CANADIAN GROCER

Only Weekly Grocery Paper Published in Canada
THE MACLEAN PUBLISHING COMPANY, LIMITED

Vol. XXX  PUBLICATION OFFICE: TORONTO, SEPTEMBER 29th, 1916

b e

NQES0

MADE IN CANADA ! MADE IN CANADA
et B MANUFAC

I ' e :

ngersoll ‘ {f‘fs?u
Agents: - “SPREADS
Ihe Ingersoll Packing Co Lad,, . LIKE

IS Colborne St Bl l I I ‘I 9
Toronta, Ont P R
Fhe Iogersoll Packing Co., iy

G28G30 St I'aul Nt Jas, " Craig Mason & Hickeyv,
Montreal, P.O Ontario Chambers No. 3, Box TH
J. A Wilkon Y Kingston, Ont Reging, Sask
London. Ont, esars. R, . Cream & Co Mason & Hickey, Mason & IHickey,
Cyris King, Quehee, 1.0 Box 144 1085 Bank of Ottawa Bhilg.,
MeNah Nt B, Renand & Co,, Saskatoon, Sask Vancouver, B.C°
Hamilton, Ont Queher, 10.0) Mason & Hickey, Angevine & Mclauchlan,
W. F. Elliot, Esq., N Bray, Box 1287 Ne. John, N.B
Symes Telfer Bldg Sherbrooke, M. Edmonton, \lta J. V. QDen & Co.
Fort Williawm, Ont Mason & Hickey, Mason & Iickey, St. Johns, Nfld
J. L Trowbridge 28T Stanley Nt 215 1th Ave., West Angevine & MceLanchlan,
256 Albhert St Ottawa, Ont Winnipeg, Man Calgary \ita Truro, .N.S

E enarvantee the quality and the sale of our different brands of eream cheese everywhere in
W('anuul:l. This is a MONEY-BACK proposition. By never-varving quality and continuous

publicity Ingersoll Cream Cheese has become a household word in Canada. The trade is
therefore mueh safer in handling these best known orands of eream cheese produets. To insure
delivery of fresh stoek we carry supplies at ow loeal depots from coast to coast.

Manufactured and guaranteed by

The Ingersoll Packing Co., Limited

INGERSOLL, ONTARIO, CANADA
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Circulation of Canadian Grocer has been audited by the Audit Bureau of Circulations.
Copy of report will be sent on request to anyone interested.
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Sausage days are coming. Only one real saus-
age dish. That is the “Riteghape.” Fill a ten
pound “XRiteghape” with sausage—set it on the
counter for display. Fill smaller dishes with
sausage — wrap them neatly in fancy wrapping
paper. Then you are ready for the sausage
trade. A pound of sausage in a “XRiteshape”
looks and sells better than sausage in any other
package. Some dealers have bands printed with
the name of the store or the name of the brand.
They put these bands around the sausage pack-
ages. All chopped meats, all sliced meats, game,
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especially fowl should go out in “Riteghapes.”

Then they get there in the right shape.
Get “Riteshapes” from most Canada jobbers.

VICTORIA PAPER & TWINE COMPANY

MONTREAL Limited TORONTO

THE OVAL WOOD DISH CO., Manulacturers
DELTA, OHIO, US A.
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- Peas-Imported-Peas

51-53 Wellington St., W,
Toronto, September 28th, 1916.
Mr. High Class Grocer:—

Before the outbreak of the War our “PATRICO”
Brand of Imported Peas was recognized as the highest
quality pea, both in flavor and appearance, obtainable.
These were grown in Belgium from selected English seed,
packed under our own personal supervision.

Last year we obtained our supplies from Parig, they
gave satisfaction. - This year, owing to the very small pack
in France and exceeding high prices, we could not cover
our requirements. We have, however, succeeded and offer
you High Grade

Italian Peas
Packed French Style

which we can recommend at very reasonable figures.

Packed Extra Fine Quality
“o Pm' ‘“
‘“* Moyen No.1 ‘¢
‘“  Moyen No.2 ‘'

For Retailing from 15 to 25 cents per tin—leaving a
good profit for you.

Write for prices and samples. We make this offer—
subject to shipment being unsold. &

Yours very truly,
W. G. PATRICK & CO., Limited.

P.S.—Drop in and see us when next in Toronto, we have the largest exclusive Fancy Grocery
Display in Canada. It may pay you.
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" If any advertisement interests you, tear it out now and place with letters to be answered.
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Prohibition

What does it
mean to you?

What does it mean to your busi-
ness? Wide-awake grocers
everywhere are adding to their
profits by pushing the sales of

E. D. SMITH’S
GRAPE JUICE

—the common sense
temperance drink

Every day of prohibition sees the demand for this palatable
beverage steadily increasing. The delicious palatable. Con-
cord Flavor is fully conserved in the E. D. Smith produet,
hence the reason for its popularity is not far to seek.

It is obvious, too, that E. D. Smith’s Grape Juice is the most
economical, because its strength and purity is such that
it requires dilution with water to make it palatable.

Why not get in line with the dealers who are handling and
profiting by the E. D. Smith Line?

Every day that passes sees the demand growing. Stoek up
to-day.

The Profits are Good

E. D. Smith and Son, Limited

WINONA, ONT.

AGENTS : — Newton A. Hill, Toronto; W. H. Dunn,

- Montreal; Donald H. Bain Co., Calgary, Alta., Edmon-

ton, Alta.; Watson & Truesdale, Winnipeg; G. H.

Laidlaw, Halifax, N.S.; B. C. Merchandise Brokerage
Co., Vancouver, B. C.
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Borden Milk Co., Limited

*Leoaders of Quality "’
MONTREAL

Branch Office: No. 2 Arcade.Building

Vancouver, B.C.

CANADIAN GROCER

that brings sales

is. well worth investigating. Purity that has
won and retained the confidence of three
generations of discriminating housewives,
purity that brings first customers back be-
cause of the splendid satisfaction it gives—
that is the kind of purity embodied in every
one of the

BORDEN MILK PRODUCTS

And because of this unimpeachable purity
the Borden line has earned an ever-increasing
and steady patranage for aggressive Grocers
all over the Dominion.

Borden quality will do for you what it has
done-for others. You’ll be working on a bed
rock foundation of proven results when you
start featuring the lines that please the
“hard-to-please”’—Borden’s.

Put our claims to the test. Ask your whole-
saler for a trial supply.

[ B R e,

If any advertisement interests you, tear it out now and place with letters to be answered.
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HE amount of profit to be secured

through handling any particular pro-

duct is regulated by the strength of the
consumer demand.

SYSTEMATIC consumer advertising,

backed up by its own incomparable
goodness, has created a demand for Japan
Tea to which you will find it¥profitable to
cater.

At R Y

IT pays to push advertised quality. Begin
to-day to feature Japan Tea—the tea
that pleases particular people.

One of the ads. in

our consumer ad-

verlising sam-

=
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Well advertised quality is back of
the big demand for Japan Tea.
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Three Beans Make Jdc Profits
Here’s How to Do It

Open a can of Simcoe Beans
(Chili Sauce Flavor) into
a deep bowl, cover with a
glass plate, place a fork
on the plate.

Then—

When a customer enters
your store, place three
beans on a piece of cracker,
let the customer taste
them.

Results—

A sale of Simcoe Beans —
3c or more profits to you.
Try it; your customers
will appreciate the gift.

Plain, or with Tomatoor '
Chilli Sauce.

DOMINION CANNERS
LIMITED

HAMILTON CANADA

If any advertisement interests you, tear it out now and place with letters to be answered.
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THE. SUMMIT

OF SUGAR MAKING

is reached in

“ROYAL ACADIA SUGAR”

“ROYAL” means something as applied here.

The Raw Product is ‘‘ROYAL”’ quality. Every Grain Pure Cane.
The Refinery and Refining are ‘““ROYAL’’ both in equipment and method.
The Result is “ROYAL,”’ crystaline sugar, the purest and the sweetest.

Why experiment in handling inferior sugars when ‘‘ROYAL ACADIA” costs no

more, is the accepted standard and is bound to make friends for your business wherever
sold ¢ .

The Acadia Sugar Refining Co., Halifax, Canada

WASTE PAPER

NOW TURNED INTO

Cash Profit
- Time and Labor Saved

by hundreds of grocers

who use

THE “JEWEL” BALER

Complete with one bundle wire.
5 : A $17.50f.0.b. Hamilton (by 10 day draft)
s o efa:;hb Sterling, {l‘;mor gt o X WHY NOT YOU?

The“Perfect” Bag Holder Tour inlflol SURBUY of R17.50.s

Holds 1,000 Bags — ten sizes. Let us send you particula:s,

Only one delivered at a time. prices and market for waste paper.
NO WASTE : -

Best, Handsomest, Most Convenient.

.4 GENERAL SALES CO., Distributors
EVAN L. REED MFG. CO., STERLING, ILL. 00 SNA NNROWG TORONTO

If any advertisement interests you, tear it ous now and place with letters to be answered.
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CANADIAN
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CLARK’S
PORK and BEANS

are now as always the
leaders 1n

QUALITY
This is War Time

When you can get the
QUALITY at home,spend
your money to your own
and your country’s advan-
tage. Keep it circulating
in Canadian and British
channels.
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W. CLARK, LTD. ~ MONTREAL
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__ This Raisin
isPWorking for You

“.‘I.-‘. -5 S
Eight thousand raisin growers in
California have taken hold of the
raisin business. They have organized
it for themselves, for you and for
the consumer. They got tired of
fluctuating products, fluctuating
prices, and a fluctuating demand.
They have organized the industry,
centralized their forces, and lifted the raisin business out
of the haphazard and accidental. They have eliminated

the speculator and created a direct market thyough adver-
tising

SUN-MAID Raisins

The first year they spent $160,000.00 in advertising. This
year they are spending $2€0,000.00. All this advertising Is
on one brand of raisins—the Sun-Maid Brand. The entire
raisin business is bound to improve as the result of the
publicity .and the educational work being dome by the
Association. But you cannot expect to get the full benefit
of it unless you identify yourself closely with the Sun-Mald
Brand. Your jobber has it. Order it now from him. Get
in touch with us and let us tell you how we can help. "

THREE VARIETIES

Sun-Maild Raisins come in three varleties: Seeded (seeds
extracted), seedless (from seedless grapes) and cluster (on
stem, not seeded).

Your Jobber Can Supply You
CALIFORNIA ASSOCIATED RAISIN CO.

Membership 8000 Growers
FRESNO, CALIFORNIA (288)

)
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Ahandsome di;play-

case and a perfect
preserver

The scientific construction of every Arctic Refrigerator
affords unusual facilities for the effective display of
perishable goods while preserving them in the most
absolute security. The

Arctic system of dry

cold air circulation

eliminates possibility of

loss through spoiled or

tainted eatables. The

name “Arctic” on your

refrigerator is a guar-

antee of perfect satis-

faction.

May we send you a
copy of the Arctic
Catalog? It describes
Arctic refrigeration in
detall and shows you
the right model for your
store. A post card re-
quest will bring it by
return,

John Hillock & Co., Ltd.

Makers of High-Grade Refrigerators
TORONTO

Repeat Tobacco Orders

are the rule when you begin selling
the widely-known and popular “‘Chew’—KING
GEORGE NAVY. A little display of King
George will put a punch into your tobacco siles
convincing you that, when the right brands are
featured, your tobacco department creates big

profits.

Introduce King George Navy by gettirg up a
nice window display. Get sa'es started—the
quality of the chew will bring the repeat orders.

Handled by
the Wholesale
Trade
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In your Lopanty
Dogs and Cage Birds

Your customers must have FOOD for them.
It is to your interest as well as that of your

customers and their pets, that you should
regularly stock

SPRATT’S

For Goodness sake

TRY

GIPSY

DOG CAKES, || Stove Gloss.

Puppy Biscuits Its’ “Goodness” sells it.
Packet B].;;) SEEDS Order from your Wholesaler.

The name SPRATT'S is a guarantee of quality and HARGREAVES (LANADA) LIMITED'
reliability, It will help you to keep old customers 33, FRONT STREET, E. TORONTO.
and attraet new ones. Western Agents: For Manitoba, O. F. Lighitcap, Winnipeg.
SPRATT'S Dephts in CANADA are:— For British C lumbia and Yukon: Creeden & Avory,
MONTREAL—F. HUGHES & Co., 109, Place d'Youville, Rooms § and 6, Jones Block. 407 Hastings Street,
VANCOUVER, B.C.—LONDON GROCERY Co., Ltd., Granville Street. West Vancouver.
Direct Correspondence invited : —
SPRATT'S PATENT Ltd., 34-235, Fenchurch Street, London, England. Q-
8 46

New Profit for You

You can add a new source of profit to your
business by selling

Sani-Fliush

Something every one of your customers living
in a home with plumbing equipment needs.
Magazines reaching nearly
all ‘the better class homes
in Canada are making
your trade familiar with
this preparation. Nothing
else compares with it for
cleaning vitreous china
toilet bowls and keeping
them sanitary and odor-
less.

Your jobber can supply
yvou with Sani-Flash—yon
make a liberal profit.

By writing us that you
have Sani-Flush for <ale,
you get special selling
assistance.

Harold F. Ritchie & Co., Ltd., Toronto

10-12-14 McCaul Street

Co., Ltd.

VANCOUVER, B.C.

MIKADO

: l

The best valuein Rice being
offered on Canadian
markets today.

If any advertisement interests you, tear it out now and place with letters to be answered.
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Eye-catching displays are an easy
matter with Tartan Brand Lines

Our handsome Tartan labels will focus the attention of tHe most casual customer,”
waking first sales easy, and Tartan Brand quality make repeat sales certain.

You cannot do better than select your stocks of Cannéd Vegetables, Fruits, Sal-

mon, Tea, Coffee, Spices, Extracts, and Jelly Powder from the popular Tartan
Brand lines.
We can supply you with a complete line of fancy groceries, foreign, and domestic.
5 Prompt attention paid to mail orders.
hdics kb bt B 'BALFOUR, SMYE & COMPANY
Phone Orders at our Expense ’

Phone Nos. 3595, 3596, 3597, 3598, 4656 HAMILTON, ONTARIO

Have No Hesitation

in recommending to your best customer

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

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

Then you’ll feel more enthusiastie about i
recommending it Halifax - N.S_.

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

£ ’Nl

Ul
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} I['
: ‘i ; Grocer will gladly assist manufacturers at
| i |

The service department of The Canadian

h il home and abroad in making arrangements
with the firms in all parts of Canada whose

' announcements appear on this page.

mmmmmum o mmumum Illlllm:uuumm

To-The-Trade: W.G. A.LAMBE & CO. Geo. Adam & Co.

TORONTO
Grocery Brokers and
Buyers and sellers of Established 1885 S Suetes. and

SUGARS FRUITS wWe can putk your xoodr- oln the
Hayand Potatoes estern market sucocsefaly, am

we are in elose touch with the

Western  wholesale  grocery

trade. Give us your line, and

. e Cadon let us produce results for you.
e se olesale an ro- ,

Denault Grain llld Provision cery and Hardware trade. Have five Chambers of Commores, Winaipeg

co" Limited travellers. Want attractive line to

SHERBROOKE, P.Q. push. Address Box 535, CANADIAN

: - OROCER. / 1s “5% | Kindly Mention This Paper When Writ-
! 1 = . i ; h‘ l I "

If any advertisement interests you, tear it out now and place with letters to be answered.
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The service department of The Canadian
Grocer will gladly assist manufacturers at
home or abroad in making arrangements
with the firms in all parts of Canada whose

announcements appear on this page.

MACKENZIE & MORRIS
LIMITED

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

If you want the market on

NEW BRUNSWICK POTATOES
Wire or phone

HARRY WEBB, TORONTO
We specialize on potatoes, have ware-
houses at all buying points in the
potato belt. Cars always loaded. New
Br:nlwlck Montreal, Toronto, wnmng
orders.

W. G. PATRICK & CO:.

Limited

Manufacturers’ Agents
and Importers

51.53 Wellington St. W., Toronto

lhclur:_ & Luglfy, Limited

Grocers, Confectioners
and Drug Specialists

12 FRONT STREET EAST TORONTO

F you want a thoroughly ex-
perienced, reliable man to represent
you in the Toronto market for your
carload fruit or produce of any kind,
communicate withme, results assured.

Apples, Onions, Potatoes, Beans, Honey,
Poultry, Butter, Eggs, Cheese.

FRED J. WHITE

27-29 Wellington St. East
TORONTO ONTARIO

WESTERN PROVINCES

W. H. Escott
Co., Limited

Manufacturers'
Agents

Wholesale
Grocery
Brokers

Winnipeg
Manitoba

BRANCHES :
Regina Saskatoon
Calgary Edmonton

ESTABLISHED 1907

W. H. Millman
& Sons

Wholesale Grocery Brokers

Some special low offer-
ings in new Japan Teas
now in transit.

H. P. PENNOCK & CO.,
Limited

Wholesale Grocery Brokers

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

MARITIME PROVINCES.,

J. N. COCHRAN

Manufacturers’ Agent and Grocery
Broker °

FREDERICTON, N.B.

I have a connection with both wholesale
and retall trade throughout the entire
Maritime Provinces.

WATSON & TRUESDALE

Wholesale Commission Brokers and
Manufacturers’ Agents
120 Lo-lurd Street
WINNIPEG MAN.

Domestic and Foulgn Agencies
Solicited.

CHAS. H. McDONALD & CO.
Manufacturers’ Agents
Post Office Box 727, St. John, N.B.

We have splendid storage facilities and a first
class connection with both wholesale and retafl
trade. Get in touch with us in regard to
handling your lime,

Established 1859

GEO. STANWAY & CO.

29 Wellington St. East, - TORONTO
Agents for “Horseshoe,” *“Tiger” and
“Sunflower” Salmon. Fred. L. Myers &
Son, West Indian Products. Furuya
& Nishimura, Japan Teas.

- S o hriglia

COFFEE

W. GEO. VARTY, Agent
29 Melinda St., Toronto. Phone M. 7089

THE H. L. PERRY CO.
214-216 Princess Street. Winnives

We can make a success of your Agency.
Our STORAGE, DISTRIBUTING and
lr:‘.")BWARDlNG facilities are unexcel-

Correspondence solicited.
“Always on the Job.,”

The Anglo - Portuguese Sardine
Packing Co., Limited

SETUBAL, . - PORTUGAL

Most up-to-date Packeries in Ponunl. French
methods of Packing. Selected and Pure
Oil only. If you want Rl.'LlABLI packers,
communicate with us.

NEWFOUNDLAND

C. H GRANT CO.

esale Commisgpion Brokers
u-d Manufacturers’ Ac'oli.u
509 Merchants Bank, Winnipeg
We have several good accounts, but can
givo you results on yours.
A

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

and COMMISSION MERCHANTS
Importers and exporters, Prompt and
careful attention to all business. High-
est Canadian and foreign references.
Cable address: “Macnab,” St. John's.
Codes: A. B. C,, 5th edition and private.
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Kee'ping up
sales

is a problem with deal-
ers who do not stock .
standard pack goods. When you sell Milk P’I'O-
Why not keep up your ducts sell Malcolm’s

Sales by handllng the In doing so, you will not be taking any chances, because
high quality, Satlsfac_ the Malecolm line has established a selling reputation

. . e wherever featured. Quality, convenience and all-round
tlon'glVIng goodness have made Malcolm Milk Produets leaders in «
the respective fields.

BruHSWiCk Brand' Why not try out a 5-case lot? Get them before your

customers. Results will convinee you.

S F d We pay freight up to 50e per 100 Ibs. in Ontario, Quebee
ea 00 s and Maritime Provinees.

Fish is a very desirable food in all

seasons—so easily digested, and The MalCOlm CondenSing CO.
healthful. St. George Limited Ontario

Brunswick Brand has set the
standard in fish foods.
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Fish freshly caughtin the famous
Passamaquoddy Bay are scientifi-
cally processed and packed a few
moments after leaving their native
element, thus preserving that
sweet natural flavor so much ad-

Have you tried
mired by discriminating people. :

Look over this list and fill in your stock to-

day : \ ’
1, Oil Sardines \

Kippered Herring : \

Herring in Tomato Sauce \

Finnan Haddies

(Oval and Round Tins)
Clams

Connors Bros., Limited

BLACK'’S HARBOR, M ARM ALA D E ?
N.Bo L Ty \ » .
GBI

It is making
a hit.

If any advertisement interests you, tear it out now and place with letters to be answered.




September 29, 1916.  ° CANADIAN GROCER

Perfection Computing Cheese Cutter |
(IT IS ALL MADE IN CANADA)
IT IS A CHEESE CUTTER WORTH HAVING

A REAL COMPUTER

AND YET SIMPLER THAN ALL OTHERS IN CONSTRUCTION AND OPERATION.
ABSOLUTELY NO FIGURING TO DO.
IT STANDS THE -TEST FOR DURABILITY, FOR IT LASTS A LIFETIME.

A REAL PROFIT-SAVER
Write for Prices and Terms.
IF

IT WE HAVE SPECIAL COMBINATION_PRICES
BUSINESS

WITH CABINETS AND PEDESTALS.
SAVES ITS L BAD o

COST ina i . GOOD, you
B ik American Computing e

lasts a lifetime. Company SAVER.

BUY IT NOW. HAMILTON, ONT. BUY IT NOW.
.; ; J

If any advertisement interests you, tear it out now and place with letters to be answered.
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If you could be certain that
every article you sold were up
to the standard of our coffees,
you could rest assured that no

one could get your trade away
from you.

Chase & Sanborn

Montreal

There is Money in Talking

“Gold Standard” Products T e

Baking Powder, Salad
Dressings, Spices, Herbs,
and many other products.

Our Line Includes l

To Your Customers

When you show a product you know is good you are not
afraid to let yourself get enthusiastic about it, because the
goods will back you up. No food preduets could more easily
stand your enthusiasm than

This is a line of known qua]ity. The dealers who handle it
are satisfied with the quick turnover and the profit—the
consumers are satisfied with the quality—

The Codville Co., Limited ‘ - Why Don’t You Carry

Brandon, Moose Jaw, Winaipeg, This Splendid Line?
Saskatoon, Medicine Hat,

Prince Albert. Write us now for our proposition.

If any advertisement intetésts you, tear it out now and place with letters to be answered.
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“Without exception the ablest book ever published on the subject of Coflee.”—Mexican Investor.

New and Illustrated Edition

Coffee; Its History, Classification and Description
By JOSEPH M. WALSH

A book of useful and accurate information, and everything pertaining to Coffee,
being, at the same time, the fullest and most complete work of the kind ever published.
It should be in the hands of every grocer and dealer.

CONTENTS: Early History and Introduection, Geographical Distribution; Botanical Characteristics and Form;
Cultivation and Preparation; Commercial Classification and Description; Roasting, Glazing and Grinding; Adulteration
and Detection; Chemical, Medical and Dietical Properties; Art of Blending and Preparing; World’s Production and Con-

sumption.

12mo.

“A marvelous work, great in conception and great in execu-
tion."-—Teras UGrocers’ Review.

“The most exhaustive, interesting and instructive work ever
published on Coffee.”—Brooklyn Grocers’ Gazette.

““An Interesting and instructive work, of the greatest value
to every Coffee roaster and dealer in general."—Tvade Magazine.

“An attractive volume of useful material to the Coffee trade,
clear, concise and comprehensive.”—Philadelphia Ledger.

‘“We cordially recommend the work to all interested in this
indispensable product. Every dealer in Coffee should possess a
copy of this valuable book.—Grocers’ Criterion.

“The work is of excertional interest and instruction, being
attractively written and richly illustrated, and should be read
by all who deal in or use Coffee."—Indianapolis Trade Journal.

Cloth Extra, Net, $2.00

By Mail, $2.10

“The work contains a vast amount of valuable information,
condensed into a small compass, and is simply invaluable to
the planter, dealer and consumer alike.”—Mexico Two Republics.

“The author, Mr. Joseph M. Walsh, is, without doubt, the
greatest authority in America upon the subjects of Tea amd
Cofiee. The book before us is a repetition of his former achieve-
ment on Tea, which required several editions to supply the
trade demand.”"—Maritime Grocer.

“An excellent and exhaustive work, containing a complete
history as well as all necessary information on the cultivation
and preparation of the Coffee berry. The volume will be found
especially useful to the growers of this valuable plant on the
Central and South American Coasts.”—Panama Star and
Herald,

Send your order to Book Department

MacLean Publishing Co., 143 University Avenue, Toronto, Canada

Y & S STICK LICORICE

48 5c. Packages to Box

The old-fashioned remedy
for Coughs and Colds

For sale by leading Wholesale Grocers, Druggists and
Confectioners throughout the Dominion.

NATIONAL LICORICE COMPANY
MONTREAL :

Posi-
tively
the
only
Patented
Refriger-
ator made
that canclaim
warm air flues
acrosscooling
room ceiling
and connect-
ed with warm
air flues
around walls.

Patented
1886-1900--
1910-1914.

REPRESENTATIVES :—Whbolf, Sayer & Heller, 76 St. Paul St.
E., Montreal, P.Q.; James Lonergan, Charlottetown, P.E.L;
W. MeAllister, 98 Bank St., Ottawa, Ont.; W Woods & Co.,
Winnipeg, Man,, and Hamilton, Ont.; Ed. Dore, 35 Caroline N,
Hamiiton; W. J. Armstrong, 14 Euclid Ave.,, London, Ont.,
ete,, ete. Write for the Eureka catalos.

EUREKA REFRIGERATORBCO., LTD.

27-31 Brock Ave. 84-56 Noble St.
TORONTQ, ONT.

If any advertisement interests you, tear it out now and place with letters to be answered.

21-33 Earnbridge St.
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Wide-awake grocers everywhere are featuring

Robinson’s “Patent” Groats
nd

Robinson’s “Patent” Barley

the two world-famous cereals, the superior, appetizing goodness of which has won for them the
unstinted approval of the good Canadian housewife,

LT

e L

If vou have yet to learn what really dependable sellers the Robinson lines are, you should order
a trial supply at once and note what results a display will produce.

Robinson’s “Patent” Barley and Robinson’s “Patent” Groats

always sell easily, and—what’s more, they've got the qualities that
pull profitable repeat business. Why not try them out?

Magor, Son and Company, Limited

191 St. Paul St. West, MONTREAL 30 Church Street, TORONTO

AGENTS FOR THE DOMINION OF CANADA
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ORLANDO

(INVINCIBLE)
THE GROCER’S OPPORTUNITY

Groeers, ospeciallv in the “Dry’’ Provinces, should turn their attention to the expansion
of their Tobaeceo and Cigar Business.

WEBSTER’S ORLANDO (Invincible) and WEBSTER’S CLEAR HAVANAS (in 14
sizes) are the particular goods with which expansion is assured. They are popular.

A Word to the Retailer.
If your jobber does not carry these lines, write us direct.

W.R. WEBSTER & COMPANY, LIMITED
SHERBROOKE, CANADA

If any advertisement interests you, tear it out now and place with letters to be answered.
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How Grocers Figure Protfits

The Selling Price as Basis Has Largest Number of Grocers in Its Favor, Judging by
Actual Instances—It Is Not Much Ahead of Buying Price, However—
Profits are Different Upon Different Lines.

A Symposium of Grocers Across Canada

for these commodities, irrespective of buying prices.—The Editor.

SELLING PRICE OR BUYING PRICE ¢
The result of the canvass of grocers, details of which are hereunder is that
11 grocers figure profits on their cost price, and 14 on their selling price. One
or two apparently figure either way; one grocer sees no difference between
the two methods; one or two figure on cost price, plus freight and kindred
charges.

As to profits, these range all the way on different articles, from 673 to 50,
depending upon the line in question.
general profit of 20 and 259 ; others 12145 and 15¢.
want such and such a profit after figuring in all overhead charges.

One feature of this causerie is that many replies show flour, sugar and feed
to be exceptions, both as to how price is fixed and amount of profit. These
answers show that many grocers base their prices upon current quotations

Several grocers seem to aim for a

Some declare they

-~

r l \HIS is a burning question with
the trade. From time to time
there come into CANADIAN

GROCER letters from retailers across
the country asking advice upon the ques-
tion of how to figure profits.  When
questions of importance come up, CAN-
ADIAN GROCER has found it most
valuable to get the thing settled by men
actnally in the trade, behind the eoun-
ter. With this end in view, a letter was
sent to grocers from coast to coast, ask-
ing them their view and practice in this
matter.

They were asked four questions:—

(1) Do you figure your profits upon
the buying price or the selling price;
that is on the cost to you, or on the
ficure vou sell at?

(2) Ts the same method followed in
every line you handle? If not, what are
the exceptions, and how do you figure
them?

(3) Do you lower your price on stock
you have had for some time, or do you
maintain it, no matter how long the
stock has been in. Please give an in-
stance.

(4) What percentage of profit do you
fizure on getting?

The replies to date have shown quite
a diversity of opinion. They show a

majority figuring on the selling price,

however. For the rest, let them speak
for themselves:—

Hudson Bay Co., Vernon, B.C.—We
ficure profits on the cost to us. The
same method is earried out in all de-
partments. Prices are lowered at every
stocktaking, and after two years are
not inventoried at all. The percentage
of profit is different with different lines.

J. 8. Brown, Ramsay Store, Edmon-
ton, Alta.—Profits are figured on our
selling price. We follow the same me-
thod for every line. We lower price on
stock to ensure quick disposal of the
same, if it has any tendency to stick.
At the present time, as to profits, we
figure on getting a percentage of 15 per
cent. gross profit on selling price.

8. M. Armstrong, Banff, Alta—We
figure profits on the invoice plus the
freight. This method is followed on
every line. On fruit, vegetables and
grocery lines, we base our selling price
on the prevailing market. We clean up
all lines likely to be out of style at the
end of each season. We get what we
ean without regard to cost. The per-
centage of profit differs with different
lines—groceries, except sugar and flour,
331-3 per cent.; dry goods, hardware,
50 to 70 per eent.

Willoughby & Jamieson, Hastings
Coulee, Alta.—We don’t see that it
makes any difference which way you
figure your cost qn 25 per cent. added
onto the cost is the same as 20 per cent.
off the selling price. The same method
is not followed in sueh lines as flour,
sugar, ete., as they apparently do not
vield a profit that can be classed as per-
centage. Prices are lowered according
to the time in stock. At stocktaking we
value goods accordingly, never invoie-
ing goods up, even if the market has ad-
vanced, but always cutting the price if
the stock is old or the market has de-
cined. We figure 10 per cent. net pro-
fit on groceries.

Halladay & Co., Crossfield, Alta.—We
figure our profits on the selling price.
We figure the gross profits daily on all
2oods sold. We reduce prices on goods
that are seasonable for a small part of
the vear. On the average we aim to
get 22 to 25 per cent at least on the
selling.

Taylor Bros., Medicine Hat, Alta.—
Profits are figured on our selling prices
on most articles. . We cannot follow this
method on flour and sugar. We get as
much as it will stand above the price-
cutters’ retail price. We lower our

prices, if necessary, to dispose of it. Our
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percentage of profits differs with dif-
ferent lines. We try to get 20 per cent.
gross profit on our turnover.

Otto C. Pohle, Overland, Sask.—We
figure profits on the net cost. We do
not follow this in oils, as we allow 10
per eent. for wastage. As a rule we
lower our prices on stock which we have
had for some time. We figure on get-
ting an average of 12 per cent. profit.

Farmers’ Supply Co., Beadle, Sask.—
Profits are figured on selling price. We

CANADIAN GROCER
turer has set the price, then we buy in
quantities, getting discounts. We lower
our prices only when the stock is dam-
aged, or the market has lowered on the
same, such as butter and eggs. We fig-
ure on 7Y% per cent. profit over expenses,
whieh inciudes our own wages.

The Bells, Stayner, Ont.—Profits are
figured on the selling price. This is fol-
lowed in all lines excepting farm pro-
duce. We cut prices when the season
is over. We figure a percentage of 65

follow this in every line.
We maintain the price on
everything, and as we
carry staple goods do not
have old stock. We fig-
ure on getting a percent-
age of 20 per cent. profit
on the selling price on all
lines, with the exception
of sugar. tobacco and
green fruit.

Holliday & Carlisle, In-
dian Head, Sask.—We
ficure profits on the se!l-
ing price. We lower the
price if the goods have
decreased in value. 1f
they are still worth what
they eost, or more, we
leave them at the original
price. Our percentage of
profits differs with differ-
ent lines, some we-sell at
a mueh margin
than others. Goods that
sell rapidly ean bhe han-
much closer
margin than slow selling

closer

dled on a

(q"

goods.

H. Smith, Grayson,
Sask.—Profits are figured
on the buying priece. This
method is followed in all lines. We clean
up ‘‘stickers’’ at any price they will
brine. We figure our percentage of pro-
fits as follows: Sugar, tobaceo and flour
at eut prices; quick sellers, 25 per cent.;
slow sellers, 331-3 per cent., based on
laid down prices.

J W. Barlow, Bulyea, Sask.—We al-
ways sell at eompetitive prices, regard-
less of cost. One cannot get fixed prices
but must meet eompetition from all
sources. Articles which deteriorate are
sold at any price at the close of the sea-
son, or if found shop worn. Our per-
centaze of profits differs all the way
from an even break to 33 1-3 per cent.,
which appears to be the highest.

Jas. Lind, Oak Lake, Man.—Profits
are fioured on the buying price. This
is followed on all lines. We Teduce
prices on old stoek each year, so that
it will sell. We add 15 to 25 per cent.
on groeceries; on other lines 50 per cent.
on the wholesale priee.

R. Kirby, Sarnia, Ont.—We figure
profits on the buying price. We follow
this method except where the manufac-

Unless a merchant figures his profits on a definite system,
he will become involved in a literal maze of figures
and will never know where he stands,

per cent. net profit on turnover, after al-
lowing for everything.

F. W. Holt, Torrance, Ont.—We fig-

ure our profits on both, ficuring on the

cost, to give the necessary percentage on
the turnover. This is followed except-
ing in flour, feed, and sugar. In selling
these, I base my price on the market,
sometimes making a large profit, and
other times very small. If it is good
stock and not harmed by keeping, I
maintain the same price, but if the goods
are likely to spoil with age, T eut the
price to clean them out. We try to
make an average of 18 per cent. gross
profits on the turnover.

A. 8. Lambe & Son, Meadowvale, Ont.
-—We figure profits on the selling price.
We follow this on all lines. We main
tain our price as long as the goods are
in good selling condition. 30 per eent.
is our estimated profits on dry goods
and groceries.

Jos. Troy, Leonard, Ont.—We figure
profits on the buying price. This method
is followed in all lines. We maintain
the present prices except in boots and
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shoes. We figure on getting a percent-
age of 35 per cent. profits on an aver-
age; 25 per cent. on groceries.

Kearns & Sons, Orangeville, Ont.—
I'rofits are fizured on the cost, with the
exception of certain lines of groeeries.
sugar, canned goods, ete. Where goods
do mot bring the price marked and get
a little old, the price is marked down.
Some lines we get better profits than
others. We figure we should averago
25 to 30 per cent.

J. A. McFarlane, Dungannon, Ont.—
We try to make all lines average 25 per
cent. on the selling pricee. We do not
reach this average on flour and sugar,
but mark on other lines to make up the
difference. If we find an article has
been in stock for some time, and is de-
preciating in value, we endeavor to get
rid of it at any price we can get. We
figure on getting 10 per ecent., after al-
lowing for all expenses and depreeiation
in stock, which means about 26 per
cent.

W. A. Singleton, Singleton, Ont.—We
figure profits on the cost after freight
or express has been added. If goods drop
in value, or there is no eall for it, we
make a change in price. We try to
have a customer’s purchase clear 25 per
cent. 3

M. Dooher, Lombardy, Ont.—Profits
are always figured on the selling price.
Practically all goods are figured the
same. If stock sticks, prices are low-
ered to clear it. Profits generally aver-
aze 22 per cent, of the turnover. Gro-
ceries make the least profit.

R. W. Welton, Harrietsville, Ont.—
We figure profits om to cost to us. We
make no exception to this rule. - We
lower prices only if it is out of date or
moving slow, or when obliced to do so
to meet competition. We ficure on get-
ting 20 to 25 per cent. profits.

P. J. Potts, Plantagenet, Ont.—Profits
are figured on the selling price. If we
find a class of goods which do not sell,
we run them off at eost, if we ean no:
do better. Whether we lower prices or
not, depends on the elass of goods. Our
profits differ with different lines.

Berton, Tuplin & Co, Kensington, P.
EI—We figure our profits on both the
selling and the buying prices; in other
cases competition makes the prices. Our
percentage differs in different lines,
from nothing to 50 per cent. on the cost.

G. J. Mason Co., Eastern Point, N.S.—
We figure our profits on the buying
price.. This is followed in every line.
Every year we figure an amount for de-
preciation on old stock, and lower the
price accordingly. We figure on getting
20 per cent profit. This does not differ,
as we always try to make the same pro-
fits on al! lines.

(Continued on page 26.)
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‘Grocers’ Side of the Bread Question

Dwarfing Profit is the Resuit of Recent Bakers’ Advance—How Many Things Enter-
ing Into Handling of Lines Have Been Advanced—Two Cents on 10ec. is
Different From Two Cents on 16 Cents—Two Courses are Open

ing these days on the subject of

the recent advance in the price of
bread. Bread was advanced pretty gen-
erally a few days ago, making the price
to the consumer eight cents, where it
was formerly seven. The large loaf to
the consumer from the baker is now 16
cents. For this the grocer pays 14 cents,
but he is selling to the econsumer at
present for 16 cents, the same as the
baker. A short despateh from Toronto
last week reported the rush meeting of
the R.M.A., where there was a feeling
that bread should be advanced by the
arocers another cent, giving them a cent
on whieh to work. In the despateh it
was pointed out that the groecer now
pays the baker 14 cents and sells at
16 cents, making 2 cents profit, or 12145
per cent. But not so very long ago the
grocer got his bread from the baker for
8 cents and sold it for 10 cents, thus
makine the same number of cents pro-
fit that he does now, but a considerably
smaller pereentage. Two cents profit on
an 8 cent article selling at 10 cents is
20 per cent. Now the grocer only gets
1215 per cent.

The suggestion which many grocers
are making, not only in Toronto, but
through the province, as the writer can
testify, is that bread be advanced by
them another cent over the price from
the baker to the consumer. 'This would
make a 17 cent loaf to the eonsumer, if
bought at the grocery store. As soon as
this was mooted, the press in various
cities and towns hegan to breathe out
threatenings against the grocers.

But what of the dealer's side of it?

Many grocers say positively that they
cannot eontinue paying 14 cents to the
haker and sell the loaf for 16 eents, be-
cause the margin of profit does not pay
them. They want. therefore, either to
pay only 13 eents to the baker, or have
the haker with them come up to 17 cents.

THE daily press is full of murmur-

‘‘Wheat Prices,’”’ Says One

In this connection, a prominent To-
ronto groeer, in an interview recently,
said he thinks that the Government
should appoint a ecommission to look into

How the public will expect the retailer to
look after the newspapers get through.

the question of wheat prices. These, he
considers, are at the root of the whole
matter. He does not think the bakers
are to blame, but he is on the committee
appointed by the groeers to look into
prices. ‘‘We want the bakers to meet
us half way and make the price to the
consumer 17 cents a large loaf,’’ he con-
tinned. *‘‘We have no fight with the
public and no fight with the bakers, but
if the latter expect us to handle their
zoods they will have to help us out. Two
ecents a loaf between the wholesale and
retail price on a loaf may seem to the
ordinary person good profit, but it is not
clear profit. The increased cost of labor
and of paper, string, ete., and the pro-
portionate deerease in the percentage of
profits have wiped out practically any
profit we had. It costs a big percentage
to carry on business, and two cents a
loaf under present conditions would not
pay us to handle it. We don’t want to
appear before the publhie as boosting
prices, If the bakers ecan’t make the
price of the loaf to us such that we ean
handle it, then we will have to cease.”’

He means that groeers will have to
quit handling bread unless there ean be
enough i it for them not to be runmning
it at a dead loss. This view is eertainly
shared by many grocers throughout the
province.

““It wouldn’t pay me o handle bread

at a 2-cent incrcase on l4-cent cost
price,”’ said one grocer in Western On-
tario to the writer. This man has eut
out handling bread altogether, and
thinks he is none the worse for doing so.

‘“When you eome to consider the in-
creased cost of paper, which, since the
war, has been gigantie, the higher cost
of twine, the dearth of labor, the in-
crease in every department, store hand-
ling, advertising, delivery service, owing
to our inability to get men, it certainly
does not pay us to get 1 cent on a small
loaf and 2 cents on a large loaf, with an
inereased cost price.”’

Another grocer, also in Western On-
tario, was aggrieved because the press
is engaged in hinting that the grocer
who wants another eent on this selling
price, or failing that, a cent off his buy-
ing price, is a robber.

‘Tt isn't at all,’’ said le, ‘‘that we
want to put the price up for the public.
Not at all. We don’t. But just as the
bakers are not in business for their
health and have, therefore, found them-
selves bound to put up the price, so gro-
cers, too, can’t afford to handle lines at
a loss. Positively, the present price the
bakers make us, if we sell at a profit of
1 cent on a small and 2 cents on a large
loaf, is not enough to make it a profit at
all. Tt is a dead loss.”’

Sti'l another grocer dealt with the
pereentage of profit, and showed how it
was diminishing.

Said he: ‘‘ To-day, if we pay the baker
14 cents and sell at 16 cents, figuring
profit on the selling price, we make 2
cents on 16, or 1215 per cent. When the
price was 12 cents, ie., the price to the
consumer, as it was two years ago, we
were selling at 14 and making then 14
per cent. Every time the baker advances
his price, if we just advance the same
number of eents instead of the number
of cents in proportion, we lose about
four or five per cent. profit. Tt isn’t
fair. The baker advances his price to
oet a living profit, but as soon as the
grocer does the same, the press misre-
presents him as a profiteer.”’

(Continued on page 33.)
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EDITORIAL NOTES

HHOW many cigars are you selling these days, you, in
whose town there is no bar?

+ w *
“ADVANCES
Dobrudja.”
not aloud.

were made in Nevolen, Karajovo,
This is the sort of thing you read, but

* * *
NEWSPAPER report says a man was shot in the
telephone booth. This is not so bad.
might have been fatal.

R *

IF. YOU are convinced that Christmas pudding

ingredients will be high and are buying now, why

not get the housewife to lay in her supplies now too?
* * *

THIS is the oyster season. It is now in order to go
about asking people what noise annoys an oyster, and
replying for them that a noisy noise annoys an
oyster.
THE ADVANCE IN FLOUR
ANITOBA flour advanced twenty cents in all
grades this week. Ontario is also ten cents
higher. These movements are interesting, coming, as
they do, in the midst of much suggestion that flour is
not high enough to warrant the recent increase in
bread. Anybody who carefully watches the vagaries
of the wheat market cannot but ‘be wondering to just
what level wheat and consequently flour will go. One
prominent miller gave it as his opinion this week that
flour would go to $10 a barrel, this winter. This is
perhaps a little bullish, but it is not such a long way
to Tipperary. In small lots Manitoba first patents are
now selling at $9. The highest point in years was
reached this week by wheat levels, which, high as

Clsewhere

they were one week ago, have soared five and a half
cents since the last issue of CANADIAN GROCER,.

Contrast this vear’s prices with last. On Septem-
ber 28, 1915, first patents were $5.75. Ontario winter
wheat flour was $4.70. To-day they are respectively
$8.80 and $6.35.

DEAR CHRISTMAS PUDDINGS

AS the days go by it is becoming increasingly
patent that ingredients for Christmas puddings

and cake are going to be very dear. Last year, it is
thought, will not only be duplicated, but probably
exceeded in this regard. Looking back, the three
months or so preceding Christmas of 1915 showed a
steadily gaining uncertainty as to such lines as cur-
rants and nuts arriving 'in time for the Christmas
trade, which uncertainty had as consequence stead-
ily mounting prices. It is safe to say that unless
something radical occurs, prices will be higher when
December of this year comes than they were last, on
such lines as currants and nuts. One importer of
the former said last week that he didn’t know where
to get any currants. Sicily nuts are in the same case,
while Bordeaux products, in all probability, will be
harder to secure than last year. Much difficulty is
being found in communicating by cable with Greece
and Sicily. Prices are jumping daily, and this three
months before Christmas.

The moral for the trade is that they should buy
now, if they can and at what they can. Present
prices, even if they look high, are low compared to
what they will be, if all signs at present visible are
fair criteria.

Many grocers were badly caught last year. The
steamship “Frixas,” -bearing currants from Greece,
was over two months late. It arrived in Christmas
week. Ships from Bordeaux bearing nuts also arrived
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barely in time to let the trade secure supplies. There
was a famine in Christmas pudding ingredients last
year. The trade will be wise if they take the stitch
in time this year.

PAY-UP WEEK.

ERCHANTS of Clinton, Towa, recently adopt-

ed the “Pay-up Week,” which is to be held
simultaneously in various parts of the United States.
The reasoning behind this scheme is interesting, and
Canadian Grocers may like to consider it. The
proposition is simply “You pay me, and I'll pay
you.” Thus prosperity, it is figured, should touch
all trades. Usually, when “Pay-Up Week” is adopted
In a town as many various lines as possible are
asked to co-operate. Thus the grocer gets a chance of
having his bills paid, so does the butcher, baker and
candlestick-maker, the doctor, the dentist, and any-
one and everyone having accounts outstanding.
Usually, when “Pay-Up Week” is inaugurated, the
stores offer as an extra incentive, highly attractive
merchandise at appealing prices.

There are pros and cons to this scheme. There
may be cited the possibility that people, looking to-
wards a “Pay-Up Week” may be inclined to allow
their bills to remain unpaid till that time. Doubt-
less, some people who are somewhat loose and incon-
siderate in paying their bills might conceivably put
off the day, telling themselves that a “Pay-Up Week”
is in the offing. In the main, however, the plan,
where tried, seems to have worked out well enough.
Co-operation among many merchants usually makes
a wider appeal than that of one alone, and much
talk and advertising creates interest and stimulates
desire in the minds of debtors to get rid of outstand-
ing liabilities.

IN THE RING

ONVERSATION with a grocer in a thriving
town brought out much groaning against the
activities of the mail order houses. -This man was
metaphorically “throwing up the sponge.” The
mail order houses beat him to it, he said, and while
he was losing trade that formerly he had had, the
delivery wagon carrying goods ordered by mail order
passed his door. But that grocer, it turned out, was
doing nothing at all to fight the mail order houses.
All he did was grumble. He lashed himself into a
perfect ecstacy of rage against this menace to his well-
being and progress, but he lacked anything by way
of fighting quality. He wasn’t in the ring. It de-
veloped that he was conducting his business upon
non-progressive lines. It never occurred to him to
impress upon his customers, all the time, that local
buying means local prosperity; that his store was a
place where a customer could get one hundred per

cent, satisfaction ; that he could deliver the goods.
Another grocer in the same town is giving the
mail order houses a run for their money. As he put
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it himself, he is in the ring and his sleeves are up.
He has a bright store. He is continually making
special displays and catering to trade which is season-
able. He advertises. His staff, down to the junior,
are a bunch of live wires, and he himself is the bat-
tery. Business is good with him. The only time he
mentions the mail order houses is to say that he
thinks he is “trimming” them ! j

There’s the difference between the two men.
What's the answer? If you are menaced with fire,
vou fight the fire. If infantile paralysis is attacking,
the doctor and the parents of the child concerned do
not throw up their hands and grumble. They fight.

Are you in the ring?

THE BREAD QUESTION

HANKS to an industrious and not always care-

ful press, the retail grocer to-day is presented to
the public in a new light—rakishly clad, a cutlass in
his teeth and the Jolly Roger floating above him—
as a pirate, in fact. Since the necessity arose for in-
creasing the price of bread—and it is a necessity if
the retailer expects to make anything like a decent
profit—the press has been crying down the baker
and grocer as villains of deepest dye. To the indi-
vidual merchant this is unpleasant and embarrassing.
Likewise, it is very unfair.

However, there is this to be borne in mind. The
publie, the dear old public who accept a thousand
impositions and inconveniences and turn unexpect-
edly on the thousand and first, the public are most
touchy on the score of bread. Bread is still known
as the staff of life; and probably is. It does not,
however, figure as one of the big items of expense in
the average Canadian household. Meat and table
delicacies run into many times over the cost of bread.
The butcher can advance his prices as necessity arises
and Mr. Householder pays his enhanced meat bills
without any very audible objection. But just tamper
with the price of bread—put into effect a new scale
that may mean fifteen cents more a week to the aver-
age householder—and then hear him roar and ex-
postulate!

Advances in prices of meat during recent yvears
have meant additional expense to the average Cana-
dian home of several dollars a week. The advances
in bread can be figured in cents. But the fact re-
mains that it is the bread advance which arouses the
public ire. It is only when he regretfully puts an
extra cent on the price of the staff of life that the
grocer is called in all seriousness a robber.

In view of this, one may well ask if it is worth
while. Bread is not a profitable line in any case.
Charging a cent more than the baker gets will not
make it really profitable to handle. And, for the
sake of that extra cent, the grocer is liable to incur
a degree of enmity altogether out of proportion to
what he gets out of it.
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New Brunswick Merchants Convene

Provinecial Branch of the R.M.A. Meets at

St. John — Discussion With Wholesalers

re Selling Direct to the Public—An Address on Credit Problems

COMMERCIA®L rally of the re-
A tail merechants of New Brunswick

was held in St. John on Tuesday
and Wednesday, September 19 and 20,
under the auspices of the New Bruns-
wick Provineial Braneh of the Retail
Merchants’ Association of Canada. The
gathering was not so much a eonvention
as a get-together affair for the purpose
of getting better acquainted with each
other and enabling the members to get
a better idea of the strength of the or-
ganization and its greater possibilities.
Some time was devoted to the discussion
of the problem of retailers and one of
the most interesting sessions was that
at whieh they met representatives of
the wholesalers for a discussion of mat-
ters of mutual interest.

A large hall, suitably decorated, had
been prepared for the occasion and this
presented the appearance of a mindia-
ture exhibition, as a large number of
manufacturers had taken advantage of
the opportunity to present their wares
to the eye of the merchants.

On Tuesday afternoon the opening
session was held and at this hearty wel-
come the members were extended, by A.
Murray. of Fredericton, president of the
provineial branch; His Worship, Mayor
Hayes, and J. A. Likely, president of
the Board of Trade.

A. O. Skinner, president of the loeal
association, gave a powerful address on
the work of the assoetration. He refer-
red to the faet that by its very nature
the Retail Merchants’ Association was
in a position to secure legislation which
no other organization ean secure. The
organization has already secured legis-
lation which has emabled it to comduct
itsa work along more extended plans. He
referred to the great improvement in
collections since the organization had
been founded. Thousands of dolars had
been colleeted which had previously been
on the doubtful list, and the association

was making for the better conduct of
business and the less danger of losses on
the part of its members. Mr. Skinner
made reference to the spirit of co-opera-
tion existing among the retailer, the
wholesaler and the manufacturer.

On Tuesday evening the delegates at-

tended a theatre party at the Imperial

Theatre, where a special programme
had been prepared in their honor.

Wednesday Deliberations

On Wednesday morning there was a

conference with representatives of the
wholesalers. Addresses were given by
F. W. Hoach, president of the Canadian
(Credit Men’s Trust Association (Mari-
time Division), and by Allan H. Wet-
more, president of the New Brunswick
Wholesale Grocers’ Guild. Both gen-
tlemen dealt with problems of mutual
interest and were given a eareful hear-
ing. Then followed a discussion of the
matters mentioned by the retailers;
grievances were aired and subjects
whieh had been the cause of trouble be-
tween the two branches of business were
talked over frankly and with evidenc:
of good results. Both representatives
of the wholesalers assured the retailers
of the sympathy of their organization
with the objects of the Retailers’ Asso-
ciation and assured them of their active
support in dealing with any troubles
whieh should arise or in any efforts they
made to improve trade conditions.
. One of the matters whieh eropped un
most frequently was the selling by
wholesalers and jobbers to private in-
dividuals. boarding-house keepers, ho-
tels, lumbermen and others net in the re-
tail trade, to the detriment of the retail
merchant.

Assurance was given by Mr. Wetmore
that the members of the grocers’ asso-
ciation were opposed to this practice,
and a representative of a hardware
house said that he believed that the

hardware men were in earnest in their
efforts to get away from this business
and that most of the infraetions of the
rule now are due to the desire of clerks
and other subordinates to help their
friends.

The address given by Mr. Roach is
as follows:—

Wien your secretary first asked me to ad-
dress the Retallers’' Association, I certainly felt,
and still feel, most diffident in doing =o, as I
realize there is so little I can say to the intel-
ligent and up-to-date membership of this asso-
clation that Is new or that is of Interest, but
this is more than over-balanced by the pleasure
and honor it is to me to have the opportunity of
speaking for an association whose interest is so
interlocked with the one I am addressing.

Co-operation, I might say, is the corner-stone
of the Credit Men's Assoclation; it is the rea-
son the association exists. The chief object is
co-operation among credit men, to avoid bad
debts in the first instance, and if bad debts do
come about, to lighten them as much as pos-
sible by co-operative action. But it has devel-
oped much in advance of this and now one of
its chief activities is to assist the honest and
deserving debtor who, through some reason or
other, has become embarrassed financially and
nlace his business on a solid footing again,
This has been done on many oceasions, aud Is
being done to-day with several arcounts in this
district.

When I first learned of the Retallers’ Asso-
ciation being formed, I took occasion to speak
a good word for it where I could. as I realized
that once the retailers got together and worked
together to solve their problems, they would
be better business men, more kindlv disposed
towards each other and, as the snirit of co-
operation grew in the association, they would
desire to co-operate, not only with each other,
but with the manufacturer and wholesaler, and
this convention conclusively shows that this
has come about.

Co-operation cuts out misunderstanding.
leads to understanding the other fellow's roint
of view, makes a broader. better and brighter
business man, or any kind of a man for that
matter.

I have talked with many retallers of buslness
problems and recommended this and that pro-
cedure, and I purpose to speak along these lines
to-day.

CAPITAL—The first thought a eredit man
has in granting credit is, what capital has the
prospective customer, either hard cash, ability,
experience, acguaintance with the trade, or
whatever asset he may have to successfully con-
duet a business.

The most important of these assets, I think
yvou will agree with me, is honest ability, for,
if he has this requisite, he 1Is apt to have
well considered his chances to succeed and will
not rush Into business with insufficient capl-
tal, or into a business for which there is no
opening. p

I think you will agree with me that credit is,
in some cases, too easily secared. By this, 1
mean legitimate trade often suffers by the
wholesaler or manufacturer, in his desire to do
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business, granting credit to irresponsible par-
ties who are not entitled to credit, but who do
a certain amount of business while they receive
credit, and assign or compromise when this fails
them, and thus do an injury to the legitimate
trade that pays 100 cents on the dollar.

The Canadian Credit Men's Association is an
association formed among credit men to avoid,
by co-operative action, giving credit where it
is not deserved, and in this connection, possibly,
they are no small benefit in discouraging un-
fair competition to other retailers.

The interests of the wholesaler and retailer
are so interlocked that it calls for no discus-
sion. The wholesaler is deeply concerned as to
the success of the retailers, for it is from such
that he finds his customers and secures his sales.

At one time there did exist distinctions as to
standing and importance in many departments
of commerce. For instance, the ship owner did
not like to be regarded in the same class as the

ship builder, feeling he had outgrown the limi-,

tations of the latter, and every general trader
advertised himself as “Wholesale and Retail,”
“Direct Importer,” ete., ete,, and resented any
remark that might imply he purchased in the
local market. To-day it is different, the re-
tailer wants his market defined and the pur-
chases of the consumer confined to him because
he is a retailer and he asserts that the consu-
mer should give him his trade because he Is
catering to the community and the community
should support him. The retailer is right in
this and, generally speaking. the community
likes to support the local merchants. The great
purchasing class is the woman and as such ls
most enthusiastic commending the stores of her
own town. Should she not do so, it is up to
the retaller to supply the reason wny.

At one time the wholesaler looked to certain
retallers as his customers and could count on
their trade and support: the old timer likes to
think of those days as ideal, but such condi-
tions to-day are not desired, and If a wholesal-
er controls a retailer's account, it is because he
cannot help himself and will pass it on to an-
other whenever the retaller desires a change,
or another wholesaler will take the burden.

INSURANCE--It is the duty of every mer-
chant to carry insurance. Some will say, In
fact 1 had one merchant tell me not_long ago,
when I commented that his building Wwas a bad
fire risk, that he pald cash and that when he
locked the store at night, if it was burned down
by morning, he was the only loser. Possibly
s0, but I have recollections of an instance that
occurred some few years ago in a Nova Scotia
town where the merchant reasoned in the same
way. A merchant doing a good business had
accumulated, In about twenty years, assets re-
presented In stock, book debts and buildings,
consisting of dwelling, store, warehouses, etc.,
a total worth which he estimated at $40,000.
He paid cash, that is, he took his discounts, but
did not carrv insurance, as there were no fire-
fighting facilities in his village and the rates
were considered high. Well, one night fire
started, no one knows just how, all hiz build-
ings, stock and furniture were burned, even his
books, as his safe had been sent to Halifax for
repairs.

The only asset this man had left was the
good-will of his customers and the honesty of
those who owed him and knew the amount and
would pay him. His lability did not reach
quite $4,000, representing his fall purchases
which had just been received, but he could not
even pay this comparatively small amount and
he was at a time of life when it did not seem
feasible or possible for him to begin business
again.

The wholesale merchants whom he owed, real-
izing they had also lost a valuable account,
worth more to them possibly than the amount
this man owed, got together and started him
in business again, but he still owes the aomunt
he owed at the time of the fire and probably
will for all time,

Insurance Is an argument for keeping pro-
per books of account, for If stock is consumed,
the insurance adjuster requires documentary
evidence to prove the goods were there.

Speaking of accounts, it would be interesting
to know just how many merchants are aware
of their full Habilities, also their total personal
expense, for you will all agree that he should
know exactly what his personal expense is and
not live out of the shop.

A complete inventory of stock and other as-
sets should be prepared at least once a year and
a balance’ sheet struck. This information
should be kept In a safe place, preferably apart
from the place of business. It will pay the re-
tailer many times over to strictly adhere to
this practice and spend at least a day and study
his position as compared with the previous year,
the practical effect will be:

First.—Less “Accounts Reecivable” to collect,
thus avolding the temptation to discount aec-
counts at the bank—a very doubtful practice
for the ordinary retaller, and one that reflects
adversely on his credit and standing gener-

ally.
Jecnnd.—-lmn unsaleable merchandise to han-
dle, as he will take intelligent knowledge of
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what this asset means to him—the source of his
profit—the only avenue to get gain.

Third.—He will appreciate what his expense
account means to his business; every retaller
should know what the monthly charges, includ-
ing personal expenses, are, every month, even if
he has to advance certain charges, he should
have regard to the monthly proportion.

Fourth.—Your business will be under control
and time will not be wasted finding your bear-
ings: you will know and act promptly in at-
tention to necessary duty.

The retaller should keep his stock and real
property insured to 75 ver cent of value. The
co-insurance clause is dangerous because often
misunderstood. Insurance is protection only
and the loss you sustain is what is paid irre-
spective of the amount of your policy. It is
the duty of every merchant to guard against
carelessness or accumulation of waste material
on his premises. He should be as much inter-
ested in the protection of his property as the
nublie official or Insurance inspector: every dol-
lar pald in Insurance losses is a tax on trade
and commerce,

The Retail Merchants' Assoclation ean do
more than any agency to bring about better
methods among its members. Proper account-
ing. not necessarily elaborate, but systematic
and constant, Insurance protection rrovided
and a conservation of buying opportunities. thus
limiting obligations in number and amount—
the great danger and temptation of the re-
tailer.

In speaking of co-overation between whole-
saler and retaller, is it not Incumbent on the
retailer. all things being equal, to buy of the
local wholesaler as much as it is the duty of
the consumer to buy of the local retailer and
not from the mail order house?

Some time ago I read of a farmer who wrote
his name on a dollar bill and spent it at the
general store of his district. In the course of
time he received it back and again paid it out
locally and for the second time it was returned.
The third time he sent it to a mail order house
and, of course, he never saw that dollar again.

Speaking of legislation, T would only sav that
we desire to place on the statute books such leg-
j«lation that is to be helpful to the honest mer-
chant., be he wholesaler or retaller. and our
committee will be glad indeed to confer with a
like committee of your organization.

Business is a suceession of problems great
or small and one must look ahead, plan to
avold difficulties, if it be possible, and If not
possible, be prepared to meet them. Since the
world began, two heads have been considered
bhetter than one, co-onerative action by many
heads must be Infinitely better.

Before I close, T would like to speak of jeal-
ousies of one merchant for another, and in this
I do not mean retailers any more than I do
wholesalers or manufacturers. The only way
to cure trade jealousy is to get together and
get acoualnted: that is, acquainted through
friendship. Last fall, T was in a town in Nova
Seotia where there are three fairly prosperous
stores and it is the custom of the merchants
there to place blackboards on their platforms
advertising what they have for sale and the
nrice they are paving for vroduce. Through
trade Jjealousy and watching each other's
boards and running up the price on each other's
offerings, the day 1 was there, one merchant was
paying 3¢ a pound for butter more than the
market quotations, and I leave It to your ima-
gination what the other merchants said of this
fellow, though I understood they were gullty
at times of the same practice. This is a town
the retallers’ organization will be a boon to
when organized there.

In conclusion, I will quote, if you will for
give me, a verse of a get-together-poem that
should be set to music, as I think it strikes the
right spot:—

“If I knew you and vou knew me,
"Tis seldom we would disagree

But never having yet clasped hands,
Both often fafl to understand

That each intends to do what's right
And treat each other ‘Honor bright.’
How little to comblain there'd be,

If T knew you and you knew me."”

There is dne thing in which I think the whole
saler has been negligent, and that is, the per-
sonal acquaintance of bis customers at their
places of business throughout the country.

It bas been my practice for ten years or more,
to take occasional trips a few days each month
and visit the trade throughout the Maritime
Provinces. 1 find that this is very beneficlal to
me in doing business aomng those whom other-
wise T would not be personally acquainted with,

I believe the wholesaler is not in & position to
sit at his desk and judge conditions from re-
ports he may receive from his salesmen, through
the Fn-sn. or by hearsay in any manner. He
requires to have a {wrsonal knowledge of the
district In which he is doing business. He could
write a customer much more intelligently if he
koew the men, knew his store and knew the
conditions under which he does business. At
least, I have found it very helpful, and I believe
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other wholesalers would too, if they had some
systematic plan by which they would visit their
customers occasionally.

Conference With Wholesalers

One of the most interesting features
of the gathering was the conference be-
tween the retailers and the representa-
tives of the wholesalers, at which mat-
ters of mutual interest were discussed.
As a result of this diseussion, it is safe
to say that the relations between the two
brancehes of business will be more eor-
dial, and that some of the matters which
have led to frietion and misunderstand-
ings will be corrected to a great extent

A. H. Wetmore's address
follows:

was as

It was with a good many misgivings that I
accepted an invitation of your secretary to meet
with you and take part in this conference, not
that I doubt the benefits to be ootained from
such a meeting, but because of a feeling of my
own inability to carry out that part which, be-
cause of my position, falls to my lot. But my
sense of duty is strong, and if it {q in my power,
personally, or in my official capacity, to say or
do anything which will aid you in creating, or
which will aid in leading up to mutual effort
to create, a spirit of fellowship that will make
for an advance in the economy of distribution of
our various lines of goods and thereby bene-
fiting, first, the consumer, secondly the re-
tailer, thirdly, the jobber, and lastly, the manu-
facturers or producer, I feel it not only my duty
to do so, but an opportunity and a responsibil-
ity which it gives me pleasure to seize, shoul-
der, and do my best to aid in bringing about.

In connection with the great National Whole-
sale Grocers' Convention bheld in Boston 1in
June, with a registered attendance of over
1,200, which 1 had the pleasure and profit of at-
tending, I saw a few words written, which I
think are very applicable to your association,
when it is considered what organization and
unity have already done for you, and also the
great possibilities that are before you by
strengthening and broadening under the guid-
ance of your very genial, able and diplomatic
secretary. They were something like these :—

“What is the ocean but organized units—
drops of water? What is the avalanche, but
flakes of organized snow? Thé alvohabet—
twenty-six units—organized, forms language
and the means of communication.”

The immensity of these powers, all made up
of the most minute, but organized, units, is an
inspiration to us in the get-together idea.

It might not be out of place at a meeting of
this nature if I should attempt to somewhat
justify the jobber's existence and compare what
he gives for the toll he takes, and In doing so,
I want to give credit to Mr. Forest Crissey for
some of these thoughts.

Public opinion has haled “The Middle-man™
before its court of criticism to show cause why
he should be permitted to live. The consumer
and the producer want to know whether the
jobber is an unnecessary evil, or a public ne-
cessity,

So far as the wholesaler is concerned, he de-
clares he is ready to demonstrate that he is
as vital a job as any of the others. Since the
agitation of the high cost of living began, the
jobber In food stuffs has held the centre of the
stage and has been painfully and persistently
conspicuous.

The average person has a vague idea that the
wholesale grocer simply receives the goods in
one door. and ships them out the other, taking
a good fat toll for his trouble. What does the
johber give for the toll he takes? You can
tell it in one word—Service.

If Mrs. Smith is complaining of the high cost
of groceries, the retailer refers to his high cost
of serrvice, and as an {llustration reminds her
that yesterday she forgot to order some small
item until long after the last regular delivery
was made to her seetion, which necessitated a
special trip of the auto-delivery of a mile each
way at a cost of, say, 25 cents for a profit of 5
cents, Mrs. Smith sees the noint.

But the jobber has no such advantage: he
does not come In touch with the consumer or
the nublie, and the masses have no idea of the
service he renders. 1 sav that serrice is the
most expensive thing a jobber sells. Plain hard
work that hardly justifies the name of service
constitutes a large part of the kind of service
the wholesale grocer gives the consumer through
his customer, the retaller.

The stock lists of an average grocery fobber
to-day contain from two to five thousand sep
arate and distinet items., A majority of these
articles are brought from foreign countries or
distant parts of this country.
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Crissey says: “We are food explorers, ran-
sacking the entire earth for the things with
which to satisfy the cultivated appetite of the
consumer."

If the teachers in our schools would send
their pupils to a grocery store, and have them
secure a list of articles in stock, learn the lo-
calities from which those articles started on
their Journeg. and then take a map and draw a
line from the home town to the town of the
original production of each item, those pupils
would recelve a most comprehensive lesson in
geography and a practical demonstration of
exports and imports.

But this would not be complete, for each
little community has its own peculiar food
tastes, and there are many items of food that
are in constant demand in some localities that
would not be found on the shelves of the
home town retail store. The correct and only
point of convergence for the food lines on a
map such as suggested, would therefore be the
nearest grocery jobber, and. from that centre
those food lines would radlate to every quarter
of the globe. Among these would be the tea
lines to China, Indian and Japan; coffee to the
Red Sea districts, Java and various points in
South America; spices from African and South
India points; nut lines would run to France,
Spain. Ttaly, Brazil and Virginia, U.8.A.; dried
fruits to Turkey (except in war times), Greece,
Spain, California, etc. This might be keut up
almost indefinitely. There is not a country
that does not yield its tribute to the table of
the consumer of this Dominion, and the grocery
jobber is the channel through which these deli-
cacies or necessities are located in their places
of origin, and brought within reach of the ul-
timate consumer,

The money-banker gathers from the most
available sources, the coin and currency with
which to capitalize the business activities of
his territory. The banker is the middleman
of the money market, and his functions are so
well understood by the public that almost no-
body questions their necessity.

How about the merchandise-banker? The
only way to get a vivid realization of the ser-
rice in this way that the jobber gives the con-
sumer, is to try to imagine what would be the
food situation if every jobhing house in this
country were suddenly struck out of existence,
It would reveal as nothing else could the un-
assailable rosition of the jobber in the eco-
nomic distribution of food stuffs

Now turn to another kind of service—the
money end of the jobber’s relations with the
retailer and the consumer.

The financial service is just as varied and
as many sided as that expended upon the
goods themselves, and it is as unknown to the
average layman as is the service relating to
the commodities handled. We are not only
bankers of merchandise, but we are very often
bankers in a far more literal and financial
sense. Certainly we are at times giving men a
line of credit that a ‘‘money-banker” would not
carry for a month., We realize that a retailer
is usnally up against the same proposition. His
heaviest customers are almost always his slow-
paying friends. The family who flits off for
the summer pvs their grocer when they get
back or get ready, and the retailer cannot over-
press this class. These customers, combined
with the ‘‘dead-beats” and the unfortunates, go
to make the book accounts of a retaller a ter-
ror to him. They think they owe the retail
grocer, but in many instances they owe the job-
ber because he has to carry the retailer.  Of
course, there are some retailers to which this
does not apply, but they are rather the for-
tunate few. If these acocunts are “‘open.” and
I am sorry to say some retailers are still old-
fashioned enough to seriously object to drafts,
we go to the bank and borrow money, paying
the interest in advance, to finance them, and
if interest is charged our customers for over-
time we are looked upon as mean. Banking is
supposed to be a business to be desired, but
every jobber is doing some of it, which he
would gladly relinquish.

All jobbers would be glad if they could turn
all this kind of service over to special and ex-
pert hands, but provided the customer is hon-
est and energetic and has a location that should
command a good trade, it is not dbad but good
"business to help him financially and morally,
and educate him in the meantime to stand on
his own feet. This service of furnishing the
retaller with capital, and teaching him how to
handle it, is one of the heaviest and most un-
profitable that rests on the jobber's shoulders.

There is another important angle to the job-
ber's practical service. This concerns the
transportation problem. The jobber's busi-
ness life is a continual fight to reduce the
cost of distribution. He studies freight
tariffs and conditions to the ultimate benefit of
retailer and consumer. To illustrate: Beans
at the present time represent a lot of money
and still are a staple article and must be car-
ried by each retailer. but unless bought in car-
loads, the extra freight would add very ma-
terially to the already high cost, and no ordin-
ary retaller or collection of them would want
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a carload of these. The jobber, with his or-
ganization of distribution, brings along the
quantity and dispenses them to his customers
in quantities as desired, a saving by this ser-
vice alone of twenty-five to thirty cents per
bushel. Onions from Egypt, Spain, Bermuda,
or Ontario, are just as good examples, and
when it comes to canned salmon from British
Columbia, or dried fruits from California, the
saving is in even greater proportion. In a
word ,the jobber is an expert in saving freight
costs. This service is routine and competition
sees that the consumer gets his good share of
the benefits derived therefrom.

If the margin saved by the jobbers of a lo-
cality by this one means were suddenly added
to the retail price of groceries, the consumer of
that section would put up a cry of distress at
the advances. As an economist, then, in distri-
bution, the jobber renders a constant service
to the consumer for which he gets blame (be-
cause the public have not knowledge of the
facts) rather than credit.

I think experience has long since established
that the most economical method of distribution
of food products, from manufacturer or pro-
ducer, is through the wholesaler and retailer.
Each performs a distinct service, The jobber
gathers the products from the four corners of
the earth, stores them, and has them ready for
distribution to the retailers, from where they
are passed on to the consumer on demand. The
wholesaler also advances the necessary credit—
i.e., finances the transaction, He secures the
large-quantity prices, and the advantages of
car-load freight rates. Manufacturers cannot
sunply retailers promptly direct from factory,
and their only reasonable method is through
these distributing depots—the jobbers: not only
because of more prompt delivery but the ser-
rice to manufacturer. retailer and consumer {is
less expensive when the wholesaler is employed
than through any other medium.

I think I have clearly shown that the jobber
renders service and no small amount of it, and
he is fairly entitled to something in the way of
toll. About the only question that remains is
whether he takes an unreasonable amount of
toll—whether he 1s able to force the retailer
and finally the consumer, to pay unfair wages
for service rendered.

In answer: Can you point out any who have
made large fortunes in it. Some, of course, are
comfortably well off, but the bankers tell us
continually that there is not another line of
trade, industry, or commerce, involving equal
capital, that does not bring a larger pro rata
return than does the business of jobbing food
products.

The average net profit of the wholesale gro-
cer does not amount to more than a hardware
man’s cash discount. In other words, his pro-
fits do not exceed two to two and one-half per
cent. on his turnover. Many are making less
than that.

If we were to give the retailers a cash dis-
count of one per cent., and if our own cash dis-
counts were cut off, we should eliminate our
profits.

The business of which this can be sald cer-
tainly cannot be rightfully accused of taking
an unfair toll for services rendered, and those
services have been proved indispensable to the
retailer and the consumer.

Our service, then, might be said to consist of
being “Merchandise-Bankers,” ‘‘Money-Bank-
ers,” “Financial Educationalists,' ‘“‘Transpor-
tation Solvers,” and one of the economical
Trinity of Distribution—i.e., Producers and
Jobber and Retailer. And for this service we
take a toll equal only to a reasonable cash dis-
count.

In dealing with this matter I have only at-
tempted to follow along the lines of service to
the public as supplied by the jobber of food
products, but 1 have no doubt at all that the
“middleman” or jobber of any other lines can
prove as conclusively that they are as fully jus-
tified, on account of service rendered, to take
the toll they do for bringing within reach of
the retallers and consumers the various goods
in which they are interested.

The diseussion which followed the ad-
dresses was participated in by many of
the merchants present. One of the chief
points brought out by some of the speak-
ers was the desirability of greater ef-

-forts to do away with selling in retail

quantities or direct to the eonsumers by
wholesale houses. Assurance were given
that the Wholesale Grocers’ Guild of St.
John were doing their best to get away
from this practice, and the executive
promised stronger endeavors to convert
the wholesalers in other centres.
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The publication of wholesale price
lists of groceries and other provisions in
the daily papers was protested against,
as an injury to the retailer and of no
bemefit to the wholesaler, and this mat-
ter was referred to the executive for ac-
tion.

In the evening the visiting members
were entertained by the local men at a
banquet. President A. Murray acted as
toast-master, and speeches were given
by Lieut.-Col. J. L. MeAvity, Lieut.-Col.
P. A. Guthrie, Major G. G. Corbet, all of
whom told of their experiences at the
front; A. E. McSweeney, of Moncton;
Mayor Hayes and City Commissioners
Wigmore, Russell and Fisher, of St.
John; Robert Strain, of Woodstoek; W.
P. Jonah, of Monecton; W, E. DeWolfe,
of St. Stephen; F. W. Daniel, of St.
John; J. W. Secovil, of St. Stephen; A.
O. Skinner, of St. John; and A. P.
Dewar, of Milltown.

In the course of his address the presi-
dent, A. Murray, said:

‘“Never in the history of the retail
merchandising has there been more need
of the great spirit of co-operation than
there is to-day. I want to explain to
those who are not of the trade just what
the assaciation stands for. It is not for
the purpose of fixing and governing
prices, but it is rather to work out many
things which our association and our
complete co-operation could help us to
achieve.

““To accomplish the best results it is
necessary that we have confidence in our
fellow-merchants. We must be honest
in the things which we ask him to assist
us in bringing into foree, and we must
be in every sense fair to him. We must
realize that he is not an enemy. We
must realize that by working together
we can achieve results which we cannot
possibly attain if we work from an in-
dividual point of view.

“‘The retail merchants of New Bruns-
wick pay a very large portion of the
taxation, and they certainly are the ones
who are responsible for the benefactions
and gratuities which the public demand.
Why should they not fill a larger place
in so far as consideration is concerned
in the life of our cities and our provinee,
and if they will join together in an asso-
ciation such as ours, it will assist in
making it strong and powerful. That
certainly will be the foundation of un-
told good, not only to themselves, but to
the community at large, and the solid
opinions of men engaged in oceupations
scattered all over the provinee will cer-
tainly do much to elevate the tone of our
publie life and help in improving all its
eonditions.”’

During the convention copies of THE
CANADIAN GROCER, containing re-
ports of the Winnipeg Convention of the
R. M. A, were distributed, and were
much appreciated by the delegates.
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Making Good

Bell Bros., of Elora, devoted a window exclusively

to soap. with good results,

Soap is Sometimes Under-Estimated as a Profitable Line Be-

\4

CER, a symposium of grocers show-

ed what twenty-five articles were
most in demand in their groeery stores.
One article which was never placed firs®
in order of importance, but whiech seem-
ed to run about third or fourth or fifth
in the opinion of very many grocers,
was soap. It maintained an early posi-
tien in a great many replies sent in.
Reply after reply showed that grocers
considered it not only an article mueh
ealled for, but also one in which they
had quite a respeetahble turnover and
good profit.

It is probably true that grocers do
not pay sufficient attention to this hne.
Soap is a line for which there is a
steady demand all the vear round, and
vet it is a line which lends itself ad-
mirably to special and seasonable sell-
ing. This last few weeks, for example,
have been an exeellent time for selling
soap. People who were away all sum-
mer (and there were bunches of them
this year, aecording to the sammer hotel
people) came home to a house somewlrat
neglected and in need of a good house-
c¢leaning before winter, with its closed
doors and tightened windows, set in.
Fall bouse-¢leaning, indeed, is still in
progress in thousands of homes. One
pre-requisite is soap, for though we lave

I N a recent issue of CANADIAN GRO-

ause It Is a Staple—Requires Stimulus Now and Then

—Methods of Sarnia Groceer-

many modern commodities whieh help
the housewife to eclean up the house,
none of them make soap indispensable,
and none of them, in all probability,
ever will. Soap has been a leading line
with grocers since Eve bought her gro-
ceries—and presumably she did.

Conversation with different men in
the trade seems to elicit the statement
that soap is a line which needs a fillip,
a boost now and then. Peter Clarke, in
Sarnia, for instance, holds this view.
He has a busy store and caters to peo-
ple of all incomes. He does a good busi-
ness in soaps and kindred lines, but he
finds it be stirred and
then.

has to up now

Has Permanent Show Case

Near the door, so that it will catch
the eye of any customer coming in, i3
a show case displaying various kinds of
soap. Sometimes it is devoted exela-
sively to toilet soaps; it was when the
writer visited Mr. Clarke. At other
times, kitchen, as well as personal soaps,
are displayed. The customer cannot
miss this show ease as she enters the
door. Tt stares her in the face and ful-
fills the funetion of the silent salesman;
it reminds her that her stock of soap
ghould be looked to and improved.

Mr. Clarke has only recently tried out

N

the selling of toilet soaps and he has
found it a fruitful line to Show.

““I didn’t always handle toilet soaps,’’
he said, ‘‘but 1 found enquiries were
coming every now and then; not many,
it is true, but enough to stimulate in
my mind the idea that we could do quite
a trade in this class of soaps if we went
after it. We installed this case near
the door, and most of the time toilet
soaps have the foremost place, though
oecasionally we put in ondinary soap
too, to give that a helping hand. We
all dug in and helped by mentioning this
line to eustomers and got ourselves es-
tablished as just as good a store to buy
toilet lines as the drug store. One
thing is important, at least, in my ex-
perience. That is, to stick to estab-
lihsed and well-known lines. The line
yvou see there now is nationally adver-
tised and therefore the customer comes
with a mind already knowing something
of this firm’s goods.

A Fine Window Display

Bell Bros., of Elora, believe in show-
ing soaps as mueh as possible, and re-
cently they had a window which was a
crackerjack as an agent from this point
of view. A picture of it appears on
this page. No less than nine hundred
and eight cakes of scap were used to
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make this display. They were attrac-
tively pyramided and ‘stacked. The
window, though all these many cakes of
soap were used, does not look a bit
crowded, but is dressed in such a way
that the open spaces sexve to bring out
the various units of display. Note that

both eake and packet soaps were used.
" Also observe that one brand alone was
not displayed; several were included.
They were, however, all well known,
and lines which the housewife would
know something about before she saw
them thus displayed.

As for the actwal methods of display,
it is interesting to see that the trim-
mer invoked the aid of tables here and
there, which give a window a finish
and appeal a little out of the ordinary.

This firm evidently«helieves in stimu-
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lntfin-}: interest in this important line.
It is unusual, but it should not be, to
devote a whole window to a display of
soaps. Probably many grocers have
come to regard soap as a staple, a line
which is perennially in demand, and
therefore one in whieh some trade will
come, anyway. They therefore leave it
at that, but they don't get out after it.
Yet, if a grocer is really live and pro-
gressive, he will play no favorites. He
won 't have a eampaign for one line and
devote time and energy to that, to the
negleet of others, just because a certain
amount of business in them comes amy-
way. Soap will be found to be a profit-
able line, and the bigzer business done
in it the more amply is the grocer re-
paid.

Why Canned

Goods Spoil

O you ever find that canned
goods whieh you have stored in
your cellar or lumber room do
not preserve their freshness?’’
A. Chaplean, Ont., reader, wrote (' AN-
ADIAN GROCER to this effect, and
asked the reason why.

““I find so many cases of fruit in
the cellar leaking: and why is it that
- eurrants and gooseberries are in the
worst condition? This fruit is at least
tvo years old. Would this leakage be
due to dampness, or has age some-
thing to do with the cause?’’

In answer to that, it may be said that,
given proper containers and proper
storage, eanned goods will keep in per-
feet condition for ‘years. The possible
trouble with those who find fruit going
wrong is that they have the goods stored
in a damp cellar. Tin, of course, is very
susceptible to rust from dampness, and
the rust will gradually eat its way
through the tin, allowing the air to
enter. A perforation, as fine as the
point of a needle will admit bacteria,
and cause the goods to spoil. Of eourse,
it occasionally happens that trouble is
from the interior of the ean; for ex-
ample, if the coating of tin on the iron
is not perfeet, the acid will attack the
iron and make a small perforation in
the tin, allowing the air to enter in this
way. This would oecur after a period
of possibly a year or so.

If the retail merchants would look
after their canned goods carefully, and
take the trouble to overhaul them at
short periods, they wounld save them-
selves some money, and would have few
elaims to make on the dealer or manu-
facturer. Unfortunately some retailers
receive a shipment of eanned goods and
often dump them into the darkest cor-
ner of the store room. and then forget

about them until they are required:
sometimes this is six months or a year
afterwards, and the dealer is greatly
surprised that most of the tins are
spoiled, whieh spoilage has been caused
through rust attacking the plate. Every
householder uses tin utensils, and has
an aceurate knowledge as to the action
of damp on tin.

As the winter season is approaching,
some hints on eare of canned goods dur-
ing wintry weather may be useful.

The Effect of Frost

The question is often asked, ‘‘Does
frost injure eanned goods?’’ As to af-
fecting their value as a food the answer
i3 ‘“No,”’ but as a general thing canned
goods should not be allowed to freeze.
With goods, sueh as corn, peas and
beans, the flavor is somewhat affected
through freezing, not so much that one
not an expert could tell the difference;
but there is a difference. On the other
hand, the flavor of preserved fruits in
tins, and tomatoes, is not appreeiably
affected by frost. In fact, the writer
made a number of experiments with to-
matoes espeecially, and eould not dis-
cover any impairment of flavor, due to
freezing.

However, the greatest trouble with
the freezing of canned goods is that the
tins will sweat in-thawing out, .and the
water lodging on the eans will cause the
tins to rust, and also the labels to be-
come soiled. If these goods are not eare-
fully looked after after thawing out, the
rust will, in eourse of time, eat through
the tins and permit air to get into the
eans, thus spoiling the econtents.

Another thing to remember is that
when canned goods are frozen, they are
usually bulged, but as soon as they are
thawed out, the ends will snap back.

If, owing to lack of storage. canned
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goods are allowed to freeze it would be
better to keep them frozen, rather than
to thaw them out and freeze them again,
as every time they thaw out, they are
liable to accummlate rust. If the goods
are not used until the spring, the cases
should then be carefully overhauled and
placed where they will dry out rapidly,
otherwise there will surely be trouble.

If grocers have goods that are not
satisfactory, they should, in all cases,
hold them subjeet to the instructions of
the packer, as it is in the interests of
everybody that the goods should be ex-
amined to ascertain exaetly what the
trouble is, and it is only by doing this
that any defeet in packing can be re-
medied.

Cause of a Leaky Can

A swell or a leaky ean is due most
likely to an imperfection in the can. or
an error in the time given to the pro-
cessing. Once air gets into the ean, de-
cay begins.

il

HOW GROCERS FIGURE PROFITS
(Continued from page 18.)

A. N. Mack, Mill Village, N.S.—We
always figure profits on the selling price.
This method is always followed. When
we find any goods selling slow or not
selling at all, we reduce the price low
enough to move them. We figure to get
from twenty to twenty-five per cent.
profit on most goods, but can get only
from 5 per eent to 10 per cent. in flour,
feeds, sugar, and heavy lines of that
kind.

A. N. Whitman & Son, Ltd., Canso,
N.8.—Profits are figured on the selline
price. We follow this method as far as
possible. Old stock is not allowed to ac-
cumulate, but is worked off at reduced
price sales as soon as it shows signs of
sticking. Our percentage of profits dif-
fer with different lines, as it is very
hard to lay down any fixed percentage.

J. A. Cutliffe, Fredericton Sta., P.E.I.
—Profits are figured on the selling price.
This is followed in every line. We lower
our prices so as to earry no old stoek.
We figure on makinz 30 per eent. pro-
fit on all lines execept flour and feeds,
on these, 10 to 15 per cent.

D. K. McKenzie, North Sydney, N.S.
—Profits are figured on the price at
which we sell. All lines are handled in
that way, when possible.  Flour and
feed are exceptions. We lhandle abont
a ecarload of feed and flour a month,
making between 7 and 10 per cent. pro-
fit. We do not lower price on old stock,
for we turn stock over often, lots of it
once a month. As to profits, we figure
on getting 20 per cent. on some lines,
such as teas, coffees, biscuits and oil.
We don’t average more than 7 per cent.
on flour and feeds.
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THE PTOMAINE POISONING CASE.
(From The Grocer.)

In the summer season it is a common occur-
rence to find paragraphs in the daily press
announcing the deaths of persons, the cause
of which is often mistakenly put down in the
heading of these reports as “ptomaine poison-
ing.” A case in point occurred recently at
Birmingham, where two children died after a
Sunday dinner of pork, duck and green reas,
The coroner, in concluding the inquest, dis-
tinctly stated that there was nothing in any
of the food which stood out as tending spe-
clally to cause the tragedy, and that evidently
some germ which worked slowly did the mis-
chief. This is apparently a very straightfor-
ward way of explaining the position, and yet
we find in the daily press the statement that
the children died of ptomaine poisoning. 1t is
very unfortunate that this description of the
cause of death should be given, as the coroner
distinctly stated that it was apparently not
due to the food that had been eaten. It is, of
course, very desirable that every seller of food
should take care to protect himself by insur-
ance agalnst such claims. At the same time
it is very unfair that the public mind should
be thus unduly alarmed as well as misinformed,
This sort of thing has been common in the
United States, and we understand that the
Canners’ Union of the United States made a
series of investigations into over 200 cases of
alleged ptomalne poisoning and found that in
every Instance the allegation was inaccurate.

* A correspondent who calls our attention to this

matter explains that he himself has investi-
gated several eases In which a newspaper re-
port stated that the unfortunate victims died
as the result of ptomaine poisoning, and yet
the medical report distinetly stated that it was
not possible to find that the deaths were due
to polsoning from food: they were generally
due either to iIndividual internal troubles
which set up alarming symptums on the con-
sumption of food, or to improper feeding,
Grocers' associations might usefully undertake
the prompt investigation of newspaper state-
ments that deaths are due to ptomaine poison-
ing.

GREAT ACTIVITY IN INDUSTRIAL
LINES.

(From The Tradesmen.)

The hesitating spirit which was noticeable
in business circles a few months ago has been
changed by the vigorous renewal of war or-
ders, and other evidence that the foreign de-
mand upon our industries is not likely to cease
at an early date, according to the monthly
report of the National City Bank of New York.
The great buying movement early in the year
put enough business on the books in most
lines to assure activity throughout 1916, Then
came a lull, and a disposition to prepare for
the end of the war and lower prices, but on
August 1, in the opinion of competent judges,
the prospect looked more like two years of war
than it did a year ago or at the beginning.
The effect was to start a new buying movement
in steel and other commodities and to stiffen
prices. With no material change in the situa-
tion the next few months would see the coun-
try's in@lustrial capacity sold out practically
to the last quarter of 1917,

Upon general principles the business man
dreads uncertainties, and so common opinion
looks to the end of the war with apprehension.
The farther away it is the better we will be
prepared for it, Is the reasoning. We are re-
ducing our foreign debt, getting our goods into

new markets, developing new Industries, pay-
ing off debts and accumulating capital. Surely
we are strengthening our position. These are
positive gains and outweigh a good many ap-
prehensions and warningz. Prudent people,
however, cannot forget that the longer present
abnormal conditions prevail the further we
shall get from the~ natural state of industry
and trade to which we must return when the
war Is over. Wages are still advancing and
the process of adjustment to temporary con-
ditions is still going on. It is not comfort-
able to feel that we are working under an
unnatural stimulus, and that every month of
these conditions will make the following re-
organization more difficult.

The crops generally over the country are a
disappointment, though Nebraska averages up
well. We have been favored with two extra-
ordinary crop yields since the war began, and
in the natural order of things could hardly
hope for more. We are far from a crop fallure,
but the yield is sufficiently short to make prices
bigher for consumers, and they were already
high enough to intensify the demands for more
wages.

Advices from the agricultural districts are
generally confident that the buying power of
the farmers will nof be seriously impaired.
This is particularly true of the spring wheat
territory of the northwest, where crops are
now so diversified that injury to wheat is not
s0 serious as it was a few years ago. For-

* tunately there is an unusually good outlook

for corn in this territory.

High prices for cotton are disturbing the
cotton goods trade, but with employment so
complete throughout the industries there is
wot likely to be much curtailment of the de-
mand. The high cost of living which is fore-
shadowed for the coming year will be a serious
matter if there shall be an interruption.

TELL IT ON THE LABELS.

(From the Canning Trade.)

Most canners put out several grades of
goods. There may be four or five varieties of
corn, packed in the same factory. There may
be at least five varieties of tomatoes; perhaps
three or four grades of string beans, at least
four grades of peas, There are five or six
grades of salmon packed every year hy western
packers.

Now suppose a shopper, attracted by the
low price of a canned article, buys and is not
pleased. The particular brand of that article
suffers in the estimation of the buyer, in con-
sequence, How is the buyer to know that by
paying a slightly higher price, he or she counld
have hought a perfectly satisfactory food pro-
duct put up by the same firm?

Why not tell the whole story in each label?
Why is it not good salesmanship to let the
buyer know just what he is getting, and what
he can get if he wishes to pay more, or less as
the case may be? Would it hurt any canner
to put on each grade of his product a frank
statement as to where it ranks in the commer-
clal trade? He makes no secret of the fact
when he sells to the jobber or when it goes
to the retail grocer. Why uot pass the truth
down, all aleng the line?

It is a poor job trying to hold any class of
trade without telling the truth. The franker
a dealer is, with his customers, the more he
can count on their friendships. The man who
tries constantly to cheat his customers never
grows rich at it, in these days of a constantly
growing demand for trustworthy food pro-
ducts. And we predict with a great deal of
certainty that the time is coming when the
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most popular brands of foods will be those
which are sold umder labels that will tell
exactly what they are.

For exampe, a can of corn will explain how
canned corn is graded, and just why, and will
tell exactly what grade that particular can
contains. Canned peas will also have their
lahels, explaining how peas are graded, and
what grade that particular can contains. Yes,
even cheese will some day be sold with labels
telling of the grade, the amount of fats in
percentages will be stamped on butter tubs or
prints; and the factories which are the first
to make this appeal for public confidence will
gain tremendously by having the courage of
their convictions that it is safe to trust the
public to reciprocate that sort of confidence.

TO SHIP FRESH FISH BY PARCEL
POST.

(From The Modern Merchant and Grocery
World.)

It is reported that some of the large whole-
sale dealers in fresh fish will shortly try the
method of shipping fresh fish by parcels post,
after the system which bas been in successful
vogue in England for several years. The Eng-
lish fish men ship direet to consumers, but it
is understood that the American jobbers will
first attempt to ship to retallérs. They con-
tend that the sale of fresh fish is very poor
in the inland, because of the difficulty of get-
ting supplies. If the business could be built
up there, the entire industry would be benefited.

In England the main center of the parcels
post fish business is Grimsby, where a group
of fish merchants devote themselves to this
special business, dispatching daily hundreds or
even thousands of parcels, the majority of
which are less than six pounds in weight when
fully packed for shipment. These packages go
forward elther by passenger train under a
special low rate for small parcels granted by
the railway companies  (this service being
analogous to that of express companies in the
United States) or by parcels post.

Only the freshest fish are selected for this
sort of -shipment.

Those who have studied the matter say
there is no reason why fresh fish cannot be
sent by parcels post in this country.

THE SUGAR SITUATION.

(From Grocer and Tradesman.)

Whether European peace comes early or not,
high prices are likely to prevaill in the sugar
market for some time to come. Peace will
serve only to bring into greater prominence
the utter dependence of foreign countries upon
the American market for thelr supplies of
sugar. Uniike other commodities for which
the war has created an abnormal demand, sugar
is a necessity at all times and to all people.
The destruction of mills, the ravaging of flelds
and the slaughter of workmen have put it
completely out of the power of the foreign
sugar producing conntries to supply any of
their own or the world’s needs, and this con-
dition is, in our opinion, likely to continue
for several years after the war ends.

American refiners are now supplying prac-
tically all Europe—England, France aund
Switzerland. Greece and other countries which
formerly drew their supply, a part at least,
from Continental Europe, now depend on the
American market and, as a consequence, the
price of sugar has risen to a degree which iu-
sures a comfortable profit.
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Maritime Provinces
William, S. MeDonald, New Bruns-
wick manager of the Imperial Tobaceo
Company, died at St. John on Septem-
ber 18, after nearly two years’ iliness.

Quebec

Naud & Galbert, grocers,
have dissolved partnership.

Quite unexpectedly, as the result of a
severe cold, with rapid eomplications,
Mr. John Donaldson Dunecan, prominent
in the dairying business in Montreal,
died early last week. He had been for
thirty years in the business.

The Montreal Housewives' League will
send a delegation to the semi-annual
meetings of the Montreal Milk Sup-
pliers’ Assoeciation to keep advised of
the transactions of that body as regards
price movements, ete. The president of
the Milk Suppliers’ Association may ad-
dress a meeting of the Housewives’
League in Montreal this fall.

Ontario

Fred Fowlen, Ottawa, has
grocery business.

Kerr & Burt, grocers, Toronto, have
dissolved partnership.

Mrs. M. Gibson, Hamilton, has sold
her grocvery business.

The Canadian Creamery Co., Toronto,
admitted new partner recently.

Daniel Beatty, Westboro, suffered loss
to his groecery business by fire.

S. Cowan has succeeded J. J. Mell-
murray, Toronto, in his groeery biisiness.

The St. Thomas Dehydration Co.,
Ltd., St. Thomas, suffered loss by fire
recently in their fruit evaporators.

Robinson Bros., Orangeville, have sold
their grooery business to H. A. Duke &
Son.

T. A. Brown, Ottawa, is going out of
his hotel and is starting in the grocery
business.

Jos. Hudon, grocer, Ottawa, has open-
ed a branch store and added cigars, ete.

The Nobility Chocolates, Ltd., is in-
corporated, with eapital of one hundred
thonsand ‘dollars, divided into one
thousand shares of one hundred dollars
each. The head office of the company to
be situated at St. Thomas, and the pro-
visional directors of the company to be
P. H. Kolb, C. Durdle and T. Roy.

The Swift Canadian Co. have estab-
hished a pension fund for all their em-
ployees throughout the Dominion, num-
bering upwards of 2,000, The company

Montreal,

sold his

are furnishing all the funds required, no
burden being placed on the worker.
The pension is limited to $5,000 per year
for each person, and no pension shall be
less than $240 per year. The widow
and children of an eligible employee shall
receive one-half of the pension to which
an employee shall be entitled at the time
of his death.

James Graham has purchased the busi-
ness of Mitehell & Rowe, 143 Fairmont,
Montreal.

M. J. A. Bouvier, 329 Plessis, has sold
his business to his eousin, L. A. Bouvier,
the firm to continue under the new in-
itial.

St. Catherines.—The bakers of St.
Catherines declare they must get six-
teen cents a loaf for their bread or
else go out of business, owing to the
rising cost of material and labor.

Mr. Frederick Wurster, Preston, Ont.,
i now settled in new store recently
completed, Mr, Wurster is the oldest
merchant in town and has seen many

come and go during his term of business.

Matthew MacFarlane, one of the old-
est and most respected business men of
Ridgetown, Ont., died suddenly on Sep

tember 19. He ran a general store busi-
ness until a year or so ago, when he re-
tired.

Ontario bakers have been notified by
Jos. E. Rogers, superintendent of the
Provincial Police, that they must make
loaves of a uniform weight of.one and
one-half pounds. This notice has caused
the raise in the prices of bread in many
places where a smaller loaf was being
sold.

M. and E. A. Robinson have sold their
grocery business on Broadway, Orange-
ville, to H. A. Duke & Son, well known
residents of that town. E. A. Robinson.
one of the partners, will 2o on the road
as traveller for the Beach Foundry Co.,
while M. Robinson will start a produce
husiness in that town.

Western Provinces

John Reid, Winnipeg, is discontinuing
his grocery business.

Jacob Rooner, Winnipeg, has sucoeed-
ed J. Froomkin in his groeery business.

Richard Robinson, Carlyle, has dis-
eontinued his groecery business.

Major Codville has left with the 144th
Overseas Battalion for England.

R. B. McLean Co.,, Ltd., have pur-
chased the grain and fuel business of T
G. Talbott, Alsask.

E. W. Aikens has moved his grocery
store from Banff to Exshaw, Alberta.

Robert Alexander, of the No-Vary
Produets Co., Grand Forks, N.D., was
in Winnipeg last week, leaving for the
east on Tuesday.

Anderson’s Groeery, corner 101 and
107th streets, Edmonton, has secured
the store next door, and made the two
into one, giving a total frontage of 33
feet.

The Ogilvie. Flour Mills Co., declared
a bonus of 4 per cent. for the year end-
ing August 31 last, at a’ recent meeting
of the directors held on Sept. 18.

Owing to the advance in the price of
flour, bakers in Melfort, Sask., will in
future sell 11%-lb. loaf instead of the
regulation 2-1b. loaf, as ealled for in
the town by-law.

Lieut. L. E. Nicholson, son of E. Nich-
olson, buyer for the Mutual Purehasing
Co., Winnipeg, has sent home a graphie
deseription of a Zeppelin, which he re
cently witnessed in England.

Archie Bouey thas gone to Saskatoon '
to handle Gold Standard produects fo:
the Codville Co., and J. E. Homme, who
has been doing this work, is temporarily
transferred to Medicine Hat.

John A. Simpson, for many years a
member of the Lecislature of Alberta,
died at Innisfail, Alta., on Sunday, Sept.
10. ‘He owned a general store at Innis-
fail, and was mayor of the town.

The Hon. Robert Rogers addressed
the Canadian Credit Men’s Trust Asso-
ciation at the Fort Garry Hotel, Winni-
peg, on Sept. 21, taking as his subject,
“Some of the Problems Confronting
Canada During and After the War.”’

Two widely experienced grocery clerks
have been engaged by the Good Co., of
Lethbridge, Alta.—H. G. Stearns, with
experience in Towa and Alberta, and Ae-
chie MeMurrehie, a groeer for 15 year:
in Seotland and at Patterson’s, Winni-
peg. i

F. E. Simonton, eredit manager for
the Red Deer Grocery Co., has returned
from trips along the railway lines out
of Red Deer and reports erops looking
very fair. Potatoes are all right; the
frost did them good rather than harm
in most places. The finest fields of
wheat he saw were west of the bridge
at Evarts, where it reached to the top
of his auto. He is disposed to think
the frost will affect the grades on wheat,
and perhaps barley, in most seetions.
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Flour and Oats Firm at New Prices

Further Advance of 20c. per Barrel this Week—Rolled Oats also Higher—Molasses
Firming Up—Shelled Walnuts Advanced—Currant Situation Complicated—

(Canadian Fruits Now Selling.

__ Office of Publication, Toronto, September 28, 19186,
LOUR quotations remain firm at the further advance of 20c

per barrel, which took

place this week. All wheat products
and cereals are showing additional firmness.
advances on flour are predicted in some quarters.

Further
Rolled oats

have also advanced 20c. Advances took place during the week on
some lines of canned goods, lard, butter, eggs, lamp chimneys,

cotton clothes line, English salt, shelled walnuts, coal oil.

Rice

remains low as compared with the price of other somewhat similar

foodstuffs,

Sugar remains steady locally, but there is a tendency

in some quarters to expect increased grices before long. The fore-

going view is held by a number of jo

bers, although some authori-

ties do not incline to the idea that a rise in price is inevitable. The

market is very erratic, and predictions are at a discount.

Higher

prices are looked for on molasses. The demand for corn syrups is

active and prices are firmer.
per pound.

Shelled walnuts have advanced 2c¢
The currant market is very unsettled. The primary
market is up 4 shillings this week, it is claimed.

TImporters have

had great difficulties in securing replies to cables, owing to internal

complications in Greece.

Lake fish are in good demand.

The

Jewish holidays have stimulated the demand for many kinds of

fish.

Quebec Markets

Montreal, Sept. 26.—With a 20-cent
per barrel rise in flour to begin the week
with, prices in general joined gently in
the jumping exercise that seems fashion-
able at present. All wheat products and
cereals firmed up. Beans, peas, and bar-
ley showed similar inclinations. Canned
goods rose also. Pure lard increased by
another half cent per b., making le in
the past fortnight. Fish cakes went up
a cent a pound. Coal oil shared in the
market advance, and was quoted at 2e¢
per gallon higher by large wholesalers.
Lamp echimneys duly advanced 5¢ per
dozen. Cotton ropes also rose by
2¢ per lb. An increase of 1l0e¢ per
bag was recorded by one large firm
of wholesalers in English coarse
salt. Canadian salt is unchanged.
Tea, responding to the big demand of
the Allied troops, which consume some
13,700,000 1bs. per annum, has firmed a
little in price, but is still one of the
commodities which like coffee are good
and also low-priced. Rice is a really
valuable food, which remains right down
to this week at a low price on the mar-
ket as compared to every other similar
foodstuff. Sugar was steady this week,

CANNED GOODS.—Again advances
in canned goods, although the ecanners
have been strenuously eoping with the
scarcity, already only too apparent. To-
matoes ‘‘3's’’ went up Se to $1.45 a

case. Corn also rose ¢ to $1.15. There
was some inquiry for U. S. ecanned goods
of these kinds, and also for peas, but
apparently prices asked by the American
firms appeared unprofitable for Canadian
Jobbers. Reports from some sections of
New York and Maryland were to the
effect that erops were disappointing, and
the U. S. supply seemed uncertain. A
big advance—50e per case perhaps—is
helieved possible for pinks within a few
days. Red Sockeyes are very searce, and
old stocks of salmon are believed to bhe
light generally, though some large retail-
ers have enough they believe to carry
them over the winter. In recard to the
canning of Camadian tomatoes the out-
look was slightly more hopeful at the
beginning of the week. Frost had held
off. The canners were doing their very
utmost, and it was deelared that 90 per
cent. of the orders for peas in the can
would be filled for certain, while the
pack would in general run well above
40 per cent,

SUGAR.—While there is a tendency
on the part of jobbers to expect in-
creased prices in sugar before long owing
to the trend of the market in New York,
manufacturers do not entirely incline to
the idea that a rise in prices is inevit-
able. The prices for the present week,
at all events, remain unchanged, and al-
though firmness is the characteristic of
the market, these prices may prevail for
a little longer. All in touch with the
market agree as to the very erratic state
of affairs prevalent, and predictions are
at a diseount, since no one can tell with

MARKETS IN BRIEF

QUEBEC MARKETS,

FRUIT AND VEGETABLES—
Apples plentiful.

Canadian pears in demand,
Vegetables cheaper.

PRODUCE AND PROVISIONS—
Lard goes up again.

Boiled hams cost more,
Poultry steady.

Butter firm in price.
Cheese firm .

Eggs less plentiful.

FISH AND OYSTERS
Holiday demand for fish,
Nea fish scarcer.

Lake fish in better supply.
Fish prices firm,

GENERAL MARKETS.
Molasses firmer priced.
Nuts still firm priced.

Coal oil up.

Canned goods up,

Rice at easy prices.
Dried fruits up.

Dried vegetables firmer.
Flour and cereals up.

ONTARIO MARKETS,
PRODUCE AND PROVISIONS—
Butter higher by 1lc.
Lard and shortening ap.
Cheese steady; no change.
Eggs up a cent.
FLOUR AND CEREALS—
All flours up.
Wheat is the cause.
Rolled oats higher
Corn products firm.
Peas in demand.
FRUIT AND VEGETABLES-—
Peach prices drop.
Potatoes little easier.
Marrow is selling.
First cranberries arrive.
FISH AND OYSTERS.
Whitefish lower,
Hal!ibut scarce and up.
Oysters sell well
Hétel trade is good.
GENERAL GROCERIES—
Currants higher in Greece,
Shelled walnuts up.
Apricots higher.
Beans very firm,
No change in tea.
Brazilian coffees easier.

MANITOBA MARKETS,

FLOUR AND CEREALS—

First patents still $8.30.

Wheat tends up slightly.

Rolled oats firm at $2.60.

Package oats selling well,

Feed situation still acute.
PRODUCE AND PROVISIONS-

Live hogs $11.75-$12.00.

Butter unchanged but firm.

No. 1 candled eggs up to 32c.

Lard and cheese unchanged,
FRUIT AND VEGETABLES—

Cantaloupes decline to $4.00.

Jamaica grapefruit open at $9.00.

Elberta peaches at $1.10 crate.
FISH AND POULTRY—

Steak cod jumps to 13%ec.

Poultry arriving better.

All fish secarce except pickerel,

Winnipeg whitefish now 10¢,
GENERAL GROCERIES—

Tomatoe and corn prices expected.

Cheap tomatoes offering here.

Canned pumpkin getting searce.

New Jap fancy beans to open $5.00,

Evaporated apples going up.

Local prunes fnmp e per 1h,

Advance in sugnr expected,
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certainty how the

may trend.

Extra Granulated Sugars—
100 1b. bags
20 1b. bags .

2 and 51b. b ’
Exlm Ground Sugars-

prices of to-morrow

Per 100 1bs.
e £

Yellow Sugars—
No. 1, 100 1b, bags ..........
Dark yellow, 100- Ib. bags
Bright coffee, bbls. only, cwt..
Powdered Sugars—
Barrels
50 1b. boxes .
. boxes
Paris Lumps—
100 1b. boxes
50 1b. boxes .
25 1b. boxes

Crystal Diamonds—
Barrels
100 . boxes .
50 1b. boxes .
26 1b. boxes ..

HAN ORYDONS < ioovovslisninsisovridsunvsasnnssesipsns
*Not new prices; have been in force some time.

I'EA.—Modifications are required for
last week's Montreal report on tea. It
is still possible to get siftings and fan-
nings of Japan teas, though at enhanced
prices, for in Japan the supply of these
is scarce, as the demands of home con-
sumption are considerable.  Prices of
Japan fannings and siftings are about
2¢ per lb. higher than last year for this
reason. Reganding black teas, the mar-
ket for the best Ceylons and India teas
is firm, with prices unchanged, and an
increased demand, especially for the
better crades. There are plentiful sup-
plies of the cheaper grades of Japan
teas. With exports from Japan normal
and at reasonable prices, the higher
grades should show very good values in-
deed in a few weeks. In the Provinee
of Quebec, there has been observed of
late by tea merchants a distinetly in-
creasing cemand for teas at 25¢ amd up
to 38¢ per 'b.

Pekoe Souchongs, per 1b.

Pekoes, per Ib.
Orange Pekoes

COFFEE.—No great c¢hange 1is to he
reported in the market situation as re-
gards coffee for the present week. The
market for some time has been feeling
the effects of the exodus of population
from the West, where the per capita con-
sumption of coffee is largest in Canada.
Demand out West distinetly showed
dropping off, due to this. An impre:-
sion that this is an improving situation
now exists in some quarters. Low grades
and Rio coffees were found a little diffi-
cult to obtain in some quarters, and
there was not any too mueh spot stock
in sight for those in search of these
qualities. Prices were as last week steady
and not showing any permanent firming

up.
Coffee,

HEFEARERY
P

SPICES.—AIll peppers are in a

firm

and firming market. Some varieties,

CANADIAN GROCER

such as Alleppey and Tellicherry, are
particularly hand to obtain, though New
York has quotations for small lots of
these at 181% to 1834 spot to the jobber.
Both black and white peppers are stiffen-
ing gradually, and supplies are not
plentiful. New York spot prices in these
goods, cloves, pimentos, nutmegs,
cassias and gingers are all below future
arrivals, because New York bought
heavily early, not anticipating the diffi-
culties whiech have eontnibuted to the
great hardening of the primary markets.
There is a steady and inereasing demand
for good grinding red peppers. For car-
raways 40¢ is being asked in Montreal
for small quantities.

also

. %-1b. m%l?um

Allspice .
Cassia .

s 33°
L

oves
Cream tartar—86 to 6.
Cinnamon, per 1b., Sc
Ginger, Cochin ...,

AVERVINL

FiiL
BEPEES 114

oLt

l‘eppen black ....
Peppers, whlu
Pastry

T1LL
i guezsys

1111l

s}
s
g8

coscocoe
SUSHE

§
=y

Shredded cocoanut, in paile
Pimento, whole

NUTS.—The market for nuts has been
very firm and continues so. New ecrep
shelled almonds are due from Spain
pretty soon, being scheduled for ship-
ment Oectober 1, and these are being
quoted to the jobber at 36¢ f.o.b. Spot
goods to the jobber are 361%e¢, so that
retailers may look for firmer prices than
the presently quoted 40-42¢. New erop
Tarragon almonds, Oectober shipment
from Spain are quoted at 19¢ to the job-
ber and spot goods 1915¢. New Grenoble
walnuts will be shipped from Franece in
November, and are being quoted at 17¢
to the jobber. Spot goods are scarce.
A few Marbots are to be had at 15e¢.
New prices to the jobber were quoted for
shelled walnuts from California from
121%¢ to 171%5¢. Shelled walnuts on the
spot are being quoted at 37¢ to the job-
ber, and the whole market for nuts in
the shell and she'led is very firm.

Shelled walnuts, fresh cracked, .
[helled almonds, 1b. boxes, per b
Sicily viberts

Filberts, shelled

Pecans, Iarge

Pecans (Texas shell

Rrazils, new ...

Brazils (shelled) .. s

Peanuts, American, roas .
Peanuts, No. 1 Svanish, shelled
Peanuts, No. 1 Virginia, shelled .

MOLASSES.—Higher prices are look-
ed for in molasses, and stocks of Bar-
badoes appear to have been drawn upon
till they are out of sight. The impression
on the market is that prices will now
firm up steadily until the new eron eomes
in view about February 15th. One job-

©92 303050209309
§3i=;'38=$§:=!

September 29, 191C.

ber in close touch with the molasses
situation ventured to prediet that
molasses would touch 65¢ per gallon
wholesale before November 1st, and ex-
pressed himself with every confidence.
The demand for eorn syrups is active in
sympathy with that for molasses, ana
prices are firming. Prices quofed for
molasses, fancy Barbadoes in puncheons
were 63c¢, and 66¢ for barrels. More
molasses than ever is being used by dis-
tillers now in the manufaeture of alco-
hol, and molasses in eans of all sizes is

in a firming market.

Prices for
Fancy. Choice.

Barbadoes Molasses— sland of Montreal.
062 059

Puncheans

Barrels .

Half barrels 064
For outside territories prices range about 3¢ lower.
Carload lots of 2 puncheons or its equivalent in
barrel or half barrels to one buyer, may be sold at
““open prices."”” No discounts will be given,

RICE AND TAPIOCA.—Riee to-day,
in the opinion of more than one or two
merchandisers of foodstuffs, is one of
the cheapest foods on the market, and
remains so in the midst of rising prices.
One large firm of wholesalers in Mont-
real offered this week a first-rate polish-
ed or glazed rice at $4.20 per bag of 100
lbs. eross and 98 lbs. or over net, with
the better price of $#4.10 per bag in
larger lots. The price of tapioca, at
present quite considerably higher than
it was a year ago, shades towards firm-
ness at 8l%c per lb. for fall delivery.
New York reports refer to shorter ship-
ments in the Fast, and possibly higher
prices still for tapioca.

Tos, (
nnnzrmb.. .h:) add
%5 1bs.), and We for half-
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DRIED FRUITS.—Currants eontinue
to be the disturbing element on the mar-
ket at prices double the figure for last
June and July, and still firming since
the direct steamer expected was can-
celled. Supplies via New York are
quoted at 115¢ to 2¢ up. Fine Filiatras
151%e, and 16-0z. packages 16'%¢. Balk
currants in Montrea! were selling at 16e,
and in 1-1b. packages at 17e. Raisins
also were quoted higher by 2¢ to the
jobber for the seeded fruit, and the
market for dried fruits remains firm.
Candied peel was quoted higher by large
wholesalers, an inerease of le per lb. be-
ing asked, shading up last week’s prices
of 19¢ to 20¢ for lemon and orange peel,
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and 25-26¢ for citron peel. Otherwise
the dried fruit situation remained as last
week, partienlarly in regard to the Cali-
fornia produets.
EVAPORATED FRUITS. Per

Apples, choice winter, 25-1b, boxes
Apples, choice winter, 5-lb. boxes
Apricots

Choice, 25's,
Nectarines,

Peaches,
Pears,

3

faced,
choice
choice ....

new crop..

ccococeyzx
ES

CEERES

E3

Candied Peels—
Citron ....
Lemon ..
Orange

Currants—
Filiatras, fine, loose, new ...
Filiatras, packages, new ...,

Dates—
Dromed-ry,

oo oo
EBR

P
o &

package stock, old,

F.m choicest
Hallowee, loose, new
Hallowee, 1-1b. pkgs.

8855
o

8 crown, 124b. boxes,
7 erown, 12-1b, boxes, famcy, layer, 1b.
8 crown, 12-1b, boxes, faney, layer, 1b.
1 1b. glove boxes, each R
Cal. bricks, 10 oz.
Cal. bricks, 16 oz.
Cal. layers
Cal. fancy, table, 10 lbs. ..
Prunes—
30 to 40, in 25-1b. boxes, faced....
90 to 100, in 25-1b. boxes, faced
Raisins—
Malaga, table box of 22 lbs., Scro'm
cluster, $2.80; 4-crown cluster ......
Muscatels, loose, 3-crown, 1b..
Muscatels, 4crown, ib. .
Cal. seedless, 16 oz.
Fancy seeded, 18 oz. pkgs. .
Choice seeded, 16 oz. pkgs. .
Valencias, selected
Valencias, 4-crown layers
Prices quoted on all lines of fruits l"‘ lhhle to be
shaded for quantities, according to the state of market.

fancy, layer, Ibh.

BERR
ES
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DRIED VEGETABLES.—Beans, peas
and barley are all in a firming market.
and not by any means amongst the low-
er-priced fcods of their kind. Rice
makes easier buying at present, and
with, as is eonfidently believed by many,
better values in food material. Split
peas went up 25¢ per 98-1b. bag in some
quarters, and barley also rose 20c to
some inquiries, while everywhere there
was anticipated firmness as recands
beans. Light erops are largely held re-
spousible for the price tendency.
Beans—

Canadian, 3-1h, pickers, per bmbel

Canadian, hand-picked

Canadian, 5-1b. pickers .

Yellow eyes. per bushel

Lima, per I
Pean, white sonn ner hnehel .,

Peas, split, bag 98 1bs., new crop .

Barley, pot, per bag
Barley, pearl, per bag

D adsAARD
533!23833

Ontario Markets

Toronto, Sept. 28.—The outstanding
feature of all markets this week is the
extremely strong tone of the flour mar-
ket. Advances of 20¢ and 10¢ on Mani-
toba’s and Oftario’s respectively are
portents, at this particular time, that
none can afford to ignore. Flour men are
frankly bullish; even the most conserva-
tive take the view that flour will go
higher yet, while one miller speaks con-
fidently of $10 flour. As long as the
integral position of wheat retains its
strength, flour must follow, though, at
that, flour levels are, pro rata, helow
those of wheat.

CANADIAN GROCER

A rise of 4s in
was ecabled this

Currants are soaring.
the primary market
week. It is an index to the situation,
for we are still three months from
Christmas. Importers here are in a
quandary. Spot stocks are low, and
many think no great supplies will get
here. New York is served little better
in deliveries, and what adds to the
general perturbation is that cables pass
to and fro time after time without any
confirmation, Such a tangle is the inter-
national situation affecting Greece. -

SUGAR. The situation remains
pretty much the same, Eastern refiners
are thought to be amply stocked, and
the situation, though steady, cannot be
described as strong. Raws are not much
in demand from Canadian refiners at
the moment, on this account. Demand
for trads seems to be unusually light for
this time of the year, fruit preserving
being either well provided for as far
as sugar buying goes, or else done.

The New York situation is steady.
Raws are slightly weaker, breaking
1s from previous week’s levels. 434 and
474 are ruling. Business on Wednesday
was closed at the latter fizure. Buyers
are evidently holding off at the moment.
Nevertheless confidence is expressed in
the situation, and one sugar man here
thinks the next change will be to higher
prices, though he does not expeet a for-
ward movement immediately,

Extra granulated sugars
Nova Scotia refined ....
Yellow, No. 1

Extra ground, barrels
Special icing, barrels
Powdered, barrels ...
Paris lumps, barrels
Assorted tea cubes, boxes

100 Th. bags .

2 1b. bags ..

10 1b. bags

2 and 51b. ecartons
Nova Scotia refined, 100-1b. bags ...
New Brunswick refined, 100db. bags ....
Extra Ground Sugars—

Barrels

i mma S @meaaa

2 1b. boxes
Powdered Sugars—
Barrels

o0 o
88 825 B2 2=R RIFMBFRRI22R
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Crystal Di‘momb—
Barrels

Paris Lumps—
00 1b. boxes ..
50 1b. boxes ..
25 1h. boxes

Yellw Sugars—

56
Blrrrls grannlated and yellow may be had at 5¢ per
cwt. above bag prices.

MOSASSES.—The colder weather
which started something in the way of
a demand last week has given place to
warmer again, and this reason is as-
signed for the slackness in demand for
molasses at the moment. 65¢, in half
barrels, seems to be the present level.
Importers regard the present dullness as
of a temporary nature only, and thinks
the demand will speed up in a week or
two.

Corn syrups are active, trade placing

orders for larger quantities than
did at this time last year.

Comn Syrups—
Barrels, per 1b., 3%c; % bbls
Pails, 8% lbs., $1.95; 25 J
Cases, 2 Ib. tins, 2 doz.
Cases, 5 1b, tins, 1 doz. in case.
Cases, 10 1b, tins. % doz. in case.
Cases, 20 b, tins, % doz. in case..............
Cane Syrups—
Barrels, 1b., 3
Cases, 2 1b, tins, 2 doz. in case

4c; % bbls.

TEA.—The market this week is some-
what insular, but no real change is to
be noted at this writing. Cables regard-
ing the Tuesday auctions in London are
not yet to hand. Last week, too late
for this column, fine teas were steady,
while common and medium were a little
easier.

Local demand for bulk teas is some-
what dull at this time. Trade appears to
be fairly well stocked. The whole mar-
ket is rather apathetic and featureless.

Tea requirements for the Foreces con-
tinne to expand. For the first eight
months of this year, 27,000,000 pounds
were used for His Majestys' Forces
abroad, acainst 13,750,000 pounds in the
corresponding period of last year, an
increase of nearly one hundred per cent.
Pekoe Souchongs
Pekoes
Orange Pekoes

Broken Peknes .. >
Broken Orange Pekoes ..

These prices do not indicate the wide range in tea
values. They are for good average gra “fes. and meant
to give some indication of price movements.

COFFEE.—Trade 1is buying coffee
more now, according to importers and
jobbers alike. One of the latter remarks
that the comparison with the buying of
a month ago is ‘‘surprisinely
Fall weather, albeit at the moment, there
seems to be a relapse to warmer again,
is ereating a demand for hot drinks, and
the call from the trade refleets this .

Prices on all but Brazilians are
firmer, notably on Maracaibo and Bo-
gotas, Java is very strong, but not
actually up in price. Santos and Rios
are again easier, following last week'’s
lower movement. No change in local
quotations is noted, however.

acod.”’

Coffee, Roasted—
Rogotas, b,
Jamaica, Ib.
Java, 1b,
Maracaibo,
Mexican, 1b, ...
Mocha, Ib.

Rio. 1b. .a
Santos, lhmrlmn Ih.
Santos, 1b.

Santos, b,

Chicory, 1b.

cscoosccces
RREBYENER

cococcosces:
BRBRIgIRG:

SPICES.—Pickling spices are still be-
ing bought. All spices are in good de-
mand at quoted levels. Carraway seed,
after last week's pyrotechnies, is easier
again, though no lowering of local quo-
tations has followed. New York is a little
off from its previous strength in this'
line, Celery is firmer at last
week's prices. Spot stocks are said to
be licht. Both black and white peppers
are in good demand for piekling pur-

however.

poses.
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No further news is to hand regarding
the proposed duty on Carraway which
Holland is said to be thinking of im-
posing.

DRIED FRUITS.—Following the firm-
ness and advances recorded in currants
this week, there has been another ad-
vance in the primary market of four
shillings, it was learned by cable. The
situation locally gets more and more
complicated. There are unquestionably
few currants here; stocks are low and
demand is good, for the trade is recog-
nizing the importance of placing their
orders early. But importers’ chief diffi-
culty is to get confirmation of their
orders to Greek exporters, or, indeed,
even any news at all. Cables are over
a week in transmission sometimes, and
it frequently happens that a week or ten
days elapses before cable replies. With
the primary market jumping overnight,
nobody knows where he is at all
Seriously enough, one importer questions
whether we shall get any currants at all
in time for Christmas trade.

Evaporated apples are exceptionally
firm, and the price is now 9 to 10 cents,
an advance of a cent. New lemon and
orange peels are in now, and the price
is advanced on each one cent, to 20-21e¢.
Many shippers fell down on their con-
tracts: strong, reputable houses at that,
and a firm situation exists. Peels at
present prices are good buys. Citron is
strong, but no higher.

The only apricots selling are choice,
and these are 'way up. We quote 19-20¢.
Fancy and extras are off the market,
and unquotable.

Apples, evaporated, per Ib. . g 010
Apricots—

Choice, 25's,
Candied Peels—

Lemon : o2

Orange

Citron ...

Currants—

Filiatras, per 1b.

Patras, per lb,

Vostizzas, choice

Cleaned, % cent more.
Dates—

Packages, 3 doz. in case

Golden dates, 1b

faced 02

°
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, California, 25-1b. boxes ..
25-Ib. boxes
, 25-1b. boxes ...
, 50-1b. boxes
, 504b. boxes .
, 50-Th. boxes .
90-100s, 50-Ib. boxes

=14
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Peaches—
Choice,
Stds.,
Choice, % Ibs.,
Fancy, 25 lbs., f
Raisins—
Valencia, Cal.
Seeded, fancy, 1 1b. packers . on
Reedless, 12 oz. packets 01 012

CANNED GOODS.—This is a little
more favourable weather for the tomato
crop, and it mayv do something to recoup,
though it is bound to be very short. Un-
fortunately, the warmer weather again
cannot help corn now. A short erop in
that and in peas is assured. Consequent
high prices are thought probable for all
three vezetables. Little is heard yet
from paekers as to the dimensions of

kT
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the tomato crop. Spot stocks are firmly
in demand, in all three vegetables. Sal-
mon continues firm in all kinds, with
sockeye very strong and likely to be
higher.

NUTS.—Nuts are joining the legion
of foodstuffs on the road to higher
prices. Shelled almonds are firmly
held, and an advance is recorded to 41
and 42. One of the jobbers, well sup-
plied, sells at 40¢, but this is unusnal,
and by no means typical. @ They cost
37V%e¢ laid down here, and it is thought
that we shall see much higher prices.
Shelled almonds are steady at 40e¢, with
only fair to middling demand. No new
(Girenobles are here yet. Spot stocks are
light and in good steady demand, at
ruling prices.

Tarragonas, lb.

Marbots, French, in shell ....
Grenobles, 1b,

Walnuts, shelled

Almonds, shelled

BEANS.—There is no change and
hand picked are away up, but this con-
dition is nothing new to the trade. Nine
cents a pound is still being quoted. Last
weeek’s frost hampered beans un-
doubtedly, though warmer weather at
this writine may help some. The crop
will undoubtedly be late, and the space
between the clean-up of the old and the
coming of the new higher levels than
now will probably rule.

RICE AND TAPIOCA.—Demand is
fair to middling for all grades of both
rice and tapioca. Patnas are firm and
trade is placing orders somewhat larger
in bulk than a year ago. There is
nothing new as to prices.

Rangoon B, per 100 lbs.
Packling rice, 100 lhs.

Texas Japans, 100 lbs,
Tapioca, per Ib.

‘ Manitoba Markets

Winnipeg, Sept. 28.—The talk of the
trade in Winnipeg concerns sugar. Lat-
est reports in at the time of writing in-
dicated that an advance in Canadian re-
fined was almost inevitable. Believing
this, both retailers and jobbers were
buying fairly heavy. At the same time,
it is realized that much less sugar has
been used this year than in previous
yvears for preserving.

The flour market is featureless. With
unfavorable weather, wheat has been ar-
riving slowly, which has kept the mar-
ket up. Rolled oats, both pavkave and
bulk, are selling well. and prices main-
tained. Feeds continue very high.

In the produce and provision market,
eges attract most attention this week,
the price for No. ! candled having jump-
ed several cents. Last week they were
offered at 29¢, whereas to-day wholesal-
ers are asking 32¢. Butter, while un-
changed, is still very firm in tone.
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Big sales of old pack canned vege-
tables are being made at very reason-
able prices, but quotations are tending
upwand. It is obvious that new quota-
tions on corn and tomatoes are going to
be very high; in faet, canners’ represen-
tatives here state that the opening
prices are likely to be 25 per cent. high-
er than they were last year. At the
same time, there are still fairly good
stocks of tomatoes in Winnipeg, and
sales are being made at from 2.95 to
3.25.

Loeal manufacturers report diffieulty
getting tins for packing purposes, and
some are using composite tins, that is,
with pasteboard sides and tin tops and
bottoms. Cartons and labels have ad-
vanced 35 per eent. within the past six
months.

SUGAR.—A#t the time of writing, raws
and refined in New York have both ad-
vanced appreciably, but no change had
taken place in Canadian refined, al-
though it was expected almost any day.
As a result of this, both retailers and
jobbers are stacking up fairly heavily.
There has been some complaint from the
retailer that sugar sales have not been
what was expected; that with sugar at
such high prices, preserving has been
abandoned for the present by many
housewives. Some time ago, the dealer
was only giving 10 lbs, for a dollar, but
most of them are now giving 12 lbs
Few of the johbers seem to have ad-
vised retailers to buy when the market
first took a slump, preferring to leave
it to their own judgment: but now that
the market for raws is strong, they are
warning the dealers of this faet.

Sugar, Eastern— e

Standard granulated

Extra ground or icing, boxes

Extra ground or icing, bbls,

Powdered, boxes

Powdered, bbls.

Hand lump (108-1b. case) .

Montreal yellow, bags
Sugar, Western Ontario—

Sacks, per 100 Jbs.

Halves, 90 Ibs., per cwt,
Bales, 20 “:h' per ewt.

i

Sugar, British Columbia—
Extra granulated sugar ...
Rar sugar, bbls. ;

BAr sughe. DR, BN ......coociivirarsssasesnens
Tcing sugar, bbls. ... ................

lr-lnr sugar, boxes [

H. lumps, 1001, cases ...,
. l‘ lumps, 25.1b, bhoxes ......
Yellow, in bags

SYRUPS.—None of the syrups is
higher this week, in fact, eorn syrup,
which was inclined to be firm, may be
considered a little easier now, on ac-
count of eorn, whieh is a little lower.
Very little molasses is moving.

Com Syrup—

25, per case 2 dozx.
wruuldm. .
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Saskatoon they are 5¢ case higher.)

olasses—
Barbadoes, % bbls., per gal
Now Orleans ..cccosasecnssosossssssasisoss 037
New Orleans, tins, 2 x 2 1b, case, $2.35; "4 x 3 1o,

DRIED FRUITS.—Evaporated ap-
ples: Jobbers are being asked a cent per
pound more than they were paying two
weeks ago. They are being asked as
high as 8e for choice winter stock,
whereas they are selling their present
stocks to the retailer at 7l%¢ to 734¢ for
choice 50’s, and 8¢ to 8Yjc for choice
25’s.  The consumption in the West,
however, is not as heavy as it used to
be on account of California peaches
selling so reasonably. Many of the job-
bers bought peaches months ago at ra-
ther low prices, so that while the mar-
ket in California is high to-day, peaches
are selling very reasonably in Winnipeg.
Raisins.—There are a few being bought
by the jobber, but most of them have
stocked pretty well to the end of the
vear. Prunes.—The market is stiffening
still, and is up a eent in California. Lo-
cal jobbers-have advanced 1%e, and the
price for 90 to 100 25’s is 8¢, and for
50 to 60, 10¢, and in some cases higher.
Dried Fruits—

Evaporated apples, choice, 50's 00T%
Evaporated apples, choice, 2's . 0 08%
Evaporated apples, 3-lb. cartons 03
Pears, choice, 25's ............ 0 12%
Apricots, choice, 25's A 0 14%
Apricots, choice, M’S .......cccvevsvennse oone 0 5%
Peaches—
Choice, 25-Ib. boxes 008
Choice, 10db. boxes ...... 009
Currants—
Filiatras, wet, fresh cleaned . . 015% 016%
1 1b, package Amalias ........ s esse 0 16%
S I DR iihisichsiinchyortsaratone 03
Dates—
Hallowee, loose, per Ib, 00
Hallowee, 12-0z. pkgs. ... 0 08%
Raisins, California—
16 oz. fancy, 0 0%
16 oz. choice, seeded .. 0 10%
12 o=, fancy, seeded ... 0 08%
12 oz. choice, seeded 00T%
Raisins, Muscatels—
3 G 08%
0 08%
00
00%
008
0 10%
0 18%
018
oux

DRIED VEGETABLES.—Many of
the wholesale houses are still waiting
for some development in the bean mar-
ket, having fairly good stocks on hand.
Others have purchased Japanese. and
are offering faney Japs at 5.00 to arrive
Nov. 1. The price to-day for old stock
is 5.30 per bushel, Manchurian beans
are expected in a few days, and will
open at 4.65. Peas are quiet.
Beans—

Japanese white beans, bushel .......... 500
Manchurian, bushel
Cal¥omia Lima Beans—

80-1b. sacks
Barley—

Pot, per sack, %8 1bs. ...

Pearl, per sack, 98 Ibs,
Peas—

Split peas, stck., 8 s ............... 5%
Whole peas,  bushel

S a8

“UR e © o
23 uw

RICE.—There is mo change here.
While it is understood that cheaper tapi-
oca i8 on the market, there does not

seem to be any great dhange, one house
offering Pearl in 160-lb. sacks at a bar-

CANADIAN GROCER

gain price of 8se, for a limited time
only.

Rice and Tapioca—

No. 1 Japan, per lb., 100-1b. bags.... ....
No. 2 Japan, per lb., wom bln
8iam, per Ib., Tb. bags .

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

555553

Carolina, per b, 100-1b. sacks
0, peal ucn oI eies
Tapioca, pelrl

SPICES.—Nutmegs are high; so are
cassias, gingers, cloves and peppers, but
there has been no change loecally to
speak of, exeept in peppers, which are
quoted to-day as follows: Ground black,
10-1b. boxes, 30e; ground white, 10-1b.
boxes, 37¢; whole white, bulk, 29Vsec;
black, 25-1b. pails, 27Vec.

Allspice, ground 011% 0 14%
Cassia, ground ... 019 02
Cream of tartar, 0 56 058
Cloves, whole .... 028% 0%
Cloves, ground ... 031 032
Ginger, Jamaica, ground . 0® ox
Nutmegs, ground 0% 03
Pepper—
Ground, black, 10-1b. boxes ...... .... 030
Ground, white, 10-1b. boxes 037
Whole, WHItE ...icooovenies 0 20%
Whole, black, 25-1b. pails 02%
CANNED GOODS.—Prices on new

pack tomatoes and corn are expected
here any day. Brokers are given to un-
derstand that prices will be 25 per cent.
higher than they were last vear. As
many local houses are offering old pack
canmed goods at old prices, the demand
from the retail trade is very heavy, and
local stocks are getting pretty well
cleaned up. Corn is offered to the trade
at 2.20 in some cases, and as the price
to the jobber to-day is 2.28, it ean be
seen how long this price is likely to
last. Stocks of tomatoes in Winnipeg
are still fair, the priee varying from 2.95
to 3.25. On standard peas, the price
varies from 2.35 to 2.70. The first ar-
rivals of salted herring 14 bbls. and
pails, are in; the pails are the same as
last year, but the half barrels are from
ten to fifteen per cent. higher. New
cod in oue and half-pound bloeks is also
in, selling for 10%e, and genuine eod
in strips at 13¢c. Canned pumpkin is
wetting very scarce in Winnipeg, and
the new pack is not expected until late
in Odtober.

ALBERTA MARKETS (CALGARY)
By Wire.

Calgary, Alta., Sept. -Flour and
rolled oats have each advanced 15e¢ per
sack. A big advance has taken place in
the price of butter. Creamery is now
quoted at 39¢. No. 1 dairy is quoted at
29¢. Advances are expeeted on lobsters
and domestic sardines. A scareity is
predicted of whole dried green peas.
There is a shortage of paper bags. An
advance of 10 to 15 per cent. on first
grade olive oil is expeected in the near
future. Pot and pearl barley will be
higher. <California grape fruit is now
in, and is quoted at $6 case.

General—

27—

Beans, smal] white Jnmn .. 00
Flour, No. 1 patent, %'s . 4%
Molasses, extra fancy om
Rolled oats, ball ...... S
Rolled oats, %0's 2%
IO, THRIR, GWE ..iviienaccsscorisacsiose soss iw

33
Potatoes, local, per bush................ .... 056
Sago and tapioca, Ib. .....ciiiiviiiiins aaan 00

Produce and Provisions—

Cheese, No. 1, Ontario, lnrge 022
Butter, creamery, Ib. ... 039
Butter, No. 1 dairy, lb 029
rd, pure, 5s, per case w 16

Bacon, smoked backs, per 1b, .......... .... 0 2%
Bacon, smoked backs, per Ib.......... .... 02
Lard, pure, 38, per case . 10 20
Eggs, new laid, per doz 03%
s CRPB ceovssssesen 9 00

ALBERTA MAR.KETS (EDMONTON)
By Wire.

Edmonton, Alta., Sept. 27.
advanced 15¢ to a basis of $8.60 per bar-
rel. Local flour is now quoted at $7.10
barrel. Rolled oats have advanced 15¢,
and are now quoted at $3.05. An ad:
vance is anticipated in sugar owing to
the inerease in sugar prices at New

York. Batter—No. 1 dairy is quoted at
27¢; No. 2 at "")o No. 1 eggs are now

30e doz.; No. 2, 27c.

General—
Beans, small white Japan, 1b
Flour, No. 1 patent, 98's ...

olasses, extra fancy, ga
Rolled oats, 80's ......
Rice, Siam, cwt. ....
Sago and tapioca, Ib.
Sugar, pure cane, granulated, cwt.... ....

Prodace and Provisions—

Cheese, No, 1 Ontario, large, per b,
Butter, creamery, Ib.
Butter, No. 1 dairy, b, ..
Butter, No. 2 dairy, 1b. ....

Lard, pure, 58, per case .........
Bacon, smoked hacks, per Ih
Bacon, smoked bellies, per Ib.
Tard, pure, 38, per case .

Eggs, new laid
Eggs, No. 1

Canned Goods—
Com, 25, standard, case ................ ....
Peas, 2s, standard, case ...
Tomatoes, 28 .......ccocuvennne
Apples, gals., Ontario, case
Strawberries, 2s, Omtario, cas

ies, 2s, Ontario,

i8x1s,
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Salmon, pink, talls, per case.

NEW BRUNSWICK MARKETS (ST.
JOHN)
By Wire.

St. John, N.B., Sept. 26.—A report
issued by the Secretary of Agriculture
states that the potato ecrop is fifteen
per cent. less than last year. The quality
is good, and these influences have had
the effect of strengthening prices, which
are already tending upwards. Quota-
tions are now $2.50 barrel, with advances
expected. Flour has advaneed 20e, and
Manitoba is now quoted at $9.65 and On-
tario at $8.80. Breakfast bacon is up to
24-25¢; roll, 20-21e. Pure lard is firm at
1814-19¢. Gravenstein apples are now
on the market at $2 to $4 barrel.

Merchants report Dbusiness good
throughout the provinee. The volume
of trade is well up to standard, and col-
lections are satisfactory.

SASKATCHEWAN MARKETS

By Wire.
Regina, Sask., Sept. 27.—Rains have
amain retarded threshing. The labor

sitnation is serious in many parts of the
provinces. Flour has advanced to $4.40.
Advances are expected on lard, rolled
oats, and sugar.

Butter has also advanced, and eream-
ery is now quoted at 35¢: dairy at 27c.
Cheese is quoted 2334-2474e. New prices
are expected on canned goods.
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FRUIT AND VEGETABLES
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Imported Fruits
Less In Demand

Canadian Orchards Come into their
Own on Montreal Market for
Green Stuffs and Fruits.

Montreal

FRUIT AND VEGETABLES.—This
week the Canadian orchard produets
placed the California fruits in the
background as far as Montreal was ¢on-
cerned. The demand was better for
(anadian pears than for the Californian
varieties, in spite of fancy and attrac-
tive packing. Good prices were ruling
too, from $2.50 to $3.00 per box, as com-
pared with $1.25 to $2.50 of last week.
The St. Lawrence apple arrived on the
market, and hailed with due re-
spect and admiration, fetching prices
from $2.50 to $3.50 per barrel. Bananas
are still a little scarce and high priced,
the ‘‘ big Jumbo ’’ bunches fetching
$3.00 or even $3.25, but smaller bunches
could be had cheaper. In general, the
fruit situation shows a firming tendency
as regards apples, though a big erop,
cood qualities, and good demand are
anticipated for the Canadian apple.
Vegetables show some changes in price
as compared with last week, and the
radish is practically off tie market
now. (Carrots are cheaper, cauliflower

was

a shade higher priced, squash and head
lettuce a little easier, owing to better
supplies.  There is a good steady de-
mand for both fruit and vegetables at
higher other foodstuffs
inereasing the proportion of vegetables
cooKing, A better demand is
expected for apples generally in Mon-
treal when the immediate loecal supply
ooes off the market. Amongst Califor-
nia fruits going off the market
Tokay grapes.

California Tokay grapes
California Malagas

Pears
Colorado peaches

present, cost of

used in

are

P BRE

2

® spen

Alexander apples
Duchess apples .......
Yellow transparent am-]en g

B arors e L e a2 8

o erare e L .
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Apples
\\\nllhv \pplc-

Beets, per doz. bunches

Beets, per bag

Beans, wax and green, per bag ..
Carrots, new, per doe. buncha..
Carrots, per bag oy
Cabbage, per doz. .

Cncumbers, per doz.

Cneumbers, pickling, per box
Celery, per doz.

Lettnee, head, per doz.

Lettuce, curly, per doz. .
Lettuce, Romaine, dov. ...
mions, per doz. bunches .
Onions, per bag 76 Tha

Onions, pickling, per pail 20 Tha
Tumips, per bag

Pt De OO N "D DOO~DD
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Vegetable marrow,
Tomatoes, per box
Tomatoes, yellow, preserving, box.
Squash, per doz.

Egg plant, Montreal, doz
Caulitlower, per doz.

Sweet potatoes, per hamper 60 Ibs.
Watercress, per doz. bunches ..
Parsley, per doz. bunches ....
Mint, per doz. bunches ..

Com, per doz. ........

Pumpkin, per doz. ..

Potatoes, Montreal,

per doz. ....

I DOOO IS
ABEREBASBFASS

Cranberries Here
--Lemons Lower

Canadian Pears Shghtly Lower—
Grapes a Trifle Easier.
Market Quiet

Toronto— —_—

FRUIT.—The first eranberries of the
season arrived last week, and are selling
at $9 and $9.50 a barrel. Demand was
richt at the beginning, but has
slacked somewhat since.  Peaches are
not generally of such good quality now,
and this may be. the reason for the
slight declines registered. Price for St.
Johns is 35 to 60 cents. Plums offered
are not of the choicest variety, and the
trade is not buying any many.
Prices are also lower. The melon group
is about off the market, after what is
regarded as a Ontario
grapes, both blue and green, are coming
in in great numbers, and this has had a
tendency to shorten the range of prices.
Lemons show a steadier feeling, and a
decline of 50 cents case in bhoth brands
was registered. The market is some-
what quiet this week. Summer weather
has dropped but it is between seasons,
and trade is not healthy.

Apples,

L'(H)(l

too

good secason.

yellow harv't and astrach'n,
Duchess, barrel
Bananas, bunch
Cranberries, bbl
Oranges—
Tate Valencias,
Grapes, Cal.,
Ontario,
Lemons, \u-hlh case
California, 420's ...
360°s-300"s
Limes, per 100 ... sooe
Pears, boxes ....
Canadian, 6-qt. bkt .
M-qt.  bkt.
Peaches, Elbertas, case ...
eaches, Crawfords, late ...
Peaches, 8t. John freestone,
Crawfords, 11-qt.
Crawfords, 6-qt.
Plums—
Rradshaws, Lombards, IHJL
Green Gage, 11-qt.
Plums, 4 baskets

11 qt.

L1 3 3

1-qt.

WD COOMHNODIN=IIIDWDN BRUD
SRT HAVTLIBJISIILIT
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VEGETABLES.—Potatoes show a de-
cline this week. They are coming more
freelv now, hut there was a slackness
to be noticed in demand, particnlarly
for British Columbias and Delawares.
Carrots sell at 40 cents for 1l-cuart
basket. colder weather having stimu-
lated the demand to some slight extent.
Corn sel's anywhere from 10 to 30 cents

a doz. The quality is not extra special
except at top price. Green beans are
somewhat slow now. They are lower.
So are wax at 65 cents. Colder weather
continues to stimulate general trade,
particularly in heavier vegetables.

Cabbage, Canada, doz.
Beets, basket
Beans, green
Beans, wax ..
Carrots, basket
Carrots, bag 75 ibs. .....
Celery, Canadian, dozen
Com, doz. .
Cucnmbers, basket ....
Gherkins, small,
Eggplant, 11-qt.
Onions—
Bpanish, crate 120 Ibs.
Silver skin, pickling, um .
Peppers, green, basket. >
Red, 1l-qt.
Potatoes—
New Brunswick, Delewares, 30-1h. sacks
Sweet, New Jersey, hamper .
Ontario, %0-1b. bag ....
Squash, summer, basket .
Tomatoes, Canadian, 11-qt.
Ontario, 90-1b,
G6-qt. basket
Vegetable marrow,

Ok CHOSOmOSSDO-

SRS LALS
TURBIVRS LHASH JLTLEESTBEH

SORODNRI

11-qt.

DROP IN FRUIT PRICES

Winnipeg—

FRUIT AND VEGETABLES.—Can-
taloupes have taken another decline and
those on the market are now selling for
4.00. The season is nearing the end.
Grapefmit are now arriving from Ja-
maica, and the price is 9.00 per case.
Alberta peaches have dropped to 1.10
per crate. Bartlett pears are up to 3.00.
Crabapples are now off the market. Tta-
lian prunes are now cheaper—in 4 has-
pets 1.50, and peach haskets 1.15.

Fresh Prite—
Anples, Washington. box
Apples, Duchess, No. 1 ..
Apples, Dnchess, No. 2
Rananas, 1b,
Cantalonpes, crate,
Grapefrnit, case .
Grapes, 'nlﬂnmll (‘rnl'
Grapes, Tokays .
Valmela oranges,
Califomia lemons
Peaches, crate .
Prunes, Ttalian,
Prones, Ttalian,

Vegetahles—
B.C. potatoes. new, Th. . T i
R.C. onfons, 1001b. crates .............
Spanish onions, case
Tomatoes, B.C., crate, 4 haskets. .
Tomatoes, Ontario. 11-qt. basket

.__4’___
CHAMBLY CANNING CO., LTD.—OF-
FICTAL OPENING OF NEW
CANNERY AT CHAMBLY.

The officia’ opening of the factory of
the Cie des Conserves de Chambly, or
Chawhly Canning Co.. oceurred at
Chambly on Sent. 18th, in the presence
of several hundred peonle that inelnded
leading men of the provinee. The new
‘ndustry will emplov between 100 and
250 peovle, and will directly effect the
1.000 farmers adjoining the factory. The
latter is 100 ft. by 40 ft., with a capa-
city of 2400 tine of tomatoes per hour,
The ehief officials of the new eoncern
are: Alfred Simard, president, and
Ric¢hard Weiss. viee-president.

F

Jamaica
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FISH AND OYSTERS

All Lake Fish In
Good Demand

Jewish Holidays Help Some. Sea Fish
Seem to be Scarcer Than Ever
on the Coast.

Montreal

FISH AND OYSTERS.—The feature
of the fish market this week is the ad-
vent of the Jewish holidays, which fell
on Thursday, creating quite a large de-
mand for all kinds of lake fish, parti-
cularly pickerel and dore, pike, and
whitefish, also earp, perch, mullets, and
so forth. Prospects were for short
supplies, consequently firm prices pre-
vailed, and this firmness prevails
steadily. News from the Pacific Coast
is not encouraging. Fishing there is
expectations, and though
prices are high, there are small pros-
pects of better figures for some  time.
The for Brook Trout be-
gins on October 1st, but the season for
the suceulent shell oyster in this country
is now beginning. The demand for all
kinds of bivalves is inereasing with
the advent of the colder weather. The
prospects are for a busy season. Smoked
fish such as
bloaters are in demand, though
from secareity of raw materials prices
are firming up a little,

not up to

close season

haddies.
good

kippers. and

SMOKED FISH

Haddies, per Ib., new cured
Haddies, fillets, per 1h. ... ... .
Diighy herring, per bunile of 5 boxes
Smoked boneless herring, 10-1b. box

PRAWNS, SHRIMPS,

Lobsters, medinum and large, 1b...
Prawns, [(mperial eal. hah
Shrimps, Imperial gal.

Secallops ...

LOBSTERS

wwwUe

BE 255 RSEN

FRESH
Halibut TSN .
Haddock, fancy, express, 1b
Mackerel, each T T T
Steak, cod, fancy, express, Ib,
Flonnders ... R A
Wonmnders.  New York .
Salmon, Western ......
Salmon, Gaspe

FRPSH LAKE FISH

Carp, 1b. o ian ss¥p
IS, T ovsoverinssony peineca

)

ososPo0. oo
RERGEERR o38n

Swondfish

Oysters—
Selected, gal.
Ordinary, gal.
Malpeqne shell oysters, per bbl. .,
Cane Cod shell aysters, per bbl
Scallops (per gal) .
Clams (med.) per bbl.

WO TS IS e i
suzsE=

HALIBUT IS HIGHER:
WHITEFISH DOWN

Toronto—

FISH.—Changes in fish levels are few
this week. Whitefish is now as low as
13¢, though some fish men are getting
higher prices, according to quality. It is
still searce, but during the latter end of
last week demand was poor; hence the
decline.  The Western halibut is very
short, and once more price took a jump.
It sel's now for 16e, a cent and a half
above last week's level. It is expected
that halibut will remain secaree right
through the winter. Oyster seasom is
now well under way. Standards sell at
$#2 a gallon. So do selects. There is an
excellent demand for both. Fish men say
the public is getting down to econsidering
oysters a good dish and a necessity, in-
stead of thinking of it as a luxury.
Hotels have been buying heavily this
last week. There is no change in lobster,
though quoted
tained.

prices are well main-
Fish business generally is very
healthy, people apparently finding meat
so high and fish sueh an excellent sub-
stitute.

SMOKED FISH.
Haddies, per 1b., new cured ...
Haddies, fillets, per 1b, .
Digby herring, box
Smoked boneless herring, 10-1b. box
SHRIMPS, LOBSTERS

Lobsters, medium and large, per b
Shrimps—

1 gallon

2 gallons .

4 gallons

Steak, cod, fancy, express, Ib
Flounders

Flounders, New York
Salmon, Western

FRESH LAKE FISH.

cosced
233523

Pike. 1h,
Whitefish, 1b.
Herrings, 1b.
Lake trout
Oysters
Standards
Selects, gal

222>
SR0R

Scarcity of Fish
At Winnipeg

Poultry Arriving More Freely—Prices
Expected to Decline

Winnipeg— ——

FISH AND POULTRY.—Wholesale
dealers report a seareity in all lines of
fish, with the exeception of pickerel,
which is not over plentiful. Poultry is
reported to be arriving more freely, and
prices are expected to take a drop be-
fore lone. In the meantime, fowl is
bringing 21¢ to 22¢ and roasting chicken
28e. Steak eod has jumped to 13V%e
per 1b.

Fish—
Fresh salmon
Fresh halibnt
Steak, cod, per 1b. ...... .
Lake Winnipeg whitefish .
Fresh finnan haddie .
Kippers, per box
Fresh lake trount,
Bloaters, per box
Salt mackerel, 20-1b. kit
Pickerel, 1b.

Poultry, Live—
Fowl
Roasting chickens, 1b.

__..@___

SIDE OF BREAD
QUESTION

(Continued from page 19.)

WO OSOD
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GROCERS’

Two Courses Open

Two eourses seem to be open. In the
case of the Toronto grocers, they ap-
pointed a committee to go and eonfer
with the bakers with a view to getting
them to lower their price from 14 cents
to 13 cents. If this can’t be done, either
the grocers will raise their price to the
consumer a cent beyond the bakers’ or
else they will have to quit handling
bread.

What the outeome of the conferring
between the grocers and the bakers will
be, none can tell as yet. It does not
seem likely, however, that the bpakers
will lower their price to the grocer. If
not, grocers must take one of the two
courses indicated.

[t may be interesting, for the benefit
ol those who urge that flour and wheat
have not advanced so much as to war-
rant an inerease in the price of hread
on the part of the bakers, to give the fol-
lowing eomparisons:
2nd Pat.

Flour
Barrel,

£5.20

6.10
7.20

1st Pat.
Flour
Barrel.
£5.80
6.60
.90
and
810
7.00
5.5
7.20
f.50
1.90
R.60

Wheat
Barrel
Aug. 3, .8 08y
Nov, ¢
Feb,

May
Aug.
Nov,
Feh.
May
Aug.
Sept.

6.70
6.00
.40
10

The loaf has increased in price to the
eonsumer 331/13 per ecent. sinece war
broke out. Bat flour has inereased 48.2
per cent. FEven at that flour levels at
present are still below the parity of
wheat.

POSITION WANTED

FOUNG MARRIED

experience
general store
with prospects
ences supplied.
Mountain, Ont,

MAN, SEVEN YEARS
as clerk, four years as manager,
wants good position at once,
of advancement, good refer-
Reply to H. 1. Barkley, South
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A3 FLOUR AND CEREALS
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Flour Again Rises
Twenty Cents

Low Grade of Wheat, Which Mills More
Bushels to the Barrel of Flour, Re-
sponsible for the Latest Increase
Montreal

FLOUR AND FEEDS.—With unex-
pected suddenness, although the market
was known to be steadily firming, flour
rose 20¢ per barrel on Monday morning,
September 25, just as the newspaper bul-
letins were announcing the increase of
bread prices in New York. That bread
prices will increase soon in Montreal
also seems almost a foregone conclusion.
Some hint at October 1 as the date of an
announcement in this connection by the
bakers. The demand for flour and for
feeds continues phenomenal, but in the
flour demand there is now noticed a ten-
dency to the buying of the less superior
orades to offset the increase in price.
Millers are of opinion that the publie
have at last realized the faet that the
wheat harvest this year has been prae-
tieally cut in two by the rust, an unpre-
cedented occurrence on this seale in the
Dominion so far. Early wheat crop re-
ports had been so favorable that it has
taken the people till now to realize the
truth. Now flour buyers are busily get-
ting what they can at the best prices
possible, anticipating further inereases.
One great reason for the increased
prices of flour is the fact that owing to
the low grade of this year’s crop, a
larger percemtage of wheat is required
per barrel of flour; at least half a bushel
more of wheat is required per barrel.
Oats also experienced a strong market,
and advanced 3¢ per bushel, with fur-
ther advances looked for. The feed
sibuation is unchanged from last week,
except that prices will be found shading
upwards still. The demand for feeds far
exceeds the supply. In the quotations
given below it will be noted that prices
vary quite comsiderably for the mill
feeds known as special middlings and
feed flour. These prices depend on
qualities which vary according to the
mills marketing the feeds. There is no
standard for these feeds.

Per bbl. dl'h.

s

B
sssss

Special middlings
Feed flour $
Feed oats, per bushe

FLOUR AND OATS UP
AT WINNIPEG

Just as CANADIAN GROCER is go-
ing to press, a wire from Winnipeg an-
nounces an advance in flour to $8.60,
and rolled oats to $2.70.

Cereals Firm Up
As Flour Rises

Rolled Oats and Oatmeals Increase in
Price, and Other Cereals show
Firming Tendencies.

Montreal

CEREALS.—In keeping with wheat
products, cereals show increased prices
and a firming market this week in Mon-
treal. Oats have gone up 3 cents per
bushel, and word from Winnipeg was
to the effect that further rises might be
expected. In consequence, the price of
rolled oats, which has been hovering
around the $3.00 mark, mostly 10 or 12
cents above it, went firming up to $3.20
to the jobber for large orders, and even
$3.50 for smaller business. Oatmeal
rose from $3.40 or less of last week, to
$3.50 per 98-1b. bag.
at $3.50 and firming.
Barley, pearl, 98 lbs, ..
Barley, pot, %8-1bs. ...
Buckwheat grits, 8 1bs.
Com flour, 98 Jbs,
Cormnmeal, yellow, 8 v
Graham flour, 98 Ibs.
Hominy, granulated, 98 The. .
Hominy, pearl, 98 Ibs. ....
Oatmeal, standard, 98 lhe. ..
Oatmeal, granulated, 98 Ibs.
Peas, Canadian, boiling,
Rolled oats, %0-1b. bags
Rolled wheat, 100-}b. bbls, ..
Rye flour, 98 Ihs.

Whole wheat flour, 98
Wheatlets, 98

Rolled wheat was

Lt R R P L e L
S5B3E3TTIIGRRA2A

Flour Advances
P_x_tlother 20c.

Wheat Market Soaring. Highest Point
in Year Touched this Week. Ontario
and Manitoba Flour Strong.

Toronto—

FLOUR.—There has been an advance
of 20 cents in all grades of Manitoba
and Ontario winter wheat flour this
week, making first patents in ear lots
$#8.80 and Ontario $7.30. Both are con-
sequent upon soaring wheat values. Last
week No. 1 Northern, track bay ports,
was worth $1.70%%5 Monday it closed at
$1.75. Allowing for transportation
charges, the average miller at outside
points would have to pay $1.78 for a

bushel of wheat, and $1.80 for old wheat.
One of the reasons assigned is the
drought in Argentine. Flour levels ad-
vanced 20 cents in sympathy. They are
still, however, below the parity of wheat
values. The opinion is expressed in some
quarters that $10 flour is a possibility
this winter. The wheat market does not
even yet convince anybody that it is
through with pyrotechnics. There is
a big export demand for wheat. For
flour, it is chiefly Government buying
that makes expont accounts heavy.
Manitoba Wheat Flour—

First patents .

Second patents .

Strong bakers .. ¢
Ontario winter wheat flour, %0 per cent...

BARLEY AND CORNMEAL
HIGHER: PEAS VERY STRONG

Toronto So—
CEREALS.—The rise in the wheat
market has affected cereals sympatheti-
cally, even if they had not cause, of
themselves, for strength. Oats were up
4 cents during the week in Winnipeg
for October and December oats, result-
ing in ‘a rise in rolled oats here to $4.00.
Some millers are slightly under that
level, but it is fairly general. Oatmeal
has also advanced, though quotations
hereunder cover it. The ecorn erop
seems to be very poor. Bad crop and a
real scarcity make it hard to get. Peas
are very scarce and higher prices are
being asked for boiling teas. Barley,
both pearl and pot, have had an impor-
tant advance, and we quote $5.00 to
$5.50 for the former, with a very firm

P N L
SEBESSLLSSEERENS

ONTARIO OATS A TRIFLE EASIER
Torente

FEEDS.—There is no change in the
major feeds, though all retain their
strength on an excellent buying demand
from all quarters. Poor cereal crops
mean good demand for bran and oats and
millers find good business. Feed flour
sells well at $2.25. Ontario oats show a
slight easing, and quotations are 52 to

(Continued on page 40.)
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Quality FERHANILNY 4 Food

RNy

then Price R I 2 | Not a Fad

Quality—all of them

that’s why their sales are constantly growing.

Tillson’s “Scotch’’ Health Bran

is deliciously nourishing and easily digested. It is
espeeially beneficial to all with impaired digestion. The
first sale always means repeat business.

Tillson’s Rolled Oats

has a well-established reputation among dealers for
quick-selling popularity. The public have recognized
in it a food of splendid body-building qualities.

Tillson’s “Scotch” Oatmeal

The kind that makes delicious, real old-fashioned por-
ridge. Quick, casy sales are the rule where this quality
line is displayed.

Ask for our Free Window Display.

It helps you towards bigger profits,
and steady business.

Canadian Cereal and Flour Mills Co.

LIMITED
TORONTO .CANADA




September 29, 1916.

Good Business in Unusual Meats

Western Ontario Grocer Has Quite a Grade in Sausage, Bologna and . Frankfurters—
How One Man Capitalized ‘“‘Sunday’’ Sausage Day—Now is Excellent Time
for Trade in These Lines.

ROVISIONS, with many grocers,
P inclndes hams and bacoms, so far
as meats are concerned, while the
provision department usually takes in
these lines, plus butter, eggs and cheese.
Something by way of practical experi-
ence from a grocer who has handled
lines like sausage, Bologna, and Frank-
furters, will be interesting to such of the
trade as have never tried out these lines.
James Galbraith, grocer, of Sarnia,
has found that by steady effort he has
developed quite a trade in these lines.
Discussing the matter with CANADIAN
GROCER, he said:—

] didn’t handle them from the first.
What started me was the casual enquiry,
every now and then, as to whether or
no I kept such lines as sausage or Bo-
logna. I had to say no, and while I was
not probably missing much trade, still
I was missing some, which might be the
nueleus of a larger business I could
build up.”’

“So T got these lines in. Not only
did I present them, fresh and appeal-
ing, in my provision department, but I
displayed them in the window along with
butter and eges and such lines of meat
as bacons and hams, which I have al-
ways carried. 1 found very soon that I
had a ready sale for them. It has to
be built up. I systematically pushed
these new lines with customers. When
anyone wounld come in for anything at
all, T would ask them if they had tried
these new meats I had got in. Did they
care to try the sausage? Were they
fond of cood bologna? Gradually I
made a dint, and my trade in them has
grown to good proportiofs.

Small Stock; Replenished Often

“‘One thing is important in handlin2
lines of this kind. That is, not to earry
too heavy a line. This is often the rea-
son why trade remains limited. If a
man is starting up to handle this sort
of meat for the first time and he gets in
too hig a stock, some of it is left over
and it is not always fresh. Thus, the
man is handieapped from the first, for
people will not buy foods not perfeetly
fresh. Instead of going ahead, be finds
that people are not interested in his
new venture, and his labor and money
spent on installing these lines is so much
loss. Quality first is a motto which eer-
tainly is the only one in handling meats
of any description. It can be best se-
‘eured by buying often and turning over
the stuff quiekly.”’

Now is the season of the year when
grocers have a good opportunity either
for commencing to handle some of these
meats or for developing them, where
already handled, to bigger proportions.
For not only do they appeal as a sum-
mer dish, but they are also excellent
food for winter days. This is particu-
larly true of sausage and Frankfurters.
Nothing eould be more appealing as a
winter breakfast than a dish of sau-
sage or Frankfurter., Many people are
getting to appreciate these dishes as a
change from the ordinary egg or egg
et cetera breakfast. Now is the time to
get after this trade. Advertise in the
daily in your town the merit of sausage
as a winter dish. Not alone for break-
fast is it delightful, but also for lun-
cheon, and it is always easily prepared
and quickly gotten on the table. These
are points which will appeal to the
housewife as reasons why, if she has
never bothered with them heretofore,
she should do so now.

Sunday—Sausage Day

The writer knows of one grocer who
has built up quite a trade by having a
slogan for many years, ‘‘Sunday—Sau-
sage Day.’’ He sells an enormous bunch
of people sausages for Sunday break-
fast. The way in which he got to have
that trade was by suggesting in every
possible way that Sunday’s breakfast
should be a little different from other
days, and that by having sausage in-
stead of ham or bacon and eggs, would
make it different. He advertised this
in the daily in his town. He had eards
printed and established it as a slogan
in his store. He furthered the idea in
his window displays. Finally, he got
all his clerks and himself talking about
it to any and every customer when they
came in. And now, in his town, people
would as soon think of flying as having
a Sunday breakfast without some of
S-—'s sausage. Think what business it
means for him on Saturday!

Those grocers who heretofore have
not handled these lines should give them
a trial. They are always tasty, easy to
prepare, moderate in price, and they
furnish a line which a grocer can han-
dle with ease, thus giving him a part
of the trade which otherwise would go
to the butcher.

e

George A. Stone, one of the leading
merchandise brokers of Vaneouver, B.C.
is in Montfeal this week.

FIGURING PROFITS.

In a recent issue of ‘‘‘Canadian
Grocer’’, a short article appeared on
how to figure profits. The following
letter takes éxception to the article in
question, if it bé a broad rule to go on,
and no exception cited. This letter con-
tains a distinetly good point and we
reproduce it for the benefit of the trade.

‘“There could not be a greater fallacy
than the contention that the only proper
method to figure profits is on a percent-
age basis which is easily illustrated as
follows:—Take butter whieh is quoted
in this article. Suppose it costs 20c
and is sold at a profit of 4¢ per pound,
a merchant who sells fifty pounds per
day would make a gross profit of prac-
tically $600 in a year. If the cost was
30¢ and he sold at the same percentage
of profit he would sell at 6e profit, giv-
ing a gross profit of $900, The extra
cost to him in selling butter at 36e as
compared with 24¢ would be interest, in-
surance and bad debts.

The interest charge on the extra in-
vestment reckoning that he would earry
an average of a months stock would be
about $7.00. Insurance, providing he
paid 2 per cent. per aanum would be
$2.50, and the extra loss in bad debts
through the higher price on the basis of
2 per cent. loss of the year’s turn-over,
which is of course pretty heavy, would
be about $30, or say a total of $40.
extra cost in selling butter at 36e in-
stead of 24¢ or a gross profit after de-
dueting the extra charges of $860 as
compared with $600.

There is of course nothing to justify
this extra profit and merchants wounld
never think of exacting it unless they
did it blindly through following the
percentage method of fixing prices and
in these times when prices have advanced
so tremendously it would be nothing but
extortion for such extra profits to be
exacted. On the other hand if profits
now figured on a percentage basis only
yield a fair return on the ecapital to
the merchant, when prices decline 25 or

‘50 per cent. the same percentage of pro-

fit would mean ruin very quickly.

I have not been able to disecover any
cut and dried method of fixing profits.
It takes some business training coupled
with a fair amount of common sense.

‘“Yours Ete. Subseriber.”’
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PRODUCE AND PROVISIONS

Live and Dressed
Hogs Are Firm

Boiled Hams a Shade Up in Price, But
Provisions Otherwise Remain Priced
as Last Week
Montreal —

PROVISIONS. is no speecial
dhange to report in prices of provisions
this week in Montreal, though the price
of live hogs continues high, and this
notwithstanding the faet that deliveries
are increasing. The firm market can be
attributed to a good export demand.
Prices of dressed hogs went up by about
half a cent per lb. to 17¢, and for live
hogs the price firmed by 14¢ in propor-
tion. The local market for hogs is firm.
A shading upwards will be noticed in
the prices for boiled hams, otherwise
prices for provisions remain as last
week. With the Jewish holidays com-
ing this week a brisk demand is expect-
ed for poultry, prices of which are as
last week, and market eonditions much

the same.
Hams—
0% 0 5%
05 0 D%
B 0 D%
0% 0%
on 0%
.05 0
X L4
l'icﬂed muu—lc
Dry Salt Meats—
Long clear bacon, 018 019
Long clear bacon, 018% 019%
PR QI B o cciiesssovirssscnnspacenie 017 018
Cooked Meats—
Hams, boiled, per lb. .. . 0% 038
Hams, roast, per Ib. . 03% ox
8hou)derl boiled, per . . 030% 0!1&
Shoulders o,rast, per lb. a on
Lard, Pure—
Tierces, 400 1bs., per Ib, 01T%
Tubs, 80 M08 ...0..cnnennn 017%
PRI cvisrsaavisvassrasese 018
Bricks, 1 Ib., per lb, 019
Lard, Compound-
Tierces, #0 Ibs., per Ib................. ou 0 4%
M. O T osiiacotiveninaninaonnencsss 0 15%
Plﬂl R, PO e cviicrnnccnsscsnnss 014%
Bricks, 1 1b., per Ib. ..... 0 15%
H
18 00

. _abattoir killed ..
Lvie, fed and watered ...

BUTTER UP AGAIN:
EGGS UNCHANGED
Montreal—

BUTTER AND EGGQ —The market
for butter remains steady. During the
past week receipts of butter in Mont-

real were 21,902 boxes, as compared with
9,212 for the corresponding week last
year. Cowansville sales were steady at
36e, or a shade of ¢ lower than last
week’s price.  Shipments for export
eontinue considerable, and, taking every-
thing into aceount, there is a firm mar-
ket for butter. If there is any change
at all it will be upward, declare leadinz
men on the market.

Receipts of eggs in Montreal for the
week ending September 23rd were 17.-
262 cases, as compared with 13,387 cases
for the corresponding week last year.
Receipts of eggs may soon be expected
to show the season’s natural decrease.
Already most dealers are using cold
storage eggs to fill part of their local
orders. The market for eges in the coun-
try is nominally 31e to 32e¢ f.o.b.

Eggs—

New lalds, cartons .........cocevviennnnse
New laids, ex-cartons
TIRTRRP ¢ vessnsibbasssasncissasvsoseinrecess

Butter—

oo

Creamery, solids ........
Dairy prints, choice, 1b.
Dairy prints, Ibs., in tubs...

#
OlOOO
HugE 8a6

—_—

FIRMER PRICES AND

DEMAND FOR CHEESE
Montreal

CHEESE.—There were received in
Montreal for the week ending Septem-
ber 23rd, 74,797 boxes of cheese as com-
pared with 56,560 boxes for the same
week last year. The supply is slightly
less than that for the previous week
this -year, and prices showed a firmer
tendency. Further export buying was

expected owing to cables showing a bet-

ter situation on the British market.
Country prices to buyers shaded firmer
from 1934e. to 201%e.

PRICES OF HONEY
REMAIN UNCHANGED
Montreal
HONEY.—With a tendeney to better
demand, perhaps because of the in-
creased cost of butter, the market for
honey remains much the same this week
in Montreal as it was last week. Prices
showed no alteration for large supplies,
but the firming tendencies of the mar--
kets in general affected response to en-
quiry for smaller amounts of this whole-
some food.

Honey—
White clover, in tins, per Ib.......... 010
Buckwheat, per Ib. .........
White clover, in comb
Brown clover, in comb

—
=

ecoce
58

w010

—
=

Lard Is Higher
--Hogs Keep Firm

Quarter Cent is Rise Recorded—This
Applies to Both Lard and
Shortening
Toronte—
PROVISIONS.—There is no advance
in hogs this week. Deliveries are a
little better and demand is not heavier
than supply. Export market is some-
what quiet, and it was felt last week
that the advance was hardly supported
by export situation. All levels are weil
maintained, however. Bacons and meats
generally are strong, without being ac-
tually upward. Lard and shortening
prices are all advanced a quarter of a

cent, on a firm buying market.

Hams—
Light, per 1b.
Medium, per Ib.
Large, per Ib. ..

Backs—
Plain
Boneless, per Ib.

Bacon—
Bro]lklut.

Pickled meats—lc less than
Dry Salt Meats—

Long clear bacon, ton lots ............. 0

Long clear bacon, small lots .......... 018% 019

Fat backs, Ib. 0

Cooked Meats—

pe 3
Shouldorl bmled per 1b.
Shoulders, roast, per Ib.
Lard. Pure—
Tierces, 400 Ibs., per 1b.
Tubs, 60 1bs.
PRIM: iciiosscvasguns | niparsngs
Bricks, 1 Ib., per lb.
Lard, Compound—
Tierces, 400 1bs, per b ..............
TUIDR oo Che sV urBroba ) wana s ex Ghorshnund
Palle; I I DOP T cevicnciniinarsiins
Bricks, 1 b, per 1b.

H
Dressed, abattoir killed
Live, fed and watered ..
Live, off cars ...........
Blve, - LA oioiindiiis

CREAMERY BUTTER
GOES HIGHER

Toronto—

BUTTER.—Prices of ereamery butter
are up another cent this week. This
seems to be the result of the light de-
liveries, resultant upon lack of rains,
which meant insufficient pasture and
poor food. The condition exists pretty
well all over the provinee. Demand 1s
very heavy, and export business is again
a factor, so that the two make for a
tight market. When inside feeding be-
gins lower levels may be looked for, al-
though no butter men think much of
prospects of lower prieés for some time.
Dairy butter and bakers’ is also higher
on inadequate supplies and insistent de-
mand.
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Creamery, prints
Creamery, solids

Dairy prints, choice, 1b.
Dairy prints, 1

STORAGE EGGS ARE
BEING EXPORTED

Toronto—

EGGS.—Storage eggs being exported
has had a firming-up effect upon priees,
and, coupled with home demand, has
boosted price of - storage to 36c¢ as top
level. This is pretty general among pro-
duce men. Even that level is not so
high as general country prices. New-
laids are unchanged at the exceedingly
high levels recently quoted. Few are com-
ing, and those arriving are eagerly snap-
ped up. Business, however, is not heavy
in new-laids; storage take up most
people’s attention. Cold weather con-
tinuing has made storage eges swing into
their stride. The market is somewhat
dull and featureless this week.

Eggs—
New laids, ex-cartons .

No. 1 storage, ex-cartons
New laids, cartoas

CHEESE 1S FIRM, BUT
NOT ACTUALLY HIGHER
Toronto—

CHEESE.—The market rallied
again from last week's slight easement.
but no higher prices are generally re-
corded, Most houses sell as quoted be-
low, though one coneern’s quotations are
half a cent 'higher. Export business
still eontinues to govern domestic levels.
Situation in England is certainly strong,
with good heavy demand. The domestic
demand is fair to middling: needless to
say, without export boosting its levels
on domestie buying account alone would

not need to be so high.
Cheese—
Checse, large, per lb.
New, twins, per Jb. ..
Sept., large, per 1b. .
Sept., twins, per 1b.
Sept., triplets, per 1h

GOOD ALL-ROUND
DEMAND FOR POULTRY
Toronto

POULTRY.—There are no advances
recorded this week. The market is some-
whiat featureless, buying and selling be-
ing small, eomparatively speaking, and
no. unusual point marking business.
Spring broilers continue in fair demand.
They se!l at 19¢ to 20¢, with higher price
fairly general. Old fowl moves fairly
well.

has

Spring broilers, 1% to 2 1bs
Ol fowl

Ducks, old ...

Ducks, young ...

Turkeys, old Tom!

HONEY PRICES FIRM,
BUT NOT HIGHER
Torento—

HONEY.—Stocks are coming in fairly
well now, thouch so far there has been
no easing off in price of clover honey.
Demand is fairly good. ‘‘Better than
usual,”’ one merchant desenibed it. Last
week’s decline in clover honey stimu-
lated trade to some extent. Trade ap-
pears to be buying in larger lots than

‘Ontario oats,

CANADIAN GROCER

heretofore in the opinion of one produce

man. ~
Honey—
Cloyer, 5 and 10-1b. tins
60-1b, tins
Comb, No. 1, doz.

EGGS ADVANCED
4c DURING WEEK

Winnipeg— —_—

PRODUCE AND PROVISIONS.—The
hog situation last weekend was much
the same as on the previous week. Re-
ceipts were still very light, and the price
steady around 11.75 and 12.00. While
there has been mno change in butter
prices, the market remains very firm.
Eggs continue to advance rapidly. No
1 candled eggs are quoted as 32¢, where-
as a week ago they were 29¢. Eggs in
cartons are 35c. Lard and cheese are

the same as last week.
Hams—
Medium, per 1b. ..
Large, per 1b,
Bacon—
Breakfast, per 1b.
Breakfast, select, E
Backs, select, per 1b. .
Backs, regular
Dry Salt Meata—
Long clear bacon, light
Cooked  Meats—
Hams, boiled, per Ib.
Shoulders, boiled, per 1b.
Roast hams, 1b.
Barrelled PPork—
Mess pork, bbl
far, Pure—

011% 012
. 011%

wone oBuwo ¥ eoco o cocse oo
uagu (2 1]

gn B2 RBLEE QIE i,!i: 8 9ue §

Fresh made creamery, No. 1 cartons. ....
Creamery, No. 2

Rest dairy

Regular dai

Fxtras,
No. 1's,
Cheese—
Omtario, large
Ontario, twins

in cartons ..
cases

o0 o5 S2909999

FLOUR AND CEREALS
(Continued from vage 36.)
e, a trifle lower than last week’s level.
Mill Feeds—
Rran
Shorte
Snecial middlines
Feed flonr, W".‘;!l -
ontside pe

——-*§-——-
Feed Situation
_S__till Acute

Millers Unable to Cope With Demand—
Adverse Weather Affects
Deliveries

Winnipeg

FLOUR AND (CEREALS.—First pat-
ents are still $8.30. The wheat market
during the past week has been fluctuat-
ine, with a slieht!ly upward tendency.
This is due to wheat deliveries being in-
terfered with by adverse weather condi-
tions. Rolled oats are still $2.60. and
there is a good demand. Package oats
are beginning to move, and millers look
for ewod business in the fall and winter
months. The feed situation is still very
acute, millers being unable to fill the
Eastern demand, especially for shorts
and middlings.
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Rolled oats, 80 lbs.
Rolled oats, pkgs., family size
Oatmeal, standard
Cornmeal, 98 1bs.
Feeds—

wese

Middlings, ton ...
Mixed chop, ton

i
PRESERVE EGGS BY SEALING

SHELLS
Both the process and effect of eom-
mercial sterilization of eggs—a compar-
atively new method of preventing dete-
rioration—should be interesting to deal-
ers. In California the system has been
employed for several years, but it is just
being taken up in many of the larger:
cities in other sections of the country.
It comsists; in part, of immersing the
ezgs momentarily in a highly heated,
transparent, odorless, and tasteless oil
at high boiling point.,  This treatment
opens the pores of- the shells and en-
-ables the air and gas to escape from
within. In addition, the heat thus ap-
plied solidifies the dual membrane lin-
ing the shell, vuleanizing the two thiek-
nesses and cementing the resulting
tough film to it. The oil furthermore
fills all of the pores, so that the egy is
hermetically sealed on both the interior
and exterior, This prevents the evapor-
ation of the content and also its con-
tamination through contaet with gases
or ligmids. In the case of a fertile egg,
the heat stops embryonic development.
No chemical change takes place and
bacterial life on and in the shell is des-
troyed. Tt is asserted that, if freshly
laid eggs are properly sterilized and
sealed, they may be kept in cold stor-
age for an indefinite period and upon
removal will be found as sound and full

as when treated.
o—

PICNICS

I never saw a picnic spread
That did not have among the eats
Some peanut butter on the bread
And many plates of pickled beets.
—Youngstown Telegram.
And as for the picnic spreads I know
Of many jaunty little trips;
Where all they had was just a row
Of boxes of potato chips.
—Birmingham Age-Herald.
I never to a picnic went—
And this is true, I hope to die—
At which a summer-panted gent
Sat down in a soft custard pie.
—Houstan Daily Herald.
The picnics don’t appeal to me,
With wasps and other bugs that sting.
And garted snakes and flies and skeets
And ants all over everything.
—Detroit Journal.
We've seen a bunck of picnics spread
The picnickers a joyous band
But never let the word be said
That night beside the fruit was
“canned.”

8388 888; 31
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QUALITY

PRODUCTS

CANADIAN GROCER

Grocers of Canada

The broadest, strongest plan of real co-opera-
tion between the grocer and the manufacturer
is the Armour plan. Our object is to make
it easy for 'vou to win, hold and multiply
customers for the famous Armour brands of
Quality Products. No efforts are spared to help
yvou sell what we sell vou. And what a line we
provide!

.erour.'s

TRADE MARK

Ham, Bacon, Lard, Butter,

Eggs, Canned Meats and

Fish, Grape Juice, Soups,
Ketchup, etc.

It will pay you to handle this Quality Pro-
duet line, identified by the Armour Oval Label
in blue and yellow. This oval is a trade-mark
and grade-mark—known and trusted through
all America. It is a real salesman,

A big collection of Store Signs and advertis-
ing material is at your service. Ask the
Armour salesman or write us direct.

ARMOUR A~» COMPANY

LIMITED
HAMILTON - ONTARIO
M

-702

Women are Shy
—Be Careful!

When she asks for
Shirriff's and ac-
cepts something
“Just as good,” say-
ing nothing, are
you sure you are
safe? Why not
be ready next time
with the real good
extract 1nstead of
the “just as good”
—and at least keep
your prestige with
her? It may mean her trade.

Shirriffs
'I'rue Vanilla

1s made by our own secret process
from the best Mexican Vanilla
bean—the world knows no better.
Our process brings out the last
vestige of flavor, taking a whole
year in the process.

Shirriff’s 1s 50 per cent.
stronger than Govern-
ment requirements.

Shirriff’s invariably gives com-
plete satisfaction. Can you think

of something “just as good” to
hold customers with?

Help supply the demand for
Shirriff’'s. Write us.

Imperial ExtractCo.
Toronto

If any advertisement interests you, tear it out now and place with letters to be answered.
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SAUSAGE

EPTEMBER marks
the opening of Saus-
age Season. We are now
booking orders for daily
and weekly shipment and
will be glad to book
yours.

AR

TR

Made Under Government Inspection.

F. W. FEARMAN CO.

LIMITED
HAMILTON

ESTABLISHED 1854

SR

—_— e ——

Freeman’s Dry Air

Refrigerator

We have enlarged
the air circulating
capacity and multi-
plled many times
the air-drying and
ice-saving efficiency
of present day But-
cher Refrigerators
until we have pro-
duced a Refriger-
ator measuring inch
for inch more air
circulating capacity
than any other
made during the
past or present.

This Interior
View

shows our warm air
flue arranged along
the ceiling, where
the largest volume
of warm air rises
to in all cold rooms.
It is placed where
warm air flues are
most needed. These
flues form a hollow
recess for receiving
the warm air; they
discharge the air
from both ends and
convey it above the
ice.

Price list and catalogue Tree and malled
te any address.

Manufactured by the
W. A. FREEMAN CO,, LlMlTED

HAMILTON, . . CANADA

CANADIAN GROCER
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~ QUOTATIONS FOR
PROPRIETARY ARTICLES

SPACE IN THIS DEPARTMENT IS $56
PER INCH PER YEAR

<

LR R

BAKING POWDER
WHITE SWAN SPICES AND
CEREALS, LTD.

Per doz.

5¢ Tins, 4 doz. case, weight

10 Ibs. $
4 oz. Tins, 4 do

weight 20 lbs.
6 oz. Tins, 4 doz. to

weight 25 1bs.
8 oz, Tins, 4 doz. to

weight 25 Ibs.
12 ox. Tins, 4 do

weight 48 Ibs.
16 oz. Tins, 4 doz. to

weight 65 1bs.
3 1b. Tins, 2 doz

weight 86 1bs. 5 00
5 1b. Tins, 1 dos. to

weight 75 1bs.

ROYAL BAKING POWDER

Bbl, lots
or 10 cases
and over
Per doz.

Less than
Size 10 case lots
Per dos.

UOMI&IUV CANNERS, LTD.
JAMS

“Aylmer” Pure Jams and Jellles
Guaranteed Fresh Fruit and
Pure Sugar Only.

Screw Top
Glass Jars
16 ox. glass

2 doz.case

Apricot
Assorted
Blackberry
Blueberry
Currant, Red
Currant, Black
Cherry
Gooseberry ..
Plum
Plum, Green Gage ..........
Pear
Peach
Raspberry, Red
Raspberry, Black
Raspberry and Red Currant.
Raspberry and Gooseberry...
Strawberry
CATSUPS—In Glass Bottlu

% Ptn Delhi Epicure

Red Seal, screw

ops

T‘tn. Delhi Eplcure
Pts., Red Seal
Pts., Tiger
Qts., Delhi Epicure
Qts.,, Red Beal
Qts., Lynn Valley

BAKED BEANS WITH PORK.
Brands—Aylmer, S8imcoe, Quaker,

Little Chief, Log Cabin.
Per dos.

Individual! Baked Beanu‘

doz. to case
1's Baked Beans, P

dos, to cdse
1's Baked Beans, To

Sauce, 4 doz. to case
1's Baked Beans,

Sauce, 4 dox. to _case
2's Raked Beans, Plain, tal

2 dos. to case 1

Family, Plain, $1.40 dos Family,
Tomato q-uce $1.45 d oz Fam-
ily, Chili Sauce. $1.45 dos. I’s,
Plnin, Flats, Aylmer only, $1.70
doz.; 3's, Tomato Sauce, Flats,
Aylmer only, $1.75 doz.; 3's,
Chili Sauce, Flats, Aylmer only,
$1.75 doz. ; 3's, Plain, Tall, $1.95
doz.; ¥s, Tomato Sauce, $2
doz.; 3's, Chili Sauce, $2 doz.
The above 2 doz. to case, 10's,
13 doz. per case, for hotel and
Eeamu rant use (gals.), $5.75

oz

“AYLMER” PURE ORANGH
MARMALADE

10% oz. Gross Jars

Tumblers, Vacuum Top, 2
doz, in case

12 ox. Glass, Screw Top, 2
doz. In case

14 oz. Glass, Screw Top, 2
doz. In case

16 oz. Glass, Screw Top, 2
doz. in case

16 oz. Glass, Tall, Vacuum
Top, 2 doz. in case.

2's Glass, Vacuum Top....

2's.Tin, 2 doz. per case....

4's Tin, 12 palls in crate,
per pail

5s Tin,
per pail

Ts Tin or Wood, 8 palls
in crate

14's Tin or Wood, 4 palls
in crate, per 1b,

30's Tin or Woed, one pall
only, per Ib.

BLUB
Keen's Oxford, per Ib
In 10-1b. lots or case
CEREALS
WHITE 8WAN Per case
Pancake Flour (Self-rising),
2 doz. case, wgt. 00 1bs...$2 70
Biscuit Flour (Self- rllln‘)
2 dos=. to case, weight B0
1bs. 2
Buckwheat Flour (Self-ris-
ing), 2 doz. to case, wght.
50 1bs

8 pails in crate,

Whut Flnkes, per case of 2
dozen 1b¢ packages ......
He-lth Flour, § 1b. bags,

r dos
Klngl Food 2 doz. to case,
weight 95 ibs.
Wheat Kernels,
case, weight 65 1bs.
Barley Crisps, 8 dosz. to case, s &

Flaked Peas, 3 dos. to case,
weight 50 1bs.

COCOA AND CHOCOLATE
THE COWAN CO.,, LTD.

Cocoa— ;
Perfection, 1-1b. tins,’ dos...
Perfection, 3%-1b. tins, dos..
Perfection, 3%-1b. tins, dos..
Perfection, 10c size, dos..
Perfection, 5-1b. tins,
Soluble bulk, No. 1, b
Soluhle bulk, No. 2, 1b.
London Pearl, per 1b.

(Unsweetened Ch 3
Sn reme chocolate, %n, 12-

o
ebocohu.
size, 2 dox. in box, dos... 180

coocoo~e
LVRABUSE
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The big thing for
Grocers to consider

How to take care of the money that crosses the

counter in exchange for merchandise

A good location is important. A clean,
well-arranged store is important. A
good volume of trade is important.

The most important thing of all is to
take care of the money customers pass

over the counter in exchange for mer-
chandise.

National Cash Registers were created
to take care of such money. The fact
that over 1,600,000 have been sold

goes to show how well they do their
work.

If you are not equipped with a complete new model ‘“National’’ it will pay you
to investigate. What is good for all these merchants is surely good for you.

Our new booklet, ‘“Money-Making Hints to Grocers,’’ just off the press. Write
for a copy.

The National Cash Register
Company of Canada, Limited

Christie St., Toronto, Ont.

If any advertisement interests you, tear it out now and place with letters to be answered.




CANADIAN GROCER

AT LAST

WE HAVE THEM
Fibre
Vinegar
Measures

QUART FUNNEL
$2.50 per Set

Used and highly commended by the
Grocery Trade in the
United States.

WALTER WOODS & CO.

HAMILTON and WINNIPEG

PINT

McVitie & Price’s
Famous Biscuits

Shortbreads ..a Qatcakes

Full assortment just arrived for

Montreal stock, ex S.S.
including :(—

“lonian”

Digestive; Abernethy; College,
Bunty and Academy Creams,
assorted Shortbread in Half tins;
Oatcakes in Drums.

For prices and stock list, see our
representatives or write

McVITIE & PRICE of Canada
Limited

MONTREAL

Importers of MeVitie's ‘‘DIGESTIVE,"
the ‘‘Premier Biscuit of’ Britain.”’

.1

Cambridge Sausage, 1s, $3.00; 2s,
$5.50.

Boneless Pigs' Feet, %s,-$1.75;
1s, $2.75; 28, $5.50.

Lambs' Tongues, %e,

Sliced Smoked Beef, tins, 4s,
$1.85; 1s, $2.80; 4s, $15.50.

Sliced Smoked Beef, glass, %s)

$1.50; s, $2.25; 1s,
Tongue, Ham and Veal Pate, %s,
$1.50.

Ham and Veal, %s, $1.20.

Potted and Devilled Meats, tins
—Beef, Ham, Tongue, Veal,
Game, s, 50c; s, $1

Potted Meats, Glass — Chicken,
Ham, “Tongue, %s, $1.50.

Ox Tongues, tins, %s, 3850 1s,
$6.50; 114s, $9.50; 2s, $13

O; Tongues, Glass, 1l%s, 312 2:,
14.

Mincemeat, Hermetically suled
Tins, 1s, 32 28, $3.25; 3s, $4.55;
49, $6.25; Os, $8.

Pails, 25 1bs., 12¢ !b,
50 1b. Tubs, 12¢ 1b.
85 1b. Tubs, 11%ec.
Glass, 1s, $2.30.

Clark’s Peanut Butter — Glass
Jars, ¥, 96¢; %, $1.40; 1, $1.86.
50 1b. Palls, 17c.

Clark’s Peanut Butter—Paills 24
1bs., 17c per 1b

Clark’s Tomato Ketchup, 8 e
$1.25; 12 oz., $1.90; 16 oz., $2.40;
1 nl Jarl, $1.30; 5 zal Jars,
$1.25 per gal.

Pork and Beans, Plain Talls, 1s,
85c; 28, $1.40; 3s, $2; 68, $6.25
12s, $9; 3s, flat, $1.75.
Individuals, 70c doz.

Pork & Beans, Tomato Sc. Talls,
1s, 85c; 2s, 81.40. 3s, $2;
$6.25; 128, $9; 28, flat, Sl'Iﬁ
Individuals, 70¢ doz.

Pork and Beans, Chili, 1s, 85c;
28, tall, $1.40; 3s, flat, $1.75.
Individudls, 70c doz.

Tomato Sauce, 1%s, $1.15; Chill
Sauce, 1%s, $1.15; Plain Sauce,
‘1%s, $1.15.

Pork and Beans, 1%, Chill Sauce,
$1.15 doz.

Vegetarian Baked Beans, Tomato
Sauce, Talls, $1.40.

Clark’s Chateau Chicken Soup,
$1.10.

Clark's Chateau
Soups, 95¢

Clark’s Chateau Concentrated
Soups. No. 1, Assorted, 98¢,

Spaghetti with Tomato and
Cheese, %8s, %c; 1s, $1.30; 8s,
$2.35 dos.

Fluld Beef Cordials, 20 os. btls,,
1 dos. per case, at $10.00 per
dos.

English Plum Puddings, 1s, $2.30
dos.; 2s, $3 dos=.

Concentrated

THE N. K. FAIRBANKS CO.,
LIMITED.

PRICE LIST ON BOAR'S HEAD
LARD COMPOUND TO
RETAILERS.

This price list cancels all pre-
vious ones and is effective at
once. Subject to change without
notice.

All orders received must be

shipped within a period of 20
days.

Advance over tlerce basis for
small packages:

3-1b. tins, 20 to the case, le

over tierces; 5-1b. tins, 12 to the

case, J4c over tierces; 10-1b. tins,

6 to the case, %c over tierces;

20-1b. wood palls, 34¢ over tierces;

i Q-lb. tlb& ¢ over tlerces; nu-
¢ over tierces;

*ﬂ Ke over tierces; plb s,

September 29, 1910.

LAPORTBE, MARTIN, LIMITED
Montreal. Agencies
BASIN DE VICHY WATERS,

L'Admtubu 50 btlea, litre,

Noptuno
San Rival

VICHY LEMONADE
Lu suonnw. 50 Dbtles,

NATUB'AL MINERAL WATER

Evian, Source Cachat, 50
btles, cs.
IMPORTED GINGER ALRB
AND S80DA
Ginger Ale, Trayders, cs., §
doz. pta., dos. 118
Ginger Ale, Trlydeu. es., 8
dox., splits, dos. ...... 0 %
Club Sodl, Trayders, el ‘8
dom. pts., do 108
Club Soda, Trayders, cs., 6
doz., splits, dos. 09
BLACK TBAS

Victoria Blend, 50 and 30-
1b. tins, 1b.

Princess Blend, 50 and 30
Ib. tins, 1b.

JAPAN TEAS
H. L., ch. 90 lbs,, 1b.
Victoria, ch. 90 1bs,, 1b.
COFFEES
Victoria, Java and Mocha
Blend, 1-1b. tim, 1b 0

Victoria, Java and Mocha
Blend, 5, 10, 25, 50-1b.
tins, Ib. (]

Princess, Java and Mecha
Blend, 1-1b. tin, Ib. .... 0 22

MUSTARD
COLMAN'S OR KEEN'S
Per dos. tins
81

Durham, 41b. jar
Durham, 1-1b. jar

JELLY POWDERS

WHITE SWAN SPTCES AND
CBEREALS, LTD.

White Swan, 15 flavors, 1
doz. in handsome counter
carton, per dos.

List Price

WHITE SWAN SPICES AND
CPREALS, TORONTO

5S¢ 10c
Round Oval lith.
litho. dredge.
dredge. 2% os.
Per dos. Per dos.

SPICES

Arrowroot,
tins, 8¢

Cayenne

Celery sailt

Pickling
window front, 90c
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Gunpowders

Shanghai quofations have advanced prices
over 159% during the past week.

CHINA TEAS

Hysons

We have a large selection of spot teas
to offer at lowest prices.

KEARNEY BROS. LIMITED

33 St. Peter St.
MONTREAL

Direct Importers

Established
1874

‘back for that

Your Trade Will Repeat.

MAPLEINE
FLAVORING .

brings back your customers. You
can make no mistake. They come

genuine ‘‘Mapley’’
Tang. A real Am-
erican Flavoring
used for every pur-
pose.

Order from:

Frederick E.

Robson & Co.
285 Front Street E,
Tevonto, Ont.

Mason & Hickey
287 Stanley Street,
Winnipeg, Man.

CRESCENT MFG. COMPANY

SEATTLE, WASH.

One Inch Space
$1.05 Per Issue
on Yearly Order.

Fruits
Bananas
Lemons
Oranges

and also

| All Early

Vegetables

Lemon Bros.
OWEN SOUND, ONT.

THE
B.L.O.E.
(BEST) (LEMONS) (ON) ~(EARTH)

are packed
under

“St. Nicholas”
Brand

J. J. McCabe
Agent

TORONTO

If any advertisement interests you, tear it out now and place with letters to be answered.
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A bigger revenue

will open up to you when you begin
pushing the sales of -

STOP -ON
POLISHES

the permanent polishes that produce the

shine of lasting brilliancy.

Prove for your own satisfaction that

Stop-On polishes are real sellers by

ordering a supply to-day.

Draw your customers’ attention to the

fact that a Stop-Om shine stops on in

damp or foggy weather.

There's a Stop-Om for every shoe—Black, Tan, Ox-Blood,
Nut Brown, and White. Stop-On White is the most per-
manent dressing obtainable for white shoes, It will not
rub off on the clothing.

The strongest, simplest

and best looking
mill made

Before deciding what coffee mill
you will install ask us to show you
where the

Elgin National

excels. Let us prove to you’(hlt
the Elgin will steel-cut coffee faster
than any other mill on the market.
Prove to your own satisfaction that
it costs less than any other mill
and that it will give you a per-
fectly satisfactory service. No. 35
Our Elgin Booklet No. 2 C. tells you all about it.
Send for it today.

WOODRUFF & EDWARDS CO., Elgin, Ill., U.S.A.

No. 40

STARBRAND

“Made in Canada”

Cotton Clothes Lines
and Cotton Twine

Cotton Lines are as cheap as Sisal or Manila
and much better

FOR SALE BY ALL WHOLESALE DEALERS
See that you get them

THE CANADA STARCH CO,,
/TD., EDWARDSBURG
BRANDS and
BRANTFORD BRANDS

Laundry Starches—

Boxes Cents
40 1bs,, Canada Laundry.. .06%
40 1bs., 1 1b. pkg., White

Gloss J
48 1bs., No..1 White or Blue

Starch, 3 1b. cartons ....

100 1bs. kegs, No. 1 White.
200 1bs., bbls.,, No. I white
30 1bs., Edwardsburg Silver

Gloss, 1 Ib. chromo pkgs.
48 1bs., Silver Gloss, in 6

Ib. tin canisters
36 lbs., Silver Gloss, In 6

Ib. draw 1id boxes
100 1bs., kegs, Silver Gloss,

large crystals i
28 1bs., Benson's Satin, 1

1b. cartons, chormo label
40 1bs., Benson's Enamel,

(cold water), per case... 3.00
20 1bs. Casco Refined Potato

Flour, 1 1b. pkgs. ...... 123
Cellulold, 45 cartons, case. 3.75

Culinary Starch

40 lbs.,, W. T. Benson &
Co.'s Celebrated Prepared .08
40 1bs., Canada Pure Corn 06%
(20 1b. boxes ¥c higher)

BRANTFORD STARCH

Ontario and Quebec
Laundry Starches—
Canada Laundry—
Boxes about 40 Ibs.
Acme Gloss Starch—

06%
First Quality White Laundry—
3-1b. canisters, cs. of 3
Barrels, 200 Ibs. st g“
Kegs, 100 Ibs,
Lily White Gloss—

1-1b. fancy carton cases 30
1bs. Y

6-1b. toy trunks, lock and 3
key, 6-1b. toy drum, with
drumsticks, 8 in case ... 08y

Kegs, extra large crystals
100 1bs. s g

Boxes, containing 40 fancy
pkgs., per case ........ .
Celluloid Starches—

Boxes containing 45 cartons,
per case

Culinary Starches—

Challenge Prepared Corn—
1-1b. pkts., boxes of 40 1bs. 08%
Brantford Prepared Corn—
1-1b. pkts., boxes of 40 1bs. .07%

“Crystal Malze” Corn Starch—

1-1b. pkts., boxes of 40 Ibs. .07%
(20-1b. boxes ¥c higher than 40’s)

COW BRAND BAKING SODA
In boxes only.
Packed as follows:
B¢ packages (96)

1 1b. packages (00)
1 1b. packages (120)

% 1b. 60
11b. 30 Fockages Mixed 3 30

BYRUP
THE CANADA STARCH (0.

LTD., CROWN BRAND CORN

Perfect Seal Jars, 8 lbs.,
1 doz. in case
2 1b. tins, 2 dos. In case...
5 Ib, tins, 1 dos. in case...
10 1b. tins, dox, In case.
20 1b. tins, doz. in case.
Barrels, about 700 Ibs....
Half bbls., about 350 1bs..
14 bbis., about 175 Ibs....
2 gal. wooden pails, 25 1bs. 1.60
3 gal. wooden palls, 38%
1bs, .25
5 gal. wooden pall, 66 1bs. 3.50

cweotacece
5¥ESS

H
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LTILY WHITE CORN SYRUP

2 1b. tins, 2 dos. in case....
5 1b. tins, 1 doz. in case....
10 1b. tins, % dos. in case.
20 1b. tins, 34 dosz. in case.

ST. LAWRENCE SUGAR
RBEFINING CO.
Crystal Diamond Brand Cane
Syrup
2-1b. tins, 2 dos. in case.. 4 80
Barrels, per 100 1bs. .52
14 barrels, per 100 1bs.....

THE BRITISH COLUMBIA
SUGAR RBEFINING

ROGERS’ GOLDEN SYRUP
Manufactured from pure cane.
sugar.

2 1b. tins, 2 dos. in case....$4 0O
5 1b. tins, 1 dos. In case.... 4 75
10 1b. tins, 3% dos. in case... 4 43
20 1b. tins, ¥ dos. in case... 4 35
Delivered in Wllnnlpeg in carload
ots.

CALTFORNIA FRUIT CANNERR
ASSOCIATION

CALIFORNIA RIPE OLIVES
DEL MONTE BRAND

8ize Mam. Large Med,

No. 18 Jar .
No. 4 Jar ..
No. 10 Can

YUBA BRAND
2%
No. 1 Tall Can
No. 10 Can ¢
Pienic Can

INFANTS' FOOD
MAGOR S8ONS & CO., LTD.

Robinson’s patent barley, %-1b.
tins, ....; 1-1b. tine, ....; Rob-
inson's patent groats, %-1b. tins,
seee 9 RED, HIRS, ooven

STOP-ON POLISHES Doz

Polish, Black, Tan, Ox-blood
and Nut-brown 0

Dressing, White, 4-os. bot-
tl

NUGGET POLISHES
Dos.
Polish, Black and Tan .... 0 85
Metal Outfits, Black and Tan 3 85
Card Outfits, Black and Tan 2 26
Creams and White Cleanser 1 10

YEAST

White Swan Yeast Cakes,
per case, 3 doz. Oc pkgs.. 1 20

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

Black Watch, 8s, butts 9
Ibs. y $0

1bs.

Currency Bars, 12s, % butts,
12 1bs., boxes 6 lbs. ...... 046

Currency, 6s, % butts, 9 1bs, 0 46

Stag Bars, 6ls,
Ibs., boxes, 5% Ib

Walnut Bars, 8%s, boxes 7
Ibs. .

Pay Roll,

6 1b. boxes 068
Pay Roll, thin bars, 8%s, §

1b. boxes ..... 068
Pay Roll, plug, 8%s, 12 and

7 1b. caddles 068
Shamrock, plug, 7T%s, %

butts, 12 1b. boxes, 6 Ibs. 0 57
Great West, pouches, ¢
Forest and Stream, tins, 11s,

2 1b. cartons . cees 089

Forest and Stream, ¥s, %s
and 1-1b, tins 0 80

Forest and Stream,
glass humidors

If any advertisement interests you, tear it out now and place with letters to be answered.
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CANADIAN
PEACHES

Crawford’s and Elberta’s

Cars Arriving Daily.

Quality very fine; prices at
their lowest.

NOW is the time to buy.

LET US HAVE YOUR ORDERS

The House of Quality
HUGH WALKER & SON

Established 1861 GUELPH, ONTARIO

Cranberries
Grape Fruit
Jamaica Oranges
Sweet Potatoes-
Tokay Grapes

e
Fresh New Season’s Goods

Now Being Delivered.
B N

WHITE & CO., LIMITED

Fancy Fruits and Vegetables
‘Toronto

YOUR
MOST VALUABLE
ASSET

15 a satisfied eustomer, and satisfied
customers are the rule where WON-
DERFUL SOAP is displayed.

For vears this truly wonderful e¢leaner
has given unqualified satisfaction to
housewives everywhere. It is made to
clean thoroughly without injuring the
most sensitive skin or the most deli-
cate fabrie.

Write now for trial supply.

GUELPHSOAP CO.,Guelph, Ont.

DWIGHT'S

Cow

Brand

quality is
GV R Y- never

doubted

Housewives have perfect
confidence in their baking
operations when they use
Cow Brand Baking Soda.
Strength, Purity and Reli-
ability are perfectly embod-
1ed in this household fav-
orite. It's a sure trade
builder. Stock up now.

Church & Dwight,Limited

Manufacturers - - MONTREAL

If any advertisement interests you, tear it out now and place with letters to be answered.
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A Reminder from the Old
Country

Rich Xmas
Plum Puddings

The Best on the Market.

ORDER EARLY

to ensure prompt delivery.

In Hermetically Sealed Tins, or Basins if required.

Sizes - 1, b B 4, 5, 6 and 8 lbs. each.
11/6, 21/6, 32/, 42/-,52/-, 63/, 81/- perdoz.
Carriage paid to English Docks.

Cases Extra at Cost.

Tuxford & Nephews

Melton Mowbray, - - - England

Se——

R

R

Sauces that you'll sell
quickly

UST try what results a window or

counter display of our four big
sellers will pull for you.

Our sauces please the “hard to please”
and bring them back for more. Their
zest and piquancy are irresistible.
Order a trial supply to-day and prove
our claims. '

Here you are:

QUEEN QUALITY
UNIVERSAL FRUIT SAUCE

QUEEN QUALITY CHILI SAUCE
QUEEN QUALITY TOMATO CHUTNEY
WORCESTERSHIRE SAUCE

TAYLOR & PRINGLE
=57 .- ONTARIO

INDEX TO

A
Acadia Sugar Refining Co....
Adams, Geo.,, & Co
American Computing Co.....

Anglo-T'ortugnese Sardine
Packing Co., Ltd.
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Betts & Co.....Inside back cover
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‘The Fall and Winter Number of The Canadian
Grocer Will be Issued October 27.

Elsewhere the Editors will give you a hint of the many good
articles they are preparing for this great number.

The Advertising Department wishes to tell you something
about a few new features that will appear in the advertising i
pages of that issue.

Besides the attractive advertisements there will be three very
useful directories—two of them entirely new.

There is the. “WHO MAKES——?”

Directory whichwill enable you to find out quickly the name and
address of the manufacturer of articles your customers may want.
For example, if you are asked for “White Swan Pancake
Flour,” jus t look in the directory, and under the heading “Pan-
cake Flour” you will find “White Swan Pancake Flour,” White
Swan Spices and Cereals, Limited, Toronto, Ontario. Similarly
with other articles that you may be asked for.

Another useful directory i1s the “WHO IS AGENT FOR
?” Directory. If youwantto find out who is the nearest
manufacturers’ agent for a line you wish to stock just look under
the name of the firm whose product you want and you will find
the names and addresses of the manufacturers’ agents or brok-
ers who have agencies for that firm’s lines. For example, under
J. C. Eno, Limited, you will find Harold F. Ritchie & Co., Tor-
onto, Ont, If the firm has more than one agent in Canada, the
addresses will tell you which is nearest to you.

A third directory called the CLASSIFIED DIRECTORY
OF STORE EQUIPMENT ADVERTISERS will furnish the
names and addresses of the manufacturers of any kind of store
equipment you are interested in, such as account registers, cash
registers, paper balers, etc.

These three directories in the Fall and Winter Number will
be of great use to you and you will want to keep that issue for
réference.

Next week we will explain how to get the most benefit from a

study of the announcements in the Fall and Winter Number.
Thank you.

—Advertising Department, Canadian Grocer.
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CLASSIFIED ADVERTISING

Advertizsements under this heading 2c¢ per
word for first insertion, 1c for each subsequent
insertion.

Where replies cowme to our care to be for-
warded, five cents mast be added to cost to
cover postage, etc.

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

Cash remittances to cover cost must accom-
pany all advertisements. In no case can this
rule be overlooked. Advertisements received
without remittance cannot be acknowledged.

WANTED

WANTED—WHAT ARE YOU WANTING? A
clerk, a business, a salesman, a partner? An
outlay at the rate of two cents a word will
make your wants known throughout the Do-
minfon to just the men who can satisfy you.
Heed our rates above and send along your ad.
to-day.

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

“TRENT LOCK?”
EGG FILLERS

For 30 dozen cases.
For one dozen Cartons.

THE _TRENT MFG. CO., LIMITED
Trenton, Ontario, Canada

GROCERS

Call on us for fancy dressed
poultry, fresh killed daily.

C. A. MANN & CO.
LONDON, ONT.

CROP PROSPECTS

Every business man is intensely interested
in crop prospects in various parts of Canada.
Your decision in many important business
transactions during the next few months
will hinge on the outlook for a big erop.

The Financial Post bu secured the services
.. s Editor of Farmer’'s

page
conditions in various parts of

We are endeavoring to make this the most
reliable and up-to-date review of crop situa-
tion published in Canada.

The Financial Post is issued every Friday.
Subscription price $3.00 per year. §$L50 for
six months, Sample copy sent on request.

THE FINANCIAL POST OF CANADA
Published by

THE MACLEAN PUBLISHING CO., LTD.
143-183 University Avenue, TORONTO

2 Pnu

I OAKEY & SONS,LINITED,
“ONDON . ENGLAND.,

AGENTS"

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

CHIVER’S
JAMS—JELLIES—MARMALADE

Are guaranteed absolutely pure and of
the highest quality.
Send us your eorders.
Agents:
Frank L. Benedict & Co., Montreal

Merchants Baler

MADE IN CANADA

Bale Weight Price
17x18x31 140 lbs. $21.00
18x24x33 160 ** 25.50
18x26x36 175 27.78%

“f.0.b. Toronto."’

Stephenson, Blake & Co.
Manufacturers

60 Front St. West, - Toronto

Toronto Bu:fg:% Supply Co.

Cleaners, Importers, and Ex
ers of Sausage Casings. Pacel
and Butchers' Supplies. Outfitters of
Meat Markets. Pure Spices a Spe-
cialty. Butchers’ Coats and Aprons,

49 DUNDAS STREET, - - TORONTO

We are now located in our new and
more h at

60-62 JARVIS ST.

T ORONTO SALT WORKS
* GEO. J. CLIFF

PORT ARTHUR, ONT. MONTREAL, QUE.

FRESH FISH
FOR NEXT WEEK
Halibut, Cod, Haddock, Trout,
Whitefish

price . J. BOWMAN & CO.

Service 26 Duncan St., Torento, Ong,

Want Ads.

If you want a buyer for your
business, or have a situation
to fill or want a situation,
send us a Condensed Adver-
tisement. There is someone
who is looking for a proposi-
tion such as yours. For two
cents a word you can speak
across the continent with a
condensed advertisement in
this paper.

Try it out
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GOLD DUST
SELLS THE YEAR ROUND

The big thing about Gold Dust, from your viewpoint, is
that it sells every day in the year. The housewife has many
uses for it Summer and Winter—and even more uses in the
Spring and Fall.

Gold Dust 1s a steady profit-maker for the merchant. Our
extensive advertising of practically every kind and nature,
is constantly creating new buvers—and once used, Gold
Dust 1s never replaced.

Satisfied customers are the life of your business. (Gold Dust makes them.

e FAIRBANK vy

LIMITED
MONTREAL

“Let the GOLD DUST TWINS do your work.”’

LARGEST MAKERS IN THE WORLD

Tea Lead—all gauges and sizes

Metal Bottle Capsules—any size,
color or stamping

Collapsible Tubes—plain or colored

ALL BRITISH MADE

Send specification of your needs or samples of what you now use--stating QUANTITIES
—We will give you BEST QUALITY—BEST DELIVERY--BEST PRICES

BETTS & COMPANY, LIMITED

Chief Office :—1 Wharf Road, LONDON, N., ENGLAND
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Y our Opportunity

This season affords an opportunity to the retailer which should
be taken full advantage of. The price of oysters has of necessity
experienced an increase which in turn will make a higher price by
the retailer necessary. When this change has to be made—why not
put the price high enough to enable your being honest with your-
self by cutting out the very regrettable practice of watering oysters.

It is true that many dealers do not water their oysters, but it 1s
equally true that a sufficient number persist in this practice, so that
the man who is putting out stock solid, i1s compelled to continually
explain why his price is higher than a competitor.

We are anxious that our trade get on the higher plane. You can-
not hope nor can we hope to do all the business, and unfortunately
the business that is getting away frequently looks large. though the
contrary 1s the case.

There has always been cheap oysters and there always will be.
The same applies to methods. We do not pose as a cheap house. In
fact, it is something that we would be ashamed to plead guilty of;
there are tvo many cheap houses now. If the consumption of oys-
ters 1s to be increased, it must be accomplished through quality.

Remember, that a cheap house never built up an oyster business
of any proportions. The volume of oyster business depends too
largely on the appeal to the palate. There is a market for cheap
oysters put out in the cheap way, but it is wisdom to let the other fei-
low have that business. Do not permit a cheap competitor to lower
vour standard.

As an exclusive oyster house we probably are more sincere in our
interests for the well-being of this line and much better informed
than firms whose attention is divided.

CONNECTICUT OYSTER COMPANY, LTD.
“CANADA'S EXCLUSIVE OYSTER HOUSE "
50 JARVIS ST. TORONTO, CAN.
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