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GROCER

REGISTERED

CANADIAN

HE

WE GUARANTEE THIS

TABLE SYRUP

TO BE PURE AND WHOLESOME.




THE CANADIAN GROCER

€

Turned-Down
Corners

Here and there in the Ledger of Life

you have turned down the corner of a page for remembrance sake—you'd
forget something if the turned-down corner wasn’t there.

To-day, turn down a corner deep and wide to remember this one sure
fact : “Quality is remembered long after price is forgotten.” Every
time you come to that particular page—remember. Every time you try to
sell inferior quality, think of the turned-down corner— what it stands for,

and what it really means to your success.

“Taylor's” Candied
and
Drained Peels

Made in
England from the best Corsican
peels only. Prepared from finest
selected whole fruits—mneo# from
fruit skins from which the essen-
tial oil has been extracted. High-
est quality. Always the same.

“«“Thistle’’ Brand
Canned Haddie

Caught,
cured and canned right at the
water's edge—not re-shipped
and re-handled before packing.
No bone, dirt nor slime ever gets
into the “Thistle” Brand.
Open a can yourself for the
most convincing proof—they
are all right at all times.
Always Genuine Haddie only.

These are the best money can buy

Arthur P. Tippet X Co

8 Place Royale, Montreal

20}4 Front Street East, Toronto

, Adgents




THE CANADIAN GROCER

We Control the

“EMPIRE” brand
T Sign of Quality
«The recotiection 1N FOOd Products

of Quality remains
long after the
Price is forgotten.

FREE TELEPHONE

| TELEGRAPH
ORDERS THIS WAY A SPECIALTY
EXPERIMENT WITH IT

OR

WRITE US

Lucas, Steele & Bristol

HAMILTON, ONT.




THE CANADIAN GROCER

NEW SEASON’S FRUITS

We are headquarters for—

VALENCIAS,. CALIFORNIA ik il
R A I s I N = SULTANAS, SEEDED. s Tog
: "ALAGA. Choice and Fancy Packages
ELEME, LOCOUM, F I
COMMADRE, NATURAL G s ——

New
California Apricots, Peaches and Prunes

Our own brands. Cleaned Fruit.
N ew cur ran ts_Also 1-Ib. Cartons, Greece Cleaned.

Send Us Your Orders. Quality Guaranteed. Prices Right

" EBY, BLAIN CO., .ois ToronTo

IS your EA Business‘,
Satisfactory E

This is the question every Grocer has to consider from time to time, and /F his
TEA SALES are not increasing, in spite of his very best efforts to make them do so,
something is wrong ?

THEREFORE—are you handling the RIGHT kind of Tea?? ??
NOW. We not only give the Grocer the very best valuein “ BLUE RIBBON TEA"”

that money can buy, but also, our unequalled blending experience, which enables
us to give your customers exactly the kind of Tea they are looking for.

Samples and prices on application to

The BLUE RIBBON TEA CO., umreo

12 _Front St, East, TORONTO
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THE CANADIAN GROOEI

The New Home of

SUGARS LIMITED

MONTREAL

Branches: pE]
Halifax, N.S. London, Ont. Vancouver, B.C.

St. John, N.B. Winnipeg, Man. Liverpool, Eng.
Toronto, Ont. Calgary, Alta. London, Eng.
Hamilton, Ont. Edmonton, Alta. Bristol, Eng. Bonn

Manufacturers of The origi

Famous Diamond Brand Maple Syrup

and

Twin Block Pure Maple Sugar

Our annual output is greater by far than all other concerns combined
in the Dominion of Canada.

EST. 1857

SEE DESCRIPTION OF OUR WORHKS ON PAGE 80.




THE CANADIAN GROCER

i, YOUR TRADE WIThH

MILK

BORDEN’S

BRANDS
PERFECT IN PREPARATION

BORDEN'S CONDENSED MILK CO.

NEW YORK

The originators of Condensed Milk and largest manufacturers of
Milk Products in the world.

EST. 1867 “LEADERS OF QUALITY"

SALES REPRESENTATIVES

WM. H. DUNN
PEERLES

Montreal and Toronto

SOOTT, BATHGATE & 00. SHALLOROSS, MACAULAY & 00, CRB AN
Winnipeg, Maa, Victeria and Vancouver, B.0.

5
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rHE CANADIAN GROCER

SHELLED NUTS
Shelled AlImonds

Jordan, Alicante, Valencia, Canary, Provence
Blanched, Whole and Ground

Shelled Walnuts

BRAND

\/

Chaberte, Terrasson,. Bordeaux
Assorted Shelled Nuts
Pistachio, Filbert, Pignolia, Brazils

Cracked and Shelled Pecans, Cashew Kernels

Glace ... Crystallized Fruits

Cherries, Apricots, Greengages, Pears,
Pineapple, Figs, Angelica, etc.

French Canned Goods

Mushrooms, Peas, Haricot Verts, Macedoines
Cherries in Marischino
Cherries in Creme de Menthe

W.G.PATRICK & CO.

IMPORTERS AND AGENTS
29 31 Melinda Street Coristine Building
Toronto Montreal




THE CANADIAN QROCER

TRADE WINNERS
TEAS

~ Coronation King's Royal John Bull

Geisha Florodora
Butterfly Chipper Queen Bee

COFFEES

Palace Garden Java and Mocha

CURRANTS

Casandra cleaned
Superbos cleaned
Fancy Exquisitos cleaned

Midland Vinegar Co. Specialities

Garton’s H. P. Pickles Garton's H. P. Sauce
Coffee Essence o Mango Chutney
Malt Vinegars

Warren Bros. & Co., Linited

IMPORTERS and WHOLESALE GROCERS

35 Front East TORONTO
QUICK SHIPPERS
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THE CANADIAN GROCER

We maintain that

They are
Pure,
Clean,

Fragrant,

Healthy
and

Profitable

supply to your trade—

A good straightforward statement of the
qualities of the teas you sell to your customers
will go further than any vivid colored

word- painting possibly can in securing
confidence and increasing trade.

JAPAN TEAS

are by nature and method of hygienic prepara-
tion the most desirable and healthiest teas to

The str
ever offi
from hi




THE CANADIAN GROCER

Cans Cans Cans

FOR ALL PURPOSES

Have you seen our new

Baking Powder Cans?

These cans are the nearest to perfection
in their line being made on special
machinery—every cover fits perfectly and
all are practically air-tight.

Made on our new automatic plant, capacity of which 1s

150 000 cans per day.
’

The strongest, cleanest and best
ever offered to the trade. Made
from highly coated British tinplate.

[f you have not booked your order
better do so as the demand will be
large for the coming season’s pack.

‘ PRIVATE RAILWAY SIDINGS TO ALL ROADS.

A Few oF Our LeApING LiNgs :

Fruit and Vegetable Cans
Meat. Cans SAMPLES AND PRICES

SENT ON APPLICATION
Sm‘ Powder and Spice Cans
an
Lard Pails ‘

ACME CAN WORKS

Ont.ario St.. East, MONTREAL

9




THE CANADIAN @GROCER

DON’T THINK

because we deal in TEAS, COFFEES and SPICES that we cannot do as well as
the houses who handle only one line of these. We can do as well as the best of
them in any one line and better than a good many of them. WE ONLY WANT A
CHANCE TO PROVE IT. IFIT IS GOODS OF QUALITY WE HAVE THEM;
THAT IS OUR SPECIALITY.

Ours are selected with the greatest care, roasted
COffeeso with the most improved Gas Roaster. They Jare always
the same—Rich, Creamy, Delicious.

Madam HuobP’s coffee 1-lb. tins, 32€.3 2-1b. tins, 62¢., is

not matched by any other similarly
packed.

1 Ib. fancy packages, pure, attractive in appearance,
Condor Coffee. choice in quality, per dozen, $2.50.

OUR BLENDS, LOOSE, are Wonderful Values

S MD Blend, rare liquor - 33c¢. per 1b.
Cond end, a gem - . . S . 80e. “
0ld Crow Blend, try itat - = - - - - e3¢

With 350-Ib. trial orders we give a nice
faney tin FREE and PAY FREIGHT.

‘I’eas If in Japans you do not handle “Condor,” from 18¢. to 42}€., you are
® not getting the best. ASK FOR SAMPLES. In all other kinds we

can show you the largest stock and best values.

TRY US
1000 25-1b. Boxes Ceylon Black Tea to replace Packling Congous, at - 13e¢.
Purer and better all around
12 H/ec. choicest Lapsang Souchong Congou, at . - - - - - 33e¢.
- Sa . Keemun Congou, at - - - - - . E 45¢.
10 “ choice Saryune (ongou, at - - - . - - - 83

Prices on almost all Teas have advanced considerably.
We have lots, and our quotations remain the same.

GIVE US A CALL BY MAIL

me [, D. MARCEAU CO.

MONTREAL g
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THE CANADIAN GROCER

W. H. MERRIMAN

WHOLESALE GROCER

ST. CATHARINES, ONT.

Special Notice to the Trade :

I wish to announce that from this date on I will

well as be the wholesale distributor of the celebrated
International Stock Food Co.’s lines / : 5y

: best of in the territory as shown on the map opposite. The % <A P RN ¥ . B
ANT A International preparations are in great demand at T AR (S NNy
H this time of year and dealers would do well to have

f"’ a large assortment of goods on hand for the Fall
trade. My representative will call on you in the
near future with full particulars. Thanking you

: for past favors,

)asted I am, yours truly,

always g W. H. MERRIMAN.

w4 INTERNATIONAL STOCGK FOOD
3 FEEDS for ONE CENT
Largest Stock Food Factories in the World

MINNEAPOLIS, US.A. “iocce TORONTO, CANADA

'

We Manufacture and Guarantee :

International 8took Food International Colic Cure International Compound Absorbent
International Poultry Food International Harness Soap Silver Pine Healing 0il
International Louse Killer International Foot Remedy International Gall Cure
International Worm Powder International Hoof Ointment International Stock Dip
International Heave Cure International Pheno-Chloro International Distemper Cure

THE INTERNATIONAL LINE is well known throughout Canada as the quickest seller and most
profitable specialty line a dealer can carry. The goods are well advertised to the consumer, and it
will pay you in GOOD HARD CASH to devote a little of your spare time to pushing the sale
in your locality. If you don’t care to wait till our representative calls on you, write direct to
W. H. MERRIMAN for the BEST MONEY-MAKING PROPOSITION of the year.

QUICK SALES and SURE PROFITS

A beautiful colored lithograph of Dan Patch, 1.55, and Cresceus, 2.02%, making a fast mile, will
be mailed, absolutely free postage prepaid, to any grocer in the above-mentioned territory who
writes toW. H. MERRIMAN telling where he saw this advertisement. Grocers in other parts

of Ontario address

International Stock Food Co.

Toronto, - - Canada
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OQet in LLine and Order

e COME s o e
b i &e\’THE SOAP OF QUALlTYO4p Tr——

ALSO THE WELL KNOWN ROYAL CITY aNnpD PEERLESS BARS

ALL PURE SOAPS———AND SOLD ON MERIT
DON'T FORGET TO INCLUDE IN YOUR ORDER THE CELEBRATED CRYSTAL SOAP CHIPS

For further particulars address

THE GUELPH SOAP CO. GUELPH, ONT.

IMPERIAL
SYRUP 'PATERSON'S

The standard wo Rc ESTE R
from Ocean s A u c E

to Ocean

ECONOMY

is successfully combined

It sells for less than other
high-grade sauces. That
Quality ACknOWledsed is one of the reasons it is
superiority Admitted so popular with prudent
e housekeepers.
Pyrity Guaranteed

Your money back if you do not like it.
ROSE & LAFLAMME,

ROSE & LAFLLAMME, Agents, Agents, Montreal.

Montreal

GOLD STANDARD BAKING POWDER is
““ GUARANTEED - THE - BEST”

MANUFACTURED FROM THE PUREST, HIGH-GRADE MATERIALS. THE
ENORMOUS GROWTH OF ITS SALES, ARE THE GREATEST TRIBUTE
IO ITS HIGH GRADE, UNVARYING QUALITY.

SAMPLES AND QUOTATIONS CHEERFULLY FURNISHED.

The Codville-Georgeson Co., Ltd. WINNIPEG, MAN.

F. J. Wl




up in Boxes.
/akes in a Box.
oxes to a Case.

CHIPS

Tl

MAN.

THE CANADIAN GROCER

|
|
|

THIS IS
A SELLER!

No doubt about that.

IF you have handled it you know.

IF you haven’t —write us—you are
always open for a good thing.

SEE PRICE LIST IN
BACK OF THIS ISSUE

r77777777TIITIL,
WE will also be pleased to quote you on bulk Teas
and submit samples. We carry eighty-five
lines of bulks—We bought away in advance so
that notwithstanding the rise in prices—we can give

you good quotations.

New Teas arriving daily.

All orders receive careful -attention and shipments

made promptly.

MINTO BROS.

F. J. WHITE, TORONTO, ONT.

Manager




THE CANADIAN GROCER

Good Advice

Don’t delay ordering your full season’s l T’AT

requirements of Fruits and Vegetables. | AT >

| -, | A

Better Advice L

‘ Do it now. . | Ram
| |

Best Advice

Stick to the best brands, viz : ‘“Canada
First,” ‘‘Little Chief,” ‘Log Cabin,”
‘““Horseshoe,” ‘“‘Kent,” ‘“‘Auto,” ‘‘Lynn-
valley,” ““Maple Leaf,” “‘Lion,” “Thistle,”
““Grand River,” ‘“‘White Rose,” ectc.

Y ours respectfully,

CANADIAN CANNERS, LIMITED

Ja




i
!
i

FTHE CANADIAN GROCER

James Tyrner & Co.,

, Limited
Wholesale Grocers and Importers

A—/ Our Trade Marks

| BEAVER
ATA are

known all over Canada as a Guarantee of Quality.

Our Big Leaders
Ram Lal's Teas
Mecca Coffee
Damascus Coffee
Cairo Coffee
Sirdar Coffee

Canned Fruits and
Vegetables

Finest Currants, pack-
ages and cases

Figs and Sultanas

Jelly Powder

Extracts

James Tyrner & Co.,
HAMILTON o

15




THE CANADIAN GROCER

Trade Getters EveryOne

That 1s what we hear from every grocer who has stocked
Old Homestead Brand Canned Fruits and Vegetables.

It works this way" A customer is attracted by the hand-
some Old Homestead label. There is something in the name

‘ that appeals to her and she buys a can or so to try it. She is
delighted with the trial. She finds Old Homestead Brand

superior in every way to any canned goods she has used before.

She comes back for more. Trust a woman to tell her
neighbors. Your canned goods trade grows apace and with it
your general trade with customers who have called for Old
Homestead Brand goods

Old Homestead Tomatoes
Old Homestead Peas
Old Homestead Corn

Old Homestead Strawberries
Old Homestead Raspberries

and the whole list of our pack are the best that are grown and
packed.

Every time you sell an order of the Old Homestead you
make a friend.

Ask your wholesaler to send you on a few cases as a
starter.  You will soon want more. If your wholesaler
can't supply you write us direct.

The Old Homestead Canning Co.
PICTON, ONT.
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THE CANADIAN GROCER

Established 1852.

GILLETT'S GOODS ARE THE BEST!

Cillett’'s Mammoth Blue.
Cillett’s Perfumed Lye. Imperial Baking Powder.
Magic Baking Soda. Cillett’s Cream Tartar.
Cillett’s Washing Crystal. Royal Yeast Cakes.

Magic Baking Powder.

CAUTION Beware of inferior and adulterated goods. Be wise, and have nothing to do
with them. There is the same difference in quality as in Teas or anything else.

Order Direct From Us. 1funable to get what you want from your Wholesale Girocer
do not hesitate to order from us direct, and shipment will be made promptly.

/GILLE

coMPANY LIMIT

TORONTO, ONT.

CRICACO. 1LL.

P E—




THE CANADIAN GROCER

CANADA’S
PRIDE

Canned Fruits an¢ Vegetables

are the pride of every grocer who sells them and
the joy of every customer who buys them.

Our factory is a model of sanitary convenience.
Our fruits and vegetables are packed the day received.
Our finished product is guaranteed perfect in every particular.

[f you are not handling Canada's Pride Canned
Fruits and Vegetables your customers are not
vetting the best.

Let us send you a few cases for a trial

The Napanee Canning Co., L.

W. A. CARSON, Manager, NAPANEE, ONT.

J 18
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RAKWANA

Is a Tea which every Grocer can
confidently recommend to his
customers.

€S

The quality of Tea people use should have their most careful con-
sideration. Every grocer and storekeeper knows that it does not pay to
handle inferior grades of Tea, and in these days when there are so many
different brands being offered on the market, it may sometimes be ditficult
for the purchaser to decide which to stock to please his customers. In
this case the most reliable course is to sell only Teas which you will
always be able to guarantee as Teas of first-class quality. Every grocer
in Nova Scotia stocks

RAKWANA

Because they know it is a good seller, and that the demand is steadily
increasing all over the province. QUALITY, FLAVOR and STRENGTH
are the principal features of this renowned Blend.

As we are desirous of introducing this Tea to the West, we are
prepared to give grocers of approved business standing, SOLE CONTROL
of RAKWANA TEA for their district or town.

We feel sure that you will find this Tea a trade winner.

WRITE US
YELLOW LABEL costs 20 cents, retails 25 cents per Ib.
BLUE LABEL ekl e T W
RED LABEL " el
BROWN LABEL « 28 * gl
GREEN LABEL o “ 80

(1-1b. and }-Ib. packages; also in BULK, as desired.)

JOHN TOBIN & CO. ssies s

HALIFAX, N.S.

td.
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Are YOU getting LIVE,
here 7 THEY SHOULD BE.

connection.

GET IN ON THE GROUND FLOOR.

REFERENCES:

Hochelaga Banh

NS\ A bbbl b

Brunner Mond & Co.’s

WASHING
SODA

Drums, 336 Ibs. Barrels; 336 lbs.
;e 994 - ¢ Bags, 234
e s -

100 -*¢ £ 100 - **

Concentrated Sal Soda

Casks, 560 Ibs.

Winn &« Holland

Montreal

SOLE AGENTS FOR CANADA.

OLD QUEBEC IS GROWING

Domest.ic and Foreign Manufact.urers

Are YOU getting vour share of Quebec city trade ?
intelligent representation ;

Twenty vears™ experience in the trade of Quebec city has given us an enviable

We are prepared to handle effectively accounts for Grocery and allied lines.
We're not too old to hustle.

We think 1t will be to mutual advantage if you let us hear from you NOW.

Alf. T. Tang’uay and CO.

COMMISSION MERCHANTS and BROKRERS

50 St. Paul Street, QUEBEC
S0 b L 0 L L 0 00 0 LLALAALAA LA L LLOUULLALAD S0 00000000 L0 Lt L A Lk

T T Y T AT Y AR OO 1.2

or, are your products marketed

WWWWWNW

IF YOU WANT TO BUY

BUTTER,
CHEESE,
EGGS,
ETC.

Write me—I have the right goods at the right prices.

IF YOU WANT TO SELL

BUTTER,
CHEESE,
EGGS,
ETC.

I am open to buy at right market prices.
WRITE OR WIRE

5. H POWER

Merchant

HALIFAX, N.S.

218 Argyle Streot,
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THE SIGN OF
GOOD FISH

WHEU a man goes to buy a ring or a watch
chain he looks to see the stamp of quality. It

.v ® —
ACLARAOLIA UL LA0LIALAR S LSO LA LRI LA b 0 A A 0 L

BUY

is this which determines in his mind the value.

WE have adopted the above sketch as our trade

mark and just as quickly as we can get around

to it, we shall place it on every package of Fish put
up at our different stations. We want you to examine

it closely and to fasten this one fact in your mind:

t prices.

ELL

None but the very best quality of Fish
Will ever be sold under this Label

ATLANTIC FISH COMPANIES, Limited, LUNENBURG

b With which is incorporated the WHITMAN FISH CO., Limited, CANSO

Selling Agents—A. H. BRITTAIN & CO., Montreal, H. 6. CONNOR, Winnipeg, .
CHAS. MILNE, Vancouver. i
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Second to None

! of Quality

The country 1s growing at such a rate the demand for
Canned Goods has been in excess of the supply. This very

condition 1s apt to make Canneries careless of their output, and

)
&
%)

there 1s need of more discrimination 1n buying, if grocers are
to be sure of their trade. We claim for the

ESSEX BRAND

a higher standard of quality than 1s usually considered neces-
sary. The finest of Fruits and Vegetables gathered at the
right stage of ripeness and packed fresh from the field under
the most careful conditions, warrant the statement that the

g e o ) . . .
Essex Companys goods will give a larger measure of satis-
faction to your customers than any other within your reach.

The Essex Ganning and Preserving Go., Limited

Head Office : 8 Wellington Street East

Toronto, Canada
FACTORY AT ESSEX, ONTARIO
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-

| Importers of TEAS,
WM- BRMD & GO., clslr':ezesnan: SPICES

is winning its way into Canadian homes on merit, which
is the result of careful selection of the bean, and scien-
tific blending, imparting a flavor rich and smooth. which
is instantly recognized by the consumer.

ONCE USED ALWAYS USED

Packed in 1, 2, 5, 10, 25 and 50-lb. air-tight cans, also in barrels.

BRAID’S BEST COFFEE

WM. BRAID & GO., Vancouver, B.G. e sunuence o

PURNELL'’S
PURE MALT VINEGAR

Brewed from the Finest Grown English Malt,
The best for Pickling and for the table.

PURNELL'S PURE PICKLES AND SAUCES

Quality guaranteed. PROFITS GOOD. Sales always increasing.

Purnell Webb & GCo,, Lid., Bristol, Eng.

Founded in the year 1750.

Apply to their Agents for further particulars and samples

J. W. GorHAMX & Co.. Jerusalem Warehouss, HALIFAX, N.S C 8. HARDING, Ro'm 46, Canada Life Buildi- g, MOUNTREAL

R. JARDINE, ST. IOHN, N B KyLE & HOOPER, 37 Frunt Street East - Ru\ »

H. HASZARD, CHARLO'I'I‘ET()W\ P.E.1 BICKLE & GREENING - HAMILTON,

R. MiTcHELL & Co., - 26St. Peter St MONTREAL J. CARMAN, 722 Union Bank WINNIPFG MA\
C. E Jarvis & Co,, - VANCOUVER, BC
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Sugars

(ranulated—~Yellows

are the

Best and Purest

in the market

| The St. Lawrence Sugar
Reﬁning CO., Limited

MONTREAL

St Lawrence
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THE CANADIAN GROCER

There is no finer equipment in Canada than that contained in the -
White Swan Mills for the preparation of HIGH-GRADE goods.
Our WHITE SWAN brand stands pre-eminently for GOODNESS.

Quality 1s the key-note of our

facilities of our immense building and extensive plant distinctly

emphasize this idea.

THERE ARE NO BETTER GOODS MADE THAN

White Swan Jelly Powders
White Swan Flavoring Exiracts
White Swan Coffees

White Swan Prepared Cocoanut
White Swan Cake Icings

White Swan Spices

White Swan Herbs and Seasonings

White Swan Cream of Tartar
White Swan Baking Powder
)Vhite Swan 8. R. Buckwheat Flour

ALL ABSOLUTELY UNEXCELLED
IN QUALITY

business throughout, and all the

White Swan Breakfast Food
White Swan Flaked Wheat
White Swan Barley Crisps
White Swan Flaked Rice

White Swan Flaked Peas

White Swan Graham Flour
White Swan Whole Wheat Flour
White Swan Gluten Flour
White Swan Rye Flour

The King’s Food

THE ROBERT GREIG COMPANY, LIMITED

WHITE SWAN MILLS
on request Tonou-ro

Our complete list sent

26




THE CANADIAN GROGOCER

Small’s Brand
more medals than
others combined, h«
and abroad; capt
every one offered
Canada last year.

This is our Trade
Mark, registered 1881,
oldest maple syrup
brand in British Em-
pire.

B

O S payn

s i,

For sale, all jobbc

Small's selected is i€, 4
pure maple, it stood the if yours insist on
Government test last private brands ‘‘th
spring. This is impor as good,” then ¢
ant when Government direct from .h
inspector comes round. C. O.D. less jol crs

discount.

G. R. SMALL, originator of Small's worid-celebrated Small’s brand Maple Syrup, Sugar and Confections
Put up by THE CANADA MAPLE EXCHANGE, MONTREAL, the only firm in Canada exclusively devoted to maple products. Agents:London, New York and a
large cities. If you are not now handling Small’s the following may interest you. Telfer Bros., Winnipeg (wholesale) in month of JANUARY, 1903, took twenty-two case:
In month of JANUARY, 1904, took 1,072 caszs. W. H. Scroggie, Ltd., Montreal (departmental), in year 1903, 1,109 packages, In year 1904, 4,434 packages. W. Mai:
land & Co., Montreal, (retailer), in 1903 took 1,428 packages. In 1904 took 2,614 packages. All lines hygienically and scientifically packed. Results: Sulisﬁ!clion to cor
sumer and fair profits to dealer. Write for List.

tr;

&
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THE CANADIAN GROCER

Profitable business bringing,
trade holding lines.

Lines that will in themselves
by their neat appearance, their
self-evident quality command

attention and entice enquiry
from your customers.

These are the lines that are profitable to handle, as
they carry the minimum of expenses in selling and so develop
the maximum of profit. We have not been satisfied until
we could say as we do to-day, that Ozo goods are as good
as the best anyhow, anywhere, anytime. Each department
is in charge of an expert, the best man we could find and we
have been to England, France and the United States for
men of experience and reputation in their line.

Our packages and labels are as wholesome, neat and
attractive as it is possible to get them.

If you are not as yet handling a line of our products
include an order for our goods next time you are buying
from your wholesaler. QOur guarantee protects you from
losing and you will gain increased trade and better profits.

The OZO CO., Limited
MONTREAL




THE CANADIAN GROCER

Crystal Sugar

THE BEST GOODS DIRECT TO YOU

We invite your inspection of our factory,
which 1s as CLEAN and BRIGHT as

time and money can make 1t. . ... .. ..

THE WALLACEBURG SUGAR COMPANY

WALLACEBURG, Ontario. LIMITED

wesTERN AGENTS: MASON & HICKEY, Winnipeg.

QUEEN BRAND

Fruits and Vegetables are now in the hands of the cinr epce

rrapt in Ontario.  Are they on vour shelves ? If not, write your
wholesaler for Queex Braxp goods at once before the supply 1s

exhausted. If you cannot get this Brand from him write us direct.

Our Tomatoes, Corn, Golden Wax Beans, Peas, Pork and
Beans, Catsup, Strawberries, Raspberries, Pears and Peaches, are
exceptionally good this season, and you will give your customers a
treat by stocking Qurrn Branb,
guaranteed,
but also highly approved of, by every grocer who has stocked it ?

Is it not good policyto buy a Brand that 1s not only

Queen Brand goods will win you a trade and hold it.
Be loyal to a tried and faithful servant.

Belleville Canning Co., - Belleville, Ont.
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/////////'// October 12, 1906.
BANNATYNE ST EAST
TRANSFER TRACK

sALGARY BrAnCH NicHoLSoN & Bain

Open Letter to Manufacturers and Shippers

Dear Sirs,—Have vou realized the progress of the Great West in 1906. Look at the record
for Manitoba, Saskatchewan and Alberta crop yvield of the three provinces for 1906.

Wheat. ... ... .......4,495,000 acres yield 87,203,000 bushels
S 5 s o wh v 5 4 - 1,838,000 - 75,725,600 i
546,000 e n 16,980 600
55,660 s 690, 184

Grand Total. ... .. 180,599,384

EDGE ; : , v .
l Population of the three provinces in 1906:

your
B Manitoba . .. . .. R 360,000
Yy 1S Alberta _ . e 185,000
irect. Saskatchewan < . 260,000
and Grand Total. DS 805,000
5, are These 805.000 |n-()|blt' will have over $100.,000,000 to .\lwlul from |n'm‘|‘w|s of 1906 crop, are you
Ev6 o eaching out for some of this money. Our business is purely commission, we sell for the Wholesale
irocery trade, from the Lake Front to the Rockies. Our selling organization is complete, we
over thoronghly the Great West. If von are not represented in this territory we can take care of
e our account.  Write us for particulars. Warehouses at Winnipeg and Calgary.
)
it ? ROLLED OATS and MILL FEED: We quote Buffalo Brand delivered to any point

n the world. Write or wire us for prices and samples.

NICHOLSON & BAIN,

Wholesale Commission Merchants and Brokers

WINNIPEG and CALGARY

nt.
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Don’t Rob your Customer

OF THE VALUE THAT IS HIS JUST DUE BY SELLING AN

INFERIOR TEA. SELL HIM

Gold Standard Tea

YOU WILL REAP ABUNDANTLY IN CLEAN PROFITS AND
SATISFIED, PERMANENT CUSTOMERS.

WRITE FOR SAMPLES AND PRICES,

THE CODVILLE-GEORGESON CO., Limited

TELEPHONE 35 ESTABLISHED
P.O. BOX M 1898

NORTHWEST
JOBBING =« COMMISSION
G0., Limited

CENERAL COMMISSION and AGENTS
BROKERAGE AGENTS IMPERIAL OIL CO., LTD.

LETHBRIDGE, ALTA.

WHOLESALERS AND IMPORTERS OF

Groceries, Provisions, Fresh
Fruit, Grain Bags

BUYERS axp SHIPPERS or GRAIN, MILL STUFFS ann HAY.

WINNIPEG

Fovs WEIGny
MAgLe BN
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that cheap goods are
more profitable—it’s
not a Ilasting profit.

MAGIC BAKING POWDER

is reliable and
gives a lasting
prorit.

.-— Merchants should recommend food products
that .are produced In olean factories.

Governments.

WHITE, COTTELL'S VINEGAR

is the vinegar good housekeepers are looking

for,—therefore the vinegar for you to handle.

For Pickling or Table, it leads!

Suppli edﬁAr:gFtS:-ycﬁDxE:NB(;f ::8:94 Indian WI"TE, COTTELL & Con Camberwell, S. E., LOlldﬂll, Ellg.

Have you Tried it?
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THE CANADIAN QROCEFR

P. O. Box 112 Phone 3576

MASON & HICKEY

Manufacturers’ Agents

AOGENTS FOR

The Port Huron Salt Co.

E. D. Smith

Pure Fruit Jams, Jellies, Preserves

Gorman, Eckert & Co., Ltd.

Coffees, Spices and Olives

Wallaceburg Sugar Refinery

WRITE US FOR QUOTATIONS —WE CAN SAVE YOU MONEY.

Ingersoll Packing Company

Millar’s Paragon Cheese

TRACK WAREHOUSE—WRITE US FOR STORAGE FACILITIES. CORRESPONDENCE INVITED WITH
MANUFACTURERS. ALL GOODS CARRIED IN STOCK AT

108 PRINCESS STREET, WINNIPEG, MANITOBA

TRURO HIGH GRADE GOODS
JERSEY REINDEER

Sterilized Cream Condensed Milk

" ﬂeal’rh &

Ahsulutely Pure

7 -\ \.
'z

HYGEIA
Trade Mark

RIGHT IN QUALITY
RIGHT IN PRICE
RIGHT IN PROFIT

It is the right article to stock, being

COMBINED
Ready to use.

SOLE MANUFACTUREKRS

Hy. Thorne & Co., Limited

THE COCOA WORKS
LEEDS, ENGLAND
SOLE AGENTS FOR THE PROVINCE OF ONTARIO:

GREEN & CO., 85 Front 8t. East, TORONTO

Good quality for the Consumer.
(rood pmht\ for the Dealer.

TRURO OOIDINIED MILK C0., Limited, TRURD, N.8.
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Manufacturers:

Write us.

Calgary and Edmonton.

Would you like to have your products ably handled in

ALBERTA?

We have the connection, organization and experience neces-
sary to gain and hold the market for first-class manufacturers.

Offices and warehouses with Al railway facilities at

Salesmen cover the province thoroughly.

DOMINION BROKERAGE CO., Limited

CALGARY and

EDMONTON

7. 8. CLIFT

Broker, Commission Agent and Auctioneer

Notary Public for the Island of Newfoundland,
Commercial Chambers, Water Street, St.
Johns, Nfld. Telephone 513. P.O. Box,
826. Cable Address CLIFTON.

AGENT FOR

Messrs. T. M. Sincrair & Co., Ltn. Packers and
Curers of Pork and Smcked Meats. Cedar Rapids,
lowa, U.S.A.

MEssrSs. CARVEL, RATTENBURY & MEsservy, Charlotte-
town, P.E.I.

MEessrs. LEvi JacksoN & Sons, Hobroyd, Glossop, Eng-
land. Manufacturers of Cotton Lines and Twines.

MEssrs. GANONG Bros, St. Stephen, N.B. G. B. Choco-
lates, etc.

Messks. Hancock & Woon.  Currant Exporters, Patras,
Greece.

Messrs. W. & R. JacoB & Co., Dublin, Ireland. Bis-
cuit Manufacturers.

MEessrs. CosmeLLl, MEYER & Co., Valencia, Denia and
L.ondon. Fruits, Almonds, etc.

MEessrs. MacNus & Laeur, New York. Chemicals,
Drugs, etc.

Mgssrs. DorkeN Bros, Montreal.

Messrs. Hooke FieLp & Co., Los Gatos, California.
Canned and Dried Fruits.

Messrs. LivingstoNe & Co., Manchester, England.
Cotton Waste, etc.

Correspondence with first-class Houses solicited.
All Business given prompt attention.

“EDINBURGH'S PRIDE”

Symington’s
“Edinburgh”
Coffee Essence

does credit to the makers and the city of
production. Every bottle gives satisfac-
tion and helps to create further demand.

Our ESSENCE OF COFFEE AND CHICORY
gives wonderful value. One bottle makes 40 cups of
delicious coffee fit for any connoisseur.

Recommend it for camping parties and Summer
outings. It always pleases.

Thos. Symington & Co.

EDINBURGH

Agents—W. B. BAYLEY & CO.
Cor. Church and Colborne 8ts. Toronto.
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| Following Profitable Advice
. Paves The Way For Profit.

The course of true business never did run other than smooth.

Because giving the Grocer the legitimate profit he is looking
for cannot do other than give him the necessary satisfaction.

The true course of business is discovered either through your

> neces-
cturers.

own counsel or somebody else’s.

: Say you try ours—secure from us a proposition concerning

‘““Riverdale” Brand Canned Coods

ted | The Lakeside Ganning Gompany, Limited

Wellington, B Ontario

When your Customers ask for
Baking Soda you are always
safe and just to them when
you tell them that

UDE”

Ready ?

There's going to be a big demand for

9 ’
ik ‘CAMP “COW BRAND”
g ”
N\
COFFEE

'sence Customers evervwhere-—vyours among the rest are de ter- - a i

mined to v it Once they have tried it, they will be e ven HKE::" _‘
nd the city of more determined to use it regularly ‘CAMP tee i
rives satisi’lac 1s the safest stock vou can buv  never - BAKING SODA
5 " e

deteriorates m price or 4|11.||l(\ never
rther demand.

D CHICORY

es 40 cups of

wastes always does credit to the seller,
and gives full satisfaction to the buver
Is your stock of “*CAMP'" Cotlee
READY ?

BAKING SODA

is the Best to Use

R. Paterson & Sons,
COFFEE SPECIALISTS, (JLASGOW,

and Summer

& Co.

Agents :
ROSE & LAILAMME,
MONTREAL.

CHURCH & DWIGHT, Limited

Manufacturers
MONTREAL




THE CANADIAN GROCER

FROM GROWER TO TRADE DIRECT

THE

)

Peas, Corn,
Tomatoes

grown in our own fields, packed in our own fae-
tory, and sold under our own guarantee.

A trial order will convinee vou that Farmers” Brand Canned Fruits and Vegetables are the
finest on the Canadian market.

We can supply vou with anything in canned fruits or vegetables yon may require.

The FARMERS' GANNING COMPANY, Limited

BLOOMFIELD, ONT.

Have your share, don't let it all to
others. This is only a sample, make in-
quiries for your needs. it will pay vou.

No. 1 LABRADOR HERRINGS

We want Grocers With
Quality Ideals to write us
about the best Jams and

PRaSERRIs T L i e R 85.;5
S BBIS BRA OVEr ..ol c.oae vnsvvs cunes anss 5.65
RN 310 Marmalades.
A e S NS RS SRR S S | | ———

DIAMOND JUBILEE MATCHES We know such grocers
I T e SR 3.30 will not be surprised when
B ARONER. ) o i) s e e 3.20 they are told

Freight prepaid on 5 box lots.

CANDIES Southwell’s Jams

No. 1 Imperial Mixed . .g}é
No. 2 Mixed. B e e ean %

...................... 3 d M lad
M i 4 and Marmalades

Barrels free, boxes returnable. ] : 347 :
Apple Blossom Biscuits.... ............. .8 ‘“lead.”” If they made any enquiries they will
P.S.—I pay the highest price for Produce. have heard that.
Agent for Beauport Ale and Porter.

Joseph Grant

Wholesale Grocer
Ottawa, Ont.

Get in a nice fall supply of Southwell’s goods.

FRANK MAGOR & CO.

Canadian Agents, MONTREAL

1
\
[

—
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 MORE THAN AVICTORY

The success of Ceylon Teas on the
Canadian market has been more than a
victory. It has been a complete rout for
competitors.

First the Ceylon blacks were intro-
duced. The trade were doubtful. But
the men who had faith and specialized on
Ceylon blacks are now the leaders of the
tea trade.

The Consumer Decided

that Ceylon blacks were incomparably the
best teas made and would have no other.

Ceylon Greens are meeting with
similar success. All along the line they
are supplanting their rivals. The grocer
who looks to the future will push Ceylon
greens, because they fill the requirments
of the Canadian public, are better teas
and better value, and are indeed

THE TEA SUCCESS OF THE HOUR |
Ceylon Teas Ceylon Teas |

Black and Green Black and Green

B
Bl 1

i)
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We are Agents For

Ph. Richard & Co,, Cognac Brandies
Mitchell Bros. Glasgow  Scotch Whiskys
Mitchell & Co., Belfast Irish Whiskys
Fred Miller Brewing Co., Milwaukee Lager Beer
Blandy Bros. Madeira  Wines

Daukes & Co., London Ales and Stouts
Pollen & Zoon, Amsterdam Gins

Vigneau & Cambours, Bordeaux Clarets

Union Champenoise, Reims Champagnes
Morin, Pere & Fils, Beaune Wine Burgoyne
Source La Capitale, Vichy Vichy Water
Blanc & Fils, Valencia Macaroni
Societe Nouvelle de Roquefort, Aveyron = Cheese

H. E. Boulle & Co., Marseilles Olive Oils

Fli Ferrero Ricardo, Torino Vermouth
Clement Obrieux, Rerigneux Pate fois Gras
B. Gabriel, Paris Mushrooms

F. Dolin & Co., Chambery Vermouth

R. LeGall, Nantes Sardines

Sir. T. Lipton, London Teas

J. P. Wiser & Sons, Prescott = Whiskys

Every firm on this list has a world-wide reputation.
Write us for prices for any above goods.

Laporte, Martin & Cie, Ltee.

WHOLESALE GROCERS, MONTREAL

A SKin

The best skin food and tor

“Royal C

~ Witch-]
Toilet

« baby's bath - for "my ledy
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A SKin Tonie
The best skin food and tonic a woman can use is
“Royal Crown”
Witch-Hazel
Toilet Soap
For baby's bath for *my lady’s todet” for men after shaving

for any tume and all by S

the time — the soap that 1 |
s "ROYAL CROWN" WITCH-HAZLL

Supplicd on all Pul- g and at all hotcls [/
lnduumuqm C.P.R ( )

w AT . CAES FoR 23

N
T\' Mother and Child. |
“Royal Crown”

?"c;:u WitCh'Hazel
“  Toilet Soap

l:::‘mum'm&.umwm
Its lather is as solt and smooth as cream—and as
gateful o the skin. -

Witch-Hazel
Toilet Soap

| 'WITCH HAZEL |
. Tougy soar

I have been brought up on * ROYAL
CROWN"' WITCHHAZEL TOILET
SOAP. For babies, and ladies with dehcate
skins, it is unequalled—3 cakes for 25c¢
Invaluable to every one who appreciates a

beautitul complexion
The C. P R. wse the soap (indnodual [ \
size) m all ther Hoteh, Pullmans and \
bty

Steamahaps— & prool of s sup-~or
~
Remember to vk for “Royal (1

-t Tethe! Noap.

Is There One Thing More?

a manufacturer can do for the dealer than :

(1) Make a good article that people will continually
want. And

(2) Create the demand for it.

ROYAL CROWN
WITCH-HAZEL
TOILET SOAP

combines perfect soap with perfect skin-food and
skin-tonic—three necessities to every civilized person.
As for the demand— the border of this announcement
shows some of the advertisements that are educating
people all over Canada into a desire to use this pure,
healing, beautifying Soap.

It’s just the thing in these coming raw, frosty days
for chapped skin. It will pay to stock largely.

The Royal Crown Limited,
Winnipeg, Man.

W. H. Millman & Sons, Wm. H. Dunn,
27 Front St. E., 294-290 St. Paul Su
Toronto, Ontario Agents. Montreal, Agents for
Quebec and Lower
Provinces.

It's an ideal toiket soap  les nch amy lather
penetrates the pores —feeds the skin aves that
delightful fecling of coolness and cleani t only
the purest and finest of soaps can

And there is the Weech 1 g healing
Witch-Hazel—to take away redne.. a "
skin wrritation, and make th :

<. 8 cake—worth 1§
who values a healthiul, cie

Bsist ot your Braggit ghes you “Buyel Crowe ™ Wieb-Buerd

Your Druggiet has it ag will get it for you. ‘




THE CANADIAN GROCER

TEAS, GROCERIES,
PROVISIONS,
WINES and LIQUORS

The Largest Stock  The Greatest Variety

OUR POLICY

Low Prices Quick Turnover
Big Business

A few trial orders will convince you of

OUR RELIABILITY

Best Equipment Competent Staff
Perfect Organization

_Hudon, Hebert @& Cie.

Limited

Importing Wholesale Grocers and Wine Merchants

MONTREAL

The Most Liberally Managed Firm in Canada

Al

1-lb

Plum -

Blackberr
Damson

Cooseber!
Apricot

Assorted
Red Curr:
Strawber
Creengag
Raspberr
Black Cu
Raspberr
Strawber
Raspberr
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Jams, Jellics, Marmaladcs

ALEX. CAIRNS & SONS, Paisley, Scotland

From the land of the Heather and the Bramble comes this world-
wide brand, which needs no introduction. It is so well and favorably
known everywhere that you only have to stock it to sell it. A big
bunch of satisfaction goes with every pot, so you run no risk when
ordering CAIRNS'. Almost before you notice it, you will have built
a profitable trade from this brand alone.

1-lb. Patent Glass Jars ‘IELLIES
1-lb. Patent Glass J
Cases, 2 doz. 1-Ib. Porcelain Pots BT
Pl - 5 . $180 Cases, 4 doz. Cases, 2 aoz.
Blackberry - - 190 |
Damson . - 190 ::::I;er 8 Y SI‘ :g Scotch Orange - $175
Cooseberry - - 190 e - v i 5 1 90 Home Made Orange - 220
Apricot - - 210 BRAMBLE . 2 00 Tangerine - - 220
Assorted - - 210 DANSON . . ae Aprioot - - 230
Red Currant - B 210 Fig and Lemon - 230
Strawberry - - 210 Cinger B - 230
Greengage - - 220 8. Folest Bloss Jors Cinger and Pineapple 230
Raspberry and Red Currant 2 20 Cases, 2 doz. Creen Fig - - 230
Black Currant B 2 30 Black Currants - $280 Creen Fig and Cinger 230
n.‘pb'm - - 2 30 Red Currants - & 2 80 PInOlpplo - - 230
Strawberry, cases, 12/7-Ib. tins, 11 00 Scotch Orange,
Raspberry, cases, 12/7-Ib tins, 11 25 in 7-Ib. tins, 12 tins incase 7 0O
F.O.B. Montreal. Net within 30 days. No discount.

In lots of 6 cases or more, 5. off above prices.

HUDON, HEBERT & CIE.

AGENTS LIMITED

MMONTREAL

THE MOST LIBERALLY MANAGED FIRM IN CANADA :
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ew of Heinz
Varieties

A full line of samples

Baked Beans
in Tomato Sauce

can be seen at our es-
tablishment.

We are selling Agents
for Eastern Canada.

: “f i (¥ Cig‘

Indian Relish Evaporated Horse Radish Sweet Pickles

Hudon, Hebert @ Cie.
Mont.real o

The Most. Liberally Managed Firm in Canada
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Vegetables in Glass, cases 2 Doz.
Asparagus Tips .

Mushrooms..... ... Extra ..
String Beans.. ... Extra Fins
Green Peas. .. ... Extra Fins
Green Peas.........  Fins .
Macedoines........... Extra .

Canned Vegetables, cases 100 tins.

Asparagus Tips...................
String Beans....... Extra Fins..... .

Fins . nd
Moyens ... . .
Lima Beans.... Fins ... .. :
Brussels Sprouts ... il
Macedoines... ... .1st Choice ................
Mushrooms ......... Extra ... ... oo
1st Choice ...
SRR i
Hotel...........
Green Peas . ... Sur Extra Fins
Extra Fins
- Eirae
Mi-Fins. .
... o R

$5.00 per doz.

4.50
.00
30
90
3.20

2
]
B
2

$20.00
16.00
14.00
13.00
14.00
15.00
11.50
21.00
19.00
17.00
15.00
17.00
15.00
13.00
11.00
11.00

Terms: F.0.B. Montreal, net within 30 days without discount.

Seasonable Lines

Talbot Freres, Bordeaux

per case

‘“

MONTREAL

41

HUDON, HEBERT & CIE.

LIMITED

— THE MOST LIBERALLY MANAGED FIRM IN CANADA ——
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Coffees! Spices! Corks!

If long experience counts for anything,

It should enable us to assure the trade that goods bought from us are the best
to be obtained in the market. Our prices for quality are unapproachable.

Mocha, Java, Maracaibo, Rio, Santos, Costa Our “Prince of Wales™ and “Club” Brand Coffees have vor
for themselves a reputation for Perfection

Rica, etc. We are direct importers, and can = %
COﬁees always quote special values. 3 e une_quallcd by any other brand in Canada.
’ © ! - Write for samples.—

[ A heavy part of our business, and constantly grow L g ~ap = ~
ing. Exceptional values in Baking Powder, Cream o P .. Order “Prince of Wales” Brand of
Tartar, Borax, Bicarb. Soda, and all kinds Spices, OFF g Spices, Baking Powders, etc. Are trade-
whole or ground. - - builders—well and handsomely packed.

Ban I\

Grocers are constantly asked 'for corks.
We can supply you with all sizes for bottles,

corks and Machine and Hand cut, ail sizes cut to order. i bt
Brewers' Supplies. S, S, .
Capsules

N0 S

N

Montreal Agents for Foreign and Domestic

St. Charles Condensing Co., Ingersoll, Ont. Correspondence Solicited

St. Charies Evaporated Cream Consignments attended

Write for price list to on Commission.

S. H  EWING & SONS

96-104 KING 8T.,, MONTREAL TORONTO BRANOCH, 29 CHURCH STREET

Telephone Bell Main 65. 2 = Telephone Main 3171.
= Merchants 522. Telephone orders receive prompt attention

On t

increa

Three famous brands well known in Canada as the

Purest and Best for all Purposes

Made in Ingersoll, Ontario, and sold by all progressive
Grocers. No trouble. No loss. Always ready and never
fails. EVERY CAN GUARANTEED.

THE ST. CHARLES CONDENSING CO.

: FACTORIES : Ingersoll, Canada. St. Charles and Chemung, Ill., U.8.A.

12
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BLACK—or—CGREEN

On the market for only one vyear, its success remarkable, sales
increasing constantly —

We do no newspaper advertising It is too expensive
—and instead give consumers better values for equal
prices with other advertised Teas- Consumers are
paying too much for their education—Mr. Grocer, it
is up to you to remedy this.

We supply free 1-0z. samples to retailers for distribution to

their customers.
AGENTS TO THE TRADE ONLY.

S. J. MAJOR, Limited

Wholesale Grocers and Importers, OTTAWA, CANADA

N.B.—Packed where grown, retaining its full strength and aroma.

e .

—
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Time will tell, that the
PRIDE OF CANADA MAPLE SYRUP

is the pure genuine article, and always will be the choicest quality produced,

Canned and bottled in the country where it is made, while fresh, it
has that new delicious taste that cannot be immitated. No mixed or
adulterated so called maple syrup, ever compared with the genuine article,
if you have the pure to compare with it.

Immitations and adulterations are dear at any price.

A GUARANTEE from the farmer who makes it, ‘‘that it is made only
from the sap of the maple tree,”’ (and we give the same guarantee to you)
makes it absolutely certain that the Pride of Canada Maple Syrup is
only pure concentrated sap of the maple tree. In addition to this we
analyse every lot we buy and every lot we sell, to be absolutely sure of
its purity.

The FOOD INSPECTOR WON'T WORRY YOU IF YOU SELL ONLY
THE PRIDE OF CANADA MAPLE SYRUP AND MAPLE SUGAR.

Packed in sealed tins and new glass bottles.

SEALED AND GUARANTEED BY THE

Maple Tree Producers’ Assoclatlon

LIMITED

WATERLOO, QUEBEC, CANADA

WESTERN TRADE SUPPLIED BY
FOLEY, LOCK & LARSON, Winnipeg, Man. @ A. MACDONALD CO., Edmonton, Alta.
CODVILLE, SMITH CO., Calgary, Alta. W. H. MALKIN CO., Vancouver, B.C.
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Do You KNOW Your Goods?

Can you say positively that you KNOW this or that brand

of goods are better than some other line ?

Supposing Mrs. Morgan comes into your store and asks
your opinion of a certain brand of tea. Is your answer based
on PROFIT or QUALITY ? If on quality, as it certainly
should be, then it is your business to KMOW the brand you

recommend. The reputation of your store depends on it.

Take that brand home and try it; compare it with other brands
and KNOW which is best.

That is the test I would like you to put RED ROSE TEA to.

Take a pound home with you to-day and put it to that test.

You will then recommend it as thousands of others are doing
who KNOW it is “Good Tea.”

If you are not selling it write to-day for samples or a

sample order.

Lead packages, pounds and halves, Black, (ireen and
Mixed.

T. H. Estabrooks
ST. JOHN, N.B.

WINNIPEG- ‘7
Lombard St.

TORONTO -
3 Wellington E.

N e T .
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OLBROOK

GENUINE

WORCESTERSHIRE

For ove

That’s Good Sauce FISH,
Test It

We

and A
many
HOLBROOKS LIMITED, 28 Front St. E.,, TORONTO °="“‘;;1"¢';',1";‘§;;, NOBBS e Bt
We .

GOLD STANDARD JELLY POWDER is
‘““GUARANTEED - THE - BEST”

\S IT IS SOLD DISTINCTLY ON ITS MERITS YOU PAY ONLY FOR
WHAT YOU GET. SOLD TO THE TRADE AT A MORE REASONABLE
FIGURE THAN. ANY JELLY POWDER MADE. BE PREPARED TO
MEET THE DEMAND BY PLACING IT IN STOCK.

The Codville-Georgeson Co., Ltd., WINNIPEG, MAN.

T
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To the Trade in the Eastern Townships
For over A QUARTER OF A CENTURY we have been established as

Wholesale Grocers

AN

Produ’c”e Dbealers

We carry a full line of STAPLE and FANCY GROCERIES, DRIED FRUITS,
FISH, etc., ete.

Our Prices are Montreal Prices

and . . .

We Pay The Freight

AS Far As
Sherbrooke

We buy all our goods direct from the makers and are importers of English, French,
and American Groceries. Amongst the leaders are Lipton’s, Fry’s, Rowat’s, Loubrie’s and
many others.

We Are Also Agents For

DV?AI‘;EgR FI‘II;IE%EO. }Biscuits and Confectionery

: WE SELL CANNED GOODS packed by Canadian Canners Ltd., comprising all
RT NOBBS the leading brands such as “ Log Cabin,” “ Little Chief,” *“Simcoe ” : Boulter’s.

These goods are sold to you at LIST PRICES. F.O.B. SHERBROOKE.
We Solicit A Trial Order

T. A. Bourque & Co.

Registered
Sherbrooke, Que.
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New Crop Broom Corn

Now Arriving

The first of this season’s crop is just to hand. We have secured an exceptionally fine selection

and are now prepared to execente orders for

Fine Green Carpet Brooms

H. W. Nelson & Co., Ltd.

Office and Warehouse, TORONTO Fact.ory,

92 Adelaide W. 15,17, 19 & 21 Jarvis St.




rn

e selection

iarvis St.
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““Gook’s Friend Baking Powder”

Grocers who are looking after the interests of
their customers and their own always keep
the celebrated

Lecennnnnnnnnnnsunnnn ol S

p oy TRADE MAR f O R : )
FOR gyq — VDS OF
AQ PANG e e 2 o WER PAST,
ORESENLAKES py-cysts ST RY
In ma(l;,zrsgnﬂ;:f’:zg :th‘l; ;h/s foidle, no fermentation takes place and
SWEETER, LIGHTER, ‘s WhrTen Shns "
than by any other PROCESS.

R&%\ﬁﬁbgﬂ CORRE TEQHEMlCAL PRINCIPLES,

p a wet spoon in the DER. Keep it always in adry place.

The one CANADIAN BAKING POWDER that has
stood the test of time, for after being on the
market for over 40 years it is just as reliable and
successful as ever.

COOK’'S FRIEND BAKING POWDER is a household
word in Canada. It is the friend of the housewife and
its sale by grocers means good business and profit.

Forty years’ experience has enabled us to make a
better Baking Powder than ever.

Ask your Jobber for the Old Reliable, the Genuine

Cook’s Friend Baking Powder

W. D. McLAREN, - Mont.real
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CROSSE & BLACKWELL, Ltd.

London, England

Some of our new lines are :

C. & B. Chicken Breasts (in Jelly). Vacuum Glass Jars.
C. & B. French Sardines. In Oval Glass. j
C. & B. Chicken and Tongue. In Vacuum Glass. 5
C. & B. Veal and Ham. In Vacuum Glass.

C. & B. Prawns in Aspic. In Vacuum Glass.
Potted Meats (all Styles). In Vacuum Glass.

The finest retail grocery offerings for Xmas trade.

Agents: C. E. COLSON & SON, Montreal

GORDON, GRANT & CO0.

ESTABLISHED 1872
St. Vincent Street,
Port-of-Spain, - - - - Trinidad
British West Indies

Merchants, Bankers and Commission Agents
Exporters of Trinidad and Venezuelan Produce
Agents and Proprietors of

SUGAR, COCOA, COCOANUT and ASPHALT PROPERTIES

Local Investment and Finance A Specialty.
CORRESPONDENTS ;
LONDON, NEW YORK
and Principal Business Centres in
EUROPE, AMERICA anp CANADA.

Molasses

We are prepared for

SPRING TRADE

with a splendid assortment of the Standard
Grades:

Extra Choice Porto Rico, Lion Brand,
Cintron Brand, Beaver Brand, &c.

Fancy Barbados Syrup, Choice Barbados
Grocery. ,

SEND FOR SAMPLES AND PRICES

» -
Dominion Molasses Co.,
LONDON
THE umogi AI?E, li'%lg‘qu & SMITH'S LINITED
MESSRS. COUTTS & CO., BANKERS Halifax, - Nova Scotia
MESSRS. ARBUTHNOT, LATHAM & CO..
Great 8t. Helen’s A‘.ﬂtl
THE LONDON ASSURANCE CORPORATION,
MARINE DEPARTMENT GEO. MUSSON&CO. - - - TORONTO
LIVERPOOL JOHN W. BICKLE & GREENING, - HAMILTON
THE LONDON & LANCASHIRE GEO. H. GILLESPIE, - - - LONDON
FIRE INSURANCE CO. JOSEPH CARMAN, - - - WINNIPEG
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THE EARNING POWER

of every dollar invested in
your coffee department is
greatly increased when you
buy coffees that have earned
a reputation for excellence of
quality which command the
appreciation of a discerning
public—such coffees are Chase

& Sanborn’s High Grades.

CHASE ® SANBORN,

The Importers MONTREAL
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CENTURY COCOA

Manufactured by
o

Todhunter, Mitchell & Co.| |

Toronto

o S
RS

Is ABSOLUTELY Pure

10c. Can, 90c. per Doz. 20c. Can, $1.75 per Doz.

6% .99 ONE
Batger’s GLANCE

THESE

d BOTTLES
OF
rawberry Jam |i.-
FRUIT>
If you carry this line of jam on your Al ' ‘ ays
shelves it sells itself. The appearance MAKES
of the new style glass jar is good and YOUR

the Whole Fruit inside invites tasting. CUSTOMERS

It is made from the finest English
garden strawberries and granulated
sugar, by a firm that has been in the
husiness for over 1560 years.

“Try
Them”

Once tasted, Batger’s Strawberry

Jam will be ordered again. If you are ANR
not already selling Batger's, why g
not order a trial case of 4 doz and l‘),(?‘\ -
see for yourself ? _ar
THERE
EITHER

Rose & Laflamme

Montreal and Toronto

ROSE & LAFLAMME,
MONTREAL

From
synon;
Jellies
not gc
in  the
goods

SALTIN(




JA

Co.

* Doz.

‘LAMME,
EAL
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From the Atlantic to the Pacific the word “Sterling” is
synonymous with the best in Pickles, Relishes, Jams,

Jellies and Extracts. (Grocers can-

not go wrong in keeping well stocked
in these famous Made-in-Canada

goods.

)

It's the test of time—the real test in all
things—that stands behind these goods.
Consumers who use them once demand

them again. Grocers who have once putthem
on their shelves find they must always keep them.

——"gterling” Brand Pickles in Class ——Map'e Syrup in Class and Tins, all sizes
——"8terling"” Brand Chow-Chow in Class ——Bitters — Bobs, Celery, Orange, Jack
——"8terling” Brand S8weet Pickles in Class Canuck

——"8terling"” Brand Catsup —— Unfermented Fruit Wines

——"8terling” Brand 8auces ——Unfermented Phosphate Wines
——"8terling” Brand South Africa Relish ——Mixed Pickles in Bulk

——“gterling” Brand Canadian Relish ——Chow-Chow in Bulk

——*8terling” Brand Flavoring Extracts ——8weet Mixed Pickles in Bulk
——"8terling” Brand Jams and Jellies ——Mince Meat in wood and Fibre Pails
—*8gterling” Brand Marmalade ——~Cake and lcing Colorings

meT.A. LYTLE COMPANY,

Manumowrers % High-Grade Pickles and Relishes

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

SALTING STATIONS—103-105-107 Richmond §t. W., Toronto, Holland Landing, Scotland, Clarkson, Streetsville, Ont.
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SELL
BANISH

«se monoar” | SUNNY MONDAY

to customers and make them YOUR customers.

Your stock is not complete
without our new LAUNDRY SOAP

SUNNY MONDAY

UNNY MONDAY is made almost entirely from vegetable OUR CUSTOMERS should uy it and
oils, with enough ammonia incorporated to make it cleanse avoid the aching backs which cause
quickly and thoroughly, with less rubbing than ordimary ‘““Blue Monday.” i

laundry soaps.

SUNNY MONDAY

LABOR, TIME, CLOTHES
_SAV_ES FUEL, TEMPER, MONEY

THERE IS PROFIT IN IT FOR YOU

““SUNNY MONDAY BUBBLES WILL WASH AWAY YOUR TROUBLES.”

THE N. K. FAIRBANK COMPANY, - - Montreal

If your starch business “
is experiencing a touch

,of stagnation get Y & S

“Ivorine” SCUDDER STICK LICORICE

GET
guF~  “IVORINE” M.&R
STARCH / ACME PELLETS

M. & R. WAFERS
LOZENCGES, ETC.

and a complete line of -
Hard and Soft Licorice Specialties

Price Lists and Illustrated Catalogue on request.

National Licorice Go.

Brookiyn, N.Y.

If you want your
starch business to
grow get “lvorine”

Buy off Mr. Jobber

Toronto Depot, 120 Church Street,

R. 8. MoINDOE, Agent.
Montreal Depot, 17 8t. Therese 8t.,
J. M. BRAYLEY, Agent.

ST. LAWRENCE STARCH CO.

LIMITED

PORT CREDIT, ONT.
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D. RATTRAY & SONS

Import and Export

Commission Merchants

QUEBEC MONTREAL OTTAWA
REPRESENTING :

ARMOUR & CO., Chicago ARMOUR LIMITED, Toronto
PACKING HOUSE PRODUCTS PACKERS and PRESERVERS
DA COSTA & CO0., Barbadoes J. WALKER & CO., Greenock, Scot.
SUG.AR AND MOLASSES REFINED SUGARS

JOSE RIERA, Denia, Spain JUAN LLOPIS, Reus, Spain
VALENCIA RAISINS, ETC. TARRAGONA ALMONDS
A. T. ZINI, Patras, Greece AG. RUSSO & FIGLI, Catania, Sicily
CURRANTS, ETC. SICILIAN PRODUCE

IMPORTERS OF

Linseed, Cod-liver, Seal, Whale, Cod and

Porpoise Oils; Pickled Fish

EXPORTERS OF

Maple Sugar, Canada Fir Balsam,
Senega Root, Pickled Fish
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Sugar forms a large percentage
of every grocer’s business :——

Granulated Sugar 1s always in active

demand with you. It will be to your

interests to supply your customers with

the BEST, which is the well-known

f

the standard for excellence and‘purity.

Redpath’s Granulated Sugar

is the acme of Sugar Refining. Its sale

by the grocer guarantees satisfaction to

consumecr.

All wholesale grocers keep it.

MADE BY

The Canada Sugar Refining Co,

MONTREAL
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If you want to handle the best goods you
must have fthe “« TARTAN BRAND.”
Write for full particulars if our travellers
have not called on you.

Canned Vegetables
- Canned Fruits Coffees
Canned 8S8almon Currants
Package Teas Extracts
Baking Powder |

FULLY GUARANTEED BY

BALFOUR, SMYE & CO., HAMILTON, ONT.
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Y ou remember what Bacon once

said : “A wise man will make more oppor-

tunities than he finds.” The grocer who

never has to refuse a customer a widely
advertised staple like Windsor Salt (abso-
lutely clean, white, dry), creates opportunity.

Helgets the trade that his competitor looses.

Folks won’t wait for you to “send

for” something you don’t carry—there are

Windsor
Salt

—now, and stock up with Windsor Salt

too many grocery
stores for that.
Why not make the
opportunity to-day

The Canadian Salt Co., Limited
Windsor, Ont.

|
|
|
|
|

7 LAY LY - - R
3 = - . .

R i

QUA
DEN

“SALA

It's N:
and br

It’'s “§
9 o'clo
of Tea
It’s do
and m
detect:

"SALAD




}
$
§
|
$
g
$
i

THE CANADIAN GROCER

15,000,000 packets annual sale

QUALITY

""" *Go Hand in Hand

““SALADA” Ceylon Tea is as indispensable as our daily bread.
It's Name and Fame is household throughout the width
and breadth of the entire American Continent.

It's ““SALADA” for Breakfast, Dinner, Supper, for Social
9 o’clocks, and every other time and place where a cup
of Tea “In Perfection” is appreciated.

It's dominating influence is alone due to its distinctive
and mysterious character which the connoisseur at once
detects as the true “SALADA” idea of Tea Quality.

It pays every grocer well to push the sale,
as the margin of profit is good and
actual. Besides this, it has a none too
scanty reverence for prolonged ac-
quaintanceship with a dealer’s shelves.
"Tis better thus.

“SALAD An is controlled and operated by the Largest Handlers of Ceylon Teas
(Black and Green) in America. Write for terms, “Salada,” Toronto, Montreal
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Some weeks ago The Canadian Grocer invited the
conmercial travelers in the grocery and allied lines to
enter a competition for the best article on how a retail
grocer can improve his business and enlarge his profits.
After careful consideration the judges awarded the Ist
prize to Mr. Lawson and his article 1s here produced.

Many retail grocers to-day are asking
this important question, and I can as-
sure The Grocer that their kindness in
bringing up the subject will be greatly
appreciated. The very fact of the mat-
ter being discussed in the columns of
this valuable paper will be the means of
attracting the attention of the trade
generally to the all important question,
“How can I improve my business and
percentage of profit 7”7 and in conse-
quence will be the means of putting new
life and enthusiasm into many a grocer
who has not been giving the matter due
consideration.

Improvementi, as a rule, can be accom-
plished by a determination on the part
of the grocer to place himself in the
front rank of his calling. Let his aim be
high, continually striving to reach the
mark, and good results are bound to
follow.

A thorough knowledge of the business
is essential ;  many are working under
tne disadvantage of a lack of it, who
would be able otherwise to increase
their trade and profits very materially.
They should be more persistent in ac-
quiring the knowledge they lack.

A trade journal such as The Canadian
Grocer is a constant source of useful in-
formation, and should be a powerful fac-
tor in assisting every grocer to improve
his system of doing business, increasing
trade and enlarging profits. The retail
grocer of the twentieth century cannot
aliord to be without it ; it is published
exclusively in the interests of the trade,
and it would seem like shutting out the
light and keeping in the dark to not
take advantage of its valuable contents.

Sell Good Goods.

Generally, business can be improved
by more careful consideration of the
guality of the goods handled. A poor
article at a low price will, in the end,
prove detrimental to the seller, while a
good article at a fair profit will be much
more satisfactory to the purchaser, and
will be more likely to secure future
trade. As an illustration, take the line
of currants, and by handling the best
erades the merchant is always sure to
obtain his full share of the business,
easily outdistancing his rival, who may
be pushing cheap currants at a low

HOW A GROCER CAN IMPROVE HIS BUSINESS
AND ENLARGE HIS PROFITS

A Travelers Essay by A. H. Lawson.

price. Tea, cofice and spices should at
all times be given special attention. The
customer is always willing to pay a fai
price, providing he gets a good article.
You could waste a fortune advertising
cheap tea, cofiee and spices, but you
would be in the end just about where
you started, less the fortune, so little
would it attract the general public.

A. H. LAWSON.

Mr. Lawson is one of the most suc-
cessful grocery travelers in Canada. It
is 23 years since he ventured on the
road scarcely more than a youth aifter
several years in a retail grocery store.
He attributes what success he has
achieved to hard work and perseverance.
He now represents T. Kinnear & Co.,
Toronto, and was for a couple of years
sample room manager for John Sloan &
Co. This is Mr. Lawson's first attempt
as an essayist and he succeeded by the
same methods that have stood him in
such good stead as a salesman.

The trade are usually very particular
about the quality of sugar they handle,
being ever on the alert to secure the
same at the right price, in order that
they may be able to compete successfully
with their neighbor. Profitable lines
given equal consideration, instead of be-
ing neglected, would be instrumental in
greatly improving business, particularly
the financial part of it.

60
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Make the Store Attractive.

An attractive store, where the goods
are displayed to the best possible advan
tage, will always be a factor in securing
new trade and holding more firmly the
patronage of the customers already ob-
tained. A good window display is of the
utmost importance, especially in all
cities and towns, and cannot be dis-
pensed with without seriously curtailing
the volume of business and permitting it
to go to more enterprising competitors
A good delivery wagon will contribute
its share toward keeping your name be
fore the people; and an additional at-
traction wauld be the placing of two
nicely printed cards, hung conspicuously
from each side of the rig, naming the
‘‘special’’ you are offering for the day or
the week. Up-to-date methods must be
adopted to place yourself at the top of
the ladder.

Little need be said in reference to ju
dicious advertising ; that it pays there
is not the slightest doubt. We have
evidence all around us of successful busi
ness men who by this means have at
tained their present positions.

Fublic Suspicious of the Price Cutter.
Extensive price cutting is very objec
tionable, and usually results disastrous
ly, as the public become suspicious ol
the man who claims to be selling his
goods so much below the market price.
Business can be improved by occasion
ally making a specialty of some particu
lar line. Don’t fail to have the article
vou are placing on sale all that you re
present it to be. Everything must be
done with the object in view of securing
and retaining the confidence of the cus-
tomer. The grocer should he the best
judge as to the class of 'gonds required
in his locality, but the policy of handling
first-class goods will always prove the
most satisfactory and remunerative
Adopt new ideas as far as possible. Do
ing the same thing year after year will
get one into a rut that will eventually
stop the progress of the business.

Get Enthusiastic.

Endeavor to become enthusiastic over
the business ; enthusiasm makes heavy
work light.

Tact is a talent which should be cul
will make the business run more smooth-
ly and pleasantly, and minimize or abol-
ish many an obstacle.

The tide of opportunity comes, at
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some time, to every man, and the am-
bitious ‘and hopeful one is the best pie
pared to take advantage of it.

Maintain a spirit of cheerfulness, and
the effect will be electrical throughout
the entire establishment, will be
most helpful in improving the volume of
trade.

and

Success Depends on System.

Success depends very much upon the
system the business is run on. Every
thing should be done systematically,
from the time the door is opened in the
morning until it is closed at night. This
will the order de-
partment, delivery oi
goods, and accuracy in keeping the ac-
counts, all of which are very pleasing to
a customer. Originality is a good thing
in its way, but by adopting an improved
system of conducting the business, more
tume can be devoted to any natural abil
ity in the way of original ideas toward
drawing trade.

insure correctness in
promptness in

In buying, always keep a keen eye
open for bargains. Watch very carefully
market quotations and conditions, local
and foreign, and by anticipating require-
ments considerable extra money can be
made. 1f a grocer buys right he can sell
right, and in doing so will gain a repu
tation that will ever tend to increase
the volume of business.

An Eye on Side Lines.

Side lines should not be overlooked.
There is a splendid profit in all lines ol
confectionery, and if properly handled
will never fail to bring a large return
on the amount of money invested. High
grade chocolates ol every variety can be
sold in surprising quantities in any aver-
age grocery store. Sales ol confection-
cry are constantly increasing. Why not
et a share of 1t ?

Nearly all lines of groceries are now
being put up in packages, and there is
much to be said in their favor. The
packages are .usually attractive, easy to
handle, and save time, labor, and loss
in weight. There is another side of the
guestion, however, that interests every
crocer, and that is, that the profit al-
lowed the retailer by the manufacturer
is altogether too limited. Especially is
this the case with many cereals. The
retail grocers' associations, backed up
by the trade generally, could accomplish
much in putting these lines on a better
paying basis. They have the key to the
situation, and all that is required is
united action.

Your Own Package Goods.

The idea of the grocer putting up

package goods with the firm’s own name
on them should be adopted as extensive-
ly as possible.
the grocer

If the quality is right,

will have no diffioulty in

THE CANADIAN GROCER

building up a nice trade for them. This
branch of the- business will always
prove profitable, and afiord an oppor-
tunity of advertising lines over which

they have full control

With the improved system of fixtures
that are being placed on the market, the
grocer should be able to sell more of the
bulk goods. The public demands cleanli-
ness, and in this respect the new system
should prove entirely satisfactory. It is
generally admitted that the bulk article
pays a better margin of profit than the
(‘onsequently, the former
should only be replaced by the latter
when actually the exception
being the firm’s own package.

package.
necessary,

Keep the financial part of the business
well in hand ; take all discounts, and
with quiet, steady, persistent work the
business will improve and the
profits increase.

surely

The grocery business may seem crowd-
ed, but there is plenty of room at the

t op.
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A North Dakota merchant contributes
the following to the Minneapolis Bulle-
tin with regard to his success in devel-
oping a profitable business under some-
what trying conditions :

We began, says he, in the depressing
times of 1904. We staked our little all
in a poor, run-down bankrupt $6,000
stock of merchandise, for which we paid
lifty cents on the dollar and then got
the worst of it.

At that time over one-hali of the mer-
that came to our town came
from catalogue houses direct to the con-

chandise

sumer.
The short half that was sold here went
out on time and eternity.

This condition of afiairs we did not
like, but we went to work.
First we prepared a copy for a hali-

page ad and took it to our printer.

When we asked fon
half-page ad for
away, but
figures which caused us to faint.

a contract for a
yvear, he fainted
recovered gave us

one
soon and

We closed the deal and have never car-
ried less than a hali-page ad in which
we vigorously advertised honest goods
for honest dollars and one hundred cents
worth of goods for every one hundred
cents received. For the first five years
one part of our ad was made very
prominent and ran something like this :
“Bring in your bills and let us figure on
them. We agree to meet all catalogue

6l

house competition or go them one bet
ter.”

We kept our word although on a few
special bills we lost
others we made from a

proft

money, while on

stall to a fan
To-day there is not one dollar in one
thousand that comes from catalogue
houses to the peoplé of our territory
Other merchants took up the advertis-
g scheme until the publisher increased
his paper from a 2x4 to a ten page sev-
en column sheet, and it is brim full of
snap shot prices of merchandise
one end to the
What has a
or a department catalogue in a
town where a paper of that kind is
printed and circulated !
Besides, we have the satisfaction of
knowing that we have made a bloated
bondholder of one newspaper publisher

from
other.

chance box-car merchant

store

The secret of our success in merchan-
dising has been strict attention to busi
ness, buy for cash, sell for cash, adver
lise

A merchant who cannot pay spot cash
for his goods would do better to buy o1
rent a farm. A merchant who cannot
say “‘no’’ firmly and pleasantly with a
smile that will not come off when asked
for dubious credit, had better look for a
railroad job.

We are a small concern, yet in
twelve years of business our discount ac-
count shows a balance on the right side
of our ledger of $7,111.79, besides we
estimate that we have saved $10,000 by
being known as cash buyers, or job lot
buyers- when we can find the goods we
can use at a price.”

oul

HEAD FOR FIGURES.

Here's an interesting coflee calculation
used by a Philadelphia grocer to adver-
tise his cofiee with striking efiect. This
grocer displays a sign reading : “'If one
grain of our cofiee was placed on the
first square of a checker board, two on
the second, four on the third, and so on
doubling throughout the whole sixty-
four squares, the total number arrived
at would be 18,446,741,073,551,615 cofiec
beans, or 7,960,915,394,584,601 pounds of
cofiee. This would represent 331,704, -
808,107 car loads, and a freight train to
carry it would be 3,957, 811,160 miles in
length. It would reach around the earth
158,313 times and would extend 12 times
the distance between the earth and the
sun. The quantity would make 13,371 -
337,862,902,130 gallons of coffee and
would cost at 28 cents a pound $872,-
107,300,806,397.20. If each person in the
country drank three cups daily it wauld
take the entire population of the United
States 2,442,801 years to consume it."’
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Ability to dress a window is one of
the most valuable qualifications of the
grocer or a grocery clerk. It is not
more essential than honesty or know-
ledge of the goods handled, or how 1o
advertise, or the habit of cleanliness and
ueatness, in some ways not more im-
portant than pleasant manners and the
capacity of taking an interest in cus-
tomers, but it is a class with all these.

* * *

A grocer would not expect to succeed
ii he and his clerks came to the store in
the clothes of a coal heaver or an oiler.
But people see his window before they
ee him. The window is constantly cry-
ing out to the people who pass, ‘‘See

lot of men who are not so busy and
might be a lot busier if they would at-
tend to the window. There are mer-
chants who stand around wondering why
trade is so dull, when they should bhe de-
vising means of sharpening it up. The
window is the thing nearest to hand ,
try that.

Then there is the multitude of com-
monly dressed windows. In passing
them one is aware they are grocery win-
dows but they excite no interest. No
one would ever stop to look at them.
This class of window may be divided
into many groups. There are the win-
dows the grocer is using as a store-
room for bulk goods, there are windows

ART OF EFFECTIVE WINDOW DRESSING
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less, and that makes it the easier to
change oiten. A window should be dress-
ed at least once a week.

GIBBONS BROS. FIRST PRIZE.

Not many more attractive windows
could be found than those of Gibbhons
Bros., illustrated in the accompanying
picture and awarded first prize in the
compelition last Christmas. They are
well filled, yet appear well ordered. Mr.
Gibbons, whose picture is shown in the
doorway, evidently believes in price tick-
ets, neat and not too large. The writel
is inclined to the view that they add to
the interest and detract nothing from

Winner of the First Prize, Gibbons Bros., Toronto.

what manner of store this is.” It is a
standing advertisement and for the gro-
cer that knows how to treat it the most
profitable single means of publicity he
has.

L

Why, then, do so many grocers neglect
it? A great many would plead they
hadn’t time. If they appreciated its pos-
sibilities they would make time, just as
they make time to write advertisements
uml' send out accounts. But there are a

with too little in, others with too
much. In many the arrangement looks
like confusion, in others colors are used
without any conception of color efiects.
The list is too long.
* o ¥

Ordinarily, one line at a time is
enough to advertise in a window—dried
fruit, cereals, canned goods, biscuits,
confectionery, or whatever the choice
may be. By this plan it is very much
casier to secure an efiect. The work Is

62

the appearance of the windows. Curious-
ly, they appear to be coulined to one
window ; perhaps he was trying an ex-
periment.

The trimmer of the windows is shown
at the extreme left of the picture, J. M
Thom. He has had a pretty thorough
experience in the grocery business and
got at the window by chance, someone
sick or something. He had heen with
Giibbons Bros. only six months when he
dressed these windows and for two years
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The Canadian Grocer

before that had been driving for another
firm. Aside irom doing his weekly
stunt he thought little of window dress-
ing until he won a first in this competi-
tion and naturally then thought he per-
haps had some ability and became an en-
thusiast. It brought him some notoriety
and now he is dressing a hardware, a
tobacco and a confectionery window in
the vicinity.

SECOND PRIZE WINDOW.

J. E. Pelan, of St. Thomas, Ont., won
the second prize in the Christmas com-
petition with a window of distinctive
nerit. The striking feature of the dis-
play is the eleven boxes of oranges that
form the background. The foreground
onsists of two rows of wicker baskets,
siX in a row. In the front row the two
centre baskets contain raisins and cur-

WINDOW DRESSING.

H. Robinson, Orangeville ; k. Berwick &
Co., Shelburne ; McClarty Bros., Owen
Sound ; Halliday & Stinson, Chesley

J. A. McCrae, Guelph ; Wm. Hay, Kin
cardine ; N. McGillivray, Port Elgin
B. A. Belyea, Southampton; Green &
McBride, Orangeville; W. A. McClean
& Co.,, Owen Sound; P. Anderson,
Guelph ; V. S. Hooeg, Trenton; W. D
Stapies, Port Hope, (. H. Crysdale,
Oshawa ; J. E. Beaton, Oshawa ; F. H
Brown, Port Ilope; A. J. McCrodan,
Belleville ; L. Primeau, Lindsay ; T. H
Knight, Bowmanville ; Peter Connal &
Son, Peterboro; A. Rountree, Peter-
boro. In Toronto some of those who
give special attention to their windows
are Michie & Co., Robert Barron, Gib-
bons Bros., R. H. Stewart, Higgins &
Son, W. Greaves, F. Dean, W. F. Armi-
lage.

The Grocer asked how this affected
their business.

‘Well, it is this way,”’ explained M
Robertsou ‘Being in the dry goods
zone, as it were, I guess we are not sup
posed Lo do a grocery business. Womer
when they go out shopping, do not go
with the intention of ordering groceries
This we have found to be the case, but
our windows help us out of the difh
culty. In our experience we have found
that if the window is novel, and at the
same time attractive, it will catch the
eye of the ladies every time. Consequent
ly it is our aim to so dress the window
as to catch the eve ol the passerby on
first glance. This is hall of the battle
The window we have at present is
good example. \s you see, it is a tea
window. We have a private blend of tea
nicely done up in red-wrappered parcels

Winner of the Second Prize, J. F. Pelan, St. Thomas, Ont.

rants flanked by candied peels and the
ither four boxes, Lwo on either side,
ontain candies. The second row of bas-
kets contain fruit and candies. At the
wall end of the window is a pyramid of
handsomely labelled canned goods. The
lan, flag, and other decorative aids are
good taste.

THEY HAVE GOOD WINDOWS.

lHere are the names of a few of the
Ontario grocers who give special atten-
tion to their windows: J. . Perry,
Orillia ; €. Beck, Penetang ; Wm.
Rourke, Penetang ; Wallbridge & Clark,
Belleville ;  Mathison Bros., Whitby
GGeo. Ruppell, Elmira ; Wm. Metcali &
Co., Berlin; Podgett & Co., Toronto
Junction ; J. J. Hatley, Orillia ; S. M.
Wariner, Stoufiville ; A. C. Naim,
Goderich ; Walsh Bros., Stratford; R

A Montreal Success

“Yes, we have always had very good
success with our windows,”” said J. H
Robertson, of John Robertson & Son
Montreal, when interviewed by The Can
adian Grocer, ‘‘but we have made it a
point to give them special attention. We
are situated in a district frequented by
all classes of people, and giving atten
tion to our windows by dressing them
in a way to bring trade, we are able to
catch a great deal of passing business.”

John Robertson & Son conduct an up-
to-date retail establishment on St
(atherine street west, in the heart of
the shopping district
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of one pound each. The window is dre

ed with tea, and ouly tea, and do you
know, we have sold over two thousand
pounds of that tea within the last two

weeks And about five hundred pounds
of this was disposed of to people whom
we had never before scen, purely cash
sales attracted by the window Ihere

lore 1t 1s easy lo set that if vou attract
the attention right away, the rest may
be taken for granted.’

“Do you believe in displaying several
lines at once ?”’

““No, we concentrate our cfiorts on
one class of goods at a time. It is a tea
window, a soap window, or a liquol
window, as the case may be, but it is
never a combination of the three I
does not pay. The idea is to use all the
available space to advertise that one
certain line. If there is a little room to

-



spare, we put in a few appropriate
cards.””

During the warm Summer months
Roberison’s window was nicely dressed
on different occasions to resemble a
mintature mountain. There were streams
of runuing water, green grass and all
the accessories. This was a liquor win-
dow. Another very well dressed win
dow was one recently made which ad-
vertised Surprise soap :

On the whole Robertson’s window 1is,
as a rule, one of the most attractive
grocery windows in Montreal, reflecting
imuch credit upon the store.

WINDOW DRESSING.

tive. A good many people might awarid
it second or even first prize. The trim-
mer of the window was A. Hagmuir,
and he probably would be the first to
admit the fairness of the criticism that
the window was lacking in arrangement
The form and order of it does not im-
press one. It is faulty in composition.
But it is a very attractive window nev-
ertheless and inm it Mr. Hagmuir demon-
strates splendid possibilities as a win-
dow dresser. It bespeaks also an intelli-
gent interest on the part of his em-
ployer, Mr. Graeb, the lack of which on

the part of employing grocers is to a

In the Prize Class—Aaron Graeb, Hespeler, Ont.

IN THE WINNING CLASS.

Had there been a third prize in this
competition of last Christmas it would
have gone to Aaron Graeb, Hespeler,
Ont. He submitted photos of two win-
dows here reproduced. The grocery win-
dow is undoubtedly a work of great
merit.  The arch bearing the motto,
“Merry Ximas,” supported by marbled
pillars and surmounted by a low pyra
mid of fine oranges, is finely and in-
geniously conceived. The fruits, peels,
nuts, confectionery and decorations that
go to fill up the window are very attrac-

great extent the cause of so much in-
difierent window trimming in Canada.

¢ New York Experience
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“I have six large windows,’”’ said a

rising New York grocer recently, ‘‘two

on the avenue and four on the street.
I have watched the displays from time
64
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to time and invariably find where one
window has been devoted to the display
ing of one article, there has been
marked increase in the sale of that a
ticle. You have probably seen the dis
play I had of a well known cereal. Up
to making the display of it the sales had
been only moderate ; during the time of
display, say two weeks, I sold ten cases
Not only were the sales increased on
that article, but it proved to be a draw
ing card, from which other sales result
ed. I am a great believer in window
displays as a means of advertising, and
as a means of drawing to your store
there is nothing to equal it, especially
when you make constant changes. Some
grocers think that it is a great expense,
but they overlook the valuable returns in
increased sales.”

This testimony to the value of window
dispiay, which could be without doubt
substantiated by hundreds of other gro
cers, is worthy the consideration of the
‘‘doubting Thomases,” who cannot see
any good or consider the time wasted in
giving attention to their windows Of
course, all have not the facilities that
this grocer has, but if a grocer has only
one window instead of six if he will
take the pains and get out of that win-
dow all there is in it by having a good
window display, he will reap the benelfit
in as large a proportion as the man
with the six windows.

It is not the number of windows noi
the position of the store, it is rather to
the time you are willing to spend on
vour window display, that you have to
look for the résult.

»>O-O-O

Value of a Grocer’s Window 3
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The windows of a house are to allow
those inside to look out. The windows
of a store are to allow those outside to
look in. Who wants to look out of win-
cows or into them when there is noth-
ing to be seen, asks Frank Farrington
in the Interstate Grocer.

Outward appearances go far toward
giving an impression of a person. In
spite of the fact that clothes do not
make the man, we judge the man often
by his clothes. A store may be ever so
neat and clean inside and filled with
good things, yet it will be passed by as
a dirty, unpleasant place if the windows
are dingy. The chances of a store with
dingy windows being clean inside are
about as great as those of a neat man
being dressed in slovenly apparel.

Don’t be discouraged about your win-
dows and neglect them just because they
are not plate glass. Of course, plate
glass is the best, and if you can have it

The Canadian Groc
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get it by all means, but you can live
without it. Make the very best of the
material at your command. Any win
dows that are big enough to let in light
are big enough to let in trade. Keep
them talking with plain window signs
and good goods, and they will bring the
husiness.

To be successful as advertisers your
windows must be changed often. If you
do business in a small town, once a
week will do very well

The windows ol a store should as far
as possible be an index to the contents
of the store—not all at once, but wee!
by week. They ought to show one line
at a time, but they ought to cover the
whole stock by degrees

It ought to be that a passer could tell
by your windows what sort of a store
vours is, whether dry goods or groceries
or drugs. Then if he miss seeing youl
sign he will not remain ignorant

Your window ought to be a bureau of
information regarding your whole store
It is quite strange how often people will
look the windows ol a store over lo sev
what kind of a store it is without
¢lance at the sign which would tell them
al once.

A\ man came into my store one day

and said :
y I was just inte Smith’s drug store
f}-luuhm’ for school books. He didn’t
Aave none that I wanted an’ tol” nu
titat there wasn’t any other store neai
here that kep’ ’em ; but as I come out I
seen yvour sponges-out in front here, an
| sez to myseli, where there’'s sponges
there's school books, an’ here 1 be.”

That man drew an illogical conclusion,
but it proved to be right. Keep some-
thing in sight to show what kind of .
store you are running. There are pleni

of folks who will not see your sign, he

it ever so plain. That doesn’t meal
that you don’t need a sign. You have
seen people liit goods from under a 10
price card and ask, ‘“How much
these ?"’

It is worth while for a country m
chant to visit one of the large «ctine
twice a year if only to get window idua
and to have the conviction forced upou
him that it is showing the goods with
the prices attached that sells them.

A new family comes to your town ol
neighborhood. They have money. They
will use perhaps severai hundred dollars
worth of your kind of goods a year.
I'hey are looking for a place to buy
ach things. They came from a town ol
other neighborhood where there was a
style to the stores. Are they going to
pick out your store from among the
available ones of your kind ? Are they ’
Well, compare the external appearance
of your windows and their dressings to
those of the other fellows. Now, people
will get ‘into the store that looks from

WINDOW DRESSING.

the outside like the best one of i1ts sorl
The chances favor it. At least if one
store looks better outside than the oth
ers, lh(') are going to lry 1t sooner ol
later and that store will probably keep
the family trade il the inside service is
good.

lake pains. Windows require pains (no
joke intended) more than almost any
thing else about your store That
doesn’t excuse shiftiessness in the back
of the store either Nothing excuses
shiftlessness anywhere, but at all events
don’t have it apparent in your windows

= re———— e

stands are crescent shaped. Otherwise

the picture speaks for itself

PRICE TICKETS.

In the matter of window dressing there
seems to be a differcnce of opinion as to
the use ol price tickets, one well Ynowr
authority stating that the goods can ol
should be arranged in so attractive
manner that they would prove a drawing
card ol themselves and need no vrices
Others favor the, use of price tickets be
cause the price in a great many in

\ccording to con

stances governs sales

China and Glassware—Aaron Graeb, Hespeler, Ont.

Make the most of your windows, and
vou will find that there is more to do
in the store.

CHINA AND GLASSWARE WINDOW

Attractively dressed china and glass
ware windows are rare and it is with
pleasure we reproduce this picture of an
other window of Aaron Graeb, Hespeler,
Ont., and trimmed also by A. Hagmwui:
The blot of light is one of the blemishes
of photography. The window, or rathe:
the stand in it, is a double-decker. This
device doubles the advantageous display
space in the window. Upper and lowel

ditions or location, both syvsteins may
be used to advantage In the better
class stores where 90 per cent. of the
sales are on credit, price tickets would
not cut any figure, but in the district
where cash sales are feature, then, no
doubt, price tickets would help sales

This controversy, however, brings one
important point to the front, that 1s as
to the value of window dressing, the
benefits of which have been conceded
and now the question at issue is what
method to use.

Originality and constant change are
the two principal features of window

dressing.
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The commercial traveler works harder,
kicks as much and laughs more than any
other man in business. He's usually
working against time—train time,; de-
lays are innumerable, but his cheerful-
uess is still with him when he greets the
boss in the warehouse Saturday morning
and all gather about the sample room
table for a little gospel talk on the week
ahead. A train is delayed by a cow on
the track or a broken coupling, and fifty
travelers miss their connection at the
junction point a little way ahead and
kick their heels for half a day. What
wonder if draw poker is resorted to?
The railways don’t go everywhere ; there
is still a lot of driving to be dome. Oc-
casionally the horses get the better of
the driver, spill everybody preparatory
to smashing the rig, and the traveler
lies up for a week with a sprained ankle.
A firiendly customer takes a notion to
give the traveler an automobile ride in-
stead of letting him hire a livery. Very
kind of him, indeed, and very pleasant
till the auto thinks it's a flying machine
and tries to hop a l4-foot ditch and
lands at the bottom of it. All are minor
incidents to vary the routine of the gro-
cery traveler’s hard gallop for a living.

Then there’s the other side, the
variety which is the spice of life, from
tough steak to tough gravy and farm
hand bed to damp sheets. Of course the
customers are always considerate and
never keep the traveler waiting. They
only stop to clean up a box of raisins
and give them a little drink while a
clerk picks his teeth. That’s nothing
with three other customers to see and
the train due in half an hour. Yes,
there’s a fine line of variety in the trav-
eler’s lile. What wonder that his- good
humor is always apparent ? Why, if it
hadn’t grown on him from childhood he
wouldn’t be fit company in a church-
going community one Sunday in seven
come eleven. Nothing short of a surgi-
cal operation or a bad railway wreck
will separate the grocery traveler from
his smile and careful observation has de-
monstrated that he's always the jolliest
man in church.

HUSTLING AT SEVENTY-TWO.

There is a commercial traveler in Can-
ada who 1is a standing rebuke to the
““too old at forty” nonsense of which so
much has been heard of late. He is sev-
enty-two years of age, and has been on
the road for about fifty-five years.

THE CANADIAN GROCER

COMMERCIAL TRAVELERS AND THEIR WORK E:

He is still considered one of the best
travelers on the road, and that his prin-
cipals still have confidence in him is evi-
denced by the fact that at the beginning
of the new year an increase of $300 was
made to his salary.

As he is still vigorous and is likely to
maintain his vigor for some time, we
may look for another advance in his
salary at the beginning of next year.

This gentleman, it might be said, re-
presents a large manufacturing firm with
factories both in Canada and the United
States.
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I bad an old friend who had been out
on my proposition for several weeks and
had been steadily falling behind, writes
W. N. Mitchell in Salesmanship. He
came to see me about the probable cause
of his failure, and was inclined to think
that the fault was all with the proposi-
tion.

““That isn’t possible,”” said I, ‘‘when
over 1,000 other salesmen are meeting
with success, and when you consider that
out of the 500 men we hired last year,
only three failed to make good. The
fault is with you, old man. You haven’t
been working. You think you have, but
you haven’t, really.”

He was hufly in a minute, told me the
number of prospects he had seen, the
sleepless nights he had spent and the
pairs of shoes he had scuffed out in my
service, and accused me of ingratitude in
implying that he hadn’t worked hard.

“I told you that I believed you
thought you had been working hard,” I
said, ‘‘but there is a great difference be-
tween really working and merely think-
ing you are working. Now, I will make
a bargain with you. We will overlook
the fact that you have lost the firm
some money. I will renew your contract
for six months at double the salary I
have been paying you, if you will agree
to one thing’’—I paused impressively.

“I will agree to nearly anything,”” he
said, ‘‘if it is going to help me get busi-
ness.’’

“‘Well, then, I want you to promise to
go to a mnotary public each night, no
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matter where you may be, and get him
to witness your statement that you
have worked to the utmost of yow
capacity for eight consecutive hours that
day. I will furnish printed blanks for
this purpose, and provide you in advance
with money to pay the notaries. When
the blank is signed you are to mail it
to me the last thing before you retire
every evening. I am so sure that you
can succeed if you try this that I am
willing to enter into a six months’ con-
tract with you at double the salary, ii
you agree to it.”

The salesman exploded. He was the
maddest man I ever saw. When he had
done abusing me, he rushed out of the
office, banged the door behind him and
disappeared ; and yet I couldn’t see that
my proposition was an insult to him.

An hour later he came back.

“I have been thinking it all over,’’' he
said, ‘“‘and I see that your plan is well
meant. It isn't intended for an insult,
but just for a stimulant. I shall be
heartily glad to accept your offer,”” and
we signed the paper.

Next day the salesman started out.
When he had been gone twenty-four hours
I received the envelope from him, con-
taining three orders, with a printed
blank signed by him and witnessed by a
notary publie, reading :

‘I have worked to the utmost of my
capacity, without thought of failure or
discouragement, and with the one thing
in view—results—for eight consecutive
hours to-day.”

“This is pretty promising,”” I said to
myself. Next day came another slip ac-
companied by five orders. They began
coming faster after that. Before the end
of the month the man had reached next
to the highest place in our force, judged
by the volume of business. He wrote me
a jovial letter, saying that my system
had been his salvation. He said that he
was spurred all through the day by the
thought that he would have to give his
solemn word before a notary public at
the close of the day, as to the amount
of actual efiort he had expended on the
work. With this prospect before him he
had stopped fuming and fretting and
wasting time in wishing, and had got
right down to the rock bottom of affairs
and applied himself to business. The re-
sults were more than satisfactory. I
discontinued this system at the end of
the first month, since it was no longer
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necessary, and his results have been ex-
ceptionally good since that time.

I have used this scheme in two or
three other cases where I knew that the
salesman needed just such a prod or
spur. 1 have never been unwise enough
to put it in general use or think of using
it in the case of a salesman who would
misunderstand and- resent the spirit
which prompted it, or who could not be
relied upon to fulfill its obligations hon-
orably. =]

AUTOMOBILES FOR TRAVELERS.

Since the automobile has come into
pretty general use its employment by
the business world has become marked.
It is now generally used for trucking
purposes, city salesmen use it extensive-
ly to call on their trade, and on the
prairies of North and South Dakota and
the plains of Montana it is proving a
great boon to traveling men as a means
of rapid transit between the various
towns on their routes.

So well is the automobile adapted to
the uses of the traveling men that some
of the leading wholesale houses of St
Paul are now furnishing their men with
machines for the sole purpose of cover-
ing their territory. Where heretofore
they have been able to make only from
two to three or four towns a day and
have been compelled to jump freight
trains, drive by team and employ any
means that they could to make these,
often being able to make only a hurried
call in a store, they are now able to
make anywhere from eight to twelve
towns a day in their automobiles, spend-
ing all the time that is necessary in
each town to thoroughly talk up their
lines,

On the whole, the concerns that have
thus far equipped their men with ma-
chines find it cheaper in the long run, and
in addition they get more efficient ser-
vice from the traveling men. - The ex-
periment will be watched with a great
deal of interest by other houses, and if
the plan proves successful there is little
doubt that a majority of the large
houses of St. Paul will equip their men
in certain territories with automobiles
for the purpose of covering the ground
faster and better.

TRAVELERS' HOME SCHEME.

A company of Oklahoma commercial
travelers have pooled their financial in-
terests in a corporation known as the
Travelers’ Investment Company, the ob-
ject of the company being to purchase
land and subdivide it into lots, to be
sold on easy terms to brother travelers
who wish a home or an investment. The
company is composed of twenty-five
men, all commercial travelers, and in-
corporated for $50,000. The shares are
$1 each. Twenty-five hundred shares are
already subscribed, and no more shares

COMMERCIAL TRAVELERS

will be sold for one year. The subscrib-
ed shares are paid for in monthly in-
stallments. The idea is one that could
be adopted in many of the large com-
mercial centres, and would prove the
means of giving many a hard-working
traveler a start in life. Philip Daly, a
member of the Oklahoma city council,
U.C.T., is the leading spirit in the
Oklahoma City enterprise.

WHERE TIME DON'T COUNT.

An enterprising Salesman from one of
the largest cities went to a certain rural
community and endeavored to sell an
incubator to a farmer. His arguments
did not make any impression on the
agriculturalist. Finally, as a clincher in
favor of his up-to-date improvement, he
exclaimed :

‘‘Look at the time it will save !"

The farmer squirted a mouthful of to-
bacco juice on the ground before reply-
ing, and then said, with provoking calm-
ness :

*‘Oh, what's time to a setting hen !

AN EDITOR’S TRIBUTE.

The editor on his travels is in con-
stant association with traveling men on
railroads and in hotels, writes Joha
Wiley, editor of the Hotel Monthly.
Our observations of ‘‘the man on the
road”’ and our personal knowledge of
what he is up against in the way of dis-
comforts a greater part of the time, im-
pels us to write a few words of tribute
to the traveling man, in appreciation ol
his almost universal good nature under
conditions that would sour the average
human being.

The traveling man away from home is
subject to so many petty annoyances
that, were it not for a well spring oi
good nature, would make him a chron-
ic grumbler. We see him waiting 1n
dingy, dirty, uncomfortable depots ior
trains that are hours late; and he
makes the best of it with a few pleas-
antries, and sees the bright side of life,
when the train finally does come in. He
reaches hotels after the meals are over,
and he has to go hungry until the next
meal or the next day, as the case may
be, unless he can get a bite in some
country eating place where indigestibles
are the stock in trade. He is apt to iind
a good hotel with a nice bed, clean linen
and every accommodation for his com-
fort ; and he is also apt to find himsell
in a hotel where the accommodations are
miserable, and the prices charged are
extortionate. And he may kick, and
sometimes he does kick, but more often
he makes a quiet mental note to give
the house of poor accommodation as lit-
tle of his patronage as he possibly can,
and to arrange his route to give as
much of his time as he can to the house
that studies his comfort,
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I have heard traveling men kick. And
I have observed some of them (very
few) kick where they had no excuse to
But these are the exceptions to the rule

The average traveler who goes out to
sell goods finds it necessary to ‘‘wear
that smile,” for the grumpy man caunot
sell goods. It is the pleasant iellow
who sees the bright side of life, that
makes a success of this business. And
the pleasant fellow on the road is not a
Dr. Jekyll and Mr. Hyde. He carries
his smile into the hotel, and into the
store of his customers. He has a cheery
word for the hotel clerk, also for the
waitress, and the bell boy, and his fel
low travelers, and for every one aboul
him. He appreciates the clerk who gives
him a cheery welcome ; and the clerk
who is popular with the traveling man
iIs the ome for whom hotelkeepers are
looking to pay the salary to.

The traveling man may, occasionally,
be up against it hard, and show vexa
tion in his manner ; but it is oiten ex-
cusable. There are more traveling mefi
who belong to the ““‘Don’t Worry Clui/
than can be found in any other callidy,
we believe. They have\ their thQubles
we all have; but, like &v old doxolog)
words—

Behind a frowning Providence
He hides a smiling face.

NEW SOUTH WALES' GROWTH.

The remarkable progress made by New
South Wales since 1856—the year of the
grant of seli-government—is shown by
the statistics which have been specially
prepared for the jubilee Fifty years
ago the population was 252,640 ; it is
now 1,504,700. The revenue of the state
has risen from £1,986,553 to £11,740,-
348 ; the imports have increased from
£5,460,971 to £29,350,034, and the ex-
ports from £3,430,880 to £36,756,366 ;
while the value of the wool output has
grown from £1,303,070 to £13,416,260.
Another very satisiactory circumstance
pointed out by Mr. Carruthers (the Pre-
mier and treasurer) is that the whole of
the interest on the public debt does not
go abroad, at least £30,000,000 of the
£80,000,000 constituting the total debt
being held in the state or in connection
with the state.

CUBA’S PRODUCTIONS.

Cuba in 1902 produced 5,997,238 bags
of sugar and in 1905, 8,163,998 bags. In
the meantime the yield of tobacco in-
creased from 452,407 English hundred-
weight to 1,812,540 hundredweight. The
number of live stock, consisting of cat-
tle, horses, mules and asses, increased
from 1,190,583 in 1902 to 2,566,835 in
1905. This progress in Cuba's” produc-
tiveness is said to be largely due to the
reciprocity with the United States.
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Roughly speaking each man, woman,
and child in Canada is said to eat a

barrel of flour in a year. This is equal i
to about half a two pound loaf per

day. But while this perhaps, obtained
when the country was younger, it is
doubtful if the same quantity now eat-
en in the form of bread, when so much
breakfast and cereal food is on  the
market. People demand a mixed diet
to the extent that has become custom-
ary. The milling industry is growing
however, from year to year and at pre-
sent the annual flour output of Canada
may be reckoned at between eight and
nine million barrels, about one guarter
of which is exported, and the remaind-
er used at home. One would imagine
that the export trade would be much
larger than it is, but Canadian millers
find such a growing market at home
that they do not make much of a bid
for export trade, and give only of their
surplus stock for across seas shipment.
In addition to this, it is much cheaper
to ship wheat than flour, and as labor
in other lands is also cheaper than it
is in Canada, they can manufacture
flour at a better price than we can lay
it down to them.
Canadian Milling.

The greater part of Canadian mill
ing is done in what is termed the Kast,
or that part of Canada east of lake
Superior. There is scarcely a hamlet
in Ontario, that hasn't its small mill
which aims at supplying local trade ;
but although there are a large number
ol these small mills scattered through-
out the province, their combined out-
put does not nearly equal the output of
the comparitively few large mills.

There is no doubt however, that be-
fore very many years the preponderance
of the milling industry will be in the
west. Conditions are now shaping that
way. New mills, great and small, are
going up in Manitoba and the West
and large milling companies seem de-
sirous of getting close to the base of
supplies, and yearly the local western
consumption is becoming greater.

Reaching the Trade.

Ordinarily there is no middleman or
jobber in the flour business in supplying
the domestic trade. The miller deals
directly with the grocer and the baker,
the only man who can be called a
wholesaler being the man who central-
izes the surplus output of smaller
mills, principally for export. Some of

FLOUR MILLING INDUSTRY OF CANADA i
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the large milling companies will sell
only 1 car lots, however, and this in
4 measure lnakes any buyer a whole-
saler as he often supplies small deal-
ers who have not a large enough de-
mand to warrant them buylng in quan-
tities.
besi wheat is Bleached.

With the large volume of wheat that
comes from the West year after year
one wonders what becomes of  the
wheat raised in the eastern provinces.
Everywhere the slogan of millers 1is
“*made from Manitoba wheat,”’ until one
thinks Ontario Winter wheat is an un-
known quantity. But it has its place—
and a prominent place it is—in the
manufacture of flour. Being of a moist
character, and not so strong as winter
wheat flour made from western wheat
is almost altogether used by biscuit
manufacturers and confectioners. In
making of biscuits and pastry, the ob-
jeet is to get a flour that will not rise
too high, yet will have the maximum
qualities of shortness and lightness de-
sired for this class of food. And =aven
in bread making, eastern wheat s
found to be a very valuable element
when blended with that of the West.
in producing a flour which meets with
the general requirements of family bak-
ing. A flour thus blended has the ris-
ing and baking qualities, yet being
tempered with the milder product, an-
swers for all purposes.

What is Good Wheat.

In every grain of wheat, no matter in
what country grown, there are flour
elements, the proportion of each in re-
lation to the others determining the
value of the grain. These are strength,
flavor, color, and yield of flour, and
in this connection it might be some-
what startling to those who are wont
to herald Manitoba wheat as incompar-
ably better than Ontario wheat, to
listen to some of the evidence brought
out before the Grain Commission which
vecently heard the plaint of western
grain raisers and dealers that the stan-
dard of wheat was too high. One wit.
ness who has had years of experience
as a miller and baker stated that in
only one of the four named elements
did Manitoba wheat excel Ontario’s
wheat, and that was in strength. In
yield of flour it was not more than the
equal of Ontario wheat; while in flavor
it was greatly behind, and in color was
also lacking. In the city of Toronto it

68

.o

4

X

3

was found that when Manitoba flour
was first used the rising quality of the
dough showed at once a marked ad-
vance, but coincident with this came
a noticeable lack in the one time sweet-
ness in flavor of the bread. To counter-
act the loss of this in the introduction
of Manitoba flour, other methods of
restoring the flavor had to be resorted
to, until to-day, the use of malt ex
tract, and sugar is quite common in
hakeries.
Qualities of Flour.

Five grades of flour are made from
each grain of wheat. This might seem
a little strange, and one is led to en-
quire if a grain of wheat is not of
the same quality throughout. But it
is not the consistency of the grain that
determines the grade of flour; so much
as rolling and sifting that brings out
the degrees of fineness, and excludes the
coarser particles. After the wheat is
cleaned, it goes through a series of
rolling. The first rolling does little
more than break open the berry and
loosening the softer part of the flour-
making portion of the wheat so that it
falls away. The crushed grain is then
carried over a silk bolting cloth or
sieve when the flour that is in it is
taken off and the balance of the meal
carried back to a new set of rollers,
and another sifting. The next sifting
gives a higher grade flour, on account
of being subjected to a heavier pressure
winich crushes the harder part of the
berry left unbroken by the first rolls.
This necessarily brings out a finer flour
which is bolted through a finer mesh,
and hence becomes a higher grade.

Separate Set of Rolls.

Locality determines to a great ex-
tent how flour is put up. Throughout
Ontario and Quebee the paper bags con-
taining seven, fourteen, twenty-four or
forty-eight pounds are the most popu-
lar method of distribution. This makes
it easy for the retailer to handle and
sell and at the same time brings promi-
nently before the consumer the brand,
and name of the manufacturer. Mari
time merchants prefer their flour be-
cause there people bake their own
bread, so buying in large quantities in
barrels and in this way the greater
part of wheat goes to the eastern pro-
vinces is put up in wood. They eclaim
ease of handling and transportation to
be the reason they like it in barrels
other than in sacks and then the ability
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to turn the barrels into cash by selling
to apple packers, and sometimes to fish
packers, is said to be an additional
reasoli.

Where We Will Ship.

The export trade of flour to Kng
land does not at present give promise
of growing to any great proportions.
It is to other lands that Canadian mill
ers will have to look for a market—to
lands where the art of milling has not
reached the advanced stage that wmill
ing in this ecountry has attained.
Egypt has begun to make inquiries for
our flour, ana other parts of Africa
show an inclination to deal with us
Great Britain is now in a position to
do its own milling. During the Ilast
ten years no British industry has been
so profitable as the milling industry,
and for this reason a large amount of
capital sought investment in it. Like
every other industry that shows good
results the flour trade was overdone,
and mills have inereased with such ra
pidity that the demand is already more
than met. British millers are well es
tablished in the belief that Manitoba
wheat is not equalled by the product
of any other country in the world
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Most of the flour used in the Province
of Quebec is brought from other parts
of the Dominion, there not being many
mills of consequence aside from the
Ogilvie mills, Montreal. Outside of
these, there are not in the whole pro-
vince more than half a dozen mills
which are worth taking account of.
Ontario and Manitoba supply the great
er part of the demand.

Some claim that there is a growing
demand for the Manitoba flour, in pre
ference to the Ontario product. They
say that for the past few years this has
been particularly noticeable. Certainly
there is more spring wheat flour used
now than formerly and it is for its
strength that it is in request. A dealer
said to the Grocer, “Flour the people
a few years ago would not have looked
at, being so strong, they are clamoring
for now, giving it preference over all
others.”” City trade and country trade
in flour differ materially. Grocers in
the city supply the milling companies
with very small orders. They must,
of course, keep in stock more or less
flour, but large stocks are not kept as
a rule.

Home-made bread has become practi-
cally a thing of the past in Montreal,
Quebec, Three Rivers, and all the cities
of the Province. People find that there

FLOUR MILLING INDUSTRY

is too much trouble in baking bread
for their own use, especially so when
they can have the article delivered at
their door at probably less cost than
they can make it. ln the country, how
ever, home-made bread still survives.
In the Eastern Townships there is used
probably more home-made bread than
in all the rest of the Province put to
gether, and as a consequence the four
trade through grocers in that part of
the Provinee is quite large.
Bakers the Big Factor.

Business with the bakers in the cities
however, is probably the largest single
factor in the Quebec flour trade. With
the population of the cities increasing
every year new bakery shops are open
ing up, and old ones are erecting ad
ditions to their present premises

Grocers in the smaller towns in the
country districts, as a rule, buy in car
load quantities, but the car is not in
all cases made up of flour alone. Feed,
or other lines often help to make the
order. Where home-made bread is in
favor the merchants mostly buy in
barrels and bags of one hundred and
fifty pounds. They stock in the smaller
sizes also

In the matter of the city trade, how
ever, it cannot be said that the bakers
are the only purchasers of flour. Every
housewife does more or less pastry
baking, and grocers stoeck flour suitable
for this purpose usually blended flours
But they do not buy heavily, ocdering
rather for immediate use. The smallet
sized bags are the selling lines in the
average grocery store. Seven, fourteen,
twenty-four and forty-nine pound bhags
are stocked by most grocers in quanti
ties sufficient to take care of their
trade. It will be noticed that these
weights are based mostly on  barrel
weight, a barrel weighing 196 Ib. Thus
here are twenty-eight seven pound bags
in a barrel, fourteen of the fourteen
pound size, while the forty-nine pound
bag is just a quarter of a barrel. The
one hundred pound bags are sold as
well.

Millers Sell to Grocers.

Grocers deal with the millers almost
exclusively. The wholesale trade does
not attempt to handle the flour busi
ness, leaving it to the millers. All the
milling companies have travelers
covering not only the ecities, but the
whole provinece

There are in the province biscuit man
ufacturing establishments which use up
large quantities of flour every year, and
their orders are eagerly sought by the
millers.

There are no bread factories in Mon-
treal or other cities.

Considerable of the export flour trade
of the Dominion is done through the
port of Montreal, large shipments be-
ing made every week.
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COAL TAR LEMON PIE.

(A pure food commission in Chicago
recently dissected a lemon pie bought
out of stock, and found 1t to contain
neither lemon, butter, nor sugar The
principal ingredients were various forms
of coal tar and glucose.—News item.)

They're making cotton clothes from woo
And iron things from wood ;

They're making goodies out of scraps
And nasty things from good

They're making paper things from rax
And money out of ‘‘sky

But this is sure the worst as yvet—
\ coal-tar lemon pie

'

They're making combs from kerosene
\nd pearls from olive oil
They're making Belgian hares of cats
And syrup out of soil,
They're making buckwheat cakes from
paste
And pumice-stone—0O my !

But this is sure the time to kick—
\ coal-tar lemon pie !

They're making clothing out of glass
And butter out of grease ;
While maple sugar made from sand
Is commoner than geese ;
They make from scraps and chicken bones
Most terrapin you buy ,
But anything we'll stand except
\ coal-tar lemon pie !
—Baltimore Americat

NET PROFIT PROBLEM.

Mr. Retailer, what percentage of net
profit did you make last vear on yout
gross sales—on your business ? How does
your profit for the first six months ol
1906 compare with the first six months
of 19057 Are you going, coming, ot
standing still ?

If you do not know how vou stand vou
would better, get down to vour desk and
do some figuring right quickly

If you are losing business, try to find
out the cause and then endeavor to sup
ply the remedy.

A customer is valuable. If you los
one, find out what caused him to qui
The trouble may disclose a condition
vour store that should not exist

If you are not making a profit/on th
goods you sell, it is time you were
changing your methods

What's the use of being in business
simply to get a small interest on you
capital ? Wouldn't you be better off to
put your money in the bank and draw
interest while you direct your energie
to a mart.where the laborer is “‘worth:
of his hire” ?

In all your calculations vou must
low a f-ir salary for your labors.—kx
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& HOW TO SUCCEED AS A GROCER’S CLERK

Cheer Up And Get Busy
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The clerk, like most people who wor',
gets into his vocation by chance, at any
rate by no choice of his own. A chance
advertisement or a card ‘“Boy wanted”
in a store window and the youngster

. Whose only object is to get to work be-
comes ‘‘the boy” in a store. It might
just as well have been any other kind of
a shop or office. The point is he has
had just the same chance as most other
people. The boy whose mother makes a
preacher of him when he should have
been a bookkeeper or a real estate agent
is just as unhappy as the clerk who
should have been a preacher or a police-
man. The man who is making the best
of his job is not umhappy, and it’s the
ambitious chap, the one who wants to
get the best out of himseli and out of

his work always that is making the.

best of it. Ambition means work and
enthusiasm ; it means keeping everlast-
ingly at it, and it means study, learn-
ing all one can about the business, think-
ing about it, devising improvements.

The sorehead will never get on. If the
business is distasteful get out of it. If
there’s no way out get to work to im-
prove the situation. Just getting to
work will let in a lot of light. Cheer up.
There isn’t any better motto. The man
who doesn’t cheer up is cheating himself
out of much of the enjoyment of living
and cheating other people, too — every-
body, in fact, who comes in contact
with him. Having cheered up, get inter-
ested in the business, study it.

‘t‘

A large manufacturer in a big city re-
cently said to the writer :

“When I came back from my wedding
trip I borrowed $25 to start business
on. The girl’s folks didn’t want her to
marry me ; they said I was no good. I
had learned my trade, but then I start-
ed in to study it, got hooks and papers
and found out a lot of things about
leather (he was a saddler) that very few
saddlers ever learn. I've asked hundreds
of saddlers which was the strongest side
of leather and very few knew and still
fewer why.”

Now that man is a capitalist.

* * *

There isn’t a good quality in human
nature that won’t serve a grocery clerk.
If anyone thinks there is let him write a
line to the editor and get up a discus-
sion about it. Cheerfulness and work,
however, are about the best team he can
hitech up to.

PERSONAL APPEARANCE.

In few places does dress and personal
appearance count for more than in a
grocery store. Why shouldn’t it ? The
grocer and his clerks are handling food
stufis all day. The grocery clerk should
not have to bhe told to be clean and neat
in his habits and person. It is one of
the things he should study. In a dry
goods store people have heen educated to
expect to see some one moving about in
very fashionable clothes, but in a good
many groceries wearing apparel has been
neglected and there are too many clerks
going about with dirty aprons, some
without aprons and their trousers show
it. It will pay a clerk to be clean and
neat. A clean white coat and clean
white apron give customers the impres-
sion their food stuffs are being cleanly
handled.
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I've seen so many million grocery
clerks in my time and have had a good
deal better chance than most men have
to size ’em up.

A lot of ’em are all right. Still, I
don’t suppose more than half are. The
other half are in the business for the
money they can make. They have no
adaptability for it and no liking for it.
They’re grocery clerks and not dry
goods clerks simply because the grocery
job came along first.

These fellows will never be grocers in
a thousand years.

The other day I spent half an hour or
so in a grocery store up at Passaic,
N.J. There were four clerks and the
store seemed to he doing a good busi-
ness.

One of the clerks was a sporty-looking
youth of maybe twenty-five. He wore a
pair of cheap socks so loud that you
had to shout to hear yourself think.

When I was in there this clerk was
waiting on a lady. As she stood at the
counter there was a Ceylon tea sign just
over her head. The lady was buying tea.

“I've often thought I'd try that Cey-
lon tea,” I heard the lady say. ‘“‘What’s
the difference between it and the regular
black tea I always get ?”’
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‘“There ain’t no difference that I know
of, ma'am,” answered the socks—I mean
the clerk—‘‘except that one comes from
one place and the other from another.”

So the lady naturally didn’t buy the
Ceylon tea.

As I understand it, there’s darned near
as much difference hetween Ceylon and
Japan tea as there is between tea and
cofiee. Surely a clerk ought to know a
thing like that.

Another time, not long ago, I heard a
clerk guarantee some currants he was
selling to be ‘‘genuine imported cur-
rants.” With an imagination that I'd
have given a leg for, he told the cus-
tomer all about how poor California
currants were as compared with ‘‘our
imported currants,’”” and so on.

This fellow was a mixture of good and
bad. He was a good clerk, for trying so
hard to give his goods a fine send-off,
but he was a darned poor clerk for not
knowing that there are no California
currants. None raised anywhere, in fact,
except in Greece.

Here’s one you won’t believe — true,
though, absolutely.

In my hearing a woman was looking
at a jar of cheap preserves.

““What’s this word ‘compound’ mean?”
she asked the clerk. ‘“‘I've seen it on
other things, too.”’

‘‘Oh, that means same as ‘trade
mark,” ” he replied.

Wouldn’t that jar you? ‘“Same as
trade mark !” Great henhouse !

I don’t expect a clerk to know every-
thing, neither do I expect a grocer to
know everything there is to know ahout
his goods, though both clerks and gro-
cers come pretty close to doing that in
England.

I’'ve met maybe a dozen English gro-
cery clerks, and whether we like the
comparison or not, they certainly do
know more than the clerks on this side.

Why ? You can search me. Maybe it’s
because they go into the grocery busi-
ness a good deal more seriously than we
do here.

Over there the grocery business is a
career.

Here it’s a livelihood.

See here. I think I know quite a bit
about the grocery husiness myself,
though perhaps not enough to make my
head hard to hold up. All I know I've
absorbed by ¥“nocking up against the
husiness, not because I've ever been in
it, except for a few months as a boy.
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I can answer all the questions that
I’'m going to write below, and there’'s a
great lot of grocery clerks who can, too.

And, incidentally, there's an awfiul lot
that can’t.

Just read these questions over :

First. What is glucose, what does it
come from, and what is it used for ?

Second. What is the difference in char-
acteristics between Mocha cofiee, Mari-
caibo coffee, Rio cofiee and Santos cof-
fee, and where does each come from ?
Third. What is caviare, and where is
it produced ?

Fourth. What is the difference between
the California olive and the Spanish
queen olive, as sold in retail grocery
stores ?

Fifth. Name the diffierent character-
istics of Irish, Norway and shore mack-
erel.

Sixth. Why are certain soaps called
‘‘oleine’’ soaps ?

Seventh. What is the difierence be-
tween red Alaska salmon and Columbia
River salmon ?

Iighth. What is the difference between
Spring and Winter wheat flour ?

Ninth. What section of the country
produces the best canned corn and why
is it best ?

Now, there isn’t anything very tough
about those, is there ? All right, I'll
bet a dollar not 50 per cent. of grocery
clerks can answer 'em all correctly.

You see, it isn't knowing such points
simply for the sake of knowing some-
thing—that isn’t the idea.

There’s a real selling force to them.

You take a clerk who knows the difier-
ence between Norway and shore macker-
el. His boss gets in a lot of new Nor-
ways.

“Mrs. Smith,”” says the clerk, ‘“‘we’ve
gotten in a new lot of Norway mackerel
this morning—you’ll like them. Norway
mackerel, you know, are entirely diller-
ent from the ordinary kind. Try one ?"’

She asks how they’re difierent, and he
tells her. v

Ten chances to one that clerk will sell
Madam Smith a Norway mackerel be-
cause he has something new and novel
to offer her—something different. We're
all hungry for novelty.

Suppose the clerk hadn’t known the
difference between Norway and other
mackerel. All he could tell Mrs. Smith
is that he has in some new mackerel.
Don’t you see how much weaker his talk
is than the other fellow’s ?—The Stroller
in Grocery World.

GET THE HABIT OF LISTENING.

It is a good thing to get into the hbLit
of doing precisely as you are told.

That does not seem difficult. Yet, it
is a rare accomplishment.

You will hear men, women, boys anid
girls, of all sizes and ages, say : ‘‘Why,

THE CANADIAN GROCER

I thought you said,”” etc. This comes
from the inability of most persons to
accurately listen to what is said, and to
make strictly accurate mental note of
just what they are expected to do.

You have probably worked for the
“fussy’”” man who is always buzzing, un
der the impression that he is busy ; the
man who works his own nerves to a
frazzle and wears on those around him
He is the man who will tell you a thing
over and over again and does not seem
to expect you to remember it or act
upon it until it has been drummed in
very well.

You probably have also worked for the
very quiet man who works eflectively
himself and tells you what he wants
done in such a subdued way that, at
first, you hardly take what he says
seriously. But you later find that this
kind of man means just what he says
and expects it to be done with the tell-
ing when he has spoken once.

This last man, while seeming to be
overburdened with the details of what he
did, never seems to forget anything, but
can usually tell many days afterward
just what he said and the circumstances
surrounding the saying.

The fussy man was the man who said
“I thought !"

The quiet man was the one who had
the faculty and cultivated the habit of
exactly taking instructions and doing
just what he was told to do.
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An English Grocery Clerk
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An English grocery clerk working in
the United States discussing the question
of whether the English or American gro-
cery clerks are the better trained says :

““The apprentice system obtains al-
most generally in the grocery stores of
England. If a boy thinks he would like
to learn the grocery business he is in-
dentured by an ironclad legal contract
to a grocer. The indenture covers a
term of four years. During that time
the apprentice gets no salary, but is
paid what is termed pocket money. In
my own case I reccived 75 cents per
week the first year, $1.25 the second
year, $1.75 the third year, and $2.25 the
fourth year. In consideration of the
small salary the clerk is supposed to be
carefully taught the business from be-
ginning to end, and indeed he is. In
every detail the clerk is instructed, mores
like a pupil than a clerk, and at the end
of his four years he should be a compe
tent and thoroughly-posted grocer. Dur-
ing the term of apprenticeship the boy's
board and clothes are provided by the
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boy himself, or his parents, as the case
may be.

“The wages paid the English grocery
clerk are relatively smaller than in this
country. The first position which I ob-
tained aiter finishing my apprenticeship
paid me only $5 per week, though a
position of some importance. Some time
later I was a part manager of the finest
store in London at a salary of only $10
per week. In the English grocery busi
ness a salary as employe of more than
$20 is practically unknown, and very
few reach this sum

“It cannot be doubted by any one who
knows them both that the English gro
cery clerk is better versed in his busi
ness than the American grocery clerk
because he is more thoroughly grounded
in it. The American clerk knows only
what he can pick up or absorb. He is
seldlom or mnever painstakingly taught
anything. In station, however, the gro-
cery clerk of the United States is much
better off than the English clerk, for the
reason that he has shorter hours, better
pay and much less work, due to the
large number of goods sold in cartons in
this country. These conditions are be-
ginning to attract English grocery clerks
to this country, and they are greatly
favored by American grocers, thanks to
their comprehensive knowledge of the
business. I can name several of the first
grocery stores in Philadelphia which i
ploy in some executive capacity an kEng
lish grocery clerk, or one from the
North of Ireland, which is about 1h
same thing, as the conditions surround

ing both are the same.”

Men work for the sake of work. They
play the game. They do not need what
they win, but the joy of winning is com-

pensation enough

What can’'t be done ?

Nothing.

All things are possible.

The job looks pretty big sometimes -
looks as if it can't be done.

But let’s take a hack at it, anyway

It looks like a stone wall, but let’s
go up against it good and hard, and
maybe something will give.

Maybe it’s only near-stone, after all

Anyway, maybe we can climb over, o1
dig under, or hike surreptitiously around
the south-west end of it.

‘..

When you see a printing press running
at two thousand an hour, it seems 1im-
possible that the feeder should get a
piece of paper in and out again for each
impression of the machine.

But he does it—does it accurately —
does it well—and has plenty of time.

A second is longer than you think it
is, and quite a number of things can be
done in a minute, if you keep moving
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TV,0 CCMPARISONS. general publicity that he may get the ete., but in the general run of the sca
For the purpose of studying the re- retall trade widely and firmly attach- son deseriptions are unnecessary.

tail grocer’s ways of to-day in com
parison  with his ways of this day
one  year ago, a number of ads were
selected by the writer from Sept. 1906,
newspapers and ranged alonside of ads
clipped from Sept.. 1905,
Some of the ads showed that improve
ment had taken place in a year's time
Others showed no change

newspapers

A few ads were also clipped bearing
the names of merchants who had only
businesses. In  al

recently  purchased

most every case these ads were supet

ior to those representing grocers  who
had been in business some time.
If any deduction can be made from
these comparisons it is this @ The newly
established grocer accepts the new order
of things quicker than the long-establish-
ed grocer

But 1t should not he
one to make such a  deduction for it

|u'.\\lhl(‘ tor any
implies undue  conservatism  on the
part of many merchants

Time Changes.

Business system i~ perpetually un
impor
What
served a decade ago as publicity  will
to-day. No matter how
strongly a retaile is entrenched in

dergoing change. Not the least
tant on the list i~ advertising.
not serve
the estimation of the people of his lo
cality he must remodel his advertising
system according to the dictates of the
hour because the very same people are
unconsciously being influenced by those
retailers who have  remodelled then
svstems

The grocer situated in  a big  ecity
should not have to be told what  the
latest phrase of retail advertising is
but for the benefit of the country gro
cer, who doesn’t get the same oppor
tunities for analyzing advertising pro-

blems, this phase will  be dealt with
here

The New Way.

It is no long@ necessary for a  re
lepgthy
tions of general provisions or names ol
particular brands, unless the

tail grocer to  give enumera
4;(‘1';[\i'!“
is a price-cutting sale. But it is nee
essary that he put  himself into  the
ads and for just these
wholesaler merchandizes in big

reasons:  The
quanti-
ties and usually  has a long list of
brands to sell. When he talks up these
brands in a general way he indulges in

ed to his brands. When he quotes a
special offer he bids for direet results
for orders is the result of a day's or
week's advertising

On the other
has no-inducement to
one make of goods unless the ads are
paid for by the

hand, a retail  groeer

advertise  any

maker or the retailer
is large enough to secure an agency for
his territory. So it will be seen that
while the

to impress upon the

function of the wholesaler is
retailer the merits
goods, the tunetion of the re
upon the people

himself, his

tailer is to impress

the merits  of his store

PHONE 410

OLIVE
OIL.

Olive Oil is a great help to hecalth
and a useful thing for making salads,
etc. Be sure and get the purest Kind
when buying: there are many adul-
terations. We have some of the most
select brands at 25¢ and 50¢ perjbottle.

OLIVESB---The choicest kinds, the

largest and best sorts are here from
10c to 50c bottle.

CLANCY M. BUELL

The Handy Grocery.

clerks, his groeeries. his prices, his de
liveryv=—not just one of these factors,

but ull of them.
Se¢r ¢ Brrors.

Failure to distinguish between two
classes ol advertising necessarily  dis
similar has led many a retailer to un
intentially boost the trade of his com
is occasionally seen
so-and-so’s coffee or ||i('k|<'~ are
merchant while the
grocers in that

petitor—an  ad
where
advertised I)_\ one
chances are all the
town carry the goods

Another error is paying for space to
give deseriptions of  fruit, ete. Thes
deseriptions are all right at the open
ing or closing of the season when the
consumer’s eve has to be drawn to the
merchandise to minimize spoils, losses,
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A Grocer’s Influence.

People  buy  groeceries, fruits, ete.,
more because they like

his methods than

the grocer  and
because they read
everything he sayvs in the newspapers,
and unless a

cash Saturday

groecer runs one of those

night  cut-price busi
regular custom is the only
thing he ever had a right to advertise
for and there you come right down to
“himselt” advertising.

But you * What
do you exactly mean by this ‘himsell
advertising? Some of the ads you re
produce on this page and praise are
not that kind.” True enough! Buell's
and other ads shown herewith are com
mended not because they measure up
to the writer's idea of what a retail
grocer’s regular ad ought to be in this
day, but because they execel in their
own class—in other words, are superion
to~ather ads of similar style.

Criticism With Reproduction.

nesses,

grocers may say,;

It is always encouraging to see gro
cers becoming eritical about their news
paper ads—selecting a certain  border,
selecting certain type and insisting on
seeing a proof. When more grocers be
come critical in  these matters more
country printers will do better work

Clancy M. Buell, Brockville.

When making a
tion of grocery ads for review on this

representative selee

page, the neat little announcement of
Claney M. Buell, Brockville, immediate
ly appealed as a piece of retail publieity
worthy of reproduction. In the single
theme style the tea ad and coffee ad
generally get the lion’s share of  at
tention. How many  grocers think ol
advertising Olive O or Olives? M
Buell doesn’t neglect the large issues
(watch his other ads) bat he doesn’t
forget the small ones, and notice what
a  well-balanced, well-displayed  ad
Buell's is!
V/m. Richardson, Quyon.

Richardson of Quyon, Quebee, has a
style as far from Buell's as the poles
But it is a style that has
That value is its naive

are apart
its one value.
ness.

Mr. Richardson evidently had no
hand in directing the display of  his
ad or he would have insisted on getting

a newer font of type than'that to be
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seen in his chief display line. But not
withstanding that this ad has the an
tiquated appearance of the old typo
graphical school it is rescued from med
ioerity by a striking border. The white
space and the small type and the black
horder harmonize—look not unlike a
framed picture

prove the layout of your ads, Ruppel &
Co. Use smaller type, use a border and
get more balance in your ads

Goode & McKay, Walkerton.

Walkerton has a ‘“‘goode”
in Goode & Mekay. The wording of

advertiser

the ad under review is breezy and point

JYewo Grocery

I have just opened out a full line of Groceries
[eas, Sugars, Biscuits,
Confectionary, Fruits,

and Canned

Goods,

at prices to compete with any establishment in towan.

Wines and Liquors

of the finest brands procurable.

THE HIGHEST

RICHARDSON,

CASH PRICE PAID FOR EGGS

Quyon.

It would be impossible to reproduce
all  the good (or bad) ads to be seen
in Canadian dailies and weeklies

It would also be impossible to com
ment on them all

In the eriticisms that follow, the
writer has attempted to show what
different grocers in different parts ol
the Dominion are doing—comparisons ol
~tvle, typographical arrangement, time
liness, ete.

It is thought that the eriticisms will
bhe of particular benefit to the grocers
mentioned

Kenney Bros., Parry Harbor.

The ad of Kenney Bros., is a com
bination of the oid and new methods
of advertising. The old method was to
ptace the merchant's name at the top
of the announcement. Most salesmen
now recognize that they must talk
about the people first, themselves sed
nd

Kenney Bros.” ad shows its modern
ness by its symmetry, the personal ele
ment and studied display. Practically
speaking, the last item on their list
should have been first. It is the most
mportant.

Ruppel & Co., Elmira.

The-White Groeery adhere to the mat
ter-of-fact style—are even less preten
tious than Wm. Richardson. They do
not seek to clothe their words with
typographical strength, which fact is
rather to be lamented. Art is a power
ful eye element in advertising Im

ced, and smacks  of self confidence I
addition, it is  timely and frec from
repetition

RETAIL GROCERY ADVERTISING

opening sentences lhe ad 1t starts
off with

Shredded Wheat Biscuits

2 packages for

wid then follows yther enumerations
I'. M. McKay's Sons do. however, com
into the ad, even if only for a line
'hev sav, at the clos (five us vour
trade we will do the rest \ ou

Milton 1017 (RN wrsonal lement

vour ads
Cain Bros., Yarmouth

Brevity is Ul soul of business

might be advanced as the philosophy o

(‘ain Bros. The Cains believe t Tive
the word i1s all that's neces A
centuation is needless.  Conseguently. u

tis-line  double column space  only
thirty-five words are to be seen Bu
(‘ain Bros style  has a praiseworthy
side to it—their ads will never be lost
in a plethora f announcement s I'he
exclamation marks and the white spaw
and the preponderance f rules LV L

certain magunetism over readers

Hunter, of Cornwall.

The “"Cornwall Freeholder™ has among
other grocery s that of Hunt
Fea and Crockery Emporium he ad
inder eritieism  specializes ten i

R, R R, R, e, e, “’

Kenney Bros. ‘

MAKE A SPECIALTY OF

;
sGROGERIES’

You can Rely on the very Finest of Goods
In Every Line

At present we have

We

. . . . i e,

P. M. McKay’'s Sons, Milton,
In the “*Canadian Champion,”” Milton,
Out.,- P. M. McKkay's Son's ad was
noticed—for its oddity more than its

beauty. No heading is to be seen, no
73

Fruit and Vegetables will be specialties with
us. We can supply yon \\nh«n:)t#
and believe we can save money for you,
a \plx :ndid stock on hand,
and our new goods are expected this week

Order your Teas, (‘offees and Butter, through
us.  We keep the best, and you can always rely
on good goods at l"lght prlu'

T\.nu bought the Grocery Department from
the People’s Bargain Store, and will be pleased to
have you call and see our stock. With first-class
coods and a striet attention to business, we hope
to win a share of your trade.

A W W N

nng you w ant,

Al R R R

S

fee and spices. The short paragraph is
l‘mplu\ml (hlulu:hnlll and the tone I
the matter is creditable

Hunter's ads would be improved by
the addition of forceful headings




K. George & Co., North Bay.

K. George & Co., employ publicity
methods much similar to Cain Bros.
But the compositor hasn't given their
ad sufficient balance. As a result it
has a top-sided appearance.

Hughes & Ferd, Boissevain, Man.

“Fxceedingly plain” best describes
the ad of Hughes & Ford clipped from a
Boissevain paper. Details are given
without any adjectives and very little
“exhortation to buy’’ appears.

Woeodran & McKee, Coaticook.

Woodman & MecKee, Coaticock, Que.,

have a mastery of the retail ‘“‘lead-on

r

Between Seasons

Pardon a word about our store.
1Us clean. The entire stock is gone
over at least once a month. That is
why there are no bad odors. 1t’s ven-
tilated. That prevents the mixing
of flavors, and the store is as sweet
Monday morning as on Saturday
night.

Qur clerks are efficient. Their
knowledge of the goods we handle
will help you in your shopping.

Our delivery system is prompt.
We haven’t an airship or an auto-
mobile, but we’re doing our best
and trying to make it better.

We believe that in getting food-
stuffs it pays the consumer to buy
the best. We get them for you.
Qut prices are as low as we can
mmake them and get a fair profit.

We want your confidence, and so
we won’t sell you punk for prunes
or turnips for jam. We will tell
you just what you're getting so far
as we know, and we ~make it our
business to know our goods.

THE 600D GOODS GROGERY CO.,

FAIR VIEW.

The Personal Ad.

talk. They open up with what might
be dubbed an  non-committal heading,
then comes the advertised article, then
this elimax: “Price? Why, not higher
than the price of common salmon—only
20¢. per jar.” Woodman & McKee,
strive for better type display and en
close your ads in horders.

Nelson Aubrey, North Bay.

North Bay has a eandid grocer in
Nelson Aubrey. This gentleman recent-
ly purchased the grocery stock of W.
Irving and in proclaiming the fact to
the people -of North Bay he states his
case frankly—with little or no eolor.
Mr. Aubrey evidently cherishes the be-

lief that merit in the man, rather than
merit in the ad, secures trade.
O’Donnell & Co., Forest.

Think that prices rule the world—at
least, around bargain time. So when
they have special inducements to offer
in white wear and toilet ware, they
merely enumerate the particulars and
leave the rest to the sagacious instinets
of buyers. O’Donnell & Co.’s ads could
he set more effectively.

R. Brett, Tottenham, Ont.

’

Iias the ‘‘because’” reasoning down
pretty fine. But he really employs the
manufacturer’s style and on this point,
no doubt is influenced by the makers
of the particular brand of flour he seeks
to boom. Brett’s ad is attractively de-
signed and attractively set.

N. Rousseau, Cookshire.

The chief facts that N. Rousseau, of
(‘ookshire, Quebee, attempts to impress
upon the minds of his readers is that
he is a grocer. But N. Rousseau does
not employ any of the argumentative
arts. Seemingly, he relies upon his
name and address and—himself behind
the counter.

J. C. Hanley & Co., Belleville.

J. C. Hanley & Co., run one of the
silent appeal ads on vinegar, spices,
etec. Tn a 55-line space nothing is to
be seen but bare particulars. Hanley
& Co.. come closer to your customers.
Tell them some of those things about
your store that you know to be true.

E. O’Flaherty, Stratford.

Any person glancing over the back
page of the Stratford ‘‘Beacon’ eannot
help but notice E. O'Flaherty’s ad. Tt
is only a small one—30-lines, single
column—bhut it is characterized by suit-
able display and there is no erowded ap-
pearance. O’Flaherty’s style couldn’t
be improved upon unless he was to
make a daily bulletin out of his space,
i.e., one day put in, say, butter (quot-
ing prices), the next day tea, and so
on.

J. Ward, Selkirk Ont.

Has some fairly good matter in an
ad that is badly set instead of con-
solidating the least important state-
ments, thus giving emphasis to the
most important, the ecompositor indents
a line here and there and everywhere,
which eannot help but give the ad a
hacked look.

G. W. Milton, Sackville, N.B.

George W. Milton makes his ad in the
“Tribune’’ speak. He employs turned
rules, index marks, ete., to assist his
“straight from the shoulder’” state-
ments. Mr. Milton -~ is on the right
track. He might consider the advisa-
bility of alternating a catchy side-
heading with the plain unadorned side-
heading he now uses.
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Henry Robbins, Vienna, Ont.

Disproportionate emphasis on chief
lines constitutes the gravest fault of
Henry Robbin’s ads. Otherwise the
clarity of his ennunciations and the
pointedness of his comparisons are first-
rate factors.

SAMPLE ADVERTISEMENTS.

Sample ads ought t, be siggestive
over a wide territory and consequently
may not do for a cutting out or using
holus-bolus by grocers anywhere. [lere
are two, one a little personal talk on
the methods and aims when perhaps no
particular line is demanding publi-ity,

Dried Fruits

You'll have to pay for them this
year. Valencia raisins are a quar-
ter crop ; the privileged company in
Greece has put up the price of cur-
rants ; sultana raisins are a failure ;
there is a good crop in -California,
but the demand will be very heavy,
and the Growers' Association want
all they can get. The same is true
of prunes.

We have the best goods on the
market, and we have lower grades
as well. -

Valencia Raisins - 12¢ to 15¢

Sultanas - - - 12¢ ** 20¢
California Seeded - 12ic * 14¢
Currants - - 10e¢ “ 13e¢
Prunes - s 2 fe - 1be

The increased cost will not mean
much to any single housekeeper;
stop and think before taking in-
ferior goods at low prices. Come
and compare the various grades.
We always advise the best.

Sunlight & Season,
TORONTO

The Scasonable Ad.

the other is a suggestion in regard to
dried fruits. This telling the people
things they dont know  will interest
them. Stimulate interest in your ads
and increase your reputaion as a gro
cer who knows. It is the grocer who
knows his business in whom the people
will have confidence. Demonstrations of
knowledge on the part of the grocer
ought to be effective. There’s one thing
about these knowledge talks, there is
no end to them. When the entire stock
has been gone over the advertiser ecan
begin again and tell something else
about each article.
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i THE MAKING OF A GOOD SHOE

—f An Article for the General Stork Clerk

: J

v!%WWWWPMM‘ B o e et Tt Mt M 2 B S B 2 B S 2 et et o

In buying a pair of shoes, or a stock
f shoes for a store, the question  of
ow to determine their wearing quali
ies is one difficult to settle by the lay
iind. Yet there are pointy and fea
tures in the quality of the leather, and
the workmanship, the close observation
of which will give one a fairly good
idea of what a shoe should be. The
quality of the leather depends largely
upon the age of the animal, and the
process of tanning and preserving. The
vounger animal naturally has the softer
skin and the smaller pore, which by
simple tests can be readily distinguish
ed from the hide of an old animal which
is harder to the touch and has an open
pore that more readily retains damp-
ness, and as a result stiffens and cracks.
In making a test to ascertain these
points, a simple and effective way is to
put some small object inside the shoe,
such as the handle of a pocket knife,
or a lead pencil, and press it firmly
against the surface to be examined.
This will stretch the leather and en-
able one to easily discern whether the
grain and pores are coarse or fine. In
fact any .method by which one ean give
the leather a slight pull or stretch will
give the desired result.

Workmanship.

The workmanship on a shoe is quite
as essential to its wearing qualities as
is the quality of the leather. In this
connection, very little is hidden from
the purchaser except the way in which
the sole is fastened to the vamp, and
cven defects in this can sometimes be
detected by a test in trying to pull
the sole from the vamp, although one
cannot give the same severity to-a-hand
test as can be given by wearing the
shoe for a few days (particularly when
wearing a number seven shoe on a num-
ber nine foot.) Still the test is worth
trying. The general workmanship,
llowever, which is visible to the eye
1s usually a criterion of what can be
cxpected  in the unseen parts, for there
vould really be very little profit in
mtting a good class of work on the out-
ide, and then scamping the parts that
re hidden.

Essential points to be considered in
his connection are, the manner in
vhich the evelets are put on, the regu-
larity of the stitching, the apparent

strength of each seam, ana the way in
which the smaller parts are sewed on.
The single and double stitching should
also be looked into as it will be no-
ticed that some shoes have only one
row of stitching, while others have
two. The quality of the linings also,
are some indication of what the shoe
is, and of how it will last. Light,
flimsy fabrie, poorly sewn certainly de
tracts from the life of a shoe, and
causes annoyance to the wearer by
ripping, and puckering.

The Start to Shoedom.

The first operation in the making of
a shoe is the cutting. The cutting is
all done by hand, by laying the pat-
tern on and following it around with
a small knife. This makes a lot of
work and cannot be done by machinery,
for in every style of mens’ shoes there
are ten sizes, and to do the work for
all by power would require a die for
each size. The linings are cut in the
same manner, but being thin, several
thicknesses are cut at the same time.
After cutting, the pieces are taken to
the sewing department where they are
sewed to their accompanying parts.
The linings are treated in the same
manner and are then joined to  their
counterparts in leather. The uppers are
sewed together first, then the black
strap is sewed on, and finally the whole
is joined to the vamp, or part between
the sole and the upper. The soft part
of the shoe having then some semblance

of the shape it is to be, is lasted, or,

put upon the wooden fornr,on wihich
has already been lightly tacked the

leather insole. The lasting machine
is a wonderful piece of mechanicism. Tt
has ten fingers which take hold of the
leather in a way that is almost human,
and hold it over the shoe form while
the operator puts in the tacks with a
small hand machine that drops tacks
quickly as one could count them.

Ready for the Sole.

The shoe is then ready for the outer
sole, which has had a groove cut around
the edge, and about half an inch of its
wearing surface turned back to receive
the sewing. The soles are sewed on by
machine, the operation taking but a
few moments. The shoe is then ready

for heel. The heels are built up with
solid leather in layers which are cement-
ed, and subjected to a pressure of twen-
ty tons in order to make them com-
pact and show no joints between lay
ers. When the heels are all thoroughly
hardened they are taken to a machine
where the nails are put in. This also
consists of one operation, the whole
set of nails around the heel being driv-
en in by one down pressure of the
press.

This about completes the general
constructive part of the shoe, but it
has yet to go through many handlings
before it goes out of the factory. All
the rough edges of the soles and heels
are pared down and smoothed off by
knife heads and buffing wheels, and the
soles cleaned up and smoothed by sand
wheels. The light colored leather is
then blackened, and burnished with hot
steel burnishes operated by power

All shoes go through an ironing pro
cess, which consists of placing them on
a form just as a woman would a gar
ment, and going over them with a
double handled hot iron. This smooth-
es out all the wrinkles and gives them
an even, finished appearance.

The Shoe Doctor,

They are then ready for the inspector
Each shoe is picked up and looked over
inside and out for flaws either in the
work, or the leather, for by this time
the leather has had a great deal cf
pulling and stretching and if it is weak
in any part, the defect can be now eas
ily seen. When any faults are found,
shoes are turned over to the shoe doc-
tor who looks them over and fixes up
the fault if it can be fixed. If it is an
“‘incurable,”” it is separated from the
rest. When a sufficient number of these
shoes are gathered together they are
jobbed off for what they will
going out into the world, unstamped
and unnamed.

One of the most interesting wachiues
in a shoe factory is the Goodycar velt
stitcher. The Goodyear welt is a strip
of heavy leather about three uariers
of an inch wide which is first sewed
on to the vamp, and then 1o the :ole
with a lock stitch. The featurs of this
stitch is that the sole can be ~at aay-
where or worn down without the ~tit~h-
ing losing its power or coming o it

biing,
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To have an intimate working know-
ledge of all the multitudinous kinds,
styles and gradings of tea is without
the bounds of the necessary knowledge
of a competent grocer. That is for the
expert whose vocation is tea. Without,
however, being fanciful in his pursuit of
knowledge a grocer might very well
make himself aware of the principal
kinds and qualities of the teas of the
world.

Of these there are something over two
hundred. This list looks less formidable
when it is remembered that there is
considerable similarity in the classifica
tion and grading of the teas from the
six principal producing countries and
that China, the most prolific of varie-
ties, has only some half dozen general
classifications.

There are estimated 1o be in the world
some 3,000 tea brands, blends, trade
names, trade marks, pa(-kugo names,
ete., connected with the tea industry
In the list of China teas given below
there are some of too low a grade for
admission fo America and others too
expensive for export, and consequently
unknown to the general trade

The World’s Supply.

Taken in the order of the volume of
their contributions to the world’s tea
supply, that is, their exports, the pro
dncing countries and their exports are
India, 207,159,000 1bs.; Ceylon, 157,
929,000 Ibs. ; China, 193,016,000 Ibs
Japan, 46,069,000 1hs. What country
produces the most tea is not known, he-
cause nothing is known of the volume of
China’s domestic tea trade. If the 400
millions of Chinese are heavv tea drink-
ers the total production must be enor
mous. As it is the foreign tea trade is
confined to the treaty ports

Canada’s importations last year with
the country of origin were @ Ceylon, 11,
357,916 Ibs. ; India, 8,889,343 1Ibs.
Japan, 3,910,062 Ibs. ; China, 775,192
Ibs. ; other countries, 11,709 1bs.

China Teas.

China teas sent abroad are mostly of
two kinds, China greens, the outlet for
which is Shanghai, and China Congous,
black, so-called “English breakfast tea.”
There are besides Souchongs, seldom

nsed in America, China Oolongs, also
black, scented teas and Mandarin. There
are also considerable exportations of
compressed tea, fannings and dust.
(‘hina greens are of two kinds, country

THE CANADIAN GROCER
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greens and Ping Sueys. Country greens
are classified as to cup qualities as fol-
lows : Moyunes, (Nankin, Pakheong and
Hyson liquored), Teenkais, Fychows,
Soeyoans, Wenchows, local packs.

Each of these kinds is prepared in the
following kinds or makes :

Gunpowder — KExtras, first, second
third.

Imperial—First, second, third.

Young Hyson (Foong Mee, Chun Mee,
Go Mee, Sow Mee)—Wirst, second, third,
cargo.

Hyson—First, second, third—Twankay

The gradings for all country greens
are : Fancy, choice, finest, fine, medium,
standard. Fychows are smoky teas not
admitted to America.

Chinese Styles or Makes.

The styles or makes of Ping Sueys
are : Pin heads, exira gunpowder, first
gunpowder, second gunpowder, third gun-
powder, first pea leaf, second pea leaf,
first Young Ilyson, second Young Hyson.

China Congous are known as South
China, red leaf Congous, North China,
black leaf Congous, and some other
various types. The classifications of
North and South China Congous are :

South China North China.
Kaisow Moning
Cheong-lok Ning-chow
Chick Sowkai Ke-Mun
(hing-wo Ichang
Saryune Kin-tak
Soumoo Oonfa
Sin-chune (onam
Suey-kut Chun Sowkai
Yung-how Yung Low Tung
Yung-tong Oopak
Paklin Liling
Paklum Kutoan
Panyong Ho-how

Shuntam

The other Congous are Campoi, Can-
ton, Hoyune, Padrae, Pekoe, Pouchong,
Qui-fa, Tayshan.

China Oolongs are sub-divided as fol
lows : Amoy (Kokews, Mohea, Ning-
vong), Ankois, Bohea, Foochow (Sar-
vune, siring teas, with these gradings,
choicest to choice, finest, fine, superior,
good, fair), Suey Kut, Ching Wo, Ty-
con, Panyong, Padrae, Pekeo-oolong.

The Souchongs of China are sub-divid-
ed info Canton (new make or Macao),
Lapsing (“‘Foochow-souchong’’), Oolong-
souchong, Padrae, Pekoe, Tonmow-quam,
Panyong.

The scented teas are sub-divided thus :

|
|
|

I I U S 0 JE SN )
(O 2 N 2 S S R R 2 a3

Capers — Gunpowder, called ‘‘black
pearl.”

Pekoes—Pekoe, Orange-pekoe, Flowery-
pekoe, Hung-muey.

Pouchongs—Pouchong, Pouchong-pekoe,
Padra-pouchong.

Canton scented (‘‘Congee’’).

Macao.

System of Marketing.

In India and Ceylon there is a different,
system of classifying and marketing
teas. In China the teas are brought to
the treaty ports cured just enough to
preserve them. They are put into great
warechouses and there graded. In India
and Ceylon the tea of every garden is
completely cured and packed bhefore leav
ing the estate. The result is that while
the same classifications and gradings are
followed quality is not uniform and an
orange pekoe of one garden might be no
better than a pekoe of another. 1In
China and Japan, where the grading,
curing and packing is done in bulk, the
bhuyer can get any number of chests of
exactly the same quality.

Tea of India.

Indasia teas include those of India
Ceylon and Java. Indian teas are classi
fied by the districts of growth, ten of
them as follows: Assam, Darjeeling,
Travancore, Dooars, Punjab, Kangra
Sylhet, Cachar, Nilgiri, Chittagong.

The gradings are broken orange-pekoe
orange-pekoe, flowery orange-pekoe, pe
koe, pekoe-souchong, souchong, fannings
dust—8.

Indian greens are classified as follows

Colored—Gunpowder, 1st and 2nd, Im
perial, 1st and 2nd, Young Hyson, s
and 2nd, Sow Mee, Hyson Ist and 2nd

Uncolored—Young Hyson, 1st and 2nd
Hyson, 1st and 2nd, fannings, dust.

In Sunny Ceylon,

Ceylon tea is classified and graded al
most the same as the Indian product
though -according to the Tea and Cofie
Trade Journal the black has one morn
kind. The classification from the bes
downward is as follows : Broken orang
pekoe, orange pekoe, flowery orange pt
koe, pekoe one and two, broken pekot
pekoe souchong, broken pekoe souchong
fannings, dust.

Ceylon greens are classified thus
Gunpowder 1st and 2nd, Imperial Is
and 2nd, Young Hyson 1st and 2nd, an
Hyson 1st and 2nd. Dust and sifting
are known as choice to fancy, fair U
good.

Island
Java teas are kn
Blacks—Pekoe, pe
oolong.
Greens—lmperial,
son.
Japan teas are S|
sun-dried, basket-fil
The gradings for
are : kExtra choice
finest, fine, good m
common, comimon.
dust and fannings.
Formosa produce:
mosa oolong. The
sui and the grading
choicest, choice, fin
ior, superior, fully
fair cargo, comimon
There are four le:
mosa :  Chap Ko
team, Chuitngka.

Grading an

The grading of U
tain gquantily ; the
ly local, applicable
ket, and the good:
sample.

Some lea i1s grov
not considered vern
is largely local.
pckoe, pekoe souc
souchong and othe
blacks.

The United State
South Carolina am
classifications, sot
cured, shelter, g
tablets.

South Am

Mate or yerba-m
grown extensively
’araguay, Brazil,
consumption in La
mous, averaging 14
ly double the large
the world, which i
On several occasiol
made to introduce
hemisphere but wi

In addition to t
there are scattered
a couple of hundre
have been used loc
like infusions. Th
' of Germany,
(ireat Britain, the
Arizona, the ‘‘re
New  Jersey, the
Indasia.

lea’

4 ABOU’

Very little is ki
tea—an essential
is supposed to giv
flavor and aromna.




%

.

NDS

L teeteoteeteateateat ot

L 2t R 2t M R 2t 2 Rar' §

oot
called

pekoe, Flowery

Pouchong-pekoe,

ee'’).

keting.

re is a different,

and marketing

are brought to
Just enough to

put into great
wded. In India
very garden is
ked hefore leav
It is that while
nd gradings are
miform and an
en might be no
f another. 1In
e the grading,
ne in bulk, the
er of chests of

i.

hose of India
teas are classi
growth, ten of
im, Darjeeling
njab, Kangra
Chittagong

1 orange-pekoe
nge-pekoe, pe
hong, fannings

ied as follows
b and 2nd, Im
1ig Hyson, 1s
n Ist and 2nd
1, Ist and 2nd
ngs, dust.
on,

and graded al
ndian product
I'ea and Coffe
has one morn
rom the bes
Broken orang
Iy orange pt
broken pekot
ekoe souchong

assified thus
Imperial 1s
and 2nd, an
t and sifting
ancy, fair

“black

Island of Java.

Java teas are known as follows :

Blacks—Pekoe, pekoe-souchong, congou,
oolong.

Greens—Imperial, Hyson, Young Hy
son.

Japan teas are spoken of as pan-fired,
sun-dried, basket-fired, porcelain-fired.

The gradings for each of these Kkinds
are : kExtra choicest, choicest, choice,
finest, fine, good medium, medium, good
common, common. Other kinds are nibs,
dust and fannings.

Formosa produces but one kind, Foi
mosa oolong. The other name is Tam
sui and the gradings are eleven : Fancy,
choicest, choice, finest, fine, fully super
ior, superior, fully
falr cargo, common.

I,;mui, gnnd cargo,

There are four leading districts in For
mosa Chap Ko Hoon, Paichie, Sin
team, Chuitngka.

Grading an Uncertainty.

The grading of tea is not a very cel
tain quantily ; the terminology 1s usual-
ly local, applicable to a particular mai
het, and the goods are always sold by
sample.

Some tea is grown in Natal, but it is
not considered very good and the trade
is largely local. They name it golden

pekoe, pekoe souchong, flowery pekoe,

souchong and other Chinese terms fol
hlacks.

The United States has a tea garden in
South Carolina and the product has six
classifications,
shelter,

souchong, oolong, sun

cured, green, and compressed
lablets.
South American Mate.

Mate or yerba-mate is a kind of tea
grown extensively in South America,
i’araguay, Brazil, and Argentina. The
consumption in Latin America is enor-
mous, averaging 14 Ibs. per capita, near-
ly double the largest tea consumption in
the world, which is 7} Ibs. in Australia
On several occasions atlempts have been
made to introduce it into the northern
hemisphere but without success.

In addition to the kinds given above
there are scattered throughout the world
a couple of hundred or so plants which
have been used locally for making tea-
like infusions. There is the ‘‘camomile
tea’” of Germany, the ‘‘cowslip tea’ of
Great Britain, the ‘‘teamsters’ tea’ ol
\rizona, the ‘‘revolutionary
New  Jersey, the ‘‘coliee-leaf tea’ of
Indasia.

tea' of

4 ABOUT TEA OIL.

Very little is known about the oil of
tea—an essential or volatile oil—which
Is supposed to give to tea its peculiar
flavor and aromna. Upon the amount of

THE CANADIAN GROCER

oil contained in the dried leaves depend
the strength and pungency of this in
fusion. It is of a lemon color, lighter in
body than water, solidifies easily with
cold, and resinifies on exposure to air
It has a strong smell like that of the
tea tree. It does not exist in the nat
ural leal, but
during the process of manufacture, and
it is possible that more than one Xind

appears to be produced

of oil is produced.
According to Mulder, there is
0.79 per cent. of oil in green tea, and

about

oil than old
stimulating and intoxicating effect which

Physiologically it exerts a

i1s so poweriul that the Chinese do not
use tea until at least a vear old But
the Chinese have very extraordinary no
tions. Occasionally, in Winter, ice 1is
seen at Canton, which they collect and
eep under the impression that there
must be something very cold in it, and
so with respect to tea. They have an
idea there is a good deal of fire in new
tea, and, | therefore, L\'l‘]l it to get rid
of the fire, as they suppose. It is a well

Tea Plant and Its Bloom.

0.6 per cent. in black. It is supposed
that the difierence is caused through the
fermentation to which black tea is sub
jected in the process of manufacture,
dissipating the essential oil to a greater
extent. The question of the efiect of the
curing process upon the essential oil —
to generate or dissipate or liberate or
modify it—is an inquiry of no little in-
terest and consequence, and deserves
more chemical investigation than it has
received. New tea contains more of the

~~
‘i

known fact that tea produces
greater stimulating and intoxicating ef
feects than black tea, which is probably
owing to the greater amount of oil con
tained in the former. The headache and
giddiness of which tea-tasters complain
and the attacks of paralysis to which,
after a few years, persons employed 1in
packing tea are found to be liable, are
due to the action of this oil. The essen
tial' oil of tea is the only narcotic agent
founid in the tea-leal and infusion

green
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Production of Qolong Teas

(From the Journal of the Society of Arts.)
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In Formosa the leaves used in the pre-
paration of ooleng teas are picked by
women and children chiefly, and as pick-
ed they are placed in closely woven bas-
kets, which are sometimes lined with
jute cloth. When delivered by the pick-
ers 1o the curing house the leaves are
spread out in the open air, in the sun-
shine if possible, on a bamboo mat or
in low bamboo trays, and are there
stirred every five or.seven minutes until
the leaves are somewhat wilted, the
edges pliable, and signs of fermentation
are visible. The length of time required
for this depends upon the sun, tempera-
ture, and similar conditions. The tea is
then placed in bamboo trays, about four
pounds in a tray, which are placed in a
rack one above the other, with enough
space between to permit free circulation
of air and to enable the workmen to
manipulate the leaves. The leaves are
stirred up in these trays at intervals of
from seven to twelye minutes as re-
quired,  the fermentatiqn being regulated
and kept as even as possible in this
manner,

Fermentation ordinarily is allowed to
proceed for about two hours, after which
a rack of tea, about 40 pounds of the
leaf as a rule, is turned into a large cir-
cular bamboo tray and is again stirred
and manipulated for two hours more, at
the end of which time the edges of the
leai are somewhat dry, reddish brown in
color, and have an odor of prepared tea.
[he leaf is then taken, in lots of four or
five pounds, and placed in metal-firing
pans over charcoal fires, hot enough to
wilt and curl the leaf, giving it the soft,
sponge-like quality of damp tea leaves,
and enabling it to be rolled, this firing
or wilting being accompanied by rapid
stirring and tossing the leaf in each pan.

The lot of tea is then turned into a
round-bottomed pan fixed in the end of
a bench, upon which a workman sits,
and the leaf is then rolled by band to
give it something of the form of ordi-
nary country-cured Chinese or .Japanese
teas. The tea is given a second pan dry-
ing, followed by another rolling, and
sometimes even by a third rolling and
drying, although generally two rollings
suflice. This rolling is followed by a
drying suflicient to get the leai in such
shape that it can be transported to the
firer for export.

This alternate process of drying and
rolling varies with the weather, and in-
deed the whole process depends uf)‘on the
conditions * surrounding the leaf. The
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American consul at Amoy says that the
process takes the green leaf, oxidises or
ferments it until the edges turn a red-
dish brown and the entire leaf is wilted,
then wilts the leaf over a fire until it
can be rolled to give it form, later dry-
ing it for temporary packing. This lat-
ter process often includes a light firing
in a basket over a charcoal fire,

The tea thus prepared for temporary
keeping is known as ‘‘green leaf.”” It is
packed in jute bags holding about sixty-
six pounds, and is transported to the
export firer. The leaf thus packed 1is
dry, but it lacks the brittle condition of
the tea as it is received abroad, and
generally is much lighter in color than
oolong as known to the trade. When re-
ceived at the firing house it is picked
over by women and girls for the re-
moval of stems, dirt, or foreign matter
generally, The final firing for export is
done in bamboo baskets, giving the name
of ‘‘basket-fired”’ to the product.

The firing which produces characteris-
tic oolong is generally done in a medium
sized room in some of the great brick
buildings in which the large tea estab-
lishments are housed, In a firing room,
a brick platform about twenty inches
high is codstructed, in which are round
holes about two feet deep and two in
diameter, ordinarily about a foot apart,
and numbering irom 50 to 300, or even
400, in one establishment. In each one
of these holes a charcoal fire is built,
and the charcoal is burned until all
flame disappears, the room becoming a
great furnace, into which coolies rush
with covered mouths and nostrils to stir
the fires and prepare the little furnaces.
When finally the charcoal in each hole
or furnace becomes a bed of live coals
without flame it is covered with char-
coal ashes to temper the heat and pre-
serve the fire. The entire room is still
hot, and is maintained .in that condition
for days at a time. Ordinarily it will
require perhaps twelve hours to burn
the charcoal to a proper condition and
have the room atr a proper temperature,
the covered charcoal giving off a steady
heat.

The firing is done in bamboo baskets
about three feet high and a little over
two feet in diameter, open at both ends,
and with a sieve placed a little below
the centre as a bottom. Such a basket
is placed over an open furnace or hole in
the brick platform, and about seven
pounds of the green leaf are placed in it.
The leaf is practically untouched for
about three hours, until the quantity of
leaf in the basket has become thorough-
ly and evenly heated, naturally running
through a slight wilting in becoming
heated. Firers then pass from basket to
basket stirring the leaf, so as to keep
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the drying process even and regular, or-
dinarily about an hour between the stir
rings being sufficient. It generally re-
quires from seven to twelve hours of
such firing to evaporate thoroughly all
moisture in the leaf, baskets generally
being set in the evening and removed in
the morning, the tea being boxed while
warm. The firing of the tea also varies
for the variety of tea desired, heavily
fired teas being desirable for some mar-
Fets because of the darker infusion they
give.

Machine curing of tea has been at-
tempted in Formosa, and the Japanese
Government is now supporting an ex-
perimental machine plant at Auping,
Formosa. It is generally agreed by tea
men, however, that the results so fal
have not been successful or satisfactory
from any standpoint, and that the plant
is run at a loss. There is no present
likelihood of the machine method suc
ceeding that of hand firing. The fact is
that while, of course, oolong tea derives
more or less of its meritorious qualities
from the nature of the leaf itself, there
is peculiar merit in the manner in which
the leaf is handled, and much depends
upon little things which a machine can
not accomplish.

CARE OF SALT FISH.

It often happens that packages of
pickled fish are roughly handled in tran
sit when shipped by rail or boat, caus
ing the hoops on barrels, hali-barrels
and kits to loosen and naturally the
pickle leaks out, says the Maritime Mel
chant. If the packages are leit in this
condition for a period of five to ten
days, the fish are liable to becomu
stained ana rusty. It is, therefore, im
portant as soon as mackerel and othe:
kinds of barrel fish are received, I«
examine the contents of packages, and i
they are dry or any of the pickle ha
leaked out, to make a brine of salt an
water, just strong enough to float ai
egg or potato, and”cover the fish witl
said brine, which will restore the fis|
to prime condition ifi attended to im
mediately.

Barrels and hali-barrels of salt an
pickled fish when stored should be exan
ined every thirty days, and if packagi
have leaked any, same should be refillc
with brine. Do not pour fresh wate
into a barrel of fish—this method cause
troubles, as it weakens the origina
brine, and when the pickle is not sulli
ciently strong to float an egg or potat
the fish turn sour. Another importan
matter regarding all kinds of fish is
keep in a cool place and out of the sun
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DRIED FRUIT IN THE MAKING :
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There is a lot about dried fruits that
the purveyor of food stufis, wholesale o1
retail, has little opportunity of learning.
Recently one of the largest and most
reliable California dried fruit houses
wrote to their Toronto representatives,
W. G. A. Lambe & Co., a very instruc-
tive letter on the subject. It was in
part as follows, after a comment on the
common lack of information in the trade
and its inconvenient results :

Now, at the outset of the discussion
of the details of this matter, if you will
in your own mind compare our position
at this end, so far as securing dried
fruit is concerned, with that of the
country merchant who takes in butter
irom the farmers, you will get a very
good idea of the situation and of the
difficulties that surround our getting
hold of the right goods.

In the districts in which we operate
all fruit is cured in the sun, and usually
by the farmers who grow it. As a nat-
ural consequence, the quality of the
dried fruit depends largely wupon the
character of the farmers, for it requires
no little care and skill to produce a
first-class article, and the percentage of
really high-class dried fruit that is pro-
duced each year is about the same as
the percentage of really good butter as
compared with the total amount that is
manufactured.

To obtain the best results, the fruit
should be fully ripe and picked by hand,
not shaken from the trees, as is too
often done by farmers, who will not go
to the expense ol properly picking their
fruit.

The fruit is usually cut and pitted by
girls, who lay the halves pit side up up
on the trays, which are about three feet
wide by eight feet long. The trays are
inmediately placed in the sulphur house,
where the fruit is sulphured’ by the burn-
ing of sulphur. The trays are then
spread out in the sun,- and the fruit is
nearly dried. The trays are then
stacked and the curing completed in the
shade. This method is pursued in the
drying of pears, peaches, apricots, plums,
nectarines, etc.

In curing prunes, the fruit is permit-
ted to drop, and is never considered
fully ripe or in proper condition for dry-
ing so long as it hangs on the tree. The
fruit is first dipped in a solution of lye
in order.to break the skin, then washed
in cold water, and spread out upon

trays in the sun. It is necessary to cut
the skin with lye or the fruit will not
dry properly.

Prunes are not sulphured, except in the
case of ruby prunes which are simply the
black French prunes bleached with sul
phur.

In our many years’ expericuce in this
line we have learned from what varieties
of fruit and from which farmers we can
get the best results. It is always our
aim to handle the crops of men who
thin their fruit properly (that is, who
pick olff all the excess Iruit on their
trees in order to permit the full develop-
ment of the fruit remaining) and who
carefully pick and properly dry thei
crops, and such men are scarce as cot
pared with the total number engaged in
the fruit business in this state.

The fruit comes Lo us just as it- is
taken from the trays, and is run over a
grader, which sorts the fruit into the
various sizes. This grader is made up of
a series of perforated zine plates, with
apertures of the proper size for stan-
dard, choice and extra choice. Anything
larger than extra choice goes over the
end of the grader, and is carefully sorted
by hand.

To grade fruit properly, the grader is
run very slowly, but it has become a
very common custom to reduce grades
considerably by increasing the speed ol
the grader, which throws a percentage
of standard fruit into the choice, choice
into the extra choice, ete. This Is one
of the tricks of the trade, and accounts
often for a variation in price on the
same grade of goods.

After the fruit is graded for size it is
graded for quality, for in many instances
fruit may be of the proper size, while 1
lacks style in appearance, in which event
it is often necessary to drop it back a
grade. This is particularly true of the
higher grades.

In grading prunes it is impossible to
get an accurate count, and they are
blended after grading to get them to the
proper size. It has become the custom
to fill orders on the seven point; that
is, a 47 is considered a 40-50 prune and
a 57 a 50-60 prune, and so on.

Muscatel raisins are simply dried
muscat (white) grapes, and are not pro-
cessed in any way. The grapes when
ripe are picked, spread on trays, and
after one side of the raisin is cured, an-
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other tray is placed upon the
raisins, turned over, and the
tray removed. They ave then leit
sun until cured.

The large periect bunches are sorted
out when the raisins ate taken (rom the
trays, and the balance of the raisins arc
dumped ulo sweat boxes, and when de
livered to the packiug-house are run
through a machine somewhat similat
a thresher, which removes
slems, and Lthe raisins pass ovel
ol screens which sorts out the various
sizes—Lhat 1s, Seedless Muscatels, Two
Crown, Three Crown and Four Crown
Loose. It has always been our custom
Lo hand-sort the kour Crown, for it is
Ol course, 1 the natute of things that
IFour Crown, being the large grapes
would take louger to cure properly, and
il the grapes were lett until the Fout
Crown were entireiy cured, the nallel
stzes would be excessively dried, aud we
find 1L necessary o sott oul and re-
any large berries not fully cured.

The grading of raisins IS susceptible
ol much mampulation, aud this he
4 source of considerable prouit t ui
scrupulous packers, who quote what are
apparently lower prices than those ol
the reliable handlers. A very shight du
terence In the size ol the screens, and
but little increased speed ol the grader
will easily make from | to L-cent difler
cuce 1n price.

Before crops were as large as they ar
at the present time, the fruit was ship
ped, with the possible exception oi
prunes, exactly as it came from e
growers, that is, in dry, oviginal condi
tion, but competition of late years has
become so keen that many abuses i have
crept in, notably the manipulation ol
grades and the excessive addition of
waler, lto bring down the price

This processing is usually done by
dipping in either hot or cold water,
which increases the weight, and e
sulphuring, in order to retain the colot
I'his allects the eating quality of the
lruit.

When processing we do but little mor
than sterilize the fruit, and if there is
anything that can be said in favor ol
this method, we can say that it will go
a long way toward preventing the fruit
from becoming wormy during the hot
weather, as it eflectually puts an end to
all eggs and moths.

Standard peaches, faced with choice,
and branded ‘‘choice’ ; 25-1b. boxes thal
will not weigh gross to exceed 25 to 27
Ibs., are also methods used to reduce
the price. In other words, the punish
ment is made to fit the crime. If the
current market price on peaches 1s b
cents, and some one wants a choice
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peach at 54 cents, it is really no trouble
10 make it.

Now, we have found in long vears' ex
perience in this line of business that the
only way we can build up a trade thai
is at all permanent for ourselves, and al
the same time for the jobber, is to try
1o supply good dried fruit. You will
agree with us that, after all, the ques-
tion of the quality of the goods is final-
Iy passed upon by the consumer. It is
Lot a question of what you or we want,
hut what does the consumer want, and
what will please him so that he will
ask for the same thing the second time ?
This thought is paramount in our minds

SUGARS LIMITED.

Progress of an Enterprising Cana-
dian Firm.

Among the younger brins ol Montreal
that have sprung into proipinence during
the past few years is Sugars Limited
A\ Grocer representative on invitation
recently pald a visit to thelr new lac
tory and premises, corner Parthenais
and St. Catherine streets, apd the visit
was an object lesson of what can  be
done by system, enterprise and push
Fhree years ago this business was start-
ed by Mr. Gardiner and Mr. C. A. Mec-
Millan, in a small, unpretentious factory
on  St. Therese street Subsequently
formed 1nto & joint stock company, 11
has thiough the untiring energy, perse
verance and management of Mr. Gard
ner and the judicious application of the
president, Mr. McMillan, developed 1o
such an extent that it may be said that
it s of 1ts Kind the largest, best egup
ped and most careiully planned facions
in Canada. Mi. Gardiner has long Leen
connected with this particular braieh of
trade, the maple svrup, sugar and raaeple
products? industry of Canpada, and  Lis
reputailon lor push and up-to-date ideas
and methods has inade him a well knowr
and welcome figure among the  jobbin:
tade of the country

In company with My, McMillan and
Mr. Gardiner, a tour of inspection was
made of the new factory and a descrin-
tion of the plant will be of interest to
the readers of The Groeer and the com
pany’s many customers. Situated as the
plant is on practically three streets, St
Catherine, Parthenais and De Montigny
the ground space covers an area of ovel
100,000 square Ieet, while the main
building, which is three storeys and
hasement, covers over 50,000  square
feet. This building has seven large re-
ceiving and two shipping doors and the
loading and unloading 1s on a level with
the delivery trucks, thus saving a lot of
hoisting and extra handling. The main
floor of the factory is a double one, the
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top and newelr floor being of hardwood,
laid on Jatest principles looking to en-
durance and cleanliness. The syrup boil-
ing and jam and jelly rooms on the
second and third tloors are models of ar-
rangement and utility, both sections be-
ing laid witln heavy concrete and the
kettles sunk lnﬂu three feet of solid con-
crete masonry. ) This is a feature in-
stalled by Mr. Qag it “permits
of the highest cleanliness and yashing
down of floors every evening witl the
slightest chance of any foreign matter
entering the kettles and receiving tanks.
The floors all slope to the centre, where
a drain carries off anything accumulat-
ing in the course of the day’s work. The
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walls of every room where manufactur-
ing is done are painted white and are
reczularly washed and cleaned.  In fact
the entire premises devoted to the pre
paration of the company’s products are
arranged on  the most  approved hy-
gienic  principles, and with the care
exercised by the managers and foremen
and forewomen of the difierent depart-
ments, cleanliness is positively assured
o the reporter Mr. Gardiner said

Our factory 1s open at all times fol
inspection and  we cordially invite all
dealers  and others interested in  oul
products to visit the premises and to
see for themselves how carefully and
hygienically our goods are prepared.”

The large warerooms and storage
flats were being rapidly filled with fruit,
fruit pulp, bottles, iars, tins, cans, kegs
and barrels. In  the pulp room ovel
$25,000 worth ot raspberry, strawberry
and other fruits had already bheen pre
pared and housed ready for putting up
in season.  Carloads ol peaches, grapes
and plums  were coming in and being
prepared for reserve storage. This fea
ture, the putting up of pure fruit jams,
welhies  and  juices, 1s one of the latest
additions to the company’s products and
promises 1o be a revelation to the trade
Sugars  Limited, have been known fai
and  wide as  manufacturers of mapl:
sugar, maple syrup and kindred products
and the Diamond Brand maple syrup and
their patented and original Twin Block
pure maple sugar are too well known to
dealers to need particular reference in
this sketch.

The boiler and engine room, which,
by the way, is at the extreme end of the
plant, is large and lately cquipped with
a new 50 horse-power Corliss engine
At the end of the boiler room is an ai
tesian well, 350 feet deep. This feature
1s worth referring to owing to its
uniqueness and the fact that absolutely
pure spring waler is only used in manu-
facture where its use is found necessary.

Large and well-lighted offices with a
large concreted vault are situated on
Parthenais street at the northern end of
the main building. In the large vyard
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space, and removed about 50 yards from
the factory proper, are the storage
sheds and stables and coal bunkers, all
of them arranged for prompt loading,
unloading and handling of supplies, while
the yard area itself is large enough for
another factory 300 ft. by 150 ft. Toilet
and wardrobes and lunch rooms have
been provided for the help and in this,
too, order, system and cleanliness are
the striking characteristics.

Though Sugars Limited, have only
established ahout three years the
development has been remarkable and
agencies have been established in all the
larger (‘anadian business centres, as
well as an opening established in Great
Britain, and with the push and brains
that are behind the concern Montreal
may well feei proud of Sugars Limited
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An Ideal Grocery Store

Sherbrooke, P.Q., situated al the
junetion of the St. Francis and Magoz
Rivers, is one of those Canadian cities
that appeals to the hard-headed busi
ness man and manufacturer and the
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