS are there will be a good run of sap
in the Eastern townships of Quebec Province

- this spring. Maple sugar men claim that the sun-
shiny days and cold nights are conducive to a good
flow of sap, so that the weather man has at least been
favorable to the producers of our fine Canadian
maple sugar and maple syrup.

This year the Government will, no doubt, watch
pretty closely the manufacture of maple products.
The law is now in effect prohibiting the manufacture

"or salé of anything but the absolutely pure article.

ONSIDER the case of the Cuban sugar planter..

Retail dealers should be very careful, therefore, in
ordering their supply, for as vendors to the publie,
they are made responsible by law for the purity of
maple products. Low price quotations should,
therefore, be thoroughly inquired into before a pur-
chase is made. Nothing is allowed on the market
bearing the name of “Maple,” but what is absolutely
pure, according to Government standards. Retailers
should act accordingly.

LOWER COURT UPHELD

MANY merchants throughout the province and
in other parts of the Dominion will be inter-
ested to know that sentence has been imposed upon
the manager of Business Boosters, Limited, by the
court to the extent of $200 fine or three months'in
jail. The business which they have been carrying
on is declared in contravention of the Trading Stamp
Act of Canada.

E. M. Trowern, secretary of the Dominion Board
of the Retail Merchants’ Association of Canada, in
an interview with CANADIAN GRrockr, stated that
the case as disposed of by the courts makes these
contests illegal wherever carried on in the Dominion.
It is the purpose of this association to notify the secre-
taries of the various provincial association that the
business of this company has been declared illegal
and requesting them to take action wherever the
conditions warrant.

“Wherever merchants have these contests under
way they should immediately terminate them,” said
Mr. Trowern. “If they continue them they hold
themselves just as liable as the promoters. It is the
purpose of our association to see that steps are taken

‘to bring an action wherever the contests are still
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continued. Customers who accept the tickets, mer-
chants who give them out and the promoting com-
pany are equally guilty before the law in having any-
thing to do with these coupons.

“Merchants who have purchased prizes for these
contests, or who have part payments made on them,
should take what measures they deem best to protect
their interest in the prizes,” said Mr. Trowern.

EDITORIAL NOTES

SINCE THE war began potash has risen from $35
per ton to $240. A Western American firm is now
engaged in collecting seaweed on the Pacific Coast in
order to extract the potash from it for use in the
manufacture of munitions. Alunite, a rare mineral
long used for the profitable production of alum and
which yields up to 8 per cent. of potash, is now in
the States also being utilized for the same purpose by
a new and cheap method of extracting the potash
from it.




UBLIC governing bodies are al-
ready beginning to promote ac-
tivities that will insure the

eventful victory of British Imperial
trade in this great struggle. In par-
ticular precautions are to be tak.en
against the activities of the commercial
agents of the Central European Powgrs.

Sir Riehard Burbidge, managing
director of Harrods. London, has this to
say about a tentative plan that would
meet the requirements of the situation:

“‘The only way to beat the Germans,
is to put a prohibitive tariff on German
and Austrian goods that compete with
those we make at home or whose manu-
facture we are now developing. A
prohibitive tariff on foreign dyes would
do more to stimulate the British dyeing
industry than any other measure imagin-
able.

“‘T would have all foreign articles of
luxury heavily taxed. ‘Make the for-
cigner pay’ would be my motto. It is
possible that we may have to pay a
little more for things, but the tariffs
will 2o to relieve the heavy rates and
they will tend to keep trade in the
country and maintain employment, so
that so far from having any ecause for
orumbling, the average man, realising
the facts of the situation, will be only
too thankful. Even if we pay more for
a thing, the great point is that the
money will remain in the country and
eirenlate there, so that the eommunity
will have the benefit of it.

‘‘Tax All Foreigners’’

“Tax the German and the Austrian
in partienlar, but tax all foreigners who
send us goods which we can equally as
well produce at home at a reasonable
price. We have been obliged to buy
abroad by the constant underselling of
the foreigner. First we only bought 25
per cent. of our commodities abroad,
then it grew until it beeame 50 per cent.
and 60g,, and it was impossible t>
do without these imports because the
public would have the cheaper article
irrespective of its origin. If there was
a Bs. German-made bhag side by side with
a 7s. 6d. English-made bag. the enstomer
would say, ‘I will have the 6s. bag,.

““The remedy is clear. It is to tax
the German so that he eannot undersell
the English manufaeturer by means of
his rebates and his system of running
his faetory day and night, which allows,

.

The. Cap Stone of the War

A Trade War of Tariff Walls the Certain Outcome of Present Struggle—An Accentuation of
National and Racial Characteristics and a Dis¢rimination Directed Against Central
European Trade Agents in Particular and Foreigners in General Advised by
Sir Richard Burbidge of Harrods—Aid the Dominions and Improve

the Consular Service for Trade Improvement

of course, of cheaper production. The
German manufacturer is helped to un-
dermine the British manufacturer’s
trade. We had evidence before the
Tariff Commission that iron in Germany
was sent out to be sold at £2 10s. per
ton less than the home price.

‘‘Encourage the British manufacturer
and it will not be found that he is want-
ing in enterprise. But he must have
seeurity for his capital. It is no use
his laying down expensive machinery if
the next month he finds the market
flooded with imitations of his manufae-
tures at cheaper prices than he can sell
them. How often have we found this
happen! One has only to quote the
instances of Birmingham jewellery imi-
tated in Germany and sold here for 25
per cent. less.

““In the coming trade war we must see
that German goods bear the mark of
origin. In the past we have been rather
lax on this score. We have seen that
the boxes were stamped ‘Made in Ger-
many’, but we never took the care that
we should have done that the articles
themselves were so stamped. In the
future there must be no possibility of
such negligence oceurring. Let people
see that mark, ‘Made in Germany.’ and
if they have lost a near and a dear
relative in the war, or if they are as
keenly patriotic as we expeet, they will
shun those articles. It will be almost

PASSING GOOD THING
ALONG

The following appeared in a
recent price list of the A. Mac-
donald Company, wholesale
grocers, Winnipeg:

“When we know of a good
thing we believe in passing it
along. If you are interested in
better methods of keeping ac-
count of your affairs you should
read t CANADIAN (GROCER,
issue of February 4th, where
%ou will find an article ‘How fo

eep a Correct Set of Books.” In
the February 11th 1ssue of the
same publication you will find
a welﬂritten lecture ‘Finding
the Ezact Cost.” It will pay you
to read both these articles.”

a matter of eonscience with them not to
have anything to do with them.

‘“I can tell you what Harrods’ plans
are in this matter., Whether the Govern-
ment proposes to put a tariff on German
goods or not, and whether they are
cheaper or not, our buyers will have
orders after the war to buy only from
British manufacturers and from manu-
faeturers in the Allied countries. Where
purchases are made in neutral countries
it will be their business to see that there
is not the slightest suspicion of the
zoods being of German origin.

‘“Already we are opening up negotia-
tions with, and sending buyers to Amer-
iea and Canada, and in due eourse they
will go further afield, to Russia, for
instance. I am sure we shall be able
to do without Germany.

““While T would tax the foreigner I
wonld relieve some of the commodities
which we get from our Colonies and
Dependencies; tea, for instance, with its
100 per cent. duty—and we still speak
of ‘the free breakfast table’! Tn faet,
T would give a preference to everything
that comes from our Dominions.

Improve Our Consulates

‘It is possible that the German might
come over and start business here, des-
pairing of competing acainst anr tariff
wall. In that case I would have some
special rating put on him. He must not
be allowed to work side by side with
the Englishman, his enemy, on equal
terms.

““In the coming trade war I would
have onr Consulate system improved. 1
would have them run on commereial, not
exclusively on diplomatie and soeial
lines. One further point. - I see it is
suggested that the Continental trip is a
temptation to buyers for Enclish houses
to go abroad to make their purchases.
That is not the ease with us; indeed,
quite the reverse. We have the utmost
difficulty in persuading our buyers to
zo abroad. They have been inelined to
buy from the agenecies established here.

“‘The Continental trip may be a holi-
day for the buyers of firms who let them
go away for a week and don’t mind
what they do, but in the case of Harrods
I ean assure you it is no holiday, for we
have our own house in Paris to which
our buyers visiting there report every
day. Usunally when they are making
purchases they are accompanied by a
member of the Paris braneh.’’




Declare War--Against the Fly

Approach of Spring is Time to Map Out Campaign—--Stamp Out the Pest in Your Store—Pro-
claim the Same Task to Your Customers—Aids to Selling, Preventive and Cures

Specially written for Canadian Grocer by E. A. Hughes

; HEN there is so
W mueh talk in the
newspaper about

war; when the spring drive
on the part of each belliger-
ent is drawing nearer; when
as is the case, just at this
writing, the spring drive of
the Germans has been
hustled up a few weeks by
reason of the necessity of
the case, the air is full, as it
were, of killing. The grocer
should take part in this kill-
ing and he has a spring drive
for which he should be pre-
paring and planning right
now. This is a renewal of
activities in the war he com-
menced, it is to be hoped,
some years ago, against the
fly. Before this article goes
any further, it offers the ad-
vice to such retailers, as
have not yet declared war on
the fly, that they do so now.
The thing should be gonc
into at onee because spring
is in the offing. The days

A FLY CATECHISM

1. Where is the fly born? In manure and filth.

2. Where does the fly live? In all kinds of filth, and
he carries filth on his wings and feet.

3. Where does the fly go when he leaves the manure
pile, the privy vault and the spittoon? He goes into
the kitchen, the dining-room and the store.

4. What does the fly do there? He walks on the
bread, the fruit and the vegetables; he wipes his feet on
the butter and he bathes in the milk.

6. Does the fly visit patients ill with consumption,
typhoid fever and cholera infantum? He does and he
may call on you next, carrying the infection of these
diseases.

6. What diseases does the fly carry? Typhoid fever,
consumption, diarrheal diseases, diphtheria, scarlet
fever, and, in fact, any communicable disease.

7. How can the fly be prevented? By destroying all
the filth about your premises; screen the privy vault;
cover the manure bin, burn all waste matter, destroy
your garbage, screen your house.

Either man must kill the fly or the fly will kill him.

Prevent the Fly.

out like this. The fly is pro-
lific to such a tune, that
when it lays eggs, it lays 150
at a time. Taking that 150
eggs, which by the by are
hatched in 10 days, and sup-
posing that half of them are
females, there are out of
that buneh 75 more sources
of reproduction. In a very
few days after hatehing they
are themselves ready to pro-
duce. Multiply 75 flies by
150 eggs and in another ten
days there are 11,255 ready
to do the same sort of thing
over and over again. A
large percentage of that
number will be reproduetive
and have a capacity of 150
eggs a piece and in a
month’s time you have be-
tween 800,000 and 900,000
flies. This is an amazing
number and when it is
thought of the aggregate ill
flies ean do in the world, one
sees what a real menace the

are lengthening, the trees

are beginning to show little shoots of
green, the man at the desk next to us
is muttering something which sounds
suspieiously like a spring poem, several
birds whieh, in the dark, might be mis-
taken for robins, are to be seen, and we
can see the office boy from afar off com-
ing to ask if he can get a day off to
attend his grandmother’s funeral. All
these are signs of sprinc. When every-
thing else in nature gets busy because
‘‘the year’s at the spring,’’ the fly gets
busy too, and is just as determined to do
as much bad in the world as humanity is
determined he shall do little. The plan,
therefore, is to exterminate him before
he gets big enough to do very much
damage.

What the Fly Lives On

The fly has an all too good oppor-
tunity. It lives upon filth, upon dirt, and
there is so much ‘dirt and filth in the
world, so much necessary dirt and filth
and refuse, that the fly has ample oppor-
tunity. Garbage pails in the streets, the
gutters with their sewerage, such build-
ings as stables and others where animals
congregate, rotting vegetation, meats
that have gone bad—all these and a hun-
dred other things are what the fly is

looking for. He has such an abundant
chance of getting in his ‘‘bad aecting’’
and most of these things are necessary
evils which are being handled just as ex-
peditiously as possible, that the only way
to do is to make a real determined at-
tempt to exterminate the fly itself. If
we cannot get rid of all the garbage and
all the refuse and dirt in the world, the
best way is to get rid of the instrument
whieh, using that, creates disease.

Innocent-Looking But Deadly

Consider the common fly. He is a very
innoeent looking little gentleman, or she
is a very innoecent looking little lady—
that you would not think it possible that
he or she could be responsible for so
much mischief as falls to their lot.
Nevertheless, it does not need a scientist
to point out how much evil is done in the
world, by the fly. Disease is bred, chil-
dren and grown-ups alike are infected,
and even lives are lost, through the in-
genuity and the industry of the house
fly.

To begin with there are so many of
them! Starting with one fly it is pos-
sible in about a month, to see a direct
result in the production of no less than
800,000 or 900.000 offsprine. TFignre it
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common house fly is.

Did you ever spend a little
time and wateh the machinations of a
fly? If its industry could be turned into
zood channels it would be monumental.
It perches, perhaps, on the fence, then
flies down into the garbage pail or the
stable, wallowing in filth. Without tak-
ing the trouble to wash its hands, it hop:
straight into the milk jug or the sugar
basin, contaminating anything and
everything with whieh it comes in con-
tact. Tt will wander slowly and de-
liberately around every dish and jug and
bowl on the table and leave a ecertaiv
amount of infection in each.

Not content with that, it will renew
its activities along rather different lines
and following the bad example of the
Prussian militarists, becomes a sort of
baby-killer. Filthy, infected with all
sorts of disease as it is, it will erawl
about whoever and whatever lie in its
path, paying no attention as to whether
it is the skin of a child or a grown up.
So it goes on and the name of fly 1
legion. Disease in all its insiduous forms
is spread about by this so little and mean
instrument and its activities, because of
its very number, would increase from
vear to year if determined action were
not taken by humanity in general. When
yon think of all the misehief it does and




then you think that it is only a little bit
of a thing, your wonderment increases as
to why the pest has not been made of
much less effeet if not entirely obliterat-
ed long before this.

Grocer’s Great Responsibility

The grocer has a great responsibility
in the matter of the house fly, in that
he sells food for the public. He has all
sorts and conditions of food in his store
and everything and anything, particular-
ly eatables, if they are not safe from the
attack of the fly, unless sufficiently
gnarded, will be instrumental to the fly
in produeing disease.

Have lots of fly-killer up and down
the store. See to it that in the hotter
months, particularly, no refuse or de-
cayed matter lays about the premises.
Rags, old paper, stale food stuffs, meats,
all these and' half a hundred little
things should be guarded from the time
they come into the store until the time
they leave it. They should not be left
about the place any longer than is neces-
sary and they should be kept in such a
way and under such covering that the
fly eannot penetrate. One method of do-
in> this is fly netting. This ean be ob-
tained very cheaply and probably the
erocer himself is selling it anyway.
There are several different fly killers
which every grocer stocks in his store.
Use a good number of these for your own
nse and for taking ecare of your own
comestibles in your store vourself.

Dealer’s Duty to His Customers

As to the selling end of it, the grocer
should get the public interested in the
campaign against the flies, long before
they make their appearance. Talk about
the danger of the fly to the customer.
Appeal to what the newspaper man ealls
the ‘““human interest’’ side of the mat-
ter. Point ont to a woman eustomer that
the fly whieh has been lingering round
the garbage can or cuspidor is the direct
enemy of her child. Point out how easily
tubereulosis and typhoid micht resnlt.
Then go ahead and sell lots of fly des-
troyers. Have notices up and down your
store in good bold print pointing out the
evils to whomsoever shall come in. Talk
about it in your ecampaign; advertise it
and write about it; in short put up a
determined and econtinuous eampaign
against the fly. Compile statistics whieh
show how big an enemy the fly is. Why
not take the figures at the head of this
article and copy them out and pnt them
in some place in the store where they
would be readily noticed? In brief take
any and every method of exterminating
this evil.

This article is written ahead of timn
in order that the groecer may do his part.
If an enemy in arms were ecoming to
Canada, and we knew it, we should not
begin preparing when they were already
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at Montreal; we should have prepared
for them months ahead. You know the
fly is coming as soon as the weather is
hot enough; then prepare ahead. Get
out after the fly yourself, and talk the
campaign to your customer, so that this
year even more than other years, a de-
termined effort may be made to get rid
of the evil.
_@_

ADVERTISE DELINQUENT LIST

The merchants of New Glasgow and
Trenton, N.S., have reorganized the Re-
tail Merchants’ Association with J.
Fisher Grant as president.

A committee has been appointed to
interview the Nova Scotia Steel & Coal
Company about changing some of their
pay days so that they would all fall on
open nights for the stores. The eommit-
tee reported that the management of the
Steel Works had kindly agreed to this
change.

Another committee to interview mer-
chants keeping open on closed nights re-
ported that all were willing to fall in

line with the other stores starting
March 1st.

1t was decided to advertise in the loeal
papers that stores will close Tuesday and
Thursday at 9 p.m., Monday, Wednesday
and Friday at 6 p.m., starting March
first. :

Discussion regarding the summer haif
holiday resulted in vote to close stores
Wednesday afternoons from the middle
of June to the 1st of September.

The secretary of the Grocers’ and
Butchers’ section submitted a resolution
as follows:

‘‘Resolved that all debtors who do no*
pay or make a settlement for past due
accounts, on or before April 1st, will
have their names put on the Delinquent
Debtors’ List.”’ This was unanimously
adopted by the association and will be
advertised.

A number of the merchants present
stated that they had already received
payment of old and past due accounts
amounting to several times the member-
ship fee of the association.

Favors the 5 Cent Line

Montreal Grocer Gives His Reasons for Preferring Article
Costing $3.90 per 100 Tins to One Costing $3.60
per 48 and Retailing at 10ec.

By Z. Lapointe, Montreal

WAS very much interested reading

the article in your issue of February

25, headed ‘‘Declare in Favor of 10-
cent Line.”” On reading the opinions ex-
pressed by the various groeers, it is
plain to see that the great majority of
those who declared in favor of the 10-
cent line had not thoroughly understood
the case as presented to them in your
issue of the 4th inst. They took it that
the article costing $3.60 per case of 48,
and retailing at 10¢, was evidently
double the quantity of the same product
as the line costing $3.90 per case of 100,
and selling at 5e.

Based on the assumption, I would cer-
tainly declare in favor of the 10c line,
for my eustomer would be getting the
same value, and I would be making a
much better profit on each individual
sale.

But your statement of the case inti-
mates that the two articles are of identi-
cal quality, and of the same weight, yet
one retails for 5¢ and the other for 10e.
Under such conditions, I declare em-
phatically in favor of the 5e¢ line. Onee
I became eonvinced that the quality was
equal, I wobuld certainly recommend the
Ge line to my customers, for it is my
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opinion that the grocex who has the in-
terest of his clients at heart obtains
their confidence, and at the same time
their steady trade.

I have in mind a case which seems to
fit the one presented by you, of a pro-
duet put up by two manufacturers—one
selling at 5¢ and the other 10e. When the
5¢ line was offered to me, after looking
into its merits, it seemed such a good
proposition for the consumer that I took
it into stock and recommended it to my
customers. The result is that I now sell
much more of the 5¢ tine than I pre-
viously did of the 10¢ line. One feature
of the case is that the consumer, getting
the produet so cheap, uses it more gen-
erally, getting double the results that she
previously obtained for the same ex-
penditure.

And personally I feel that T am mak-
ing more money on the line, as it sells
for 5e straight, whereas I was compelled
to sell the 10e line in many mstances at
three for a quarter, owing to ecompeti-
tion. Furthermore, I have the satisfae:
tion of knowing that I have pleased
many of my customers, as several of
them have mentioned how glad they are
that I drew their attention to the 5e line.




THE CLERKS PAGE

Some Principles

of Salesmanship’

Practical Pointers on Salesmanship—Studying the Temperaments of Buyers
—Responsibility Rests With Every Man—Go in to Win
Battle in Mind of Buyer

N these modern days, salesmanship

has justly been eclassed as. a pro-

fession, and has been developed a-
long scientific lines, until it ranks equal-
ly as high as law, medicine and kindred
sciences, and requires equally as much
study, thought and training as is re-
quired in obtaining suceess in any of the
above.

In later years there have been develop-
ed scientific sales schools and clubs. To-
day most of the larger manufacturing
and commercial concerns throughout
the United States have their own sales
schools to inerease the efficiency of their
sales force. Some of the big railroad
companies are now edueating their
employees from the ground up—fitting
them for positions of responsibility and
larger remuneration.

Selling goods is essentially a process
of the mind between buyer and seller.
Psyehology as one writer puts it, is ‘‘The
Seience of the Mind.’’ Every sale com-
bines the elements of mind over mind
and unless there is a willingness of the
buyer to purchase and the willingness
of the seller to sell there ean be no sale.

Let us consider first some of the quali-
ficatidns necessary for the successfui
salesman to possess and, seeond, some
of the various characteristies of the pur-
chaser.

No salesman can expect eonsideration
at the hands of his eustomer and com-
mand his respect unless he possesses
SELF-RESPECT.

Every self-respecting man has a cer-
tain amount of dignity. This does not
mean he should be independent or egotis-
tical. A self-respecting salesman has
the courage and determination and faith
in himself so that he can look every men
i1 the face, and be a true man in every
sense of the word. The salesman should
always bear in mind that he is not ask-
ing any special favors from his custom-
ers when he tries to se!l him his goods
but, on the other hand, should try to
convinee his prospeet that he is there to
render him serviee by selling him the
produet that in turn will prove profitable
to all eoncerned.

*Extracts from an address by A. L. Habe-

kotte, Assistant Sales Manager. The Moore
O Co., Cincinnatl, Ohilo,

Banish every sense of Fear, for the
salesman that is conscious of any
thought of littleness will never succeed.
If your goods are right no apology is
necessary when you try to sell them.

Cheerfulness, Politeness and Enthus-
iasm go bhand in hand. ‘‘As a man
thinketh, so is he.”” This is as true
from a salesmanship standpoint as it is
from a moral or spiritual standpoint.
The man who can smile and does smile,
the man who is cheerful even in the face
of disappointment, is always in greater
demand than the grouch or pessimist
who is always looking on the dark side
of things. Kickers and knockers have
no place in the business world. Many
a sale would otherwise be lost if it were
not for the fact that the buyer was
impressed by the pleasant, good-natured
attitude of the salesman. Some authori-
ties elaim that these qualities are of as
much importance as a knowledge of the
goods, showing the interest in the wel-
fare of your prospect, and working into
his confidence and goodwill, will always
bring its reward.

If vour prospect is inclined to argue
and show his resentment, agree with
him for the time being, and if you are
tactful enough, yon will soon have him
agreeing with you. A little study of
human nature will convinece you of this
faet. A man’s character is often ex-
pressed by the clothes he wears, the
manner of his walk, the expression in
his eyes. A judge of human nature will
read a man’s charaeter in his face.

It is essential that the salesman be
neat in his dress. This does not mean
to be a fashion plate or to wear gaundy
clothes, which attracts attention from
the real man.

It is said of the president and sales-
manager of one of the greatest concerns
in the United States, that in a meeting
of his sales force, numbering into the
hundreds, he addressed a dozen or more
of his men, and warned thgm that unless
they had their clothes pressed and wore
a subdued color of a necktie, that their
resignations would be accepted.

Soap and water are cheap, and there
is no excuse for a salesman to neglect
their use. Keep your collar and shirt

27

ciean. Keep the body well bathed; a
clean shave each day; hair brushed neat-
ly and“trimmed; teeth and nails should,
always be kept clean. Pay striet atten-
tion to your health. The salesmian who
is careless in all these matters will be
careless of his business.

The use of cigarettes and liquor should
be shunned. The smell of tobaceco or
liquor on the breath has lost many an
order from a good eustomer and in some
cases the buyer has quit dealing with
the house altogether.

Experience has proven that it is not
necessary to indulge in these habits or
to entertain your customer in this man-
ner in order to get his business.

Hope, Determination, Stiek-to-it-ive-
ness are just as important for the sales-
man to cultivate as any other qualifica-
tions. The man with the desire to be
successful will reach his goal sooner
than the man who never hopes to attain
the first place in his profession. It is
true some men have their wish-bones
where their backbones ought to be, but
the man with the definite aim and pur-
pose in life, the man who is not a drif-
ter, the man who aims at the bull’s-eye,
is bound to win the prize of the high
calling of sueccessful salesmanship. Think
success and you will be successful. The
salesman who possesses the bulldog
spirit, the saleman who says ‘‘I will”’
and ‘‘I ean’’ is the man who will not
yield to opposition, no matter from what
source it comes—never let go and when
you are sure you are right—go ahead.

This spirit will develop eonfidence in
yourself and nothing ecan stop you.
Persistence in the right direetion if not
overdone will in most cases land the
order that you are so eager and anxious
to secure.

Characteristics of the Purchaser.

It has been said that the real battle
in making a sale is in the mind of the
buyer. As the temperaments of two
people are hardly alike, so it becomes
necessary for the suceessful salesman to
study in no small degree the various
temperaments of his prospects. Human
nature is a peculiar thing, and the sales-
man who can judge the general disposi-
tion of the purchaser, his strong and
weak points, and use this knowledge to
its best advantage, will, nine times ont
of ten, get in such close touch with him,
that he will succeed in closing his sale.

Some buyers need coaxing to a certain
extent. Some will want to argue and
trip you up, and by taking you una-




wares, endeavor to get the best of the
bargain. Some buyers are looking only
for price instead of quality and service.

It is very seldom that any buyer is

looking for you with outstretched arms °

to welcome you. After all, the orders
which are hardest to get are the ones
most appreciated. The salesman is in
a true sense an educator.

Many new lines are being introduced
to the public every day and if the article
has the proper merit, the price asked
for it is right, if it is backed up by the
house and the salesman—you are justi-
fied in asking the time and attention of
your prospect. Always make your cus-
tomer feel that your business is going
to prove profitable and beneficial to him.
Some salesmen have been known to have
talked themselves out of an order after
they have once had it. So be ecareful
and know just when to end your argu-
ment.

More salesmen fall down in eclosing
their sales than at any other time. If
you failed to make vour sale be good-
natured about it, or at least do not show
vour disappointment, but keep up your
courage, for at some future time sueccess
will eome from your efforts.

We read a great deal nowadays about
““/Clean’ Up’’ day and spring medicines
to tone up the system, ete. This is the
season for house cleaning, to get rid of
the germs of laziness and lack of inter-
est in our work and take our medicine
_regularly and faithfully. If you have a
wife or a sweetheart, take her in your
confidence and get her interested in your
personal work. She will help you and
inspire you. Be like Willard. Go into
the fight to win. He said all during
the big fight his thoughts were of his
wife and children. Read up in books
and magazines all you can about things
pertaining to your business. Remember:
Science is Knowing and Art is Doing.

If you want to reach the top round
in the ladder of successful salesmanship,
make up your mind to start to-day to
take advantage of every opportunity
whiech knocks at vour door. Don’t be
afraid to work. Work with your brain
as well as your hand and foot. Learn
to think and use all the faculties with
which God has blessed you.

The responsibility rests with every
man as an individual and it is up to
YOU to make your life a suceess or a

failure.
__6__

HAS NO EQUAL

MacLean Publishing Co.

Dear Sirs:—Find enclosed $2 to
pay for “CANADIAN GROCER”
for one year.

It has no equal as a grocer’s paper.

M. F. AMES
Plainville, Ont.,

’

CANADIAN GROCER

THE WONDERFUL COCOANUT

The probability of the placing of
copra, the dried kernel of the eocoanut,
on the contraband list gives added
prominence to the great value of this
produet to man.

The cocoa palm flourishés in the
Tropics where it is the very mainstay
of his existence to the native. For
planting purposes the fully ripe nut is
chosen and laid in a hole in the ground
and left thus uncovered. In a few days
a slender shoot bursts through a minute
hole in the shell and spreads out into
three light green leaves. Its roots de-
velop in the soft white sponge which
now fills the nut, push out the stoppers
of two of the natural holes in the end
of the nut and strike vertieally into the
earth, seeking moisture. The shell and
husk become very hard and brittle and
in a day or two burst by the operation
of some spontaneous force within. The
nut is now a young tree. It thrives
without attention of even the rudest
sort, especially if close to the sea and
soon reaches maturity. It begins to
bear in its fourth or fifth year and so
continues for nearly a ecentury. Strange-
ly enough, its frujf is non-seasonal and
thus may be seen at one and the same
time the strange spectacle of fruit in all
stages of development from the beauti-
ful white blossoms to the ripe nut. Its
fruitfulness is its chief distinetion.

The copra is valuable through the
variety of its produets, chief amongst
which is the oil or cocoanut butter, of
which it contains 70 per eent. From
it there is made margarine, eandles. salt
water soap, salad oil, lard and glycering
which last has greatly enhanced its
value as a necessity in high explosive

-manufacturine. !

Cocoannt oil is also substantial with
great snccess for cod liver oil. The re-
sidue after oil extraction forms a
splendid hog and eattle food. For these
reasons its importation into Germany
is in process of being stopped.

With the present exports of this
article to Europe at over a million tons
a year the value has inereased from $40
twenty years ago to $200 a ton to-day.

The tree’s usefulness does not stop
here. Tts logs are used for lumbering
purposes and for the making of char-
coal and all manner of wooden imple-
ments. Its boughs are used for the
thatehing of hounses and for the making
of baskets. The fibre is woven into mat-
ting and clothes, as well as fish lines
and ropes. ¢The polished and dried
husks of nuts serve the natives for a
variety of dishes and utensils ready
made, and the leavings for fuel. In its
native habitat the oil is used for the em-
balming of the dead.
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RULES GOVERNING EGG CASES
AND EGG HANDLING
The Canadian Produce -Assoeiation
has sent out the following instruetions
re egg cases, their specifications, ete.,

" which will be read with interest by this

trade:
‘‘Dear Sir:—

‘“Owing to the loss of a great number
of egg cases from year to year, the pro-
duce dealers have, during the past
twelve months, been advoeating non
returnable cases and at the Annual
Meeting of the Canadian Produce As-
sociation in Belleville on February 9th
last, a resolution was passed confirming
the adoption of non-returnable ecases to
go into effect Mareh 1st, 1916, the cost
of the case to be included in the price
of the eggs.

‘It is expected that by having the

.eases supplied by the shipper, there will

be an improvement in the quality of the
eggs. From a sanitary standpoint, it
has another advantage, as it means the
eggs will, in most instances, be shipped
in new ecases and fillers, thus doing
away with a lot of old eases which have
been the cause of musty and inferior

““We would suggest for a non return-
abel ecase, the following thickness:

Top, sides and bottom 3-16 in.

Ends and centre 7-16 in.

End cleats 114 in x 7-16 in.

‘“No cases that are shipped to the
country should be stencilled or branded
with any name or distinetive brand.

““In order that the eggs arrive at
their destination in good condition and
free from breakage, the shippers should
see that a pad of excelsior or cushion
filler be used in the bottom of each
case and a cushion of excelsior or other
suitable material be placed between the
eges and the top of the case.

‘It is to the interest of the shippers,
therefore, to look ahead and provide
themselves in advance with cases and
fillers.

““The ‘‘Loss Off’’ system of buying
eggs has proved a great suecess during
the past two or three years and resulted
in a great improvement in regard to
quality. It was unanimously agreed by
all dealers present at the meeting in
Belleville that all eggs be bought on that
basis the vear round, in fact, a further
step was taken by a resolution being
passed by the Association confirming
the action of the Committee on Resolu-
tions in memorializing the Government
to make the bnying and selling of bad
eggs a eriminal offence with a penalty
attached.

‘“We believe, therefore, it would be in
the interest of all eoncerned if all store-
keepers and buyers ecandled their eggs
before shipping.’’

Albert H. Dalrymple, President.




CURRENT NEWS OF WEEK

CANADIAN GROCER WILL APPRECIATE ITEMS OF NEWS FROM READERS FOR |
THIS PAGE. ;

Quebec and Maritime Provinces

Cardinal & F'rere, groceries, of Mont-
real, are offering business for sale.

Clifford Johnston’s store in North
Sydney, N.S., has been destroyed by fire.

The death is announced of W. W.
Baskin, grocer, of St. John, N.B.

W. H. Dunn, secretary-treasurer of
the Borden Milk Co., has been in New
York this week on business.

J. D. Hutchins manager of John
Dunean & Co., tea importers has been
in New York on a business trip during
the past week.

W. €. Miller secretary of the Retail
Merchants’ Association of Toronto, and
D. W. Clark of that city were in Mon-
treal this week, calling on the principal
manufacturers in econnection with legis-
lative measures they have promoted for
the interest of the trade at large.

One of the oldest of the old-time mer-
chants of Halifax passed away on the
5th inst., when death claimed John Mae-
nab at the age of eighty-three. Deceas-
ed made the foundation of his fortune
many years ago in the provision trade
from which he retired a few years ago.
He was aceounted one of the wealthiest
business men of Halifax and was associ-
ated with numerous finaneial and busi-
ness corporations.

The salesmen and heads of depart-
ments of Charles Gurd & ‘Company,
Montreal, were entertained at dinner by
Charles Gurd, at his residence, Argyle
avenue, Westmount, reecently, the oceca-
sion being the seventy-fifth birthday of

"Mr. Gurd. There were speeches and
songs and recitations. Mr. Gurd was
presented with a reading lamp and Mrs:
Gurd with a large bunch of roses, the
presentation being made by A. J. Burge.
Alex. McA. Murphy referred to the
happy relations existing between the
head of the company and the staff, many
of whom had been in their positions for
vears. Mr. Gurd replied in happy terms
and sang several songs. Dr. Gurd was
toastmaster. Others taking part in the
evening included J. P, MeEntee, M. Jor-
dan, J. W. Lauzon, Peter Craig, Frank
de Repentigny, Walter R. Gurd, and
Miss M. M. Gurd who gave several piano
solos and who with Mrs. Gurd was ae-
companist for the evening.

Ontario

The fruit store of Rubino Frank, in
Toronto, was reeently damaged by fire

Mrs. Trudel, ¢onfectioner of Ottawa,
is succeeded by Mattar Bros.

James Nimick, of Stratford, grocer,
has sold to A. Thistle.

J. R. Kneechtel, of Harriston, groecer,
is sueceeded by MeDonald & Pridham.

Abraham Hobson, of Hamilton, groeer,
has sold out.

Annie Sullivan, of Toronto, grocer, is
succeeded by Margaret J. Denison.

R. A. MeDiarmid, groeer and butcher,
of Cobden, Ont., suffered loss by fire. His
store, however, was ‘insured.

Cameron Bros., butchers, of Carleton
Place, Ont., have suffered loss by fire;
the store was insured.

CHAS. GURD, Montreal,

Manufacturer of aerated waters, who recently
celebrated his seventy-fifth birthday.

W. S. Hayes, of Hawkesbury, flour
and feed merchant, is retiring from
business.

C. H. Brown, of Toronto, grocer, has
suffered loss by fire; his store, however,
was insured.

William McQuilty will open a grocery
store in Welland, Ont., in the store short-
ly to be vacated by Hilder & Co.

S. J. English, of Forest, has sold his
confectionery and grocery business to
Miss Margaret and Graece Campbell, who
will take possession at an early date.

The Dominion Dustless Sweepers, Ltd.,
is a new company with a federal chart-
er: Head office is in Peterborough, Ont.,
and capital stock $200,000.
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J. Thompson, Webbwood, Ont., has
disposed of his general store to S. H.
Scott, who takes possession soon. Mr.
Thompson is retiring for the present
from active business.

‘Charles Leigh Wilson, eldest son of
Mr. and Mrs. C. L. Wilson, died at the
family residence in Ingersoll, in his
thirty-third year, after a severe illness
of a few days. He was a traveling sales-
man for the Ingersoll Packing Company.

A despatch from London says that To-
ronto, Guelph, Brantford and London
men are interested in a new wholesale
produce and butter industry which is to
be established in that city. The eom-
pany has been capitalized at $40,000.
Charles Johnstone, of Silverwoods, Lon-
don, is to be the manager of the new
firm. Charles Johnston is a brother of
Robert Johnston, cheese buyer, of Wood-
stock.

Western Canada

J. C. McGillivray, of MeCreary, Man.,
has suffered loss by fire.

John Galloway, confectioner of Weil-
wood, Man., is succeeded by Mrs. A. Gal-
loway.

A. R. Laidlaw, High River, Alta., has
sold his Okotoks store of general mer-
chandise to Hennesey & Wilson. This
was to enable Mr. Laidlaw to give more
of his time to the High River store.

R. J. Macdonald, proprietor of the
South Side Department store, Edmonton,
has decided to close out his entire stock
of groceries, boots and shoes, dry goods,
ready-to-wear and clothing.

Fifty thousand dollars is the estimat-
ed damage from a fire in the business
section of Revelstoke, B.C. It is thought
to have started from a furnace in the
basement of the Taylor block, which was
largely destroyed. The stock of the Me-
Rae Mercantile Company, a total loss,
while the Sugar Bowl confectionery
store was considerably damaged, as was
also a Chinese restaunrant.

H. E. Crook, manager A. Maedonald
Co., Edmonton, Alta., states that before
the war broke out tea merchants ol
Western Canada could always rely on
having their shipments from India with-
in sixty days, but now, owing to searecity
of ships on the Pacific ocean, they are
fortunate indeed if they get shipments in
three months, it more often being four
months and has been known to be six
months. :




Bert C. Crockett, Toronto, wl'o has
joined the 206th Bantam Battalion for
overseas, was presented with a military
wrist watch by the employees of the Im-
perial Extract Co.

D. 8. Walker, until reecently connected
with MeLauehlan & Sons, Ltd., biseuit
manufacturers, but now with the Quart-
ermaster’s staff of the 147th Bn., was
presented with a wrist wateh on eve of
departure from the firm.

Russel Harker, only son of Mr. and
Mrs. J. B. Harker, Bridge street, Belle-
ville, Ont., was this afternoon presented
with a wrist wateh by the staff of the
John Sloan Company, wholesale grocers
in that city. where he has been employed
for years. He has gone to Kingston to
take a course in sienalline with the
155th for overseas duty. His father J.
B. Harker is a traveler for White Swan
Spiees and Cereals, Limited.

CANADIAN GROCER

'PURE MAPLE PRODUCTS MEN
MEET

Montreal, Marech 8.—at the annual
meeting of the Pure Maple Sugar and
Syrup Co-operative Agrieultural Associ-
ation, peld at Rigaund, Que., resolutions
were passed asking the Federal Govern-
ment to enforce the law prohibiting the
manufacture of imitations of maple
syrup and sugar. It was stated that
the majority of grocery stores in Mont-
real and throughout the country are
still handling these goods.

Nearly 700 were present at the meet-
ing. The mayor of the parish of Ri-
gand gave an address of weleome, which
was responded to snitably by the presi-
dent of the association, Gustave Boyer,
M.P.

Professor J. F. Snell, of Macdonald
Colleze, gave an address on ‘‘Sugar
Sand,’’ and ways of detecting the adul-
teration of maple suzar goods. After-
wards he demonstrated the value of his
process by an electrical apparatus in the
hall.

The Rev. Father Allaire, of St.
Hyacinthe Agrieultural Colleze, spoke
of the workings of co-operative socie-
ties and the value of co-operation to
any hody wishing to make a perman-
ent suecess.

Jos. H. Lefebvre, of Waterloo, Que.,

secretary of the association and a prae-
tical sugar maker, spoke of the maple
sugar industry of Canada, its present
condition and its possibilities for the
future. He deseribed the actual process

- of securing the sugar from the tapping

of the trees for the sap to the final
packing of the goods for the market.

Auguste Trudel, of Montreal, gave his
experience in handling the goods of the
association last spring. Good prices
were obtained, and he counld assure them
that those who got their goods last year
will be customers again this one.

Some manufacturers of apparatus for
the making of maple sngar had exhibi-
tions in the building.

Letters of regret at their inability to
be present were received from Hon.
Martin Burrell, minister of Agriculture
for the Dominion, and Hon. J. E. Caron,
minister of agriculture for Quebee.

The following officers were elected:
Patrons, Hon. Martin Burrell, Hon. J.
E. Caron, and Hon. Sydney Fisher;
vice-patron, Prof. J. F. Snell; presi-
dent, Gustave Boyer, M.P., Rigaud;
viee-president, Charles A. Fisk, Abbots-
ford, Que. Directors: R. T. Brownlee,
Hemmingford, Que.; J. H. Grimm,
Montreal; Lue J. A. Dupuis, jr., Saint
Rock des Aulnaies, Que.; and the see-
retary, J. H. Lefebvre.

PRELIMINARY STATEMENT OF TRADE OF CANADA FOR JANUARY

Compiled by The Financial Post,

One Month, Ten Months and Twelve Months ending January, 1914, 1915 and 1916.

Imports for

Consumption.
Dutiable goods
Free goods

1914,
§ 26,234,666
14,686,574

1915

Month of Janaary

$18,183,179
12,116,978

Ten Months ending January

1916
£ 27,504,149
22,666,516

1014
£319,673,743
177,003,982

1915
$234.008,746
145,038,331

1916

225,454,635 § 430,415,524
168,639,553

Twelve months ending January

1914 1013

$ 204465477
176,232,749

1916
$ 271103142

216,817,976 109,255,139

Ttl fmp'rts (mdse.).$ 40,921,240
*Coin and bullion ... 429,627

$30,300,157
638,174

Total imports $ 41,350,267

$30,938,331

Duty collected $ 7020888

50.170,665
11,716,848

$526,677,725
13,419,454

$379,047.077
131,257,281

394,003,688 §
31,618,551

61,887,513 $540,007,179

$510,304,358

425,712,839

647,233,510
14,089,017

§ 470,008,226
133,073,132

470,418,282
32,354 562

$ 661272527

$ 603771338 502,772,844

9,962,556 $ 63,708,076

$ 90.983.949

81,267,656 $

112,048484 £ 79,866,772 06,745,209

Exports.
Canadian Produce—
The mine
The fisheries
The forest
Animal produce ....
Agricalt'al produce.
Manufactures
Miscellaneous

4,205,038
1.701,844
2,159,088
3.151,012
042520
5,050,999

8,227

T™tl.. Can. produce..$ 25218737
Foreign produce

Total exports,
(mdse.)

*Coin and bulilon .... 3974764

Total exports ....$ 20.861,35%

$30,830,337

4.654.915
2.437.715
3,243,260

10.203.827

15.402.976

47,015,283

773,208

$ 48,423 544
17,782,704
38.135,945
46,710,871

186,648,008
46,529,453
94,056

$ 42,400.353
15,820,794
36,867,152
64,007,884

114,691,494
60,956.072
515,888

53,688002 $
18,541,413
45,428,7%9
88,763,256
217,000,912
166,414,552
4518818

39,100,714
20.988,841
42,707,7%1
52,361,474
211,322,570
55473078
111,122

13,084,863
18.661,560
41,523,344
70,727,132
126,262.825
71,870,071
542,920

€2.900.€28
22407687
51.211.820
90,066,115
237,964 4€8
190,997,981
4,606,732

§ 83,731,184
1,715.962

$384.334.361
22,157 8%6

$335.418.637
48.012.033

505,265,252
35,001,607

£ 442,0662%0 § 382,672,715 669,265,431
24,128,530 49,723,532 39,702,007

8 85417046
112,736

$406.472,247
12,006,487

$383,431.270
5,042,790

630,956,880
103,263,870

$ 85,500,782 $418.568,734 £398 474.000

734.220,750

$ 466,194,810
15,527.680

§ 481,722,400

$ 432,306,247
16,507,016

3— 448,903,263

T0R,968,128
127,587,430

Aggregate Trade.
Merchandise
Cofn and bullion

$ 66,807,835
4,404,391

$60,267,487
1,501,181

$135.617.7T11
11,820 584

$033.140.972
25.515,041

$762.478.347
136.300,0°0

$1,025,080,877
134,882,721

$ F36,555.567

£1,113.429.320
29,566,997

§ 903 004 473
149,580,148

$1,179.386.410
159,942,001

Total trade $ 71,212,226

$61,768,668

$147,447.205 $958,6€5,013 $908,77% 427

$1.1050.933.50¢  $1,142,905,017 $1,062.674,621 $1.339,328 411

*Note.—It will be noted that the figures relating to the imports and expnrts of coln and hullion for the twelve months ending January,
1016, were: Imports, 1916, $32,354,562; 196, $133,073.132. and exports 1916, $127587.430; 1015, $16,507,016. Although it has been customary
to include these figures in trade returns, the total trade figures are seriously digturbed by them in this Instance, and they should not
be taken as an indication of the trade of Canada.

It will be noted from the above that total Canadian eiports for year ending January were $836,555,567, as against $448,003,26%8 the previous
Exports, too, exceed imports by more than $3,000,000. -

year,
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Sugar 30c. Higher: Sharp Advance in Tapioca

Full Two Cents Higher in Quotation—Sal Soda Takes Another Jump —'Stm'ng Situation in

Sugar: Three More Advances—Prices on Dried Peaches Up—

Teas Higher in London.

Office of Publication, Toronto, March 9, 1916.

HERE has been some change in situation in new-laid eggs.

Supplies from country points have not been so plentiful as
. might be, nor as was wanted to satisfy demands, and quan-
tities have been imported during the last few days from Chicago.
Across the border new-laids are exceedingly plentiful just now and
can be laid down here at a low price, so low a price, in fact, that
unless deliveries from country points in Canada become better and
the price of Canadian stuff can be dropped, American eggs will go
on getting the business. Reports from Chicago and %Iew York
indicate there are new-laids “to burn,” and that for the moment
conditions affecting the market are a complete reversal of those
found in Canada. On other hand it must be remembered that for
last three or four weeks preceding this week deliveries of new-laids
in Canada have got steadily better and prices have gone gradually
lower. It may be only a temporary condition that deliveries from
Ontario points are slow this week and next week may see reversion
to better deliveries. New-laids have got to the price recently where
consumption has increased so much that it would be a pity if
deliveries fell off, and United States new-laids had to be imported
to any large extent to fill the gap.

Since last writing in these columns, sugar market, which was
very strong, and looked due for an advance, registered three
advances of 10¢ each per 100 lbs. It was suggested in our detailed
report on sugar situation last week that an advance was by no
means improbable and that market was in such a shape that
whether the advance came or not there could be no weakness dis-
played. This has been confirmed by the actual advances referred
to. The markets in New York and the Canadian markets seem to
be short of raws and oversea buying has been factor in keeping the
market up. There was some diffidence on part of refiners in pay-
ing prices which were asked for raws but these were in such strong
shape that the refiners came to the point where they simply had to
get raws, no matter what price was asked. Market even at advanced
levels remains exceptionally strong, and no one can prophecy what
will happen during next few days.

Quebec Markets

Montreal, March 8.—Undertone of
market still continnes firm, with notice-
able absence of declines in any line and
additional firmness in most and a good
volume of trade passing.. Flour lines
have been strengthened a little by recent
firmness of wheat market, which goes up
and down regularly, All fish lines show
strength as result of storms, that have
interfered with fishing and caused a de-
pletion of local stocks. Advances in
sugar have been feature of the week,
and this market is still characterized by
a firmness that, however, is tinged by
degree of uncertainty that is influenced
by confused state of shipping accommo-
dations and other principal factors that
are influeneing prices in all lines. Con-

flieting influences are at work in many
cases. Advances are frequently reported
from primary markets without any cor-
responding increase here, hecause the
state of local trade frequently is such
that it will not allow of any further in-
crease of existing high prices. High and
uncertain freights are still a chief cause
of concern and adding to the difficulty
in replacing sold out stocks at anywhere
near the old prices that in some ecases
have governed eventual sale of goods.
Approach of navigation season and cer-
tainty of lowered freight rates by the
middle of April in anticipation of same
all have good effect on market.
Advances of from 21% to 5e are report-
ed in canned goods lines ,which are be-
ginning to recover their former position
of strength under stimulus of continuned
good demand; a 2¢ advance in primary
market is reported for molasses, with ad-
ditional firmness, but no price changes

81

Markets in Brief

QUEBEC MARKETS.

FRUIT AND VEGETABLES—
No bitter oranges.
Tomatoes cheaper.
California celery up.
PRODUCE AND PROVISIONS—
Lard firm.
New laids up and other eggs unob-
tainable.
Shortage in dressed fowl continues.
Honey demand continues.

FISH AND OYSTERS—

Scareity of fresh and frozen fish.

Advances in some lines.

Good demand in salt and pickled fish.
FLOUR AND CEREALS—

Local market erratic.

Cereals quiet.

Feed production threatened.
GENERAL MARKETS—

Sugar advances 30c.

Canned goods stiffened up.

Taploca, washing sundries and nut-

meg up.
Imported liquors scarce.

ONTARIO MARKETS.

FLOUR AND CEREALS—
Wheat market stiffens.
Flour generally dull.
Domestic trade slow.
Several cereals higher.

All feeds down.

FISH AND OYSTERS—

Shortage in haddock.

Also in cod.

Whitefish big seller.

Lent speeds up trade. £

PRODUCE AND PROVISIONS—
Compound lard lower.
New laids from America.
Butter situatiop peculiar.
Why the low prices?
Several poultry changes.
New cheese coming.

FRUIT AND VEGETABLES—
Lots of navels coming.
Florida tomatoes in.
Grapefruit of good quality.
Root vegetables selling.
Apples very firm.

Onions firmer and higher.
No change in potatoes.

GENERAL GROCERIES—
Sal soda much higher.
Sugar up another 10c.
Teas higher in London.
Peaches all advance.
Sharp jump in taploca.

MANITOBA MARKETS.

FLOUR AND CEREALS—
Flour drops another 30c¢ bbl
Wheat market very uncertain.
Rolled oats $2.15 or lower.
‘No feature to feed market.

FRUIT AND VEGETABLES—
California lemons decline.
Florida tomatoes $6 case.
Potatoes continue high.

FISH AND POULTRY—
Haddies advance to 9%c.
Feared haddies will be scarce.
Good demand on fish day.

All fish lines moving well.
PRODUCE AND PROVISIONS—

Temporary advance ip eggs.
Much lower market anticipated.
Hog market and meats firm.
Cheaper butter easing off.
Little fresh butter arriving.

GENBERAL GROCERIES—

Sugar “f another ten cents,
Several lines of spices scarce.
Rice and taploca still firm.
Small prunes cleaned ue.
Evaporated apples weaker.
Higher package tea likely.
Pickles and vinegar advancing.




here, chiefly on account of great scarcity
of stocks, which fact is assuming the
proportions of a problem. Raisins are
up about V5e. Tapioca is up 2¢ as result
of condition outlined in last week’s re-
port on this page.

The situation in imported liquors is
becoming acute, with no prospect of re-
lief in sight. Brandies and Scotch whis-
kies are the most seriously affected. In-
dustrial chemicals continue to feel the
. effect of the concentration of manufac-
turers on munitions work. Caustic soda
has advanced 25¢, and is quoted at $6.50
per 100-lb. drum; soda bicarbonate 15e,
and is now $2.75 per keg. Washing sun-
dries lines are all firm as result of con-
tinued neglect of the produetion in this
line. Baking powder is stiffening, fol-
lowing rise in soda bicarbonate; lamp
wicks have advanced 331-3 per cent.,
and bulk cocoanut has gone up 1le.

SUGAR.—Market very firm, following
three further advances of 10¢ each, mak-
ing extra granulated $7.05 per 100-h.
bag, and other grades in proportion. The
later 10¢ advance on all New York re-
finers to $6.45 has materially added to
strength of this market, which was al-
ready firm, but gave evidence of some
uncertainty in this feeling. It is pointed
out that any price here that does not
allow for a one cent higher rate than
for refined in New York is out of pro-
portion and subject to the possibility of
adjustment if local refiners should ever
refrain from price competition. The
drought in Cuba is assuming propor-
tions that are having a strengthening ef-
fect on market. There is no relief from
freight situation, as reviewed again in
these columns last week. It is fully as
acute as ever and full of possibilities
that tend in contrary directions.

Wholesale buying has been brisk at
advanced prices, but retail buying has
dropped off, largely as result of ad-
vances having been discounted. Aecadia
is 10¢ less than list prices.
lxtn Granulated Sugars—

00 1b. bags

m b, bags
2 and 61b. cartons ...

Extra Ground Bll'll'l—-
Barrels ......

-
-
3
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Yellow Sugars—
No. 1, 100 b,
Dark yellow, 100 b,
right yellow, bbls.

bags
only, ew!. ... ..
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DRIED FRUITS. —Only
vance of week in market has been in
raisins, which record an advanee of from
e to 34e. In 16 oz. packages fancy

seeded are quoted at from 10%%e to 1le,

CANADIAN GROCER

and choice seeded from 10Y%c to 10%e,
but additional all-round firmness is
noted in other lines. Fruits of tropical
origin in particular show increasing
firmness, and have a corresponding ef-
fect on American lines, in spite of which
demand continues fairly good. Currants
are quiet at an unchanged price of 11l%e¢
and 12Y5e¢ for loose and package respec-
tively, although this price is out of pro-
portion to the one in effect in primary
markets. Tigs are firm, with no new de-
velopments to note.

EVAPORATED FRUITS.
Apples, choice winter, 25-1b. boxes

Apples, choice winter, 50-1b. boxes.
Apricots

guchu. choice

per lb.

ERsE
=

coccosce
%
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. Orange ..

curran ty—

gg:{ru. ﬂnek loose, new
ras, packages, new

ates—

Drm\edn.ry pachn stock,
Fards, choi
Hallowee,
Bdkﬁu. 1-1b, pka.
F
8 crown, 12-1b. boxes, f-ncy layer, 1b. ....
7 crown, 121b. boxes, f;
8 crown, 12-b.

D
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rices quoted on all lines of fruits are be
nh‘ded for quantities, according to the n-u of market.

MOLASSES AND SYRUPS.—Market
on molasses shows inereasing firmness,
viewed from any angle. There has been
an advance of 2¢ in primary market
apart from freight situation, which is
decidedly firmer in its relation to mar-
ket. But no advance has occurred here
other than that the range of prices in
force is being narrowed. Demand has
been phenomenal, and all that has been
offered for future delivery has been
eagerly snapped up. Some wholesalers
are refusing orders for future delivery
on new crop and a searcity of stocks for
future delivery has become feature. Fur-
ther advaneces in sugar have added ma-
terially to the strength of molasses, but
question of freight remains one of para-

. mount importance, upon which whole

future of this season’s prices may be
said to rest. A fairly good crop of
molasses is reported, but until naviga-
tion opens and encourages renewed ef-
forts for the ending of present shortage
its effeet on loecal conditions can only be
speculative.

There is moderate sale reported for
syrups, with prices unchanged and nom-
inal and demand normal.

Half barrels
For outside territories prices
Carload lots of 2 ch
btrul or half barrel
sprhu." No discounts will be given.

.He.!ibhu. dc; % bbls...
n-..u.-
lb.ﬂll.

Pails,

SPICES.—Market continues te grow
firmer, with additional price advances
that oceur so regularly, and as result of
such erratie conditions that a wide range
of values ensues and causes lack of price
conformation. Trading oceurs only in

. quantities needed and mills discourage

the placing of large orders. Nutmegs
have gone up 5¢; allspice and peppers of
all kinds, but particularly whites, are
advancing ahead of general and similar
trend of whole market.

The consuming demand is increasing
to such an extent that it is becoming
more active than state of supplies war-
rant, and a real scarcity in some lines
appears probable except in cases such as
in black pepper, the high price of which
tends to discourage trading. Basic mar-
ket conditions continue to rule in con-
tradistinetion to the purely specnlative,
which is notably absent.
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RICE AND TAPIOCA —Rice market
is strong and continues to be ruled by
transportation facilities, which show no
sign of improvements, and the aectivities
of which bave been confined almost en-
tirely to inereased insurance and freight
rates. Demand is normal and unaffected
by tense condition of market.

Both pearl and seed tapioeca have ad-
vanced for reasons reviewed in these
columns last week from le to 2¢, and
are now quoted at from 9¢ to 10e in each
case. In ecommon with other goods of
tropical origin, it is almost unproeurable
even at these prices and firmness is still
feature of market.
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NUTS —Fair volume of trade con-
tinues to pass on a firm market, in which
all classes of pecans are the scarcest and
hardest to get of any line in demand.
Shelled pecans are up 2¢ and firm at
this; peanuts are a strong feature of
market and in good demand. The ap-
pearance of the new Brazil nuts has been
further delayed and a higher price indi-
cated. It is expeeted they will be offered
next week at from 15¢ to 16¢ per lb.

§§§§§;§§§§
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TEA.—Market is firm and steady un-
der good demand for importing orders
and with slackened volume of trade for
present use. Such sales as are reported,
however, are at a good price that gives
no indication of weakening. Shipping
situation continues to be chief source of
any notable movement in market, and is
credited with being the chief cause of
the 20 per cent. advance that has oe-
curred at primary markets since Novem-
ber. General condition tends in common
with that of market at large to be erratic
in its relation to supplies and spot
stbeks, which in some cases are amply
sufficient for present needs and in others
are dependent on future arrivals.

COFFEE.—Market is unchanged in
its general features, although there has
been additional fluctuation lately as re-
sult of increased insurance and uncer-
tainty of freight situation, which haa
taken on features of added. interest re-
cently. This has added to its firmness.
Some further advances of speculative
nature are reported in raws in case of
some holders of big stocks. Volume of
trade passing continues to be normal and
at unchanged prices.

DRIED VEGETABLES.—Prices and
demand continne unchanged, normal,
quiet and steady, with good stocks on
hand. A small volume of trade is anti-
cipated until resumption of navigation
stimulates trade in general. This line
has been affected less than any other
by the abnormal conditions of market.

e 49

.”n.-.-
Ill.!ll..

..Iii
(‘ANNED GOODS.—Demand continues
unusually good, especially in view of re-
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cent low prices that greatly stimulated
trade. A sweeping advance is recorded
of from 2%e to 5¢. Corn is 90¢ to 95¢,
English garden peas 90c¢c to 95¢, and
early June peas 95¢ to $1.10. Lower
grades have strengthened in sympathy.
Advance has not detracted from firm-
ness of market, as stocks are greatly re-
duced as result of late heavy selling.

Ontario Markets

Toronto, Marech 9.—Sal soda, remark-
able recently for spectacular advances,
has beaten previous performances this
week. It is now $2 or over. Six months
ago it was selling for 75¢—some differ-
ence! Reason is that quantities arc be-
ing used for munition purposes, and
munition aetivity hus inereasea so much
lately that price of sal suda and kindred
commodities has jumped spasmodically.
All washing compounds and powders
will be bound to advance, sooner or
later, as a consequence ,and the trade
will be well advised to stock up now
while they can get these things caeaply.

Munitions are affecting grocery lines
more and more. The existent firmness
in molasses is partially an outcome of
the munitions industry. Molasses are in
a strong position; not only is war de-
manding its share of support from this
produet in this way, but quantities for
rum-making are also being taken. Add
to this, exorbitant and scarce freights
from the West Indies—and there you
are!

Sugar has been doing big things in the
way of jumping this week. In two days
it advanced twice by steps of 10¢ at a
time, and just as we go to press another
dime on the price is registered. This
makes a basis of $7.11, which is high,
though probably none too high for ob-
taining conditions. Raws are scarce and
tightly held, and refiners have got to
buy some time or other. So.far they
have been buying as little as they could,
but all over the States and Canada re-
finers are shy, so that at no time are they
in a position to fight the strength of
raws. Incidentally, $7.11 price is higher
than at any other time since the out-
break of war, exeepting October and No-
vember, 1914, when the same level was
registered, $7.05 in Montreal, and 6e
higher here. Nor does there appear any
reason for a break at present. Several
factors, indeed, would appear to operaie

* the other way. Cuban erop report, re-
produced in part in detailed sugar mar-
ket this week, shows that erop is liable
not to come up to expectation. Refiners,
probably, are still short of adequate
stocks. Overseas buying is going on
qunietly and surely all the time.
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SUGAR.—Since last week an advance
of 30c is recorded in three separate in-
creases of 10e¢. These were not unex-
pected, as may be seen by opinion ex-
pressed in this column last week, ai-
though advances came sooner than ex-
pected. Toronto followed New York
again, because conditions here dupli-
cated conditions there. Raws are scarce
and refiners had to buy for their re-
quirements were not generally supplied,’
even though there has been heavy buy-
ing recently. The tone of market after
the advance is still strong. Apparently

-domestic demand is an inereasingly in-

portant item at present. Inquiries from
overseas are few and orders fewer.
Cuban erop is also a factor, because it
looks as if it will not reach anticipated
dimensions.  Weather in Cuba is dry,
and the' drouth is holding up the yield.
Freight conditions are also a source of
anxiety on the island, there being a
scarcity of cars in some sections. The
Cuban crop report is worth quoting:
‘‘The persistency of drouth is eausing
general complaint, not only for the new
planted cane, which is not able to grow,
but also for cape now being ground. In
some places the planters are commenc-
ing to reduce their original estimates on
the crop now being harvested owing to
the fact that the quantity of the juice
has diminished, although the sugar yield
continues good. However, in north-east
Santa Clara the conditions have been
very favorable for cane, both new and
old, and conditions are also much im-
proved in Orient owing to the recent
rains.’’

Just as we go to press, sugar took its
third 10c advance, making in all an ad-
vance of 30c from last week, and bring-
ing it to a basis of $7.11.

Extra Granulated Sugars, Montreal Reﬂnad—perlm

¥

2 and 51b. cartons
Nova Scotia refined, 100-Ib. bags ....
New Brunswick refined, 100-1b. bap
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Cartons (20 to case)
Cartons (50 to case)
Orystal
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lnm-ls granulated and yellow may be had at B¢ per
cwt. above bag prices.

MOLASSES AND SYRUPS.—Mo-
lasses sitnation much firmer. Quantities
are being used in rum as well as for
munition purposes. Moreover, freights
are growing secarcer. In a letter from
Barbadoes a shipper complains that sail-
ing vessels are unobtainable even at
fancy rates. Never was there such a
scarcity of bottoms. Shipments are de-




layed again and again. Stocks are low
in Canada; although Toronto does not
take the interest in molasses that Mont-
real does, it nevertheless is evincing a
firmnéss in the sitnation owing to the
recited causes.
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per case.. 3
Winnipeg, Calgary, Regina,

. Stral s, Moose Jaw and Lethbridge. For
Baskatoon they are 5e¢ case higher.)

olasses—
Barbadoes, % bbls. ....
New Orleans, % bbls. ..

TEA.—There is no change in situa-
tion loeally. Market on Ceylons was up
in London, a farthing two days ago, and
firm at that. Tea market, in its primary
state, is in an anxious condition.
““There has been a lot of heavy buying
recently’’, writes a London eorrespond-
ent ‘‘and the money laid out in that,
inecluding a heavy tax, is considerable.
Moreover, one would think that rumours
of still further advances and the ef-
forts of the British Government for
economy would all curtail eonsumption
and that prices might be easier. Colom-
bo however, despite heavy stocks, is
certainly strong and has been up a full
cent within last couple of weeks. Ap-
parently shipping seareity is not affect-
ing values much, probably beeause Rus-
sian buying is heavy and counter-bal-
ances it. All these things must be con-
sidered. The best way to sum up the
international tea market, perhaps, is to
say that though there appear to be reas-
ons why it should ease a little, the ease-
ment shows no signs of materializing.’’

DRIED FRUITS. — Peaches are all
cleaned up at coast, and spot stocks
here are light. This is responsible for a
general advance of a quarter to half a
cent in most grades, faney 25 lbs. being
the only exception. There is a heavy de-
mand. and stocks are licht in all quart-
ers. Amala currants have shown a
slight tendeney to slacken a little, and
are rather easier, thongh no lower.
There has been a continued strength in
these for three or four months, during
which time the trade has econsistently
bought heavily. Currants now, how-
ever show a lack of firmness both here
and in New York. Probably the pendu-
lum is swinging the other way. 1915
erop prunes are strong, though demand
at coast is somewhat licht. Large
packers, however, have situation well
under eontrol and New York opinion is
that it is unlikely there will he any
relapse. All indications point to better
conditions within a short time. and an
even, steady demand, it is said, will
grow. Future 1916 prunes are  quiet
alike at the coast, New York and here,
and such as are selling, 2o on the bhasis
of easy levels prevalent for some time.
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Filiatras, per 1b.
Amalas, choicest,
Patras, per 1b. ...
Vostizzas, choice
Cleaned; % cent more.
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tes—
Fards, choicest, 12-1b. boxes
Fards, choicest, 60-1b. boxes
Package dates
Hallowees ....
Prunes—
30-40s, California, 25-Ib. boxes
25-1b. xes
. boxes ....
. boxes ...
. boxes .
boxes .
boxes ...
25-1b. box
Peaches—
Choice, 50-1b. boxes
Stds., 50-1b. boxes
Choice, 25 1bs., faced
Extra choice, 25 1bs.,
Fancy, 25 1bs,, faced
Raisins—
Valencia, Cal
Seeded, fancy,m 1 1b. packets
Seeded, choice, 1 1b. packets
Seded, choice, 12 oz.
Seedless, 16 oz. packets ..
Seedless, 12 oz. packets
Raspberries, black, dried, 25-1b. boxes.... 04

NUTS.—Walnuts and almonds, both
shelled and in shell, show some scareity
in supply at present. Demand how-
ever, for them, as for all nuts, is light
There are no price changes.
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Shelled—
Almonds .
Filberts .
Pecans

Walnuts, new, halves
Broken

BEANS.— No change is recorded
since last week’s showing in split peas.
All levels are well supported. Feature
of the market still is searcity in beans
of good quality, which are harder and
harder to proeure. Deliveries are only
fair, even of second grade stuff. The
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trade is not buying quite so heavilv

just now however.
Reans, choice primes, bush ..
Reans. hand-

Peas, bine,
Split, ™. .

SPICES.—Ginger has displayed un-
usual strength this week. Ginger is
about due for firmness, all other spices
having taken it in turn. The whole list
is firmly held. Demand is only hand-
to-mouth and in ordinary times present
high levels wounld therefore not exist.
But so far as supplies go these are
certainly not ordinary times and hence
the strength.

FREET T FEFTPEDSTLTLLE

black, whole
white, gronnd .
white, whole
spice

i
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COFFEE.—Market displays that lack
of feature which is its charaecteristic at
this time of year. The tone of all eoffees
is firm, reflecting the primary market,
but demand is dull.

Coffee, Roasted—

Rt |

Mexican 1b. .
Mecha, b,
Rio, 1b. ....
Santos, Ih.
Chicory, 1h, .

RICE AND TAPIOCA.—'‘The out-
look for sazo and tapioea is more and
more for higher levels’’ said Canadian
Grocer last week. In proof of this
market is up a full two cents this week,
making pearl 10 and 1le¢, and seed 10
and 1le too. Further advances dre not
at all unlikely. Freight sitnation has
tied un eonditions and stoeks in Canada
are exceptionallv low. Meanwhile there
is an active demand, particularly) in
Toronto and Montreal. s

Rice—
Rangoon ““B." per ewt.
Rangoon “O0."” per ewt. ....
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‘ Manitoba Markets

Winnipeg, March 9.—Jobbers are pre-
dicting an advance in baking powder,
following advance in_baking soda. On
chloride of lime, the market is firm, and
prices may be higher. On account of
searcity of jute and cotton, salt in bags
is being quoted subject to change. There
may be advances in pineapples, as crop
was lighter than usual. The market on
senna leaves has advanced from 13¢ to
45¢ per lb. within a few weeks.

The Canadian Northern Railway had
pictures taken of the snow banks on
their line during the heavy snow fall a
few weeks ago, and it is estimated that
with the arrival of spring considerabls
difficulty will be experienced in making
shipments on aecount of floods. This
probably accounts for the heavy inrush
of orders during past week from country




points, Southern Manitoba and Sas-
katchewan,

SUGAR.—The market on all sugars
advanced 10c¢c per bag on Thursday,
March 2. This is attributed to freight
situation, refiners being compelled to pay
more for conveying raw sugar to their
plants. The marine situation is such as
to permit boat owners to get almost any
figure they like. . Western demand re-
mains only hand-to-mouth.

Bugar, Eastern—

Standard granulated
ground or icing, boxes
{E‘"‘ ground or icing, bbls.
Powdered, bbls.
Hard lump (109-1b. case) ...
bags

SB38VER

Montreal yellow,
Bnur Wutem Ontario—
Sacks, pu‘ l

BRBUSEBA Z3LRBERTIT

H. P.

Yellow,

SYRUPS.—It is figured here that corn
syrup has reached its limit, especially
as the grain markets are inclined to be
weak just now. With a high sugar mar-
ket, cane syrup is much firmer now. Dc-
mand is good for time of year, and will
gradually improve until April, whean
stocks will be bought for the big busi-
ness which comes in sprmg.
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Saskatoon they are 5c¢ case h

Molasses—
Barbadoes, fancy ....
rbadoes, choi

DRIED FRUITS.—The market re-
mains about stationary, and feeling holds
that when demand picks up there will be
higher prices. Small prunes are cleaned
up in California. It is reported here
that an association of peach growers is
being formed in California to help main-
tain the markets. At present consump-
tion of currants is not large, but market
remains exceptionally strong. Currant
consumption has been considerably cur-
tailed by high cost. Market on raisins
remains about the same. Evaporated
apples are much weaker, and it would
not be surprising if they dropped sti'l
further. However, large quantities are
being held in Winnipeg which wecre
bought on the old basis, and few are be-
ing bought at lower prices prevailing to-
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Peaches—
Choice, Z-1b.
Choice, 10-1b. boxes
Currants—
Filiatras,
Filiatras,
Washed

1 1b. package Amalias
2-1b. package

3 crown, o
Raisins, Sultanas—
California, 50’s, fancy bleached
California, 25's, fancy bleached ....... ....

&3
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DRIED VEGETABLES.—The bean
market remains firm, and large quanti-
ties are now being brought in from
Japan, these being orders placed thrce
months ago. Without exeeption almost,
buyers are going in more for a better
class'of beans. The market on splits re-
mains stationary.

Beans—
Choize, white, 3-1b, pickers, per bush. ....
Fancy, hand-picked, bushel

California Lima Beans—

Bag lots, 80-1b, sacks
Barley—

Pot, per sack, 98 Ibs.

Pearl, per sack, 98 Ibs.
Peas—

Split peas, mak ﬂ Tbs.

Whole peas,

Whole peas, l lb. pkgs., case

RICE.—This market remains ex(‘eed-
ingly firm, and higher prices will un-
doubtedly rule later on account of the
high freights. Although the market is
up, many jobbers having placed contracts
ahead, they are able to sell on a reason-
able basis.  Tapioca is being sold in
Winnipeg to-day lower than it can be
brought in at. Price of sago is also com-
paratively low to retailer. Large quan-
tities of tapioca and sago are being sold
just now.

Rice nnd Tapioca—

No. 1 Japan, per lb., 100-1b. bags

No. 2 Japan, per lb., 100-Ib, bags...

Siam, per 1b., 100-1b.

Patna, per 1b., 100-1b. bag

Carolina, per Ib.,

Sago, pearl, sacks, per Ib.
Tapioca. pearl

SPICES.—Cables continue to report
high prices on peppers, the latest quota-
tion on black pepper being 6¢ higher
than it was two months ago. White pep-
per is correspondingly high. In primary
market there are indications of supply
running short, especially on pepper, nut-
megs and cloves.

Camta,

33 855 oE

COFFFF —The market is still strong,
but there have been no further advaneces
sinee our last report. The higher prices
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do not seem to have affected demand
seriously.
Coffee—

1b., by bbl. .....
Chleory. Ib., 14-Ib. tins . v
TEAS.—Markets in the East are still
strong, and teas have been increasing in
price since beginning of the year. If
market continues in such an excited
state, retail prices in Western Canada
will have to advance. One of largest
packers of tea in Winnipeg is seriously
considering advancing quotations. There
is some hesitation in taking: this step, as
the desire is to keep prices of package
teas especially stationary for econsider-
able time. During past year there has
been a tendency for tea to act like the
wheat market, and it has the same ten-
dency this year. Excessive freight rates
are also helping to keep market higher.
CANNED GOODS.—There seems no
question at all that as soon as cheap
stocks, now being carried in Winnipeg,
begin to move, higher prices will prevail.
Two important reasons are given for
this.  First, labor situation, which is
acute, and secondly, that tins and boxes
are costing more money. There is prac-
tically no buying of canned goods going
on just now by wholesalers, who are still
selling to retail trade at a price lower
than they can be bought at. Stocks are
still heavy. In case of one or two lines—
peas, for instance, the price is so high,
there could hardly be an advance. Whole-
salers who bought peas at figures of year
ago, are still selling on that basis. It is
not likely that there will be any feature
to canned goods market until spring,
when goods begin to move.

BRITISH COLUMBIA MARKETS
By Wire.

Vancouver, March 9.—Eggs and
oranges are bare; these are features on
wholesale circles to-day. Quotations on
both eggs and navels are descending to
a new level. Local fresh eggs are quoted
at 26¢ a dozen; other grades priced ac-
cordingly down to cooking eggs at 2le.
Large stocks of oranges have caused a
drop. Boxes of 80 to 100 are worth
$2.40; boxes of 200 to 324, $3.40. Butter
and cheese prices are unchanged, though
there is a possibility that some grades of
chese may be cheaper.

Produce and Provisions—

Butter, creamery, per Ib.
Butter, New lalmd. 1b,
Cheese, Whe;
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ALBERTA MARKETS (CALGARY)
By Wire

Calgary, March 9.— Sugar is up
twenty cents. Rogers syrup advanced
thirty-five to fifty cents a case and ad-
vances on other brands are expected.
Evaporated apples are cheaper at eleven
cents for 50’s and eleven and a half for
25’s. With hogs at $9.35, higher prices
on lard may be looked for. Loeal new
laid eggs are away down and quoted at
eight to nine dollars. Pickles will see
a decided advance very soon.
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ALBERTA MARKETS (EDMONTON)
’ By Wire
Edmonton, Mareh 9.—Since milder
weather, new laid eggs are ecoming in
freely. There is little stir in the butter
market. Business continues good; eol-
lections as usual. Advance of half a

CANADIAN GROCER

cent is registered in compound lard.
Decline is local flour was twenty-five
cents a hundred. Cane syrup has ad-
vanced forty cents on 2’s; sixty-five
cents on 5’s; fifty-five on 10’s.

Feeds declined in sympathy with
wheat market.

Sugar has advanced ten cents recently
and ten cents more next day making
bulk hundreds worth $8.15.

, 20's, ; 40°s .
oats( bail, $3.05;
Flour, fancy patents, 98-1b, sack

canlBupun~cole
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Produce and Provisions—
Cheese, 1b.
Bacon, 1b., 20c; bellies, Ib. .
Butter, creamery, per Ib.
Butter, dairy, Nta. 1, %2; No.

POO000000

Com, standard, per two dozen
Peas, standard, 2 dozen
Plums Lombard

:-trumerrlu. $4.45; n.ugberrl
Toatoes, standard, dos

ye, 4 dos. talls, case, 1s ....

Col
Lobater

Dried Fruits—
Curran!
Prunes,

PO DO TIPS

SASKEATCHEWAN MARKETS
By Wire.

Regina, March 9.—Since, February 24
flour has dropped 30e. Price is now
$3.25. Sugar advanced 10¢ on March 2
and 10¢ March 3; now quoted at $8.04.
Market is still very strong, and there is
indication of further advance. Big ad-
vance of 55¢ a case came in Rogers cane
syrup. Molasses advanced slightly.
Mushrooms are higher, and advance of
15> in condensed milk is registered. Rio
coffee 1. higher at 20¢. Beans are worth
$4.70 a bushel. Fresh eggs are down to
27¢. Darry butter is 26¢; creamery, 33c.
PmdBnm and Provisions—

wewBsscocoe
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STRICT BUTTER REGULATIONS

The law in regard to the sale of butter
reads that butter must not contain more
than 16 per cent. water. If so, it is con-
sidered as adulterated. Neither is dairy
butter allowed to be packed for sale in
boxes similar to those used for the pack-
ing of creamery butter, where such boxes
are not branded ‘‘dairy’’ butter, as re-
quired by law. Readers should also re-
member that butter which is not cream-
ery butter must be labelled ‘‘dairy’’ or
‘‘whey’’ as the case may be.

mes oo < -
COMPUTING CHEESE CUTTER
PRESIDENT DEAD

Ernestus P.-Searle, president of the
Computing Cheese Cutter Company, An-
derson, Ind., passed away recently. Can-
adian Grocer readers are familiar with
this firm through their advertising in
this paper.

S —

COLOMBO FREIGHT RATES UP

The normal freight rate from Colombo
to New York is 40 shillings per ton.
During January and February the rate
advanced to 159 shillings per ton, says
the Tea and Coffee Trade Journal. Ac-
cording to cable advices just received in
New York the rate for Mareh will be
208 shillings per ton. Prices on Ceylon
tea are advancing steadily in sympathy.

SHsma e :

The early closing movement in the
Earlscourt distriet, Toronto, is being
well received by the merchants through-
out the section. The petition for a Wed-
nesday afternoon half-holiday, eciren
lated by the Earlsecourt Business Men
received .4 number of signatures.

——

MUST HAVE THE GROCER
The Canadian Grocer—

Dear Sirs:—There has been a delay
in replying to your statement of the
Tth inst., owing to irregularity of the
arrival of the mails here.

? thinhk this gaa been Othe worst
winter the people of the Okanagan
have e cﬂ’e,:wed. he lake ionzgm-
pletely frozen over. We were without
a boat for a week and the Southern
end of the lake has had no boat ser-
vice for a month. .

Cannot do without CANADIAN
GROCER though, so herewith find
Dom. Ezp. Order 1{or $2 to cover my
subscription for 1917,

J. H CLEMENTS,
Peachland, B.C., Feb. 6th, 19186.
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Mice Won’t Chew Matches
From the Providence Journal

“Saw in the paper to-night that the police
Inid the cause of a temement-house fire ‘o
mice and matches,” sald a man who knows a
lot about fire insurance. “I can’t say on what
grounds the police base their belief, but I do
know the New Havep road says there is no
such cause. After a fire in one of the New
Haven stations in this neighborhood, some
time ago, an inspector came to look imto it.
The station agent was of the opinion that a
mouse had got into the pocket of a coat
hanging in a closet and gnawed the matches
in it until they went off. Heé couldn't account
for the blaze in any other way. ‘Sounds all
right, but it isn't so,' sald the inspector at
the end of the recital. And then he proceeded
to tell the agent why. He explained that for
some time the Inspectors’ department had
been experimenting with mice and matches.
They put the two together in every way, shape
and manner, but there was nothing doing.
They tried many mice with all sorts of
matches, from the old seven-day varlety to the
latest and safest on the market. Yet all
to no purpose. Not under any conditions
would the mice monkey with the matches.
They ran over them and sniffed at them, but
ax for a bite or a chew, or a gnaw, they might
as well have been toothless. Even when some
of the mice were kept without food several
days and then fed matches, In the hope thelr
hunger might get the better of them, they
fonght shy. After the experiments had con-
tinued over a satisfactory period and the mice
wouldn’'t bite, the department decided that
mice and matches as a cause of a fire was a
fallaclons one. 8o the inspector told the
agent, and so It stands on the New Haven
to-day.”

Buying Away From Home
From the Bargain Counter News

In a recent issue we printed the following
about the Southern farmer:

The average Southern farmer gets up at
the alarm of a Connecticut clock.

Buttons his Chicago suspenders to Detroit
overalls,

Washes his face with Cincinnati soap, in a
Pennsylvania pan.

Sits down to a Grand Rapids table.

Eats Chicago meat and Indiana hominy,
fried In Kansas lard on a St. Louis stove,

Puts a New York bridle on a Kentucky
mule, fed with Towa corn.

Plows a farm covered by an Ohio mortgage
with an Tlinols plow.

When hed time comes, he reads a chapter
from a Bible printed in Boston and says a
prayer written In Jerusalem.

Crawls under a blanket made in New Jersey.
to he kept awake by a houn’ dog—the only
home product on the place.

And then—

He wonders why he cannot make money
raising cotton.

The above little extract was widely rend
and we had many requests from Southern
businesc men for coples of . Now omne of our
subseribers who lives in the middle West,
thinks that all of this buying away from home
is not confined to the Southern farmer and
furnishes the following:

“She gets up from her slumbers on a Cin-
cinnati made mattress; stands before a French
made mirror: quickly adjusts her Connecticut
made halr fastened with a Rhode Island bar-
rett; arranges her New York complexion, ad-

Justs her Baltimore or Cincinnatl made gown;
puts on New Jersey made hose, buckled with
Philadelphia supporters; buttons her Boston
made shoes and sits down on an Ohio made
chair; looks up her household necessities
through a mail order catalogue; picks up
her Canadian made furs, which resembles
0ld Tom, a Charleston house cat; the only
home product on the place; then wonders to
hubby why business and employment are
not better in our town.”

Hubby answers: “If you buy out of town,
and we buy out of town, and our neighbors
all buy out of town, and the jobbers se!l
all the ‘so-called good people’ their family
supplies at wholesale prices for eash, what in

thunder will become of our town and busi-
ness "

Fool Legislation
From Modern Merchant, Philadelphia, Pa.

Some poor “fat head” has introduced into
the New York Leglslature one of the most
ridiculous and revolutionary bills that it has
ever been my curious fortune to see. It pur
ports to be a food bill for the protection of
the public, and first requires all canned
goods to be dated with the year, month, day
and hour of packing. That is foolish enough
in iteelf, for it has been many times shown
that a dating bill wonld have no effect except
to kill the sale of canned goods more than
one vear old, though they may be better
tLlan the current pack.

But the dating feature is nothing compared
with another feature. When ecanned goods
become two years old, under this bill, thelr
sale is prohibited, they are confiscated, and
the packer is compelled to redeem them in
new goods, which may hbe grossly inferior
to them,

It demonstrates nothing to call names, but
T cannot deny myself the pleasure of ohserv-
ing that the man who concelved this hill has
the head of an ignoramus and the feet of a
fackass. What outrageous rot it is! Really
it is a waste of time to discuss it at all. T
chall not dlscuss it, heyvond saying that It
wonld serve the fool publie right to pass
a hill lke this and see the price of canned
goods go up.

Urges Retailers to Organize
From the Advertiser, Claresholm, Alta.

We hope the merchants of Claresholm,
Granum and Stavely will carefully read an
article In this fissue under the heading,
“Country Merchants Organizing.” This is the
movement that ought to be taken up by every
town in the west. The business men must
organize if they would successfully compete
with the departmental store. They must
work out their own salvation in this matter.
Far too much money is sent out of Alberta
to fatten eastern business houses. This money
should be kept at home, and wjill be kept at
home, (f the merchant himself has nerve
enough to tackle th;hprnh::m with determina-
tion and energy. ere tco muech apathy
and indifference on this subject: too much
wiilingness to let things slide and take the
leavings from the department atore table.
Every merchant should resolve that .he will
hold the trade of his own district and make
his business & success. No man with a par-
ticle of pride or self-respect is willing to be
a door mat for another man to wipe his feet
on, yet this will happen if he does not asser:
his manhood and prove by his actions that
he can hold fhis own, if not in one way then
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in another. If by organizing, the country
merchant can drive a peg In the coffin of the
department store, then organize by all means
and do it quickly.

Grocery Trade Makes Strides
From Ottawa Journal.

The banquet of the Retail Grocers’ Associa-
tion Wednesday night serves to draw attention
to the wonderful strides the grocery business
has made in the past few years in sanitary
methods. Scientists tell us that the duration
of life is increasing. If it is, part of the
credit can safely be given to cleanliness in the
grocery stores. The golng of the open bin,
and the coming of the sanitary package have
meant much to the health of the people.

Sanitary methods have probably added some-
what to the cost of living, but we all prob-
ably prefer to pay a little more, and have
the things we eat served to us in a clean
and tempting way.

The Ottawa grocers in up-to-date methods
have kept pace with the best grocery stores
in Canada. They have shown always a
marked spirit of progress. The Pure Food
Show, which attracted so much attention last
exhibition, originated with the Ottawa grocers.

To the great credit of the Ottawa grocers
stands the important fact that they have mot
shown any disposition whatever to take price
advantage of the war conditions.

Food Adulteration

From Toronto Globe.

The defect in the Food Adulteration Act
which penalizes the innocent retailer should
be corrected. There is no excuse for it in
regard to domestic products. When goods
are imported responsibility should rest with
the importer.

The Apple Duty

From Retail Grocers’ Review, Vancouver, B.C.

The Finance Minister has seen fit to impose
a duty of 90 cents a barrel on imported apples.
This protection to the apple growers of British
Columbia will be a source of great satisfaction
to them, and we congratulate their association
upon the success of its efforts in obtaining
such a valuable concession from the Govern-
ment. This is a tangible demonstration of the
value of co-operation and assoclation.work.

We cannot let this pass, however, without
saying a word about the part that the retail
grocer will take in this effort to protect a most
valuable industry of the province. The retail
grocer is the man who will be called upon, as
usual, to shoulder the burden of collecting this
extra duty from the consumer—that is, the
consumer who demands apples from about now
on to the time when the British Columbia apple
geason comes on again.

It cannot be denied, therefore. that the retail
grocer is entitled to some lttle consideration
at the hands of the British Columbia apple
growers. It is said that good apples are grown
in British Columhia. Apples the equal of any-
thing in the world are claimed to be produced
right in this province. We are strongly In-
clined to helleve it, too: in fact, we have seen
reports that they have taken first prizes in
very notable exhibitions. Well, then, the re-
tafler will feel amply compensated for this
extra burden placed unon him for the benefit
of his friend the apple grower. if friend annle
grower will reciprocate by shinping a carload
or two of at least first grade British Columbia
apples to Vancouver next season.
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Oranges and Grapefruit in Good Demand

Florida Tomatoes Arriving: Good Quality—Cabbages Scarcer and Higher—Celery in the Same

MONTREAL

FRUIT.—Local market is unchanged
in its chief features, although latest auc-
tion gave evidence of some slight price-
shading, which, however, has not had
any effect on the prices that prevail in
this market, nor on the general strong
undertone., Strong and numerous in-
quiries for bitter oranges are a feature
of the present market, but no movement
is noted in this line through inability of
local buyers to get prices. Bananas are
unchanged and quiet at a price that is
maintained, more as a result of light re-
ceipts in the controlling market of New
York than any large demand at this
point. Lemons showed some weakness
at latest auction in direct sympathy with
developments in New York market,
which has been adversely affected by in-
creased shipments adding to the already
large stocks at that point. Apples are
strong and steady, and are being held at
the high prices in force following last
week’s advances in good quality grades
and a slight shading of inferior ones.
Feature of this market is its firmness
and scarcity of supplies for present

Bananas, bunches
Cranberries, Cape Cod, bbl.
Cunberﬂ’:. Nova Scotia, bbl

CEETE) u.“uo-..nu-a.--
SUESs I3 SSTTIISIAN88S

VEGETABLES. — Market is rather
quiet, but firm, with usual number of ad-
vances that have become customary of
late, except in case of Florida tomatoes,
which have declined 50e¢, and are now
quoted at from $3.25 for choice to $3.75
for faney six-basket crate.  Cabbages
have shown the greatest price activity
of the week, having advanced as high as

Case—Spanish Onions up 50c.

60c over last week’s range in the course
of the week, but have now settled down
to a price of $1.25, or 25¢ higher than
last week, at which demand is very good.
Market for California celery has been
stimulated by the possibility that stocks
in sight may represent last shipments of
the season to this point.  There has
been an advance of 50¢, and quotation is
now $8 per crate. Spanish onions are
up 50¢, and are now quoted at $6.50 per
crate, but conditions governing this ad-
vance are such that sume may only be
temporary in character. Spinach has
advanced $1, and is now quoted at $4 a
barrel.

Potatoes are showing the greatest ac-
tivity of any line from standpoint of
quantities changing hands. They are
moving freely on a firm market that re-
mains unchanged in price. There is no
scarcity of supplies, as the improved
weather conditions have encouraged
shipping in proportion to present heavy
demand. Artichokes remain unchanged
in price but are so scarce as to almost
be out of the market., Brussel sprouts
are in a similar condition owing to the
exhaustion of supplies.

- Dee Dos
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TORONTO

FRUIT.—There is not a single price
change in fruit market this week, al-
though several interesting things have
happened. Navel oranges have been the
chief receipts, and they are coming in in
cars. They are going at a long range of
prices. On the whole, navels have been
rather cheaper this year than last.
Spys, Baldwins and Russets came in in
good quantities this week, and are
eagerly inquired for on appearance.
Grapefruit, at quoted levels, is selling
well, and supplies are ample. Quality is
certainly excellent. Rest of the list is
featureless. Pines are slow sellers; so,
for the moment, are strawberries.

T
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VEGETABLES.—Root stuff continues
to be greatly in demand, ecarrots and
turnips having big call at fairly high
prices. A ear or two of Florida toma-
toes came in this week. Best grades are
worth $4 and $4.25; other grades half a
dollar lower. Demand was not very
gzood at first. Egg plant, selling singly
or by the case, is a feature; price is
moderate. Potatoes show no change in
price, but are very firm; so are onions,
which were up last week.

(Continned on page 40.)




PRODUCE AND PROVISIONS

U.S. New Laids Coming In

They Have *‘Eggs to Burn’’ Across the Border—Ontario Deliveries Slow—Easy Prices in Butter
a Conundrum—Milk-fed Chickens Make Appearance—Heavy Strengthening in Montreal

MONTREAL

PROVISIONS.—Lard market is firm
with good enquiries eropping up and a
noticeable stimulation of sales follow-
ing recent deecline in price. An addi-
tional firmness of market is anticipated
as result of American advances. - Smok-
ed meats are in good demand at both
loeal and outside points at unchanged
prices despite the late decline in hogs
which continue in fair demand at un-
changed price. Baecon is in good demand
and shows firmness at old prices. Cook-
ed meats are in firm demand only.
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is firm and un-
changed in price and tone, with a steady
and fair volume of trade passing. En
quiries from American sources that are
being received here are taken to indi-
cate an approaching shortage there that
combined with the improved state of
that market may have a strengthening
effect on this one.
Butter—

EGGS.—Supplies are moving freely
with weaker and irregular tendencies
cropping up as result of deelines in the
American market, which has become the
chief source of supply for this one. An
advance of one cent has oceurred in new
laids which are now quoted at 32e, but
this is looked upon as a transient condi-
tion peculiar to the local sitnation which
has been aggravated by the complete dis-
appearance of old stoeks of select and
storage eggs and a shortage in local
sourees of supply of new laids. Last year
there were ten times as many of the lat-
ter received from Canadian sources as at
present. American eggs are making up
this shortage and latest quotations from
Chieago offer new laids at 25%e plus
duty, freight and war-tax. Milder weath-
er and inereased receipts are also expect-
ed to have a weakening influence on
market.

Eggs, case lots—

CHEESE.—Prices remain unchanged
and firm with restricted domestic de-
mand as result of high prices for ex-
port trade. Stocks are light and station-
ary as export trade has been practically
finished and only a limited amount of
new supplies are coming into storage.
Some winter cheese has been made here,
but its quality has barred it from going
into general use. The recent English ad-
vance of one shilling or %e per lb. on
colored Canadian cheese, has had no im-
mediate effect on loeal price. Jobbing
orders have been the strength of the
market lately but opinion now is tha!
stocks fit for export have all gone into
use and future aetivity will be confined
to supplying small lots for local needs.

POULTRY.—Conditions and prices
remain unchanged except for an increase
of irregular and conflicting tendencies
with a continued searciety of live fowl
that has reversed the relative value of
live and dressed. Hens are commencing
to lay so that they are bheing offered less
freely by the farmers. Live fowl and
ducks, frozen and live turkeys, and
frozen poultry are all in good demand.

-

Stocks are cleaning up very rapidly in
all lines, but the greatest shortage has
oceurred in frozen turkey and present
stocks give every indication of eomplete
exhaustion before new supplies ean ar-
rive.

Poultry—

Fowl, qmnll &

e
Roasting chicken, milifed, 4 ibs. or over 0 21
Roasting chicken, oldhl oo OB
‘!prln:. broil dr-d palr oM

uabs,

uabs, l:liﬂnd.bhh. air

Live ltoct--
Fowl, 5 Ibs. and over
Fowl, small

OO0 D0OMOOSOsoS
EENREE S383SRREVINE

GERREE R

HONEY. ——‘\rfnrk(-t has been further
stimulated by unusual demand that has
made serious inroads on loeal stocks and
advanced prices all round about one
cent. Demand is fairly general in loca-
lity but the lightness of normal stocks
on hand preclude any extensive trading
at present.

Honey--

Buckwheat, tins

Strained clover, 60-1b. tins

Strained clover, in 10-1b. tins

Strained clover, in 5-lb. tins

Comb honey, white clover, per section.
Comb honey, buckwheat, per section

TORONTO

PROVISIONS. — Compound lard is
slightly easier this week and prices are
down about 14 cent. Pure is firm on
average demand. No change is notice-
able in meats, backs and bhacons having
2ood demand.
Hame—

Light, per 1b. ....
Medium, per 1b, ..
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.
Piekled -0;&:—1: less than smoked.
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Heavy mess pork. per bbl
Short cut, per bbl.

Lanl Pure—
Terces, lblbo. per 1b. ..




BUTTER.—Pnces are well supported
in a steady market. The only quotable
change is in bakers, up one cent. Other
levels very firm. Trade is beginning to
wonder why our prices are so low.
Demand seems average and deliveries
are fairly good. The American mar-
ket, however, has been going in for
pyrotechnies for four or five weeks,
rising together about 5¢. If this goes
on and conditions here continue to be
such that prices don’t advance, there
should be an opening across the border
where they are really hard up. We are
exporting little to England now, eom-
pared with a year ago, but if the eom-
paratively easy state of the market here
still remains, it would appear that Can-
ada will export to the States; that

would automatically advance figures.
Butter—

Creamery prints, 1b,
Dairy prints, choice Ib. .
Dairy prints, 1b.

EGGS.—New laids are rather firmer
and shows an advance of about a cent.
Ontario deliveries are slacker for the
moment and general cars ecome forward
this week, from Chicago. There they
have new laids to burn, and can lay
them down here so cheaply that unless
deliveries in Ontario are better and
prices consequently lower, America
will get the business. Storage levels are
weaker, but there gets less and less
demand for them and they are quoted
only nominally.

Eggs—
New laids, specials, in cartons
Extras

CHEESE.—New cheese, most of it of
poor quality is coming in ‘and quotations
are altered to include it. Large is worth
19 and twins 19%%, old is priced Ve
higher in each case, old stuff is cen-
erally preferred to be new but there’s
mighty little of it. And it is eagerly
snapped up. Export business proceeds

a paee.
Cheese—

New, large, per Ib.
New, twins, per Ib.
Old, large, per 1b. ...
O, twins, per Ib. .
0ld, triplets, per 1b.

POULTRY.—Prices are all on the up
grade, in both dressed and live. Live
stuff is greatly in demand, particularly
in fowl. Milk-fed chicken is appearing
and though pretty high priced. it is
quickly purchased. Turkey is slow.
Poultry—

[

s
i

§

HONFY — There is is no appreeiable
change in this market.

CANADIAN GROCER

WINNIPEG
PRODUCE AND PROVISIONS.—
There was a temporary advance on eggs
last week on account of stormy weather
affecting shipments, amounting te 1le.
New quotations on new-laids are 34¢c and
on candled storage 24c. The egg market
now is on a purely weather basis, and
lower prices are expected in the United
States, withi a steady increase of current
receipts in Manitoba. The hog market
is firm in sympathy with the South,
which has advanced. There is a good
demand, and higher prices are being
quoted on meat products. Lard is steady.
Cheaper grades of butter are easing off,
but good butter is inclined to be firm.
There is not as mueh fresh butter being
made, nor will there be until the cattle
go to the grass. Cheese is firm, and
quoted 20%c for large and 20%e for
twins,
Hams—
Light, per 1b.

Medium, per 1b.
Large, per Ib.

soce
ERE &aR

Bacon—
Breakfast, per 1b.
Bmkfut, select, 1b,
Backs, per Ib,
Dry_ Salt Meats—
Long nlear bacon, light
Cooked Meats—

ams, boiled, b,
Shuuldem boned per Ib.
Barrelled Pork—

o covwse B oo
‘Té ?3‘-383';' 8 23

oo
an

coo

oo oo
!E 2 nEexy

) ids
Candled storage

eese—
Ontario, - la:
Ontario, twins

FRUIT AND VEGETABLES
(Continued from page 38.)
295

Lettuce, Boston, hamper

- D
S¥s8

CDWS 1
BEAS BERRS

010
Tomatoes, hothouu Ib., No. 1, %c; No. 2 02

WINNIPEG

FRUITS AND VEGETABLES.—
There has been a decline in price of
California lemons, which can now be
bought here for $5 per case. There are
cheaper tomatoes on market, Floridas
being quoted at $6. Potatoes continue
at high level they have maintained since
advance.

- N 00 2 D
KESILI88BL

Ao eOOoN~~Noo0®
STIRTTLBRRENIVIB 8

G 1 WT' m”"
arlie,
P Pusher

California celery, doz. i
Florida tomatoes,

CANADIAN GROCERS' WINDOW
CONTEST

The Brandon, Man., Sun says: ‘‘Pre-
mier honors in the Canadian Grocers’
Christmas Window Display Contest, a
competition open to the whole of Can-
ada, was won by Nation & Shewan’s,
Brandon. The window was dressed by
J. F. Nichol, and was at the time the
subject of much local comment. A re-
cent issue of the Canadian Grocer con-
tains an illustration of the window and
the accompanying article mentions that
Class 1, in which the Nation & Shewan
window comes under, is composed of
cities over fen thousand population.
The judges were all members of the
(‘anndmn Window Tnmmers Associa-

tion.’
__§___
TOO MANY GROCER’S BOYS

The following letter was received by
the Regina Daily Province following the
insertion of an ad. for a grocery hoy:
‘“To the Editor the Evening Provinee.

‘““For heaven’s sake either stop that
advertisement for grocery boy wanted,
or change the phone address for appli-
cants. In last night’s Province, someone
advertised for a delivery boy and at-
tached, apparently in error, the wrong
phone address. The result is my phone
has been buzzing all evening with offers
of grocery boys. This proves your paper
a good advertising medium, but as you
are making me the goat, either eut ont
the advertisement or put in the noht
phone address.

““Yours truly,
‘“PHONE 4067.

‘“Regina, Jan. 31.”"

il L
ENLISTED—LIKES CANADIAN
GROCER

MacLean Publishing Co.

Dear Sirs,—H aving disposed of my
business and have enlisted for over-
seas service with the 156th Batt., I
therefore would like you to diseon-
tinue my subscription to THE CANA-
DIAN GROCER and as a subscriber for
over sizteen years, if I were still in
the grocery business I feel that 1
could not or would not be without it.
My successor is Mr. W, C. Taylor.

Yours tmlg
. HAVER;
Brockville, Ont.




FISH AND OYSTERS'

Haddock and Cod Higher

Heavy Storms at Atlantie Responsible—Good Demand for Salt and Pickled Fish — Whitefish
Heavy Seller—General Business Good

MONTREAL

FISH.—Market is showing strength as
result of curtailment of fishing follow-
ing heavy storms on Atlantic coast eom-
bined with steady inquiry for salt fish
that exceeds ecapacity of local stocks and
a general firmness has resulted with ad-
vanees in particular lines. Frozen had-
dock is up Y%e and is now 6¢ to 6l%e;
codfish steak up one cent, and is now 6«
to Te, and smelts np one cent and are
now 1le. In frozen sea fish halibut is
up one cent, and is now from 13e to 14e,
and flounders up to 10c. Haddock has
reached a price of 10e to 12¢ in Boston, a
record for this fish in any market. An-
other feature of importance is great
scareity of all kinds of fresh fish, and
the active trading and short supplies in
many of frozen fish lines.

Under a continuance of present weath-
er eonditions it is thought that stocks
will be well eleaned up. An overstock
of frozen halibut was counted upon but
market took sudden turn that has result-
ed in the diversion of a number of cars
to the American market, and resultant
firmness in this line. Further American
trade in this line is expeeted.

Frozen haddock and cod are completely
sold out here and the supplies of tom-
cod are nearly exhausted as well as hay
ing advanced 10 per cent. in price. A
2ood demand has arisen in the salt fish
and pickled lines as a result of the in-
creasing searcity in other lines and the
approach of Lent is assisting in holding
trade up. Bulk and shell oyster trade is
quiet and unchanged in price althougl
recent storms have had a strengthening
effect on it,

TORONTO

FISH AND OYSTERS.—The shortage
predieted, in this column, of eod and
haddoek appears to be on us. Supplies
of these are short this week. Tt has
come at the worst time beecanse demand
is heavy owing to Lent. Lake fish, gen-
erally speaking, is in same condition.
Whitefish is about the only line wherc
there is any plentitude. That still re-
mains a big seller. Lobsters are in fair
demand at the more reasonable fizures.
Supplies for the present are ample. Sal-
mon is a good seller, red spring variety
at 10 and 11e moving partienlarly quick-

ly. Qualla is also good though demand -

for that is not so active. Halibut has
its usual quota of business. The feature
of the fish market, if it has any, is the
demand for salted and pickled lines.
This keeps up and inereases. There is
much to choose from and levels in most
cases are very accessible. Business, tak-

ing it all through is good. Lent is start-
ing well.
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Swordfish, Th.
DRIED AND PRM‘ARED HBH‘
Dried Ha¢'dock
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Cape Cod shell ovsters. per ml
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Little necks, per 100
FRESH SEA FISH.
Montreal Torento
-4 12 -

Snknon. Eutem
FRESH LAKE FISH.

Feouoeooo
RERSERSKR
ooowoead;
ERESEgSS:

FROZEN LAKE AND RIVE
Whitefish, large, per lb.
Whitefich, small tulibees
Lake trouv. large and medium, lb
Dore, dress or ound, lb.
Pike, dressed and
Pike, round, per lb.

PICKLED FISH
Salmon, Labrador, tierces, 300 lbe..
Salmon,

Ty ¥
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im’td mil
, im'td milkers. Im
Holland herrings, mixed, half bbls..
tiolland herrings, n;x:ul. kegs

—
-0

Green cod, No. 2, bbis.

FISH AND POULTRY.—Price of
haddies has been advanced to 9'%e per
1b. Up to present dealers have been able
to fill all orders for haddies, but fear is
expressed that they will be scarce to-
wards end of winter. Fish generally
continues to move out well, and there
was an exceptionally good ‘demand for
Fish Day, Feb. 29, although same in-
terest was not evinced as on the Coast
and in the East. There is little change
as regards poultry.

r box
Salt nucl:erel 20-1b. kit
-eyes, duz
onun. per gal. . A
Oysters, on shell. doz. ..

Poultry, Live—
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FLOUR AND CEREALS

—

Wheat Higher and Flour Firmer

Bran, Shorts and Middlings Slightly Off in Toronto After a Good Run of Buying—Wheat Market
Firm and Advancing—Ontario Oats Trifle Easier

MONTREAL

FLOUR.—Local market is inelined to
be erratie in domestie demand following
recent sharp declines, which tend to de-
ter local buyers other than bakers from
other than most necessary purchases. Ex-
port trade continues to be excellent and
general feeling of confidence prevails
that worst of the decline is over, and
that any further drop will only be tem-
porary in c¢haracter.

Wheat market continued weak up to

latter part of last week but showed signs

of strength later and early this week
which have continued, and have materi-
ally added to firmness of market.
Winter wheat flour “has-dropped sinee
the break in wheat 50¢ a hbl. from the
highest; buyers are cautious and buy-

ing only from band to mouth:
Mu’i‘t"oh Wbut Flour—

3 ber cmbucin: A P ™
CEREALS‘—a—'!‘hu line'is in fau' de-
mand although end of season is in sight
and some weakness is evident following
the 10c drop in oats. Package goods are
moving freely in all lines but prices re-
main as usual thronghout.
Commeal—

" ib.
FE/EIN——Market is firm in face of
light orders and small volume of busi-

ness. A scarcity is looked upon as prob- -

able as a result of slackness. Flour mill-
ing may result in eurtailment of feed
production so that present stoeks may
have to serve later demand.

1
]
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TORONTO
FLOUR.—+There is no change in price

,this week, in either Manitoba or Ontaric,

but market is much firmer. A series of
gradual and one or two acute advances
in wheat prices are chiefly responsible.
No. 1 Northern is quoted in store at
Fort William at $1.133g, which is an
advance on last week of nearly eigut
cents; this somewhat balances up the
market which slumped very heavily last
week. There seems to be little new in the
situation. - Domestic demand for Mani-
tobas is hardly as firm this week as last,
and that would tend to ease up levels,
were it not, for sharpness in wheat refer-
red to.
market at present, and higher flour
would not be a surprise. Export condi-
tions vary little; lack of bottoms is tying
up export trade still, and enquiries from
overseas are not many, inasmunch as pur-
chasers there are so unsure of delivery.

Manitoba Wheat Flour—

(Board of Trade quotation)

CEREALS.—Barley is a strong spcl
and has been registering a series of 1-
cent advances. It is very secarce, hoth
pearl and pot, and demand is aetive.
Price is up to $4.70 to $4.90. Oats have
steadied since last week, and show some
disposition towards higher levels; On-
tario oats being a cent higher on the
board, and western strengthening too.
American corn is firm at present and
cornmeal shows a ecorresponding
strength.
Buhﬁ pear],

FEEDS.—The whole list of 1
feeds being down a dollar. Trade is said

to be pretty well stocked np and present.

There is strong undertone tn

co_c is-
changed this week, each of the three

slump is largely result of natural re-
version from heavy buying. Present
levels are fairly strong. Ontario oats
are down a trifle though demand is good.
Good feed flour is also lower.

middlings .

Fe!dmu.i per bag
‘Oats—

No. 3, Ontario, outside points
WINNIPEG

FLOUR AND CEREALS.—Flour mar-
ket took a big drop on Monday, Feb. 28,
when quotations on first patents fell to
$6.30; this being a decline of 30¢ per bar-
rel. Smce then wheat market has been
uncertain, dropping slightly every day
until time of writing, when it has re-
covered a little. Nobody seems to be
able to predict what wheat is liable to
do. General feeling is that when wheat
has reached bottom (and it is thought
it will not go much lower) that it will
advance again, but may not touch the
high limits of January. When the mar-
ket begins to strengthen again flour will,
of course, follow up. It is rumored in
Winnipeg that the present weakness of
the market is due to a fight between
Armour and Patten, of Chicago. Rolled
oats in bulk is quoted around $2.15, with
lower quotations on car lots where busi-
ness is desirable. Quotations on pack-
ages are not likely to echange just now.
Feeds remain the same, with no new

If you want some first-class old leaf
Tobaceo, processed, so that all of that
rank smell and taste is taken out of if,
put up in five different grades, write

LEAMINGTON, ONTARIO |
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How about a.
cereal display,

Mr. Dealer?

Free Window Display
Sent on. Request

ELLING Tillson’s Products is never a. very difficult

matter, as their reputation for quahty is well estab-

lished. But sales are made easier still by means of
our snappy Window Display, one of which we will mail
you on receipt of your request.

These are ideal days for the featuring of Tillson’s
Quality Cereals, every package of which contains. a
quality that is certain to satisfy the most critical.

Containing every unit of nourishment necessary to the
upbuilding of sound, vigorous health, and possessing
a truly appetizing flavor, Tillson’s are favorites with
every member of the family.

Don’t confound these high-grade Canadian-made pro-
ducts with others of an inferior nature, Pushing

Tillson’s “Scotch” Fine Cut Qatmeal
Tillson’s “Scotch” Health Bran
Tillson’s Rolled Oats

mean that you are giving your customers best quality
at lowest prices, and showing practical patriotism by
supporting Canadian industry.

Canadian Cereal and Flour
e Mills, Limited| [ ]
TORONTO




CRNA-DIA‘N GROGER

Abigopportunity

Avail yourself of it now and
lay the foundation of steady
year round fish sales

Next Wednesday, March 8th,
sees the beginning of the
Lenten season—a particularly
opportune time for the featur-
ing of quality sea foods.

There is always an increased demand
for fish during the Lenten weeks, but
in order to secure a goodly share of
this business it is necessary to stock

only sea foods of unquestioned

quality

Brunswick Brand

Sea Foods

have set up an unbeatable standard
for high-grade quality and delicious
natural goodness. Stocking them now
not only means big Lenten sales, but
the customer satisfaction they pro-
duce will tend to create a steady vear
round demand.

Get a small trial stock of Brunswick
Brand to-day and prove their un-
equalled selling qualities,

Connors Bros., Limited

BLACK’S HARBOR, N.B.
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QUOTATIONS FOR
'PROPRIETARY ARTICLES]

SPACE IN THIS DEPARTMENT IS $56
PER INCH PER YEAR

BAKING POWDER

ROYAL BAKING POWDER
Bbl. lots
Less than or 10 cases
10 case lots = and over
Per doz. Per doz.
85 4
1.35
1.90

WHITE SWAN SPICES AND
CEREALS, LTD.

Per doz.
B¢ Tins, 4 dosz. to case,
weight 10 Ibs. .......... $040
4 oz. Tins, 4 doz
065

0 90
130
160
2
500

welight 80 Ihs.
DOMINION CANNERS, LTD.
JAMS

“Aylmer” Pure Jams and Jellies
16-0z. Glass Jars.

Blackbarry

Blueberry

Currant, Red

Currant, Black

Cherry

Gooseberry

Plam A
Plum, Green Gage
Pear

Peach

Raspherry, Red
Rnaspherry, Black
Rasp. and Red Currant....
Resp. and Gooseherry
Strawherry

In Glass Bottles

14 Pts. Delhi Eplcure
Seal, screw

Red Seal, crown

l"tl T\clhl Epnlcure (
Pts., Red Seal n
Pts., Tiger .. i
Ots,, Delhi Enicure n
Ots., Red Senl n
Qu., Lynn Valley ™
BAKED BEANS, with Pork.
Brands—Aylmer, Simcoe, Quaker,
Little Chief, Log Cabin.
Per dox.
Individual Baked Beans.
Plain or with Sauce, 4 i
doz. to case 0 47%
s Baked Beans, Plain. 4
dos.tocnse .....,....... 070
1I's Baked Bennl
Sauce, 4 doz. to
1's Baked Beans, Chill
Sauce, 4 doz. to case.. 0 70
2t Baked Beans. Plaln tnll.
2 dox, to case .........
2's Baked Beans, Tomato
Sadce, tall, 2 dos. to case 1 03
28 Baiked Beans, Chill
Seuce, tall, 2 dos. to cs, 1 08
Family Baked Beans, Plain,
2doz. tocase ........... 115
Family Baked Beans, To-
mato Sauce, 2 dos. to cs. 1 iT%
Family Baked Beans, Chill
Sauce, 2 dox. to cs.

#'s Baked Beans, Tomato
Sauce, flats, 2 doz. to cs.,
AyLmer only ...

3's Baked Beans, Chilt
Sauce, flats, 2 doz to cs.,
Aylmer only .. &

3's Baked Beans,
tall, 2 doz. to case

3's Bnked Beans, Tomato
Sauce, 2 dos. to case.... 1 60

3's Baked Beans, Chill
Sauce, 2 doz. to case ... 1 60

“AYLMER” PURE ORANGE

MARMALADE

Tumblers, Vacuum Top,
doz. in case, per doz. . .3 110

12 oz. Glass, Screw Top, 2
doz. r case, per doz... 120

1€ oz. Glass, Screw Top, 2
doz. per case, per doz.... 1 60

16 oz. Glnls. Tall, Vacuum
l‘op. 2 dom. per case, per
d 160

2 B0
230
040

0 47T%
Tl ’l‘ln or Wood. 6 palls ln
crate, pail
14's Tin or Wood, 4 palls
In erate, b,
30's Tin or Wood, one pall
onlyr, 1b.

Keen's Oxford, per Ib $0)7
In 10-1b. lots or case 016

COUPFON BOOXS — ALLISON'S

For sale in Canada by The
Eby-Blain Co., Ltd., Toronto; C.
0. Beauchemin & Fnl. Montreal,
$£2, $3, $5. $10. 815 and $20. Al
same price, one size or assorted.

UN-NUMBERED

100 books and over. each 0 03%
500 bouks to 1,000 hooks 0 63

For numbering cover and each .

conpon, extra per book, % ecent,
CEREALS
WHITE SWAN  Per case

. Biscuit Flour (Self-rising),

l2b doz. to case, weight 50

Flour ~ (Self-ris-
&nogf. 2 dos. to case, weight

Pancake Flour (Self-rising)
2 don. to case, weight 50

270
Brenkhlt Food 2 doz.
case, welght 85 Ibs........ 3 60
King's Food 2 dos, to case,
weight 95 4N
Wheat Kernell (]
case, welght 65 1bs 3 50
Barley Cl‘llpl 3 doz. to case,
welght 30 1b 300
Flaked th. 3 ‘doz. to case,
weight 30 1 3
Flaked Pen. a “dos. to case,
welght 50 | 3 6o
COCOA AND CHOCOLATE
THE COWAN CO. LTD.
Cocoa—
Perfection, 1-1b. tins, dos... 4 50
Perfection, %-1b. tins, dos... 2 40
Perfection, 14-1b, tins, dos.. 1 25
Perfection, 10c size, dos.... 0 %0
Perfection, 5-1b. tins,
Soluble bulk, No. 1, Ib, ...
Soluble bulk, No. 2, 1b.
London Pnrl per b,
Special quotations for Cocon
in barrels, kegs, ete.

20
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TOANADT AN IGROGER

A Made - in - Canada Purely Vegetable
Cooking Fat

The use of Crisco quickly becomes a habit and for this reason it pays to
keep Crisco always in stock.

Crisco brings out appetizing flavors in foods and helps keep kitchens
sweet.

The satisfaction in the use of Crisco builds good will the value of which
every successful merchant understands.

There is both pleasure and profit in handling Crisco.

The Procter & Gamble Distributing Co.

of Canada, Ltd.
Hamilton, Canada

Crisco advertising matter will help you sell goods. Send for it.

Vegetable fat is a good deal easier to digest and
a great deal better for you. Crisco is a purely
it




CANADIAN GROCER

products
are always popular

— popular with the
dealerbecause they are
such reliable year-
round sellers, and pop-
ular with the buying
public by reason of
their inimitable flavor
and incomparable
quality.

You will come nearest
to the realization of
your best profits when
you begin to feature
Lytle’s “Sterling’

Lines.

“Sterling” satisfaction
produces the repeat
sales that mean busi-
ness expansion.

How about a trial supply?

The T. A. Lytle Co.
Limited

STERLING ROAD TORONTO

(Unaweetened Checolate)

E nf—'ﬂ".‘."!?.’:ou
eheoh

in box, dos... 1 80
thu te,
4 dos. In box,

evsssssssnssaves O

for Cake—
ate, white, pink,
lemon, orange, maple, al-
mond, cocoanut, cream
in %-1b. mrlnm 2 and 4
dnz. In hox. per ﬁo: 1
Chocolate Confections. Per dox.
Maple buds, 5-1b, hoxes.... 0 38
Milk mednmom 5-1h, boxu 038
Chorolate wufeu. No.
1b. hoxes
Chocolate wafers, No.
Ih hoxes

. hoxes

Nonpareil wafers, No.
1h. hoxes b4

Charcolate girger, 5-1h, boxes 0 33

MUk chocolate wafers, 5-1b,
hoxes

Coffee drops, 5-1h, hoxes. .

Tunch hars, 5-1h, hoxes,,

Milk chorolate, Be Mmdle‘. 3
dox, In hox,

Royal  Milk hacolate,
enkes, 2 doz. in box, per
bhox

Nnt mlilk choeolate, %'s, 6-

Ih. hoxes, 1h.

Nut milk chorolate, %'s, 6-
1h, hoxes, 1h, L]

Nut milk chnoolnto. Sc bars,
24 bhoars, per box 0

Almond nut bars, 24 bars,
per hox

BORDEN MILK CO., LTD.
CONDENSED MILK

Terms net 30 days.
5 Box lots and upward—Freight
prepaid up to 50 cents.
3 Per eane
Eagle Drand, each 48 cans.. 6 50
Reindeer Rirand, each 48 cans 6 40
Silver Cow, earh 48 cans, ... 5 00
Oold Senl Purity, each 48

5%
llmﬁm\‘er Brand, each 48
ane
Challenge, Clover
each 48 ca

EVAPORATED MILK

St. (‘hnrln Brud Hotel,
each 24 ca

Poorlm Brand, ‘l'all

Reindeer Brand,
each 24 emns ..., vose a4 80
lolld‘or Bm‘ "I-un." 5%

I Brand, each 24 cama. 4 50
m&“m Brand,
each i

“Large,”

WHITE SWAN SPICES AND
CEREALS, LTD,

WHITE BWAN

1 1b. square un&
cu:,qw h lbc
11b. toun 4 dos. to

case, "l‘h lbs.
ENGLISH BREAKFAST
COFFEE.

14 1b. tins, 2 do:. to case,
weight 22 1

1 1b. tins, 2 do:. to case,
welght 35 1b

% 1b. tins, 2 dos to case,
weight 22 1b:

1 1b. tins
welght 35

2 1b. tins, 1 don to case,
welight 40 1bs.
PRESENTATION COFFEE.

A Handsome :II_‘lumbler in Rach

1 1b. tins, 2 doz. to case,
welght 45 1bs., per 1b... 0 27

FLAVORING EXTRACTS

WHITE SWAN FLAVORING
EXTRACTS—ALL FLAVORS.
1 o= bottl r o

welghtllh”'..'.,? ..... w.h 108

os. bottles, per
welght 4 1bs.

214 oz. Dbottles, per
welight 6 Ibs.

4 oz Dbottles, per
welght 7 1bha.

8 o= bottles,
welght 14 lbs.

16 o=, bottle,
welght 23 Iba.

32 o= bomn. per dox,
welght 40 1bs. ........ w2

Bulk, per nllon welght 16
1bs. . 10 o0

CRESCENT MFG. CO.
CRESCENT MAPLEINB
Special Delivered Price for
Canada
Per dos.

% os. (4 dos. case), welght
9 1bs,, retall each 15¢ $1»

1 oaz, (4 dos. case), welglt
14 1lbs., retall each 30c.... 2 80

2 ox, (3 dos. case), wrl. t
15 lbs., retail each 50c.... 4 38

4 oz, (2 dos. case), welght
17 1bs., retall each 90c..

8 ox. (1 dox, case), weight

17 1bs., retall each $1.60.. 13 25
Pint (1 do=x. mn), welght

29 Ihs., retall each §3.... 24 50
Quare (1 doz. ease), weight

53 Ihs., retail each $3.50.. 45 00
Half gallons, each, retall

each, $10 e T
Gallons, each, retall each

BB iiiisensasvans seessass 14 00

GELATINE

Knox Plain Sparkiling Gela-

tins (2-qt. size), per dos. 1 30

Enox Acldulated Gelatine
(lemon flaver), (24t.
size), per dos. ....... e 109

Cox's Tustant Powdered
Golutlnc (2-qt. -llo). per
[ [ i sessesy sves 109

W. CLARK, LIMITED,
MONTREAL

Com nued(.‘o
. “1 o §250; 28, 83, &, 408;

e &b N 1, e
Bolled Beet. 1, $2.00; 2, 45; ®,
Jellled Vi s1.50 .
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GANADIAN GROCER,

Fish For Lent

Everybody wants fish dur-
ing Lent.

Your sales will be increased by
carrying a nice assortment of
Whitco Brand Haddies,
Bloaters, Fillets, etc.. White-
fish, Halibut, Sea Herrings,
Smelts, Tulibees, Goldeyes,
Trout and a full line of Dry
Salted and Pickled Fish.

OYSTERS

Renowned for their High Quality and Low Price.

WETHEY'S
' CONDENSED
MINCE MEAT

Quality—better than
ever, if such is pos-
sible.

Price unchanged.

White & Co., Limited
Wholesale Fruits and Fish
TORONTO and HAMILTON

Order from your jobber.

Every Minute Pays ECONOMY

is the Nation’s Watchword.

YOU

IS every minute of your spare time.

bringing yon profitable returns?
Through the day time you earn
money—why shouldn’t your spare
time be devoted to bringing you in
an extra .income?

‘We would be pleased to tell you
about a plan, that although not in-
terfering in the least with your re-
gular duties, will produce for you
an-extra $10.00 a week. That amount
can be increased as you become pro-
ficient in the work, and bring into
play the salesmanship that your re
gular occupation gives you.

We need a man in your home town
to represent us, and for that service,
his earnings will be liberal. That,
we will tell you all about when you
write us.

Do so to-day—next week every
minute of your spare time will count
for you in cash.

The MacLean Publishing Co.

143-153 University Ave.
Dept. C. G. Toronto, Can.

The Apple
Crop

in the famous Georgian
Bay District is very short
this year. Write us be-
fore placing your winter
order.

FISH
Salt Trout and
Herring

Fresh Frozen Trout
and Herring

Lemon Bros.
OWEN SOUND, ONT.

PRODUCTION,

is equally essential. i
But without the strength and
energy of Health PRODUC-
TION is impaired and we
-are forced to a state of res-
traint without the resultant
SAVINGS which generous
PRODUCTION ° and wise
ECONOMY accomplish.
Therefore look to your
HEALTH that Hy'ou may
produce WEALTH for your-
self and your Country. All
M.O.H.’s concede that the
Health of any Country is
greatly benefited by the
enerous consumption of

RUIT.

Use

«gt.Nicholas” Lemons

J. J. McCabe
Agent

TORONTO

- 49
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Shortening

We are now put-
ting this up in
ONE POUND
packages. Very
handy for your re-
tail trade. Send
for sample ship-.
ment.

F. W. Fearman Co.

Established 1854
HAMILTON

A condensed ad. in
this paper will bring
results from all parts

of Canada :

New Bmliiwick Potatoes

TABLE OR SEED STOCK
Any variety. Stock Guaranteed

free from Disease. Car lots at

lowest prices.
Wire or Write

_HATFIELD & SCOTT

GROCER

BRANTFORD STARCR
Ontario and Quebec
Laundry Starches—
Canada Laundry—
Boxes anhout 40 1hs.
Acme Glosa Starch—
1-1b, cartons. bozes of 40
1bs, %
First Quality White hnndry—-
3-1h. canisters, cs. of 48 1bs. .07
Barrels, 200 1bs,
Kegs, 100 1bs.
Lily White Gloss—
1-1h, fnncy carton cases ao
N ooaaceaie eoe . 0%
8 in CANE & itk v s ias d s d
6-1h. toy trunks, loek nd
key, 6-1h. toy &rnm with
draomsticks, 8 In case ... .08%
Kega, extra large crystals,
100 1ba.

Canadian Electric Starch—
Boxes, containing 40 fancy
})k‘n‘, per case 3
“ellulold Starches—

Boxes containing 45 cartons,

per ense

Cullnary Starches—

Challenge Prepared Corn—
1-1h, pkts.. hoxes of 40 Ibs. .06%
Brantford Prepared Corn—
1-1h. pkts., hoxes of 40 1bs. .07%

“Crystal Mnize” Corn Starch—
1-1b, pkts.. hoxes of 40 lha. .tmg
20-1h. hoxes Y%e higher than 40's

COW RRAND BAKING SODA
In bhoxes only.
Packed as follows:
B¢ packages (96)
1 Ib. packages (60)
% Ib packages (120)
1 1h. 30
% b, 80 }Pncngn Mixed 3 30

SYRUP

CANADA RTARCH 0O,
CROWN RRAND CORN
f|YRT'P

2-1b tins, 2 dox. In case
5-1h tins, 1 dox. In case.
10-1h, tins, dos. In case.. 2 90
20-1h, tins, dm. In case.. 2 86
Barrela, 700 E L)
Half barrels, ﬂl

narter harnl.. m ibe. .

alls, 3R

THR
LTD.,

LILY WHITE CORN BYRUP
2:1b, tina, 2 dos. in case ...
B-1h, tins, 1 dox, In case ...
10-1h, tins, dos. In case.. 3 25
20-1b. tins, dos, In case.. 8 20
(5, 10 and Ih, tins have wire

handles.)

BT. LAWRENCE SUGAR
REFINING 00.
Crystal Diamond Brand Cane
Syrup

0 04

005

THE_ BRITISH COLUMBIA
SUGAR REFINING

.

ROGERR’ GOLD!:N SYRUP
Manufactured from pure cane

sugar.
2 Ib, tins, 2 doz. In case. “ 15
5 1h, tins, 1 dos. in case... 8 30
10 1b, fins, doz. in case.. 3 30
20 1h, tins, doz. in case.. 3 25
Delivered in Winnipeg in carload
lots.
CALIFORNIA FRUIT CANNERS
ABNOCIATION
CALIFORNIA RIPE OLIVES
DEL MONTE BRAND

W"’Fr'.ws‘
i 888 suuma
onll  ommnil
383k 3m33%

All prl--n per doan—i 0.B.
Jobl- ng Peolats.

CANNED HADDIDS,
“THISTLE” BRAND
A. P. TIPPET & CO., Agents
Cneo, 4 dos. each, flats,
y m“ o
Cun. 4 dos. uel, onu. per s

INFANTS' FOOD
MAGOR SONS & CO., LTD.
Robinson's. patent bnrley, i—lb

tine, $1.60; 1-ib. tins, $3.

fuson’s gatent ‘rnnu. %- lb tins,
$1.60; 1-1b, tins, $3.

BEAVER BRAND CORN AND
MAPLE SYRUP

Quart tins (wine measure),
2 dos. in case, per case ...

STOVE POLISH
JAMES DOME BLACK LEAD

2a size, gross
Ga sise, gross

NUGGET POLISHES

470

" Dos.
Polish, Black and Fan .... 0 88
Metal Outfits, Black and Tan 8 68
Card Outfits, Black and Tan § 28
Creams and White Cleanser 1 10

ORANGE MARMALADE
“BANNER BRAND” PURE
FRUIT PRODUCTS

JAMS AND JBLLIES

308, wood
u-u glase jar ....
Tumbler, glass .

MARMALADR

Prices subject to chun withont
notice.

YEAST

White Swan Yeast Cakes,
per case, 3 dos. B¢ phe.... 1 30

IMPERIAL TOBACCO CO. OF
CANADA, LIMITED,
EMPIRE BRANCH.

Bll-be: wmu. 8s, bdutts
Bobc. C. n‘ lh. 12 ud [ }

Cnrrne la blt
IM: boxr:'ol br ...?.'0‘

(‘urmq. Gs, % butts, 9 lbe. 0 40
Stag Bars,
1bs., bou..

lelllt lln. 8%e, boxes 'l

P..y loll, tllel‘ b?u:.ﬂ‘t:, ‘e
<R ba L}
% 5 it

ey AL e

e 008
Momrecty RO T4 8 o

4 e, caddies
P e s dies. S a0 3

Great w-u. pouches, 9 ... 0 T2
Forest and Stream, ting, 1ls,

2 1b. cartons wsses OB
Forest and ltm , s, %e

and 1-1b, ting ....c.cvi0n. OO0
Forest and Nm-.

glans bumidors




CANADIAN GROCER

SELL’EM

—and they will
always come
back for more.

The DEL MONTE brand is a complete line of superior flavor and quality canned fruits, vegetables and
dried fruits—ripened in the glorious sunshine of California and packed by the largest eanners of fruits
and vegetables in the world.

Winners of the only GRAND PRIZE for canned fruits at both California Expositions.

Del Monte

CANNED FRUITS AND VEGETABLES

Packed Where They Ripen—The Day They're Picked

CALIFORNIA FRUIT CANNERS ASSOCIATION

SAN FRANCISCO

YOUR SPARE TIME Quality

Wis it bringing you any returns in the ways

that go to assure your future success? 1 bk d b d .
€rin
How would you like to know of a plan. that will s i it b A -

bring you in as much (if not more of an income) our brands. We have them at
than :our regular oecupation. Wonld’ you be inter- $3'00’ $3.25’ $3.50’ $3.75’

We have a plan by which hundreds of clerks $4'00’ $4'25’ $4'50’ $47S’
throughout Canada are greatly inereasing their $5.00, $5.50, $5.75, $6.00

weekly incomes. This plan interferes in no way

with their regular duties. It helps them to become per dozen.
of more value to their employers as well. Besides

it supplies them with extra funds.

Write, and we’ll givedfnll pnrticnhés concerning FACTORY and MILL
it. This places you under no obligation, we’ll be
giad ta tell you ail about it. Drop us s lins Po-Day. Brooms $3.75, $4.25, $4.75
per dozen.

 The MacLean Publishing Co. Walter Woods & Co.

Dest. C.G. 1 43-‘53 Ullnnity Ave.

‘ Toronto Canada Hamilton - .  Winnipeg




CANADIAN GROCER

GLASSIFIED ADVERTISING

Advertisements under this heading 2¢ per
word for fifst insertion, le for each subsequent
insertion. .

Where replles come to our care to be for-
warded, five-'cents must be added to\cost to
cover postage, ete.

Contractions count as one word, but five
figures (as $1,000) are allowed as one word.

Cash remittances to cover cesf.must accom:
pany all advertlsemenfs'. In no case can this
rule be overlooked: Advertiséinents! retelved
without remittance cannot be acknowledged.

R et

WANTED "

AT ONCE — FIRST-CLASS FRUIT AND
vegetable buyer. Only thoroughly competent
need apply; good salary for right man. Ap-
ply Box 132, Canadlan Grocer.

AT ONCE—QUALIFIED GROCERY MAN-
ager and buyer as assistant manager to large
business. Only thoroughly competent need
apply; good salary to right man. Box 133,
Canadian Grocer.

WANTPED — AT ONCE, BRIGHT, ACTIVE,
honest boy to learn the general mercantlle
business. Apply to E. Richards & Son, Mel-
hourne, Ontario.

A BRITISH REFINING COMPANY MAKING
butter substitutes, beef lard, vegetable lard,
beef suet, etc., need afent or purchasing dis-
tributor for Canada. Write: Refiner, cjo Can-
adian Grocer, University Avenue, Toronto.

WANTED, MEN—YOUNG MEN AND BOYS
in every town to represent our publications.
A liberal commission and bonus on all orde:s.
As a whole or spare time “money maker” the
opportunity is unexcelled. Write to-day for
full particulars. The MacLean Publishing Co.,
Dept. F, 143-153 University Ave., Toronto, Ont.

WANTED-—MEN, ARE YOU CAPABLE OF
nrganlxlnf and controlling a subscription sales
force? 1If you are, you are the man we want
to get in touch with., We have a plan that
will make you “real momey,” Part or whole
time accepted. Drop us a card for full par-
ticulars. The MacLean Publishing Co., 143-
155 University Ave.,, Dept. F, Toronto, Ont.

FOR SALE

FOR SALE — MONEY, MAKING GROCERY

and meat business in Hamilton, where indus-

trial conditions are extra good. Turnover 18

to 19 hundred monthly. ustomers are cos-

’l;utwolltan. Apply 369 John St. North, Ham-
on.

FOR SALE—GENERAL STORE, CASH BUSI-
pess, in a live conntry location, stock $3,000;
turnover $1.500. Price and terms right; send
for prospectus. Wilton Bros.,, Kneeville Val-
ley, Alberta,

FOR SALE—AN OLD-ESTABLISHED TEA
business in Western Ontario, on reasonable
terms. Large turnover and good profits,

Worth looking into. Will stand any kind of

glnlpeeuon. Apply 1. L. Fielding & Co., Guelph,
t.

2

% TANGLEFOOT &

The Non-Poisonous Fly Destroyer
Safe, Sanitary, Sure. Catches 50,000,000,000 Flies Each Year

P

N OAKEY & SONS,LIMITED,
SQNDON . ENCLAND.

AGENTS:

Geo. B. Jenkinson, 43 Queen St. East,
Toronto, and J. E. Huxley & Co., 220
McDermid St., Winnipeg.

Safe Investments

The Finanecial Post of Canada
18 the recognized authority on
Canadian investments.

Each week it gives mueh exelu-
sive information respecting
Canadian eompanies; also reli-
able news on bond and stock
issues, mining and real estate
conditions.

The INVESTOR'S INFORMA-
TION BUREAU is maintained
free to subseribers and answers
by letter all inquiries about in-
vestments. Write for sample
copy and our subseription offer.

The Financial Post

of Canada
Toronto

*“The Canadian Newspaper for Investors'

JENKINS & HARDY
Assignees, Chartered Accountants, Estate and
Fire Insurance Agents.

15% Toronto St. 52 Can, Life Bldg.
Toronto Montreal

When writing advertised kind-
ly mention that you saw it in
this paper.

EGG FILLERS

Our capacity is three times the total
ﬂll.or requirements of Canada
PROMPT DELIVERIES

by us are thevefore certain.
THE TRENT MFG. CO., LIMITED
TRENTON, ONTARIO, CANADA

* Canadian Air-Line'' Honey
The BEE-MADE Honey
PURE ATTRACTIVE TASTY
The Root Canadian House

1858 Wright Avenue, TORONTO

ASSIGNEES AGENTS LIMITED
154 Simcoe Street TORONTO
COLLECTIONS  ASSIGNMENTS

Book-debts are monies in the other
man’s pocket. Use our special colleec-
tion service—charges moderate, neo coi-
lection, no charge. Phone Adelalde 919.

Write us for New Price List of

WINDSOR SALT

TORONTO SALT WORKS
TORONTO, ONT. GEO. J. CLIFF. Manager

CHIVER'S
JAMS—JELLIES—MARMALADE
Are guaranteed absolutely pure and of
the highest quality.

Send us your erders.
Agents:
Frank L. Benedict & Co., Montreal
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(Canada’s 105-year-old Pleneer)

" The Worst thzard

“Yes, lad, its now nearly seventy-five yearssince the (vorst blizzard
I ever remember witnessing struck the North Street, near London.
1 was on my way to the “other side’ to become a.Yankee wher the
storm struck and I 'had to take shelter in a tavern a few miles out
of London.. Well do I remember the cosy big fireplace which I
sat by and watched the blizzard play itself out. I had my good

old pipe, a plug of chew-
ing and good company.

‘‘“Those days it was only
tobacco, mnot good old
KING GEORGE NAVY—
the kind I insist on now.
My Grocer never suggests
any other kind for he
knows ‘Old Baba' knows
a good chew.”’

Rock City Tobacco Co., Ltd.

Quebec and Winnipeg
NI 0101110010040 R RO

IS IMPORTANT!=II][

all over” the If you have something to dispose of

; in goods or service that as many
hardtoplease buyers as possible get to know you
customers and your product. This can be

When every other accomplished through
brand fails to

satisfy, Canadian Grocer
143 University Avenue, Toronto

“King Oscar”
Sardines

may be confldently depended on to meet the demands of P
that particularly “hard-to-please” customer,

Selected Norweglan Sardines—the best in the world—pre-

pared and boxed by expert labor, bringing with them the 11 2 =
sweet clean flavor of their native element—that's the secret Car lots Alberta and British Columbia Potatoes.

of “King Oscar” popularity. BERT IR R
A trial stock from your wholesaler will be a big step
towards quicker sea-food sales and a better customer BOUGHT AND SOLD.
satisfaction. Get in touch with him to-day. 4

CANADIAN AGENTS

J. W. Bic,l.( Al.im(}m(}reening A. J. Macdonell & Company

"HAMILTON ONTARIO CALGARY, ALBERTA

INQUIRIES SOLICITED.
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“We'll Exchange

Our Money For Your
Spare Time

" ES, that’s just what we mean—
-.well 'exchange our money for
your spare time efforts. There
are.in Canada to-day hundreds of
young men, wha are representing us
in their ‘‘off hours,”” and their spare
time with us is giving them regular
weekly incomes which are constantly

increasing as they devote more and
more time to our plan.

You have spare time on your hands.
Every one has. What are you doing
with it? Are you using it to the best
advantage? Is it bringing you a pro-
fitable return in dollars and cents? If
it isn’t, write and ask us how you may

increase your earnings by allowing us

oue or two hours daily. We’ll tell youn
all about it.

Our plan of representation is a sure

road to success. It’s not anything
new or unproven. When other young
men are increasing their incomes
from $10.00 to $20.00 a week, why
shouldn’t you? Make up your mind
that you will join this ‘‘Spare-time-
money-making class of hustlers’’ and
reap the profits.

The first thing to do is to drop us a
line—a post card will do. Back fo you
by return mail will come full particu-
lars of the plan. This obligates you
in no way. Simply say, ‘“Show me
how to turn my spare time into
money.”’

The MacLean Publishing Co.
LIMITED

R ¥ 3
Mo ‘143-153 University Ave.
TORONTO, ONT.

Dest. B.
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@ The Latest Recrult

Amongst the last recruits to join the now famous high flying squad of the

Grocery Business Army, is Spices.

Its enlistment is chiefly due to the strong arguments put up by Ship Shortage,
Freight Rates, and Lack of Spot Stocks, whose activities have done more: for
the recruiting of this division than any other elements.

As a result the market is very unsettled. Prices have gone up rapldly and wﬂk
continue to rise. We should see some rzcord prices before long.

He who hesitates 1s lost.—So lose no time, and anticipate your requ1rements for
at least three months. *

We offer to-day under our well-known “VICTORIA” Brand the followmg

guaranteed Government Standard, Pure Spices:

Allspices, Curry Powder,
Cloves, Mace,

Cianamon (Cassio) Nutmegs,
Cayenne, Pepper, Black,
Cream Tartar, Pepper, White,
Ginger, Jamaica, - Pickling, Whole.

In 30 pounds Galvanized Iron Pails
“10 *“  White Enamel Tins

5 L a“ se &

5 “ Glass Jars
Net Weight.

These are good sellers, because of quality of the goods and appearance of the
package.

We pay freight on all orders of 100 pounds of the above spices.

Get our prices.

LAPORTE, MARTIN, LIMITEE
Wholesale Grocers
MONTREAL

LLIIS LSS SLISILSS TSI TE LS LLISLSSLS LSS ST S P
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Mannfacturers’ ‘Agents and Brokers’ Directory

The Canadian market is over three thousand miles long and extends from the peach

belt to the Arctic Ocean.

Manufacturers and merchants can not hope to cover this

market satisfactorily or get the best out of their Canadian opportunities without the
assistance of local agents. The following firms in all parts of Canada are prepared

to act as agents for good lines.

The service department of the Canadian Groecer is
at the disposal of firms wanting agents or agents wanting agencies.

ONTARIO

MACKENZIE & MORRIS

LIMITED
BROKERS
Groceries, Provisions and Produce
C.P.R. Building, TORONTO

WESTERN PROVINCES

H. P. PENNOCK & CO,,
Limited

Wholesale Grocery Brokers

and Manufacturers’ Agents.
WINNIPEG REGINA
We solicit accounts of large and pro-
gressive manufacturers wanting live
representatives.

W.G.A.LAMBE & CO.
TORONTO

Established 1885
SUGARS FRUITS

W.G. PATRICK & CO.
Limited 4
Manufacturers’ Agents
and Importers

51-53 Wellington St. W., Toronto

O. F. LIGHTCAP

Wholesale Grocery Broker and Manu-
facturers’ Agent. Domestic and Foreign
Agencies Solicited.

0. F. LIGHTCAP,
179 Bannatyne Ave. - Winnipeg, Man.

Maclure & Langley, Limited

Manufacturers Agents
Grocers, Confectioners
and Drug Specialties
12 FRONT STREET EAST TORONTO

WATSON & TRUESDALE

Wholesale Commission Brokers and
Manufacturers’ Agents
120 Lombard Street
WINNIPEG . MAN.

Domestic and Foreign Agencies
Sollcited

THE “WANT” AD.

The “want ad.” has grown from a
little used force in business life into
one of the great necessities of the
present day.

Business men nowadays turn to
the “want ad.” as a matter of course
for a hundred small services.

The “want ad.” gets work for
workers and workers for work.

It gets clerks for employers and
finds employers for clerks. It brings
together buyer and seller, and en-
ables them to do business though
they may be thousands of miles
apart.

The “want sd.” Is the great force
in the small affairs and incidents of
daily life,

NEWFOUNDLAND

ON SPOT
White Beans,
Evaporated Apples
Currants and Raisins

W. H. Millman & Sons

Wholesale Grocery Brokers
Toroato

Ontario

T. A. MACNAB & CO.
ST. JOHN’S - NEWFOUNDLAND
MANUFACTURERS' AGENTS

_and COMMISSION MERCHANTS
Importers and exporters. FPrompt and
careful attention to all business. High-
est Canadian and foreign references.
Ceble address: “Macnab,” St. John's.
Codes: A. B. C., 5th edition and private.

One Inch Space
$1.00 Per Issue
on Yearly Order.

If you want the market on

NEW BRUNSWICK POTATOES
Wire or phene

HARRY WEBB, TORONTO
We apecialize on potatoes, have ware-
houses at all buying points in the
tato belt. Cars always loaded. New
runswick, Montreal, Toronto, ‘waiting
orders.

We Need Salesmen

High<grade men to call on Grocers
in connection with Star Egg Car-
riers and Trays, in use to-day by
63% of the grocers in Canada and
the U.8. We have a few very desir-
able Canadian territories open which
offer excellent opportunities to men
of ability.

For particulars, apply

STAR EGG CARRIER & TRAY

MFG. COMPANY
ROCHESTER, N.Y.

Coffee, Its History,
Classification and
Description

By Joseph M. Walsh

This is the most exhaustive,
interesting and instructive book
ever published on Coffee. It is
attractively written and riehly
illustrated, and should be read by
all who deal ip or use Coffee. The
contents inelude: .

This work, written by one of the
greatest authorities in the world
upon the subjects of Tea and
Coffee, will be mailed to you post-
paid on receipt of

$2.00

It Will Pay You to Send at Onee.

MacLean Publishing Co.

Technical Book Department
143-158 University Avenue, Toromte.
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LARGEST MAKERS IN THE WORLD

Tin Foil—all descriptions
Tea Lead—all gauges and sizes

Metal Bottle Capsules—any size,
color or stamping

Coliapsible Tubes—plain or colored

ALL BRITISH MADE

Send specification of your needs or samples of what you now use—stating QUANTITIES
—We will give you BEST QUALITY—BEST DELIVERY—BEST PRICES

BETTS & COMPANY, LIMITED

Chief Office:—1 Wharf Road LONDON N., ENGLAND

Accumulative profits

are more important than the profit on an individual
sale.

Accumulative profits are obtainable only by sell-
ing your customer goods of undoubted superiority.
T'he reputation for quality built up by the Malcolm
Lines of Condensed Milk and Coffee is every-
where producing growing sales and increased
profits for dealers.

You can safely recommend the Malcolm Line to
every customer.

Send in your order to-day. We deliver : L ;

L | AR “ 3 . PR St. George Brand Coffee, 2 doz. in case....$4 80
1 9-case i()tﬂ t” (:ll.l‘\ p”lnt l.n ()"t‘“ 10, St. George Evaporated Milk, 4 doz. in case 3 G0
Quebee and Maritime Provinees, pre- Banner Condensed Milk, 4 doz. in case.... 5 25
})zl)‘illg fl'(‘igllt up t() ',—)0(, p(‘l‘ 100 ")& Princess Condensed Milk, 4 doz, in case... 4 50

Note our prices:




CANADIAN GROCER

DON'T MERELY SAY *'FLOUR"
sAY
*“FIVE ROSES FLOUR"’

s

AN

ANURRANIRNNN

The only flour publicly sné
wnreservedly guaranteed
sot bleachsd ~aot blended.

T is not enough for a flour to have quality and accessible price. FIVE ROSES brings more
than this—it possesses the cumulative goodwill value based on a quarter century’s kitchen
achievements. More important still, it brings you a tremendous sales-push enjoyed by no
other flour in Canada. Distributors unanimously report that FIVE ROSES first sales are ridieu-
lously easy and repeat sales automatic. You can fill this ever-increasing demand in barrels and
halves. :

ALSO PACKED IN BAGS OF SUITABLE SIZES

UR various offices throughout Canada are maintained for the purpose of closer co-opera-

tion with our distributors. Uniformity of quality and service is the distinctive polioy

of this company in its relations with the trade.
ROSES demand.

Let us help you in filling the FIVE
LAKE OF THE WOODS MILLING CO., LIMITED
MONTREAL

*“ The House of Character" WINNIPEG
Toronte Ottawa Londen Sudbury
Quebec St. John, N.B. Calgary Keswatis
Fort William Medicine Hat Vascouver
Portage La Prairie

Daily Capacity—27,400 bags of 98 lbs.




