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THE CANADIAN GROCER

Sugars

are to-day preferred by the
majority of Merchants. This
is the best recommendation
as to quality.

Absolutely pure cane sugar---
The safest sugar to sell for

preserving.
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The Standard Gelatine

for nearly a Century

Instant Dessert :

Served with fresh, ripe fruit, Cox’s Instant
Jelly Powder makes a delicious dessert for {
the autumn luncheons. '

Suggest this to your customers, for they
will appreciate the absolute purity of Cox'’s
and will be delighted with the delicious

flavor. . ¥
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THE CANADIAN GROCER

No
Bitter
Flavor

To These

When you hear a housewife
complain that the mustard is
bitter you can rely upon it that
it is neither

COLMAN'’S or
KEEN’S MUSTARD

IN SQUARE TINS

They are always uniform in quality
and flavor and of superior strength.
The trade demands the best; these
brands supply it.

Magor, Son & Co.

Agents for the Dominion of Canada

403 St. Paul St., MONTREAL
Toronto Office, 30 Church St.

GETTING THE BUSINESS

From the grocers’ viewpoint depends
upon the demand there is for the
goods he has in stock. That’s why

Crown Brand Corn Syrup

Is sold by all good grocers. 1t brings business because the demand for it is national.

This is the season and now is the time
to stock Crown Brand. It will please

When Crown Brand is asked for, no
other Corn Syrup will do.

orown Brand is known throughout your customers to know that you have it
Canada as the ideal table syrup, and cus- and prove a steady source of profit to
tom comes where Crown Brand is sold. you.

The Demand is There—You Simply Have To Supply It.

+ FDWARDSBURG STARCH (O

LIMITED
MONT

~ CARDINAL - TORONTO —~BRANTFORD —~VANCOUVER
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THE CANADIAN GROCER

SYRUPS THAT PAY | J§

i Ramsay’s Choice Products of the
Maple Tree and Sugar Cane

jewife
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—_— Pure Maple Syrup Maple Syrup Compound Maple Compound Syrup

J
@

‘;
The first and choicest run of sap a product of pure maple and cane warranted to keeg |
from Canada’s famous Rock Mapl sugar, the standard from ocean to Money retfunded if o |
Prees, put up in hermetically sealed ocean. The quality is acknowledged \ bsolutel i ‘
s, guaranteed pure, and will re the superiority admitted  and th ervative or acid of any k | |
taon its hine nlullhl» and fNavor purity s vuaranteed o1 hermetieadl . B ‘

RAMSAY’S
High-Grade

Chocolates

| | RAMSAY’S
p \ | Superior Biscuits

have won a high place for them

“"ll. selves in the hearts of the best \s the holida iraws near the
- travde everywher Both the fan tatler should that his orders
i““. cles and eream sodas are striethy hocolates \ n good hands
— high grade and ar profit producers Pon't lea l 1 th last min
ase | for the grocen They satisfy all te Ramsa h vates are good
¢ ]t “ e

t to

Kitchen Brand Molasses—Choice
New Orleans

guaranteed pure Louisiana cane sugar product, and is abso

Ramsay’s Limited
lutely the best on the market.

NOTE.—On the can coutaining our Kitchen Brand the label \ l ( ,l't I'lel

18 being so closely imitated on account of our superior
! quality, that we notify the trade to be careful that they
| are not deceived, or become hable to us for deceiving ou
customers by handling the imitation
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THE CANADIAN GROCER

A
high
quality line
that has won
the favor of most
dealers and con-
sumers in Canada is the
UPTON range of Marmalades,
Jams, Catsups, etc. This season’s
pack is now ready for delivery and
the dealer can do no greater justice to
himself or his customers than to stock and

recommend

UPTON’S

For a delightfully delicious table delicacy, produced
from only finest selected fruits and pure sugar,
Upton’s products are unsurpassable. Exten-
sive consumer advertising together with
the “quality” of the goods are two

big points that make sales---UPTON

products are prominent on these
points.

Order from your whole-
saler or write direct.

The
T. UPTON COMPANY

LIMITED

Hamilton

Ontario
4
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WHEAT

Is the Sign of Prosperity
In the Canadian West

Mr. Manufacturer, if vou are 1

i alveady 1 this pro
gressive field of activity and opportunity, now is the

time to entel et us |n‘|‘ Voll

We are prepared to sell goods for direct shipment to
the wholesale trade, or to carry stocks on consigniment
Five large track warehouses right in the great dis
tributing centres, and our eflicient representation keeps
vour lines in constant touch with the trade We have
the knowledge of conditions, the experience, the faeili
ties, the connection and the financial ‘]rllilllll_’ to handle

successfully your particular line

We have the confidence of a very large number of
United States, Furopean and Eastern Canadian manu
facturers who have found it particularly profitable to
have their accounts in Western Canada handled by a
reliable firm on lrn- ground

Do not overlook this market —WRITE US TO-DAY

NICHOLSON & BAIN

Wholesale Commission Agents and Brokers

HEAD OFFICE: WINNIPEG, MAN.
Winnipeg Regina Saskatoon Edmonton Calgary
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Mason Q. HicKey

MANUFACTURERS’ AGENTS

WE ARE OPEN TO REPRESENT LINES THAT

DO NOT COMPETE

WITH THE FOLLOWING:

-

Dominion Sugar Company
Wallaceburg - - - - Ont.
Granulated, Powdered, Icing and Paris Lumps

Crescent Manufacturing Co.

Seattle - - Washington
Mapleine Extracts

Borden Milk Co., Ltd.

Montreal - Can.

Gorman, Eckert & Co.
London - - - - - Ont.
The largest packers of Olives in the British

Empire, Spices, Extracts, Ete

Nicholson & Brock

Toronto Ont.
Bird Seed and Bird Gravel

W. H. Dunn & Co.
Montreal - - - - Quebec

Pyramid Fly Catchers

E. D. Smith
Winona - - - - Ont.

Jams, Jellies, Catsup, Grape Juice, Raspberry
Vinegar, Canned Goods

Suchard’s Cocoa

Neufchatel.

Ingersoll Packing Co.
Ingersoll - - - - - Ont.
Bacon, Backs, Hams, Cream Cheese and large

Royal Oxfords

Geo. T. Mickle
Ridgetown - - - - - Ont
White Beans

MacFarlane, Lang & Co.

Glasgow - - Scotland

Famous Scoteh Biscuits and Cakes

National Licorice Co.

Brooklyn, N.Y. - - Montreal, Que.

Wm. Rogers
Denia - - - - =

Packers of the famous Caraval brand of
Valencia Raisins

Spain

P. J. Shannon & Co.

N

Foster, Holtermann & Co.

Brantford - - Ont.
Ontario Honey
J. H. Wethey & Co.
- - - Ont.

St Catharines -
Manufacturers of bulk and package Mince
Meat

Brantford Starch Co.

Brantford Ont

Green Coffees. %
Edwardsburg Starch Co.
Cardinal - - - - - Ont.
Griffin & Skelle

Gold Bar Fruits
Maples Limited
Toronto - - - - - nt.
\l;ljrll".\'llgﬂl‘ and Syrup s
Leas Limited
> > - - Ont.

Simcoe
Pickles

Winnipeg

Mason Q. HicKkey

Regina

Saskatoon

Calgary

Edmonton
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THE CANADIAN GROCER

WITH AUTOMATIC OPENING REINFORCED SQUARE BOTTOMS
WITHOUT EQUAL.
INSURES
ONCE TRIED
Sani :
You will use no .
others. Wrapping
of
ONCE USED Parcels.
You will try no
others.
:| " i
: L
P it mw;r
\ i ’ "D
TE
- |
DN B NADA
Distributors :
ONTARIO—Victoria Paper & Twine Company, Limited, Toronto; The Davidson & Hay, Ltd., Torouto; Walter Woods
& Co., Hamilton; The Young Co., ‘Ltd.,, North Bay and Sudbury.
MANITOBA, ALBERTA, SASKATCHEWAN-Walter Woods & Co., Winnipeg.
NOVA SCOTIA, PRINCE EDWARD ISLAND CAPE BRETON ISLAND—Thomas Flanagan Upper Water Street
Halifax.
n BRITIBll; COOLUMBIA—Smith, Davidson & Wright, Ltd., Vancouver
QUEBEC PROVINOE—The Continental Bag & Paper Co., Ltd., 427 St. James St., Moutreal
7
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THE CANADIAN GROCER

Coffee quality
is measured in the cup

HASE ‘Ee Sl‘_’f"‘ih')vg
“%zﬁLBP\‘”“” »

That’s why—

SEAL BRAND always moves. That’s why SEAL BRAND
stoek is always fresh. Once let a family try—it is ever after
demanded.

The few people who do not know-—are attracted by our strong
advertising campaigns.

There’s more than mere coffee profit in SEAL BRAND. It’s
a customer maker. Have you ever considered what is the
value of a regular customer to vour store? '

No business is built on single sales. The goods that repeat,
that have established a position by constant recommenda-
tion, are the customer-making goods.

When a customer buys coffee she hopes it will be as good as
SEAI: BRAND. So why not sell SEAL BRAND to her
yourself?

CHASE & SANBORN

The High Grade Coffee House
MONTREAL

e |




THE CANADIAN GROCER

on Jams
s \ means purity

j 1E.D.S. BRAND —

Highest in

e | JAMS & JELLIES , \

From the tree or bush to your customer’s
table the fruits that take the E.D.S. line,
are delivered in absolute purity. This Preserved
has been proven by the most rigid Govern- P .
ment tests, and no merchant can overlook Ill'lty
this fact if he is anxious to give his pat-
rons the best value possible for their
money.

E. D. §. Jams and Jellies have that deli-
cious fresh-picked fruit flavor that even
the expert housewife can’t get in her pre-
serves unless she picks the fruit herself
and preserves it the same day.

We are introducing the E. D. S. Pork and
Beans—the kind that is as pure and good
. / as is its name (E. D. S.) in preservedom-
i Try a sample order.

e Place your full and holiday orders early
to be sure of prompt delivery. -

' WINONA
| E.D. SMITH, %398
All our products are grown on
our own fruit farms at Winona

AGENTS: NEWTON A. HILL, Toronto; W. H. DUNN, Montreal; MASON & HICKEY,
Winnipeg; R. B, COLWELL, Halifax, N,S,; J, GIBBS, Hamilton,
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THE CANADIAN GROCER

Nothing But The Best
The One Inflexible Rule For

DOMOLCO

Livery package of Molasses bearing this registered label must contain
the BEST, nothing but the BEST, nothing but Molasses.

Offered as superior for table use to any other Molasses on the
Canadian Market.

We know this to be a strong statement, but you will find the proof in
every tin.

Every family on your list of customers should use Molasses, and the
majority of them will purchase it regularly after trying

DOMOLCO

Show them quality plus modern package, and note the repeat orders.

DOMINION MOLASSES CO.,
Halifax, - - : Nova Scotia
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p y |
There are many false ideas with referenee to this subject
There is one thing the dealer should firmly establish in his wmin Y
that he does not l‘Mlllil‘t‘ expert knowledee, and that he should not
fuss with his 0\ sters. Al “Il"\ want is to be left alone with lots of
ice on them. There is absolutely nothing else vou ean do for then
never wash or put fresh water in them, neither should vou pui
vour TRE dhong the -v‘\\ll‘!'\; "\l'l']' them oo n'nl:l]l.xl'!l»- nt prve !
age, preferably a Display Case, where iee and ! i
water will  be \l'[l.‘ll"llrll From Vol ovstel
Sell them as vou  receive them and  get
price that will afford vour doing so. When 1 l
Vou add water to v||t-;n]u-|‘ Vol ovsters, voll l g \-u:4> \) ‘
. — — |
are short-changing both the customer and CEaEs? |
{ ‘,I‘
yourselt, I it was a case where the wate IT) \?'fli(‘su‘l?'i.‘
. T 4
simply took up the space on so many oysters, l l ;' 5 | |
. ] oo 2
it would not be so bad, but as soon as vou piil | e
fresh water among vour ovsters vou e {I‘t :i
diately depreciate materially every ovster the ngs
fresh water comes in contaet  with, so that
what you give vour custoner is not as good; The business of the
: : s ‘SEALSHIPT" Oyste:
you have really not treated him as fairly as TR RS e R
though vou simply took a few ovsters out of O S S —
: : ; wer by us. We can fill
his pint or quart package. The dealers whe all orders promptly for
: “SEALSHIPT" Oysters
are makig money out of the ovster business - Stulgnin
i Iu‘(l«'ll\' are those who are getting the |»!‘in'l'.
and put the stock out the best they know hoy
We are the only exelusive oyster house in Canada. We devote
| our time and energy to the one thing we know best. 1F vou desir
| information pertaining to the proper handling of oysters, forwand
us vour enquiries.  We will veply to the customers of our conp
titors with the same courtesy that we extend to our own patrons
We are anxious to have oysters properly handled and in this way 7. ‘
inerease their econsumption. : {
CONNECTICUT OYSTER CO.
50 JARVIS STREET TORONTO
RRERE {

_ i
f ]I »~ r
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THE CANADIAN GROCER

ESTABLISHED 1890

WILLIAM H. DUNN CO.

BROKERS AND COMMISSION MERCHANTS
396 ST. PAUL ST., MONTREAL
Branch : Agencies at

27 Front St. East, Winnipeg, Calgary,
Toronto Vancouver

Our Facilities
Are the Best

Our Salesmen Cover All
Large Markets in Canada

REFERENCES:

A dozen manufacturers whom we have
represented for ten to twenty-two years,
Also

The Merchants Bank of Canada,
Dun’s{and Bradstreet’s Agencies.

We solicit only accounts of large

and progressive manufacturers

wanting live representation.

22 YEARS AT SAME ADDRESS
William H. Dunn Co.

Selling Representatives for

Borden Milk Co., Limited

At Montreal, Toronto, Vancouver

12
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CANADIAN GROCER

YOU
NEED NOT
HUNT FAR

THE

Reindeer Brand Cofiee
\’1'\[ ]liu \
i \l \ 1

For a real good coffee.
can be had right from yvour jobber.

real cood colfee, and so do vour customers

time try a cup of

)

’REINDBER

BRAND COFFEE

the dainty, delicions and refreshing dreink thai
The coffee, milk and sugm

Just add hot

IS S0 ecasy to make.
are all combined I‘t‘.'ul_\
Can be used from the tin as required,

REINDEER COF

Tor use

water,
alter H|r<‘lln'1|'. it will |\-'t'|t

FIEEE is just the thing for a hasty breaklast, a
quick luneheon, oran outdoor meal  the campe
and sportsman.

opening

BRAND

The coffee-drinking season is just
REINDEER

stoek well and display

1 VIO
COFFELE.

LIMITED
“Leaders of Quality”

Montreal

No. 2 Arcade Building

Branch Office:
VANCOUVER

e
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THE CANADIAN GROCER

Vivasnes

“Put It Where They’ll See It”

and HOLLAND RUSK will =ell itself. Women know that HOLLAND RUSK is delicious
with ,|¢>H<\ marmalade, ]m:lv|lw] e, hot milk, cheese, berries, fresh or canned fruits, roast
ovsters—they know a hundred ways to eat it.  They’ll he glad to find it on your counter.
Our advertising has made it so well known that it sells on sight.  Onece you start vour
ciistomers using it vou are sure of a steady, hvely sale, because of the many ways it can
Le eaten.  Its an all-vear-round seller that’s always turning into profit for the grocer,

HOLLAND RUSK CO.,

HOLLAND, MICHIGAN

_ 3

H.P. PENNOCK & CO-, Limited

WHOLESALE GROCERY BROKERS AND COMMISSION MERCHANTS
WINNIPEG

Windsor Salt, We Handle Molasses,
Teas and Coffees, Only Salmon,

Dried Fruits
Spices.

Herring,
The Best Etc . Etc.

WHOLESALE TRADE VISITED TWICE DAILY

We Solicit Accounts of Large and Progressive Manufacturers Wanting Live Representation

i OFFICES:
Correspondence Solicited ALLAN KILLAM & McKAY BLDG.

g
{
3




TIHE CANADIAN GROCER

“SIMCOE” BAKED BEANS

q mean money in the bank for the grocer who sells
and the customer who buys the big family cans of
this healthful, nutritious and economical food.
They weigh more than a 3s. flat can, and the quality
1s second to none.
| f

Buy while the price is low. In plain, chili, or tomato ;
sauce. All the up-to-date wholesalers stock them.

Order the next time the traveling man calls. !

DOMINION CANNERS LIMITED

HAMILTON, CANADA | |

2




THE CANADIAN GROCER

L. & B. BANNER BRAND

JAMS AND JELLIES ‘

will double your sales in a short time. They satisfy the customer because
they have the rich flavor of the ripe luscious fruit fresh from the orchards.
They satisfy the dealer because they increase sales and pay a good profit.
Packed in 2, 5 and 7-1b. gold lacquered pails and 30-lb. wooden pails.

LINDNER & BENNER, 291 Arthur Street, TORONTO

REPRESENTATIVES :

The Amos B. Gordon Co.,
Toronto

Laing Brothers, Winnipeg
Escott & Harmer, Alberta

TOwN HONEY”

Your jobber now has ready for immediate
delivery a fresh new stock of

AUNT JEMIMASS
PANCAKE FLOUR

Your customers will be asking for Aunt Jemima'’s early this year. We have made preparations
to move this famous flour off of your shelves livelier than ever before. Our advertising campaign,

much larger than ever, will make a special feature of the

P l A t J - D ll Every child wants a set of Aunty, Uncle and the
opu ar un emlma o s Pickaninnies—and every family likes the delicious

griddle cakes, muffins and gems made from Aunt Jemima’'s Pancake Flour. Order early and your sales will jump.
Send for our Aunt Jemima Window Trim. A set of the funny Aunt Jemima Dolls will be mailed to
Very effective and easy to put up. any grocer who sends request on his business letter head.

THE DAVIS MILLING COMPANY, St. Joseph, Mo.
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Lishten Freight Bills |

REDUCE SHIPPING-ROOM LABOR AND EXPENSES
by using

Write to us for railway regulations regarding
shipping in double-faced corrugated boxes

We are thoroughly posted ou the railway regulations regarding the use ol
The Thompson & Norns (10 ol Lanada, Limited
NIAGARA FALLS CANADA

Julich, Germany "

.‘ Factories: Brooklyn, N.Y. Boston, Mass. Brookville, Ind. London, Eng, \
L " R e " J

i
17




THE CANADIAN GROCER

CLIFF BRAND TABLE SALT

Is made from natural brine taken from the purest spring in the
world, and manufactured by experts by a new process under per-
fect sanitary conditions, producing a refined table salt of a supe-
rior quality and soft, even cyrstals without grinding. It is guar-
anteed free from all injurious substance.

IN THE SANITARY CONTAINER

B g
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: 4 SAVES DOES
b TROUBLE NOT
1 ALWAYS CAKE
i% DRY OR
¥ and GET
£ FLOWS HARD,
b FREELY YOU
from CAN
SHAKER RELY
ON IT

oL}

SHOWS A GOOD MARGIN OF PROFIT
ANY WAY YOU FIGURE IT

CLIFF BRAND SALT retails at TEN CENTS, while it costs you

but one dollar fifty fora case of two dozen. No matter how you

figure your profits it will show you an excellent margin. And ﬂ/yu,

then you will also gain in prestige by handling a salt of this qual- .

ity. Ask your wholesaler or writedirect to us. QC(Z
A4

TORONTO SALT WORKS

TORONTO, CANADA

18




by Food Co., Limited
\& Toronto

THE CANADIAN GROCER

GOODS

They are not only quick-sellers but they give
such satisfaction as brings your customers back
for more. That makes the kind of permanent
business every dealer is looking for. We have
positively the most popular lines in

Litster’s Jelly Powders
Litster’s Salad Dressing
Litster’s Half-minute Puddings
Litster’s Flavoring Extracts

With nothing in sight to equal the Litster
quality and value. We know the

ARE PROFITABLE

trade through and through in regard

to its needs and are doing better than
you expect with all our lines. The

more you recommend Litster goods
the more they will recommend you.

U;Z" The Litster Pure

19
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TIIE CANADIAN GROCER

This package will be in demand this i
winter. An extensive advertising eam- ;
paign will be inaugurated in October. !

Do not aequire the ‘‘something just

as good” reputation. It hurts business. |

Be prepared for the demand for Canuck ; H

Rolled Oats and give your customers :

what they want. ‘ 2
Canuck Rolled Oats are thoroughly ‘ Bl(

good, and the profit is satisfactory. o
Order now from your jobber, or 1

direct from us and avoid disappointing f

your patrons. 5

Two sizes, retailing at 10¢ and 25c¢.

Chisholm Milling Co., Ltd.

Toronto

“T(..)e NATION

ROLLED

HISHOLM MILLING

NT.
oT OF TORONTOs

Every Household Has |
Use for Arrowroot!

Day by day hundreds of people are learning the wonderful food properties of
St. Vincent Arrowroot. Large manufacturers of biscuits and chocolates find that
their products which contain this popular food are the choice of consumers.

ST. VINCENT ARROWROOT

can be made up into so many and so delightful dishes that its popularity is easily explained. Brei
Medical science is loud in its praises of St. Vincent Arrowroot as a dish for infants and invalids,
because it is so strengthening and easily digested.

You have but to acquaint your trade, Mr. Grocer, with the fact that you have St. Vincent Arrowroot Sug
and you can be sure of a steady sale. There's good money in it, too.

Write the Secretary for information and samples. I I
{

ST. VINCENT ARROWROOT GROWERS’ AND EXPORTERS’ ASS’N

KINGSTOWN, ST. VINCENT, B.W.lL
AGENTS: Wallace Anderson, 49 Wellington Street, Toronto. L. H. Millen, Hamilton, Canada

i e e

- PR d.vloﬂw‘.’kiq’( L0t
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THE CANADIAN GROCER

HUNTLEY & PALMERS, v

Biscuit and Cake Manufacturers

READING AND LONDON,
ENGLAND.

Are manufacturers of more than
Four hundred kinds of high-class Biscuits and Cakes.
Their products are guaranteed to be made of
the choicest materials only;
and if properly stored they retain their
high standard of excellence
for a considerable length of time.
The result is that all the World over
they are always increasing in favour and in demand.
They have received the highest awards
at all the principal International Exhibitions
of the last fifty years,
and they can be obtained
from all high-class Grocers and Storekeepers.

Amongst their most popular kinds are the following:
Breakfast---Unsweetened---Finest tvpe of rusk ever made.
Shortcake.---Sweet, rich, and short eating
Sugar Wafers.---Light and delicate; for ices and dessert.

HUNTLEY & PALMERS, v

READING AND LONDON,
ENGLAND.

21
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THE CANADIAN GROCER

“PURITY"” '

MORE THAN A NAME

_1

The Name of
a Salt

What's in a vame?  You may say that there

All the
Tins, Co

Boxes, |
etc., sh
} ~thisillu

TGP T

are Speci

work ac

Ty R

done o
< absolutely nothing. and Vel the 'r!‘i_-_;ih;x\ L ()VEI
mes of our ancestors had a direct bhearing ‘;'z'“\, ; :i' 1 | chines.

-
i
|}

5

i

i

¥

i
I

1 =ome trait, some quality, or was In some

OO

k
|

v odirectly associated with the history of

AT S s vz 1201

111e person who bore 1t. In the case of =alt,
whien we call our product “Purity,” you
el your custoniers at once :|,~~<u-i;1l|‘ 1t with

¢ \‘:‘;[_\', We dare not mislead "]’H]'il‘\“

<t:mils for

The Quality of
a Salt
e and time has proven this fact This is

beyond a shadow of a doubt.  There iz more
i this name than vou may think, and if T
ou are wise vou will trade on the name he :
‘Purity” and O ®

nly Genuine Bottle

Advertise
We make no Private R

{3 s ”

Plll”lty Brands. ; White Pe
L e i e e L\/’Crythlng we Pljt up Black Pe
"]'1.l'£lv\ Salt™ vou are sending out one of the 1S I)aCked Under G()Od- :
|hest ;!4'~_ Or vour store el 1= m~~.|\|th -\.ii} . " 1

Cads, for your store that i possi ‘ willie’s name ONLY. Z‘

may be =alt, but “Purity™ 1= pure salt.

Lovell’
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PACKED BY

H. GOODWILLIE & SON

WESTERN SALT CO. Welland, Ont.

LIMITED Rose & Laflamme Limited
o Agents
Mooretown Ontario MONTREAL TORONTO
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ANADIAN GROCER

TO EVERY LARGE PACKER

All the Packets,
Tins, Composite
Boxes, Cartons,
etc.,, shown in
. this illustration
are Specimens of
work actually
done on the
LOVELL Ma-

chines.

Bag and Carton
Making,
Packeting,
Wrapping,
Tin and Packet
Lining and
Labelling,
_—— Etc., Etc.
JMAYPOLE?
Send us samples
for quotations.

T ' RovA

Baking Powder
Cream Tartar
White Pepper
Black Pepper

OVER FIFTY YEARS EXPERIENCE.
Deal With An 0ld Established Reliable Firm

CLUB HEALTH SALTS
CLUB JELLY POWDERS

B . Allspice

Cloves

Gingers

FLAVORING EXTRACTS
ICING POWDER

We supply spices whole or ground.

We are manufacturers of
CORKS and CAPSULES

Nutmegs

A LASTING FOUNDATION

The man who started to build
trade on a foundation of quality is in

business to-day, while the man who
built on "any goods at all” has long

since turned the key in the doo:

You can guess why

S. H. EWING & SONS
MONTREAL TORONTO




THE CANADIAN GROCER

Apple Products from 140,000 Trees

If all the apple trees on our exclusively owned and leased properties were placed in single line they

would extend over 950 miles.

At Mimico, our model ¢ider mill, vinegar factory and evaporating factory convert the apples by the most
advanced processes under the personal direction of an expert. . : ;
Our exceptional facilities enable us to supply the trade with products of superior quality at prices
independent of any trust or other financial combine.

APPLES, by the car load Northern Tl)i«.\ Ontario Greenings, Tolman Sweets,
- ® - Baldwins, Russets, ete.

SUN GOLD CIDER: in caSks° :ll1l-1:]rr‘ll;j)H'I'}l‘j-‘lilsl.x\liﬁlul'lillllt‘lI;'lllla‘n:lllnf(.}'ll‘n»;lllllld(’.'tf‘l;:ifi;::tl
Bay Northern Spies.

SUN GOLD VINEGAR: in kegs of convenient size. !

has no rival the world over. ;
EVAPORATED APPLES, Superior to the ordinary kind by reason of the flavor
*  being preserved with the fruit.
We invite correspondence from Grocers regarding prices for the above named apple products

The National Land Fruit & Packing Company, Limited
Offices: 37 Yonge St. TORONTO Sales Dept.: 1-3 Scott St.
) Factory and Cider Mill: Mimico, Ontario

From a Hard Headed Business Standpoint

Thls 1s a hne that has a well Coles Machines embody in quality of materials and work-
ke SEF manship, a construction, guaranteeing a long term of service.
A N They are very
I . B established place ker AtE WE

ate, due to their
great simplicity
and design. For in
stance, to grind one

uJ

in most homes. Some homes, how-

1 &
S\

‘ ever, have not as yet had it introduec- e o
< s ’ power than to burn
‘\ ‘ ed to them, and it is to the dealer’s an_ordinary electric
‘ ‘ g light for three min-
advantage to enlighten the house- utes, or, in other
Y . Sy : g . : words, one-fiftieth
wife. Chinese Starch is the best, the 9 s oint i
2 Again, by com- |
- / parison you will

“quality” is unsurpassable, and the find that in every

‘ L s ] T mstance there is a
L ‘+ quantity 1s the fullest—full 16 oz. considerable differ-

ence in favor of the

' & to the package. This is the line of COLES. Combine
S these facts then,
starch you should feature. {;(‘.(‘,‘,':}',mv""’:‘,‘,’,"i“'{,‘,‘;ﬂ:
will present three
very gOU(] reasons W]

why the COLES is
O. Lefebvre, Prop. the one logical ma-

OCEAN MILLS chine for youw.

Montreal

AGENTS: Standard Brokerage Co.,
Vancouver, B.C.; Escott & Harmer,
Winnipeg, Man.; Harry Horne &
Co., Toronto, Ont.; Norman D.
McPhie, Hamilton, Ont.; The Law
rence Nfld. Co., Ltd., St. John’'s,
Nfld.; J. J. McKinnon, Charlotte-
town, I"E.IL.; Boivin & Grenier, Que-
bec, Que.; Eug. Foliot, St. Pierre,
Miquelon; Scott, Boyd & Co., Port
of Spain, Trinidad, B.W.L; Des i i

marais &  Gregoire, Chicoutimi, COLES MFG' CO" Phlladelphla’ Pa'
Que.; and all the \Vhol«‘:s.l}v Gro AGENTS—Chase & Sanborn, Montreal: The Codville Co., Winnipeg':
cers throughout the Dominion. Eby, Blain, Limited, Toronto: James Turner & Co., Hamiltom,
Ontario; Kelly, Douglas & Co.. Vancouver, B.C,; L. T. Mewburne
& Co.. Calglrv.’vu.




THE CANADIAN GROCER
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THE ABOVE PHOTOGRAPH WAS TAKEN AT'THE ROYAL AGRICULTURAL HALL, LONDON

DURING THE GROCERS' & CONFECTIONERS' EXHIBITION, SEPT

WE ARE SPECIALISTS IN THE MANUFACTURE OF

“JELLYCONSERVE"——— JAMS =———MARMALADE
TABLE JELLIES, POTTED MEATS, XMAS PUDDINGS
AND MINCEMEAT, CONFECTIONERY, SOUPS,
LEMON CHEESE, PICKLES.
ALL OF WHICH ARE OF THE

HIGHEST POSSIBLE QUALITY

WRITE FOR FULL PARTICULARS NOW TO OUR SPECIAL REPRESENTATIVES

Mr. BERNARD PINK EMERSON BAMFORD CO.
c¢/o THE "CANADIAN GROCER”
E.T. BANK BUILDING, MONTREAL VANCOUVER, B. C.

OR DIRECT TO

E.&1. PINK, E&

27




THE CANADIAN GROCER

HUDON, HEBERT&CO. Ltd.

e shates -
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MONTREAL
(Established A.D. 1839)
¢ i
i
; | Wholesale Grocers
, | and
! ; Wine Merchants
i ‘
R l I
4 f f
| AGENTS IN CANADA FOR |
e | CHARTREUX MONKS .......... Tarragona.. .. GENUINE CHARTREUSE, |
g | GREEN and YELLOW. |
85 [ |
| ; S OENUIAER . .............. Tarragona..... MASS WINES and other Tarra- |
; 2 gona Wines. :
f ! ARCHAMBEAUD FRERES ... ... Bordeaux. .. .. Jockey Club Brandies. |
i Diamant and White Ball Rums ;
{18 BOUTELLEAU & CO. ............ Barbezieux. ... Cognac Brandies. ,
i ! Il
g i
%j TR EES. ... ... Bordeaux. . . .. French Liqueurs and Cordials. |
g0 \
o5 La Cie Des GRANDES SOURCES
- Eh MINERALES FRANCAISES .. .Vichy........ VICHY-GENEREUSE.
‘
VIOLET FRERES ................ Thair, ...... Byrrh Wine and other Fancy :
Wines.
WYNAND FOCKINK ............ Amsterdam. . . Holland Gin.
WRIGHT & GREIG, LTD. ........ Glasgow. .. ... Roderick Dhu, Premier & Grand

Liqueur Scotch Whiskies.

TALBOT FRERES .. Bordeaux.. Alimentary Pastes, Olives, Olive |
Oils, Peas, Mushrooms, etc., etc.

MIRAND & COURTINE .. .Maisons-Alfort Alimentary Pastes. i




THE CANADIAN GROCER

The Foremost
Brand of Canned Goods

Has never failed to satisfy even the most fastidious.

HUDON, HEBERT & CO.Ltd.

Wholesale Grocers and Wine Merchants
( Established A.D. 1839)

The Most Liberally Managed Firm
In Canada




THE CANADIAN GROCER

Satisfaction or your money back

ATTRACT THE COUNTRY TRADE

QUINQUINOL
Canada’s A 1
Stock Food

QUINQUINOL
Canada’s A 1
Stock Food

A Genuine Proposition

ONLY ONE DEALER IN EACH TOWN will be sold QUIN-
QUINOL, and we will help vou sell it thus.

You will be given one dozen gallon tins free to distribute
amongst customers for trial.

Every tin carries a moneyv-back guarantee. If after being
used according to directions there is cause for complaint, re
fund purchaser and write for eredit slip.

For orders placed now for one gross or more we will allow
six months’ eredit, and give a free dozen, as stated above,
with each gross.

IF BEFORE 30 DAYS YOU CAN POINT OUT ANY DEFECT IN THE GOODS,
ADVISE US, AND WE WILL TAKE THEM BACK AT OUR OWN EXPENSE.

Why You Should Stock Quinquinol

It has the recommendation of the Minister of Agriculture.

Has been awarded three of the highest diplomas obtainable.

Is packed in tins, not cartons, and is free from loss by vermin or moisture.
Tins attractively lithographed in two colors are an ornament in the store.
Strangers will come for QUINQUINOL who have never called for anything
else.

$4 per doz, gal. tins Retails at $6 per doz.

DO YOU WANT TO HAVE EXCLUSIVE CONTROL OF
QUINQUINOL IN YOUR TOWN? YOU CANNOT LOSE
ON THIS PROPOSITION. SO STRIKE WHILE THE
JTRON IS HOT.

Quinquinol Stock Food Company

B ™ aas

Profit Profit
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THE CANADIAN GROCER

|| SOMETHING |, 1
| NOTHING | |

The above may sound strange, nevertheless, it’s true. We in-

tend giving every householder a large sample tin of ANTI-
DUST, just what every householder likes, something for noth-
ing. But, Mr. Grocer, just imagine what a demand this will
create for you, without much effort on your part. All you require

to do is to see you have it on hand to supply the demand, and
remember, ANTI-DUST will do all it claims to do.

Absorbs the Dust. Light in weight.

Exterminates Moths Easy t0 brush.

n . i
and Insects Does not cling to the

Kills Germs.
carpets or floors, and

And leaves a clean,
above all, shows a good

healthy, pleasant and \ PRICE sd
& ‘,'\; &,SNEus!—ngREcnng :

refreshing odor. ““'HESAPHO‘ MFG (C

L CanN_

@wmm —/

profit.

Packed in Crates, 3 doz. 15 cent size.
2 doz. 35 cent size.
In Bulk, 100 Ib. Drums.

T m——

Send for samples. Order from your jobber, or write for particulars to the agents

MACLAREN IMPERIAL CHEESE CO., Limited

Uifices: TORONTO MONTREAL CALGARY DETROIT, Mich. B

Factories: WOODSTOCK WELLESLEY BANCROFT, MICH. :., _ ‘J
31 il
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THE CANADIAN GROCER

Supply your customers with red-ripe cranberries the year
’round by handling

MAKEPEACE EVAPORATED
CRANBERRIES

FLAVOR superior to fresh fruit, be-

cause only perfect vine ripen-
ed red fruit is used by us. By our pro-
cess all the delicious flavor of fresh, red-
ripe berries is retained.

ECONOM[CAL. No waste for the

dealer or consumer.
One package has cooking value of one
quart fresh cranberries.

CONVENIENT. Unafiected by ireez-

PU re A ing. May be handled
fely in all . Soak i 13
gt oo fhfol R e i ol ot Souk in water

% .
hours and use as fresh fruit.

GOOD PROFIT. Three dozen cartons

per case, $3.50. Re-
tails at 15 cents per carton or two for 25

pgszRED BY cents.

W"“/s D.Makepeace C

M. MASS u.s.A Order from your jobber, or write nearest
\ WAREHA

broker who will tell you where they may
be secured.

=
Calgary St. John, N. B. Vancouver
PLUNKETT &|SAVAGE H. W. COLE, LTD. RAINSFORD & CO.
ALBERTA BROKERAGE F. R. STEWART & CO.

;co. Sidney, N. S.

WOOD & McCONNELL HAMILL BROS., Brokers

Halifax LTD.
JOHN TOBIN & CO.  Toronto Winnipeg
EBY, BLAIN CO., LTD.
Montreal WHITE & CO. ROGERS FRUIT CO.
ROSE & LaFLAMME W.B. STRINGER, Broker  BRIGHT, EMERY CO.

32




THE CANADIAN GROCER

The Nip That Tickles
The Palate

THE “MEADOW-SWEET” NIP

akes the

M

The Package That Catches The Eye
And Corrals The Nimble Coin

You are to-day, no doubt, handling different kinds of cheese, put up in as many

different forms and of as many different qualities, some good and som# no good.

1 But have you ever tried “Meadow-sweet” —the cheese that has a flavor all its

‘ own-—a peculiarly nippy and appetizing flavor that the cheese cranks like?

“"Meadow-sweet” is put up in a dainty package that adds attractiveness to your
store and sells the cheese, adding dollars to your weekly sales.

= ]

akes the

“This is highly nutritive and palatable cheese.
MILTON HERSEY CO., Limited
| (Sigmed) Milton L. Hersey

Analysis of Report.

We have very carefully analysed and examined the samples of Meadow-sweet
Cheese and we find them to be pure and to contain large proportions of muscle
and heat forming constituents, easy of digestion. The cheese is very nutri-
tious and valuable as a food,
(Signed) A. NORMAN TATE & CO.,
Analytic and Consulting Chemists

| LIVE AGENTS WANTED
} MEADOW-SWEET CHEESE
|

29 and 31 William Street, Montreal

uscle

an
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DIAMOND . @  BRAND

8 3-Gross Boxes—1 Case

CONFECTIONERY

Christmas time, with its tremendous candy de-
mand, will soon be peeping over the horizon. 1t
i1s the candy man’s harvest, and if vou have a
andy department in vour store, no matter how
small, make it pay by stocking Diamond Brand.

The “Mikado Mix”

is a winner—put up in pails with dainty packing whiech attracts
the f A i

NVIAVNYVD

1004

r.
Vv

b |

You can make from 70 to 80 per cent. clear pro-
fit on Diamond Confectionery and yvet give your
customers goods absolutely pure and delicious.
Prepare now for the Fall and Christmas candy
trade. Send to vour jobber or write direct to us.

Crystalized Maple Gems

have proven their popularity with the trade. This is a dainty,
thsome confection, flavored with real sap. Packed in eighteen

sugaring, well mixed—jelhies, cream mint faney rock oun

drops, ete., in thirty-two pound pail vost Bl4c. @ pound

g

R

For real profit, clip this out

..;.‘"l';‘?.}‘

Y At and mail to-da

Q‘& o A gy~ ; y-
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have proven their popularity with the trade. T1his 1s a adainty,

1§ a4 winner—put up 1in pails with dainty packing which attracts

the attent aothsome confeetion, flavored with real sap Packed in eighteen
sugaring, well mixed—jellies, eream mint faney rock oun wind pail P and
drops, ete., in thirty-two pound pail vost B4 @ pound ' "

R e

For real profit, clip this out
and mail to-day.

. { on 5
hip 2 7 1bs
Pleas® - wy CreAT prearts
. pﬁ\\ N“ap\e C‘ea“;,hp\t Gems
1 pm\‘grysmnz o\ﬁ‘ 7 1bs 5. new Wnes ‘
al e 2 '
NUTTY CREAMS " Tpatt L e, arost B0 prons: 3% g Ores \ MAPLE HEARTS| =
s c0\? ies ? -
8} v;?;{"s jerorid C"‘? 39 1bS. Je \ -
Rich, pure and deli 1 p“’\.\ into MixX, 32 108 \ S omething everybody
cious, perfectly fresh 1 p"\i\ M'\Ki\do . \ likes, most people rave
Put up in seventeen 1 PF : over them. Try a pail =
"-lr”::m |r.“ll\, -'lnvl_\'m. of these to-day. Cost -
$2.40 a pail, and sells at $2.40 for eighteen >
25¢. a pound, whiech pounds, and sell at 25¢. /
means a net  profit a pound, which meansa il
n‘u'.l' 701 Worth whils profit o over 80 %, ==
1sn 't it (‘an 't g0 wrong with —_
g / thes >
A
THE OLD-FASHION s
SHIONED CHOCOLATES, They're Good =
After all, what is nicer than the good, old-fashion \ s
chocolates, cheap, pure an wholesonu e “,\‘ “,}’.;' RRAOT el Nen PR il""l list; if not, write =
(e 10T a4 good profit 1n these Wk
MAPL
E SYRUP MAPLE SUGAR
We make all kinds of maple sp et N ‘ Shie () y 1
ol sy 4 Ll Shant s OWH ¢ nul Twin Block Maple Sugar is of proves
| e s AT ] our Maple Sugar Your wholesaler wil
pertect satistaction
) jer
Suéar S and C L. it d
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THE CANADIAN GROCER

You Should Never Be Without It

Use this for Every
Purpose with Cold
Warmor Hot Water

Softens the Water

Goes Further and
Does Better Work

Save the Wrappers

Reproduction of 8 Page Poster

The best 5c. line with an
extra good margin of profit.

HANDLED BY EVERY WHOLESALER
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The Richards Pure Soap Company, Ltd.
WOODSTOCK - -  ONTARIO
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THE CANADIAN GROCER

Put Lots of Snap Into
Your Business

“CLEAN
AP COMPANY =

MAN G ETE ANER
PREPARE 8 8y

SNAP comPANY

o
MONTREAL

The Hand-cleaner That Made
Clean Hands Possible

What a field there is for such a cleansing
preparation as SNAP. Everybody from the
two year old who upsets the shoe polish on
her hands to the father who earnsa livelihood
for his family by hard manual labor, from the
romping boy to the thrifty housewife---they
allrequire SNAP HAND CLEANER every-
day. The more you stock it, the more you
will sell. Show it on your counter, show it in
your windows, get your patrons all using it,
and you will find it an endless chain for sales
and profit. We will mail a useful souvenir
to any dealer sending us his name and
address plainly written on a postal card.

SNAP COMPANY, LIMITED

MONTREAL, -i- CANADA
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THE CANADIAN GROCER

TEES & PERSSE LIMITED

|

e

- ESTABLISHED 1884
= MANUFACTURERS!

For Western Representatives
we have pleasure in recom-
mending

TEES & PERSSE, LIMITED

who have assisted us for many
years in distributing

/SR |\ S\

:,
s Durham, o e
St. Lawrence, REGINA WAREHOUSE
Canada,

Ivory Gloss and
Akron Starch

also

Bee Hive Corn Syrup

Their warehouses at

FORT WILLIAM!
WINNIPEG
REGINA
MOOSE JAW
SASKATOON
CALGARY
EDMONTON

were erected and are main-
tained to look after manufac-
turers’ interests as they should
be. Their operations extend

“From the Great Lakes to
the Rockies,”
and all iobbers are canvassed
daily.

St. Lawrence Starch Co.,
Limited

PRICEQS ANDND QAMPIES NN ADDIICATINN

‘\._hl
me el !

==
mn! wal ...

l Wi PORT CREDIT, ONTARIC AGE|
ﬁ "‘ 1 AGENCIES SOLICITED
e Address
; TEES & PERSSE, LIMITED .
WINNIPEG PE

TEES & PERSSEOF ALBERTA
LIMITED, CALGARY

38

EDMONTON WAREHOUSE
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THE CANADIAN GROCER

-

“GRAND PRIX,” FESTIVAL OF EMPIRE EXHIBITION, LONDON, 1911

32 Prize Medals 21 Royal Appointments

PEEK,FREAN’S

PRICES AND SAMPLES ON APPLICATION.
‘NOLLVIOITddV NO WNETV QILVILSNTII

OVER 425 MILLIONS SOLD IN ONE YEAR.
EVERY CANADIAN GROCER SHOULD STOCK THEM.

AGENTS: British Columbia—The W. H. Malkin Co., Limited, Vancouver.
Winnipeg and District—Ruttan & Chipman, Fort Garry Court, Winnipeg.
Ontario—The Harry Horne Co., 309 and 311 King St. West, Toronto
Montreal and District—C. Fairall Fisher, 22 St. John Street, Montreal.
New Brunswick—W. A. Simonds, 8 and 10 Water Street, St. John.

PEEK, FREAN & CO., Ltd., Biscuit Manufacturers,

LONDON, ENGLAND

o=
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THE CANADIAN GROCER

BIG BUSINESS
AWAITS YOU!

““Last year, from April to August 1, the
ficures for immigrants were 182,799; this
year for the same time the figures are
209,640, an inerease of 15 per cent. Of this
number, 143,742 entered Canada through
the ocean ports this year, against 127,925
last year. From the United States during
the same months last year, 54,814 came 1u
and the record for this year shows an
inerease of 14 per cent., 65,907, The pro-
portion of United States settlers is less
this year than last on account of the in

ereased British immigration.”—Winnipeg

Telegram.

98 per cent. of these immigrants came
to Western Canada.

-l
To supply these people 400 Grocery
stores, besides general stores, have been
opened in Western Canada this year.

Does it not sound reasonable that
there is, therefore, a bhig field for your
goods, if they have merit?

If so, communicate with us and we
shall be pleased to place our experience
and staff of salesmen at your disposal.

r

Watson & Truesdale

Wholesale Commission Brokers
and [Manufacturers’ Agents.

WINNIPEG - CANADA

%
¥

'y
I;

DON’T TURN
YOUR BACK

on the trade and possibilities in
Newfoundland for your particular
line of goods, Mr. Manufacturer. Do
vou not realize the opportunity there
is for establishing a paying trade
here?

Get reliable representation, a wide-
awake, aggressive firm that will pro-
duce results, and put your produet
in the limelight. Years of experi-
ence in this provinee of opportunity
and our exeeptional facilities for
introducing your goods, make us
your logieal representatives.

My. Manufacturer: ‘“The Field is
Yours,”” will you let us do the plough-
ing, seeding and harvesting for the
line you would like to introduce?

Only firms of the highest standing
represented.

T. A. MACNAB
@ COMPANY

Manufacturers’ Agents, Commission
Merchants, Importers and Exporters

ST. JOHN’S, - NEWFOUNDLAND

OFFICE AND SAMPLE ROOMS: CABOT BUILDINGS
- - CABLE ADDRESS: "MACNAB,” ST. JOHN'S.

CODES USED: A. B. C. 4th and 5th EDITIONS AND
PRIVATE. WAREHOUSE: TESSIER'S WHARF.




TITE

DIAN GROCER

CANA

FOR OVER THIRTY
YEARS OUR

Feed

Cornmeal

Pure Barley
Oats and Corn

has been the standard.

We control
ROYAL GOLD FLOUR

for the Town of Trurc
and specialize on

GOLD DUST
CORNMEAL

Write for Prices

Mo liberally handled
!\mn and feed house in
the province

C. B. McMullen, Proprietor of the Victoria Mills

\\\v-

TRURO : : NOVA SCOTIA

COOK’S FRIEND BAKING POWDER

OVER FIFTY YEARS A LEADER

/[;zzz ALY/ 7

No Alum.
Never Was.

Cannot Be
Made Purer.

In fact, purer than
the law demands.
Was on the market
before the pure food
laws existed.

Better than any im-
ported powder at
double the price.

Ia meking Brecd & :wmnw/ lermenialion tikes place, and
thus neither w Jormed. thereby producing

.muru ucnru = nuru Bhia il
PREPARED ON CORRECT CH£M|CAL PRINCIPLES. fi

Never &ip & wet spoum in the POWDER  Keop it abways in & dry place

THE POWDER WITH A PEDIGREE
Ask Your Jobber To-day

W. D. McLAREN, LIMITED, MONTREAL




THE CANADIAN GROCER

Established Almost Eighty Years

SWIFTEST SHIPPERS

The faect that we have been identified with the grocery business
sinee 1834 offers sufficient proof of our ability to serve you and
serve you well. By entrusting us with some of your business, in
fact all of it, beeause we can supply you with anything (exeept
liquors and tobaceo), you may count on a square deal,

Quaker Canned Goods

If you want to leart what really first class canned goods
and vegetables are like, secure a stock of these QUAKER

f_{utnlﬁ, l)l'iuill:ll l).n'[\.

Quaker Brand Salmon

We are ]vl'<l|r|'i1‘|1¥|’> of this new and t‘\'l}‘;l f;lll.('.\’
salmon, put up in tall and flat tins. -We claim
QUAKER BRAND salmon to be superior to any
fish ever offered to grocers in Canada. Sample it and
vou will appreciate it.

Quaker Baking Powder

We ;ll't"l_lj;lktrl'.\ of this line. None better obtain-
able. l’l»]ll\(‘ll\' No Alum.

Quaker Soap

A hundred bars in each box of pure soap, no prizes, no
fakes. Just soap, as pure as pure soap can be.

Peacock Pickles

We are also proprietors of this high class line of pickies, the sales i
of which have been enormous during the present season. For high )
class trade, this is the line.

A CARD WILL BRING A TRAVELLER. P.0. Box 1570

MATHEWSON’S SONS - Montreal

Three Long Distance Telephones
42
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THE CANADIAN GROCER

MILLIONS SOLD

IN EIGHT SHORT MONTHS
PROVE THAT

WHITE SWAN
YEAST CAKES

G/VE BEST RESULTS

AND THAT HOUSEWIVES EVERY-
WHERE HAVE BEEN EAGER TO
PROCURE SOMETHING BETTER

THAN WAS OBTAINABLE BE-
FORE THIS BRAND WAS PLACED

ON THE MARKET.

ASK YOUR'*WHOLESALER FOR THEM

IN ANY PART OF CANADA OR NEW.-
FOUNDLAND

1
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THE CANADIAN GROCER

Investigate The Merits Of ‘

DUERR’S

VACUUM-BOTTLED JAMS |
“The Pure Jam With The Fresh Fruit Flavor” |

The New Process Jam which has proved an instantaneous
success wherever introduced.

Packed in the neatest and most attractively labelled bottle on

the market.

Made by the famous jam Specialists.

F. DUERR & SONS, First Britigh Vacuum Jam Factory,
Old Trafford, Manchester, England.

SIONELESS DAMSON

Stocks carried by:

Messrs. Leeson, Dickie & Gross, Vancouver.
= A. & W. Smith & Co., Halifax and Sydney, Nova Scotia.
H. W. Cole, Ltd., St. John, New Brunswick.

Sole Canadian Agents:

MACLAREN IMPERIAL CHEESE CO., LIMITED

TORONTO . CALGARY MONTREAL
a4
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CANADIAN

GROCER

IMPERIAL EXTRACT

TORONTO.

)

A Quality Trio

Quality 1s the keynote of the Shirriff Products illus-

trated above.

They are pure.

The

ingredients are

the finest procurable. They are skillfully made. They

are fully deserving of the high reputation thev enjoy.

Shirriffs

True
Vanilla

Shirriff’s is named True

Vanilla, because it is the
REAL extract of Mexican
Vanilla beans. Your cus-

tomers will be olad to use

it if vou tell them about
it. It is far superior in
tl('lir.‘(r} and houquet to
chemical imitations. And

it goes farther, too.

Scotch
Marmalade

A pure Food |>I'<'llllt'l ol

.\[2](]4'
Neville

the highest elass.
from seleeted
high-grade

It has

oranges and
granulated sugar.
the real, delicions tang so
delightful to the palate.
A quiek seller, and a big

.\l‘”ﬂ‘l'.

Jelly
Powder

Shirrift’s ll“\ l'u\\(l('l'.\
are greatly  favored by
particular housewives, be-
cause of the deliciousness
of the true frait Havors of
Lemon, Orange, Pineap
ple, Raspberey, Strawhber
ryv, Wild Cherry and
others. Certainly a good
line for the
llill““l'.

grocer to

Imperial Extract Co., Toronto

8, 10, 12 MATILDA STREET
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THE CANADIAN GROGENR

A Few Of =
Telfer’s Lines |

What can be more in demand than
these healthtful  crackers- Telfer’s
Oatmeal crackers are prime favor-
ites around the home both with the

children and grown-ups.

\ particalarly pleasing water when

used with boullion cups
demand for a light lunech

or soups. It

fills the

wafer cheese and waters

SPI

. o

I'he Telfer Vanilla Wafers are sat
isfving and _delightfully pleasing to
the most delicate palate. They are

dammty, yet quite mnexpensive

= /

Push Telfer’s Fancy
Biscuits For |
Your Own Profit

\ i excecdingly wholesome and na

tood 15 embodied in the Tel

Graham Waters The nr
thin, erisp and very palatable,

/ Write For Prices

Telfer Bros., Limited, Collingwood, Ont. ’

Branches : TORONTO, WINNIPEG, HAMILTON, FORT WILLIAM
46
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RAW COCOA BEANS
COCOA BUTTER

SPECIALISTS IN HIGH GRADE COCOAS

ARRIBA, CEYLON, CARACAS,
PARA s» BRADNA

ASSORTED
, CARLOADS
W
\/\ ; \ AGENTS:
o W. G. PATRICK & CO.
.\“\'\“\L\\:\\\Q‘\"W 77 YORK STREET,
S TORONTO, onr.




HIGH ABOVE ALL OTHERS

1 SAUCE

hias qu_: held and continues 1o hold s high
position, attained by its unvarying quality and
deliciousness. It has been the table tlvli;:l»l of
thousands for over a century, and continues to
give its delightfully appetizing zest to the plainest
fare to both old and new admirers.

BRAND'S

Brand’s A. 1. Sauce and invalid specialties were
eranted  the  highest  possible  award T
GRAND  PRIX at the Festival of l‘;llhljil't~
Foxhibition, Crystal Palace, London, 1911,

It piays a _:_"an l:ll»‘il to the dealer.

i ; y
Big consmmer advertising  campaigns help ghe

Brand & Co., Limited

Purveyors to H.M. the Late King Edward VII.
London, Eng.

NEWTON A. HILL, 25 Front St. East, TORONTO
H. HUBBARD, 27 Common St., MONTREAL
McLEOD & CLARKSON, VANCOUVER

Mayfair, : .

Every package
a “quality” holder

Every fish a
guaranteed income

I.et us insure you against inferior

quality and unsatisfied customers.

Order our “WEEBAIL” and
“SKIPPER” brands of Nova Scotia
or Newfoundland pickled Herring.
Packed in barrels, half-barrels, quar-

ter-barrels and pails.

We also handle l.abrador and
Newfoundland Canned Salmon, one
pound flats, Corned Salmon in bar-
rels, half-barrels and quarter-bar-
rels.  Tongues & Sounds, Grocery

Codhsh, Caplin.

Our pickled Herring awarded
first prize at the Nova Scotia Pro-

vincial Exhibition, 1912.

J. A. Farquhar & Co.

Halifax, N.S.
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THE CANADIAN GROCER

~ Place the “Sterling” Mark

ON YOUR STORE DISPLAYS

r

i

A

:

i Are V aluable

€

= Notonly are your window displays important,
but your counter or interior displays prove
invaluable in introducing. Use “Sterling”

y goods to improve your counter and window
exhibits, and you will find the result very
satisfactory, even to a surprising degree.

1 Place value on your displays and increase

their value by using the “Sterling’’ lines, for
they are attractive and appeal to the eye.
They moreover appeal to the taste when
once used. Every bottle of “Sterling” pickles,
chow chow, catsup, is a long-remembered

advertisement for you.

. e T. A. LYTLE CO., BB

Sterling Road, TORONTO, ONT.

40
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THE COMING
INDUSTRIAL
METROPOLIS
OF QUEBEC

et i

The Ideal ¢ | our

A CONSU!
\ ' I.\ (llnn| i\
particularly

Coderate-si

MAISONN
churches of
Catholie, the
<haded street
SHOE €0,
VICKERS-M

ETINT
! ol
il

MR. MANUFACTURER OF FOODSTUFFS, vou are sceking
the most advantageous location for vour factory. Then vou will
have regard for these facts about Maisonneuve, the most rapidly
srowing industrial city in Canada.  There are reasons,

ACCESSIBILITY. Muaisonncuve is ecasily reached from all
points, lving direetly alongside Montreal, with its stores and sup
plies, affording convenient market for the purchase of raw
material and marketing of finished produets.

SHIPPING FACILITIES. "The (.P.R., C.N.R. and the G,
with a terminal eleetrie railway linking them all together, furnish
<idings for practicallv all sites, besides which there is the St Law
rencee River with its great doeks for ocean hners and up-the-lake

hoats.

IMPORTANT CONCESSIONS. 'T'en vears’ excmption from
taxes are freely offered the hona fide manufacturer,

SPLENDID SITES along the terminal railway and elsewhere
are available at low prices.

ALL THE IMPROVEMENTS, vas, cleetrie ity, water, sewers,
power, are readily obtainable.

LOW POWER RATES, the result of competing electrie com
panies, give the manufacturer in Maisonneuve a very distinet % F
advantage. 3

FREEDOM FROM LABOR TROUBLES is offered hy Maison-
neuve, whieh has the finest labor market in the Dominion ol
Canada, male and female, skilled and unskilled, for practically all
the workmen own their own homes.

13 Bank of T
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EUVE

1 Oour ‘lum\

THE COMING
INDUSTRIAL
METROPOLIS
OF QUEBEC

A CONSUMING MARKET ol 3ix hundred thousand at vowm

very door is an advantage every manufactirer will recogniz
particularly when joined with the economy and convenienee ol
Cimoderate-sized ety

MAISONNEUVE hLas a population of thirty thousand peopl

chinrehes of all denominations, schools, both Protestant and
Catholie, theatres, shops, department  stores, parks, beautitful
<haded streets, mammoth  industries, ineluding the UNTPTED
SHOE €O, THE MONTREAL STEEL WORKS, and  th
VICKIEIERS-MAXIM ('O,

+ET IN TOUCH
il Lle 1o wale her TR |
"’I

FOR FACTORY SITES, WRITE :
M. G. ECREMENT,

Sec.-Treas. Maisonneuve

or

HARRIS & L’ESPERANCE

Commissioners for the Town of Maisonneuve

MONTREAL

h
f
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THE CANADIAN GROGCER

SAFE AS THE
BANK ofF ENGLAND

not too strone a statement when women ('\1'!‘4\'\\““'«‘

iz this soap on their very sheerest and daintiest fabries.

he absolute purity of **Waonderful Soap” accounts for this element.

Iv and quiekly cleanses all kinds of soiled elothing- in faet it
vorks like mavie  no bleaching required
o
< Mtraetivel dheled and eIl packed. it presents o cood appearanee in vour stoek
dard produaces caood roand prolits lor vou
Have you ever Featured onr Cryvstal Soap Chips?

The Guelph Soap Co.

GUELPH -t ONTARIO

VT T g 3T R UM gl

LT

b

b T

Convenient, Modern Warehousing |

AT OTTAWA

Two Warehouses

No. 1—G.T.R. Seventy thousand
square feet floor space.

No. 2 C.P.R. Thirty thousand
square feet floor space.

Modern Warehouses. Fireproof. |
Largest business in Ottawa Val- |
ley. Low Insurance Rates. |
|
|
|
|
|

Direct connection all railways.
Tracks to the door. Convenient
to steamers. Centrally located.

EXCISE BOND--FREE

il : W Write for Low Rates

Y it

DOMINION WAREHOUSING CO., LIMITED

46-52 Nicholas Street, Ottawa J. R. ROUTH, Manager |
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FINEST FRUIT PRESERVING PLANT IN CANADA

WAGSTAFFE'S
Jine Old English

MINCEMEAT, PLUM PUDDING, JAMS,
JELLIES and MARMALADE

are recognized all over Canada to be the best obtainable,

Prepared Only the best fruits and purest ingredients are used, ensur-
in ing " quality ” and wholesomeness.
Copper Packed
Kettles, The dealer who handles Wagstaife's products does in
Bo‘iled more than satisfy his customers, he pleases them. C‘.OM
in Lined
SF:!‘V:: Get your orders in now for MINCEMEAT, and PLUM Pails

PUDDING, see prices quoted in last week's issue of " The !

\ Canadian Grocer.” )
1t E 5
WAGSTAFFE LIMITED
PURE FRUIT PRESERVERS
Hamilton, Ontario

P




THE CANADIAN GROCER

Roasted by our special process, our Coftee has a delicious flavor to
and aroma, which ensures it an appetizing beverage. ' VOl
The Coffee Bean is selected from the choicest growths of the F
world’s finest coffee fields and our own famous blend.
! Brand Coff
Trade Mrk Quality n e :
A few of our lines :- i ;’f
st {l ’
SWEETHEART BAKING POWDER SWEETHEART JELLY _‘}l </
| SWEETHEART EXTRACT SWEETHEART MUSTARD F ] E)l N
IXL Spi d Coffee Mill L]
pice an ofree Mills | § |
Hill London, Ontario* Limited .
BE L 4
il o
{1 ’
i | 501 PROFIT | Condensed Milk
Growing Popular
<RIGA WATER b
A great change las \\
Strongly Recommended g blic !
By The Medical Board s T Ay g I
in the course of the |
This highly pleasant purgative past few years and
water should be in every home condensed milk is a re-
4 and it is up to you to get it there. cognized household ar- |
g & You'll make 50/ or more on Bl
: ' every sale.
ki Grocers who are up-to-date should tone up their
3
Y & WHY IT EXCELS stocks with the Maleolm lines, which are both new
\ ! 1-—Positively relieves indigestion. and good.
; 2 —-Does not cause colic or irritation.
11 3—Effective in cases of liver and bladder 8t. George Evaporated Milk, 4 doz in case..$3.60 [ !
v troubles. Princess Condensed Milk, 4 doz. incase...$4.20 | !
) B iin Banner Condensed Milk, 4 doz. in case....$5.00
4 —Unexcelled for relieving constipation. :
Live Agents will find this a Money-Maker Our lines will bring you new customers and quick i
WRITE FOR SPECIAL PROPOSITION returns. ‘ 1
La Societe des Eaux Riga Order them fro'm your wholesaler or direct fn.nn : ,;
MO the faetory. Delivered in 5-case lots to any point |
NTREAL in Ontario or East of Halifax. f ;
50, PROFIT 502, PROFIT J. Malcolm & Son, St. George, Ont. | e
{




THE CANADIAN GROCER

: 2
YOU WILL BE INTERESTED |
to know that our IN(IREASIC on the Leading lines, which
vou should be selling is 1009 over 1911.
Are You Getting Your Share ?
H. P. Sauce H. P Plck!e
,; /’\\ Packed by Midland Vineg -
P < "‘ff{‘,"/_/ HERR'M‘ IN fi}if.ﬁ.
| =
J § | < eme . KIPPERED HERRING
21 =
7 B | < heme ™~ HERRING IN TOMATO

\~.

| ' CROSSED FISH BRAND SARDINES
| " PERLE DE PROVENCE PURE OLIVE OIL
LION BRAND ITALIAN MACARONI

CLARNICO BRAND !'s (I (o

-; ‘ Lol lfl\f.

[Let us help you get YOUR share of Xmas Business.
WRITE NOW FOR PRICES

i W. G Patrick & Company, Limited

Importers

Toronto Montreal Winnipeg Vancouver

I

|
I

65
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Kops
Stout

(Non-Alcoholic)
Ideal Summer Beverages

Seientifically brewed from the finest Kentish Hops,
retaining the healthtful, bitter principle derived from
Hops only. They are, nevertheless, non-aleoholie and
non-intoxicating.

There are no more wholesome, salutary, palatable
bheverages than these.

Possess distinet tonie and stimulating properties.

If vou did not try them last Summer, we should
like to make arrangements to supply a sample lot,

THE BEST FOR YOUR TRADE.

W. L. Mackenzie & Co., 306 Ross Ave., Winnipeg; Kenneth
Royal Stores Ltd., St. John’s, Nfld.

\Q\\— AND /P
WARRANTED PUR

GUARANTEED

%, BRE
1’0( FR OMWTNE D

CANADIAN AGENTS:—Hudson’s Bay Co., Vancouver, B.C.;
H. Munro, Coristine Bldg., Montreal; W L. Mackenzie & Co., 606a Center St., Calgary;

KOPS BREWERIES, London, S.W., England

)

Laurentia Milk and Cream

DRIED FRUIT OF QUALITY
This Mark

ll;l_.lr: COW'’S Bott(lled
ic an
Sweet MILK Sealed

Non-Perishable

[ FroMTH

N
»,
or »

-
<

on every Box
Insures the Best

Place Order Now for
Fall Delivery

All First-class Jobbers Handle

WILL KEEP PERFECTLY UNTIL OPENED
Nothing added to it Nothing taken from it
Nothing but Milk

The LAURENTIA MILK CO., Ltd.

371 Queen Street West, Toronto, Ont.
Telephone—Adelaide 2760




THE CANADIAN GROCER

SIGN OF P

BRAND

Y our Decision Means
Money

[t vou tie your money up mn goods that do not mean
satisfaction to your customers, you are only sure of
making one profit. If vou stock Tartan Brand
goods vou are ;ll)snllllch certain of repeat orders as
well as giving your store a first class standing, which
in the end means greater patronage.

l'artan Brand has made a name for iself. [t will
help uphold your name.

Stock the Tartan Brand specialties: Canned Vege-
tables, Canned Fruits, Canned Salmon, Package
l'eas, Baking Powder, Soaps, Baking Soda, Syrups,
Spices, Extracts, Jelly Powders, Cream of Tartar,
Mustard, Borax, Peels, Coftfees, Currants.

EVERY PACKAGE OR TIN FULLY GUARANTEED BY

BALFOUR, SMYE & CO.

Importers, Packers, Wholesale Grocers
HAMILTON, ONTARIO

OUR MAIL ORDER SERVICE IS JUST WHAT YOU NEED
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THE CANADIAN GROCER

GRAY’S JAMS

Contains neith r glucose nor
preservatives.

Our guarantee of purity is on
every jar.

Samples and prices from:

Maritime Provinces, Quebec, Mani-
toba, Saskatchewan and Alberta, W.
H. Dunn, 396 St. Paul Street, Mont-
real; Toronto, Lind Brokerage Co.,
73 Front Street East; Ottawa, E. M.
Larner & Sons, 11 York Street; Brit-
ish Columbia and Yukon, Kirkland
& Rose, 312 Water Street, Van-
couver.

JohnGray & Co.,Ltd.

Glasgow

YOU ARE THE MAN WE WANT

—that is. if we haven’t yet had the pleasure of

h ELGIN
National Coffee Mill

in your store. No mill can mateh the ‘‘Elgin’’ for
rapid grinding and easy running, and it is unsur-
passed for attractiveness and finish. FEquipped with
special adjuster device and the new style force feed
steel-cutting grinders.

Ask any of the following Jjob-
bers for our illustrated catalogue
WINNIPEG—G. F. & J. Galt

(and branches); The Codville

Co. (and branches)
VANCOUVER—The W. H. Mal-

kin Co., Ltd.; Wm Braid &

Co.; Kelly, Douglas & Co.,

Ltd.

HAMILTON—James Turner &
Co.; Balfour, Smye & Co.; Mc-
Pherson, Glassco & Co.

TORONTO—Eby, Blain, Ltd.; R.
B. Hayhoe & Co.

LONDON—Gorman, Eckert & Co.

ST. JOHN, N.B.—G. E. Barbour
& Co.; Dearborn & Co.

REGINA, Sask.—Campbell, Wil-
son & Smith.

MONTREAL — The Canadian
Fairbanks Co. (and branches).

EDMONTON, Alta.—The A. Maec-
Donald Co.

Woedruff & Fdwards

CO.
ELGIN, UL., U.S.A,

Freight Saved
for E. T. Grocers

Buyving from us vou can save freight, as our
prices are the same as those of wholesalers in
larger cities. Make us prove this. Send us a
trial order for such lines as:

Dried Fruits
Canned Goods

Onions Vinegars
Pickles

Our range of groceries contains all standard
brands. kverything guaranteed. Now is the time
to order Goods which must be shipped befor
frost sets in. We also handle a full Jine of
Flour and Feed.

WRITE FOR SAMPLES AND PRICES.

C.0O. Genest & Fils

Sherbrooke, Que.

THE BEST SHELVING
FOR YOUR BUSINESS

Note the s]»lemlitl
stretch  of shelf
space—not a stick
or prop in the wu
—all reserved for
the best display ol
merchandise.
This is one of the
many ;_umd pninh
of our
PATENT ADJUSTABLE

BRACKETS

They are strong,
durable, beautiful
in appearance and
leave all the spave
for display of
;_’l)(MIA\A

Write, stating whether your building is brick or
frame: and full information will be gladly sent.

The Piqua Bracket Company

SOLE MANUFACTURERS

PIQUA OHIO

l
|
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Breakfast Foods Are Not All Alike

Some breakfast foods are made from wheat and
some are not.

To make “FORCE"” wheat was selected, because

wheat is the best balanced food, and the blend
i of barley malt helps the appetite and aids
digestion.

&t T i

The all-wheat food, ready to eat.
Cooked with Malt.
Rolled into flakes.
Baked and toasted.

Are you filling the requirements of vour
customers who are asking for “FORCE,” or are
you pushing some other cereal that they don’t
know and that you are, not sure they will like?
Our consumer advertising is far reaching and if
you let your townspeople know vyou have
“FORCE” by putting in a good window display
: you are sure to get their cereal trade. Stock
“FORCE ”fand satisfy your patrons.

THE H-O COMPANY

HAMILTON, CANADA
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HEN we first came in contact with this grocer, whom we
shall call Mr. Pennywise, he was not at all inclined to our
point of view. He had been doing business for about twenty
years along the old lines, and had been successful. He had
been able to struggle along so far with the ordinary day-book
and ledger and regularly every month he sent out his state-
ments to his customers. He was pretty close-fisted, and when

1t came to spending money for fancy office equipment he “had to be

shown.”

“But, Mr. Pennywise,” we said, “isn’t it true

that when you bill your customers only once a

month you are actually hmdcrmg them from

paying their bills for thlrtv days?”’

After some mental effort to dodge the issue, he

admitted this was true.

“And, Mr. Pennywise, isn’t 1t also true that

under this system many people run larger bills

than they can really afford to pay, and 1sn’t this,
perhaps, the greatest cause of bad accounts?”

W VT S A S

After making a few exceptions to defend his
position, he also admitted that this was true.
Then we followed along, pmnrmg out one by 1
one the different arguments in favor of the Barr Register System that My
everyday common sense must admit to be sound. We showed him how . old
this would save an immense amount of time in bookkeeping; how it : in
would prevent losses through mistakes in bookkeeping; how it would hai
enable him to throw his daybook and ledger out of the window, because F sen
with the making out of his counter check his bookkeeping was done fee
without a further penstroke. on
We showed him how the customer was given a bill of his current pur- “J
chase and at the same time a statement of his account to date, thus wis
abolishing the old monthly statement bugaboo. We showed him how, e,
at the same operation, all of his accounts were posted right up to the ‘ Re:
minute, and we told him of the famous 16 things that the Barr Register A hay
did immediately. b Cai
And at last his common sense came to the rescue and overpowered his 4 dol
prejudice against “new-fangled” machines, and he bought a Barr ing
Register. | & Ha
A little while ago one of our representatives happened to call around f- ing
his way. &
“How do you do, Mr. Pennywise,” our salesman greeted. “How is the
Barr Register working?” |
=

60




THE CANADIAN G

200-300 Account
Register
for Counter

300-400 Account Registerx
with Sanitary Base

Mr. Pennywise was brought up in the
old school and had developed his muscles
in no inconsiderable degree, and the
hand-shake of welcome that our repre-
A sentative received from him made him
feel as though a trip-hammer had fallen
on his hand,

“I want to tell you,” said Mr. Penny-
wise—who was no longer pound foolish
—-"that your making me buy that Barr
Register was the best thing that ever
happened to me since I was converted at
Camp Meeting. It has actually, in cold
dollars and cents, reduced my outstand-
ing accounts from $3,000 to $500.”

‘ Have vou, gentle reader, any outstand- Register - %vx‘b
Ing accounts? P
- S” o5
// Q’e\c\\\o\ :\: Q
P ’}‘1"&( \\\\;\
» \

| Then Use the Coupon i A o
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Rose” Specialties
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“RED ROSE”
BAKING
POWDER

mmmense guantities ot **Red

The
Rose’ specialties that are shipped
1o all parts of Canada is proof’ that

local

popular

they are not only of fame

but are fast becoming

throuchout the trade. Three car-

“RED ROSE”
SPICES AND
EXTRACTS

The winter and holiday season ap
proaching adds life to your trade
in spices and extraets to a degree

worthy vour best efforts to pre-

pare tor.

‘‘Red Rose’’ spices are of the

flavor and

finest are pure and of

full strength, properly packed to
preserve their strength indefinite-
ly.

the lasi

“Red Rose’ extraets are

word in the Havoring trade. They
are of a very fine quality, and are
|H)”\|'-

favored by diserimimating

Wives.

loads have already been sent to

Western Canada.

‘‘Red Rose’’

no equal on

Baking Powder has
the all

ves 100 per cent.

market tor

round baking. It ¢
both to

satistfaetion at all times,

the consumer and the retailer.

There’s  vood  profit in *‘Red

Rose.*?

JV

“RED ROSE”
JELLY
POWDER

For your own satisfaction, if you
“‘Red

us send

do not know the virtues ol
Rose’’ Jelly Powder, let
vou a sample package. Have it

tried out and proved.

You will find it the equal of the

best and far superior to many
jelly preparations now being- sold
The
attractively
sell the

does the rest.

Rose™’
I&Ihl'l!‘ll

the quality

“Red packages are

help t«

and

ther

coods

Write to-day.

RED ROSE SPECIALTIES

A. W. HUGMAN, LIMITED

MONTREAL
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Cheese Cutters of Every Description

Cut your cheese, quickly, neatly and ACCURATELY. Make the full profit
of your cheese—don’t cut by guess, there is sure to be a little too much
which will either be thrown in or put back to dry up and waste

PERFECTION CHEESE CUTTERS

MADE IN CANADA

solve the problem of cheese-cutting; they make every piece cut show its

own profit, and insure you against careless and wasteful clerks A Per

fection’’ Cheese Cutter gives ‘‘class’’ to the store, and in the saving
makes it soon pays for itself

Handsome glass and wood cabin
ets, highly polished, very prac
tically keep the cheese in the
most sanitary manner

Send for particulars, the price
will surprise you. We manufac
ture cheese cutters for all coun

THE AMERICAN g
COMPUTING CO.
OF CANADA

HAMILTON
CANADA
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Modern Merchandizing
Demands
Efficient Service

WALKER

PATENTED

~BINS =,

The mechanic near his work can do it efficiently—Same applies to a salesman behind the counter.

The “WALKER BIN” SYSTEM

will save 257 of your floor space and also of your expense for skilled salesmen

Is This Worth Your Consideration ?

When the aisle from the door to the counter looks like a cow path in a swamp, there should be
some boxes and barrels of fruit, vegetables and cakes shifted and the stock placed in bins as
shown—leaving a clean, inviting store for the fastidious housewife.

Which Would You Prefer ?

Write NOW for Illustrated Catalogue and let us give you an estimate.

NOTICE —These bins are protected by patent and must not be installed
by any one else under penalty of fine and removal of the bins. The
company gives notice that it will not permit any infringement of their

patents and will enforce their rights under the law.

The Walker Bin & Store Fixture Co. Ltd.

Designers and Manufacturers of Modern 8tore Fixtures

BERLIN, ONTARIO
REPRESENTATIVES. — Vaacouver : Western Plate Glass Co.. 318 Water $t.
Maniteba: Watson & Truesdale, Winnipeg, Man, Montreal: W_S. Silceck, 33 St. Nicholas Street
8ask. and Aita.: J. N. Smith, Box 685 Reglna, Sask. Maritime Previnces : R. R. Rankine, 4 Wright St., St. John, N.B.
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THE CANADIAN GROCER

There isn’t a grocer in the land who can afford
to be without one of these two trouble savers

. ¢ ! 5
Many dealers, who know that their trade demands that they sell molasses by the 4
quart or gallon, would like to dispense with it altogether because it is troublesome.

P ——

Here are the devices that take away the difficulties
of molasses both profitable and convenient.

ENTERPRISE

IMPROVED PATENT SUCTION AND THE ENTERPRISE SELF PRIMING AND MEASURING
FORCE MEASURING FAUCET

IMPROVED PATENT ——
SUCTION and FORCE
MEASURING FAUCET

\ll'.l\\.\ llll'lélr.\t‘.~ im[]l
stmmer and winter
directly into the jug
or bottle and without
the use of a funnel.
It is cleaner and dis-
penses with the use
of measures; does
away with the fly
and dirt nuisance.

that make the drawine and sale

It will draw a gallon
of molasses in winter
in one minute. [t is
the only measuring
faucet that has
shown that 1t ecan
stand the wear and
tear of service.

You simply open the

: nozzle gate, turn the
crank until the register hand indicates the quantity you desire to

draw. Eight revolutions draw a quart—absolutely without fail. We
warrant this faucet to measure according to United States Standard.

i THE ENTERPRISE SELF-PRIMING AND MEASURING PUMP draws molasses at the rate of four revolutions
i to the pint. It is equipped with our new total register device. Just put the pump into the barrel and it
; is ready to use. The new total register device shows you precisely how much you have left in the
; barrel, so that you can order before your supply is exhausted.

: Bear this in mind.

Our pump will not agree with any inaccurate measure. It measures. It measures
! a gallon, which weighs just the amount that a gallon should weigh, and every time you test it you find
it right. Use one of the Enterprise devices and do a satisfactory molasses trade.

articles—Meat and Food Choppers, Cherry Stoners, Fruit Presses, Sad Irons
absolutely satisfactory service.
the Enterprise catalogue.

THE ENTERPRISE MANUFACTURING CO. OF PA., ... o

Hardware Specialties
PHILADELPHIA, PA.
21 Murray St., New York. 530 Golden Gate Ave., San Francisco, Cal.

Like all Enterprise
these are made to give you
I'here isn’t a part that is not made to the highest standard. Send for

176 North Dearborn, St., Chicago

65
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“Rideau Hall” Coffee

If vou won’t take it from us, take the
word of the old coffee drinker that
“Rideau’ blend is the triumph of the
coffee world. 1It’s a perfeet blend of
perfectly roasted coffee.

It is the result of long and practical
experience in coffee blending. Comes
111 one pound and 25¢ tins.

-y -~ o aan -
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Spanish Olives

e

“Club House” Brand

prices.

LONDON

MASON

Brine made from the pure, healthful
water from our own Artesian well and
the finest Seville Olives are features
which make ‘“Club House’’ Olives dis-
tinetive. They are crisp and fine flavor-
ed.  Satisfaction guaranteed. Put up
in different sizes of bottles. Get our

Make up a Trial Order of these Lines

& HICKEY

Western Selling Agents

s

\)\“\Q HCUP

Taitin o

gy 5t

“Forest City”” Baking Powder is too well
known by you to require introduction.
This is just to remind you that you cannot
afford to let your stock run low.
you sell means a satisfied customer.

GORMAN, ECKERT & CO.,

LIMITED

Every can

ONTARIO

WINNIPEG

“Forest City” Baking Powder

The Standard of 25 Years.
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Feature Quality in Canned Goods

“OLD MILL” TOMATOES AND FRUITS

TO THE TRADE:—

In appealing to the grocery trade for orders for
Canned goods, we do so with |n-l‘l't't'l confidence, as we
I\'llu\\' we }I;l\'<‘ l|ll' '_'nml.\ 11 \\|Iil‘ll we ¢éan [»l;lt‘(‘ l‘llfi
reliance—pure spring water, sanitary tins, and ripe
Fruit "l'i'.\lll)' 'H‘Hi‘t'.\.\l‘(l. muech of which is grown on the

farm on which onr factory is situated, tends to give the : \. »
“OLD MILL"” BRAND
’, a leading place with the Canadian Grocers. ¥

We can offer to the trade >|»1'1'i.‘ll inducements on
Yellow Peaches, Bartlett Pears, Red Pitted Cherries,
“l‘(l I\’il.\'])ln'l'l'ir.\‘. Strawberries and (iolden Wax
Beans, in 2 1h. sanitary tins, assorted cars for imme
diate delivery.

Have some very enticing prices on a few cars of
Choice Yellow Peaches, 2’s, in Heavy Syrup.

Get information from our travellers—write or
‘phone us, for special prices.

The W. H. Merriman Co., St. Catharines, Ont.
WHOLESALE GROCERS AND CANNERS
Factory at St. David's

- g e e A e e e —— N S Sty Mot iy 8 =
67




THE CANADIAN GROCER

A Series of Advertisements fqr

CASH STORES

u;f‘!;“‘ GOOD, many people think I have written the best advertising for cash
Uystores that has been produced. I think so myself, but I don’t ask any
AJz83merchant to accept my opinion in the matter. Any dealer who wishes
to form his own opinion can see a sample. I have just prepared

Now Ready—A New Series of Ten Ads
for Cash Stores for $10.00

This series of ads is fully protected by copyright. No one may use them
without arrangement with the Fisk Publishing Company. Also no one may
copy them after being used by a dealer. I will send one sample ad on request.
The first dealer in any town who sends an order, with check for ten dollars,
will receive the set of ten ads for exclusive use in his town. The basic principles
of cash selling are the same for all lines of trade, therefore these advertisements
will answer for any line of trade, if the store is a cash store. The ads are
designed for display in a double-column, six-inch space, and are ready to send
to the printer, who simply “follows copy.” They can be displayed in Iarger or
smaller space if desired, and can be used either with or without prices. Person-
ally, I think they are the best advertisements yet written to convince consumers
that a cash store is the only place to trade. Write for sample, using request form
below.

REQUEST FOR SAMPLE OF FISK CASH AD SERVICE

FISK PUBLISHING COMPANY, Schiller Building, Chicago.

Gentlemen:—Please send us a sample of Fisk $10 Cash Ad Service. We agree not
to use this sample without arrangement with vou, and that we will inform you
within three days whether we want the service.

Yours truly,

ADDRESS (WRITE PLAINLY)

Ki

PRICE ¢
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KING BRAND)  J A

The most Delicious Compound

PRICE suits everyone. QUALITY does likewise. PROFIT is handsome.

? A TRIAL WILL SATISFY YOU

Hundreds of dealers give King Brand Jams the preference because
they have tried them, and know that they are another word for
quality. Why shouldn’t you do the same? You and your cus-
tomers want the best goods at the most reasonable price, there-

fore you want King goods.

Quality Counts

Ask us about Catsup (King) and Lye. Write for price lisSt.

In glass, wooden and tin pails,
and cartons.

LABRECQUE & PELLERIN MONTREAL

AGENTS:
Western Provincee : John J. Gilmor & Co., Winnipeg. Maritime Provinces: J. Hunter White, St. John, N.B.
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CABLE ADCRESS
BRITCANNER, HAaMiLTON
CODE WESTERN UNION

THE CANADIAN GROCER

TELEPHONE

Ber. 3740

FACTORIES BRANDS
C:p@ﬂﬁd)lﬁﬁﬂ C:AJVPJE]?S; L
BOWMANVILLE BR\T\S IMITE BRITISH CANABGIAN
coBOURG GROWERS AND PACKERS OF ' Bl ke
PIONEER
HIGHGATE HIGH CLASS
MERLIN FRUITS AND VEGETABLES Rah b e
,,,,, =y MAISONNEUVE
PORT ROBINSON
GENERAL OFFICES FARLIEMSAE
LISTER CHAMBERS. JAMES ST. NORTH.
HAMILTON, ONT. October 7,1912.
SR

GOLD MEDAL AWARD AT QUEBEC EXHIBITION.

T0 THE TRADE,
Gentlemen: - P

We feel sure that you will be very much interested
in learning that we have achieved a further sueccess, in this
our first season of operations, by being awarded the GOLD MEDAL

at the "CUEBEC PROVINCIAL EXHIBITION" held during the week of
August 26th-31st, 1912, for the QUALITY of our CANNED FRUITS B
AND VEGETABLES.

We have received letters from nearly all of our
customers expressing their satisfaction in regard to the quality
of the goods we have shipped them, and these letters, together
with the GOLD MEDAL awarded at Quebeec for QUALITY certainly

demonstrate the fact that we have done everything possible to
live up to our guarantee of furnishing our customers with Canned
Fruits and Vegetables equal or superior to those of any other
Canadian packer. We have not yet received a single complaint

in regard to the quality of our Canned Fruits and Vegetables, and
considering the difficulties that beset every manufacturer in

the first year of operations, we think we are safe in predicting
that our products of 1913 will be the finest in quality that have
ever been offered to the Canadian Publie.

You are no doubt aware, that the 1912 Canning Season,
vhiech is now rapidly drawing to a close, has been about the most
unfavorable in the past ten years. The crops of practically all
eanning fruits and vegetables have been a failure and most Canners
have only been able to make a small pro rata delivery on orders
booked by them. The Crops of Corn and Tomatoes are suffering
from the unfavorable weather conditions more seriously than any
of the earlier crops of fruits and vegetables, and consequently,
the Canadian pack of Corn and Tomatoes is likely to be muech
smaller than in any of the past ten years.
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Y0 THE TRADE—Oontinued.

'40

We mention this faet because the information may be of
muooch benefit to some Members of the Trade, but we would point out
siAN that if we are favored with warm weather during the remainder of
the month of October all Canners will be enabled to pack a large ; |
quantity of both Corn and Tomatoes and therefore, the ultimate |
: pro rata delivery that will be made by Canners on orders for Corn
g and Tomatoces, depends entirely on weather conditions of the
next two weeks,

s 0 A

2. @ We would also point out that Canners have not only
been hampered by small ecrops this season, but the quality of the
fruits and vegetables delivered to the factories has been greatly
inferior to the produce of the average season, and therefore, as
ve have been so successful in satisfying our customers with the
quality of our goods this year, we are confident that next season
ve will more than gratify the desire of all Members of the Trade
for quality Canned Fruits and Vegetables.

We intend to greatly increase our output next season
and therefore are anxious to show our qualifications for the
business to more Members of the Trade, and we repeat our former
offers to send you samples of any of the varieties of goods we
have packed this year. We want your business because we know we
can give you satisfaction with the finest quality of goods and still
make a reasonable profit for our Shareholders.

We will be in a position to take care of your entire
requirements of Canned Fruits and Vegetables, Jams, Catsups and
other Specialties during the season of 1913, and the superior
quality of our products will more than compensate you for placing
your contract with us.

Yours very truly,

BRITISH CANADIAN CANNERS LIMITED,

JW/Vt. General Manager.
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The One Genuine

IMPORTED

French Castile Soap

The Standard of Purity the World Over
MADE FROM PURE OLIVE OIL

BARS packed in 1 lb. up to 6 lb. Size
Also i
TABLETS Square and Oval

100’s, 150’s and 200 Tablets to the Box

Yearly Shipments to Canada over 50,000 Boxes

( Beware of the Cheap Imitations, and just as good kind) :

Escott and Harmer

WINNIPEG
Sole Agents for the West




THE CANADIAN GROCER

N

The Western Market

l'l"S A MARKET worthy of
the attention of every manu-
facturer and producer. Write re-
garding your consignments as
early as possible. We are

WHOLESALE GROCERY
BROKERS, COMMISSION
MERCHANTS,AND MAN-
UFACTURERS’ AGENTS

covering the three Prairie pro-
vinces — MANITOBA, SAS-
KATCHEWAN and Al-
BERTA, with offices at WINNI-
PEG, REGINA, CALGARY
and EDMONTON.

We hold the key to the best whole-

salers in these three provinces.

Escott and Harmer

| 181 BANNATYNE AVENUE{E., WINNIPEG
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Does Your Western Traveller’s

B

8 Report Meet Your Approval ?
i

, A traveller who does not cover the ground often cannot

39 bring in the business he should. We are the oldest

IS commission firm in Alberta and know and cover the

¢ ground thoroughly and often. ILet us handle your par-

ticular line for this section and you will be assured of good
results.

Alberta is one of the best sections in the West and trade

L3

'.

e is growing rapidly. We handle a number of firms’ lines.
¥ 58

! Let us handle yours.

McKELVIE & STIRRETT
1k CALGARY

Branch Offices: Lethbridge and Edmonton

N

#
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SUNNY MONDAY

Tell your customers that SUNNY MONDAY (the White
Laundry Soap) contains a wonderful dirt-starter that saves rub-
bing, time and clothes.

SUNNY MONDAY works equally well in hard, soft, hot or
cold water.

You'll find SUNNY MONDAY will completely satisfy more
women than any other laundry soap you can sell; this fact, to-
gether with our heavy advertising means you can SELL MORE
of 1t than any other. -

SOLD TO RETAIL AT 5c.
“Sunny Monday Bubbles Will Wash Away Your Troubles”

THE N.K. FAIRBANK COMPANY, MONTREAL
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PURVEYORS OF SN TO
% - ~)
JAMS, JELLIES AND g, HIS MAJESTY
CANNED ENGLISH FRUITS Y KING GEORGE V.

Chivers & Sons’ Fruit Preserves

have a flavour ,that is unequalled, being composed of the choicest fresh fruit skilfully prepared. This
delicious flavour may be attributed to their method of preserving and packing, almost immediately after
the fruit is gathered. This is an advantage obtained by Chivers' factory standing in the midst of thou-
sands. of acres of orchards in the finest fruit-growing district of Cambridgeshire.

PURITY—CLEANLINESS—FRESHNESS —are the hall-marks of this world-famed make of food
products.'

A'feature that you will find as a selling point is the careful packing in tins or bottles. By a special
process all the tins are prepared so as to prevent the possibility of any detrimental effect on the fruit.

You safeguard your reputation, Mr. Grocer by stocking foodstufis of perfect purity and quality—
triedjand tested. You will find it the means of bringing many repeat orders—at good profit.

ORDER TO-DAY

CHIVERS &. SONS LIMITED

FRUIT GROWERS, HISTON CAMBRIDGE, ENGLAND

For samples and quotations apply to the agents :—

THE W. H. MALKIN CO., LTD. FRANK L. BENEDICT & CO.
57 Water Street 144 Craig St. West
VANCOUVER, B.C. MONTREAL
(British Columbia and Alberta) (Canada and Newfoundland)
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THE CANADIAN GROCER

A
House
old enough to
have a reputation,
young enough to
be abreast
of the
times

Packer’s
Celebrated

Chocolates

NEW IDEAS NEW BOXES NEW CENTRES
NEW SERIES OF HIGH GRADE GOODS

Mr. ]J. P. Wright has arrived in Canada from Australia
and will advise our friends prior to calling.

H. J. Packer & Co., Ltd., wemicures

N,

Bristol,

England

THIS FIXTURE PAYS FOR ITSELF

in the saving of overweights which
oceur without it.

It shows exactly how much will be
received for a cheese. You should know
this. Never trust to guess work.

The “SAFE” is the cutter which
continues to cut accurately.

It is an investment. Not an expense.

Pays for itself in a few months.

No overweights. No crumbs. No
drying out.

Order one to-day and stop your loss
on cheese.

If your Wholesale Grocer has none
in stock, write us.

COMPUTING CHEESE CUTTER CO.

621-625 MAIN STREET, ANDERSON, IND. U.S.A.
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Canadian

Support Home Industry

]

Macaroni

Swallow Brand
(Hirondelle)

is a brand of worth, because the best
elements unite in its production, the re-
sult being the height of perfection from
every standpoint.

There’s Worth in
Quality

The “Swallow” Brand proves the worth
of its quality. Manufactured with the
best quality of Canadian Flour, with the
most modern machinery, in the best
equipped mills, and under the manage-
ment of experts, it fears no competition
as to quality and freshness from the im-
ported article.

SOLD ANYWHERE
LIKED EVERYWHERE

C. H. CATELLI CO.,
LIMITED
MONTREAL

Globe Brand

A scientifically manufactured food that
has developed a demand for itself
among the housewives in every locality.

We guarantee the quality to contain no

“ maize or rice flour, and our methods of

manufacture will bear any examination
of cleanliness that can be put up.

GOODJ)PROFITS
SURE REPEATS

D. SPINELLI, REGD.
MONTREAL

AGENTS—Quebec : Boivin, Grenier & Cie.

Ottawa: A. M.

Sutherland. St. John: J. Hunter White. Toronto: C. C,
Mann. Western Provinces : Tees & Persse Ltd., Winnipeg.
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THE CANADIAN GROCER

You Will Want

Some of the following surely
for Fall and Xmas trade.

Get your order in now when
prices are right and in your
favor:

Almeria Grapes In barrels. We are
direct receivers

for distribution.

Primary Market
has been advanc-
ing. Get in on our
prices:

Sicily Filberts

Italian :

The highest poss-

Canned Peas Tt :
ibie quality. Can-
ned Peas have

Beans been scarce. We
Peeled Tomatoes have have sup-

plies though.
Red Omons Prices on applica-

tion for car load

lots.

Garlic and Spanish

Onions [Can’t you handle
some?

Apples
FAMEUSE and WINTERS

Car lots, or less, at
lowest possible
prices.

SPANISH OLIVES Real Sellers irom
BLACK OLIVES Nnow on.

TOMATO EXTRACTS Ask us
IMPORTED PICKLES about
CHEESE—AII varieties These

WRITE

H. E. VIPOND

197 St. Paul St., - Montreal

The Golden Rod

Range of Brooms

Natural color of broom corn, made
honestly, no green dye covering up
common cheap corn.

The l.ady Grey Broom, weighs 30 1bs.,
length 164 inches. Best quality hand-
sorted bleached and toughened corn,
red-polished handles, six strings. Best
Broom Made. $6.00 per doz.

The Parker Broom—weighs 28 lbs.,
length 16 inches. Best quality bleach-
ed corn, yellow polished handles, five
strings. Best medium length broom
made. $5.40 per doz.

The Daisy Broom — weighs 24 lbs.,
length, 14 inches. Best quality
short bleached corn, yellow polished
handles. The best light carpet broom
made. $4.50 per doz.

No. 2 Broom—weighs 27 lbs., length
16 inches, 5 strings, plain polished No.
1 maple handles. Good, sound, dur-
able corn. $4.00 per doz.

No. 3 Broom—weighs 24 lbs., length
14" inches, polished maple handles,
good strong plump broom. $3.50 per
doz.

No. 4 Broom—weighs 20 lbs., length
14"~ inches, plain maple handles,
made from hand-picked factory pick-
ings. A good serviceable broom.
$2.75 per doz.

Delivered Anywhere in Canada in Lots of
6 Dozen and Over

ASK YOUR WHOLESALER

The Parker Broom Co.

692 Wellington Street, OTTAWA, ONTARIO
g
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GROCERS anda TEA DEALERS

Are you getting your legitimate share of the increase in
the Tea business claimed by the Packet Tea Packers? Or 1s
it going to the butcher, the baker, the confectioner, fruit
dealer, etc., etc.

Sell Blended Teas and control your own trade.

Your Tea business should be your most valuable asset and
Good Will in your business.

Wake up and handle teas that you can control.

Push your Bulk Tea Trade. Be perfectly certain that vou
get the right goods.

Are you content being just one ol the many instead ol

The Man?

Selling Standard Blends means extra Profit and more
satisfaction to your customer.

Our usual Guarantee goes with every package. If not per-
fectly satisfactory return at our expense.
We especially recommend our 40 cent

/4\
Nt
STAR

English Breakfast Tea

3y cost you

27 cents

Freight paid on 100 Ibs. and over.

(.}il\;e us a trial order to prove what we say. You take no
risk.

EBY-BLAIN, LIMITED

TEA BLENDERS TO THE TRADE
Toronto - £ " - - Canada
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This labratory,
one of the larg-
est and best
J.LM, WJ equipped In
sz EEE 1; . Canada is own-
I»HOMEofTheMATHl[USYR '/ N % edbyusandused
» B : y
exclusively for
the preparation
of our celebrated
specialties.
ey

of Tar and Cod Liver Oil

|
You can unhesitatingly recommend this preparation which commands by far the ‘
largest sale, in Canada, of any cough remedy. It is particularly effective in |
preventing, alleviating and curing all chest and throat troubles. It not only cures \
the cold—but so tonifies the system as to make its return almost impossible

Mathieu’s Nervine Powders

This is a magic cure for all headaches, nerve pains, neuralgia,
etc. Contain no opium, morphine, chloral or any other
dangerous narcotic or poison. Hence their safety for family
use. They relieve insomnia, soothe the nerves and give
restful sleep. When taken in conjunction with Mathieu’s
Syrup they are the quickest cure for any feverish cold.

Sold by all wholesale dealers.
Don’t let your stock run low.

J. L. Mathieu & Co. Proprictors) Sherbrooke, Que.

FOLEY BROS, LARSON & CO., Inc., Wholesale Grocers and Confectioners, Winnipeg, Edmonton, and

Vancouver, Distributors for Western Canada.

L. CHAPUT, FILS & CIE., Wholesale Depot, Montreal.
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THE IMPORTANCE &
OF FRESH TEA

The flavor of tea is contained in an essential oil. With age the oil decays. This affects the
flavor and is quickly detected by the consumer. Tea keeps better when not exposed to the
air, but it deteriorates, more or less, under any circumstances. Fresh tea is as necessary to
a successful tea trade as fresh butter to a successful butter trade. No retailer should keep a
pound of tea in his stock for more than four months, and he should be sure that wholesalers
are not supplying him with old goods which they have had on hand for years.

In Ceylon, tea is picked every week in the year, and you always get it fresh and fragrant
n 'SALADA.”

If any retailer—anywhere—at any time —has any "SALADA" in stock that is over six months
old, let him ship it back to us—ireight collect—and we will refund the full purchase price.
We back up our belief in the paramount importance of fresh tea by this sweeping guarantee

“SALADA”

TORONTO - - - MONTREAL
New York, 198 West Broadway. London, Eng., 41 Egstcheap.

PAISLEY

Scorvann

Cairns’ Scotch Jams

S Pm‘ 3 have the fresh natural taste which can only be obtained from most
TRA&BERRY JAM carefully selected and prepared fruits
|4 OLE FRUIT Cairns’ Scoteh Jams and Preserves have made a reputation. not only
'FcIAl .m“ among “H\;l“_\. but among the best trade of the l‘jln[xih‘ in general
PN‘W- 'l‘hey are t'\x-l\\\hvrv il]’[’l'(‘(’i«‘”?\l.

#Scotland. < #

ITandle the best in Jams. Quality goods bring and hold trade and put
money into your pocket because quality goods move out rapidly. In
Jams, let it be Cairns’.

@ We /mA:‘v supplied f}-lg’ tables

now calering to King George V., by
special command. PAISLEY SCOTLAND

Canadian Agents : SNOWDON & EBBITT, Montreal.
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THE CANADIAN GROCER

¥ .

PURE
MILK

LAYLMER

(CANADA FIRST)

CONDENSED MILK

is not just ordinary cow’s Milk. It
is pure, full cream Milk, over three
times richer in butter fat than
ordinary Milk.

[t 1s sweetened with granulated
sugar or unsweetened.

A can of Aylmer Condensed Milk
should be in every housekeeper’s
pantry, and then there is no anxiety
over Cream for the tea or coffee
when visitors arrive unexpectedly.

Ask for AYLMER. Quality of
every tin guaranteed. . a

THE

AYLMER CONDENSED
MILK COMPANY, LTD.

" " Factory : -
AYLMER, ONT.

Business Offices :—
HAMILTON, ONT.
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Why bother selling unknown
brands of canned fruits, vegetables,
etc.,, when your customers always
ask for Aylmer? “Aylmer” has
been the standard of quality for
over a quarter of a century. All
high class grocers specialize with
Aylmer Brands.

When they offer yvou canned
goods they may say they're just as
good as “Aylmer,” but the "just as
g00d” kind are not as good.

Every can of Alymer Brand is
of guaranteed quality.

Aylmer Brand is Canada(’s) First.

Dominion Canners, Ltd.
HAMILTON CANADA
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to sell at He retail. Each

Knorr,s soup squares square yields 3 plates of ex-

; cellent  nourishing soup by
¥ mixing with water and boiling
b for about a quarter of an
'3 hour.
T Knorr’s consomme for making in a few seconds a
| £ » o
il & cup of excellent Beef Tea, by
i 2 _‘ '. = . ot ". . s
| ? cubes simply )dlwnl\ln‘g m-]mt wa
3: i ter. Retail price, 5¢ for 2
iy ¢ cubes.
E: L B P s 3 ; . :
E Very useful and practieal for
il | Knorr’s Pea Soup y usef practical for
i 7 preparing at a few minutes
{ . . .
" sausages notice a splendid Pea Soup
i H A (ERBSWURST) equal to home-made, requiring
L) t !

; 110 .\‘hwk‘
¥

iy y . an expert mixture of dainty
1 Kllorl’ S .Illlllllle varden vegetables and herbs.
| ' IN PACKETS Indispensable for making the
famous Freneh vegetable

SOUups.

[ . manufactured from prime
Knorr’s Macaroni I

hard wheat semolina after a
a new method by which the
Macaroni are dried by a con-
tinual eurrent of fresh air.

Knnrr!s Egg vermice"i made from the finest raw ma-

terial and fresh egegs. Thread

and  Faneyv  Vermieelli  for

3 soups, Ribbon Vermicelli for
entrees. /

i LT

ki 0, Rl e

g MR TG RGN
ST Qe TR

Knorr,s s°up Flours AN ():l‘ o, I\’it'(‘, H.‘ll']w}'.

Greencorn, Rea, Bean, Lentil
Flour, in |)2|<)|\'<'|.\‘. for sSoups.
Very digestive,

T Knorr’s Panirflour is used in e place of raspings

when frving sausages, fish.
cutlets, ete.

R AT o PNy A
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LARGE PROFITS TO THE TRADE

Agents: MacLaren Imperial Cheese Go., Ltd., Toronto
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FOR THE FALL CAMPAIGN.

HE Fall Campaign Number of the Cafiadian Grocer

herewith makes its bow. We believe that what it
has to say to you is something worth while. It has come
out at a time when dealers are preparing for their Fall
eampaigns, and in view of this, both its editorial and ad
vertising pages will be found particularly advantageous

The Fall Number has long since come to be expectéd
It 1s an essential part of our annual volume, and is to the
vear what the ordinary issue is to the week. It celebrates
the season of natural replenishment, as do the fall fairs
noour Canadian towns and cities.

In the articles following there are depicted the
methods and opinions of many men in the trade from the
Atlantic to the Paeifiec. All these methods or opinions
are, of course, not applicable to the business of every
reader. But we ean confidently say there is something
in every article that will appeal to all.

We have heen particularly fortunate in securing a
number of fine illustrations of Canadian stores and win
dows. There are ideas in them for the smallest as well as
the largest stores. Sift them out and you have informa
tion that will mean money to you. They are making

money for your fellow-members every day.

&

THE POWER OF SUGGESTION.
WELL-KNOWN Canadian retail grocer made the
statement the other day that people nowadays must

be sold goods: the grocer could not afford to wait for the

demand.

\s an wstance of this he eited one of lus own ex

has been

periences hearing on the selling of brooms te

keeping his stock of brooms towards the rear of the store
and Hl’l'il‘li'll.l“\\ sold one. Oe¢casionally w:.l\, because
brooms are not considered a rapid selling line since the
lives of most brooms are fairly lengthy. Even when a

broom has long since seen its best days, many a housewil
will overlook l'«'pl.l-'lln: it. .

But he decided to make a slight ehange in the position
of his brooms. He placed a rack containing a dozen in
the doorway one Monday morning, and on Tiesday noon
there were only five remaining and none lv‘ll\x*lll?lt'l',
were stolen.

Now fhis was a very simple act, but has it not its im

portant feature?

Seven brooms at 40 cents each amounts
to $2.80. Here was a turnover ot almost three dollars extra
im a day and a half, due to a simple little dea —the
change i loeation of the broom rack.

It emphasizes the fact that goods can be sold other
than those thought ol before the eustomer or |M~\n'rkl\
left home. If such is the ease—and the proof has been
given--is there not a great future for every dealer who
takes the fullest advantage of this Tpower ol sugges
tion?”’

Brooms are not a luxury, but a necessity in every
home. FExtra staple coods can therefore be sold by sug

gestion

&
THE GROCER'S LEGITIMATE TRADE

I\ a city of some 20,000 population there will probably
|

e eighty or more grocers to ten or a dozen druguists
Yet in many ol these cases there will he found as any
drugstores carrving announcements the daily paper
as grocers

\t the same time, ole notives | stock carried
the drug store, he will lind many hines that rightly belong
to the groeer \mong these will be spices, conlectionery
soda, eream of tartar and baking powder. These are not
drugs, but are used in the home for cooking purposes, and
naturally should come from the grocery store ]

\n advertisement in a small ety papw he otl day

as headed

PICKLING SEASON

PURE SPICES are essential in making

Best Pickles, et You are alwayvs sure of the

purest and choieest, i obtainmed from us

Special attention to all the Pickling Neces

sities

Following this talk was a hist of spices, and other

pickling requisites, suech as rubber rvings, sealing wax
corks, and ['ln‘|\'|' bottles, sold by that store I as
druggist s advertisement, not a grocer’s. With ten srocers

10 rood reason why

to one druggist in many eities, there is
thie former cannot get practieally all such business, whiel
1s legitimately theirs.

It drug stores ean secure business from anuouncements

i the press, hy ecannot the grocers! It all depends o '
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the announcement, and if the goods are first class, satis-
faetion and repeat orders will be forthcoming.

__A@.__
WORK WINDOWS TO FULL LIMIT.
TUE majority of grocers in Canada do not give the
attention to window display they should; nor do they
give the same amount of attention to this department as
do dealers in many other lines of business.

This is not because they do not realize or believe in
the value of window display. Examples of direct business
are too frequent for that. On the contrary, every grocer
who has given any appreciable attention whatever to
window display, is high in his praise of the good results.
But even many of these men do not give the attention
that they should.

It is not infrequent to hear a retailer say, ‘‘my win
dows are my best salesmen,”” or ‘‘“take my windows away
and you take my business away,’’ .'m< still these same
dealers do not get the best possible r¢sults from them.
There is no denyving that they get rmn.\N\vmhh- husiness,
but that is absolutely no argument why they should not
reap the full advantages possible by '_'i\i\)nu them more
attention, changing them oftener and coyfinnally aiming
to make them tarn every ecent ,.'-\\m‘/ immto the cash
drawer « \ery l]uy. \

The grocery store is by nature a husy place, and there
are many minor details to be attended™M6, but this is no
reason why the window should bhe neclected. 1t would
he a vreat deal more profitable for the croeer or whoever
looks after the windows to devote more time to them
and arrange in some way to have the minor details at
tended to by someone else, even it extra help is found
necessary.  The extra husiness which good windows will
bring as a result will more than make up for the cost of

the extra help. 3

@
TIME TO GO AFTER BUSINESS.
‘“ HERE is a tide which taken at the flood leads on
to fortune.”” These are words well worth the con-
sideration ol the merchant.  They ave of speeial import
at the present time.

Canada is at a record point of prosperity this year,
probably more so than ever hetore. Crops have in general
been good, and in some lines in some distriets have at
tained a record mark.

The harvests have heen sarnered and Farmers are now
reaping the fruits of their year’s labors. In the West
big yields of grain are bheing sent forward and turned
into ecash.  In dairying seetions hy reason of the high
prices of butter and cheese returns have heen exeception-
ally favorable. Larce yields in the fruit distriéts have
made things equally profitable there. Altogether the fin-
ances of the farmer are in a particularly rosy condition.
This means prosperity in the cities and towns where em
ployment has heen plentiful, and monev is free. It is
probably no exaggeration to say that there is more money
in the country than ever hefore. A

As a result people are in an excellent huying mood.
The time to go afier business is when business is the
most easily secured.  Now is undoubtedly that time.
This 1s the psychological moment, and every dealer should
put forth his best efforts to henefit while the opportunity
exists.

@ =
REMEDY ERRORS IN DELIVERY.
I a delivery system sends goods to the wrong house, it
is not a system at all. There are cases every day where
groceries are mis-directed, thus breeding eomplaints that
frequently lead to loss of business. When the dealer has

86
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it brought to his attention that goods have not reached
their destination or gone to the wrong address, he should
immediately institute an enquiry to find the cause of
the trouble and effect a remedy.

Mistakes are commonly made in the store by the
salespeople who address parcels wrongly. These errors
are, of course, mostly all blamed on the delivery man.
Often names without addresses are placed on the ecounter-
check, the onus being placed on the delivery man to
distribute them properly. On a busy day something is
hound to go astray. AN

The delivery question is one that should be given
every attention. [If the ‘‘system’’ permils the sending
of parcels to the wrong address or neglecting to send
them out at all, there should be an immediate overhauling
of the *‘system.”” The losses of three or four customers
in a yvear from sueh causes are not explainable.

g
CANADA’'S GROWING TRADE.

ANADA lLas every reason to feel proud of the creal

inerease in revenue during the past six months
The finaneial statement made publie recently shows a
total revenue of $81,378,650, an inerease of $17,309,124.
as compared with the eorresponding period of last vear.
The inerease averages nearly three millions per mont
and is the largest on record for any half-year in ihe his
tory of the Dominion. The growth of imports, with
consequent inerease in Customs revenue, accounts lor th
creater part of the total gain. For the six months the
Customs receipts totaled $56,455,146, a gain of $1-L,170,-
611 over last year. Excise revenue totaled $10,152 014,
a cain of about one-and-one-third millions. Past allice
revenue inereased by $600,000.

With the growing revenue, there have also been, of
course, growing expendifures. The expenditures on con
solidated fund aecounts lor the six months totaled $43.
951,039, an inerease ol about eight millions, or aboui
twenty-three per eent. over the first half of the last fiscal

year. Capital expenditure, the figures of which are neeces-
sarily incomplete, shows a total of $11,761,983, which is
practically the same as for the corresponding period of
last year.

The net debt of the Dominion at the end of September
was $313,508,376, a deecrease of $3,016,796, during the
month and a decrease ol over ten millions as compared to
the debt on September 30 last year.

@ T
DEVELOP SAVING HABIT.

ABITS formed in one’s youth are likely to eling for

all time. The elerk who is reckless with his money i

his younger days is going to find it mighty difficult to
settle down as he grows older.

So the habit of saving is one that should be cultivated
carly. No matter what the first weekly salary amounts
to, there should be a determined resolution to place
definite portion of it on deposit in the hank.

Elsewhere in this issue is told the story of advanee-
ment of a young elerk, who formed such a resolution and
followed it. First as delivery boy, and afterwards as
clerk, he spent a number of years as an employe, each
year putting in the bank a definite sum. In a few years
he had $650 with which to begin a business for himself,
and to-day he is a highly suecessful dealer.

The saving habit is one that should be cultivaied by
clerks, and employers should assist in its development
Our elerks of to-day are our merchants of to-morrow, and
the more successful they are, the better will it he for the
frade in general.

Get the habit of saving without being miserly, and one
is on the fair road to fortune.
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SELLING COOL WEATHER GOODS. Eduecating the people to want what you have to sell
ald

ITH the approach of the cooler autumn weather, 18 one of the big efforts of every sueeessful refail groeer

IR X

of there are certain lines of goods which the dealer e .
! should immediately swing into prominence. Among the
b most important of these are sueh lines as cocoa, meat Don’t overlook Thanksgiving in plannn or the fa !
S ) | |
o extraets, concentrated and canned soups, syrups, molas- campangt \n appropriate window w ¢ t lot
i ses and cereals. roods .
AP : ” x
! These are lines for which there is a certain set de- . |
to mand during antumn and winter, but unless the groeer e sale of plum puddings is becomn larger ever
" gets behind them himself, only a meagre quantity will vear. The vesultant profits ave ““plums’’ every dealer g
be sold compared to what can be sold through prominent should co after
by Wisplays and other aggressive methods. * g *
g My it eve wle y Yoo v
ri From now on let every dealer make regular, cood live Mhe fall house-cleaning season is by no means pas
“' 1|I>|l|il_\\ in the window and on the counter ol each ol Phe resounding notes of the beaten rues can still be
12 these lines, and wateh results. Late suppers eall especially heand i the Tail
rs “ for hot cocoa or meat extraet The breakfast demands , "
¥ cereal, as well as syrups or molasses, while the dinner re
i Santtary Lore ore and 't dene 1
quires soups.  Emphasize these points in display eards,
| ) Canada \ a resal sitnitary ! et !
newspaper advertising and ]n‘l\‘ll».(l talks and there are
! 1 ' o\ o cils \
5 hound to be manv extra sales made
= If these comds are lelft under the counter or in the
l warehouse there will be little eall for many of them. lLet T #r '
customers and other huvers see them I H mean cond I
s ed  rrait nul Ve ( day )
sales and prohts . ht v { § hak i )
st
i
THE CHRISTMAS COMPETITIONS | roeel eneral loyy r i d
‘ O\ anot her page ol this issue appears the formal wm AR and stoekn et i y
t ' ’ ¢ \ “é I tind those " ) th d
nounceiment of The Groecer’s annual Christinas wi ' You !
dow and adi-writing competition I'his competition ha
hecome one ol the hright annual Peatures ol the Pt
and with the inereased interest from vear to vear in Fhe o stas buyer has usuall ‘ zed pocke
window dressime work especially, the displayvs are more v showin w he can | et hus load and get
I '
L and more seientifieally l-lmlmml with a view to ervealn full enrvent value Lhe money, v ‘ v owood t
sales 11 hil —!-‘v.i
Every elerk and dealer should see at onee the terms
ol this year’s contest and deecide now to enfer I'he more
contestants there are, the better for our readers, as th
winning windows will he reprodueed in the paper nexi EDITORIAL INDEN
year Ny bal
' 3 ‘,. sS Nan | Nt N g1 N
I'he contest eloses at the end of the vear and every SO NEres \dvertising Brougl '
1" \
photograph, as well as newspaper advertisenient, should 1 ,\' Stane v Gallery
| he mailed not later than December 31 This ¢ives the 2t B o Deak I ' Build
. ’ ' Mo-t's Moti Wi } dov
Far West and East plenty ol time to have photocraphs = B ¢ St 1i
| taken alter the Christias rush is over w100 ) '
| z e I
When you have a real cood Christmas windo i o1 val { rds
stalled, hy not have i photographed and forwarded ? 108105 ¢ W
L] ~ .
| Whether ¥t takes a prize or not, if i is a good one, il 0 Y
2 "ws Y ' |
will he rfproduced et 'I i
T 1] fax G o
-1 Mt hd t Fan ' haut
i 112 Use ofF U ook i i |
13 Preventing Complaints in Delivery ‘
EDITORIAL NOTES. 1S - .
v Selling :
' ok vs 11T Relling Christmas G Is in Advan
I'he mental attitade of the store can usually  In ::‘\ :l‘l |\x”, tun Finwm's Selling Methods
determimed From the store Front 120 Getting Value from Sun'’s Rays
121 Where Sales I Order Takers THT
122 Fixtures and Plan of New Orillia Store '
1 s In Debt Collecting
| > Kinks I Money Makers
Quality and serviee, il well advertised. H oeasiy win : I' : s \I I‘h in Chinaware
oul against the mail order houses 127 ving Ha Makes Clerk S)
198 Making Sak Aoy Vetual Demand I
1= 1 A\ | | Whom o Giive Credit s
10 \ Atiraction Nee y o by v wil
} ! it News
Display is as important to the grocer in sellin oods : ! S acis In Dhelod
as the trieks of the street corner **fakie.”’ 133 ring Black R
134 General Grovery
L " " 138 mie Markets {
" y 139 vwnating Flour Sales by Displ
When the dealer reduces delivery complaints to a Ho _‘;““""“|""'
it King ane uring
mintmum, a great load has been lifted off his shoulders 12 it Markets
[ 4 Fomato and Corn Crop Prospu
¥ K 1 Fish Markets
S Article n Extensio f Fish S
Thanksgivine falls on October 28 I'he tall thereo 16 How Merchants Can Lower Egg S)
T Peondies wd Provision Market
will he great if you ean use it to hring in extra husiness s P Effective  Proy )




R

,q\m‘

>

= “l<
E -
-d

| ¥
. -

Lo 0 2N

weore utr///r/u/[[ clean, whole-
N lluv/ I/(/(l/!‘/.'/ ‘I'tuu/.\‘ HIH/ ("
sanetavy stove on which to deal,
The best dealers all over Canada
H«// H/;/u:/:/ ///.,\‘ H/)I‘ll/"(l i '/ll‘.\'
T
cecdingly interesting one, and
.\/,v,u/A/ //, ,/f/t/ //'// {‘r/'v//llll"

saoit Jose its effcetiveness. This was fo

the dissatisfaction of the decorator who

prent  sonk Ll 1

planning out

SHI Phese mizht e |\|:!ml'-1 Wi

rush was over ol

DU=THT

respect. arvticle s an ex-

loved 1o remain lor several days until
time could be secured for redecoratinge.
I was not at all satisfied with the ol

‘ 1oy

!
‘ store, Kingston, Ont.. where goods are only sold from sample In an endeavor to ha¥e it as sanitary as possible, the
¥ 3 ceiling is of wetal and Hoor of variety of marble. It is probably the only one of itsekind in Canada
3
.~
=
5 A
¥
£ : : . o
',‘_ Kingston Grocer Sells Fromn Sample -Goods For Delivery Parceled and Sent
# From Rear -Marble and Cément Floor Always Clean—Many Labor Saving De
@l vices in Use--How Samples are Shown to Customers-Prices Attached to Each.
B
- By A Glover
£ o e reasons why ¢ deend Feep elean, and had them replaced wi
4 ‘ ! ~ "
v el goods Drom =ample only e the ; new hardwood.  These looked very ni
£ | of this st pareel them up AL Glove N ingston ‘ Onlt. lor a time, but like the old ones looke
L ‘ s the ke be dhiol w the writer of s article, has allvight only for the day or so after h
t; Cleanliness, Room and Labor-Saving bheen an /‘”v"””}""'\ Ter twenty me eleaned, and were soon dirty agan
?‘ In my old store I used 1o pile thie Hewrs rl//f/ //. (s with ths v.:' The floor . the new store is laid wit
$ oods round inthe usnal way to make a pericnee o vicw that he deeid Tarrazo whieh is sanitary, warm, wale:
o N
1 displa In about a week’s tine the o SO timee ago to "[”_”’[’ s and fire prool It is very easily l\l_',‘
% ! el s Y "'/'k"“ ved by dust and "”“_/”’.'/_ « store os l’“""‘"/’l’ by clean by brushing it over with wet saw
ot 1 plays would he disturbed: 5 ///“_’/ from .wut/l/u //' (5 - dust, and also leoks well, being ma
| U F1al Lhere .ll.'i o ]l»rl’l! ar ’/”“/ll' l//<// '/”'/_' l”//l/ L N/"””,/ \\llil 1‘|‘|]>|(~'1| ll.kll;lll \|.sl‘l|v .’l!]" cement
v tiete wikd: the. desio would thal e /;/1/://: are more and More o

less conlusion was
orders taking up the floor space in the
old store should

clear for the eustomers.

which have bheen kept

This is all don
away with, the orders are taken in fron
store ad sent to shipping room in reai
to Le put up and senl out by side en
tranee, thus leaving the floor space ¢leai

as seen i photograph.
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ol same,

carried i stoek, as all are

¢ larce plate glass windows to good
fect. All goods are brought in by side
itrance, and empties never allowed 1o
and around. 1 will admit an outsile
splay may ecateh. some of the don’t-
wre-class of trade. These are what |
msider as cheap buyers and are in the
ime elass with the bargain  hunters,
ho are not particular as to how

wods are handled.  These
ays also attraet flies and cateh the

outside

i1st, ele.

Labor Saving Equipment.
I have an eleetrie coffee lnl”. rotary
cat sheer, and green vegetable spray
hich are all labor saving contrivanees
The vegetable spray is in one of the
indows, the vegetables heing pldeed o
rays, and spray going through fhe con
ents eontinually keeps them fresh and
ice. | have customers tell me every day
Frut

hev never bhuy vegetables and

hen displayed ountside. In my opinion
he groeery store should bhe the most
<anitary of all stores, and people are
aying more attention now as to the wa
he wares are handled in the stores and
narket places.

How Samples are Shown.

My present store is fitted ont with the
ilting bins. They display and aecom
nodate all teas, coffee, peels, stareh, ete..
ind also save a great deal of time as the)
Above th

ins is a glass sample ease containing a

ire easily opened and elosed.

ample tin or hottle of all lines earried
n stock on which the price is marked in
lain figures. This enables the custom
r to see the goods in stoek and priee
This does away with looking
or the goods asked ftor if not in sight,
Iso looking up the prices

All samples arve removed from the ease
rom time to time, heing replaced with
resh ones.  In opentng the cases | leave
Il wrappers on goods until they ave
cing placed in the orders

\hove the sample case s a wall ease
pon whieh 1T make a vH\"l.I\ of the dit
foods an

rent kinds  of hreakfast

reals ecarried I'iese are put up in
vieamids, whielh contaig 6, 8, or 10 pack-
es as the ease may )n INhese are

b
anged often, not alldwing thew to b

me stale. Orders ave filled rom stoek
ueh s kept 1 the stoek room off the
""l.’l roohn

Showing Meats and Provisions.

\t the rear ol store 1s a large vl

ator with glass ront whieh  enables
¢ to make good display of butter, lar
als, Truits, ete, o the different c¢or

tritments

On the oppostte wall 1s a larze

ul display case containing sixty tins
owing dilferent varieties to good ad
antage, thus inereasing the sales, and
iking a splendid display.  This en
ibles the eustomer to see all the lines

m viey L

1
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15 also a great time saver for customer | office 1s <ituated at the rear
and elerk. store to the left, neax entrance
s b . W stands a lare 1 ter, ¢
I'he eamera did not take in the vege
. 1 a1l niin ¢ ea
table stand which is in the window at : | )
cler X !

the end of the bisenit case

I'he silent salesman show cases and tix 1 i Ree
Lares are I finishe the same c¢olm
.
Street Advertising Brought Xmas Trade
Brantford Business Men on Street off Main Thoroughfare In
stigated a ‘‘Buy on Dalhousie Street’'’ Campaign Last Christ
mas—~Claim Expense Turned Out to be an Investment—Addi
tional Lights Added and Windows Attractively Trimmed
In recent vears we have heard much of N p oon Dalhousie st In keey
city and town advertising as a means of with the wlea o \ HY Nore P
bringime mdustries and busmess to a ¢ and business all e mel nts ea
town I'he West has been particularly cral attention to their windows I
igeressive  in this regard and i mos il papers eaught the spir f the a
cases 1t has |v|n\«'nl extremely protitable Lt Mentio ol [ was made i t
Get people intevested and talking about ews column I'he citizens Brantfo
anyvthing no matter whether it be a iwoke to the taet it Dalhousie was
town or a business and good results are wominent business street and that the
bound to follow. Publicity is one of the were some wide-awake business (
higgest business getters ol the age and
s being applied in Rumerous ways, What the Cost Amounted to
It remained for Brantford, Ont., 1o OF course all this eost money Litte
bhring forth last December somethine new publicity is seeured without eo hut
i the hine of |"l}illl'H\ In this case it irns are larce eno Y \
was a street that was advertised and \ pense but an invesh \ltowet hie
those who took part i the scheme were the vost in this eas mmounted to ove
extremely pleased with results. Not only £3100 but divided up a differ
didd it improve business on the street ent merchants it did ot an mt to an
while the direet attempt was under way excessive charee and thev are pretty
but it gave it so muech prominence that wel rereed tha \ ney ve!
business 1= Il'!ll'lll'll to have ontinued
on a better seale than previous A Grocer's Opinion
To Make Street Better Known ed Harp, a ‘ S
Brantford is a town of some 23,000 was well pleased with results ‘W
population in Western Ontario I"he \ rst P road |
business men on Dalliousie street, headed ‘ ‘ ¢ Savs
hy X, UL Clark, a shoe dealer, last Chris h rereed
mas decided to Sage a campatgn to n ell pleas
s streel o greater promnence as o ere
husiness eenfre Dalhousie street is in red People I
Fhe portio o the ety but runs il oas Fhear ne h i hee
Market street, the thovouchtare wit dow We ca
the street ear line It seems natura nedow s !
that ¢ sl Vil ¢l e \ 1
he i hlisiness s ¢ it 1) It s
1516 rect wmerehant s decided to ! S 1
{ | t e order ol Things somew \ n h
Added Many Lights { . )
| i me selected tor '
From i " Jrre ms | {
st vear un New Year's D ':.:'
it e the street was beilhantiv | !
ed by the temporary ereetio A LARGE I''" SIGN
nal hights Poles were ereeted \ | - Q | d !
red T AT wpose and seres o () " o 1
strun long 1 ese \i
there wa il | (s rui nmers | x
the butldn I was deed o cood tewdn [ Y 3 ston
resentation i 1 reat whinle Vil he sten s ale }
SILHS Were e el o the str wi )
Christma reed S | I Wil
Ludb

r
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The Store Interior That Creates Sales

Illustration of an Alberta Store Demonstrating This—Modern
Display Fixtures in Use—Attractive Shelf Arrangement—
Plenty of Floor Room for Customers.

As a developer of sales of fall and
Christmas goods, no dealer would dare

to overlook the interior display. Go in-

to any store whatever and watch the eye

of a customer who has come to buy a
loal’ of bread or a can of vezetables.
It will be found to roam over the various
dappealing tll.\flIiI‘\.\. and in many cases
will alight on something and rem:in

there until the price is asked.

The Goods Must Be Seen.

The brightness of their store is an-
other feature. They realize that no in-
terior, no matter how well arranged,
will do justice to itself unless the goods
can be seen to advantagce. Therefore
]'Il‘hl‘\ of ljf_’]ll 1s needed.

If, too, the mterior is to he made as

strong a selling foree as possible, there

Interior of a live store in a growing Albert: town

I'he appealing inside cdisplay makes
many an extra sale That 15 why Mont
gomery & West o Wetaskiwin, Alta..
have nstalled a svstem of hin fixtures
that must be seen hy e 4‘14\1:1;1]»\ who ¢l
ters the store. These vive an added ef
fect to the eleanliness of the store in
tertor and arrangement and, therefore,
in addition to making extra sales, make

a reputation for the proprietors, givine

them more prestige.

Montgomery & West run a large de
arocery
a part,

I'he business was established some 17

years avo, having heen acquired by the

1908.

more than three or four customers at
a  lime,
harrels, ete.,

GROC Ji\l{

centre ()A%he floor. In others may he

seen string, waste paper, orange peel-
ing and other refuse from early morn-
ing until late at night, with no appar-
ent effort being made to clean it up
Sueh a store cannot expeet to attract
cood eustom—ecustom that means extra
purchases of high c¢lass goods bearing
fair margins of prolfit.

At the same time everv attention
should be given the appearance of the
shelves. Dirty, dusty, “y~:|u-<‘l\'l‘d shely
ing drives high elass business away. No
person is content to deal at a stor
where every can ‘or bhottle of goods ve-

ceived looks as if they had spent the

Titi ¢
t \,"

LT

il
¢

must be sullicient room  lor customers
to move about. While it is considered
cood husiness to show as many goods
as ,m.\.\”)]r. Vel there must he order in
the arrangement i best results are to
he secured.

Absence of Boxes on the Floor.

The West & Montgomery store appeals
v one in this regard. There are no un-

sichtly hoxes and barrels on the Hoor
to he H‘ilr[nw[ over.

There are a great

many stores in the country where it

vould he impossible to accommodate

There are hoxes, soap cases,
piled without cave in the

90

past two or three vears in

hetter business.

Montgomery & West, the proprietors, are former Eastern Canadian men

someone s

haek vard.

Attracting the Inside Customer

The grocers who are getting awa

trom this sort ol thing are v\pmn-lwin_’

The bright, ¢lean, well

arranged interior is the one that 1

duces the mside eustomer to buy goods
which she had not thought of prior to
enfering the store.

This 1s what helps

the business: for it is a faet that the
hare demands of one’s customers would
not provide enough to allow him a mere
living.

The members of this firm are two
former Prince Edward Island men.
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I'his illustration shows the gallery around the two sides and rear end of E. P
Mr. Mason hiwself. Note also the prominence of st

Grocery Store Fitted With a Gallery

Feterborc’, Ont., Dealer Who Wanted More Display Space for Surplus Stock
Has One Installed—Large Orders of- Any Line Filled From Shelves in Gallery
An Advecate of Modern Fixtures—Business Increased by Demonstration--Ideas
From Other Cities.

Wlhien one thinks of the word **ecall Display Room for Surplus Goods wop wayvs handy and 1
" he nsually reealls to mind a e¢hureh **1 wanted more room,”’ stated M ought down at a minate’s n (us

a theatre or some arena. Not many Mason to The Groeer in referring to the tomers are free to use the gallery at any

mld think  of a groeery store; yet change “The warehouse was  gelting time and it is eonsidered a strong adver
own herewith is one with a gallery. It erowded and the shelving was filled s tisement on account of the new and
that ot 5. F. Mason, a Peterborough, the only solution was the gallery attractive appearance it IVes

tl 1
e ¢

timt., grocer. who recently had his storve “When a large shipment of goods a tire store

What the Equipment Includes

ation indicates, the store is an exceed- dinary selling on the lower shelving and Mr. Mason is a great bheliever in the

fitted and re equipped As the illus rives, we place !

ely inviting one with its show-cases, the remainder on the shelves above the (446 of modern equipment as an aid
indsome tables, and attraetive >lwl\ni‘_\\_i]JI«|\ Frequently an order: for a do nereasing business. In this illustration

'he gallery is, of course, a new fea- ¢ or two of jams or pickles will come in 4y he seen a vegetable display foun
ire so fur as grocery stores are eoncern from a hotel or other large buyer, and tain, whieh he bought this spring: hand
I, and one mav wonder at the idea of M these we take from the callery shelves some demonstiration and display tables
Mason in the installation of this innova 'his does not make holes in our shell computing scale; meat slicer; refrigera
hion. At the rear of the store on the left arraneement helow and at the same time tor; du-t proof bin fixtures, and silent
vay be seen the stairway. The !il”(‘l'_\ we are able to fill the order -]Hlll\l‘\ | salesmen. He also, of course, has a casl
s around the end and sides, beiag sup- saves opening hoxes and eases and hay register, but it does not show here. The
orted by steel rods leading up to the ing the warehouse eontinually upset.’’ small display stands are made of best of
¢iling, while a s‘eel railing 2ives pro With this system, Mr. Mason has wood and display bottled goods to good
etion to anyone walking along. practieallv his entire stoek in the store advantage.

01
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Vhen the picture of Mr. Mason’s
store was taken, there was a demonstra-
tion on of jelly powders and soups. This
is a method which in his establishment is
a splendid one for introducing new goods
to his customers. During fall and Christ-
mas seasons he pushes sales of high
class quality lines by tliis method as

Great Value

THE CANADIAN GROCE

well as through window displays and ronto and some time ago went

personal conversation.
Going Out After New Ideas.
Mr. Mason is one of those who be-
lieve in going out to other ecities for
information on methods for inereasing
sales. He makes frequent trips to To-

Placed On

R

dowr
to New York where he studied firs
hand the things that appeal to the ge:
eral public. With these and his ow

ideas to work on, he aims to attraet ne
business as well as develop that whi

he already has. That is the goal all a

striving for.

Quality Goods

British Columbia Grocer Maintains That This is the Chief Essential in Buying
—Quality Goods Bring Repeats—Concentration as a Business Builder—Places

Importance on Fr

By J. D. Ja

ln giving my views to readers of The
Grocer on inereasing the husiness of a
retail store, I would first place partien
lar emphasis on CONCENTRATION,

The most serious question in husiness
is CONCENTRATION. You must con-
centrate your whole personality so that
it is felt, not only amongst the clerks,
bhut also amongst the customers. Make
them all feel that they are actually part
of the life of the business also convey
1o your e¢lerks your own strong sense and
feeline: mingle with them, so that they
vet the strong influence you wish to im-
part to them. also that they may study
the same practical methods you may use
vourself towards a enstomer. Be a
suide. Do not use a whip. Make them
feel that they are really part of a daily
maechine and that if they fail to do
their duty the machine will become elog-

ved and stop. “Tt i1s all eoncentra

lIulJ,”
When vour patrons enter the threshold
of yonr store, meet them gladly. Do

not allow them to stand and gaze idly
about and seem losi to aetual surround
ines.  Make them feel that you know
that it is part of vour business to-con
vey to them any idea that may enable

them to make purehasing easy.
Clerks Should Know the Goods.

Educate vour clerks to know the true
merits of the article they may be asked
for, so that thev ean deseribe fully the
dpgredients therein.  Payv vour elerks
their true value, not only in money but
in attention.  On new goods arriving.
make a display in a prominent position
upon the eounter, and deseribe fully the
virtues of the coods so that the elerks
will not be at a loss to explain the con
tents.

Look to Quality in Buying.

Second: Buying is only tanght hy ex-
perience, but never lose for one moment
the word ‘‘quality;’’ that is the true
backbone of any sound business. Dwell
upon that word so that vou eannot de-

equent Changes of Window Display.

v. Manaver for Dixi H. Ross & Co.. Vietor

viate lrom that course and don't buy
any but qll:llllq\' soods. No 1“1‘“«”““1\'
can impart to you any word that is more
important to your business. It means
volumes.  When customers bhuy quality
coods, they speak for themselves, there-
fore they repeat. Buying seconds means
that you have to pay for exiensive ad-
vertising to ereate u sale: also von ean-
not meet vour enstomers with the same
placid smile as when vou are selling
voods of true value.

Margin of Profit Desired.

Having had an extensive experience
in some of the largest markets in the
world and knowing the value of goods,
I find it €asy to diseriminate in buving.
I have made it a study. New gcoods do
not impress me without there is a cood
margin, say at least 30 or 35 per eent.
Do not ficure on the cost of the article
but on the selling price. Do not allow
a plansible salesman to sell vou gcoods
that will not move rapidly. Make them
ereate the demand and do the aectual
talking. Otherwise advertising them in-
creases the cost. A salesman mayv have
only one or two lines to look after while
vou have yvour whole business to study

and make il o 1l|'1‘]r ,\Hltl_\.

Watch Markets Closely.

Look vour store over dailv  and see
what  pmprovement vou  can make I
bhuving or otherwise, Follow dilizently

the market quotations in vour Canadian
Grocer. That 1 find the greatest essen-
tal point to suecess. 1t does not mat-
ter what varied experience you may have
had, new goods are developing daily and
adviee from sueh a souree should he duly
appreciated.
Present Age Demands Live Window.
Third: WINDOW DRESSING. Now
vou may think what I am ahout to say
does not meet the actual requirements
of an up-to-date store. Of course you
are fully aware that in many competi-
tions our windows have carried the
prize, also honorable mention. T helieve

92
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the present age demands a live window
I mean by that, a window containin
coods to sell from, and keep moving o
the time. Do hot put mueh stoek
your window at any 4ime, it only
teriorates and loses value and you
not sell any more.

Time is too valuable nowadays
spend one or two days to make a wi
dow display, the more often you ehanc
it the better results yvou will get. Spe
that extra time on giving attention
customers—that is the vital point at i
present time. While you may bhe stan
g, Heuring out some desien for vo
window, and a eastomer comes up
yvou to he waited on, vou may feel ure
Iv annoyed it your mind should be tak
From your work, and probably the lo
ol Your countenace may not please tl
customer and she may co away with
False impression and deal elsewhere.

This 1 think you will admit is a em
mon ocearrence.  Window dressing on
large seale is very expensive and T thi
should only he Illnlll[_‘ul i onee a

say Christmas time

Employment of an Accountant.

OFFICE: I your husiness warran
it get some zood  aceountant to  tal
charge and have fall control over yo
finaneial affairs. Then vou will bhe su
of promptness and exactness, whieh w
undoubtedly save vou a creat deal of o
sponsibility and worrv.  You need
vour mental faculties to ran your bus-
ness sueeessfully withont the worry
office work.

Value of an Honorable Name.

ADVERTISING:  Youn will think
am in another mood now when T start
this strain. In my opinion big daily a
vertisements for vretail business on
tend to make the publie think yo
coods will not speak for themselves, (i«
a good honorable name for fair dealin
then you have obtained the proper mod
of advertising.  You may spend $100

per month
save that,
For instam
a genuine
and sell a
eXpenses.
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per month or more for advertising.
save that, give that value to the publie.
[or instance, on a Saturday | may make
a genuine special of one or two lines
and sell aetually at cost after figuring
expenses. [ have got the publie edueat
ed to that and they eome to the store to
<ee what the Saturday bargain is and
probably buy something else; and 1 as
sure you that the present ceneration
fully realize when they wcet a bargain

THE CANADIAN

polnters are my essential modes of ad
vertising. They may not be applicable
everywhere, but they have doubled om
Saturday’s trade
Prompt and Reliable Delivery.
DELIVERY : This 1s another mode
advertising. Our horses, the same as om
business are blue ribbon winners For

vears we have taken the highest honors

in both double and single harness at the

show al Vancouver s well as e re

GROCER

This illustration shows how
Saturday night during the fruit season
I may alter and put the price ol
fruit down two or three times during
the course of the evening, and | truly
assure you that it makes you happy to
see the smiling faces at the window
waiting to see the prices reduced, and it

is only human nature after all. These

attractively Dixi H. Ross & Co., Victorla, B.(
|'l‘w|nplnn'.~~ of delivery and vehiability s
another one of the poiunts whieh has en
abled us to build up o business to sueh
proportions.
FOR A SATURDAY WINDOW.
A suggestion for a Saturday window

i one showing that a complete dinner

93
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One crocer has heured : ¢ cosl

would run about 95 cents but whatever
*Sunday

dinner for six cents e wdea

amounts to, put a eard up
to eateh the Saturday shopper but a
window may be dressed in this manner
to cood advantagze on anv day of the
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Medium if it Tells the

Proper Story—Example of a God Motion Window From Ing-
ersoll—Shows Canned Salmon and Connects it Up With the

Source of Supply.

Lhere 1s no stronger attraction 1n
1 motion d \]t}:t_‘. But
14 o= Vs re 1 cood sellers ‘
S d e | pal purpose
Beite ¢ ood
11 motion
1 (ISDHOSeS 11¢ _-r-'u]_\. l:l
some windows opel ted };‘\' motive power
P ad one oness the reason. Bt
otion window 18 eonneeted up
O with the coods exhibited, 1

shing and ea ne and showed the
<hed }r!mi ¢l
Observation of the illustration w
< n the backeround a water-fall, the
coming down a ehute and sver the
water-wheel. The wheel was Kept in
motion by a small eleetrie motor !'Lll’#‘ll
out of si1oht The water emptied into a

miniature river below,

To the left of the water wheel was tl

canning faectory’

1€

and. to make the seene

GROCER

Using Motor Power in the Window Trim
This Can Be Made Powerful Sailes

the goods and advertised the store more

widely.

Similar Treatment to Other Lines.
There are many
could with cood effeet
Make the instanece

tell the story of flonr manufacturing, of

he bhased on this
one. window, for

soap making, the manufacture of maple
svrup in the sugar bush, pickle mann
Facture, ete., ete.  When the deecision f

display a eertain line has heen made the

correet idea for a story or a story-motio

window will present itself. Partieulam
attention 18 necessary to see that the
coods shown are connected up with th

motion. A man shaving himself in

salmon window

\\uu[‘l ||]"1»\ 1
wouldn 't sell many

“row h

coods

A salmon motion window

trimmed by

iwo form a strong selling combination.
In the window

1

shown by the illustra
combination at its
trimmed by Bruce Me

Douncall, of Ingersoll, Ont., employed in

ion - we have the

hest. It was
lis tather’s store there. He is a youny
man who takes a deep interest in dis
play work, a sample of which recently

appeared in The Groeer.

A Unique Salmon Window.

This 1s a Salmon window. It is not
simply a few tins of salmeon standing on
end in the bottom but a display that fas
well as sells. It is one on
which considerable thought and plannine

was

cinates as

necessary. It represented salmon

¥ Bruce MceDongall, of

Ingersoll. A
among the features

witer chute

the more realistie, the banks of the river
were built with sod and stone,
cat-tails.

vines and

Display Card Used.

The tins of salmon were arranged
about the window in an artistie manner.
and a show eard whieh read: “*Try our
salmon, fresh supply always on hand,’”
as well as a pieture of a fish in the

added to the

haekeground ceneral ef-

feet.

Naturally produced
muech favorable comment from Ingersoll
people, and as it sold considerable sal-
mon, performed a double funetion-—sold
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such a window

witer-wheel,

traet.

cetting the laws thev want.
other argument for merchants’
tion,

salmon cannery and river were

\II \I“l)i’“:”“ |]ZI> “\lll('llll‘\ hil H!ll)l.
the novel schemes that sell as well as at
There is wide scope and a good
future for the elerk who has the oppor

tunity to develop this latent ability.

~$
A PLEA FOR ORGANIZATION.

There are 22,000 New

peddlers iIn

York City, and they are well organized.
They take a hand in the polities of the
city, and they ean sway an election if
necessary.

Hence thev come very near
This is an
organiza

N

other displays that

Pow

A

tu
Tr
ch

Everywher
neets with
nany moder

] il
sales and el

The City (
f whieh J. 4
nust be inelu

just two yeal

Interior view

fook over the |
ton. He is r
Mstinetion of
chant in that

A glance ai
the interior o
denotes the in
terior display
business. The
attractive, the
that labels do
sible. The e
the top of the
mas idea. W
are simple and
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woman

Power of Store Cleanliness in Selling _ 5 SRR S ' ovaryone, & ‘

re more and child,”” and to this s aseribed

A Bright Western Canadian Store Which Makes This a Fea- zood deal of the proprietor’s suceess
Lines. ‘ ture—Neatness in Interior Display Invaluable if Good Class of Must Be Cleanliness
Vi dhad ! Trade is Desired—Square Dealing With Everyone—The Pur- Mr. Christopher . s ¢
2 this 3 chasers of High Class Goods. davs of-dirty <
1stanece of the past if suecess is
ring, of Everywliere in Western Canada one The system of bin receptacles further and he works alwavs
I“‘.”‘I' neets with lu['l:hl grocery stores with emphasises the lll'!‘l'“lll"‘l'(" ;"..lv‘wl upon View, His store i1s invariably
mann nany modern faecilities for inereasing display towards making sales. Samples the goods in attractive order
sion | sales and efficieney of the staff. of biseuits, confectionery, spices, ete., Cleanliness 1s a point on w
ade the The City Grocery, Wetaskiwin, Alta., are shown up to good advantage. These emphasis is laid by hin There is -
mobic f whieh J. J. Christopher is proprietor, fixtures are all of quarter cut oak, so question that in these advanced
‘tienla nust be included as one of these. It was the value of their appearance ecan the general public is after 1
at the just two years ago that Mr. Christopher easily be realized coods from sanitarv stores I'here
ith th
LA} h
‘ Interior view of J. J. Christopher's “City Grocel Wetaskiwin, Alta., showing 1 i g « \ i
pivoted bin fixtures I metal ceiling
—
b fook over the business from C. E. Cromp- Confectionery in Silent Salesman. no doubt, a great many people who are
1:}'” N 1{-\‘111.‘ V.ltl‘e 18 r.‘e;'ognize(li and enjoys the The City Grocery carries a good sized not gl.nl:: ular about quality or elean
85 b :1:lllllltui,:0ltl|,;tttlwwg tleri\ou.n}_'val mer- ’\,"Wk of quality confeetionery. This is 1\ l»l.n't' 1S ‘t'\‘x‘l\ll‘nh‘_ to .r.«;x.. t
/ 1d Iriving western town. found to be a splt'ndld paying line in it- ['hey purchase considerable goods, no !
" A glance at the illustration showing ’W‘”’ aad “.l'\” SRR ——— Sy .i.m:m. "“; [}h(‘s{‘. ;m',[i“l, l‘!‘l.n}'(l‘li \u“lw
the interior of Mr. Christopher’s store °!'€T goods the store ““ii‘” not other- Ifti‘ gt 1‘pxunr - “';‘l_"““['\ S
: : wise receive. The econfectionery is They also stick pretty much to the ne-
A.»;fotes the importance attached to in- ‘ . x ceisitios ‘of Bfe not branching vat \
terior display as a faetor in getting "¢atly displayed in silent salesmen, e i ey hat }
‘ew - business. The shelving is partieularly which AR ST WeTes & s 7 p ,,( ,““ ‘_m“‘ 'l\l.l_“;\ pee : \
: & - 2ood many sales. actually bring in the good margins
ed. attractive, the goods being placed so *© v |
the that labels do their duty as well as pos- Among the other equipment may be This is the business every dealer
if sible. The evergreens hanging along noted computing seales and cash carrier, should get after, and now that the fall
sar the top of the shelves impart the Christ- the latter running into the elevated office and Christmas trade is in view, possi-
\n mas idea. While not elaborate, they at the rear. bilities are great to make substantial
za are simple and effective. The motto of the Christopher store is sales and profits
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First prize window

Ly

oNs G

in The Grocer’'s 1911 Window Dressing Contest.
& Bamford, Toronto. The design is that of a circular stairway.

RS

¥

It is that of Island

Displays That Sell Christmas Goods

Prize Winning Windows in The Grocer’s 1911 Contest Show Many Features of
Importance—Windows are Judged From Standpoints of Attractiveness, Origin-

ality and Selling Power—Pointers for This Year’s Displays.

When a small boy makes a hasswood
whistle that gives ‘‘toncue,’’ le is
iaturally highly elated over the event.
That same elation i1s manifest when le
flies a kite of his own construetion. He

< proud of his work and of the admira-

tion of others for it; and this same pride
leads him on to further and more diffi-
cult aelnevements as e crows to man-
ood. &

The same feeling of pride. too, is no-
ticeable in the man who ereates a win-
dow display that eompels attention by
rightly
0. But when he construets a window

force of its attractiveness, and

that not only attracts but induces the
passerby to purchase, then he has reach-
ed a high stage of perfection as a dis-
play artist. He soon finds that a ereater
degcree of effectiveness is developed the
longer he keeps at it, and the more he
studies the results produced by each
successive display. His pride in the
thing that he has made himself pleases

Winders in the 1911
Xmas Window Contest

Class I—Towns and Cities
over 10,000 I"ul)!l/tl/fuu.
| - Island & l;'//,//'fu/‘:/,
]II//((///.)‘ \/ ‘TU/‘I;/I/!/.
2—F. 4. Reed (Dowling &
Reed), Brandon, Man.
3—Bruce & Sanderson,
Parvliament St., Toroiito.

Class 1I—Centres Under 10,-
(00 /’u/;u/u/[nu_
1 — R. George (Hudson'’s
1;’:/‘«/ Co.), ]\'r/m/un//s. BC.
2—C. H. Milton (H. A.
Ross) Oshawa, Ont.
3—Millar & Wigle, Essex,
Ont.

him and he eventually does the work
hecause he likes it.

The Window at Christmas.

Perhaps there is no better scope for
the elerk or dealer than dressing a win
dow with Christmas goods. At this time
of vear an appealing display is mor
likely to attraet and sell more goods
than one equally as good at any othe:
is probably. the reason
every window artist is anxious to mak
a good showing on the Christmas window
He knows everybody else is doing it, and
it his share of the trade, or a little more
is to be secured he has got to show somi
thing beyond the ordinary.

Now, then, is the time to plan for a
series of displays leading up to th
climax of the week prior to the grea
event.

season. That

In this eonnection let us recall whar
some of the good Canadian window-
dressers accomplished a year ago. It
will be remembered The Canadian Groe

er offered
lie trimmel
vindows.
vith and 1n

ire the 1ll
winners.
Essent

A f_:‘ml(l \
chief essent
and has a h
jundge for t
these three
they \\l“ |
comes to dr
It will be |
trations tha
ticular stre

Hes.

Constru

A study o
f Island &
particularly
play as wel

1“!\\ er.
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|l-‘\\ .Intl oo
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An archwa;



work

e for
win
i time
mors
goods
other
eason
mak
1dow
, and
more
somi

for
) th
grea

whart

dow-
It

Jroc

er offered a number of cash prizes to
lie trimmers of the best 1911 Christmas
vindows. The results are shown here-
vith and in this and sueceeding pages
ire the illustrations of the six prize
vinners.
Essentials of a Good Window.

A j_"uml window

chief essentials. It is attraetive, original

display has three

and has a high selling value. Let readers
i\lnlu(‘ for themselves the 4“\[1];1_\'\ from
these three points of view and probably
they will be benefited when the time
comes to dress their (Christmas windows
It will be further noted from the illus-
trations that every dealer has laid par-
ticular stress on showing seasonable
1€s.
Construction of a Stair Display,

A study of the winner in (‘lass I.—that
f Island & Bamford, Toronto
particularly attraetive and original dis-

shows a

play as well as one with strong selling
}nu\(‘l‘.
A ecireular

richts placed in the eentre of the win

stair is made of ten up

dow and covered with tinsel paper. The
hottom row is eovered with currants in
letters
s, made of loaf sugar.

laid with he ““Season’s Greet

An archway display which is exceedingly
who trimmed it

THE

attractive

CANADIAN

The second row is covered with rais-
ins, eurrants, sultanas and mixed peel.

The third row econtains raisins and
boxes of faney biseuits.

The fourth shows different kinds of
(hristmas eandies.

The fifth row 1s eovered with luu'[r\.l‘__'t'
dates and essences.

On the sixth is shown table figs.

The seventh i1s covered with bottled
candies and boxes of e¢hocolates.

The eighth contains shelled nuts, and
the ninth and top row is covered with
bottled olives and bottles of wine.

The floor about the stairway shows a
pyramid on each side, one of currants
and one of Sultana raisins. Around these
divided )».\ slats covered with tinsel ave
shown the different varieties of ( hrist-
mas nuts. The back 1s arrangced with
dates, figs, oranges, grapes and grape
fruit.
draped from the centre to the sides auws

The back of the central fixture is

top with twisted eolored paper tormmmg
a cirele
An Archway Window.
. A. Reed, of Man.,

second prize in Class 1. with an attractive

Brandon,

areh display

It is that of Dowling & Reed, Brandon, Man
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This windiw stands high in selling

The top roof of the w w is of ereen
spruce, and branches ot olly, from

which are hung Christmas stockings and

bunches of grapes. The top represents
an arch, the upper part \ IS eov-
ered with white cotton batting, trimmed
with bunehes of holly, and red bhells. In
the centre of the arech 1s g a larg
bell made of evergreen, on w 1 €
words ‘‘Christmas Greetings'’ W
Under this bell and support w four
pillars of eanned fruits, 1 sl ex
tending right across the W

which are bottles of olives, p

fermented wine, plu puddings
Between the Iw‘l.\.\ are three nyvi S
on whieh are faney boxes o ) ites
completing the backeround. A
of the window 1s a large
against this 1s butll a pyvra )
fruit on zlass shelves
The Floor Arrangement.
l { i' " ~ |
part next the 1SS g § S 3
1 ~ (S 1 ~t L
nes n p S S
figs ey elus $ S
ss dishes as \DES
\ 1 1 0 X

wer, and is a credit to the window artist
d it took second prize
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Wit

ner of third prize in Class I

contest.

In this display

Bruce and Sandersop present an

attractive

and strong

selling window.

Window dressed by R. George for the Hudson’s Bay Co., Kamloops, B.C.
Note the symmetry of arrangement.
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It won first prize in class VI.

slope are
star being
.';11111.\; hl'
L1 hoxes
and glace
hack of
srape fru

d the s
ered with
<prinkled

olly.

'l.ll(' 1'1!]('!'
with the req
of red fruits
lights in qus
printed in g
traction whif
phul“.
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slope are five stars, the point of each As to ats selling power, Dowling & only show their true value at night when
star being filled with a different kind «f Reed eclaim they did an exeeptionally the window 1s | Pyvramids
candy; between the stars next the front Jarge Christmas business, and no smail oranges appear the b oTo S
are boxes and glass dishes of erystalized  part of it they attribute to their Chri arated by pineapple and flanked by bot
and ¢laee fruits, bottles of hon hons, ete.;  mas window. tles of wine Over on  eac
hack of these are baskets of oranges L ings a faney basket srapes
cvape fruit and apples. All the shelves Attractive and a Good Seller. O 1he e = £ .
and the slope around the stars is co The window of Bruece and Sanderse re varions kinds nuts ey dates,
ered with eotton batting on whieh 1s equally as attractive as o rt stoek S s a
sprinkled diamond dust and  sprigs hut 1t lacks possibly a little iginality  Christmas 3 I
nrH.\'A 1 e~ | I'¢ S no question abou 1 s adorned \) grapes P _l-(“':
i | { i I
f Oshaw M

'l‘ll\’ 1‘(!]“[' (‘t}l(‘(’] of areen il“'i W ii”t'
with the red holly berries and hottles
of red fruits, together with two electrie
lights in quaint shades, and price cards
printed in green ink, gave an added at-
traction whieh does not

appear 1n the
}PIIUIU,

being a splendid seller and might hold its
own m this
referred to.

respect with the two above
But ing of the

displays, originality was a consideration

in the judg

The decorations emblematie of the
Christmas season strike one as being
particularly attractive, but of course
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wines, plum puddings, package dates, ete.

Boxes of high-class chocolates are shown

towards the front, while a row of can-
ned fruits is placed across the front
next the glass.

A feature of this display
metriecal

1S the sym-

arrangement, which ecould
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CLASS II PRIZE WINNERS.

Regularity and attractiveness combine

to make the window

George for the Hudson Bay Co.,

loops. B.C., a particularly good one.

The top portion of the window in-

c¢ludes dried and canned

evaporated fruits and below are raisins,

currants and marmalade.

again are peels and jams and evaporated

improved upon. It was
shown a eouple of days prior to Christ-

dressed ,)\ R

Kam-

fruits and
Christmas erackers. Next come canned
and bottled fruits; then 1s a row of

Below that

THE CANADIAN

articles than former windows.

The shelf at the top and rear is sup-

ported by two piles of

on three pillars
pipes).

A Santa Slaus Introduced.

(decorated

Class Il contest,
“Christmassy”’ u]»ly/:n';m«'e_
tograph- searcely
features of it.

which the detail does not sl

greater variety of the small and fancy

canned toma-
toes, the shelf bhelow it being of glass

earthen

The display of Millar & Wigle, Es-
sex, Ont., which captured third prize—
certainly has the
The pho-
does justice to some
For instance, on the
left is a Santa Claus in a chimney n
1w to best
advantage. On the right is a Christ-

GROCER

well as others in this issue, dealers have
something valuable to work on for thei:

fall and Christmas wind#ws.

Editorial  Note.—Announcement
made in this number of our 1912 Christ
mas window contest. Those intendn
to enter should see the particulars an.
begin their plans now.

*@,

THE AGGRESSIVE SELLING PLAN.

It is quite evident to one who ealls

on the retail trade that the idea of put

ting the selling foree hehind partieular

articles has proven its worth.

oreat and small, speak favorably of this

This window was dressed by A. M. Wigle,

fruit.
cuits,

The bottom row consists of bis-
plum puddings, figs and raisins.
Mr. George won first prize in Class 11.

How Decorations Help.

C. H. Milton, with H. A. Ross, Osha-
wa, Ont., was the winner of second prize
in this elass.  Attraetiveness is added
appearance by
horder, the bells,
grapes hanging from the

to the wceneral ever-

green bunehes of
upper shelf,
bolly in the front and occasional chry-
santhemums throughout the display.
Among the Christmas lines shown are
preserves, olives, dried and erystallized
fruits, table raisins, shelled nuts, faney
biscuits in packets, ete. As it was the
last before Christmas it ~contained a

Millar & Wigle, Ess
on the left and Xmas tree on the right.

”

mas tree laden with pop corn, stockings,
and ornaments, while in the eentre are
a number of cases of oranges.

In the space to the front are nuts,
candies, and grapes, all arranged with
price tickets. The floor is ecovered with
batting, and decorated with
sprigs of holly, while the back and front
of Santa Claus is draped with white cot-
ton and adorned with holly.

Some window artists might make the
criticism that

white

instead of devoting so
much spaee to Santa Claus and the tree,
more should be given to fairly higi-
priced lines, such as plum puddings,
confectionery, fancy biseuits, ete. Never-
theless, this is an attractive display,
and it sold goods.
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Ont. It was the winner of third prize. Note the Santa

Claus

special selling effort and in many stores
it is given much attention. - To obtain
the hest results it is apparent that the
clerks must become interested. A lisi
of new articles and those the dealer de
sires to push should be given each elerk
every time there is a change, or it should
be placed near the order telephone:
and finally the list should be change
regularly, every day if need be but at
least two or thefe times a week. Let
not the list be ¥ too long and often il
might inelude staples in conditions are
peculiar. The faet that some of the
best retail grocers in the country have
adopted the aggressive selling plan and
are continuing it, is cuarantee sufficient
of its practieability.

With these six djsplays to assist, as

Grocers,

/

/
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The Power of Personal Contact in Selling

Trenton Dealer Demonstrates Importance of His

Recommendation in Selling

Goods—Can Sell Any Line He Stocks and Gets Behind Regardless of What Cus-

tomer Asks For, He Claims—Specializes in Tobaccos,

House Cleaning Articles and Salt.

The Hooey business in Trenton, Ont.,
lias been established for over a quarter
of a eentury. B. S. Hooey, the present
proprietor has guided the business for
15 years, but his father had charge be-
fore him. A substantial business 1u-
creasing from year to year has been
built up because the value of salesman-
ship in selling goods over and above ae-
tual demand is recognized.

Unfortunately there are still merch-
ants who believe that as long as the)
have the goods it makes no difference
in what manner they are presented to
customers or whether any extra effort
is put forward to interest customers in

them. Live dealers believe conditions
are otherwise. Mr. Hooey is one of
these.

Cleanliness First Essential.

The first stage in selling more goods
than ecustomers would ordinarily ask
for that is recognized by Mr. Hooey, is
to have gouds shown up to the best ad-
vantage. An important faetor in this
behalf is to have a neat, elean store. In
order to secure this condition, some lines
carried by many grocers that tend to
give the place a dirty and untidy appear-
ance are not handled in this store. The
floor is not littered with boxes or cas:s
as in many stores, the aim being to h.-l\t-
a neat appearance, yet goods displayed
to good advantage. The store is a high
one and to avoid the bare appearance
which the walls might give, pictorial ad-
\('I'(isinﬂ' material of goods handled is
bung up. Only those of attractive ap-
pearance have been selected and these
are all ‘framed so as to add to, rather
than detract from the appearance of the
store.

How Shelves Are Arranged.

While the aim is to have a neat store,
this is not carried out to extent of being
detrimental to display. There 1is a
counter down one side. On the other is
a shelf only. On the top are shown
cereals of various kinds. Then ecome
three shelves of ecanned goods. The
bottom shelf, commonly known as the
ledge, is fitted with a glass front in a
sloping position. There are several
reasons for this. In the first place i1t
keeps goods free from dust and flies. Tn
most stores many odd lines are left on
the bottom ledge, and it is rather inat-
tractive. This idea prevents that. *‘ Then
again,”” says Mr. Hooey, ‘‘this is where
we show a lot of smaller goods, and if

there was not this glass covering the
would be many articles picked up by
customers who have sueh a hubit W\
want to get thése goods out where eus
tomers can see them, but we don’t want
all the profit taken off with stolen
:“mi‘.“

Faeh seetion i1s used to li(\[l“.\' a
certain elass of goods. In the first
one 1s tea, then comes extract I beel,
toilet soaps, jellies and gelatine, cocoa

and choeolate, ete. Fhus the customer’s

attention 1s concentrated on one line at

a time while clerks know exactly where
to get any article required

*You have to get the voods out wher
people will see and inquire about them,™’
sSays Mr. “HHI'_\. ““That i1s one of the

things that the grocer has to sed re

Customer’s Mind in Receptive Mood

He believes that when a castomer en-
ters the store, lier mind 1s no, made up
as (o exactly what she 1s gomg to buay.
She knows she wants eertain goods, bu
she will !l"’tl('ll]l“\ buyv other articles,

This store always keeps a tew lines on
the mam counter which may be it
duced to customers. For mstance o
one ni;l_\ recently \.llL[ﬂ]!\ ol oraugeade,
concentrated coffee, canned soup, and
olives were on the counter and many
sales were made. These are, however,
frequentiy changed so as to have sone-
thing different to show customers each

time they come 1n

‘“*Even when no effort is put forth to

savs Mr.

“mn‘.\, ““this method sells them. ['t"ilblx'

talk these ljnes to eustomers,””’

pick them up, enquire about them and

very soon are ‘hnlv\‘.ll'__,”
Increases Jam and Pickle Sales.

A big trade has been built up in a
certain brand of jams, and one of pick-
les. The method whiech Mr. Hooey used
was by prominent display, putting them
out on the counter where people would
ask about them and by introdueing them
to customers. The pushing oI These
brands demonstrates that the groecer
can sell the goods he wants to. In faet
Mr. Hooey believes firmly that the gro-

cer can sell the brand of goods he de-
sires. He demonstrates this i his own
case. Even when customers inquire for
other brands, he finds he ean sell them
the one he handles. He believes in the
quality and his recommendation does the
rest.
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Cigars, Etc., Brushes

Must Get Behind Many Lines
Mr. Hooev struck the nail on the

when he declared that **money His
1less I1s not made by evoling a

to one line, but by pushing several
strongly.  One e W 1 1k

or you. It is the comb o S

Lha oes 1t

For instance, this s 1S
A DI Lelt cle s varel
and tobaceos lhey b 6
[ tle 1 [ ry s
helieve eése ¢ us s s S
" ‘A"i\ \'ll\ - i1 >

| [\ Ll 1 i ¢l |
partment 1s rig it the fron \ s
case a ront « s pes \ !

t = s clgars L s~

1se I " ! S \ \ s

Laboeecos

Brushes and Clothes Lines Well

Displayed.
e wwain s S \ es
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Salt s another | vihieh a i
preciable  Trade s heen worked
Perhaps one of the t s that has
helped trade in this is a simple

tle sign “*salt.”” tacked on the si o

the store. The Hooey store 1s next to the
post office, and the farmer in getting his

mail s alwavs reminded of his salt

needs. Special efforts are now being
put behimd salt Farmers will soon be
killing hogs and salting them down for
the winter, while most of them put 1m

enough in the fall to last during the
winter.
‘Show the goods and talk them,’’ is

the motto of the Hooey store

v @ "
SHOW CARD PHRASES.
Seasonable merchandise
We have what vou want
Reliable Quality Means True Econ-
omy.
Seeing i1s believin Eating is prov-

Here Is Where Your Deollar Will Do
Its Duty.
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Bright cartoons presented by R. R

'S

Shuman in course of address on card writing.

The Value of Show and Price Cards

How Results Can be Obtained From Their Use—A Show Card

is a ‘‘Living

Voice'’—Some Hints as to Methods of Card Writing and Suggestions for Sea-
sonable Grocery Cards.

Show and price cards have heconie 11-
portant factors in the modern store.
Walk through any large establishment
and neat cards greet the eye on every
side.  Window displays fairly bristle
with attention-compelling signs. People
have acquired the habit of looking at
the cards when information is desired.

The system has found its way into the
arocery trade and good results are be-
ing obtained by dealers who use price
and show cards. It has not yet become
veneral, however. In a large percentage
of stores no eards of any deseription are
used. It 1s only too apparent that many
dealers have not realized the value of
the card as a business getter. They be-
lieve their stock can “‘speak for itself,”’
and do not recognize that an attractive
card can speak more loudly than the
coods alone.

The work of the show card was most
aptly summed up by R. R. Shuman, ad-
vertising manager of the Liquid Car-
honie Co., Chicago, in the course of an
illustrated talk on the subject. ‘‘Your
work is vital,”” said Mr. Shuman, to an
assembly of window trimmers and card
writers, ‘‘ereative, resultful. Your
crisp sayings in  windows or on the
counters talk to the publie at close range
and talk to a purpose because they
answer questions in advance. Your
signs are not mere signs; they are sales-
men; they hear without ears and they
are volees—living voices—your voices
vour persuasive personality wrought in
a hundred garbs and stationed in win-
dows or throughout the store.””’

The show card is so certain to bring

results that the grocer should be
prepared to lay out a certain amount of
money to that end. An appropriation
should be made for show cards as well
as for advertising and window displays.

The amount will, of course, be small.
The clerk who 1s preparing the eards
needs proper equipment and material
to enable him to turn out good work,
and this should be provided for just as
surely as a certain amount is set aside
to cover newspaper advertising.

Got Splendid Results.

It is hardly necessary to go into the
question of results. Those who make the
policy of suppressing prices a general
one to apply to all phases of their busi-
ness are becoming fewer all the time. It
will be interesting, however, to quote the
experience of one dealer, who is a recent
convert to the card system:

““I have a e¢lerk who has a natural
genius for lettering and drawing and
that sort of thing,”” he explained. ‘‘He
was always after me to give him a
chance at card writing, but I was afraid
of it. My opposition cuts prices reek-
lessly and also uses price cards . What
chance would T have if the cards in my
window tagged goods at a higher price
than -the same articles were offered
around the corner?

““That was the way I used to look at
it. Finally I decided to try it out.
Fred—the clerk—went at the task with
great eagerness and turned out a num-
ber of ecards that would have been a
credit to a professional sign writer. He
wasn’t content with mere lettering but
gave each card a design or drawing
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suitable to the goods it was to aeeon
pany. Some of his drawings were of the
cartoon variety. One ecard which was
intended for carvers, showed a chel
busily engaged in earving up a plumj
turkey. We put this in a window dis
play of cutlery and the sale of carving
sets whieh resulted served to convine
me that show eards were business get
ters. We sold eight sets in a few days
The funny part of it was that my oppo
sition was also showing ecarvers. Hi-
stock was of cheaper quality and the
price he placed was lower than what we
asked, but this did not hurt our sales
one bit. After that I told Fred to go
as far as he liked and we have been us-
ing show and price cards ever since—
and getting results.”’
Some Hints on Style.

A card should as far as possible be in
keeping with .the variety of goods it is
intended to advertise. Thus a card in
tended for a display of canned good-
should vary widely in style of lettering
and ornamentation from the kind that
the milliner, for instance, would use. The
prevailing style in groceries should b
simple with bold lettering. In ecertain
lines, such as confectionery, tea, coffee.
ete., a more ornate style will be in ordex

For window display purposes there is
a call for two distinet kinds of cards
There are two basie classes of windows.
—the bargain window that appeals t
cupidity and the tone or style window
that appeals to vanity in some, to com-
mon sense in others. Thus a displa)
which is made up of a variety of a
ticles, which are being c¢leared out at

o NI i oo v 555

v P % 7

g2

-lwl'iill pl‘l
unters al
tain artiel
pay a high
should bris
¢laborate 1

mnmistakal
tlhie necess!
lo the res

_‘nmnl.\ of tl
[hus. a dis
serves” in ¢
:‘»UI!IE wh
such a ‘iiSJ
uore care.
vays advis

riced £001(

Some eal
empt noth
ariety of
they lack a

of one eler

onneetion.
ions help t
quently ma
)y elipping
e and e:
ard for eco
scleet an 1ll
-1ze, close ¢
s eard. B
the illustrat
took away
from the ill
not viewed a
to have beer
artist,
W
Consideral
to the word
slrongest ar
voods in que:
For instan
meats are hig
ment eould 1
the saving q
beans.



ccon
Jf ”u
1 was
chel
lum
v dis
rving
vine
5 get
days
oppo

Hi-
1 the
It we
sales
0 go
o us-
1ce—

ein
it s
I in
00d=
Ting
that
The
1 b
tain

ffee.

eI EE 155w o o 555

> W

—

<pecial prices, will appeal to bargain
iunters and to people who need a cer-
tain article but do not feel inelined to
pay a high price. Windows of this kind
should bristle with price eards. Nothing
¢laborate is required. State the price in
inmistakable figures and the eupidity, or
the necessity, of the buying public will
lo the rest.
coods of the very best quality are shown

In the tone window, only

I'hus. a 1“5[!1:!_\' of olives, meats and pre-
serves” in glass, ete., will appeal to the
people who want the best.  Cards for
such a display should be preparved with
nore care. Stating the price i1s not al
vays advisable where nnl_\ the highest
riced goods are shown.
Use Lithographs.

Some card writers are inelined to
empt nothing but the most stereotyped
ariety of work because they feel that
they lack artistie skill. The experience

of one elerk is worth quoting in this

THE
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A card to that effect would help to

create interest in a display of pork and

beans.

A strong argument,
a large variety of groceries is the saving
of labor

for the day is long past when women ae-

cepted drudgery as inevitable
for cooked meats, pork and beans, quick

puddings, jelly powders, ete., should

assist sales if this feature is brought out
prominent Iy For instance
ELIMINATE LABOR.
*Why cook over a hot stove whe yvou
can get s meals as these

With the necessary changes this eard

would do for any of the labor-saving
articles whieh are offered in the grocery
store.

Cards should he seasonable l'!.y\
should treat each article m manner sug
vestled by the exicenevies of the present

moment.

A cartoon illustrating the two
bargain and the

basic types of windows —the
tone window

onnection.  Recognizing that illustra-
ious help to tone up show cards he fre-
quently made up artistic backgrounds
v elipping out lithographs, and maga-
zine and ecatalogue illustrations. If a
ard for coffee were desired, he would
scleet an illustration or two of suitable
~ize, close clip them and paste them on
his eard. By earrying his lettering over
the illustrations wherever necessary, he
took away the detached appearance
from the illustrations. His eards when
not viewed at too close a range appeared
o have been the work of a very clever
artist,
Wording of Cards.

Considerable attention should be paid
to the wording of eards. Pick out the
strongest argument you have for the
zoods in question and play it up.

For instance, at the present time fresh
meats are high. What more potent argu-
ment ecould be advaneced, therefore, than
the saving qualities of say
beans,

pork and

Must Be Fresh.

A man who has given considerable

thought to the subject of card writing,

eives the following adviee:

I\'tt'll the cards fresh. An old eard
attracts no attention.

Do not say too mueh.

are more effective than

A few words
too many. Get
to the point.

Adopt a simple and dignified type of
lettering for most ecards. A little
variety will not hurt, however.

After finishing a piece of work, do
not negleet the brushes. The frequent
necessity for new brushes will run up
expenses too high. Keep them clean and
in good shape.

__,@,,A

The Caifornia fig erop is estimated at
between 3,500 and 4,000 tons or a nor-

mal erop. The 1911 erop was the largest

in the history of the state and the 1910
crop the smallest.
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GROCER

whieh applies to
It ;I[-[w.x]\ to the housewife

Cards

Remember that
Windows Serve
Double Purpose

Perbaps originally the ssion

window 1n the store was merelv te

light to the 1 eriorn I'hat S
mission to-day, at least DV red "
ness men. However, the manner
whieh a comd many wi WS Aar
med would hage a tendeney to le:
to believe that the old purpose

Us good, wert t L ' (he ma
in which some of the worst are beded
with a coating of dirt, which remons
them from the rank of light dispe
sers or at least reduces them to mig

poor ones

““Oh! I have only swall \
window Fhere 1s S ry
trim 1

Ihis was the excuse 1 Dy
groeer o i fawriv m;m ner slreet
a city when asked why he | not gv
more atter i lHis W aow It «
tainly was rather smal but that was
bV no means the wors teature [ it
Much worse was its nezlecte wad  far
from atiractive appearance instead (
attracting eustomers as should be (s
purpose, it ¢could not help but repel then

How different was the view anothe
merchant who resides 1n a small town

His window was small too, in tact small

er than the one referred to. Naturally

comparisons would be drawn. 1his on¢
was neatly and niecely trimwed, ana
while it was not large enough Carry

out any big, definite display idea, never-

theless 1t i pressed
that an attractive nferior and goo0uds
could be looked for

s small,”’

said the dealer, ‘*and I would like very

‘I realize that the windd
much if it were larger. However, just
because 1 am handicapped somewhat 1n
this way is no reason why I should giv
up in despair. I find that even that
sized window properly dressed will sell
goods. At any rate, 1t gives the passer-
by an idea of what is sold inside. He
knows I am a grocer. If my window 18
neat and elean, it will lead him to be-
lieve that the interior is the same and
that goods are handled In a sanitary
manner. | consider even my small win-
dow as valuable.”’

Thus it is shown how much better re-
sults may be obtained by a progressive
grocer, even under handieapped con-

ditions,
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& was probably a discerning woman wit!  good idea of grocery values. !‘ot this reason, if she was living in Winnipeg =’ adves
i3] today she would probably be dealing at STONE'S. ers
E': ¢§ We have in stock today the brightest, clcanest, most dainty assort ment of good things to eat that anyone oould desire, an approj
F 5 displayed in the most sanitary and astractive fashion. No old stock, no untidy corners. Everything just as you like it in advertisem
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3"5 ‘ your own home. As a climax, we will show you, too, that our prices are most reasonable. sections, tl
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ENGLISH PLUM PUDDINGS
Put up in sanitary and very at-
tractive packages.

YOUR CHRISTMAS TURKEY
We don’t

' CHOICE COOKING FRUITS

- -
We have always felt that the. best

Is waiting bere for you.
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method become, the more effectively the
advertisements are written, and that is
the point with whieh we have to deal
in this article.

No one will dispute the power of a
strong advertisement to make sales
unless it be someone who has never
given it a trial. A good advertisement,

interesting character, it induces one to
read it and lastly, and of greatest im-
portance, by its convineing nature it
compels action on the part of the reader
to purchase.
A Prize Winning Ad.

Let us take a careful look at these il-
lustrations. The advertisement of the
W. H. Stone Co., of Winnipeg, Man.,

say it is getting away from business
but be that as it may, the second para
graph is certainly a trade winner. Se
how it reads:— ¢
‘“We have in stock to-day the
brightest, cleanest, most dainty as-
sortment of good things to eat that
any one could desire, displayed
the most sanitary and attractive

L]
ask you to pay for head, feet and Lazenby's, 1. 2 and 3 Ib basins, each in these lines is none too-geod for : ’ ‘
i feathers, merely “for turkey, per Sl Oic a0d ..c.ioopiinnns 9c our customers. J
'9 ] B ot ihsasines NS R 30¢ Bharwood's glass jars, e;gh .,d.ggc Fancy Vostezza Currants, 2 lbs, 28¢ g
: s i Weston's in bags. each 26c an 3 ; ‘
u® Choice Duck, Geese and Chicken, - Moat, Wethey's, per 5 18 g::_ce Olelsned“c;lmns. perJb, 10¢ Uu!‘nl |
¥, at attractive prices. All Manitoba | | oip” T T 80¢c MINE, 'f‘ 9“"- alencias, per 1b, 10¢ & Christmi
;'3 birds, grain fed and ready for the Mmo. Meat, choice bulk, 2 lbs, 25¢ Raisins, California seeded, 2 pack- ‘ sy 1
g A 2 AR ey S SN S 26¢ O
ﬁ ; Fine Sausages, per 1b. carton, 20¢ Sultanas, choice go!den, per Ib., 16¢ S
3 S R CR ST R N 22¢ Peel, fancy quality, mixed, lemon, J
4 orange and citron, per 1b.....15¢c ]
4 DESSERT DAINTIES Shelled Almonds, new, per Ib., 400 st
& The finest table Dat::, Muscatel Shelled Walnuts, new, per Ib., 45¢ bl
3 Saitos, Jordas Aloonfs, Presved OUR CONFECT'ONERY DEPART. o
R Ginger, etc., may be seen in our win- MENT . : - pem
& ¢ jow and silent salesmen displays. 5 = = Wo vl give
? Mixed Nuts, new stock, 2 lbs, 36¢ Contains a beautiful assortment of Vin
4 : = ock, ) high class box and bulk candy, ervs. A
¢ STONE'S IDEAL TEA = talized fruits. Christmas bov-bons, « rom
5 -Per 1b, 30c, 40c and 50¢, fine flavor- ORANGES and biscuits.
!‘: s d and refreshing. 100 cases of finest California nav- Fancy Iced Christmas Cakes — 1 Th.,
i STONE'S IDEAL COFFEE elw, per dox. e, Mlc and .. . 3o 2 1b. and 8 Ib, sizes; per Ib., B0 ;
# Fancy Table Apples, Malaga - 2
; Peg, Ib, 40c and 50c, fragrant and Grapes, Bananas, Celery, and all Almond Iced Slab Fruit CakesDe. :
[ at! sf\mg seasonahle fruits and vegetables. licious quality, penlt. ........ 40¢
8
We have the Goods, the Sales People, the Sanitary Store and we want your Business
648-650 Main Street E
Phane Garry 4640, 4641, 4642
{ l he ‘ ~ ° H. stone COO 181 Bannerman Ave.
! St Johrs 446.
|i S _ — i
! First prize newspaper advertisement written by A. E. White, of the W. H. Stone Co., Winnipeg, Man. &
1! See accompanying article for its chief features. ;.
! |
i
f ; man—"
i Trade Winni Chri Adverti -
;;i rade Inning ristmas ertisements :
{ Examples of Some Splendid Copy From Three Good Canadian Retail Grocery —2
. o . vaid . . W
' l Ad. Writers—A Prize Winner In Competition—Essential Points To Watch In ko
Writing A Business-Getting Advertisement. ‘ o,
i b - 1 pon—
. : . : S . ’ " g
3 A large part of the suecess of any Must Be Written and Set Well. its simplicity and therefore stand
g ge P . of any _ | plicity an -
1 _ Fall and Christmas selling campaign lies To make the advertisement effective every chance of being looked at. Whethe ¢
v & in letting the public know the goods in and to have it set up attraetively in the or not the introduction is as strong a
I 4 stoek, the chief features about them office of the newspaper, should be the it might bhe, is possibly a debateabl FOR
i ¥ and their price. This can be accom- aim of every retail advertiser. An ef- question, but nevertheless it is out o
| b X plished by few better and cheaper me- fective advertisement is one that by its the ordinary and would appeal to 3 O“'
{ 4 thods than advertising through the attractiveness gets attention; by its great many people. Some erities ma i A« strong
L4 A local paper. The cheaper does this

oranges and
ery. In ea
est is told.
sire on the
chase, and 1
ment is effe
15, the less
fact, the so-

] like a good window or a good personal was the winner of The Canadian Gro- fashion. No old stoek,,no untidy nto an I
talk, will create more business with old cer’s Christmas Ad-writing contest of corners. Ewerything just as you ment 1s a

customers as well as new business from

somebody else’s customers.

1911. The original was 9 x 8% inches
in dimensions. It is attractive because of
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like it in your own home. As a
climax, we will show you, too, that

noted that
Stone copy
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our prices are most reasonable.’

This is a most convineing talk and is

hoimd to lead those who read it on tq

the lists and prices. ]
Divisions Neatly Made.

(are should usually be taken in in-
trodueing illustrations into retail groe-
ers’ advertisements. Here, however, is
an appropriate one—the turkey. The
advertisement is nicely divided into four
sections, the talks being practically eon-
fined to seasonable Christmas lines, such
as fowl, dessert dainties, plum pudding,

HE CANADIAN GROCER

he refers to the sanitary condition of
the store.
A Full-Page Grocery Ad.

Forsyth, Jr., Dartmouth, N. S, al-
ways writes strong new spaper advertise-
ments. His advertisement as shown
here origipally covered a full page in
the Dartméuth newspaper and probably
stands alone in point of size as an ex-
clusive grocery advertisement. The lay-
out could searcely be improved upon.
The introduction is about the proper
length and the five specials are shown to

@ W W 00 W W §§ o5 wen 222250000 SOOSSSS W w00 W w90 W —o

U-el'nl .hnyl we hope, bat indespensible at this season we believe, we are with you again with our

* We want you to resd

suggestive. 'h-y doing your purchasing in Dartmouth this year a8 an experiment.

% YULETIDE NEWS.
| .
!

it every word, you will ind it profitable and

-

.“““““m
& strong Christmas advertisement written b

oranges and other fruits, and confection-
ery. In each case something of inter-
est is told. That is what creates a de-
sire on the part of the reader to pur-
chase, and therefore such an advertise-
ment is effective. The more effective it
15, the less expensive it becomes. In
fact, the so-called ‘‘expense’’ is turned

into an investment if the advertise-
ment is a good one. It will also be
noted that the writer of the W. H.
Stone copy features a good point when
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The Man Who Makes Good His Adv's sud Appreciates Your Trade
"y Always, But Especially At Christmas Time. ‘
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¥ Forsyth, Jr.,, Dartmouth, Nova Scotia
advantage in panels in the four corners
and centre.
Positve Statements Desirable.
Some advertising men might eclaim
that the first line of the introduection is
weak by being somewhat obscure. It
may also be argued that the last sentence
of the introduetion, ‘‘Try doing your
shopping in Dartmouth this year as an
experiment,’’ is admitting that in the
past some people have not shopped in
Dartmouth. Therefore, it indireetly or
105

F’Tis Ohristmas

I [

0\!'! more its Chrstmas and once more we have

prepared a delyghtful surprise for our many frends
~for we have assomblod in the stare the choioest
goods from wany lands

Must uf these were bought many mooths ago
was in the month of Apnl the fint purchases were
made every line bought with the greatest care our
egpenience could suggest

Month by month our plans were lasd all with one
end in view That you would lay the seal of
approval upon our efforts.

And we have succeeded

The exclamations. the congratulations of our
friends the admiring glances in our windows, sad
what's more, the splendid advance sales all point w0
sucoess. i

Our ecothusiasm s st white beat—come o the
store-we will give you a splendid reorption —come and
share our enthusasm

CGood Things in l‘.lass

Prench Pears S Engleh Spinach B Proit o L
Chervies S0 P - . -
GG v g g 3 Carvots e China Gomger =
Mix. Proie 3 Nix VgiblaZie Guars Joy =

Olives

We bave & splendid mnge of Olives packed by Talbot
Freres, Bordeaux —fine large quoen olives packed in 4
different sized bottles at
30¢ 80c 8¢ .28
There it also & wice line stuffed at
18c and 38¢c

Home Made Mincemeat

You've missed & rell treat if you bave not tried this
Mincemeat. Remember it's made io the bome 0ot
factory made  Place your onder early . bst your we

sold out at 10 am December 240h
28¢ for 2 Lbs.
CRAPES ORANCES APPLES

December 16

On date we will open up an absolutely new lae of
C Y —18 different lines, all quite new. witable for

flling the stockings, or as presents to the older folk
them will be found Cucumbers. Gooseherries,
Bull's Byes, Xmas Toys. Cocoanut sad Maple Bon Bons
18 DIFFERENT LINES-ALL PURE CANDY
ALL GOOD TO EAT
30¢ Ib.
3 New Kinds

200 Ib. 28¢ Ib.
5 New Kinda 10 New Kinds

WOVELTIES, XMAS STOCKINGS, CRACKERS

Por Glling the stocking. decoraiing the iree or for gifla for the

wmall tots wa have & vePy Bne assortmen Then 100 they are ol

seriking and novel—bound 10 please (he joungae. s Prces e
fromn 1ox 10 25¢ and ome are § lov e

Christmas Crachers a1 35¢ and gox per hon some fancy ones 1y

@ 12y Chnmmas Stochngs § g, and they wee full of

surprises for (A .

Fry's loveltlés

Fro's Noveltes——some entirely new haer ot very reasonable

prices. W would ke vou 10 see them: they will appenl 10 the
Aaldren

December 22

1 Final Shgemonte— Haolly, Misletne, 30d (himac
wanied ibeve Naciits 1o come last w0 hat o
Christie s Chrimiman Crimeles

Ao Material for the Salads

n* TAYLORS ==

Well

Ont., paper.

written advertisement from
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negatively suggests to those who have
heen buying at home that others have
bought elsewhere for some reason or
other.

Probably a  statement reading:
‘*Christmas shoppers at this store are
not experimenting, they get best value
for their money,’”’ would dispel such
ideas as above expressed, assuming that
the ideas existed.

Talks on Particular Goods.

Apart from this, the advertisement is
a strong one, a striking feature being
the talks about the various lines adver-
tised. For instance, note what is said
about sugar: ‘‘PURE CANE SUGAR—
As well try to have Christmas without
Nanta Claus as without Pure Refined
(‘ane Sugar, per pound, .07, ete.”” Again
notice the bright information about eur-
rants: ‘‘CURRANTS — Perfectly
(leaned Currants, right ready for the
cake, pudding or Mince Meat, packed
where grown in one pound packages,
per pound, 10e¢.”’

That is the sort of advertising that
pays handsomely. It is an investment
and not an expense. Forsyth, Jr., winds
np all his copy by the strong assertion
—“The man who makes good his ads.”’

Use Care With Introduction.

Another good Christmas advertise-
ment submitted for The Grocer’s 1911
competition was that of The Taylor
store, Sudbury, Ont. The original of

this was the full length of the news-
paper page and two columns in width.
¢ 'TIS CHRISTMAS TIME”’ is a fair-
ly good heading for a seasonable adver-
tisement. Probably one appealing more
to business would have been stronger,
such as: ‘‘The Choicest Christmas
Goods’’ or ““The Choicest Goods From
Many Lands.”” This would possibly in-
sure it being read by more people.
Beware of Too Long an Introduction.

It might also be contended by some
ad. eritics that the writer does not get
down to his goods soon enough. Would
the average person read the long intro-
duction? Some will, of course, but after
a dealer has convineced a woman that
he has some fine, quality Christmas lines
and that the goods will give her entire

THE CANADIAN

On the whole, three splendid Christ-
mas advertisements have been reprodue-
ed, and every dealer at all interested in
advertising should give them his best
attention.

GROCER

Editorial Note. — Announcement of
The Groeer’s 1912 Christmas ad.-writing

contest will be seen on another page ot

this issue.

Pushes Goods Recommended by His Wife

Attitude of Winnipeg Dealer When a Highly Advertised Line is
Placed on Market—If She Stamps It With Her Approval He
Stocks It; If Not He Doesn’t Despite The Demand That May
Be Created—Selling Poor Quality Get-Rich-Quick Goods Ta-

booed.

Any merchant twenty years in busi-
ness in Winnipeg has seen considerable
development in the Canadian West, and
the passing through of a great many
people.

‘It was twenty years ago,’’ stated S.
Elliot & Co., Main Street, of that city,
‘“that this business was founded.

‘‘Since then numberless changes have
taken place in our ‘Prairie City,’” and
consequently business competition is an-
nually keener, and it is only by being

The grocer’'s wife testing quality of a new
line of goods.

satisfaction, he should not delay talk- up-to~date in all your methods, fixtures,

ing up special articles, such as the Taylor
store has done.

The introduction should invariably be
a strong, brief, convineing statement
that immediately gets the confidence of
the reader. Once that has been secured
efforts should be confined to talks on
particular goods.

The Taylor advertisement is well laid
out, and the printer has set it ecare-
fully. A feature is the bold type used
for naming the goods and prices. The
same favorable eriticism is due this
advertisement as the others in connee-
tion with giving interesting talks about
individnal lines.

ete., that you can possibly
extra demand.

““Fruit is the line to which we give
special attention at this period of the
year. A good window display, promin-
ent price cards to invite the would-be
purchaser indoors, silent salesmen at-
tractively displaying seasonable goods,
and a small, reasonable profit, combined
with a quick turnover and fruit is then a
really good line.’”’

Mr. Elliott never recommends any ar-
ticle to a customer unless he is per-
sonally certain it is strietly O.K.

‘‘Beginners should take note of this
and avoid any lines which bid fair to
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cope with

allow them ‘to get-rich-quick,” as
onee you introduce any inferior articles,
and by a little push sell them at top
price, on arriving home your customer
is dissatisfied with her purchase and
consequently doubts your next endeavor
to sell her possibly a really good line.
Once you lose the good will and con

If found to be a good line, customers
are recommended to purchase it.

fidence of your customers you may a
well close the store.

‘‘Should any new line of goods,’
states Mr. Elliott, ‘‘appear on the mar
ket, and be widely advertised and boom:
ed, we buy a small supply. The ‘Ol
Lady’ gives it a fair trial. Should 1
prove in every way satisfactory, the:
I can introduce that line to any cus
tomer, confident of it being all she de
sires. On the other hand, should th
article fall short of its advertised quali
fications, I don’t handle it.”’

Mr. Elliott added that ‘‘The Canadia:
Grocer is greatly appreciated in th
store, its numerous ‘dos and don’ts’ b
ing the cause of many little interestin
debates, and we are all eagerly lookin
forward to the arrival of your Fal
Campaign Number.”’
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Co-operative Delivery System in Galt

Merchants Find it Operates More Cheaply Than Individual
Grocer Estimes That it Costs Him $8 to Deliver $200 Worth of Goods or Four
Per Cent. on Half His Turnover—Is Conducted by a Separate Company.

(o-operative delivery has been adopt-
| by merchants in several
wns In recent years.

Canadian
The object has
course been the reduetion of delivery
penses, for it is natural that under one
-tem the cost of total operation should
lowered. The only other question is
isfaetion to customers.
I'here has been the objection offered
some towns, but by no means in all,
at the management entails considerabie
ouble or that it is not likely to be pro-
crly managed. In Galt, Ont., is a co-
perative delivery and there seems to be
» objeetion on this score. The delivery
iere is not co-operative in the sense
that all merchants have combined, for
the system is managed by one firm and
that one separate altogether from the
merchants. It is called the Merchants
Delivery and is in reality what might
he called a cartage business arranged to
serve the interests of the merchants so
that they may dispense with their own
delivery. There are separate dry goods
and groeery seections to the business.
The grocery seection is patronized by

SIX grocers. hours for
delivery, namely, 9.00 a.m., 10.30 a.m.,
3.00 p.m., and 5.00 pm.* On Saturday
there are two extra deliveries at 7.00
and 9.00 o’cloek in the evening so &s

I'here are set

to care for the week-end busiuess.
That
reduction in cost from that where each

co-operative delivery wmeans a
merchant conduets his own, is indicated
by the figures submitted by one grocer
in Galt. The contraets are made yearly
with each of the merchants and the
amount is of course based on the amouut
of delivery which
This can only be arrived at approxi-
mately as the amount may

each firm requires

vary con-
siderably during the year.

Costs One Dealer $8.00 Weekly.

This particular merchant pays $8.00
per week for delivery] Two years ago
when he had a much smaller business
and maintained his own delivery out-
fit, he figured that it cost him $10.00
This
of the faet

goods, the co-

per week for delivering expenses.
would mean that in spite
that he is selling more

Deliveries—On

operative \]A‘ll\'l_\ Ccus
u<.Altl ';U“ 4 Dus 33 LD P
week, and over half of
mates, are delivered. This would meatr

that 1t costs him $5.00 » del
where over $200 worth of goods
‘““We have no ceomplaint,”’ St

recently, ‘‘from people want

al other than € St 1ours r del
mngg. We have cards 1bout "
shiowing the hours and people Kuow
when they order goods when they may
expeet Lo receive L W I Wi i
our own (itl"u‘l'»\. customers Xpeet

us (o accommodate nm a 1

but now they don’t look foi

Which is Better Plan?
Whether it is advisable tha
anis or the separate cowmpany opera
the system is a questior I'he mpa
no doubt makes a profit w
merchants might save, but on the oth
hand Iin-) do not have to worry
complaints due to the delivery

pany’s errors. They ean put the con
plaints up to the company and see that

they live up to their contraet

Grocer Who Seeks “Far From Home Trade”

Montreal Dealer Only Two Years in Business—No Previous Grocery Experience
—Establishes Special Deliveries—Can Deliver to all Parts at a Profit—Yet Has
Only One Rig to do the Whole Lot—No Cutter of Prices.

[t has often been argued by many sue-
cessful retailers, that once a ecustomer
moves to any distance from a loecality,

a dealer himself seeks a stand decid-

{ly remote from the homes of his most
scattered patroms, it is searcely worth

ile trying to retain former accounts.
cost of delivery would more than
cit up profits. But there are exeeptions
to every rule and here is one.

Faylor & Peacock, doing business in a
rcmote part of Point St. Charles, a

ith-western suburb of Montreal, have

ir own views on the subjeet, Mr.
I'cacoek, in particular, being decidedly
rong in his adherence to the poliey

‘Systematize and go after trade, uo

tter how distant.’’

Customer Makes Long Move.

[t happened that one of his ecustomers
ved from his immediate seat of opera-
n to take up residence in the very
rth of the city, the distance need not
mentioned, but suffice it to say that
majority of dealers would consider
fool-hardy to ever deliver a fairly

large order there, as the absence of the
rig would naturally tend to delay other
orders for nearer customers. In short,
the less enterprising man would thiuk
““a bird in the hand better than two in
the bush,”” and thus not eater to chance.

Not so Mr. Peacock.
ceived a plan for not only having the
bird in hand, but also securing the/two
in the bush (perhaps he is more ac-
quainted with the feathered tribe as his
name would indicate), and that plan
hoiled down simply meant this—‘‘the
old customer will introduce me to other
residents nearby and by ecatering to
them satisfactorily will very soon build
up an execeptionally strong
livery’ business.’’

l[\‘ soon c¢on-

5 \l'\‘l‘l‘.ll de-

Success in Spite of Competition.

And he did it. His keenness in sup-
plying only the best quality goods at the
right price, neatly packed, absolutely
free from dust, dampness, ete., resulted
in the opening of a number of valuable
accounts, and remember there was no
cut rate offered as an inducement. Not
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at all “No, 1

do no i If
any customer tells me at she 15 get-
ting any commodity at Mr. B s at
such a price, well, 1 do not d sput

statement, but deliver at the same awm-
ount. Of eourse, if 1 find ther fel-

low cutting in order to confine my opera-
tions to my own loeality, then I show him

play the sawme game, and

that two ecan
he soon deeides to tollow a ‘laissez

faire’ poliey.”’
Good Chances for Salesmanship

After meeting a number of families
north and west ends, Peacock
and 'l‘;ll\llll‘ were able to set

in the
separate
days for delivery in each district and
educated their outside elientele to have
their requirements registered at store
for shipment at a given hour, and very
few hitehes have been experienced. But,
of course, this firm does not get the ex-
clusive patronage of the large number
of housewives, because there is always
a need for something else prior to de-
livery of goods ordered The nearest
dealer usually gets the rush order, that
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is to say he gets transient trade, in-
stead of regular, which one might think
was properly his.

Do Not Neglect Others.

**No, the mere fact that we have only
one horse and that I deliver three days
a week outside of Point St. Charles does
not interfere at all with the attention
others deserve. We are just as anxi-
ous to serve them well, too. And we do
it.”7  All orders for special outside de-
liveries are filled with the utmost des-
pateh the day before shipment, and regu-
lar visitors, though always impressed
with busy nature of store, are attended
to eagerly.

““When any order calls for immediate
attention, a special messenger is sent
along and at the same {ime given another

THE
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pareel which, though not so urgent, will
create a feeling of satisfaction by its
early arrival at the home. So again, to
return to the bird matter, ‘two birds are
killed with the one stone.” ’’

Little Previous Experience.

It might he mentioned here that Mr.
Peacock up to two years ago, had no
grocery eXperience ,having been con-
nected”with one of Canada’s largest
shirt and collar manufacturers as ship-
per, but as soon as he was invited to
take a share in the business by a rela-
tive who was retiring and was unwilling
to have anyone outside of the family
in control, he soon decided to forsake the
coods for ““exterior use only,”” and de-
vote his entire attention to those for
the ‘“inner man.’”’ His investment has
turned out right, too.

Efficiency in the Automobile Deliverer

Dealer Who Has Tested the Auto Recommends it on Con-
dition That System be Used in Its Care—The Style Sug-
gested Where Winters Are Cold and Snow Deep—Consider-

able Labor Eliminated.

By Henry

Ontario, Sept., 19 1912
Mr, Henry Johnson Jr,
Care Canadian Groceer,

Sir:—1 bave been a constant reader
of the Canadian Grocer for the last
25 years. 1 see in the last issue you
vive an artiele on auto delivery. Would
You })Iv;l.\«} sive me the name of the
firm you bought from and if you
think they make as good a car for the
work as there is.

Yours truly
This man sent a stamped envelope and
reply was promptly forwarded giving
name of concern from whom I bought
first two machines and, after a years’
trial, another one.

Work Under Definite System.

I \cannot, however, be too emphatie
in stating that you will derive no profit
or satisfaction from any auto you may
huy unless you operate under some de-
finite system of daily eare of the
machine. I have told you what I have
discovered in this eonneetion and what
I do now to avoid trouble in the opera-
tion of the cars. Sueh system must be
mapped out and then the boys must be
kept to it not one day, nor one week,
nor one month; but each and every day.
The daily work must be gone through
with, just as laid out in the schedule—
no more and no less.

Also, it does not do to imagine that
anything can be done haphazard nor by
fits and starts. Often the boys ‘‘feel
Just right’’ and are inclined to do a

Johnson Jr.

great deal—especially on some fine,
bright morning. That must not be al-

lowed to happen. Nor must any negleet-

be permitted to ereep in. FEach day must
have its allotted tasks—the machines
must have their daily care just as a horse
must have his daily feed and currying;
and this must be done just as carefully
and ecompletely on a dull, depressing day
as on any other day.

System, system, system; let that be
your watchword. Then autos will work
out with vou. Otherwise neither an
$850 car nor a $6,000 car will do you
any good. Both can be reduced to junk
about as readily and completely, though
not quite irremediably, in a day as a
horse can be foundered.

Help Must Have Brains.

A completely “‘fool-proof” machine
has not yet heen evolved, nor do we
want one. No help that has no head is
any use to any of us. But we want to
have as few dangers hanging over us
as possible; hence some of the points
of my ears may be dwelt upon. These
points appealed to me very strongly—
nor have I been disappointed in them.

1. I do business in a eold elimate. I
did not want cars with liquid eooled
engines, because I knew that my boys
would allow the radiators to freeze no
matter what I might do. The engines
are air-cooled and experience proves
that they keep cool enough in sunmmer
and that the radiation is as complete in
winter that it is well, on severe days,
not to allow the engine to stop very
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frequently. Some days last winter the
engines were started at 8 a.m. and not
stopped until 6 p. m. That I felt was
a severe test and yet the cars stood up
under it.

2. I chose a high-wheeled type of e
to get through snow and here again |
egot what I had looked for. The ears
were not stalled because of snow drifts
though they were some high, if you re
call.

How Trouble Arose.

Going back for a moment to the
question of system. I want to say that,
in putting on my latest car, I got a very
good boy to run it; that is, he is eon-
scientious, earnest, industrious and
wants to make good. No work and no
devotion to his tasks has proven too
much to ask of him. But he had some
trouble with the best car we had after
he had run it only a little over a week
This was not for want of work nor
desire to do right, but it was for want
of observance of the schedule. Bein:
new he did not appreciate the need for
system invariably followed out; but
after he had experienced a stalled car
two or. three times, he got next to the
idea and since that time we have had
no trouble.

Eliminated a Lot of Labor.

Again, going back in review of the
work with the one who helped me plan
the schedule, he enthusiastically endors-
ed me when I pointed out to him thai
there was now no Sunday work, nor
night work, nor, in faet, half the hard
care and labor that there had been when
there was no system at all.

A big part of it must be head work:
and the boss cannot dodge his share
But if that head work be given, autos
of the right type, are all right.

__{8.:.__

FOOD VALUE OF CHOCOLATE.

Chocolate is a good sustaining food.
sweetmeat and stimulant, containing as
it does from 27 to 60 per cent. of sugar,
20 to 45 per cent. of fat, 2 to 3 per cen!
of mineral matter and about 0.75 p«
cent. of theobromine. A fair meal f
an invalid may be made of a pint «
milk and 4 ozs. of chocolate, which yie
about 800 calories. Notwithstanding t!
disparaging things which have be
said recently about chocolate, praetic:
experience has decided the value of tli:
well-made article. It contains all tl
elements necessary for a food; fat, ca
hohydrates, proteins and mineral sali-,
including a notable proportion of pota
sinm phosphate. On account of its sta:-
ing powers and nutritive properties !
has been largely used in army manoeu-
vres and other cases where exceptional
demands are made upon the museular,
nervous and mental energies, such as ex-
pedition to the Polar regions.
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Halifax Grocery Business 52 Years Old

Founded in 1860 and Advanced With the Times

Quality of

Goods Sold and Cleanliness of Store Given First Attention

Orders are Filled From Stock Room—Many Modern

ments.
The accompanying illustration is that
{ the interior of Dillon Bros. aroecery
.tore in Halifax, N. S. The name of

Dillon has been before the publie of
[Halifax for half a century.
Patrick Dillon began the
Sackville Street 1860, in a large
briek building, About 1876 the

over
business on

about
No. 75.
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Interior of Dillon Bros.! Store, Halifay, N.8

husiness inereased so that he purchased
the building, No. 80,
and the grocery business removed
there. In 1894 the property at No. 76
Sackville Street was purchased and used
as a warehouse. These old buildings were

across the street,

was

not large enough to accommodate the
constantly inereasing business, and in

1896 the modern brick store and ware-
houses were built.
Quality has always been paramount in

Marble topped provision couunte

Improve-

establishment and continues to he

C. Woods, t

h'lln[ll«g\ ed h»\

this
so. D
been

1875

e present owner, had
Dillon

Vears avo,

Bros

about when
the
g so well established,
holds to the

Woods,

until seven

name b
Mr. Wi
old firm of Dillon Bros
different

he bought business The

wods still

M

according to travelin

shelves can be seer as thev appea
this photo) any day in the week in ar
week ol l}i\‘.\mll Fhe clerks are not a
lowed to take any coods off these s elves
except to l'l'!‘l‘h e them wit! resh g
There i1s a SLOCK 1 1 A(
store, and all orders are filled
¢oods from the stoek roo

The store is heated with hot wate
radiators and 1s eleetri ted. It has
metal eeilings and marble t anter
A\l bisemts, { s, prut
apricots, ete., are under glass

(Cleanliness and quality are two mo
toes strietly adhered to in this store

IHHHM

arena W
il EETELRTS nnmn'un

I
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with large

ppearance of the ceiling

salesmen, has one of the most up-to-date
grocery stores in Eastern Canada.

In the
bacon slicer,

lvlmln can be seen a large
a modern addition for faeil-
tv in handling the provision department.
Also the latest improved computing scale

and computing cheese cutting machine.

The Shelf Arrangement.

Mr. Woods has a novel plan in regard

to shelf rement in his store. The

109

arrang

5 N

The firm maintain that customers appre
ciate a store whieh 1s ¢lean and sal

and at the same time bright and attra
ve. Mr. Woods works to this end, and

1 glance at the illustration indic

his energies are well expended

ates that

Now that the Christmas trade will
soon be looked forward to, special con-
sideration will be given to the quality

of the goods bought and offered for sale.
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Far Northern Store With Modern Methods

Dealer Who Runs Store a Hundred and Fifty Miles North of Ottawa Has Win-
dow Displays That Excel Many in Large Cities—Some of His Ideas on Increas-
ing Sales—Makes His Store and Surroundings so Attractive That Lumbermen
Going Into the North Leave off Purchasing Till His Place of Business is

Reached.
If there 1s any story whie A?llfl.ﬂ'\
one’s admiration, 1t 1s that of the

pioneer who enters the uncut forest, and
in spite of trials and tribulations
which beset his way, clears for himself
1 goodly acreage of land and establishes
a4 home.

Of equal interest is the merchant who
forges his way into an unsettled distriet
n advance of the railway and other
landmarks of eivilization and there es-
tablishes a substantial business. This
interest and admiration is even muech
oreater when a merchant i1s found who
not only has a good business but a par-
ticularly fine store and who maintains
attractive window displays rivalling
some of the hest in the large towns.

Bright Store in the North.

Such a case is rather infrequent and
for this reason, the store and business of
Thos. Marion & Co., of Rapids Des
Joachings, Ont., s partieularly inter-
esting. Situated 150 miles north of Ot-
tawa and 50 miles north of Pembroke,
seven miles from the neayest railway
station and beine the sfore farthest
north in"the Demoine District, one would
hardly look for an establishm of at-
trackive-appearance or wWindow dispiays
whichi—are recularly léoked after an
whiel: are oxoew]inﬂ_\/' attraetive.

This, however, Mr. Marion can pride
himself on. He was truly a pioneer for
he established himself at Rapids Des
Joachings 14 years ago. Although that
village can only boast of a population
of about 300 people, the large district
this store has to

surrounding whieh

draw from, makes a biz business pos-  while extending northward into a vast
<ible. timher distriet, he has a streteh of 65
Turnover Almost Doubled. miles for which he is the nereast sup

To the south, it is seven miles to the ply house. His, is a_general store busi
nearest villaze, Moore Lake. On the ness and with this extensive territory.
east and west lie  has ten and twelve lre has been able to inerease a tllrn'»\;‘l'

miles respectively to draw ecustomers, which at first hardly reached the $20.-
000Omark into one exceeding- $34,000 an-
nually. He carries a stock averaging
around $15,000 and particular attention
is given to the grocery end of the busi-

ness.

It is a big lumbering distriet and the
lumberman has generally a pretty heal-
Ill_\' ;l]bl}(‘lill‘ so that the amount of food

gpr>®532 n consumed in that distriet reaches large
é’,”i proportions.
‘; 1333 2 4 y One Sale Amounts . to $800.

Quite often there are large purchases
- y at one time for the man betaking him-
; >l self into the woods does not figure on
‘. .89 = many excursions to town. For instance
g - — Jpa / Just a few days before Mr. Marion was
interviewed by The Canadian Grocer, a
sale of $800 worth of goods was made
to one customer.

A new store has been erected by the
firm in the past year and it is certainly
a creditable establishment for a village
so far removed from the larger eentres
It is a one-storey structure of eement
60 x 30 feet with two excellent show
windows, an extensive cement cellar for
storing of goods as well as a front ce
ment platform. In its eonstruetion, the
aim was to have a store with the depart-
ments most conveniently arranged, with
a layout that would allow of the most
advantageous display of goods, and

)

Window displays in a general store 150 miles north of Ottawa and 7 miles from a railway station. These would do justice to many

large city stores.
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ivcht and light enough to prove attrae-
¢ to eustomers and show goods up to
¢ best advantage. This has been ae-
mplished by having the store 18
eet hieh, and the installation of two

THE
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put in which attracted no little atten-
tion. Among the lines shown were
tubs, brushes, soaps, c¢lothes pins, ete.
The feature whieh attracted attention

was a eclothes line on whieh was hung

GROCER

erockery whieh is at present stored in
the cellar.
Two Thousand Pass in a Year.
I'here 1s a special reason for having a
Mr. Marion

store ol niee¢ appearance

irge plate olass windows surmounted winiature baby underwear that about 2,000 transients pass
v a series of Duteh panes as well as Mr. Marion states that his windows "“y ]\“"“' ann "“‘“ ' their way '\;"»'l‘
i 1 r ( 0 » lumberin distriet oW
vo windows _;11011}: each side of ”"‘ create a good deal of business. Up in 2 ;l' t s < £ ¥
ore. These light the store well during {his remote distriet with really little “ "l‘ store w
1 . ely IR UE ¢ 1€
e day while u.t lll“_']lt through a gaso- competition, one might think that good ‘} ‘
ie system of l‘mhtml_r‘ as muech as 4,000 displays were not required, as the mer p I,I 1ses ’\ \ I u;:‘ ve
ndle-power of illamination, if requir chant would get the business anyway s [" = 2 S
- wa people o 1 ecoun
I is available. I'his is not the way Mr. Marion looks . ‘ .z = ; ;
Careful Attention to Windows. e Ak, reach this, the purchasing point farthest
\s stated before the store has two ““There is “I“?": a chance to mnerease .4 It 1t were a dilapidated store of
ccellent show windows fitted with a _ the sale of goods,” he says. “‘If goods ill-kept appearance people would be
osed-in back. However, the important are properly displayed, people will buy  ined to v could not et
eature in conneetion with these win- more than they otherwise would what they wanted and would aceording
dows is the eareful manner in which Makes Plans Ahead. v purchase their supplies farther
they are cared for and the good displays Mr. Marion takes pride in keeping sout
- 60 f1- e >
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Plan of general store of Mr. Marion, showing how he has divided off the

whiech are arranged. One is devoted to
rroceries and a sample of the display is
hown in the accompanying photographs.
I'hese are two views of the same display
taken from different angles.

The floor of the window is covered
with green. On the plates at the front
ire shown different varieties of cereals
hacked by a row of canned goods. Ar-
ranged on steps behind are pickles,
jams, salmon, canned vegetables and cat-
sup. The step display is flanked on
cach side by a case of oranges, nicely
trimmed with greens while farther out
are dried fruits. The window is arrang-
ed neatly and symmetrically and pres-
ents an attractive appearance.

A House Cleaning Display.

"

Not long ago, a ‘‘wash’’ window was

his windows looking attractive. In faet,
he makes them a hobby and devotes
much of his spare time to their arrange-
ment. He arranges many of his grocery
display fixtures himself. He figures out
in his mind what he wants for a certain
display. He then gets the saw and ham-
mer and sets to work to construet it. He
also gives a good deal of attention to in-
terior display which combined with
plenty of light in the store helps the
sale of goods considerably.

A glance at the accompanying photo
graph indicates a double display’ win-

dow. This is not so yet, but soon. In

the photograph one really looks into the

cellar but Mr. Marion intends that this

shall be arranged for the display of
m

- 1

various departments

Lodk’s After the King's Mail.

Mr. Marion is postmaster and this
natwrally attraets a good many people to
the /store and good displays induce them
to buy. The post office is situated at
the/fear of the store so that people have
t¢"/pass through a line of tempting dis-
plays to get their mail. Another way
of attracting customers is by cashing the
time checks which the lumber companies
issue to their employes.

Goods Hauled Seven Miles.

The nearest railway station to Rapids
Des Joachings is Moore Lake, seven
miles away and goods have to be hauled
this distance. Mr. Marion goes to Pem-
broke once a month to do his banking
and look after purchases of goods.

b




i At i s
O e iy

Ve o

RN R

= PR

ST —

NS

oy
i

A

W e IR T T

~ g ¥
S 8

S

——— s T

LoR

T T ey s

—

NP UHE RTINS

S AR

PR e

Important Uses of Cost Book in Buying

THE CANADIAN

The Loose Leaf System Evolved by a Hamilton Grocer to
Supply Him With Buying Knowledge When Travelers Call—
Knows Time, Quantity, Invoice Price, Freight, From Whom
Bought, Etc.—Keeps Him Closely in Touch With Goods and
Prices—Has Also a Sales Book to Keep Track of Each Day’s

Sales.

No small part of the work of the pro-
prietor or manager of the store is deter-
mining the selling price of every article
placed on sale. The sellirg price must
be one that will allow a fair profit clear
of all costs in laying it down in the
store. Otherwise the busmess will he
one of short duration

Before deciding on the sales priee a
natural piece of lubor is the determin-
ation of that total cost, and just here is
where a great many show neglect. There
are too many, and particularly among
new men in the trade, who eojnsider the

COST

that some system should be evolved
which will show at a glanece the total
cost of any article placed on sale. Unless
this is known as nearly as possible, losses
are bound to oeccur.

Value of a Cost Book.

Herewith is submitted for consider-
ation a system evolvea by A. G. Bain, of
A. G. Bain & Co., Hamilton, Ont., for de-
termining eost. Mr. Bain has a Cost
Book in which he places from day to
day reeecipts of all goods. As the cut
shows, he enters the date, number of
cases (or quantity), name of article,

GROCER

formation as to how the article is se!l-
ing.
Uses Loose Leaf System.

The (‘ost Book is on the loose-lef
plan and was arranged by Mr. Bain hi-
self on arriving at the conclusion tl it
sueh information would be a great heip.
Being loose-leafed the hook ean be ad-
to when oceasion arises. The artiels
purchased are arranged in alphabeticul
order to further supplement its handi-
ness. The elerical work in keeping tie
('ost Book up to date is attended to 'y
the office staff.

Comparisons From Sales Book.

To further keep him in touech with tie
daily work of the store, Mr. Bain lus
also a Sales Book which shows tle
amount of business done each day. At
any time of the year, therefore, he knows
exactly¥ the sales up to date and cun
compare them with the ecorresponding
period of any year in the past as well as

BOOK

J?Arg C/s

QUANTITY |JARTICLE

FrRO M

GROssCosT| DvT ¥ |FREIGHT| NET CosT |CosT FacH| SEL Eacw

Blank form, showing how A. G. Bain & Co., Hamilton, Ont., operate a cost book.

““cost’’ of an article the same as the in-
voice cost.”” This is far from correet
and leads many a merchant on to railure.

It must be distinetly understood that
if an artiele 1s bought for $1 and sold at
$1.20 the profit is not 20 cents nor 20
per cent. Onto that dollar must be add-
ed freight, its share of the general over-
head operating expens:.s and interesf on
capital invested; and then sometimes be-
fore the money is received for it the
dealer has to wait for weeks and ronths.
In certain cases he doesn’t receive his
money at all.

Don’t Neglect the Net Profit.

These facts ind:cate that every dealer
should add considerable on to the invoice
cost before reaching the selling price.
Sufficient should be added to insure a
fair profit after total cost is deducted
from the sum received.

With these faets in view, the dealer
should naturally know his cost. He
stoeks a great many different lines, too
many to keep track of in his mind, so

from whom reeceived, gross cost, duty (if
any), freight, net cost, ecst each, and
selling price of each.

It is evident from a glanee at this that
there 1s a great deal of valuable infor-
mation available at a momenrt‘s nctice.
For instance, supposing a coffee sales-
man comes along to sell A. G. Bain & Co.
some coffee. A price is quoted and there
1s some talk as to profit derived if sold
at a certain price. Mr. Bain or Mr.
Price, his partner, picks up the Cost
Book, sees when coffee was last purehas-
ed and from whom, knows the quantity,
gross and net cost and therefore is in a
much better position to talk intelligent-
ly.

The same applies to every other arti-

cle in the store. There is no old invoice
to look up and no time lost in dickering
over former price or
company know exactly what was pur-
chased and when, and by determining
what is now on hand have valuable in-

quantity.  The

112

daily, weekly and monthly. The value
of having such knowledge at one’s fi
ger ends is evident. It keeps the firm
closely in touch with the progress of tie
business, and plans ean therefore be 1!«
better worked out towards inereasing
sales.
Business Blindness Disastrous.

Such books as these would be the ma
ings of many a retail dealer who now
going blindly into buying and selling
and selling plenty of goods, too.

A merchant may have the idea that |
cause sales are splendid, the business s
going ahead rapidly, whereas the tru!
may be he is buying recklessly, payi
too much for the goods, or not obtaini
sufficient profit above total cost.

R =

The only safe course to pursue is 0
KNOW where you are at. If such isiie
case, a dealer is not likely to buy cai -
fully and to sell goods at a profit—t=o

exceedingly important features in fi¢
growth of any business.
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Preventing Complaints in Delivering

Forms That a Retail Dealer Has Devised to Advise Customers
of Absence of Any Goods—Useful For Instance When Some
Line Asked For Doesn’'t Happen to be in Stock—Delivery
Complaints a Big Leak to the Business—Causes Loss of Con-

fidence.

['here is plenty of scope in the gro-
ry store for a person with a little
itiative.  He can put many schemes
«nd plans into use which assist materi
{ly in inereasing trade or allowing the
‘.li'rA\mg on of business with the least
thor and trouble. J. Milton Cork, a
srocer who has just moved into a new
tore on College St., Toronto, has adopt-
ed several wrinkles of value that will

S SEaaR

Driver will tell Customer there is

TO FOLLOW

This is a Memorandum from your
Grocer.

Fig. 1. This is left with customer by driver
when some article happens to be out
of stock

rove of interest and value to other
merchants.

Reducing Complaints in Delivery.

His efforts have been along the lines
f delivery with the idea of reducing the
number of mistakes to a minimum and
also to allow it to be econducted on a
‘ystematic basis. Delivery has proved
the source of a great deal of trouble to
many merchants. There are few who
do not have some trouble, with frequent
mistakes and accordingly complaints.

Mr. Cork realized that it is extremely
detrimental to have any trouble with
customers which may give them cause
for ('ulnpl;llnl. To prevent mistakes in
delivery he has adopted several ideas
which assist eonsiderably.

When Goods Are Not in Store.

In Figure I shown on this page is a
copy of a ‘“*To follow’" form whieh he
has had printed in form similar in size
to ordinary counter check book. Sup-
posing an order has been left by a cus-
tomer and is being sent out, but with-
out a certain article which will not be
in until next day Now, the driver
cannot remember to tell each such cus-
tomer that certain articles will follow;
and the customer, too, may be out. Mr
Cork figures that sowme system was ne-
cessary to alleviate trouble in such a
case and he evolved the form as show)
in Fig. I. This form is filled out and
sent along with the regular sales-slip.
The time when the additional lines are
to follow are noted after the word
*when.”” It these additional zoods are
not charged on the sales-slip, the word
*Not’" is written before line ‘‘charged
on other .\‘“[* i

This memorandum acquaints the cus
tomers with what goods are to follow
and when. She is therefore apprised of
the omission, if there is any, and will
not think of going to another store to
[?lll't‘}l&l\t the ‘.'IH'!L\»\A\ carbon copy ol
this slip is kept on file in the store and
when the goods arrive they are sent
out. If the word ‘“not’’ is before the
line ‘‘charged on other slip,”” it is of
course neeessary to send a bill out

A Handy Reminder.

Figure No. 2 is the ‘“‘wanted to com
plete order’ form. There are frequent-
Iy goods ordered whieh the store does
not carry in stoek. Even with an ex-
tensive stock, eustomers will occasion
il”) order goods which have to be s«
cured elsewhere. This form speeifying
the goods required is filled out and
given to the driver who is expected fo
secure and |It‘|1\«'l‘ them In case they
are not delivered, the driver is requested
to return the slip to order file with rea
son. Steps are then taken to secure the
goods or if impossible, the customer is
notified.

A '‘Bring Back'' Slip.

Still another form used by the store
in delivery is a ‘“‘Bring Back’’ one. On
his is listed any goods which are to be
rought back from a customer’s home
For instance, if a ecustomer has received

113

black tea in mistake for green, the green
Is sent up and a shp given to the driver
to ““*Bring baek from Mrs. Lee,

Ib. black tea in exchange A note o

the slip reads: **Driver will leave slip
with goods returned on order counter
This is so they may be checked ip
During the summer a nsid&rable
business 1s done by every rocer in
fruits. Now when a customer picks
a certain basket of fruit, she wants
get that basket It cannot be lett
the memory or diseretion of the driver
to pick out the right baskets of fruit
while delivering It written on the
basket, it is most times indistinet, or if
readable, it Il‘\'t‘vn'l.ll\ takes a good deal
of time to nim‘il«l.v-l‘ This store in order

to avoid any trouble, puts a tag on each

» WANTED

TO COMPLETE ORDER

If goods on slip are not delivered Driver
will return slip to Order File with reason

0 R !

Dale. .

Fig. 11 Slip showing the goods necessary t
mplete the rd

basket as 1t 1s seleeted by customer
Fhis 1s just an ordinary shipping tag on
which 1s written customers name and
address. Mr. Cork’s name 1s on each
tag, so that 1t 1s somewhat of a publieity
advertisement

Mistakes are prevented by this meth-
od, and it 1s the aim of every groeer to
avold mistakes. They cause complainis
which are generally voiced to friends as

well as to the merchant and this is ex-
tremely bad advertising for the store

ik
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A somewhat new idea in the
This represents front of Kent & DBrown Co.s store, Moose

installation of store fronts

Display show case
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Bright Store Front a Good Investmenf

Moose Jaw, Sask., Firm Have Something Out-of-the-Ordinary—A Show Case in :
Centre of Door-Way—Receding Windows Compel a Lengthy Attention to the :

Goods Shown—Light Windows Above the Awning.

““From the business viewpoint there
does not appear to be anything but
optimism 1n the local conditions if
store front improvements count as evi-
dence.  Some other years may have
seen a larger number of residences er-
ected and more of a building boom but
extensive
overhauling and improvement of busi-
Ness premises.

few years have seen such

The list 1s a long one
and reference has already heen made
to some of these improvements, but in
general it may be said that local mer-
chants are reaching the econclusion
that the latest and most attractive is
none too good for the town’s rapid de-
velopment.’’

The above extract fromm a Canadian
newspaper contains an established truth.
What follows tells of specific instances
where certain merchants have improved
the appearance of their store fronts;
and where one finds many merchants in
a‘town or eity paying particular atten-
tion to that phase of the business, it is
only natural to suppose those merchants
are progressive. Not only that, but they
are greatly assisting in the build-
ing up of a live town, because without
live, progressive merchants the town is
not going to he as progressive as it
otherwise wonld.

Attracts Visitors Attention.

A wvisitor on going along the main

street of a town is first struck by either

the presence or absence of bright looking
store-fronts, and on this condition he
forms his first opinions of the place. In
the same way does a passer-by form an
impression of a particular store from the
appearance of the front, and very often
the front means the gain of a new cus-
tomer.

In many a C(anadian town and eity
merchants vie with one another in store-
front arrangement. This is a good sign
and it is bound to reflect to the eredit
of the place.

Western Store With Modern Front.

Note the store-front shown herewith.
It is that of The Kent & Brown (o.’s
store, (grocery department) Moose Jaw,
Sask. This is a front which is unique in
so far as grocery stores are concerned
and immediately attracts " attention.
Why? Because it is out-of-the-ordinary
and at the same time inviting.

If the store front is an index to the
interior and the goods earried, then any-
one would say that here we have a gro-
cery store that SELLS quality goods.
The show ecase in the centre of the en-
trance is frequently used by dry goods
and fur stores in the larger eentres, but
it has seldom heen seen in the grocery
From the faet that it
shows the goods to the passer-by more
prominently than the window proper
probably  would, it is something
that eould well he emulated hy others.

114

store eonneetion.

is placed in centre of doorway T
Jaw, Suask
4 .
[
'Y
1
°
An attractive display of goods with a 3
neatly written show cards would un LA
doubtedly ereate much new business. The :
Kent & Brown Co. certainly realize iis &
value. .
Windows Show Many Goods. )
The long receding display windows are B‘
another feature of this front. Every
time a buyer of groceries passes (he =
store, her eye sees scarcely anything but ¢ ¢
eroceries and therefore the dealer has a A ¢ ~ [
muech better opportunity of making ex- H
tra sales. If she enters she sees goods i I § separe
to right and left. Working on the well ]
founded prineiple that the more goods : e e
seen, the more there will be sold, such a S PR
store front is a valuable asset. e )
Light Enters Above Awning. nge quickly,
The lighting of the Kent & Brown ening boxes
store is given attention by the placing of wile.
the awning below the windows throu h Why This
which the store light passes. Heie, Phat Myriar
again, is a feature that should be atten - ade puller
ed to in the installation of the front. lesmen abovi
These windows diffuse the light prope the firm’s
lv so that it is carried to all parts of the You must ¢
store. ny other lin
Retail dealers are continually re-ai ximum - am
ranging their stores and refitting themn imples in a
to keep pace with the advaneing {ime e customer ¢
While doing this the store-front mu:i wing the ore

not he overlooked. Tts value is what the X stock near

dealer makes it and it might as well L2
eill-edeed invesiment as not.

This scheme
t of unnece
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Selling More Biscuits and Confectionery

Quebec City Dealers Make Special Efforts to Increase Turn-
Over and Find Profits Quite Satisfactory — Large Show Case

GROCER

WHAT'S IN A NAME?

A Dealer With High Reputation for
Selling Quality Goods Gets Better

From Floor to Wall Divided Into Diamond Shaped Sections Prices.
Makes a Paying Silent Salesman.
1\ il lnmxmlr that one ¢ (9 N re
: : cive a higher wice 1 1ol her "
“1f we didn’t believe in biscuits and saving time and eventually money. By ; i " '“ I
s : > - wrds that are > !
nfeetionery as a fine profit producing having to earry one box to the counter . l‘ e
29 his does not suppose ¢
e, we would not handle them,’’ recent- and then another, and so on, to weigh . ! !
: wo star rt i the price of wi
Iy remarked one of the head salesmen in  on the assortment, and then having to P! ‘.( [ ‘H} 5 S .
is ide L noOwWn Jut nsider fruits
1 grocery store ol Myriand & Pouliot, replace the boxes on the shelves, the Wl \} . i Bu . ralt
: 0 ) as O f the other eroce
Quebee City, P. Q. clerk must keep the customer waiting g e il . ”ru
' > w fo ¢ there 1s ) xedd price we
lhe aeccompanying illustration will  and deprive others of attention ; o, ' ' ,
L ; - kno o al
give an idea of the importance attached P RROWER e
S - Biscuits and Confecti W
to these two lines by the firm in ques E . fectionery Well Mated. Fo this ques ‘ ‘
tion. and the showease for bisenits is “*Yes, when a customer calls for bis e aflirmative and the w 1 ls t
somewhat unique. The top of the case ecuits and you have her choosing from  what 1s true !
slants up from the floor to the wall and samples, you can always direet her at- i others throughou e D )
is divided into diamond shapes by eross tention to candies and in almost every wve a similar elass o ‘ ; :
running pieces of highly polished woaod instance get an order. You will see,”” er referred to has w s known as
I'he diamond shapes made by the inter e farther remarked, **that we have the oh elass trade His
section are inlaid with glass, through confectionery showease and shelt c¢lose ¢ hest i groceries He
# = SHEL VI NG &,
C Qw M T E W= J
Diamomr~nD SH APED
BLSse v s W
)
e SHow CA s E-
vy
1
0o ®
- /
¢
LAY
]
-3
“ 0 2
3 o
e N 38
L————‘U 12 gz
¢ I
< w7
- ‘;_' COVNTE R COV N TER
gl
2l S 6 & LN N ]
Plan of separate biscuit and confectionery deparvtment of a Quel y store, that of M I & i |
left-hand corner is from another part of the tore he hiscuit \ ~ {
hieh can be seen all grades ol hiscuits by. The association ol these lines, as  knows it and < s the
ihe idea is somewhat novel, and allows [ have said, itsell” almost causes a double raranted \ ‘ S S Is and
the eustomer to run her eye over a big  purchase.” the nerenw \ ; erely
nge quickly, obviating the necessity ol Sells Goods Above Demand. coming fron s store, 1s W SO
pening boxes and thus wasting valuable 2 thing to t  elass S r who
I'hat this salesman sells goods over
Lime, = looks tor distinetion i every ¢ O
W and above the actual demand, goes with | O r ok =
1 1e 1t ¢ ST MIVS ! ot i\ i\ ~ il
hy This Method is Profitable. out saying, as he has ideas, and knows ’ = : i
. 2 WHholte It 1t i wan | i ~ i
hat Myriand & Pouliot find this a how to handle a customer without being i ' \ n ther
s " it ma ave L ) {
ade puller goes without saying, the over-aggressive. but a sl tin I HoTe
i | "Ml ~ | t -
lesmen Iil')lz\(' mentioned best explain & Ui o Ceane SRR s o bt
the firm’s views by the few words, i ‘
% it, but you ean aequive it by yvour ma
You must display bisceuits as well as A small number of well-paid, well £ d th t i And
. : er of dealing with ¢ pub I
ny other line if vou are to sell the trained efficient elerks ean do more work e :
oE ; is an invaluable asset. Customers wil
wximum  amount, and by having at less ecost than a great number ol
. then refuse to believe reports of trade
muples in a showease of this nature poorly paid, untrained, ineflicient work . '
; = wronges about vou, until vom things be
ie customer can immediately choose; al-  ers. The value of the artic le sold 1s n : l ]‘
. % | 111 . 1H a7 ~
wing the order to be filled from the ereased by being sold by an eflicient Ne acial FoRs
X stoek near the counter and seales.””  elerk. \ wholesome, bright, smilling Fhe very name is seal and stamp
This scheme, therefore, eliminates a courteous, contented elerk adds worth ol exeellenee It s an actuality, there

t of unnecessarv movements, finally

to even the poorest ;H'Ilrl«'.
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IS something m a name
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Selling Xmas Goods Well in Advance | =i

ceived their

recently fitted stores in Hamilton, Ont. Among the fixtures and cquipment may be secen dust-proof bin
fixtures, cash register, computing scales, refrigerator and metal ceiling

15 probably b

How Hamilton Dealer Aims to do Bulk of the Big Holiday Trade on Arrival it that the
‘of First Christmas Goods—Points Out Their Superior Quality and Advertises i neat and eled
Them Strongly—Methods for Increasing Sales—A Well Appointed New Store ; Puts Re
-Ideas on Advertising in the Newspaper. : ““When the

the store

] l roll, "Ii.t'}
Oy those who can 't attord to

emphasized by advertising and demon cannot be properly served, and ina
bhuy ahiead leave off purchasing their stration.

HAN learned
llllilll‘ service means lU.\_\ of a cert:

Early Buyers are Big Buyers. amount of trade. Then, as Mr. Can
Just bhefore the holiday.”’ These

Istomers, Iy
Christmas baking  materials until

; n, and are t|
methods, eclaims Mr. Carrol]l, states, if the wealthier class purcha

age a branch

T Ay i RS i TR A T i

Ilns statement by G. R. Carroll, a
Hamilton, Ont. grocer, 1s one that should
cel the attention of dealers who have not
been making 1t a point to go after the
Chiristmas trade early. ‘A bird™n the
amd 1= worth two in the bush,” and
Christias trade  seeured i November
or aronnd first of December 1s worth
quite a bit more during Christmas week:

It is with this end in view that Mr.
Carroll

11 raisins, currants, ]nw~]>. splees, dates,

goes after the Christmas trade

nuts, ete, just as soon as first shipmen's
arrive. To get this he advertises and dis
plays. Attention is called to the superi-
or qualities of the first goods. That
thev are '.‘l]\\:l'\~ the best’ is >H'nl|:])

get a good deal of the eream of the holi-
day trade. ‘‘I educate the people prin-
cipally through newspaper advertising,
up to the faet Christmas goods they buy
at our stores are of best guality pro-
curable, that the first of the season are
always best and 1 have the bulk of the
goods for the Christmas baking sold he-
fore many begin to push them. Towards
the end of the scason only small lots go
out as all the best trade has been
worked.”’

This suggests to dealers the advisa-
bility of going out after their Christmas
trade as early as possible. Frequently
there 1s so mueh _work to do the last
week and last day that many customers
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early, the best part of the holiday sal
are over long before Christmas.
must not he supposed, however, tl
people, \\In-l\l' wealthy or not, are
ing to purchase carly always. It is o
when they are induced to see the adv:
tages that they do so.

Business Established in 1893.

A little bit of history about the Ca
roll business will prove interesting a
beneficial. It will be just 20 years a
next fourth of July that the busin
was begun in Hamilton in a small sto
18 ft. by 14 ft. To-day he has eig
stores in that eity.

A short time ago the eighth store w
opened and in the first two days |

eceurs. 1 tr
bee a day
moning s
ave the diff
heir own st
ind attend t4
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*UOne thmn
customers be
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usiness done was as large as that of
e first three months when the busi-
ncss was begun originally.

Reasons for Branching Out.

How did he come to branch out, you

ay ask? It was this way. The first
dvertising was done with dodgers in

e neighborhood of the store. Some
 these found their way to different
arts of the eity, and friends told one
nother of the goods and prices at Car-
J1l’s. Orders then began to arrive from
arious directions, and the business
ould not be properly handled.

““Some planning had to be done,”’
tates Mr. Carroll, ‘‘and the only solu-
tion was the establishment of branches
“I'he business was there for someone to
et and every Lime the erection or open-
i of a new store was planned the
juestion was frequently asked, ‘‘when
are you going to have your new stor
opened’ which indicated that we should
he eloser to our customers.

A Recent Addition.

One ot the latest additions to the Car-
rol string of stores is a bright one on
York St.. a eut of whieh is shown here
with This was u]u-nvni last .\I;l_\. Like
several others, it is fitted with up-to
date oak bin fixtures which show up
samples 1o gplendid advantage The
refricerator at the rear of the store is
also ol u.‘ll\ and 1s an t'\'l'\'wiill‘_{l) atlra«
tive piece of the store furniture. Other
equipment includes an eleetrically driven
coffee mill, two computing seales, and a
cash register. This store is managed hy
Miss Griffen—in fact the majority of
Mr. Carroll’s braneh managers are

young women who have originally re
ceived their tuition in the main store. Tt
1s probably because a woman looks after
it that the store as shown is kept so
neat and elean

Puts Responsibility on Others.

““When these voung people have been
in the store here.”” remarked Mr. Car-
roll, *“‘they get my viewpoint. They
ave learned my  method of treating
istomers. handling complaints and so
on, and are therefore well fitted to man-
age a braneh store when an opportunity
ceurs. I try to get around the stores
fee a day to see that everything is
mning smoothly But my aim is to
ave the different managers look after
heir own stores<as much as possible
wmd attend to their own problems, and
miplaints, if thlere are any.

“*One thing Kk always urge is that
customers be given the bhenefit of a
doubt—the customer, you know, is al
ways right. By acknowledging that
he customer is right you ean often
afterward show him where le is wrong.’’

A Cash Business Done.

In the Carroll stores no accounts are
allowed to run over a day or two and
then not without a satisfactory reason.

CANADIAN GROCER

TOMATOES

Per Basket 17¢

§00 baskets freshiy picked firm
or glewed. good enoush

(her groceries 8re ordersd with ihem

ons Per Baske

Potatoes and Sweet

‘Ce;s“;é.d‘e' S.;llvino‘n,. 737 ATlns 25(1 .

Sugars Scarce

Pickling Spice, Spedal.

se, Lard, Bu

Oéls ac‘nd Wheat

CarroIl;s »

The business is, to all intents and pur-
poses, strietly ecash. On Saturday, for
instance, if a parcel of goods 1s going
out C.0.D. to a good customer and for

some reason or other the money isn’t

just at hand, the driver leaves them with

the understanding that . Monday
morning he will call acan
*The Hlll_\ change that 1s ever ade,
remarked the proprietor, s the
counter sales bhoo Stores downg as
mueh as a SO00 a week business never
have more than $40 or 350 to collect on
Saturday night
Everybody Treated Alike.
‘Sometimes good trade will objeet
this c¢ash system bul we s ply  tell
them as uieely as we ca - ir
~\\'r~‘ o Wit I > X il ‘e \.‘l‘A_‘\
alike; of course some get son mt the)
Istla )y el ver i i wwaln
o) L 1 12 ¢ Han
I vas 1 vay 1a trip and
sht £ s )
> > “\
Ll er) I
t | i
d it n \ \
wias a weal \ S )
privilege [ n't
) \ lie
Wils Vel reliang
| 1 why
a Lt e¢a >
towers. When a | tha
is S8 S 3
Records are kej sales  mads
every day, week and mon in all the
braneh stores Lius per S
parisons, which develop a friendly rival
ry among the various ana s, all
which helps along sales. | -
new business for ti wrions st 5
Does the Advertising Pay.
Mr. Carroll’s advertis s done on
svstematie basis | v | irsday
mserts a two column ad., Tall newspaper
lengt n the th Hamail papers
This 18 ) ¢ It W goods
ind sells more [ v lines
Do s i Here s
viha ¢ savs aboul

*The people are looking for the ads.
all the tume. For instan ey appear-
ed in last night'’s papers and phone
bhells were ringing this morning before
the store was opened. They are of the
reatest ssthle assistanee to us

And ad. that will bring mn carly tele
phone ealls must have something ter
sting 1 1t \ glanee at the accompany-
g reproduction demounstrates wihat that
SOMETHING is Mr. Carroll inseris

a
selling talks that SELL. Note the talk
on tomatoes, on pickling spi vinegar,
sugar, el I'his sort of advertising 1s
hound to sell.

Put vourself mn the iil.l\« I a4 cus-
tomer. Wouldn't such talks appeal to

vou?
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A Believer in Continuous Advertising

A Limestone City Grocery Firm in Business Since 1871 That
Have Always Advertised—Personal and Telephone Calls For
Goods Advertised Demonstrate That Copy is Read—A Honey
Announcement That Brought Good Returns—How New Christ-

mas Goods Are Announced.

Grocers are frequently encountered in
both the large and smaller cities who
wonder if advertising in the local daily
paper is really a profitable investment.
In the absence of direct results which
would prove heyend doubt that it pays,
they sometlmes remain rather uncon-
vinced. It 1s true that the results of an
advertisement are not always visible.
The grocer has no means of telling just
bow mueh business results from the in-
sertion of an advertisement or a series
of them. The hig question to decide is
as to whether the advertisements are
read, for if they are read and the copy
used is of the proper kind, it stands to
reason that it is a profitable investment.
Of course there is the question of rates,
which are by no means low in the cities,
but as these should he hased on the num-
ber of prospective customers who real
the paper, the rates should make no great
difference if the advertisements are
read.

A Consistent Advertising Firm.

James Redden & Co., grocers, of
Kingston, Ont., advertise in the loecal
paper daily and believe it pays them.
They have heen established in the Lime-
stone City since 1871, and have heen
persistent advertisers. As W. Hobart
Dyde, who looks after this end of the
business says: “* We helieve it pays or we
wouldn’t keep it up.”’

“*We frequently have cases that prove
to us that the advertisements are really
read. Quite often we will have a cus-
tomer telephone or come to the store
for some article that she has seen adver-
tiSO‘t].

Honey Advertisement Brought Results.

That advertisements are read and that
it pays 1s shown by an instance lasi
spring. Honey at the time was not very
plentitul with most grocers, and we had
still a considerable quantity on hand,
we felt it would be a good time to let
the people know we had it. We ad-
vertised 1t in our regular space, quoting
prices on the different sizes tins and the
run we had on it was simply surprising.
It brought home the value of advertis-
ing quite foreibly.”’

Displays Back up Announcements.

Mr. Dyde believes in c¢ombining the
efforts of the different sales departments
on the one line at the one time. In keep-
ing with this idea, he tries as far as pos-
sible to have their advertisement and
display featuring the same line at once
and has them always seasonable.

For instance with the advent of the
pickling season, a window was devoted
to spices and at the same time they were
featured in the local paper. Even if they
can’t devote a window to the line adver-
tised, they have a display in some prom-
inent part of the store. People get in-
terested through the advertisement and

Blank’s

Hin Grade PTESEI'VES.

$1,000—not to
contain any preservatives of any kind nor
any substitute for pure Sugar or Fruit.

Are guaranteed by

Per Jar.
Preserved Figs
T R T R Mt P S
White Cherries
Red Cherries
Oranceate . ... ...
Grape Pruitate .........0. ... 45¢.
Red Currant Jelly ...........
Sxusve Jelly ... ciiniaa b

Also Blank’s Stuffed Prunes, a most
delicious eonfection.

Jas. Redden & Co.

Importers of Fine Groceries.

Sample of the Redden newspaper adver-
tising, showing good use of a small space.

have it again brought to their attention
when they enier the store.

Give Public the Prices.

““We believe in quoting prices in most
cases,”’ says Mr. Dyde. ‘‘I think that
sales result when prices are known when
they otherwise would not. There are ex-
ceptions, however, as when we Rhave
some special article where quality of:the
goods themselves, and not price, is¥the
chief consideration. Then again, as in
case of spices, there are so many differ-

118

ent lines at different prices that space |
not available for the quoting of price:
However, wherever practical, 1 believ
in letting the people know the priec
Eventually they must be told.

How New Goods are Sold.

Redden & Co. take advantage of ne

goods coming in to get people interested

through their advertisement. As the
publi¢ are interested in the first robin ol
spring or the first strawbherry of the
season, so are they 1in new season’-
goods of any kind. Now that the fall
is coming on, as each new line of drie
fruit or nuts arrive, space will be de
voted to them in the paper. The fae
that the new erop goods are in is al
ways a valuable selling argument. ©
the same way when a shipment of son
important line 1s received, mnewspape
space is used to announee it to the publi.

Advises Regular Advertising.

““The space we use in the local pape
is not large,’”’ says Mr. Dyde, ‘‘hat we
keep at it constantly. We believe that
the steady advertiser, even in a limited
space brings better results than the same
amount of money used for larger spaci
at intervals. It is the advertisement kepi
constantly before the publie and change
frequently so as to be interesting that i-
the best. Of course on special oececa
sions such as Christmas our space is in
creased.

““We look after the preparation of ou
own copy. We study loecal condition:
and seleet the goods and the languag:
which we consider best suited to ow
customers, and to arouse their interes
in the goods. My idea in writing ap ad
vertisement is to open with a d »l.-n;

tion that will work up interest in the
"

goods and then to quote a price.

- —

REAL PHILOSOPHY.

Count that day lost whose slow de
cending sun, finds prices shot to piece
and business done for fun.

- - -

Trade is sensitive. It goes only where
it is invited and stays only where it 1
well treated.

B * .

Selling standard merchandise below
cost-—and cost includes the full expense
of doing business—is almost as idiofic
as selling gold dollars for ninety cents

r
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Dee er to Sell Goods He Decides to Push l

space | * down from the entranece nd on
mice. § Window Sells Twenty Cases of a Cereal ! [row the entrance and on
' ‘ll‘ : - 1t WeTre e prape 14 s \ r't
Nl'l‘:r\' ,_ Good Example of How Jas. Redden & Co., Kingston, Create present a lawn. Up above was Santa
. New Business for Goods They Get Behind — Emphasizes {'aus in an geroplane loaded with goods
i Power of the Dealer to Make Sales of His Own Accord—House- Fhis was Smspended in the window by
L £ cleaning Display That Sold Well—Description of Last Year's wire. The sides were built in shelves
' Christmas Window. COVOrsd Wilh gveen paper and faney g
of e ' | !
ceries were \l\\}'l.l\ml ere \mong t

ereste ; >
3 2 lines show were bottled and ss dan
\s ‘ti There has bheen imnwm i recent  eessities  which was  arranced in the ; e o N I vl glass da
2 o . S ties, ohives, tea and bisents 1 fancy
B vears relative to the xalde of window spring.- A platform was erected making =l : iy s |
. ;s packaces, s, table raisins, ete
of -th display as a means of inereasing the sale a double display window for the oceasion gy | 1
¢ g 5 : h o : vackeround was bwlt ap similar to
ASGD £ of goods in the groeery store. The proot On the top floor soap was shown while : i . Il I ¢
H & . sk other windov ¢ dhispla vas certs
he fall of the pudding is in the eating. The way on the lower one différent varieties of 2 ( : ll Vv A‘ certa
all 5 = IV an attraetin one i reated unusual
" drie to gauge the value of a window is to put cleansers, brooms, brushes, ete., wer terest and { ! : tr “ i | e
- e = » - * i nieres and demonstirates " Sively
i & i in an attraective display and carvefully symmetrically arranced The display the hedntas the 1 | =
, e » e bearing the windov & on the se
e faet ¥ wateh results. Many merchants who was such as to ereate interest and inei Christs '
; | 1ave done so declare themselves strongly  dentally a cood sale for the oods <
S d 5 - 2
I as to the value of a well dressed win shown
I ‘ dow. At times one comes across an out Attended To by Salesman o
son ! . . t
pane) standing case that proves their selling Jas. Cornelius, one of the salesmen i
ubli Vabee hgyoud ¥ Su.- the Redden store, looks after the win A LESSON NOT FORGOTTEN
Such a case is that which Jas. Red dows. He is strone in the praise of the I | |
% @ . " he first day a naive voung man elerk
den & Co., groeers, Kingston, Ont., had window as a means of selling coods. *“It : ‘ : i : L2t
SRR - L o . 2% 2 ed in a general store, he was asked by a
recently. They believe strongly in the takes time,’’ he said to The Grocer, *“to -
pap | I iand S - o ’ customer for something the store did
value ol the window as a selling agenl arrange a display that will arouse extra ) p
at we R . . : not have lhe c¢lerk politely imtformed
They have had the faet plainly demon interest, but even a display on which lit i
that i R : | ) the customer and expressed his sorrow
: strated on many ocecasions. It 18 not an  tle time is taken but whieh will sell eon
mited 2 at not having the article
unusual thing at all to have direct sales siderable voods mav be arranoed The
sane al g > o When the customer was e, the pro
from a window display. They are situ- jnain thine is to alwavs make them
spaci . " prietor, who had been watching the new
ated on one of the prineipal business seasonable In the arrancement it is
kepi 1 o e s e . clerk, demanded of him Why did you
streets of Kingston, the number of jmportant to get the display evenly bal '
\nged i ; not offer the customer something else?
" people who pass their store daily is anced and svmmetrieal.”’ 1
1at i ite laree and for thi E e | . . ‘1 did not think ot tha wphml the
quite large anc or this reason a goo« Mr. Cornelius realizes that the eroeery lerk
occu " P » o » 1 o g
deal of attention is given to window store is a busy place and sufficient time oy . :
IS In ” e ou must always 1 insisted
trimming. 1s not alwavs available to dress a win i} B vou 1 vhat & eus
: ¢ hoss o 1 ¢ ol whi Pt
Many sales made by the window prob- dow as often or as well as the trimmer ffer i .
3 3 . . S Ol wanlts, ol somet .
ab are 0 raceable directiy O 1 Wonle @e. e tries (o ehange eachh win -
L ow bly not tr ble d tly t t Id lik He t to ¢l | il » hat |
. daave sonerng 14 > 1 L wilal L
tion About the only evidence of its value dow at least once a week. Itjis necessary l for o
= 3 Akt (R4 M ol il
uag 18 1 merease sale articles ) 8¢ . o ahe / hie
; 18 in the .nnu.l.\ul sale ol artiele to de il ;nl.mll]lt_ a uy and in th \t this moment another customen
ou s ase s " » hie ecase of a speeis do it is some .
hown in it. A ecase showing the big ecase of a speecial window, it & me entered. and the elerk stepped forward
Tes value of the g articular P s »OSSE y ret
- (Ill!l, of the window and particularly of times found necessary to vetuwrn at oo him with, ** What ean I do
L ad a window well trimmed is reporied from mnight to do the work Yo ul’’
» 4 0 AR L :
K| the Redden store. Window For Christmas Goods o1 wasl | I the mas
want a cheese Sil e mat
' : The display was of a certain brand of Some night work was pat in on the Ihe elerk looked perplexed. and then
package cereal, whieh the firm had Chrisimas windows last year, but the his face brichtened and he saul, *‘We
siot bandled Tor sovse tibe. The asanie-. -Hood displays resulting made up for the have no cheese to-day. but we have some
ment of the window was something ont €Xtra ltime civen Phe windows were .. jstones.”’
of the ordinary and attracted a good deal very favorably commented on by those ‘et me see them 1 wsted the
of attention from the passing public. A who saw them. In one window was shown and looking them over with
| good deal of time and eare was taken in faney box chocolates, Christmas sto care. he added, **1 am elad vou ecalled
de ‘ e e f el
its arrangement but that it paid is shown 1128 and a goodly variety of cossacks in oo to these stone | will take
eece . m T Vari . The O S 1
in the sale of the article. Twenty cases their varied colors. The floor wa l"“‘v' ihat one. the one over there. the largest
were sold in about three weeks. up in the form of steps and covered with one of the buneh
Fhis is an example of the selling power " hite, red and green paper. The back
=5 of a well trimmed window whieh proves cround was construeted of erepe paper
£ beyond any doubt that it pays to give at- ©f the same colors strung from the ceil I'he eal tiew Wford ne
tention to the window. The sale of the & nasia ol et o vobable cus
2 means | in ¢ ry prob us-
twenty cases was the direct result of the Santa Claus as an Aviator. tomer’s ‘B
¥ « < g Lone S Hone
window display as this brand had not The other was an outstanding one that
low been handled by this store for some caught the eve of the passerby It re \ 1
= time. presented Santa Claus delivering gro \ppearances are deceptive Many a
181 Another display which brought good ceries from house to house At the weak-looking woman has all the bill
1S business was one of housecleaning ne- rear was a doll’s honse. A path ran collectors and grocers scaved to death
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THE CANADIAN GROCER

Specia
The pro
the eentre,
a display
? for cheese.
for bread a
pickles. I
seen a hois
the baseme
M

Among 1
store is a |
meat slicer

ne <n‘,l|l‘.\'

Wher

eadnis il

2 AT e

1 pay

T g AR R P

P

work for n

and do not
they have

are entitlec

B
7 T N

Do T

ion earned

Sueh we
Chartrand,
who has i

repeating.

é
!
5
i

N
g 5 View of A, Hagmeier's store, Hespeler, Ont.. which is just as bright at rear and centre as in the from I'here is
B Metal ceiling and  modern dust-peoot hin fixtures aid materially in making it attractive .
g ( the clerks
:? } Know II..I‘i
’E % hey reach
® . No g
b £y G 1 F 11 v l F h S ’ R Mr. Hagmeier helieves that it pays to b il
é y 1 ettlng u a ue rom t e un S ayS have an attractive and bright store. ‘A S one W
&3 k5 s i Gy : he determn
E g1 How Hespeler, Ont., Dealer Brings in Plenty of Light—Helps &l i"" e 'i'l“"\ musty store,” he says e draws 1
i § 2 Sell the Goods. He Claims—Methods Used to Increase Busi- doesn’t realize its condition or how kb “very 3
Y 3 ness—Has Installed Display Fixtures and Several Other Equip imatEiive i mast be to customers b ast?? evil
i & Sits -k Cenibar Tor Prowtsions til he goes into a bright and airy one . 4
if It is then that the truth dawns upon ample '\_]'“\
'; him. Besides, the added appearanece vpes of ele
! I'he value of plenty of hight and of  without erowding. One side 1s taken : :
(e : g : : which plenty of hight gives, it also shows Th
e, bright, wholesome and attraetive sur- up exelusively  with  groceries  while : -

goods up to bhetter advantage. Goods

roundings i~ becomine nuniversally recog the other 1s devoted to chinaware. The 1 L O
N well displaved induee sales. o g
nized. Iy school and in office this is  ideal has been achieved in the matter of TS & A
% found to be o pecessity,  In the grocery hight and brightness.  As said before it Places Much Value in Equipment. Rl
£ store. the same conditions are just as  was consirueted with this in view. The It 1s for this reason that Mr. Hag Y Ea—
% i mueh a necessity and there is no deny celling 1s partienlarly high. There are — meier sirongly believes in the value of dently plae
ing that such conditions are of value in  two large show windows in front. The hin fixtures, silent salesmen and a well A5 At o
f many ways Not only from the stand- top of the awning does not extend up to  {rimmed window. In faet, he says he ey ‘.““l“.lf“
g pomnt of the hedlth of the employes, but  the top of the windows so that even seldom puts in a window ‘|I>|rlu_\l that .Im _"ul.’l
{ also from the faet that a bright store at when it is down plenty of licht comes le does not see purchases resulting from g taking «
3 tract= customers and begets business. in-through the glazed glass ahove it. : ¢ B P
z.j A. Hagmeier. of Hespler, Ont.. had Along the side there are a number of That Mr. Hagmeier believes that it i ‘T‘H\,m e
" this in view when Le ereeted his present \\llll!ll\\\ while nearly as mueh light is  pays to have display fixtures that will 3 ”‘;l“"]'t !",‘“
store He vanted a store that was admitted at the back as the front, show goods up in suech a manner as to ; ; \\l.“ S
& : roomyv. bhrieht d with plenty of light through three large capacions windows. induce purchases is shown by the photo v b “”‘ ek
3 B that would a of display of goods to The photograph shows how well lighted graph. On the crocery side at the front “_”h“ ‘,"Hll
the best advantage. This he has achiev- the store is. is a silent salesman and a show ease for ,!I””S —
ed for the result is a store that would So mueh for lieht. Now in order that the display of eonfectionery. Then I
do eredit to a muech larcer town. it may show up to the best advantage, comes a counter fitted with glass bins A
= » i the walls are white while there is also  for showing goods and flanked by larg Entering
1 “BOth Groceries and Chinaware. a metallic ceiling which adds to the er display bin fixtures.. At the front not been of
*j l]‘,w store which 1= 35x100 feet 1s com- brichtness and gceneral. appearance of in the centre is a stand whieh in sum a warm w
: ‘q modious and allows of excellent display  the siore. mer is used for summer drinks. pickles, in :
z 120
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THE CANADIAN GROCER

Special Counter for Provisions.

The provision department is also in
the centre, there being a slicing counter,
a display case for meats, and a table
for cheese. There are also display eases
for bread and biscuits as well as for bulk
pickles. In the farthest corner will be
seen a hoist for bringing goods up from
the basement. »

Many Handy Helpers.

Among the other equipment in the
store is a eash carrier, aceount register,
meat slicer, two cheese eutters, comput-
ine scales and coffee mill. The office is

Where Salesmen and

Instances Where Salesmanship

on the landing of the stairway leading
to the flat above, thus ecommanding a
view of the whole store.

The chinaware and erockery depart-
ment is an extensive one and is arrang-
ed so that goods are shown up to good
advantage. Mr. Hagmeier is rather
doubtful as to whether it really pays
a large enough profit as too large a stoek
has to be earried for the sales that are
made in that size of a town. Still it at-
tracts other business and for this rea-

son 18 maintained.

Order Takers Differ

Brought in Extra Business

and Where Indifference Lost Business—Selling Goods Beyond
Actual Demand—Adding on Associated Lines.

I pay my elerks well so that they
work for me, have an interest in things
and do not eonvinee themselves that after
they have done a certain amount they
are entitled to loaf, having in their opin-
ion earned the day’s pay.”’

Such were the recent remarks of Nap.
Chartrand, St. Antoine St., Montreal,
who has ideas of salesmanship worth
repeating.

There is quite a lot of sense in having

Q

the eclerks I\Q'lil ||ll>). Real g.rvmll clerks
know that it is to their own interest if
they reach a certain standard of efficien
¢y. No good clerk will, of course; think
for one moment that his energies should
he determined by the amount of money
lie draws wes |\l}. because right here is
the very root of the ‘‘let-profits-slip-
past”” evil, and here is a pretty good ex-
ample showing the ways -of different
types of elerks.

This Man Didn’t Care.

“*Giood morning,’’ said a woman en
ering a fairly well-to-do store in Mon-
treal recently, no doubt expecting a simi-
lar greeting from the elerk; but he evi-
dently places a high value on his breath
and did not respond. ‘‘I want some pick-
les, medium price you know. What have
vou got 777 eontinues the woman. Instead
f taking down a few bottles from the
pickle-shelf which was by no means
within easy reach, the elerk, lazy to a
degree, pomted to the shelf and rhymed
off the names of the manufacturers.
“*What price for those large hottles?’’
turther inquired the eustomer. ‘‘Oh, the
prices differ,”” was the reply. That was
too mueh for the customer, so she left.

A Salesman This Time.

Entering the next store where she had
not been often before, she received quite

a warm welcome, and on mentioning
pickles, in a moment the elerk had three

or four different brands beside her. She
had not to strain lLer eyes looking at
them on a high shelf. ** Yes, madam,this is

a rather cheap line, but | can reconime

it as to quality 'he manutacturers
have a good namg Mrs. Blank up the
street near vou buys nothing else.  But

for a few more eents | ecan give you
something better Just look at the vari
ety of these.”’ “Well, 1l take your
word, 1’11 have that bottle,”’ consented
the eustomer

Introducing Other Lines

‘Pardon me asking madawm, but 1s
yvour hushand fond of !\'-711~vl'. e
was. ;

At that rate,”’ continues vler
““you will please him by havine a ni

sauce in the house too. Let me show you
lines.”’ Before she could say
he was getting two or three
brands for her and to eut a lm
stor?! yshort she brought home a bottle
imported sauece also. This elerk now is

getting most of her trade

See That They Get More.

“*When a woman is purchasing soume
tea, I always endeavor to sell her a quan
tity of coffee also,”” says another Mon-
trealer, ‘‘and it is just surprising how
much extra business [ secure hy suggest
ing other lines in keeping with those she
1|‘l\> "’l'.y‘

Not long ago a customer asked the
dealer for a pound of erackers to he sent
up immediately, and before he could get
:[u‘;ll\llnz_' to her she was gone e sooun
coneluded that she was expecting a visi-
tor or visitors, and ealling up the house
later he got her on the phone. The con
versation ran something like this: ** Mrs

, it has just struck me that you would
find some nice cheese worth while with
those biscuits. My driver is just leaving
You know how nice cheese is with eraek-
ers. ‘“All right, send me half a pound,
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and if I like it 1'll order more,”" was the
response. The dealer was confident and
went on: ‘‘*All right madam, when you

taste it you'll want more.’" Moral: When
a customer is purchasing any particular
commodity, try to sell r something

which ean be eaten with it

The Never Say Die ‘‘Idea.’’

‘The ecustomer likes

know of anything of tumportance w

happens 1n the house I, and very often
this Keeping In toueh, so to speak 1S
resulted wonders to e, 1 Ir'K A
dealer who one w i 1 LT LIE 1

mueh trade as he want te s a wood
stand, on one of leading M real
thorouzhlares H Lp et ear
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HAVE YOU A VACANT LOT?

Have vou a l ! B. S H \
a roeet rent ) S
s on the in sh \ SS
the way ron ¢ sl ¢ \
I hie Vi N\ L
le s I a ery '
Mr. Hooev decided o
taxes al anyv ral
I'he lo WS |
Across 1t stretehes a lone signh | In
the ecentre vou will read ** D
il it’s from Hooey, it's t door
to post-office.”” On either side this
1z the advertisemeni v ogroeery lu
handled in the Hooev store
Mr. Hooey erected the s hoard H
has his own ad. in the centre He rents
the space on either side o manutaetur
ers who may wish to advertise then

goods to Trenton eitizens
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Fixtures and Plan of a Fine New Store

Equipment of a Greater Variety Than is Usually Found—To Permit of Better
Facilities in Warehouse a Gallery Was Erected—Side Passage for Bringing in
Heavy Goods and Delivering Parcels.

Carefully note this list of fixtures,
store equipment and aeeessories :-
Dust-proof bin fixtures,
Show Windows with Tile l‘.]l/"l',
(‘ash l\'(‘_‘;!>l(‘1‘.
Coffee Grinde r,
Cheese Cutter,
Silent Salesmen,
Peanut Roaster,
Parcel Rack,
Wall Mirrors,

Phone®Cabinet.

Retricerator,
Selt Measuring 01l Tank,

Not only have they many modern im-
provements in the store proper, but the
warehouse 1s a model of order, neatness
and arrangement. The same careful at-
tention was given to the cellar where
canned goods, ete., are stored, in the
planning of the new store.

The first thing that strikes one on en-
tering the Viek store is the appearance
presenfed by the bin fixtures and shelf
arrancement. These ereate sales because
of the manner in whieh they show so
many varieties of coods. The large eash

recister stands in the eentre of the floor

ing pareels. These are placed in their
respective apartments. the delivery raan
coming in the side door and along the
passage for them, as shown in the ae-
companying plan.

Geo. Viek & Sons bake their own bread
in a bakeshop at the rear of the store
and have a large sale for it, shipping it
out of town in their own erates. A large
Bread Rack stands in the passage-way
and this’is kept filled by the bakers. In
the"illustration will be noticed a wicket
from the warehouse into the oftice. This
iv where the bread men look after their
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Private Gas Lighting System,

Bread Raek,

Huoist to Cellar,

Metal Ceiling,

Fire Plaece,

Vault,

Hot Water Heating.

One might imagine from readine the
list that it ineluded the stock of some
large wholesale firm who had equipment
to sell the retail trade. But that is not
the case. It 15 the equipment of a re-
tail grocery firm in Orilha, Ont.—That of
Geo, Viek & Sons.

Plans Were Well Laid.

There are probably few retailers in
Canada who ecan boast of sueli an array
of selling aids and aceessories in any one
store. It 1s not very long ago since Geo.
Viek & Sons refitted their new store and
the result ecertainly is most attraetive.

recently fitted grocery store with many modern fixtures and equipment

A gallery in the warehouse is a feature.

and in addition to its usefulness is an
attractive piece of furniture.
Money in Peanut Roaster.

Few Canadian grocers ean hoast of a
peanut roaster, yet Geo. Viek & Sons
lhave had one for some time. During the
day 1t stands in the eentre of the floor to
the rear of the cash register and at night
is placed in the doorway.

It certainly sells galot of peanuts,™’
remarked Herbert Viek in referring to®
it.  Particularly is tlis the case on a
Saturday night and as there is good
margin in peanuts, profits are appreei-
able, and at the same time it attraets
buvers for other gcoods.

Use of the Parcel Rack.

The Parcel Rack 1s another rare fix-
ture seen in a grocery store. This rack
is only a eonple of feet off the ground
with opefi apartments on top for out-go-
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Goeds come in and are delivered from a side door

tickets, as the ticket method is used to
keep everything straight between baker)
and main office.

Gallery in Warehouse.

Coming to the warehouse one’s atier-
tion immediately is attracted by the gal
lery. “This is eonstrueted several feet
from the floor and is used for storing
stoek sueh as flour, rolled oats, ete,
whieh are always off the Hloor and there
fore kept entirely e¢lean. There is a sys-
tem of movable bins along the rear wall
for grains, feed, ete., with tickets abov
each showing what each contains. These
bins are movable so that rats and miee
cannot carry on their depredations witl
out being reached.

A self-measuring oil pump is another
feature of the equipment. The oil is
stored in a tank, holding 5 barrels, in the
rear corner of the cellar so that there is
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no dirt whatever in the warehouse arising

from it. This, Mr. Viek elaims, is a val-

uable equipment in view of its correet

ness in measuring and the time it saves.
Private Lighting Plant.

Viek & Sons have their own gas light
ing system. This they elaim, supplies
plenty of light for the sture at a small
cost. The store has eleetrie lichts also
hut these are only used when the gas
happens to run out. '

I'he ollice is at the end of the main
store with a ecomfortable private olliee t«
the richt. When the air is a little ehilly

the fireplace in the corner is utilized te

‘_‘mll’ ;nl\illll.‘l‘_’l' .||.|| ;l<|<]~ an extra !']n'n‘l'
ful appearance

A wash basin in the store is another
handy pieee of equipment It 1s access
ible to all the employes, and ereates the
impression of eleanliness among eastom
ers.

On the whole, here is a well v'l]llxpp\‘-i
store that presents a number of ideas
worth while considering

&

DISPLAY IDEAS FOR FRUITS.

There are many little display ideas
which ean be fixed up around the store
hy the merchant without a great deal of
time or trouble, but whiech will assist
materially in the sale of goods.

W. M. Bosworth, a Newmarket Ont.,
grocer, has fitted out display boxes for
An ordinary box
about a foot 'square is used for the pur-
pose. The front is fitted with glass and
in such a manner that it will slide up
Oranges
and lemons are placed inside and besides
showing the goods up to good advantage,
protects them from the air so that they
are not dried up so quickly, the appear-

lemons and oranges.

and down, aeting as a door.

ance heing thus maintained.

The same kind of boxes are used for
dried fruits sueh as prunes showing them
up well, keeping them from drying out
and thus losing weight as well as pro-
tecting them from dust and dirt.

NAILING UP CAULIFLOWER

It 1s the method of display that often
sells the goods. It is an old saying that
‘‘zoods well displayed are half sold.”’

A Kingston, Ont., grocer has quite a
unique method of displaying cauliflower,
an article which in view of pickling
season is selling freely just now. An
ordinary wide board or better still two
or three bhoards connected is the first
essential to follow his plan. Nails are
driven through at spaces of ahout 9 or
10 inches, the points being allowed to
protrude up. On these points, the cauli-
flowers are stuck, face upward. A com-
plete surface of cauliflowers is thus pre-
sented to view. The display arrange-
ment ean be placed in the most con-
venient spot.

THE
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Troubles Experiénced in Debt Collecting

GROCER

Instances to Show That a Customer’s Financial Standing Can

not Always Be Measured by the House He

Lives in—Dealer

Goes After a $131 Debt at an Inopportune Time Limiting
Credits the Cure for Big Debts.
I'hose rocers who IVt credit nave
some mterestin experiences in their 1
efforts to eolleet that whi s rightly W
theirs I'hey faill to ity appreeciale
these experiences [rom the faet that they "
are cenerally rather hard on their finan ’
cral ledeer However the bystander " il
Lhe man on the lenee Vilo s connected
with neither the debtor nor the eredite
v * 1 -~ 0l nt ¢ 1 ) ! 1 < \
:A‘,lt.l,.".i.‘l I‘ ':"‘!\l"l\"‘u‘[" = " ""' “" .' Got a Note But Little Else
many eases.  With him there 1s no feeling N \
ol ancuish or regret sueh as eomes to the ved s grocer $46

orocer when he finds a man has been eat
ing the best obtainable, perhaps main
taining an automobile and dressing n the

finest clothes, and partly at his expense

The faet of the matter is vou can tell
very little from appearances as to the re
Hability ol many a customer, or even how
muech he 18 worth. Some of those living
in nicely furnished homes or even owning
automobiles are poor subjects from whom
to eolleet a debt.

homes and furnishings belong to some

Often their handsome

hody else and the only part of the auto-

mobile they own 1s the gasoline

A $131 Over-Due Account.

A Toronto grocer was owed $131 by a
didn’t ecall
him an individual or anything like that

certain individual, only he

I'he bill was due—in faet, it was long
past due—so he made a friendly (%) eall
on the debtor one afternoon. The debtm
was shaving when the caller was a
nounced. Evidently he doesn’t_like to be
disturbed when shaving. Just as evi-
dent i1s the faet that he doesn’t like to
pay his just debts. These two faets
combined came next to having an un
happy result for the grocer. The debtor
struek a Rastus attitude, flourishing his
razor_in a manner that spelt danger lo
Although full of trials and

tribulations for him, this groeer still eon

the groecer
siders life as sweet. He hegan to realize
that he wasn’t really weleome in this
home and made his exit

Consultation With the Courts.

He then attempted to storm the citadel
in another way. It requires some ex-
pert manoeuvring to get your own in this
world or to get even half of it if you hap
pen to be a grocer. He sued the man for
£100. He got judgment and the bailiff
was sent forth to realize on the man’s
chattels. This all cost the grocer $8.
However, he did not rue the expense as
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\bout the only thing the erocer could

Jraty \ \
t =t \
ouses absolutely retused 4
lien of easl Nor eould ¢ find a bank
in town that would eash 1 m eve it a
substantial diseonnt. One thing the gro
cer eould discount, however, was s debt
or’s promises It he were short on casl
e was long on promises and still longer
o payments
'he grocer decided it was tin '
him to aet Fhe man wl o finely tur

ished house and he decided to get jJudg
ment and put bailiff in c¢harge. TI

was done and $22 was spent in the work
e bailiff descended upon the debtor
chattels and after bheing four dayvs

charge handed out the laconie report

‘Nothing deoing.’ Evervthing m the

finelv turnished home was on the instal
ment plan and nothing could be colleet
ed And think of the #22 spent in
attempt

Preventing the Trouble

I'he grocer is often a ditfienlt pos

S

tion in extending eredit and colleeting
aceounts.  As these stances show, ap
pearances are a poor cauge ol man’
honesty or wealth he colleetor 1

often between the devil and the deep sea
It is often diffienlt to judze whether it

best to eoax a man along and maintair

his cood-will or make certain his enmity

by going in to ecolleet at least a portio
of the amount in the best way possible

Sometimes as i the cases eited it i1s only

adding greater expense withoul gaining
anything

Well, what is to be done? Wouldn
it be well to guard against such situ
ations by being more careful in extend
ing eredit and making more sure of
customer’s reliability?

o
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Store Kinks and Money Makers

-

PRIZE CABBAGE IN THE WINDOW.

Anything of unusually large propor-
tions always ereates interest ang attraets
attention. The large massive buildings
alwavs hold mueh of interest to the
sight seeer. The same prineiple holds
true when applied to other things. It
is the larue size of the ‘‘big oranges’’
that has eciven many a grocer a chance
to talk the quality of grapefruit to many
eustomers.

Many grocers have made use of this
natural ecuriosity to turn attention to
their store or window. J. S. Kyle, an
Oshawa, Ont., groecer, seecured a prize
head of cabbagze at the local fall fair
and. displayed it in his window with
other vegetables. It’s size caused people
to stop.

The same idea eould he well used by
many other grocers with different lines
It makes no difference whether it is a
large fish or turnips or potato, as long
as It arouses interest.

. L ] +

WASHING SILENT SALESMEN
INTERIORS.

The washing of show cases, particular-
ly silent salesmen requires a lot of time,
espeecially the inside glass. A Winnipeg
grocer says this work can be done easily
by using the ecommon rubber window
mop. “‘Do not be afraid to use plenty
of good water with a little ammonia,’’
he says, ‘“and then proceed as though
washing a large window. In a little
while one will, with a little care be able
to save a lot of hard work and what is
often more valuable, time. I have used
this method for several years and find
that it works to perfeetion. I would not
think of going back to the old way.”’

DISPLAY WINDOW BISECTED.

It is generally agreed that the window
display that sells the most goods is one
devoted to only one line or at least to
a couple of associated lines at a time.
In this way the attention of the person
looking at the window is econcentrated
on the one artiecle. The eomplaint is
frequently made by groeers, however,
that their stoek of a single line is not
large enough 1o make a proper display.
Henderson & Co., of Kingston, Ont.,
who have a large display window found
this a drawbaeck also. The window was
too large for a good display of many
individual lines which they wished to
show.

They solved the problem by dividing
the window into two sections by an oak-
finished dividing fence. In this way two

separate displays of different lines are
possible in the one window. While it is
not necessary, they try to have the lines
shown assoeciated with one another, as,
for instanee, pickles on one side and
olives on the other. The dividing fence
is of eourse, removable so that the whole
window may be used for one display if
desired.
- - .

VIEW OF STORE BY MIRROR.

The merehant must spend no little
time in his office and it is desirable that
white at his desk he have a view of his
store. The work in the store must be
overseen; it is well to keep an eye on
what the elerks are doing and besides
there are many_small articles displayed
about the store which unserupulous eus-
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By Means of Mirror at Rear, the l'llhlre Store
Can be Seen From the Office.

tomers will sometimes pick up and these
must bhe watched. At any rate the
merchant should know what is going on
in the store.

Some offices are not situated so the
merchant has a view of the store. That
of J. Milton Cork, a grocer on College
St., Toronto, as shown in the aceompany-
ing cut is behind the shelving in the
store. In this way he had absolutely
no view of the store. He however
remedied it by placing a mirror at the
rear of his store. From his desk he ean
now see what is going on in the main
part of the store.
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FREE FROM DUST WALL-CASES.

The Crawford groeery store, Princess
St., Kingston, Ont., believes: in showing
goods up to the best advantage and in
showing them in a eleanly manner. One
side of the store in particular demon-
strates how strongly the firm believe in
this. i
* Three closed-in wall-cases with glass
fronts extend along this side. In them
is shown an extensive variety of bottled
goods. Along the same side are three
silent salesmen showing up other lines

_ eonsiderable space heing given to eon

feetionery.

Customers visiting the store ean
searcely escape looking at many of the
lines shown and being impressed with
the free-from-dust cases in whieh they
are displayed. j

BELIEVE IN THE PRICE CARD.

Jno. Seott & Co., an old established
grocery firm of Woodstoek, Ont., believe
in letting the publie know the price of
goods. They have a goodly showing of
price eards abhout the store.

““We helieve in using price eards even
if there are no special prices quoted,”’
says Andrew Scott. ‘It is not to an
nounce a hargain that we put the price
on but to let people know what an article
is worth. If people know the price the;
will frequently huy when they otherwis:
would not.”’

It is maintained that people are not
always looking for bargains but rather
for high quality goods, but they like to

gnow the price and the price card does

the work.

POINTING OUT BUTTER QUALITY

A retail grocer in a country town ha
recently adopted a very appropriatel
constructed sliow eard for selling butt
and eggs connecting them up with thei
source of supply, the farm.

On the show-card is pasted a pietur.
of a farm seene, showing cows and hen:
The show ecard reads: ‘‘Best of butte
and eggs fresh from the farm.”’

There seems to he something magie i
the words, ‘“Fresh from the farm’’ tha
appeals to the public and in this wa
the two are connected up in such
manner as to impress ecistomers witl
the dependable quality of the goods.

=
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Store Kinks and Money Makers

ARTICLES FASTENED TO SHOW
CARDS.

New ideas in show eards are frequent-
Iv being brought to notice. A new one
has just come to light which the groeer
should be able to use to advantage. In
faet it is not only a show card and a
price card combined, but also is the
means of displaying goods.

It is being used by a Toronto dealer
and is very easy fo eonstruet. A heavy

cardboard about two feet square is used

but the size may be varied tg suit the
orocer’s faney. Around (lu(t»uh-r rim
small articles handled in the groecery
store are fastened by passing a eord
around them, then through the eard-
hoard and tied. Under each article the
price is printed while any suitable read
img matter may be placed in the eentre
of the eard. There are many articles in
the grocery store which may be shown
is this way.

A one-price eard may also be con
struneted in this way, the price only be
ing placed in the centre and a number
of lines which sell at that price fastened
all around the eard.

It is recognized that the showing of
goods helps in their sale and this is one
wayv groeers may inerease sales.

. . B

SHOPPING BY TELEPHONE.

Telephone orders are heing especially
catered to by the Chatham branch of
Bradley & Son, grocers, who have also
stores at St. Catharines and Niagara
Falls.

The store here is equipped with two
separate telephones, each with direet
connection.  This faet was made the
basis recently of an interesting adver
tising talk, in which the wisdom »f
shopping by telephone was urged, as well
as the especial faeilities along lllut“d»im
offered by the Bradley store. ;

In addition to providing two tele-
phones for the purpose of encouraginz
telephone husiness, the store gives very
careful attention to all telephone orders.
Competent clerks are delegzated to
promptly answer all telephone ecalls, or-
ders are carefully taken down, and the
store makes a special effort to see that
every order is aeeurately filled, and de
liveries made exactly as promised. i
is recognized that the proper way to hold
telephone trade is to treat the telephons
buyer just the same as though he came
mn person to the store.

- » o

PREPARE EARLY FOR WEEK-END.
Every Tuesday morning the clerks in
the eight Carroll stores, Hamilton, Ont.,

Legal preparations  for the week end
trade. Sueh goods as sugar, bulk rolled
oals, heans, rice, e¢te,, are put up in vari
ous sized packages for Friday's and
Saturday’s trade. This enables the
various stores to handle the trade on
those two days with greater faecility,
particularly as they are the two busiest

days ol the week.

B . .

ELIMINATING THE BARE WALL.
The entrance to the store of Hugh
Walker, grocer, Galt, Ont., is at the side

Fhis naturally left a bare wall to the

view ol eustomers entering and leaving
the store \' bare wall 15 not partien
larly attractive It was deceided to mm
prove Is dppearanet and al Ll
same time provide extra display space
lor the showin ol couds o do this
a wall-case with a number of shelve

was built here in which grocery lines
are dasplayed.  Now people entering
and leaving the store have their atter
tion attracted by the hines shown,
Bemne i such a prominent  position
this i1s a valuable supplement to the dis

play window

GOODS SHOULD BE WELL KNOWN.
The salesman finds the necessity (quite
often of deeiding for a eustomer. Whet
a certain artiele is asked for and three
or ltour almost wdentical articles are
j’lilu‘-l before the customer, she does no
know which one to choose It 1s here
that the dealer or elerk must do his part
by suggesting whiech one he eonsiders
the best and giving some arguments
Favor ol one particular brand I'he

clerk wHl frequently find this necessary

A GENTLE HINT FOR BUSINESS.

Here is a new method of advertising
which a grocer recentlv used

The ordinary statements with his
business head on them were sent out to
customers who did not deal at the store
Ou the statement was printed:

“You don’'t owe us.’

“We wish vou did. ™’

Thus his  name was  bronght before
people and their patronage solicited in
a unique manner.  The faet of it bhein
a letter with what appeared on first sight

to be a bill made sure of it being read

THE MANUFACTURER’S CO
OPERATION.

fi is agreed that the advertising of
goods whieh the grocer handles helps
materially in their sale. A Vaneouver
grocer has found an additional use for
this advertising which manufaeturers do
in the daily paper.
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When li any
line, he euts the . ) A out ol
the paper, pastes m cardboard apd it
makes an execelle show ear [f some
extra white Spatce s et om he eard,
alter it S removed the 4[1‘['&&_\‘
“We ;\“v'l' it,”" or son Lhet ppro
prive wording e " wdded and the
card still serves a use nmrpose

Pictures of the s ¥ S De
clipped From the pape | ma to
e tppearianee ) "W

HELPING OUT THE WINDOW
rvery merchant rea ! the [ront
the store is valuah T el it is

N ‘Hl\.lﬁ‘ et ¢ o \ ¢ a show

ol comds IS possihle n a position

where people passi \ see them

I'. J. Leahy, a K sto tUhnt. croeer
with a store on Kinge street s attempt
ed to inerease the display space at the
front of the store \t each side of the
entranee e IS shie es  Arra ed on
Which JSroeeries . I H i | s sup
plementing the window  display s
shelving whiet s detachable < in ront
of the window pillar and does no ter-

fere with the view of the window dis
play nor does it bloek the entranee
DETERMINING DAILY PROFITS
W. (. Newman, a merchant on Yonge
St., Toronto, has a svstem of proit ae
counting whieh praciical in the gro
cery store would wo doubt simplity  the
problem greatly It is the aim to know
at the end of each day ipproxunately

what the prohits tor that dav have been

OF course the expenses are pretty ac
curately known Ihe d cult part s to
find the gross profits so as to arrive at
the net profit Fhis is done by putting

fter each article entered on the sales
ship the eost price in the firm’s seeret
‘ I mark \ sades ship s made out for
every sale. One copy ‘ it with the
omds while the other copyv oes to the
office. At the end of the dav. the total

cost ol goods sold i1s added up and the
selling price being known, the cross pro
fit 1s simply arrived at

Clerks must be in intinate weh witl
the cost of goods so that the cost mark
may be placed on the hill without any

loss of time It requires 1 marking
of cost on everv artiel ept  those
whieh are every dav sellers ¢ cost of
which the elerks are familiar witl

A sales slip being made out for every

purchase, these ean be added up at the
end of the day and ecompared with cash
receipts, to make eertain there have heen

no mistakes

e



e A ot g 44

—-——
vkee A

> RO TR AR

, o Sergs 5 st

2N

i

-ﬂ

N

a

A g RS

AR

bwds

————

e

e " 2 T —
R s s
L ..

T s S

<

o

"
¢ !
b
£
p

L] Do A HP 3 |

T e —————,

o o

PO R

BERAGL SE#

DR RS

d i 3

' ~
CANADIAN GROCER

Chinaware and Crockery Department of

Beaton’s Grocery Store in Oshawa, Ont It
an archway

is connected with the grocery store by

Good Christmas Trade in Chinaware etc.

Oshawa Grocer Has Separate Department Which Proves Profit-
able—Buys High Class Goods for Autumn and Christmas—
Trade Bringer for Other Goods—How Displays Are Made.

How about ¢hinaware and crockery as
a side line in the grocery store? Is it a
line that comes within the seope of the
grocer? Is it a profitable department?
How should it be eonducted to secure the
best results? These are important ques
tions for many grocers.

There seems absolutely no reason why
chinaware is not a line which comes
within the scope of the grocer and which
he ean quite properly handle. Apart
from the straight ehinaware stores-and
outside of the cities they are few in num-
ber-— there is no elass of merchapt so
well suited to handle this line as the gro-
cer. In faet the grocers appear to be the
oreatest handlers of it, especially in the
towns and villages. A traveler for a
chinaware house in Eastern Canada
states that the greatest number of his
Apparently a
goodly number have after eareful con-
sideration coneluded that chinaware is a
line which they can well and profitably
handle.

One grocer who helieves that ehina-

customers are groeers.

ware is a cood line to handle and one

whieh is a profit-payer when properly
condueted is J. K. Beaton, of Oshawa,
Ont. In faet, he has worked it into quite
an extensive department, selling china-
ware, glassware and erockery. A separ-
ate department with an enirance to the
street and with quite a large show win-
dow is devoted to this line. It is eon
nected with the groeery department by
an archway.

Certain rules and methods have to he
followed, however, if enough goods are
to be sold in this (!}pu'ﬂ ment to make il
pay a proliwiile an extensive stock
has to be earried. One of the important
factors is efficient display. A show win-
dow is regularly devoted to this line. In-
side the stock 18 arranged to show up to
the best advantage. Down the left side
is shelving with a particularly wide ledge
to allow a greater display. Along the
other side is shelving as well and in
front a counter also with shelving ar-
ranged in step shape. Hall way down
the cenire of the department are a num-
her of upright display stands with sev-
eral shelves. These are arranged so as
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to show the goods as will/be Seen from
the photograph. Farther to the rear i
the centre is a long table with a series ol
steps.

The Display Sells Goods.

Not only is this department arrange
to allow of the greatest amount of dis
play but the goods themselves are dis
played so as to ereate the most favorabl
impression on the customer. If a dish i
going to show up better in a tilted posi
tion, that is the position it is given. Wir
fixtures are used for showing plates
saucers and kindred lines. Pitehers ar
suspended from nails along the top ledy
of the shelving. Hanging lamps are
suspended from the ceiling.

With hoth gas and eleetrieity availabls
in Oshawa, one would hardly expe
many lamps to be sold. However, the
sale is quite large, not only to town pe

ple but to farmers in the surroundin
country who still have to eling to th
coal oil.

High Class Goods for Christmas.

While a good many ordinary and
staple lines are carried, there is also :
good trade done in the special and higl
priced goods. If a sufficient quantity «
these can be sold, they pay a good prolit
Fspecially are the better elass of goods
in demand around Christmas time, and
for some time hefore this event extra ul

ntion is give
rior and wir
Jdvertising. !
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ntion is given to this line in both in-
rior and window display as well as in
Jvertising. Chinaware is a popular
ne as Christmas gifts and by bringing

prominently before customers a good
olume of business is done. The cam-
aign is eommenced well in advance for
weople begin early to at least look
round for Xmas presents.

The stoek is, of course, enlarged for
the Christmas season and the number of
faney lines inereased.

Phe Store’'s Buying System.

Mr. Beaton keeps stock sets of dishes.
that is, he ean buy any quantity of eups

and sauncers, plates, ete., of any one de-

sign. Ile does not have to purchase
them in eomplete sets. Ile believes this
is the best plan as he ean also sell a eus-
tomer any part of a certain design de-
sired. He finds this an exeellent argu-
ment in their sale. One of the big faults
found with the straight sets by the
housewife is that if one piece hecomes
hroken the set is spoiled. With the
stoek set she may replace any piece at
any time. Then, again. many of the
poorer class of people and some who are
just starting up in  housekeeping feel
that they eannot afford a full set. At
this store they may purchase the more
essential pieces of any design and later
buy the additional pieces to complete it
The store finds this method to work well.

Mus; Know the Goods Well.

It is w‘rll that the salesman selling
chinawarg be well aequainted with the
stoek, whyre each article is placed, some
thing abotut the goods and their uses. To
attain this end a young woman is in
charge of this department in the Beaton
store, and she devotes the greater part
of her time to it. This department re
quires no little attention if the stock is
to be kept looking trim and bright. Con
siderable time must he given to dusting
and arrangement of goods.

Fvery article in the chinaware depart-
ment has the price marked plainly on if,
except it he a few very staple lines the
prices of whieh are well known. The
marking of every arlicle allows custom
ers to find the price of any articles in
which they may be interested without
asking. Many sales are found fo result
from this. A woman picks up an article
which has attracted her attention. She
notes the priee, thinks she ean afford it,
and purehases.

Marking of price on goods has another
advantage to Mr. Beaton. Tt allows any
member of the staff to waif on a eus-
tomer in this department. [The value of
this is partieularly shown argund Christ-
mas time when additions have
to the <taff.

*

e madae

CANADIAN

Cost Book Maintained.

The cost price is not marked on each
article but a e¢ost book 1s maintained
whieh all lines of goods are listed and 1f
the eost is required at any time, it can
Not Hlll_\' 15 the
cost essemtial frequently in the sale of

easily be ascertained.

an artiele, but is absolutely necessary
when stoek is being taken.
Mr. Beaton's experience goes (o prove

GROCER

that c¢hinaware and erockery 15 a good
line for the grocer. He maintains that
should be given some extragattention
or, in faet, that it shoald be specialized
on to some extent. This all indireetly
assists the groeery department also,
the woman who c¢omes to buy chinaware,
crockery or glassware, will probably
leave her order for groeeries or see some

article ol CToCeries whig she requires

Early Saving Habit Made Clerk Successful

Spent One Year as Delivery Boy and Four as Clerk and Had

$650 in Bank—How This Money Was Put Away—When Op

portunity Came He Was Ready to Begin Business for Himself
-An Example Worth While Emulating.

It is the ambition of every elerk to
some day be owner or manager of a
business. It is a eommendable ambition,
and one whieh will appeal to every mer-
chant. It will make the elerk more valu-
able to him while the benefit to the elerk
by having such an objeet in view, and
working to attain that objeet, is also
large

Matter of Capital Important.

Experience in itself is only part of

the essentials for a elerk who contem
plates entering business for himself.
Some capital is necessary before the i
tial step can be taken and the aceumula
tion of this necessary fund is, or seems
to be, a diflicult problem for many.

But it can be done by the elerk who
to put forth the

necessary effort. Most of the big groe

is ambitious enough
ers ol this eountry when ”H'A\ started
in behind the groeery counter were with
out funds or wealthy parents. They
Found it recessary to save the l'l'(lllll'\’ll
sum themselves hefor lin‘_\ could make
a slart.
Saving of $650 in Five Years.

One example of earnest endeavor by a
clerk eame to the writer’s attention. A
young fellow in one year as delivery boy
and four years behind the counter was
able to save $650, with whieh to start n
a small manner himself. In his attempt
to acenmulate this amount he had given
such attention to all phases of the busi-
ness that when he started up for himself
he made a suecess from the start.

When he first hegan as deliverer he
received only $L.50 per week, and out of
this. small salary he was able to save
very little, although he had that objeet
in view. lle deecided that his only way
was to make himself so valuable to the
firm that he would be given a higher
salary. After a vear at delivery the pro-
prietor recognizing his faithful efforts,
promoted him to a position behind the
counter and his salary was raised to $7
per week. He then commenced a syste-
atie method of saving and decided that

cach week he would place $2 of his sal-
iry in the bank It required ecareful
management to make ends meet but this
probably fitted him better for the man
agement of his own buSiness later on
\t the end of the first year he had saved
$100, and the first hundred 1s usnally the
hardest to get together.
Deposits Grew Each Year

Next vear —kh salary went up fl per
week  and  acceordingly  he raised the
tmount of his weekly savings $#1, so that
during the year he banked a total of

$150, bringing

s resourees up to $250
\nother raise ol $1 per week during the
next year found him putting $ a week
in the bank, so that at the end of this
vear his bank account was $450.

He seriously considered the matter
then of going into  business on the
amount he had saved, but decided it was
not quite enough so he stayed on for an
.\lllm.t:}n he received fl a

week more, his expenses had inereased

other year

somewhat and he was \m[‘\ able to save
the same as the previoud year, namely
$200, but this placed his bank account
at $6dH0
Decided to Go in for Himself

He was well-known in his home town,
and he deeided to locate there He gave
particular attention to the seleetion of
the loeation of his store, so that it would
he in a position where many people pass
ed.  He began in a rather modest estab-
lishment, but fixed it up so that it would
appear attraetive and show up his goods
e invested $500 in
stoek, paying cash for it and keeping

to hest advantage
$150 as a reserve e 2hlﬂ[ll"|| proper
methods whieh had been ground into him
during his experience as clerk, and from
the first made a success of his enter
l"‘;‘{‘.

I'he story of this youngz man who de
termined to win, and who eventually
did, should be an incentive to other
c¢lerks behind the counter, whose cases
are similar. There is nothing like start-
ine to save early in life.
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‘Making Sales Above the Actual Demanc

Concrete Example of What Dealers and Their Salesmen May Sell of Goods
Brought to Attention of Customers—How Extra Butter, Bacon, Berry, Biscuit
and Sausage Sales Were Made in a Village Store in One Day—Selling Power
of the Dealer Demonstrated.

A woman  with  an armful of goods

which she had purchased at a nearby
dry goods store entered a erocery store
i an Eastern Ontario town the other
day. She did not have to drop half her
parcels in an attempt to open the door
for the obliging elerk in this establish-
ment, quick to take in the situation,
was there to open the door and hid her
a eheery “*oood morning.’’

She ordered a couple of staple lines,
to be exact, a half pound of tea and
three hars of soap. She turned to go.
She had apparently completed her ord-
er, This elerk did not, however, take
that for granted and busy himself with
some other work.

Early Morning Evidence of Salesman-

ship.
“Now. what else this morning, Mrs.
Jeatty?”’ was his enquiry and hefore

““Yes, those are nice ones,”’ replied
the clerk, ‘“and they are solid right to
the bottom of the box. Just look here,’’
and tearing a sheet of paper off the roll
and laying it on the counter he turned
the box of berries out for the eustomer’s
inspection. “‘Those are only 20 cents a
hox. Would you like some of them.”’
Mrs. Beatty ordered two hoxes.
Should be Aim of Every Clerk.
This elerk was a salesman and sold
goods where many another would have
failed, or rather not tried at all. He
made an attempt to sell goods over and
above actual demand; not only that but
he studied the bhest methods to use to
create demand for these extra goods.
There i1s no denying that the, sale of
cvoods in the grocery store ean he materi-
ally  inereased by the use of proper

methods. The appetite of the publie ean

to sell them by the dozen. 1le found
could make a good profit at ten een
per dozen. He decided also that I
would give them some special attentio
that day. e placed them on the count
er with a price eard attached. Several
times during the morning when he had
finished serving a customer, he woull
draw her attention to the eakes. A sal
generally followed. By noon, the elerk-
encouraged by the sales the proprieto
was making, also began to bring tl
cakes to customers’ notice. As a resuli
this line moved briskly and by night the
whole box had been sold.

)

Sausages Went During Afternoon.

At noon on the same day, a shipment
of small fresh sausages came in by ex
press and as it was Saturday, it was
necessary that they be cleared out that

Customwer’s attention called to bherries and
extra sale made.

the words, “*that’s all,”” eould be repeat-
ed he continued: ‘“Have you plenty of
butter? Just wait until 1 show you
some fresh prints we got in this morn-
ing.”’

In a few seconds he was back from
the refrigerator with a nice firm print,
which he opened up and gave a sample
to the customer to taste. It apparently
was as good as he had c¢laimed for she
purchased two pounds.

The eustomer just then evinced some
interest in some blueberries which were
on the counter. ‘‘They look very nice
for so late in the season,”” was her ¢om-
ment.

an

Nalesmanship sold entire hox of fancy
biscuits in one day.

easily be appealed to and the clerk who
learns the knack of so appealing as well
as to the good sense of customers has
cained mueh. Examples of the possibi-
lities in inecreasing the sale of goods by
proper methods are now quite frequent.
Decides to Sell Fancy Biscuits,

FFor instance the writer spent a day
in a grocery store in a eountry town re-
cently and had driven home to him more
strongly than ever the value of sales-
manship. A shipment of freight was
received in the morning and among
other lines was a twenty-pound box of
faney biseuits, They were of an unusu-
ally large size, so the proprietor decided
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Suusage was easily sold to man whose wife

Wias away.

day. They were placed on the counte:
with a price eard, and suggested to cus
tomers during the afternoon by the
clerks so that early in the evenimg the
last string was rolled up.  Thus, is
shown what is possible by a little extra
attention and selling effort.

These were not the only examples o
salesmanship that came under the wrii
er’s notice that day, however. Just
hefore six o’elock a man came in. Hi:
wife was away and as he had to eook
his own supper, he wanted some cooked
ham. Unfortunately, the store was out
of eooked ham. The eustomer was about
to go on to another store.
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(‘We have some njce fresh sausage,
rank. They are easy to cook. We just
,ot them in by explress at noon,’” said
lie proprietor. T™e ecustomer after
'd to take a pound.
of bhread he

woking at them deeic
[e also purchased a
re leaving the store.
Bacon Sale Made.

One of the elerks had the nekt sales-
mship aet to his eredit. He wax wait-
on a woman eustomer who had jusi

irehased a dozen eggs.

1 always have to have eggs for my

band’s breakfast,”” was her eom-

the l']('l'l\A

“*You should have some of our break-
st bacon to go along with them,”’ sug
sted the elerk. *‘*We beguan to ent on
fine piece just now."’

I'he side of baeon was pl'nulllmﬂ and
hown to the eustomer with the remark:
“Isn’t that pretty tempting?”’
0t does look niee,’”” she admitted.
“What is that worth a pound?”  The
price proved suitable and a purehase of
two pounds was made.

Immigrants Bought Bologna.

This particular town is on a railway
line and the passenger trains stop there
I'his evening an immigrant train pulled
in and several of the passengers ran
across to the store. They purchased
hread and wanted some eooked meat but
the store had nothing but eanned and

thev said that was no use as they had no
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Can o 1‘r|~ It was too bad to miss the
sale butfit apparently conld not be help-
ed.  Jugt then an idea struek the pro-

prietor.] He had bologna sausage in the

refrigefator, So the bologna was rushed

to thef/tfront and altogether 11 [n--IHnl* of
it .\nh.

Thus 15 shown the value of knowing

th

stoek so as to be able to make sug-

stions to eustomers,

{

¢ number ol extra

After witnessing t
sales whieh it was possible to make in
one store 1 a tl.l»\. aperson could not
do otherwise than proelaim the possibili
ties in salesmanship. There arve already
many stores and many elerks using then
efforts to cood effeet 1n this way bat
there are many more who need to cet out
of the raniks of order takers and into _the
line of salesmen. The order taker mere
lv hands out to the eustomers the coods
asked for while the salesman attempts
by intellicent met hods to sell other
coods than those asked for \ gereat
deal is possible if the effort is put forth

£®)

A VALUABLE ELECTRIC BELL.

\ Trenton, Ont. merchant has a double
store The larger section is the grocery
department while in  the smaller he
keeps liquors. It is not really necessary
that there should be a elerk in the
liquor section all the time as business is

spasmodic In order that the eclerks

GROCER

may spe id all the time poss
crocery side and still WW
presence 1s regu red

partment, an electrie be

stalled, whieh rings wiie v
t I t i 101 S i
'his means a

cJood many. wavs as
stmall store where S ¢
me eler i s pres
onse 1s oeeastonally 1

&

MORE DAYLIGHT IN MOOSE JAW
Moose Jaw, Sask > W

W

Canadia Mos | $ \
Ll ne I dan L
operalio s st
e S, D, MeM \ W]
writes The Grocer as o VS W
pinton of i1is operation
“*We \\wnl-i CHAS \ i wre day
'.!')I WS i SHeeess i e excen
that the country TN the ('4*
K. would not adop | \
Ty convenient, b Iy
would adopt it for the summer months
would be a very Ured e e
the "slow Tine We would not advise it
or the winfter wmonths as w Would have
do business by lamplig n morn
nes, r!ul Wit Wkl ) ) |
- | Wt 1 -

How, When and to Whom to Extend .Credit

Grocer of Long Standing Claims There is no Cut and Dried Rule—Capital
and Character of Customers Must be Taken Into Consideration—If a Cus
tomer is Paid Weekly, Get Your Money on Saturday Night
ing Out Good Money For Bad, He Says

Some funny questions reach me from
time to time.  So odd are some of them
that I almost think the askers thereof
must be joking, until 1 reflect on how
little logie and how mueh fear of shad
ows enters into the extension of eredit

the average retail grocer. [ do not

ow whether the questioners will pro-
lit by my answers, but 1 can assure then
at they will find my answers right.

Question of Capital and Conditions.

lL.—How long should a merchant ex
end eredit to his patrons?

Aceording to conditions; also accord

to your capital.

If your people are laboring folks who
ire paid on Saturday, the bills should be
ollected promptly and IN FULL each
saturday.  Any delinquency must not
“The writer of this article is one of the most success-
ful dealers on the continent. He has spent almost 30
years in the retail grocery businew and is well equipped
;I’mE:',”':',fE.r“."“.;'.'?"'r.."': S B O sl meuet &

I

gs_mlc names of quirers will be omitted when their
letters are printed for discussion.

*By “Henry Johnson, Ji

he tolerated Just W hial does this
mean? Simply that any attempt to

leave an Hh]nlld balanee must bhe fol
lowed ’l»\ the closing ol the aceount,
Take your loss quickly and stop the
leak. Do not throw good money after
bad through any fear of losing trade
Business held at a loss were better al

I.:\\mi o Yo nlxr\\ln'll

Insist on Promptness,

If your people are of the most sub
stantial elass, the bills may properly
go for 30 days. Then payment must be
prompt and full or you may be sorry.
Bear in mind, too, that the time to make
people keep good habits is at the first
sign that they ineline to fall behin
and become careless. Make them pay
promptly at the end of each month,

Lastly, in the case of very substantial
