PAGES
MISSING



B W e e ——— -

OF NORTH CAROL!
A bt o -
; = o 2= $228%¢7 _ % == 2 o
J | emepmanzemessigy = 2SS =552 wud e 3 ks
§ 3 f. 20 uu e "pE=* 53 - O s i o= ~



gmwmowomwomowcmwammo

ESTABLISHED 1842

E Chaput Fils & C1

>

Wholesale Grocers and
Importers of . .

GROCEREB»
//

W V8
x;%‘\j‘ J

- - ¥
G L T s e ot s, [ 2tk S o o
- e -

LIQUORS

GONZALEZ COGNAC HOPPE NIGHT CAP
SOLE AGENTS FOR GIN

Greenbank Concentrated and Powdered Lye
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T HAS OBTAlNED THE HIGHEST AWARDS AND UNEQUALLED HONOURS AT ALL THE PRINCIPAL
¥ * _ INTERNATIONAL EXHIBITIONS

' ONLY'COLD-MEDAL-PARIS-I878‘“

INTERNATIONAL HEALTH EXHIBITION LONDON 1334

Only Prige Medal Jondon 1862 “3 Only Silver Medal Paris. 1575 °
Only Medal Dublin. 1865. < gmnd Gold Medal Moscow 1372 193
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SALMON IS HIGHER AGAIN

by Scotch
Ma r’S h all S Herrings

Kippers, Fresh, Bloaters, Herrings in Tomato,

Anchovy and Shrimp Sauce.
And “CROWN?"” brand Salt Herrings in Kegs, etc.

MARSHALL’'S Herrings are BETTER QUALITY, BETTER PACKED
and more fish to package than any other brand.

Walter R. Wonham & Sons e Montreal
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THE CANADIAN GROCER

E. Lazenby & Son

Established more than 100 years ago. Under the direct patronage of

His Royal Highness ; Ay His Excellency

The Prince of L o\ Lord Aberdeen
Wales. ' g

The Governor General
of Canada.

And all the best families in Great Britain and the Colonies. The variety they manu-
facture and put up is very large. No grocer should be without them. These cuts show
a few of the lines that no grocer should be without.

LEVER TOP. MOST HIGHLY CONCENTRATED. A 1 PICKLES.

unsurpassed [he strongest testimonial in their favor is that they are

0 The superior quality of Lazenby’s goods can always be relied upon as
’ " in the greatest demand where they are best known.

w——CANADIAN AGENTS

A. P. TIPPET & CO.,  MONTREAL. ST. JOHN, N.B. TORONTO,
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——Unccrtain Quality

must sooner
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or later entangle the grocer who sells only for profit without regard for quality.

Tillson’s Pan Dried Rolled Oats are manufactured by millers who've kept in
step for 30 years with modern improvements in milling machinery

We believe that Pan Drying is the only process that will yield highest
quality. Natural sweetness and nut-like flavor—keeping qualities under adverse con-
ditions of the weather and the greatest possible amount of the nourishing qualities of
the oat have made *“ Pan Dried " the standard brand. Quality counts.

MIXED CARS OF FLOUR, 2 ~ ~ e TR
e . HE TILLSON COMPANY Lutd.

GRAHAM FLOUR, CORN MEAL

A SPECIALTY. lilsonburg, Ontario
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Whitlaw, Baird & Co. Canada

PARIS, ONTARIO

FLOUR,

H. CLARKE
Individual Judg

MR [Frpy e s

CORRESPONDENCE INVITED.

‘N ’ e L ]
hltlaw B alrd & CO BI\.ANI)'\ Gl‘ccn \"'d.“(;y‘ BiSCUiL
b4 *® Magyar, Pastry.

The Star, Family.
Bridal Rose, Bakers'.
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MILLERS AND COMMISSION MERCHANTS,

PARIS, ONT.
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SOME OF OUR LEADERS ARE:

Pure Calabria " Y & S” Licorice

Acme Licorice Pellets
Tar Licorice and Tolu Wafers
Licorice Lozenges

*Purity " Penny Licorice

YOUNG & SMYLIE, - - Brooklyn, N. Y.
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ScotcH WHISKY. | COCKBURN’S
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Cockburn & Co this year attain their centenary, the firm having been founded

in Leith in 1796. The quality of their Whisky has never been excelled, and
you can rely upon duplicate shipments always being equal to the preceding.
Their brands are

Cockburn’s Special Liqueur
J. &R. l?iti‘:;?omreal Cockburn’s Special Scotch

THE DOMINION Cockburn’s Very Old nghland

scuil.
istry.
umily.
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T'’he Star of the East
the Business World

Ceylon Teas Rule
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ABSOLy T,y TASTH

The lllustration Tells the Story.

Hoopless E
Seamless The increased facilities of our Indurated
Does not Shrink Fibreware Factory are hardly adequate

to kccp up with orders for Indurated

Does not Soak Fibreware.

v
nght [t is a unique ware in being made 1n one solid

Tight piece, bottom and all.
Durable

The E. B. EDDY CO. Limited
HULL, QUE.

318 St. James St. - - MONTREAL
38 Front St. West - - TORONTO

AGENTS—F. H. Andrews & Son, Quebec ; A. Powis, Hamilton ; J. A. Hendry, Kingston ;
Schofield Bros., St. John; ]. Peters & Co., Halifux; Tees & Persse, Winnipeg ;
James Mitchell, Victoria and Vancouver ; John Cowan, St. John’s, Nfid.
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THE CANADIAN GROCER

“Crosse & Blackwell”
Season 18906

Fresh Fruits, Jams, Jellies and Orange
Marmalade  1n glass jars with patent

vacuum covers. Also

-
The above are the finest g(mnls Candled Peels

in the market.

LEMON. ORANGE. CITRON.

Manufacturers by appointment to Her Majesty the Queen,
H.R.H. The Prince of Wales and the Army and Navy.

150
Years’
Record

LlClLlId mste Blacking

Blacl: and White Cream fc v Patent Leather.

Russet Cream

For Brown Boots, Saddlery, Etc.

MARTIN & ROBERTSOUN, -
WU, DAY & MARTIN m Lontgnand
for British Columbia Liverpool
E. T. STURDEE, 8t. John, N.B,, for Maritime Provinces. CHAS GYDE, Montreal, for Ontario and Quebec.
TEES & PERSSE, Winnipeg, for Manitoba and North-West Territory
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Batty’s-

OIS, TIRSI NSNS, XINSIRSI RTINS

NABOR
| SAUGE

.m.m.m.m|m~m.m.m.m FOTEEDIEN F’\II'.E

Are unquestionably the finest
most enjoyable in the world.

been awarded

ALL WHOLESALERS
HAVE THEM.

Canadian Agents

J. A. GORDON & CO.
{ON.

and

Have

. EICHT-PRIZE MEDALS

. Montreal
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Root
Baskets

E
:
»
:

an

sell quickly now if you have the right kind
We make them in one, two
and three bushel sizes, and they
are the kind that are wanted
They are made from finest
le 1 eln 1 hick nd
sciected ¢im and hickory, ang
with every con
strength  and

are put together

sideration for
|';?1l\xcn

W

SATCHEL LUNCH,
MARKET Axp
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=
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CLOTHES BASKETS.

To be had from any
woodenware dealer.

OAKVILLE BASKET CO.
Oakville, Ont.
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GEO. FOSTER & SONS,

Special values in China, India,

BRANTFORD
N
O
Offer to the Grocery Trade a very large, fresh and well-assorted stock of Staple and

FFancy Groceries, purchased for cash in the primary markets

Ceylon and Japan

selected and comprising very choice varieties, all new season’s, fresh and fragrant.

We direct attention to our BLENDED TEAS known as

Teas, our lines being carefully

‘““ CEYLINDIA,”

‘“UDARELLA " and *‘ATLAS”

Fruits, etc., for the
ample time for the Holiday Trade.

as having no superior in this market,
fancy tins, highly decorated, in sizes to suit purchasers.

Christmas season

and these we supply in

are now on the way and will be in store in

pool

s&“ﬁ‘&“"“““““

Patronage of the trade respectfully solicited.
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PEERLESS

“Lion” Brand
Canned Goods
Monarch of them all.

They’re the Honest Goods.

In Victoria and Vancouver, B.C, alone, 3] carloads were sold in August last, being half as many
more as the Special Train that was sent there last year.

A '“j ;! \{\ .e wonder that they are Head, Neck and Shoulders better in every way than their best competitors.

NOTE:—$500 will be handed over to the General Hospital if above statement is untrue.

L HEPDIGOF-COT L
1G] - 14,

o W. Boulter & Sons

u7
o

N
é Look: —What more ? See how they were recognized at the World’s Fair. §0
\%Y%

. BOULTER & SONS.  Works: Picton, Toronto ani Demorestville, Ont.
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atitors.

DROPS FROM THE EDITOR’'S PEN.
G RAPPLE with a duty, even if in the doing of it you appear to

come out second best. It is better to be thrown by duty

than to be conquered by cowardice.

Man makes character and character makes reputation.

I.eaks in the store will sink a business as well as a ship.

I'he goodness of profits is not always relative to their size.

Advertisements cost money. So do the goods in your store.

Recklessness in youth usually produces wreckage in old age

Be square in your dealings if you would have your career round
ip well
Wed yourself to your business and success will be the product

f the union.

Business without system, like an engine without governing alls,

oes all awry

Business may be a lottery, but if you are trained and

in, you'll win.

A good reputation can be easily lost, but the wealth of a Crasus
annot purchase one.
Generosity is a good quality in a merchant, but generosity in

excess is recklessness.

Sacrifice of dignity is not entailed in being courteous and oblig

1Z Lo your customers.

Cutting prices no more builds up business than does pulling out

ur hair obviate baldness.

Without book-keeping the merchant cannot tell whether he is
the woods or out of them.
It is brains that rule the world in_spite of the credit that money

metimes gets of being king.

Forgetfulness is often the fruit of idleness. I'hink twice and

u are not likely to forget once.
The merchant who wants his own way in everything cannot
nake much headway in business.

Clerks who, having time on hands during business hours, would de-
ote that time to improving the arrangement of the stock or to dis-

cussing ways and means of developing trade, would make

selves and the business more valuable to their employe

Fame is not the fruit of fake methods
push, perseverance and ability combined

Persistency is the diamond drill which pushes its way

all obstacles until it obtains the desired result

Study how to get your customers to L‘L'L;' their eves
store, as well as how to keep vour eye upon them

[t is well that a merchant should ‘*take st of himself as

well as his business And the oftener the bette

Clerks who keep their eyes open for the W N interests

not likely to ever have any great interests to look after
F'he merchant who allows the discreditable to play upon his

sympathy soon gets discreditable in the eyes of his creditors

\ changeable mind is not good

changes his mind when by so doing

It is not every man who
can be rich in character Ane

diamonds

If you understInd your business stick to
N
re strong enough lwl\(wnkv stick t

la

i)

to adhere to \

Money as well as wforality is essential to business buile
Business may be the bridks, but morality is the mortar which holds

them together

\s long as it lives the pote you have endorsed for a friend is a

serpent in the bosom, which may at any unexpected moment stick

its fangs nto you

Statements regularly rendered remind debtors that you have not
forgotten their indebtedness to you, whatever they may have done

W this respect

Hard-working young men may lose drops of perspiration, but
the approval they win and the success they attain unto are well
worth the labor that is the cause of them.

He who fails to gather common sense as well as money as he
advances in life becomes rich in that which he cannot take with
him and poor in that which he can take with him when he departs
this life.
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THE RISING SUN STOVE POLISH
Y CWNBNRG SUN N

FOR DURABILITY ano ECONOMY.

FOR GENERAL BLACKING.
3.000 TONS SOLD YEARLY.

MORSE BROS., Proprietors, Canton, Mass.

a0 THE SUN PASTE STOVE POLISH

E MARK REGISTERED /
S e ™ v

& A
&”A’Ogysggggw

DUstiEss { amoR A,
ESs, LABOR 557p.
BEST IN THE WOF

AGENTS: LYMAN SONS & CO., 382 ST. PAUL STREET, MONTREAL

NEW ECONOMICAL CONDITIONS,

By LEw

OR whatever else it may be remembered, the

three-year period of 1893-g6 will be known
g:. to history for the phenomenally low prices
". which obtained therein. I'he future may

sece a stll lower range of values. Indeed

it is quite possible that it will.  The ten
dency is certainly in that rather than in the

¢ opposite direction But whatsoever may be
in the lap of futurity in this respect, it does not
alter the fact that the past three years will
be known, to this generation at least, for the

mprecedentedly low prices of which they have been so characteristic.
Low prices are usually associated with trade depression the
ormer as the product of the latter.  And to advance the same asso
ciation in the present instance is clearly justifiable I'he commer
|

cial interests of the country have been depressed for half a dozen

years or more. It began with the Baring failure, and subsequent
unwise silver legislation, war-scare presidential edicts, and unsound
currency agitation in the United States accentuated it

But all the responsibility for the low range of values now ob
Indeed it

And

where else can we look than to the inventive genius and enterprise

taining does not lie on the shoulders of hard times

seems to me that for the chief cause we must look ¢lsewhere.
of man ’

During the past decade so fruitful has been thisinventive genius
and so marked this enterprise that one might almost be excused in
wondering whether they had not in these later days of the 19th cen
tury reached their climax In the factory, in the field, machinery
has superseded man ; places far distant have been brought near at

With this

modern machinery in the hands of one man, whether in the factory

hand by rapid transit and the convenient telephone.

or in the field, he can with ease perform that which demanded the

energy of six, twelve or even more of his fellows. This meant

cheapened cost of production.  And the compensating force,
competition, saw to it that all the benefits derived from decreased
cost of production were not monopolized by the capitalist. The con-
sumer benefited by it ; and the facts to-day show that he has bene
fited to the full. This is particularly true with regard to the pro
ducts of the farm. But it is the introduction of labor-saving ma
chinery which has made more possible successful farming in the
great Northwest wheat fields of the Dominion, where the grain must
be quickly harvested on account of the shortness of the season. In
fact, the same may be said of other countries of extensive grain-grow-
ing areas. Combinations, in many instances; have enabled manufac-
turers to artificially maintain prices above the ratio of other products

which have not had the same means of being maintained. It has

enabled, and is enabling, coal barons to do the same.  But inflatc
prices can no more be maintained in perpetuity than can a balloo
Natural laws may be suspended through the acts of legislatures «
by associated effort on the part of man. But suspension is n
obliteration.

It must, therefore, be evident to any man who has given th
subject thought that while periods of depression undoubtedly han
had much influence in determining prices, so also has evolution 1
the methods of production.  Indeed, it may with equal confidenc
be asserted that evolution in the methods of production deleterious!
affects trade for the time being at least.

Clay, before it becomes a comely vessel, must be pulled and
twisted ; marble, before it becomes the graceful statue, must b
hammered and cut.  And trade, in conforming itself to the chang
ing econditions, must necessarily receive a wrench here and a pull
there. be fai

It would hardly to term these effects, of which the

changing conditions are the cause, hard times.  Yet this undouli
edly is what a great many are doing.
Hard times are the product of crop failures or a continuance ot

unsound business methods.

Sometimes it is the one, sometime
the other, and not infrequently the combined influence of both. |
any case, therefore, evil is at the bottom of hard times.

I'he cvolution in the methods of production, and the consequent
changes that are being wrought in (hc‘ economical conditions of the
advanced civilized nations, are in line with the progress of the age
which, in turn, is genius being realized. All those labor-savin
devices, all those inventions for bringing distant places nigh to eacl
other, are not evils.

They are blessings. They are for man

wood. Consequently they cannot be bad. Their bringing fortl
may cause the transformation of economical conditions, and, consc
But it is a source of satisfaction to know that it

And then the birth of all thing

quently, pain.
progressive, not retrogressive.
produces pain.

We are entering upon a new economical era. There is n

question about that. New ways of doing business, new methods ot

living, are entailed upon us. To array ourselves against it will b

futile. To conform ourselyes to it is wisdom.

THE MELON DOWN THE WELL.

The ** old oaken hucket ™ hangs there by the well,
With the green moss around it, 1 know,
But the heart in my breast still delighteth the best
In the melon that s cooling below
In the melon that's seen
With a circle of green
In the depth of the waters below.
1 know the tired mules have come home from the field,
The farm hand’s forsaken the hoe :
But naught in the picture such pleasure can yield
As the melon that's cooling below,
As the melon that's seen
In the glory of green
In the depth of the cool well be'ow !
Atlants Constitat.on,
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Sold Only in Packages.

he linen.

not stick to the iron,
Requires no cooking.

. !

STARCH

(&0 cOUAL TO DOUBLE THE OUANTITYOF ANY OTHER STARGHE3)

REQUIRES N

For Collars, Cuffs,

()?_'_STA RC

NEw HAvV

1 Ce !
A NOVEL INVENTION! ~Htur)

0 COOKING

Shirt Bosoms and =

fine Laundry purposes, prepared by a \

—————
New Process. The Celluloid Starch has )}“
no equal, look for our name and trade 3¢
‘y\ﬁ mark and take no other.
o4 SOLE MANUFACTURERS,

H COMPANY,
EN,CONN.US.A. |

e Remember the Name

Celluloid Starch

Sold by all jobbers. Grocers
There is nothing like Celluloid Starch. Include a
case in your next order to your wholesale grocer.

seller.

Manufactured by

will find Celluloid Starch a rapid

THE CELLULOID STARCH CO.

~@—_New Haven, Conn., U.S A.
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THE ART OF WINDOW DRESSING.

By W. L. E,

INDOW dressing as an art is of modern re-
cognition. There are men to-day in middle
life who can well remember when an at
tractive window was the exception and an
unattractive one the rule. People put goods
in their windows then as they do now, but
the difference was in how they put them in.
The merchant who twenty years ago real-
ized there was artin the dressing of a window
as well as in the painting of a picture was a
unique character. In those what might be
termed unregenerate days most people put
goods in their window because there was a
space to be filled, just as some people try to enumerate in an ad-

vertisement all the lines of goods they carry in stock.

Window dressing is an art, and the more it is studied the more
evident does this become. And the more it is studied and prac-
tised the more evident is it that it isa paying art. There are scores
of other arts which the more the merchant studies them the more

money will he be out of pocket. But the opposite is the case with

window dressing.

A window is ecither a help or a hindrance to a merchant. | It can
scarcely be otherwise. If it does not attract it must dc(-:mrl. A
dirty window is certain to detract.  And a merchant who i§ deserv-
ing of the name will see to it that his window, as well as his person,
is kept clean. There is nothing a merchant should be more con-
cerned about in his business. There may be some people whom a
dirty window in a grocery store may no more affect than nails an

ostrich’s digestive organs. But even these unconcerned people it

will not attract, let alone the average housewife.

Then there is the slovenly window. It is half-brother to the

diny window. A slovenly window may not affect the stomach, for
it does not always follow that where there is slovenliness there is
dirt ; but it excites prejudice. And prejudice will keep a man out
of your store just about as quickly as the peculiarities of his stomach.
Slovenliness in the store is the reflection of laziness in the mer-
chant. And where laziness abounds a multitude of business-
poisoning fruits are sure to develop.

A window display should not be allowed to become stale, fresh
and original as it might have been at first. Stale windows, like
stale tarts, do not court trade.

Every man cannot be an expert window dresser any more than
can every man paint a picture that will earn applause. But every
man who has brains enough to be a merchant ought to have brains
enough to learn to be at least a passable artist in this respect. Win-
dow-dressing demands thought, and it is only a fool that cannot
think.

window dressing ; but observation, together with a little prospecting

Reading will help a man a great deal to master the art of

into the recesses of one's own mind, will do still more towards se-
curing the desideratum. He therefore, who does not dress his
window is either a fool or a lazy man. And such an one can hardly

remain long in business in these days.

In spite of the enlarged attention that is being given to window
A walk
Quite an im-

dressing, the art is yet little more than in its infancy.
along either city or village streets demonstrates that.
petus would be given to the art were every merchant throughout the
Dominion to inspire his clerks with the desire to excel as window
dressers. Let each clerk in turn arrange the window, and the
rivalry that would be the result would be conducive both to the ad-

vantage of the merchant and the clerks.

Business is a warfare ; and one of the factors tfor waging it is the

window display. The oftener the window is dressed the more effe
tive therefore will it naturally be. A fresh window display ever,
day could hardly be expected. But twice a week would not by
unreasonable, and once a week every merchant should see that hi-

window is rearranged.

A window display to have utility must have the power of attrac
tion—must be striking enough to demand attention from passer.
by. Itis in the uniqueness of the display, and not in the quantit
of it, that lies the secret of its attractive properties. This fact is to.

often overlooked.

But a window can be attractive and yet have but little utility
Window dressing is a means to an end, and that end is the sale o
goods. If this end is not kept in view, the display will scarcely b
worth the time that is spent in designing it, no matter how man
people may pause while passing to look at it.  Make your windov

sell goods.

Window displays should also be timely. As each season an«
cach holiday comes around try and make the window display i
some unique way represent it. Apply the same principle to circum
stances and conditions of local interest. When a certain line of
goods have either risen or fallen in price make a display of good-

that will indicate these conditions.
In country towns most farmers and their wives do their buying

For that day every country merchant should make
it a rule to have his window freshly dressed.

on Saturday.
There is no class of
people in whom uniqueness excites greater interest than the
farmers.

Use placards liberally, but judiciously ; and above all,

advertise in the local papers. Make these advertisements, likc
your window displays, bright and attractive. Study to advertise.
When you have an especially good window display it may, some

times at least, be the best thing to advertise that display only.

The art of window dressing is as interesting as it is intricate, as

profitable as it is exacting in demanding attention. Study it.

A window display is only taking when it takes customers into
your store.

The window is not a mirror, but it reflects what manner of
merchant there is in the store.

Asslouchy window betokens a slouchy merchant.

Ideas work their way out through the shop window, just as
thoughts are launched through the mouth by the tongue.

A naked window is a disgrace to a business community, justasa
naked man is to civilized society.

A shabbily dressed man is often excusable, but a shabbily
dressed window never.

A well-dressed window, like a right bower, can be depended
upon to take a trick.

You may as well bury yourself as bury your window, for the
merchant who has not ambition enough to keep his window i
evidence can scarcely escape being buried by adverse circum
stances.

A sure business-builder is a well-dressed window.

A well-dressed window is as a sample-room wherein samples of
goods in stock are displayed to excite the desire of the public for
them.
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Do you sell CANNED GOODS? If so,

have you any of the .

"Famous ‘1.0 RNE " Brand

in stock > If not. get a trial lot, and you will find that the appearance of
this Brand on the shelves sells the first can, and that the uniformly

fine quality of the goods brings the customer right back for
another lot. This Brand is now acknowledged to be in the Front Rank.

Wh ? They are packed from the very finest fresh stock procurable.
y 4 ‘ They are carefully, honestly and cleanly packed, and are absolutely pure.
They are beautifully labelled, and are fully guaranteed.
BccaUSC' They cost more to put up than_ inferior goods, but are sold as low.
They yield dealers a good profit, besides pleasing your customers.

Ask your dealer for them. If he cannot supply you, write to

The West Lorne Canning and Evaporating Co. Ltd.

WEST LORNE, ONT.

or wire them to * BISMARCK,” ONT. 8F Prompt shipment a feature.
N. B.—Toronto Purchasers can get this Brand promptly by writing or wiring WARREN BROS. & CO., TORONTO.

>

Brooms and Brushes Wooden Ware
Willow Ware

Our line is complete in the above

Fine Parlor Brooms a specialty.

Extra Value Shoe, Scrub, Stove Brushes.

'WASHBOARDS

We commend the *“ Genuine Globe ” and ° . Globe.”

Special lines in

Uordage, Paper, TWIRE - gponens’ Sundries

Up-to-date in range and price.
MATT, ORDERS SOLICITED.

VALTER WOODS & CO. -

HAMILTON.
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NECESSARY BOOKS FOR A RETAIL GROCER.
FIRST PAPER.
By a City Grocer and Expert Book-keeper

O-DAY cash is king.  No one thinks of
disputing this or of even suggesting the
substitution of any other form of pay-
ment for this very satsfactory and
cconomical method.  And thi$ is in
spite of a certain growth of credit-giving
stores of various kinds, which hold a lien
on all goods sold until actually and com
pletely paid for. Several other new ideas

n

¢ constantly-being evolved regarding

businesses and methods of conducting
them, but, be they cash or credit, or a proper combination of both,
no one dreams of doing without hooks, and the more suce essful the
business becomes, it will be found that just so much care has been

taken with its books.

I'hat failure follows from ill-kept and badly
arranged othee helps as often, 1f not indeed more often, than from
amy other cause, is a well-known fact in statistical circles, just as
well known, indeed, as is the truth that successful men have clean
journals and elaborate systems of checking the work of cach de

partment of their business.

lessons in book

Ihis series of papers is designed not to
keeping, but rather to suggest handy, methodical ideas in books
which may be found applicable to the businesses of our readers.
We propose to take into consideration in this first paper the recep
tion of goods and their proper recording in proper lournals, so that
in our next paper they may be ready for sale.  As we desire to

preserve some definite order in our work, we will treat of these

books in the same way as we would the goods themselves.  Thus,
our first will be termed the ** Order Book,” ruled as tollows, and
the specimen entries submitted will be carried throughout for the

purpose of economie al comparison

Prate From No Gl Frie Reward
July ¢ Dl ) St
. L I~ Xt 10 Jap tea 1s
12 I"J xCo 10 Tomatoes o 1= sl

I'he active storekeeper will not need much explanation with this
simple affair, which need not necessanly be entered up in ink, as it
partakes solely of the character of a memo.  Busy men necd re
minders of their acts, no matter how good their memory may be,
and it will be found extremely handy at times to have your buyings
and attendant particulars before you when invoices and shipping
slips are being checked over.  Nor need expense be heavy in fol-
lowing out any of our ideas in these suggestions.  Rule them your-
self in good blank books, and the trial of any notion will prove of
very small expense and possibly be of great beneit. This book
should be of pass-book size, so as to be portable and handy in the
store-coat poc ket.

Our next consideration is the ** Receiving Book,”" alSo more or
less of the nature of a scrap book, and so not necessarily expensive.
This should be kept at your shipping-door, ina convenient position
for constant use, and nothing should be taken into the warchouse
by anyone, without being entered into this book. It would be

ruled as follows :

Date From No Goods Weight
July 3 ban ) Sugar 285-18 200-19 300-20 300-20 300-18
July 11 J s xCo 10 Tea Net 80

Aug. 1 PJ & Co 10 Tomatoes 20 dos

Of course, if itis possible for you to have a shipper whose business

it is solely to look after these things, you will be pleased with the use

of this book by him alone. Failing this official, you will still find
the above contrivance handy and correct in showing you at a glance
just what goods have come into your warchouse, and also if any
shortage has occurred.  Very often wholesale houses ship only part
of vour order, leaving the balance for another shipment, sendin;
meanwhile invoice for whole order.  In such case above book is a
excellent medium for proving correct receipts, also for checking
weights, It is also found to be of great use in training clerks to b

g, and proving the actual existence of

5

correct in checking, enterin

stock.

We have now reached the point in the progress of our purchase
into our possession where we have, first, a memo of our bargains
and, second, a memo of our receipts.  Neat day, along comes ow
invoice, charging us with certain items, and requiring careful exam
ination to prove correctness of the same.  We look into our meme
of buyings to check price and terms, and go to the ** Receivin;
Book ™" to check receipt and quantity.  Having done this, a proper

register of the invoice is surely fMecessary, although very frequently

after amount is checked voice has no further charms for

many of our store-keepfing fraternity, especially after the monthly
statement is to hand, .nH\lhc invoices are checked off.  This is a
mistake, although notaltogether wrong in principle.  We commend
an ** Invoice Book ™" ruled as follows, which if you adopt you will

find to more than repay vou for all trouble in connection therewith

Ihate From No Goands (™ 1 Price Toral Remark

July Dosn 5 Sugar 1392 3

“ 11 IR &Ce | U] Jap. tea L] I8 Optional 17
L. P J &S 10 Tomatoes N [ Aug 1

Now, many of our readers have perhaps ere this given up in
disgust,  So much work, which is not called for by old-time stand
ards is surely not profitable, some may say, and yet how slight is
the trouble caused in ruling this or any book some dull January
day. The entering up afterwards will grow to be a positive pleasure
provided always that it is done as cach invoice comes to hand.
Your estimation of the many uses to which the tabulated informa
tion may be put will be very high before a year has passed, and
many useful references will be made toit.  Noris it necessary to
enter up in detail many smaller items, as, for instance, biscuits. An
invoice with a dozen items might very well be summarized by en
tering only total quantity and amount of invoice.  So, with many
other instances which will occur.  Everyone will have the way

best suited to his time in vogue, and will be satisfied therein.

Just two points in favor of the **Invoice Book' to close this

papc

ist. Did vou ever want to buy a full line of a certain article,
but did not have a clear idea of how much you would s¢ll if busi
ness kept on as usual 2 This book would tell you at a glance : say
you want tomatoes—turn to canned goods (have pages indexed),
add up total tomatoes bought last month, three months, or year, as
desired, and you are posted. As before suggested, small goods
need no such sorting out, but regular lines need careful attention as
to whether trade in them has increased or decreased, and this book

shows you.

2nd. Do you take any interest in the development of your tea

~ - . -
and coffee trade ? If you do, by reference to these pages you will
easily see in which direction public taste is tending, and so be ablc

to govern your business accordingly.

So we might go on expatiating on many points of \M(,,L in
these business ways and means. Enough, however, )m(ybcen said
to prove to the energetic storekeeper that more care taken means
greater satisfaction at stock-taking, and consequently greater success
in commercial life.

('l:o be continued.)
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The only Cut Tobacco that suits everybody. ~ Put up in 1 gths and 1 2-Ib-Cans.
flage in These brands are for sale by principal wholesale dealers throughout Canada
cen said Order sample package each. Satisfaction guaranteed.
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\IcCALPIN TOBACCO CO.— Toronto, Canada
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A STOREKEEPER OF THIRTY-THREE YEARS.

Ly tue Eorrok,

GENERATION in business
A is an experience which few
men have ; and that generation
spent in one and the same build-
ing, under the same landlord, is
still more rare. VYet that is the
experience of Mr. Henry Swan,
the senior partner of the firm of
Swan Bros., the well-known family
arocers, 162-164 King street east,
Toronto. | learned this one day

I a few weeks ago, while standing

Mg, HExkRY Swax.

ing the store of the firm, when I
ltml the honored head of the firm
remark : ‘1 am very busy just now. We are getting ready to
take stock. On October 4th we will be in business thirty-three
vears.”" | should explain that it was a few days before that date
that I heard the remark quoted.

I'here are older men in the retail grocery trade of Toronto than
Mr. Henry Swan, but he is the oldest grocer in Toronto. And yet
he is by no means an old man, in spite of his long years in the
grocery trade.

It was in 1841, fifty-five years ago, that he first saw the light of
day ; and Edinburgh, Scotland, was the place of his birth. ‘1
was born,”" jocularly remarked Mr. Swan, when | began plying him
with questions, somewhat against his will, **the same year as
Wilfrid Laurier, and the birth of the Prince of Wales took place
eleven days before | came into the world. 1 sometimes tell my
friends,”” he added, as he turned toward me with a laugh, * that
the world could not stand three great men being born on the same

day, so we were all born within a few days of each other.™

Whatever our political tenets may be, we must all acknowledge
that Hon. Wilfrid Laurier has become eminent in politics.  The
Prince of Wales, we all hope, will become eminent in the station
to which it has pleased the Constitution to call him. He promises
well, atany rate.  Mr. Henry Swan ; I do not know but what he
has been as eminent in his particular sphere as has any other one
of the triumvirate that came into the world within a few days of
cach other in the year 1841. At any rate, he is one of the most
successful grocers in the ** Queen City ' to-day.

When a lad of eleven years he crossed the Atlantic with his
parents. His first dwelling place on this side was in the village ot
Churchville, Ont., near Streetsville. That was in 1853. Although
only there a few months the lad Henry Swan formed acquaintance-
ships that to-day, forty-three years afterwards, are still intact. In
1853 Mr. Swan came to Toronto and found employment in the
arocery store of Robert Taylor, Yonge and Albert streets.

*“In the whole distance from Albert to (QQueen street,’’ explained
Mr. Swan, *‘there were then but two hotels, four one-storey frame
buildings, and three two-storey frame buildings."”’

After a year spent with Mr. Taylor, the subject of our sketch
went once more to reside under the parental roof. His father at
this time was farming in Scarboro’ township. There young Henry
Swan spent four years helping to cultivate the farm and attending
the near-by public school. One of his teachers during that time
was Mr. Alex. Muir, the author of Canada’s national anthem,
“The Maple Leaf."

At the end of the four years referred to, Mr. Swan returned to
Toronto to finish his apprenticeship at the grocery trade. For this
purpose he entered the employ of Dodgson, Shields & Morton, one
of the largest stores in the city at that time.

“1 was with them four years, one-and-a-half years of ywhich was

as journeyman,’” explained Mr. Swan. *‘ [t wasan apprenticeship,
I can tell you. It was after the manner of the English apprentice
ships; 1 had to grind pepper and all the different spices, except nut
megs and ginger. These we could not. | had toclean fruit, grind
sugar out of the hogsheads, and make bags. For a month before
Christmas we had to stay in the store every night cleaning fruit and
making bags. | was brought up in the faith, no mistake."’

“* The lot of the apprentice and journeyman is quite different
now, " 1 ventured.

“Itis,”" rejoined Mr. Swan with a quiet nod of the head. ‘* Now
nearly everything is done by machinery, while clerks have more
pay, shorter hours, and less work. Employers are also more con
siderate.”’

*“In your apprenticeship days the hours were long, were they
not 7"’

““They were. At Dodgson, Shields & Morton's, the business
hours were shorter than in any other grocery store in the city, but
they were long compared with what they are in the stores of to-day,
We closed at eight o'clock, except two nights in the week, when ten
o'clock was the hour. Our time for opening was daylight in the
winter and between six and seven o'clock in the summer. These
were considered short hours.™

Just about the time Mr. Swan had put in four years with Dodg-
son, Shields & Morton, Mr. Robt. Lawson, now one of the officials
at Osgoode Hall, then a retail grocer at 162 King street east, ac
cepted the position of manager of that firm's business. His own
business he offered for sale, and Mr. Henry Swan became the pur
chaser. That was thirty-three years ago, and he is still doing busi
ness at the same stand, only it is much enlarged. Mr. Swan was
then only about twenty-two years of age. About six months after-
wards he was joined by his brother Robert, and the style of the
firm became what it is known as to-day—Swan Bros.

IFamily trade has always been one of the firm's specialties. And
its family trade is to-day one of the largest in Toronto. It has
also done a great deal of jobbing, although not as much attention
is paid to that branch as in former years.

The business premises of Swan Bros. 1s within a stone’s throw
of the St. Lawrence Market. In the days when that firm launched
forth, the neighborhood of the market was a greater business centre
than it is to-day, and there were a great many more grocers there
than there are now. .

““ When | started into business,’” said Mr. Swan to me, ‘*among
the retail grocers around here were Robert Reford, now of Montreal ;
James Stock, James Burns, Richard Dunbar, Jas. Beswick, William
Reford, Ald. W. Strachan, (and known as Little Willie Strachan)
and Arch. Milligan. Of all these, ours is the only firm left.
Peters & Donald began business about seven months after we did.

*“ Let me give you an idea of the enormously large business that
was done in this neighborhood in those days. The time | speak of
was before we had any railways, except the Northern. Farmers
drove into the city with their produce from a hundred miles
around. Of the wholesale firms in business at that time there is
only one left. That is Perkins, Ince & Co.”

But while so many of the confreres of Swan Bros. of 3o years o
more have gone out of business, they have not only remained in
business, but they have expanded, and no store exhibits more
activity than does theirs. The original store at 162 King street
east has, since Mr. Henry Swan first entered it, doubled in length,
and lengthened as farasitcan be, while the adjoining store was many
years ago pressed into service and connected with the original busi
ness place by archways.

It will, doubtless, be a surprise to a good many young men in
the trade to know that the grocers of thirty or forty years ago doing
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CAVERHILL, HUGHES & CO.

Wholesale Grocgers

309, 311 and 313 Commissioners St.
Corner St. Peter Street MONTREA L
» N .

Eli Pettijohn Cereal Co. ~ Bensdorp’s Royal Dutch Cocoa
Lipton's Gold Medal Teas  Spratt’s Patent Dog Cakes

SPECIAL AGENTS FOb

Roberts’ Jelly Tablets

TRY \

PETTIJOHN'S or el FNVORS il

;[iS\KFAST Lemon Punch Vanilla Calves’ Foot

FOOD. Orange Cognac Champagne Strawberry
Cherry Raspberry Madeira Pine Apple

Boxes contain 1 dozen pint or quart packets

I'ry our Special Brands
of Japan Teas
Humming Bird, Blue Bird,

Raven, Seagull, Robin.
I'ry our Special Blends of Teas.

Kandah Green, Aberdeen Extra,
Kandah Yellow, Aberdeen, Kandah Pink.

New Dried Fruits

RAISINS FIGS CURRANTS

Malaga Clusters Eleme and Natural. Vostizza, Patras,

n\m]i I.a_)crs, Provincial, Campos
alencia l.ayers “ihatr:

i ())L: PHU"ES and Fibatra.

and O.S,, Bosma, French and DATES

California 3 and 4 California. Hallowee.

Crown.

Apricots. Peaches.

Crosse & Blackwell,
PEELS 2L,
Lemon, Orange, Citron
LEGHORN CITRON.

Fruits . CANNED COODS  Vegetables

FULL LINE

Choice and well assorted stock of Staple

and Fancy Groceries. One of our Customers After Recelving his Invoice.
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SPECIAL
NOTICE & 7
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¢ NEW STYLE

TO THE TRADE
R

WING to the unscrupulous
manner in which the trade
and consuming public have

been imposed upon by having
inferior imitations substituted for

our §H REDDED Codfish,

we vnl] hereafter, print each b()\
with

BRUAD RED BAND

encircling it.  This will make the

SH REDDED ])dcl\au<

readily ~ distinguished from its Trade Mark 8

imitations, Patented o 3 Vo '
RED BAND BOX

Our aim is to protect our customers to the utmost, and to this end we will prosecute
all infringements.

There is but QNE Shredded Codfish—

.- TRATS . ..

BEARDSILEY'S
with the RED BAND on each package.

HARRY W. NASH, N.E. Agent, J. W. BEARDSLEY’S SONS,
2 Chatham Row, BOSTON 179-180 West Street, NEW YORK

Packers of the celebrated ACME SMOKED BEEF
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« DON'T WASTE YOUR TIMNE TALKING
BUT KEEP GOODS THAT SPEAK FOR THEMSELVES.”

C. E. COLSON, Montreal

REPRESENTING

EBEN® ROBERTS, London, England

Finest Invalid TABLE JELLIES .
CONFECTIONERY of all kinds §

CROSSE & BLACKWELL, L.td., L.ondon, Eng.

JAMS, MARMALADE
CANDIED PEELS, Eic.

S
ESTABLISHED IN 1796
MANUFACTURERS OF THE FINEST TABLE DELICACIES
PICKLES, SAUCES

JAS. EPPS & CO., Ltd., London, hngland

Homeopathic COCOA
CHOCOLATE, COCOAINE

“GRATEFUL AND NOURISHING” N

J. & G. COX, Edinburgh ESTABLISHED IN 1725
GELATINE---Always Reliable

WRITE FOR INFORMATION TO
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business in Toronto no more thought of calling on customers than

they did of flying.

*We would have thought it beneath our dignity in those days
to have called upon a private customer for an order,”” said Mr.
Swan, when | questioned him on this point.  **Such a thing was
not known. We kept back as long as we could. You see, people
in those early days used to live close around here. When they
wentaway we had to follow them in order to keep their custom.
But we thought it was a most undignified thing. People nowadays
can have no idea the feeling there was among the grocers of that
day when they had to come down to calling upon their customers.
Now, you see it is the proper thing, and we think nothing about it.
We now keep two city travelers out I'hey are the best men we

have in the store, and they call regularly upon private families."

Referring, during

the conversation, to Mr. Swan’s long term of

vears in the grocery trade, he replied

« Well, do you know | was never very fond of the business

But I always believed in * doing with my might whatsoever my hand

findeth me to do

I'hat is the secret, then, of your success ?

¢\

Yes," he said, ‘*and this,”” he added in a serious air, as he
took a pencil from his pocket and scribbled some words on a piece
of paper, **has been my motto.”"  Then he shoved the piece of
paper toward me, with the remark ““ Any young man who starts
out'in life wanting in either of those conditions is handicapped.™

I'ie motto which Mr. Swan had scribbled on the paper read

Not slothtul in business | fervent in spinit.’

Mr. Swan has not only seen service in business, but he has done
service for both his municipality and his countiy In the former
respect it was as a member of the Public Schoo! Board, and in the
latter as a member of the Oueen’s Own Ritles and a participant
with that regiment in the Ridgeway skirmish during the Fenian

raid of 186f

ATTRACTIVE BUSINESS PLACES.

O much attention cannot be devoted to makimge a store o
T place of business attractuve. It pays.  Itdepends upon the cir
cumstances how it should be done and how much the man can atford
to spend npon it Itis a form of advertising and should be charged
tothe advertising account. @ Some firms spend a great deal too much
money i making ther place attractive I'hey are extravagant.
Ihey fit up premises ina 1,000 population town that would do for
a large ony Sometimes they are forced to do so by their neigh
bors, but this is not often the case I'he aim should be to make
the place so neat and atvractuve that people would be enticed to
entel I'he work should be substantial rather than of a tinsel

nature work that would look well for years.

Often the expenditure of making a place attractive is soon repaid
by increased business.  We know a case that occurred a few weeks
ago in Toronto. A wholesale tea house fitted up a bright, airy and
attractive sample room Instead of the dusty, dirty packages of
tea they he 15 specially made and decorated for their shelves.
Larger pa were put in the windows and they were kept clean.
New linoleum was put down I'he best kind of sample cups and
saucers were purchased Fverything about the place had a
deliciously sweet air. The manager told The Grocer a few days
ago, mentioning the name of a well-known reader of this paper,
that they had never been able to sell him goods until one day he
stepped into their sample room for the first time, enticed there by
the improved appearance of thang e got an order from him,
the profit on which paid the small amount expended in the improved

surroundings

THE SANDWICHMAN UP TO DATE:
THI-‘.RIC lately appeared in Montreal a very unsophisticated

rustic who spent his time in frantic efforts to reach John
Allan’s. He made no pretensions in the way of dress. His hat
was the ordinary straw affair used in the fields. His coat was
something after the style of a barber's white coat, and appeared to
have suffered some contraction in the wash. As regards pants, he
was more pretentious. He had several pairs which he wore in ro
tation. One pair was a ‘‘ high-water '’ pair of brown derry. A
large handkerchief, red of course, was stuffed into one of the
pockets. A huge watch and corresponding chain added to the
charms of his person. A pair of blue and white socks, together
with tan shoes, completed his outfit. In one hand he carried a
satchel, and in the other an ‘*abbreviated’ umbrella. On the
satchel were several phrases pointing out the value of John Allan’s
as a place for purchasing hats. An inscription on his back read
“If I get lost take me to Allan’s.”” Tocomplete the description of
his personal appearance it is necessary to mention his spectacles,
and a considerable growth of red whiskers.

Some of the mishaps that befell our country friend are worth
noting. While making a thorough examination of John Allan’s store
he got in the wav of a car, but paid no attention to it. When the
gong sounded, however, his attention was attracted to the car, and
like a true countryman proceeded to make a minute inspection.
The wheels and bottom of the car were intently examined. The
motorman also came in for a share of his attention. By this time a
small army was following him. tle entered The Witness office to
buy a paper and duly paid for the same from a long stocking in
which he kept his wealth.

Wherever he went he created a sensation. Among other things
he would take a notion to get his shoes shined and then leave with
only one done. Occasionally he would eat fruit on the street. In
the intervals he amused himself with a very well meant attempt to
whistle ** Yankee Doodle ' or some other such sublime melody.

Whether or not we agree as to this being a profitable mode of
advertising, all who saw ‘*Norman the Rube,'’ agree as to this
being the best thing of the kind seen in Montreal.

Regarding the advertising value of such a scheme opinior
differ.  One difficulty is that the expense is considerable.  Itis easy
enough to get a man to walk the streets for a dollar or a dollar and
a half per day. But to get one who can act the part assumed is not
so easy. Mr. Allan says he is perfectly satishied with the results of
his outlay, which was 235 for five days work of four hours per day,
two in the forenoon and two in the afternoon.

Norman Herstfield, or Norman the Rube, as he is called, has
been in this line of business for three years, and has had almo:t
steady employment. This goes to show that a good many peoplc
believe in this as a good means of advertising.  Before this he took
a similar part on the stage, so that he has had some training, and
is in a position to act the part with some degree of success. He
says his usual rates are from $7 to 10 a day, or, if engaged by the
week, from $30 to $40 a week. He has made a contract with S
Davis & Sons to **do '’ most of the towns of importance in Ontario
and Quebec.  The contract is for one month.

He has several other roles, the principal being that of a tramp,
in which capacity he rides out of -a second storey window on a

bicycle down a ladder to the street. A political role is also on his
book. In St. Louis he created somewhat of a sensation by or-
wanizing a rube band and meeting McKinley at the station when he
arrived for the convention. Up town, too, he had the pleasure ol
shaking hands with Mr. McKinley, and the crowd below had some
interesting mottoes displayed to view, advising them to buy some
body's $10 suits.

He works only four hours per day, finding that to keep up good
acting longer is beyond human powers. In this way he has trax
eled all over the States and will likely see a large portion of Can
ada this winter,
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PACKAGE TEAS THY
HAVE COME TO
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OU are getting genuine fresh cured

haddies. Every can is full weight N Orthrll}) LK' (J O.

and guaranteed, or your money back, if
you want it. Order **Golden” Haddies PACKERS' AGENTS

from your wholesaler.

ST. JOHN, N.B.
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PURE

PURE

“THERE ARE OTHERS®

But none so good as

MALLAWALLA

o - = - -

POSED PRINCIPALLY 0F N TEA

LLA
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NMALLAWA[ |
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A High-Class A cleﬁ ... Sells Readily

No waste, and a mmnmuﬁ of trouble required in prepar: mul\

BOISSELIER'S :

r.

A PERFECTLY PURE
COMPRESSED COCOA

EXTRA Sin &
ONE TABLET MAKES -

AN EXCELLENT

CUP OF COCOA
N -

In boxes of one dozen 20-cent tubes
each tube t'nnl.lll'ning 18 tablets.

No Grocer’s Stock is Complete Without It
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REMINISCENCES OF MONTREAL’S TEA SALES.
Bv W A R.

% ONDITIONS, whether in business or other-
wise, are all subject to that immutable
law of transition, governing matters
terrestial.  Perhaps no line isa more
conspicious example of this fact than
the tea trade.

The difference between the methods
now governing the handling and sale
of this great grocery staple, and those
in vogue in our grandfathers' day, is
as great as chalk from cheese, or any
other illustration equally forcible.

It cannot be held either that the changes as a whole have been
of a In-nuﬁ_< ial character. In the first place, the average consumer
1s satisfied to-day with a much inferior tea to that in use 20 years or
SO ago. I'here was no 25c. tea in those days, but to-day that is
the ruling cost at the retail counter of the great bulk of the tea that
Zoes into consumption in Canada. No buyer thinks of asking fora
< First \’unng Hyson "' nowadays.

In the golden days of the trade this grade cost the wholesaler or
jobber about 871%;¢. per pound. It is quite unnecessary to state
that it has practically gone out of use in Canada With a multitude
of teas available at joc. or thereabouts, and the public taste edu-
cated to a desire for a harsher, cheaper tea, there is no chance to
Seéll in this country such a high-priced, delicate-flavored grade as
the one named in Canada.

There is not the same spice of adventure or picturesqueness to
the trade either as in the days of yore. The big auction sales at
Montreal, at regular intervals, with their congregation of buyers
from all parts of the country,and their many peculiarly attractive asso-
ciations, are gone never to return.  The average importer or buyer
can now get his teas as he wants them.

The most entrancing feature about these big sales was, no doubt,
the opportunity for speculation that they offered. I<ven at this day,
cyes of veteran tea operators will glisten when reminded of success
ful coups that they brought off in the Sixties or early Seventies. Thou
sands of pounds were frequently won or lost on a single turn at these
big auction sales.  In one case a leading firm of operators in Mon-
treal lost £22,000 or §120,000 on a single lot.  This was perhaps
the heaviest loss ever made on one turn, in the history of the sales.

I'he Torrances of Montreal, and the Rosses of Quebec, were the
men who financed and put through these enormous quantities of tea.
A sale usually lasted two or three days and the offerings generally
comprised four kinds of stock, such for instance as ** Twanky,”
“Young Hyson,” * Imperial " and ** Gunpowder."" Fach of these

was again subdivided into four qualities.

The lots put up for auction were technically classed as a

“chop. A ““chop' of tea comprised all the above teas in
varying qualities, and were sold without regard to such. If a

buyer was successful in getting a good ** chop ™" he made money,
if not, the reverse It frequently happened also that competition
sent a poor *‘chop™ higher than one which averaged a much
better quality.  This element of chance contributed not a little to
the interest of the sales.

The next operation after purchasing the tea was to blend it to
suit the popular taste.  This is an art which has disappeared in
Canada. A grey-haired veteran here and therein the trade possesses
the faculty, bhut they are passing away. Few retailers in the old
days too were without their own special blend ; but they also are
passing away. The packet tea and other methods of the kind have
caught the public favor, and their usefulness is gone. A big retailer
here and there in the larger cities who has a high-class custom

blends his own teas, but with the great rank and file it is a case «!
packet tea, or simply scooping the goods out of the package whicl
comes from the wholesaler.

There is little individuality or art now required to sell tea. Fo
merly individual customers had to have their own taste suited. Fo
instance, the weekly purchase of one would be, say, a blend of
quarter pound of Souchong and three-quarters of Young Hyso
and Gunpowder, or, again, half and half, composed as above
Nowadays it is simply a request ‘‘give me a pound of tea at 50«
or otherwise, as the case may be.

It is not proposed to enter here into the respective merits o
packet tea, or goods mixed here from the original packages. It
indubitable, however, that traders who desire to do their own blend
ing are not as advantageously situated as they were in the old day-
Then the big sales offered a large selection to blend from, and i
two did not give the desired result then three or even four were
available, until it was secured. Now, if a trader has two or three
grades at the outside he is lucky. The case is different in Londo
where a blender has possibly one hundred samples to work with
For this reason, teas blended at that great centre, and, of course
the English packet teas of well-known imarks, give a more uniforn
article than goods blended on thisside. These remarks, of course
do not apply to Japan teas, but to China, Ceylons, and Indias.

The relatively higher cost of the average tea in the old days
was not due altogether to its superior quality. There was a high
duty on tea in those days, }{c. per pound and 15 per cent. ad
valorem on blacks, and 3{c. per pound and 15 per cent. ad val
orem on greens. Then, too, the Mexican dollar, which is still the
unit of purchase in China and Japan, has not the same purchasing
power as in"days of yore. LExchange is againstit. It is within the
recollection of many of the older members of the trade when the
Torrances or the Rosses gathered up all the Mexican dollars they
could lay their hands on, packed them in axe boxes and shipped
them round the Horn to buy their tea for the big auction sales.
Possibly eighteen months after they had their investment returned
to them or not, according as how the sales turned out. So that
even with its attractive features, the old system had great disad-

There may be, and are, defects in the present methods. At
the same time, business is done on a sounder basis, inasmuch as
the spirit of speculation does not enter into it to the same extent.
Physically and hygienically it mav be wrong to encourage the pre
sent taste for cheaper teas, but business is business. In any event,
there is not, to use a popular expression, ‘‘a string’’ on these
cheap teas. Traders can handle, and judiciously encourage, a bet
ter grade if they care to do so.

Waiting for the Valencia Raisin Steamer
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| It Laboratory of Inland Revenue,
—_—_ Office of Official Analyst,

day-
nd il MonTRrEAL, April 8th, 1895.

were
theee | hereby certify that I have drawn, by my own hand, ten samples
ey of the ST. LAWRENCE SUGAR REFINING CO.’S EXTRA STAND-
iy ARD GRANULATED SUGAR, indiscriminately taken from ten lots
iiforn: of about 150 bbls. each, I have analysed same, and find them

with

—— uniformly to contain :

day- 993 to 100 per cent. of Pure Cane Sugar

high
L ad with no impurities whatever.”

val
I the (Signed) JOHN BAKER EDWARDS, Ph.D., D.C.L.

.as“;]'; Prof. of Chemistry and Pub. Analyst,
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Why Don’t You Sell

stent Silver Dust Wushing Powder ? It possesses all the quuli—

pre

ties that go to make up a good salable article. It is honest,

vent,
these
t bet

has merit, 1s always seasonable and sells well all the vyear

round.

There’s scarcely a hnusckccpcr in the land but s
anxious to save labor, it she can do so by using a rchiable
and harmless article. Then recommend ¢ Silver Dust.”

It is put up in neat packages ot convenient size and does all
that is claimed for it. Remember the name when ordering,

Silver Dust

SILVER DusfgnFG. co. waShing POWder

Hamiltor, Ont.
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The Aucr Light

The only Incandescent Gas lL.ight in Canada
proLLctcd by patent. All others are infringers.

A sound company behind it. No trouble
in obtaining mantles.

Lights rented.
Lights sold outright.

Lights sold outright and kept in
repair.

300 "> More Light
for 50 “- Less Gas

AUER INCANDESCENT LICHT MFC. CO.

LINIETE D)

1682 and 1684 Notre Dame St.,, MONTREAL
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Joseph Luthell & Go

Mwmm
%%  Confcctionery and
Candied Pecls
680 to 686

Albert Street ——————

STE. CUNEGONDE

of Montreal
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Grocers will be consulting their interests
in ordering their

Xmas Supply of Candied Peels

from us, the quality of which we guar-
antee superior to most of the imported.
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Rose
Pansy
Thistle

¢ Reliable Brooms

2 2

Maple lLLeaf
Shamrock

:

’

e
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:

Nelson’s Brooms Always Give Satisfaction.

MONTREAL ——m

59, 61 and 63 St. Peter Street.

s&%&%%%““““

H. A. NELSON & SONS

— TORONTO

56 and 58 Front Street West, é:

-
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We do not sell <=

ONE-HALF O} ALL THE

TERS ]

E
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imported into thes country, but we do sell at prices that are constantly increasing t .
our business. § Ihi
< 1 p— - < . EERN S
ASK OUR TRAVELLERS about them, or send direct to us for samples Sey ik |
- i I_-', :
Blacks are a specialty with us. S5 f)

WE HAVE

BARGAINS

WE HAVE

BARGAINS

INDIAN

AND

CEYLON
TEAS

CHIN A
JAPAN
TEAS

-
-
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WE CONTROL THE FOLLOWING:

HILLWATTEE NO. I3 MALLAPORE
POTMAHOFF DANNAWALLA

URIBA KiJI

Lucas, Steele & Bristol e Hamilton
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DEPARTMENTAL STORES WEIGHED AND
FOUND WANTING.

By W. L. E
, HI intelligent way, the right way, of
© determiniyg whether the departmental
store is illl((‘\ll or not is by consider-
ing what its net results are to the great
mass of the people.

We cannot well term the depart-
mental store an evil because it is
driving merchants. from business.

Machinery has supplanted many

thousand hands, and although those
driven from their employment considered the supplanter an evil,
vet we all are ready to acknowledge that the net results of the in-
auguration of machinery have been beneficial to mankind.

The daily papers, particularly in Toronto, have been pleased to
consider the advent of the departmental store and the machinery age
as parallel cases, the one as well as the other being a development of
economic conditions which, in their influence, are beneficial to

humanity

Goods can at imes be certainly purchased cheaper at the de
partmental store than at the ordinary store.  And itis undoubtedly
convenient to deal at a store where can be purchased any article
from an anchor to a needle, and where hoth stomach and teeth
can be filled if need be. These can at least be classed as con-

veniences, and what is a convenience is usually a benefit.

But this 1s only one side of the question. And in order to arrive
at an intelligent appreciation of the net results we must look at the
other side.

The first to feel deleteriously the influence of the departmental
store is the retail merchant.  His big competitor may not take his
customers away from him wholly, but it does partially. There is
no doubt about it.  Pull from a bird enough feathers and it will not
be able to flv. And draw enough trade away from a merchant
and he will cease 1o exist as a business man. Trade i1s being drawn
fromh merchants and they are ceasing to exist as business men after
their capital has become exhausted, and they have been pushed
out into the world to begin life over again, not onlg without money,

but in many cases without the energy of youth.
The natural result of a decrease in the number of merchants
through departmental-store competition is an increase in the number

of vacant stores.  And the concomitant of that is depreciation in

property, depletion of incomes, and decrease in value of tax pro-

ducing sources.

The deadedly worst feature of the departmental store is the
weakness of its commercial morality.  Any business that is not
developed on sound business lines is not in a commercial sense
morally sound. Thereis a law for business as well as for the
individual and aggregation of individuals.  In the breaking of it
inmorality is entailed.

The departmental store breaks the business law in its methods
of competition.  Competition is either fair or unfair.  If it is unfair it
is wrong.  And the competition of the departmental store is unfair.
In order to get a customer into his store the departmental man does
not rely on the quality of his goods, the attractiveness of his store, or
the courteous and gentlemanly manner of his clerks.  He relies on
the bait he throws out in the shape of goods which he professes to
sell, and frequently does sell, below cost.  Those who have studied
the matter have hecome convinced that one cannot deal regularly
with the department store and save money by so doing. It follows
that when a departmental store sclls ore article below cost the
loss thercby entailed must be made up on another.  The depart-

mental store i1s not a chantable institution. Itis run to put money

THE CANADIAN GROCER
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in the pockets of the foreign capitalists whose money has be.
invested in it. Let anypne essay to purchase an article which
not advertised in the bargain list, and nine times out of ten he w
pay more for it than he would have had he made the purchase fi.
arcgular dealer. There are a good many people among consun
who do not realize this, and innocently they are led to the slaught
To them the departmental store is synonymous with bargains a
continuously they return to be plucked. I'he fact that they do
realize that they are being plucked, does not alter the fact that th
are being plucked.  Barnum is credited with saying that peo
like being humbugged.  Provided they do, that does not mak«
right.  Wrong is wrong, no matter by what means the eyes of

victims have become holden that they cannot see.

Aside from its moral aspect, these are the evil effects of the
partmental store on the economical conditions of the communit
I.very time the price of an article is cut there is naturally a desi
on the part of all dealers who sell this particular article to get it
a figure that will enable them to compete with the departmen:
store. By-and-bye the manufacturer is forced to comply, wity
the result that he in turn is compelled to ask his employes to s
him their labor at a lower price. As to-day this department.l
store carries in stock everything that is needed in the way of wea
ing apparel, everything that is requiréd to furnish a dwellin
everything in the way of physics whose office is to kill and cure
everything that is needed in the way of foods, everything that
needed in the way of dentistry, and even music for the entertai
ment and photography for the preservation of the features, wheth
they be homely or comely, it is obvious that its effects on the
economical conditions must be far-reaching indeed. Already i
effect is only too apparent.

The retailer is not the only description of business man that |
suffering from the effects of these big stores : The wholesaler |
suffering as well, for his territory is being cut into. Here is an
example : A country retailer, while in Toronto one day a shon
time ago, purchased a certain line of dry goods from a leadin
wholesale house. From there he went to one of the departmental
stores, where he was shown a line identically the same as that which
he had purchased, but at a much lower price.  He bought it. It
was afterwards ascertained that the departmental store had puw
chased these goods from the same wholesaler as the retailer had and
sold them to the latter at one-and-halfcents per yard below the price
originally paid to the wholesaler.

To any logical mind it must therefore appear that while the de
partment store is occasionally a bestower of bargains and a mediun
of convenience, the net results are bad, injury without ampl
compensation being wrought to the storckeeper, the wage - work«
and the municipality.

The remedy for this state of affairs has so far been sought for 1
vain. The departmental store cannot well be closed up. Alla
that would essay to do that would be termed an interference wii
the freedom of trade, and, therefore, ultra vires. The same/fal
would await any measure that would aim to restrict.  The munici
pality could protect itself by levying a special tax. It is the legn
mate merchant who is in the worst fix. The workingmen ca
combine to keep up the rate of their wages, at least to some extent
but merchants could not, by combining, prevent people from buyii
at the departmental stores. The only thing, within my ken, th

the merchants can do is to be as up to date as the sun is on tim

A man, to be up to date, must have capital. Not necessarily
large capital, but a moderate one, and one that will place him
the position where he can save his discounts and take advantage «
any bargains that may be utilized as leaders. Thus fortified, Ul
nearer he can come to the cash basis of selling his goods as we
as buying them, the nearer will he be in a position to compete wit
the evil born of the departmental store.
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l. A. MATHEWSON

W. 8. MATHEWSON

S |I. MATHEWSON

J. A. MATHEWSON, |«

J. A Mathewson & Co.

IMrokTERS AND WIHOLESALI

ESTABLISHED 1834

IGROCERS

TEAS A SPECIALTY.

202 McGin
Street,

. Montreal
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There is fnoney

m our h’und\ or you
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Pipes, Whisks, Brushes,
; Combs, Soaps, Valises,
Uy Perfumery, Clocks, Trunks,
) Pocket Books, Shelf Hardware.

AND

General Store Supplics
BROOMS . ...

Porter, Teskey & Co.
\\l.-(&l-km Fancy G
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Grasp these Facts!

To make MONEY is to please one’s Customer,
and there is only one way of doing this, and that
is by BUYING and SELLING the BEST
ARTICLE of a kind at the LOWEST RE
MUNERATIVE PROFIT. Now, if you have

never stocked

Eben Roberts’
[nvalid and Table Jellies

You are, without doubt, neglecting this Golden
Rule, as they are acknowledged by Friends and
Foes alike to be the

Best Table Jellies on the Market.
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MADE IN ALL FLAVORS AND HANDSOMELY WRAPPED

D. H RENNOLDSON,

Sole Agent for Montreal. 100 Foundling St,
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JAMES HARPER
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PORK PACKER
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OFriceE AN WaREHOUSE

18 St. Phillip Street
Montreal

Hams, Bacon
and Sausages

SPECIALTY

Felephone, Bell, 1273 and 873.
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Advancement

Is the order of the day. Old time methods were good
enough long ago, but they wouldn’t fill the bill these days. Present
needs demand up-to-date-iveness in every branch of manufacture, and
when we say that “Windsor” Salt is made by the “Vacuum”
process, we want you to know that it is the latest and most.scientific

process known. It is the result of years of experimenting, and is
acknowledged to be the perfect system.

> "WINDSOR

Puresi
and Best

is the only salt in Can-

ey | ada that is prepared by this process, and that is one

ONT.

reason why the sales of “Windsor” Salt tower so
above the sales of other brands. It is pcrfcct in
granulutinn and 1s ;1bsolutc]y pure. Is zllways dry and loose and

will not get hard.

Ay

Knowing and discriminating buyers naturally fwant the best,
especially when the price is no higher than the price of other brands.
There 1s as much difference between <« Windsor” and common salt as
there is between refined and unrefined sugar.  Handle what is known

cvcrywhcrc as the best.

Put up for Dairy and Table Use.

WINDSOR SALT C0. Lid. ~ Windsor, Ont
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Don't waste
MONEY

By having
Coffee
Ground
Before you |
Are ready

To use it.
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FAMILY BANISIER GOFFEE MILL
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12,000 Grocers and Merchants of Canada

will get this number of Tur Gro

|2 000 dozen of this wonderful, convenient, and practical Cottee  Mill should e

sold in Canada this season Grinds the Bean without | » wdern
all the slrr-u;’lh out of the coffee.  Every grocer should sell this mill o his
customers, get them to use the Whole Cotlee Bean and grind their Cofle

home fresh every meal

The price of this mill, in two sizes, is as lollows

No. 1. 1 Ib. Canisters (¢« $11 sells to consumer $1.50 cach.

T . L . LR LR
No. 2. 2 I 2.00

I you know a gmnl lhlllg \\{lu'n VOu  see it

BUY THIS MILL.

# EBY, BLAIN COMPANY LT0.

WHOLESALE IMPORTING AND MANUFACTURING GROCERS
TORONTO - CANADA
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SAVED IN THE NICK OF TIME.
By W. L. | ONDS.

RIMINALS are not born ; they are made A child may be
born in a nest of crime : but that does not constitute him a
criminal 1 was born in an honored home, but But 1 must

not anticipate my story
My name is Isaac Mainwaring My mother would insist upon
my being called Isaac, because | was born o her when she was
well up in years, and because in her mother’'s heart she thought |
promised so much, | was the only child, too. She used to call
me her Child-of Promise. When | look back it seems to me he

love for me was even tictlu‘l than that of most mothers for their oft

spring.  She did not worship, though. She was what we would

now term an old-time Methodist.  Rather than that | should have
grown up morally crooked she would have preferred to have seen
me buried.  And I have sundry recollections as to how, by the aid
of the rod, she endeavored to keep me straight
That was something like three-score years ago. DBut, likea great
many other boys, when | left home and lost the parental support, |
began to lean to the side that ** leadeth to destruction \nd de
stroyed | believe | would have been but for the intervention of a
kind Providence
I was always ambitious. My father was a general merchant in
the village of Clerkville. ] wanted to be a merchant, too, and was
trained up with that end in view But it was not long before my
ambition expanded beyond the ken of a country merchant.  Jt was
a city merchant | wanted to \t first my parents protested
My mother was particularly set in her opposition
You'll ind the reality 1s not as pretty as the picture she
philosophically remarked one evéning after the store had been
closed
“That he will,” added my father, as he paused and peered
ver his spectacles and paper
At last | obtained their consen ' ¢ he will never be sat
stied here unul he has at least tasted what v business and ity
fe are LKe
My father secured a situation for me in the wholesale house of
Bedhington & Co., Toronto And so, one morning ey in June,
st after I had passed my cighteenth birthday, my trunk and |
vere driven to the nearest railway station
Now Isaac, my boy, remember that industry and honesty are
the price of success,”’ called out my mother as the vehicle drove
41-‘-¢l'v
As the train bearing me citywards sped past helds, through for
est openings or skirted winding streams what aspirations awoke im
my breast, what pictures my imagination painted ! Nature was
clothed luxuriously in verdure of many hues and Howers of many
tints so peculiar to the month of June.  But nothing was brighter to
me than the success which my imagination had conjured up \
crow perched on a gaunt pine which towered above the other trees
of the forest Happed its wings and cawed as if with derision, but |
only smiled with disdain
There are some boys, and men, wo, who gather triends around

them wherever they go I was one of them. In our village society

people said | was the most popular ot young men, and in the city

soon had a coterie of jolly fellows around me

A man or boy who has those qualities which bring him popula
ity should also possess a will power, whose strength is at least |
proportion to the measure of his popularity. | am sorry to confes
that I had not, and the consequence was that my friends induced
me to sometimes seek pleasure in places where neither my mora
nor mental nature was benefited.  But | always religiously attende
to my duties. And about five years after | had entered the em
ploy of Bedlington & Co. was advanced to a responsible position
which brought with it an increase in salary.

Unfortunately for me, with this increase in salary came the ideq
that I was then in a position to be more liberal in my expenditure
I had become associated with men who had a good deal of mone
to spend, and who took advantage of their position to the full
Naturally, I desired to cut as good a figure in this respect as the
did.  Most people do.  And herein, allow me to add, is one of the
most dangerous of pitfalls that threaten young men who essay 1
shine in society.

\bout three years after | came to Toronto | began to play card
occasionally for money and to take a little wine. ** Just a hiule
now and then won't hurt you, lke,”” my companions said when
demurred at first.  But these apparently little things eventually b
came vices.  And a vear or two after | had been appointed to th
more responsible position referred to | suddenly realized that m
expenditure was exceeding my receipts.

Instead of, like a wise man, cutting myself adrift from the com
pany that was leading me to ruin, and curtailing my expenses
did the very opposite I'ventually my indebtedness had beconi
so great that exposure was threatened me by one of my credit

inless within a certain time | paid him.

\lmost frantic with the thought of the disgrace and ruin th.
stared me in the face, | went straight to my room without taki
dinner.  Throwing myself upon my bed | began to desperate
cast about for some way of escape from the dilemma which my w

wise manner of life of late years had brought me into

“Why not take a couple of hundred dollars from the firm
someone seemed to whisper to me “That will meet your pre

ny

necessities You can pay it back again before you are fou
out. You won't be stealing it I'here are three hundred dolla

which you put in the vault to-night.  Go and get it.’

It seemed to me the easiest way out of the difhculty, and | de
cided to accept the suggestion l'aking a deep draught from tl
flask of liquor which I had lately bheen in the habit of keeping 1
my room, | threw myself upon the bed to collect my thoughts be

fore going to the warchouse to borrow the money

I'he might scemed chilly as | crept, like a criminal, down tl

back streets to the warchouse. A key which | carried gave m
entrance and | soon had the two hundred dollars I'here was 1
a soul in sight as | remulously locked the door.  Next morning «

my way to the office | called in and settled my indebtedness wit
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he two of my creditors—a tailor and a wine merchant—who had  arraigned at the Police Court and wnmitted

cen most pressing in their demands upon me afterwards | stood in the dock at the \ssi

sudibadd - " L
When | reached the warehouse Mr. Bedlington, for a wonder having robbed my employe f the

i~ there hefore me with mv eves nvetted on

’ . ompanions who had not forsaken
Isaac,”” he said, as he met me in the hall I am glad you

\ sel tor me But he could not
¢ come I received a telegram last night summoning me to

which | had lapsed I'he witness

York on important business. | will need to take more money e e RN
I'h rosecutit attorney descnb my

in usual with me.  You told me last night that you had had the o P e g .

of my guilt, let alone m

usual experience of taking in three hundred dollars after banking : 75 | )

the money which | was
Irs I wish vou would let me have a couple of hundred

charge was against me )

His request staggered me | turned pale and gasped as if for
1€ CIty judge, 1in sentencing me, said
cath

vith me, but he urged he had
Why, what's the matter with vo sympathetically asked . ! sk

- ks A VT LS MTV A AT S Uy

kind were ye ¢ oo nnimo
[)u])llld‘

Ir. Bedlington \re vou not well

least i (), nothing just a little faintness sasped as | staggered
confes 4 vard the vault as if to get the mone My knees knocked to
induce ether, and | fumbled with the key as if atflicted with the palsy
Iy mora Vith as much unconcern as | uld muster, | took out the cash
attende: carried it to my desk and opened 1l Faking out the alls |

the ard a pie
the em mted them ‘ !

[ T PR Py S BRSSP B

1 " son. vou hay killed
positio My God, si | ¢jaculated, with what | thought well-feigned I —
\roused now tron n
prise “ The amount is two hundred dollars short L n
mother rushed toward me
the ide Mr. Bedlington eyed me closely for what seemed to he an age ) ’ - m

ydlie 1nomy oarm
mditure Mr. Mammwann come into my  room he saud, somewhat

f mone mly

SR IR el

l*-.\
the full (mce inside the door he shut and locked u seating himsclf ;

as the hair he swung himselt around toward me, excluming as

isped
> ( . I > keeping his eves upon me " Jhow something abo T
e of th ) | | . ’ . bed my «
2SS : hat missing money
essay | " g e fa I had neve
ould not look him in the face But | protested that |

he hand that

\ iwnorant of its hercabouts I hi il seemed i ns 3

ay card ‘ : tather had come to the

him \nd springing to s
Lt a hule : ou It 15 needless

teet he exclamied yehement ;
1 when . | \eithe didd | iy o

\ Isaac Mamwanng, )
ally b | ) destructio \nd that s
. stolen that w hun ‘

xd to th vd a successtul retired han

' isitive abouwt
that m | nest, but | alwayvs beheve that h
| mannci
trom tu oout a crmmunal, and pert
’(.l“l"

he con » “
)enses Fhe mos e IMPORTANCE OF PROMPT SERVICE
becon '

credite

ruin ti

it taka

speral

1INy

Lson and g
!

opportunt
Cc hrmm
Fhen | broke d
ur pir 3
pleaded with ha bor abppointed
re fou i

1 mercibul I importuned LI el u all I ook |
d dolla

OISt i

but I only borrowed

renticema
Borrowed i, he sarcastically remarked We'll let the la

nd 1 de ide that point Isaac Mainwaring he added, as he frowned

from Ul upon me I was told some time ago that vou were beginnu
eping cad a wild hfc But | had such conhdence u that | &

ights e ed it without second thought Sir, vou at

wous villain, the worst kind of a villain

Ir. Bedlington was naturally

I that kindness of his, he was unforgivi \s | wtered  the

lown tl vords he turned upon his heel, hurnedly seratched a note, sum

gave n ed the message bov and handed it to him with instructions o

b was | quick about it

rning I

It was a detective he had summoned, and in less than halt an : the water wheel

1€ss Wil I occupied a cell at the police station \n hour later | was strikes them
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To the well-posted, wide-awake grocer, watchful of every pos

sible means to win and keep trade, Tea—in its various growths

is a question of unusual importance.
TO YOU increased trade means increased profit.  That’s
what you want ; that's what we help you to get.
TEA, with us, is a specialty. We are closely in touch with
the world’s great tea marts. Every line purchased is critically drawn
and the market conditions actively watched.

THE RESULT : Grand values at low higures, enabling

the grocer to make a good profit.

FROM A GRAND ASSORTMENT we mention a few lines, just

to show what can be done.

NEW ARRIVALS IN CHINA TEAS

Extra Choice Gunpowder.  Extra Choice Pan Yong m
New Season’s Young Hysons  Fecco Gongous . . .

From 14 to 55 cents.

Striking in Style. Superior in Liquor,
From 16 to 35 cents.

In Ceylons and Indians  OUr Standard Blacks

NOTHING FINER. Rich, Heavy-bodied,
Our range is exceptional. Satisfying and Profit-making.

Always up to a certain high standard, which assures them the favor of the tea-drinking public

We value our reputation in connection with the tea business, and no effort is spared to make

this branch a profitable one to our retail friends, and a source of satisfaction to ourselves

W. H. GILLARD & CO.

. +» Wholesalers Only ...

John Mouat, ™ wisiea " HAMILTON, CAN.
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'HE PUBLIC GAZE

IS ONE OF ADMIRATION

"Tis no longer a question of propriety ; the grace-
ful *“Bloomer Girl ” has come to stay. ..... But—that
is not the point!

THE TRADE MUST KNOW

of the stupendous and incomparable
values we offer in......

FRUITS

35 CARLOADS at hand and arriving. High-
est quality In every grade. We believe
in quality; it creates confidence and
profits wholesaler and retailer alike.

Every pound purchased before the
advance and our friends directly bene-
fitted.

MEDITERRANEAN
FRUITS ——-

Our Special Qualities of Currants
HAYCASTLE PARADISE need no com-
ment 1 heir rich flavor and handsome
appearance make them favorites.

REIN & CO.’'S
Choice Clusters, boxes and 1-4s.
Black Baskets, boxes and |-4s,
London Layers, boxes.

VALENCIAS
Arguimbau’s Selected.
Arguimbau’s Fine Off-Stalk,
Trenor’s Finest Selected.
Trenor’s “Blue Eagle” Fine Off-Stalk.

FIG8 . . . .

Extra Choicest Eleme, 8-Crown,
20-1b. boxes,

Extra Royal Eleme, 6-Crown, 4 rows,
10-1b. boxes.

Choice Family Natural Figs, 28-1b bxs

Natural Figs, in 56-1b. bags

Pulled Figs, 6-1b, boxes.

Commadre Figs, In taps.

PEELS . . .

C. & B. and York brands.

IT PAYS TO KEEP THE BEST FRUITS

Snolesniers HHAMILTON
We sell Gillard’s New Pickle and New Sauce.
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HOW A DRUMMER TAUGHT A LESSON.

By B

I is good to treat commercial travelers
well.  Justice as well as financial con
sideration demands it.  The traveler is
not the fifth wheel in a coach. e is
one of the wheels ne« essary to the pro
commercial  vehicle
““ Knight of the

here and there who is not a

gress  of the
I'here may be a
Ginp
desirable man. But such an one is an
exception And it is these exceptions,
not the great body of the travelers, that merchants should keep
themselves apart from.

Arrozance towards travelers is an unpardonable sin Iravelers

have rights to be respected as well as goods to sell.  Arrogant is

the man who refuses to recognize this I'here may not always be

a necessity for travelers. We know not what science may in the
I'he merchant can now whisper his

And

no one can safely venture to say to what degree the telephone will

future 4il'~l'lul» as a substitute.

order into the ear of the wholesaler a day’'s journey distant

develop or how quickly the goods the merchant orders may be shot
into his store In the meantime the commercial traveler is a facto
in commerce, and even from a dollars-and-cents point of view, itis
well that the merchant should do unto him as he (the merchant)
would have those to whom he sells goods do unto him

There is doing business in a Western Ontario town a merchant

of the arrogzant type who received a lesson lately that he should

profit by He has made a little money, and his bump of self-im

portance has become much larger than his bump of common

sense. One day he conceived the idea that, metaphorically, the

place for travelers was beneath his feet .
I will print me a placard and establish me rules that will
And so
he had a placard printed in big letters and set up over the cashier’s

desk

store.

make thesc travelers how to my footstool,”” he ruminated.

where it would greet the traveler's eyve when he entered the

Its superscription was as follows
049400+ 040400 00000+ 00~
el T RAVELERS

Filll. AFTER
‘ @000+ 00 0090899+

One day a traveler came into the store who had some particu

BUSINESS HOURS.

larly attractuive hines to otfer.
“ Hum,

ashier’s wicket,

His eye caught the placard.

he muttered as he turned to the young lady in the
*“ And when is after business hours ?

“After 6 pom.,
“ Where 1s My

‘U p stairs

came the repl
Blank 77" ventured the traveler.
Is he engaged -
No, | think not.

Up stairs trod the traveler, where he found the merchant amus
g himself with one of his children, which was, of course, quite
;nupu

* Mr. Blank,

self to be

said the traveler, ** | see you do not allow your-

mterviewed by travelers until after business hours. |
have a line of goods here which 1 am sure you would like to have.
But | must take the six o' clock train out.  Can |
“1 sce no vavelers, sir, ull after six o'clock,”” interrupted the
merchant with a dignitied air, as he turned o resume his play with
his offspring

I'he traveler possessed dignity as well asambition to sell goods,

and with an ** All right, 1 think you'll be sorry, sir,”" quietly re-

GROCER

tired. He immediately went across the street to a competitor of
Mr. Blank's, related his experience, and sold him the line of goods

When the traveler's principals heard of the affair they wrote
Mr. Blank, regretting exceedingly that he was unable to see then
representative, as the line of goods intended particularly for him
had heen sold to Mr. Smith, one of his keenest competitors.

A week or so later Mr. Smith was making these particula
soods a leader, which was drawing trade like a molasses barrel
And when Mr

had refused with so much dignity to see, he
o ’

does thes. Blank had learned it was the goods he
gnashed his teeth
He didn’t tear his hair, because he hadn’t any I'he pocket is

always a vulnerable place to strike a mean man

DER DRUMMER.

Who puts oup at der pest hotel,
Und dakes his oysders on der schell,
Und mit der frauleins cuts a schwell ?

Der Drummer.

Who vash it gomes indo mine schtore,
Drows down his pundles on der vloor,
Und nefer schtops to shut der door :

Der Drummer

Who dakes me py der handt und say
Hans Pleiffer, how you vas to-day ?
Und goes for peesness righdt avay

Der Drummen

Who shpreads his zamples in a trice
Und dells me ** look, und sec how nice
Und says | gets ** der bottom price ?

Der Drummer

Who says der tings vas eggstra vine
V'rom Scharmany, ubon der Rhine
U nd sheats me den dimes oudt of nine?

Der Drummer

\ Who dells how sheap der goots vas bought,
Mooch less as vot I gould imbort,

But let dem go, as he vas **short 7

Der Drummer

Who varrants all der goots to suit
Der gustomers ubon his route,
Und ven dey gomes dey vas no good 7

Der Drummer
Who somes aroundt ven | been out,
Drinks oup mine bier, and cats mine kraut,
U 'nd kiss Katrina in der mout ?

Der Drummer

Who ven he gomes again dis vay
Vill hear vat Pleificr has to say,
Und mit a pla“k eve goes avay ¢

Der Drummer

BROOMS AND WHISKS.

ANADIAN housewives are proverbially cleanly.  Through
out the breadth of the land, their wants are supplied by the
general storekeeper

Moral

hrooms

One of their chief and frequent wants is a new
broom no general store should be without a supply ol

good When they are in want of this staple line they
would do well not to forget Porter, Teskey & Co,
Montreal

the Province of QOuebec and the Maritime Provinces the goods of a

St. James strect
I'his firm make a specialty of brooms, and control for
well-known firm in Ontano I'he brooms, brushes, whisks, et

turned out by the concern in question are known from the Atlantic
to the Pacific.  Porter, Teskey & Co., will attend promptly to any
request for quotations on these, and also on soaps and perfumery
In the two latter brands, their goods are of the fast selling descrip
tion, suitable to the demand met with by the average country gen

eral storekeeper.
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To Handle
Our Tobaccos

NS\ A GAALA A MAN AL ALANT]

mmmwmmwuwwmm
Dealers in Snuff and Leaf Tobaccos

WIS

WE CAN GIVE YOU THE BEST VALUES IN
CANADIAN AND AMERICAN TOBACCOS.

Cut Tobaccos.

Royal Club.
Old Turk.

Gold Leatf.
Le Huron.

Plug Tobacecos.

M ll)](' Leaf, 1-12.

Red Cross, 3's, 7's, 8's.
Le Huron, j5's.

Canadian Tobaccos.

Sea Bird
Smoking and Chewing.

‘)u(‘slh‘l, 1-0.
Papineau, 1-0
Citadel, 1-10.

If your wholesale house has not got the above lines

write to us for prices. It will pay you.

J. LEMESURIER & SONS

229 to 242 Paul Street

TOBACCO MANUFACTURERS

amm—— (QUEBEC

Many
Oild
Favorites

FHEEE R R

ox
Rw RO

we have singled out as the best

T
RN

Victoria and

Princess Louise

Japan Teas

Many
New
Arrivals

Each mail brings news of goods to

Favorites with grocer and user come, each Lll\ \hll\ln( nts arrive for us.
are found amongst our stock. Here is an
old standby— Japan Tea. Many people trade.
won't drink anything else. The
who wishes to win their trade must keep
the best brands. From the many brands

Goods that you want for your winter
Is your order among th:: many we

grocer are receiving from live merchants > Write

for our prices —we'll give them gladly,
knowing you will appreciate their reason-

these two, ableness. Among other goods arriving are

Raisins
Almonds
Currants and Figs

! LAPORTE, MARTIN & CIE. 52« Montreal.
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HANDLING PROVISIONS AND FRESH FRUITS.

O subject i the retail trade causes the dealer more anxiety

an the various articles that constitute provisions and fresh

fiuit Ihe profits are small and the competition so keen and the

e and losses are indefinite Only in care in buving and in

| « O tacilines for haa dling the above ._'nnul‘ can a

crchant make a stccess of 1t he following are the best ideas,
of handlIn the above coods

fn buving, see all the milk 15 worked thoroughly out

ind the s mised through it and not in chunks It should

| ¢ . ol w tree from any taint whatever and be full

! Keep all butter in a clean, cool room, not over 50 Fah

cuhen d colder i possible Butter will take a taint from almaost

Lt it is placed beside i, and no quantity more than is

Ct ed e minediate sale should be exposed to the an I in

‘ 1€ a st hrine and ke | oair-tig ht \1l butter in tubs

or vroc ks should have a strong brine, with but Little saltpetre in it,

aced on 1t \Mrer standing for some tme, take the brine oft and

it a thick coat of salt on the top of the butter.  All store butter

Sould be selected and packed every morning and the best of care

aken of it to vet the best results

Biran Loy the best and sweetest that can be obtaimed in yow
tow ued keep it in a clean class case from flies and dust, in a
conspicuous place, and buy enough for a day’s supply

CHkEst colored, some uncolored cheese et the

¢ ‘ 1 llu" cheese that is rich and of tine tlavon
\ ¢ wiving new cheese, wm it over every day for two or three
veck s Keep ina cool. dry room, away from tlies Do not cut
yetord they  are a month old Biefore cutting «lean ot all the old
cheesecloth, and never put more than half of a cheese in your case
it [l

It In buying eges see they have not a glossy appearance,
nor look as the h they had been washed, bhut buy the best, ¢lean
est and larvest You can keep i oa cool place, and not too many
i one bhasket b 1 ll';vl,!l. ol tie I'he tirst week in \llll\'llllu'l
clect the best and freshest eggs for packing for the winter use

keepl stmall quantities pack in clean, dry salt, and keep in

ol, dry room Fresh eags can be kept very well by placing them
¢ i AinLHlm_ cool

s v Bacox Only buy o quantties that will suit yow

de, and the best you can obtain Keep in cool place and free
trom 1l and never keep a large quantity exposed to the heat

Hoxi By the clear white clover honey i sections, and also
i n ’ and not a lrge quantty at a time, and keep it where
e L ce il .

i e hest ul ] and L('r]. mnoa ll.lll«_ il cool

o) il Fhe Barbank and the Hebron are the best to buy
at present, and will Keep the bhest Fo obtain the best results,
potito hould be kept at 357 Fah, ina dark. dry room or cellan
In bu ce there is no rot and full werehn

Areid In buyving sumimer apples the one that catches the eye
and is ripe 1= the best.  Never buy with blemishes on, and buy in

guantities to suit your trade ; keep in a cool place. Fall and winter

varicties should be selected with great care and carefully packed in
clean barrels. The Northern Spy, Greening and Golden Russetare

the best for winter, being the best keepers, while they retain their

THE CANADIAN GROCER

flavor longer. They should be kept in a cold room, 35 to 4o Fal
Golden Russets can be frozen solid, and if kept frozen tll sprin
and let thaw out at their pleasure, will keep good till the middle «
end of May Other varieties will rot if this experiment is tried, In
all apples should be repacked about the latter part of January an

the wasty ones sold first,

Baxaxas  The dithcult task is in buying to be able w tell
number at a glance. I'he best way to tell the number, or near o
is to make a given point and count a dozen to the right and the
down, continuing the same all around the bunch.  Another way
to multiply the length of inches by the number of inches arowm
the bunch and divide the amount by 12, and the dividend by

12 according to the size, and you will get near the number o

dozens in the bunch Bananas should be kept i a cool place unt
ready to use I'he top ones should be sold for less money than th
hottom \ merchant should have three prices, and let those tha
want the best pay for them. To do a banana trade a mercha

wants at least three or four bunches on hand at once, and do ne
be afraid to give one to your customers once and a while. It vo
see vou are hikely o lose some, sell for anything at all and g
them cleaned out. Do not be afraid of the banana trade.  1f v

do not make much out of them, vou will not lose by having then

GrAares =Buy grapes in 1o-1b. baskets, as it pays better 1
handle them in that size, as many take the whole basket Nia
vara and Rogers’ (Nos. 4 and ¢) are the best to handle Concor
and Delaware have their drawbacks — Grapes will keep for a co
siderable time if kept cool, and are not a * wasty ™" fruit to handle

but will do your business goad

Huc kLEBERRIES ~Are delicate to handle, and should not 1x
bought in large quantities unless they are cheap.  They should b
kept cold and firm.  The berries are spoiled in weighing out, an
the dealer should be careful in this matter ; try to avoid breaki
the berries

ve e

Levons—The best truit the merchant handles, and
best results, as there is a large demand and they are easily oh
tained.  The lemon of 300 count with smooth skin and not bitte
is the lemon to handle. Lemons should be kept cool Remon
all bad and partly wasted lemons and damp paper from your bo
and have only a few out to view at a time, and vour loss will i
very small.  Buy in small quantities, except when there is a likeh

hood of being a sharp advance

ORANGES —The most desirable fruit we have : and we are hlesse
with the best qualites Fhe orange that is most desired is the
Florida, and no wonder, for it contains all the qualities necessan
for a good orang I'he best time to buy in large quantities is the
tirst of the vear, and if kept cool there is litde waste and they wil
keep for two or three months Fhe best sizes are 200 and 120
I'he other varicties are very good when the Flondas are off the mai

ket. Oranges should not bhe exposed to the light or air more tha

necessary, and with alittle care are not a hard fruit to handle
I'he great secret in handling produce and fresh fruits is in th

buying Many merchants are tempted to buy in large quantities, 1

fact, larger than they can handle, and the resalt is that the proti

are all thrown out. We should buy ace llltllll:\ to the demand,
see they are cleaned well up betore buying again.  Negleot s
great cause of many losses by not watching what we ha

and sceing it is not spoiling nor commencing to spoil, and 1l
is, to sell for what we can get. Fhe maxim in business should b
“to watch the end ™" as well as the commencement of all things

.

“Green tea or black tea, miss 2" inquired the shopman in

sort of a medico, bedside manner.

‘I don’t think it matters,”" said the girl, *“missis is col
blind.""—Fort Worth Gazette.
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Is always a carctul purchaser. I
she doesn’t know faulty goods when she
sees them, she knows them when she
has once used them, and avoids them
thereatter. “She knows the difference
between ordinary rolled oats and the
Rolled Oats we put up.

“Graham’s Best

Rollcd Oats

Ours are noticeable on account of then
superior quality and their freedom from
hulls and black particles of refuse.
We have just put in our mills improved
machinery, of the very latest design, so
that we are able to turn out a first-class
article.  You will find it to your ad

\‘;lll[;lgt' to l)ll} our g(u)\l\. You can
reccommend them to vour customers
with the utmost conhidence.  You have

our gll‘.lr;llllt‘t‘.

A. Graham, Uxbridge, Ont.

Oat Hulls and Other Cheap Foods for Sale.
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BUYING AND SELLING TEAS.

By H  E WILTON, SPRINGFIELD, ONT

IZA being the most important feature in
connection with the retail grocery trade,
it is necessary that the greatest caution
he used in purchasing nothing but a
first-class article In order to do this,

one must never rely on the statement

of any traveler, but prove for himself

the quality of the lines he is about to
buy. This can be done in various
wavs
A small gasoline or coal oil stove
can be used to a good advantage by having in connection there-
¢ your order give the different

with a tea steeper ; and before placin
samples before you a drawing. In this way you at once get a fair
idea of their respective value. And, to go still farther, | have be
fore now called in one or two of my best tea customers, and by
giving them a taste of the drawn teas, secured also their
opinion in regard to the quality I'aking into consideration the
fact that your customers are the ones who most use your teas, |
consider it a big advantage in having their favorable opinion, and
once vou have secured in this or other ways a good quality of
that line just as long as it can be obtained
NO MONEY IN LARGE PROFITS

I'here is no money in selling teas on a large profit. My expern
ence s shown me that it pays to handle nothing in that line except
the best qualities in their class, even though you may be obliged to
pay a few cents more per Ib. for them. For example : | had been
selling in a certain space of time 100 Ibs. of 25c. tea for which |
paid 13c.; | decided to try something better, and paid as high as
18c. for a 25¢. line, the result being that | sold 500 Ibs. where |
had before sold only 100 Ibs I'he same rule will apply also to the
higher priced teas

THE NEXT THING NECESSARY.

H v 1sed extra cautiom in selecting the best 4|wi.l]1l\ of
tea, the next thing necessary i1s to let the public know that you
have such goods in stock I'here are various ways in which this
can be done First, an advertisement of the fact should be placed
conspicuously in your local paper, followed by the sending out
among your customers and others of free sample packages. | have
before now sent out two pounds of tea put up in sample packages,
and sold 50 Ibs. immediately after as a direct result of the samples.
In doing this a good plan is to have printed envelopes, stating
price, quality, etc., of tea enclosed, with your name printed there

I'his plan is found to be a success if you handle a first-class

ANOTHER PLAN
Another plan in connection with advertising tea is this : Go to
at least four of the most reliable and responsible men or ladies in

town and present them with, say, a ¥ Ib. sample package of some

special line of tea which you are making a specialty After they

have given 1t a fair trial, secure a good recommend from them,
and with their permission have the same published I'his plan |
have worked and it was also a success. In short, it is necessary
that you keep constantly advertising your teas in some way. It
never pays to put forth special efforts in this line for one week and
then remain quiet for a month

USE WELL THE WINDOW

Your window can also be used o good advantage. For example

Some time ago | put out an advertisement in regard to teas, and
just at the bottom of the circular I had printed the following :
““Don’t fail to see our novelty tea window Saturday evening next."’

On the occasion referred to | had the window neatly arranged with

fancy tea boxes, tea samples with price tickets in each. To com
plete the whole affair, I had in the centre of the window a small
table neatly arranged with tea pot, cups and saucers, spoons, et
and sitting at each end of the table, on a low stool, I had a boy
about 15 years old. Each had his face blackened, and dressed in
laughable appearing costume, both pouring out and drinking hot
steaming tea, that we were steeping in the store for them. Above
their heads | had such mottoes as the following “* Kum in and
git a drink "' ; ** free samples inside '’ ; ** dis am de best tea | ebe
drank '"; ‘*just think, only 25c. per pound.”” A large numbe:
came to see the novelty tea window, and nearly all came in and
sampled it, after which they would purchase a supply, some getting
one pound, others two pounds, and some as high as five pounds
All this from the effects of the previous advertisement, and the
novelty window. In this - particular case new customers were
secured who had never before been in the store, and who are now
and have since been steady and profitable traders.

FEA PACKAGES.

Foil or light lead sacks should be used for doing up teas. In
such a package as this they will retain both flavor and strength for
along time, and this is all a point in the merchant's favor. No
teas should be allowed to stand either in caddies or boxes un
covered, as in such a shape they lose strength and attract bad
flavor.

QUALITY THE LINE.

It is foolish to attempt building up a tea trade on quantity. It
must be done on the line of quality, together with fair living profits
and once a merchant has the established confidence of the public
in this respect, he is sure of a good tea trade. But he cannot stop
here. Once this confidence is established, it means work to hold
it. - The successful tea or grocery merchant never finds idle time
on his hands. Some new plan.can always be developed, and some
thing new to inspire fresh confidence is always at hand for the mer
chant who trys to make. business a success

ESCHEW PRIZES.

Never offer prizes of any kind with teas. Prize teas are a hum
bug and the public know it. Good goods sold on their merits is
the only successful road to follow.

WHERE MERIT SUCCEEDED

A customer called a short time ago and desired to know how
many pounds of 25c. tea we could give for $1. | told him fow
pounds. **Well,”" said he, ‘* I can get five pounds at such a place,
mentioning the name of another merchant. We tried to convince
him that the difference in price was made up by the extra quality
of our tea, but all to no pnrpose. We gave him a free sample of
our tea and away he went. Ile purchased five pounds at the othe:
store for £1, and in less than two weeks he called in and took four
pounds of our tea at $1. He had tried the sample we gave him
tried a drawing of the cheaper line he had bought, and he was at
once convinced that we had stated the truth. He is now one of
our regular tea customers, and has every confidence in our teas
Good goods and honest dealing are leading factors in a successful
business. Just as soon as you begin to cut and slash the prices ol
teas, you have dealt a death blow to your better trade in that linc
and lose the best thing you ever had, namely, the confidence ol
the public in regard to the quality of your goods.

DEMONSTRATING PURITY TO FAULT FINDERS.

Sometimes it so happens that with the very best quality of tea
some customer will find fault and say it is no good. Here is where
you have a chance to do some important work. Whatever you do,
never allow such a customer to remain under such an impression,
as he or she, as the case may be, may do your trade considerable
injury by telling friends about it. In the first place, when such a
complaint is made, ascertain the manner in which the tea has been
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WALKER’S

KILMARNOCK
SCOTCH
WHISKY

This standard blend of Old Highland
Whiskies, always of a uniform quality,
is the best Scotch Whisky imported

LAW, YOUNG & CO. - 28 St. John Street, MONTREAL

SOLE AGENTS IN CANADA

SCHWEPPE'S

... FAMOUS...

TABLE WATERS

Soda Water, Seltzer., |
Ginger Ale, Potass. Water SCHWEPPE'S

Lithia, Etc. = -

THE Sevech pems e weer u O SN0

As supplied to the Queen, the Prince of Wales,
leading London Clubs, and, exclusively, to all
ORIGINAL BoMBAY  the Gordon Hotels.

as supplied to
indian Market

LAW, YOUNG & CO.
28 St. John St., Montreal

SOLE AGENTS FOR CANADA
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drawn, what quantity used, and all particulars in regard to her

fault with it I'hen go to some customer who has used the tea suc

cessfully, to be a good tea steeper, and learn

her mode e these directions to dissatistied

| l\«l, ¢

I'his means a lot of trouble

vour

custome Lo, P Ih and in nine cases

out of ter iceesstul

‘ | but what of that - e succeeded in pleasing your customen

increasing her confidence in you and in your goods 'hese little

affairs all go to try the merchant g patience, and he will sometimes

feel like saying something real bad But don't do it Remember

that ) ’ 1 business to make moaey, and you cannot do if

customers

Besides this, the people

demanding satsfaction in good goe and

that the ou should consider it

le y havinge a chance to set and vour voods 1

before dissatistied custon

them to remaii

Cood
caddies, leave the

exposed

remain uncovered

STOMERS

sclhing te: istomer it is sometimes a vood 1dea to

Mrs. or M

fine ()] rse, one must not use any

and-So are using the same brand and

name in this
vou know such statement to be true
DRESSENG
vindoy sood thing if properly arranged

\ barn

Sd e

should they have a cheap appearance

generally denotes a poor farmen I'he

a merchant If vour tea signs are and

che .lI;I\

made, 1t denotes carelessness on the part of the merchant

| ! ch a person is usually a poor buyer—at least

the public will

’ i Stra vinch wayv the wind blows Glass signs

\ painted printed cards, which any printing office

profitable investment, the following

Our Famous 30«
v Dandy Wi
18 . class 5 th in Quality and Price I'eas—New Crop
"’ 3 - SO Consicnment Just Arrived. Come in and Get a Free Sample

I'hese, and ditferent other lihi»i.t, cards, !llull:\__ such mottoes as

vill be of value

above and placed conspicuously in yow indows

to anyv merchont

HINTS ON STEEPIENG

\s betore stated, many  people spoil a gox ain ‘Ill‘u

cleaned, and again it
vhich

creome o a g

In ma cases teapots are not properly

ometine injured by the use of a poor steeper may be a

I'hese faults can be o reat extent by

Wiite up, 1 as

ral and most proper rules for steeping and serving

tollowing plan hort a form as possible, the

the different

of tea Go to your printer and have him print for

vou a

tv of these directions with your advertisement also placed

prominently at the bottom of the card, and give these to your cus

LOMCTS Don't mix up an advertisement for any other class of

this card except tea. I'he greatest value in any adver

soods on

tising is in confining cach advertisement to one article only I'he

simple act of putting out printed directions leads your customers

and others to think that you know a great deal about teas, and

if you can establish this idea yvou are certain of a good trade in that

line, not forgetting, of course, to impress it firmly on their minds

that your prices are also right. If you use plenty of printers’ ink,

and do it truthfully, you will find it of great value.

WHAT TO DO AND NOT TO DO,

Never keep a poor tea because cheap.  Such brands as ** tea

dust,”’ which is sometimes found in country stores, should not be

GROCER

tolerated, even if you got them for nothing. I believe firmly in the
principle of quality in establishing a profitable tea trade, and n«
quantity. Follow this plan and once your business is established

has a solid foundation. Buy nothing but the best.  Sell for casl

Study the wants of your customers and satisfy those demands
matter how much trouble it puts you to Give full weight
pleasant Use special tea scales, and keep them bright Use a
spare moments for the development of new business schemes. (.

your clerks a prize for best written tea advertisements Pay yo
printer once a month, and don’t forget that a little pinched

advertising space is dear at any price. Use lots of space, ev¢

though you have only a little to say Hustle every day Make te

a specialty Have one price for all.  Advertise

A FINE PICKLE.

IERHAPS no other article sold by the grocer of to-day ha

made more rapid strides or assumed more varied forms
manufacture than have pickles I'he product made in the hom
has almost passed into oblivion, and to suit the requirements
nineteenth century consumers, special and peculiar properties ai

essential to assure success, but when superior merit is once estal

lished the public is not usually slow in its appreciation

kno

who

No more striking instance of advancement in this line is

Gillard & Co., of London, Eng

g
““ New Pickle

Cireat

than that achieved by

over a quarter of a century have manufactured their

and New Sauce,'’ which have an enormous sale in Britai

wind on the Continent, and are conceded by all connoisseurs to

most delicious relishes I'he irm has succeeded in giving to the
public a pickle, the liquor of which is a happy blending of piquanc

sweetness and acidity, forming a well balanced and delicious appe
tizer, while the vegetables are the choicest English and Eastern pro

ductions Considering the size of the bottle and the superi

quality of its contents, the makers claim that the ** New Pickle
the cheapest high-class pickle offered. At the great Royal Agric

tural June, 1896, both tl

New

Show, held at Leicester, | I}hl.lml‘ n
Pickle *s New

I'hose who find it difficult to properly digest the ordina

and Sauce were on all the lunche
tables

!‘ri- kl¢
Pickle

arc delighted by the valuable aid afforded by the ** N¢
W, £

pion cricketer of England, highly recommends their use and wi

in the process of digestion.  Dr. Grace, the chan

have no other

I'he

appetizing ingredients, and possesses plenty of body, imparting

“ New Sauce ' is compounded tfrom the purest and mo

delicious flavor to soups, gravies, et I'o emphasize the high «

teem in which these relishes are held in England, we may state

that over five thousand of the leading hotels and restaurants a
regularly supplied by the makers

\rrangements have recently been completed by Gillard &
whereby the trade in Canada can secure these pickles and sau
from all wholesale grocers, and at prices which enable the retailc

to work up a steady and remunerative business.

HE UNDERSTANDS COCOANUTS.
Mr. Mclean, the

Cocoanut Co., has had a long experience in this line. He

proprietor and manager of the Canadia
was lo
several years in New York, and has had experience with the ve
best firms. New machinery has recently been putin, and the com

bination of experience with good machinery should

g give ;(nni re

5

sults.

It is a good plan to have some article predominate in eacl
window display. Make this article the centre of attraction, like the
largest stone in a ring, while the other articles, artistically groupes
about it, serve as an appropriate setting.—School of Window Dress

ing.




mly intl
>, and n«
iblished
| for casl
nands
ght |
l SO |
nes. (i
Pay
inched
ace, evt

Make te

»-day h

the hom

ements

werties a

prguand
ous "I’i‘
istern p

‘\xi(r\
Mickle
11 \\u
both
lunche
ordina
he N¢
he chan

and

and mo
Iparting

high «
may stat

irants a

rd &
ind sau

e retail

Canadia
Cc was |
the v
| the con

,\,\unai It

> In ead

n, like the

' groupe

ow Dress

THE CANADIAN GROCER

TOMATOE

Spcciay

3

F llR\”\ ‘)x']it'\r [h‘l[ the l(t'lll lll“ll\\l of tomatoes is the best on the Canadian

)

market to-day. We have good reasons for believing this. Every detaill

growing and canning has been carefully studied and the goods that we turn out
are the result of long experience and watchful preparation. The tomatoes we use are
perfectly sound and fully ripe-—nothing doubtful passes our examiners. Every department

of our factory is kept as clean as the cleanest private kitchen

Our Cans being made by a new process
Have No Solder on the Inside.

In this way we protect consumers from the inconvenience and dangers arising from solder
drops. There is no risk about swelled cans, as we test every can before it leaves the factory
The ‘* Kent” brand is sold to you at about the same rate as inferior brands of tomatoes,
ad you make just as much profit.  You will find your customers use five times as much
canned tomatoes, when you sell ** Kent” brand, as they did w hen you sold a poor article,

and your profits on this line will consequently be increased five fold.

THE KENT CANNING COMPANY

ROSE & LA::‘:::\N.\E, Bt ~ati— CHATHAM, ONT.

WRIGHT & COPP, Toronto
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TALK WITH A MAN FROM CHINA.

l HAD an interesting chat not long since with a gentleman who

was passing through Canada en route to England from China.
He had for three years been a resident of the Celestial Empire, and
had traveled over a goodly portion of Japan as well as that coun
try. As a result of that conversation | am open to confess that my
opinion of the Chinese is rather more favorably inclined towards
them than it was I'he gentleman in question, I might say, is
a tea merchant, but as | have not permission, | do not feel free to
use his name.

Like other Luropeans traveling from China with whom |
have conversed, he declared that there were still people in some
parts of the country who had not yet heard of the war with Japan.
*“ While there are others,”’ he said, ** who, while they have heard
of the war, firmly believe that the Japanese were the vanquished
and not the victors. The fact that the Japanese army withdrew
from the country is an evidence to them that they were driven out.
They cannot understand why a victorious army should not have
marched on to Pekin and invaded the rest of the country.

““ What opinions have you formed of the relative natural merits
of the Chinese and Japanese soldiers ?

““0), physically the Chinese is the much better man. And as
far as bravery is concerned he has plenty of that.

** He did not display much of it in the late war,”’ | ventured

‘1 grant you he did not. But you must remember that he was
badly armed, badly officered, and badly trained. It has been
proved that under good officers they make good soldiers.”

“ What about the domestic life of the Chinese "'

“* Well, a Chinaman thinks a great deal of his wife and family
It is amusing to see his proud and lofty carriage and the happy
look he has on his face when he takes his family for a day's
outing

“The Chinese are very clannish, are they not ?

«« Rather lust let our Chinese office boy hear that we want an

employe of some kind, and forthwith he will be on hand with some
relative

““What about the alleged crookedness of the Chinese '

““ It is not true that the Chinese as a class are dishonest,”’ he
rejoined, with some warmth. ‘“*A Chinaman’s word is as good as

his bond. In our dealings with the Chinese merchants. we have

every confidence. [f they make a contract with you, rest assured

they will carry it out, if itis at all possible for them to do so. Itis
considered a terrible disgrace for a Chinaman to be discovered in a
dishonest action. He who is so discovered ‘loses face,” "' added
my informant, as he swept his hand over his own face. ** * Losing
face,” I should explain, really means that he has lost his good
name and is disgraced. And you can almost depend that the man
who ‘loses face’ will go out and drown himself.’

Our conversation eventually turned on the antiquated methods
of transportation in China ‘There is only one line of railway in
China, and that is a short one,’’ remarked the gentleman | was in-
terviewing, ‘‘ while, as for wheeled vehicles, why, in a city the size
of Hankow, there are only two. One of those belongs to a broker
and the other to a doctor.’

* Haven't they got good roads ? " | asked

““ The roads are good enough ; but coolie labor is so cheap that
t doesn’t "pay to use wheeled carts. When we are loading the ships

with tea we do not send the packages to the ship's side in vehicles
coolies carry them. A coolie places a pole over his shoulder, with
a chest of tea suspended from either end. Then he starts off fo
the ship's side on a sort of dog trot, singing in a monotonous air a
he runs. A peculiar thing about this coolie carrier is, that should
he only have one package of tea to carry, he will fasten a substance
of equal weight to the other end of the pole. He wouldn’t thinl
of carrying one parcel. A Chinaman will do this work for the
extraordinary small sum of eighteen pence per week."

China he declared to be a beautiful country, rich in natura
resources, while the Chinese farmers he pronounced to be the best
farmers in the world. But, tell it not in Gath, he declared it would
pay Canada to utilize coolie labor more than she does.

TWO SUCCESSFUL BRANDS OF CURRANTS,
TH]’. success of the ‘*Paradise'’ and ‘‘ Haycastle'' brands of

currants handled by W. H. Gillard & Co. last year has in
duced this firm to buy even more largely than they have done i
previous years, and they have upwards of twenty carloads of these
particular brands in store and arriving, and all bought before the
advances in the market took place. It therefore affords this firm
pleasure to announce to the trade through the advertising columns
of THE GROCER that they are in a position to supply ‘* Paradise
brand at as low a price as that at which ordinary Provincials o
Filiatras are being sold. This firm purchased largely in raisins and
figs early in the season, and in consequence of this are in an excel
lent position to give good values to their customers. They have
always adopted the principle of buying the best brands packed
without exception, believing that in following this course it not only
enables them to do business to better satisfaction with their good
friends, but the handling of such goods has been an important fa
tor in increasing the reputation which this house now holds for cai
rying high-grade Mediterranean fruits.

Recently W. H. Gillard & Co. have been in receipt of a ver)
large shipment of Young Hyson teas, which show extraordinary
values, and they are finding a brisk sale for them at the prices
offered at. The trade for this firm’s bulk blended teas is steadily

increasing,

notwithstanding the fact that so many package teas are
being offered. Their contention is that the sale of teas ih bulk by
the retailer, provided he secures well-known reliable brands, is
much more favorable to his making good profits, instead of work
g on a close margin on advertised brands which are handled by

all his competitors.

KNOX’S GELATINES.

I'he high quality and splendid values of the Knox gelatines are
fast becoming well known, and the goods are now sold by the best
grocery trade everywhere. (uite a sensation was recently created
at Toronto and Ottawa fairs, where the goods were exhibited. This
gelatine is made from calf material. It will dissolve almost as
readily as sugar, and each packet will make two quarts of jelly
We anticipate for these goods very large sales.

STAPLES AND DELICACIES.

Caverhill, Hughes & Co., corner Commissioners and St. Pete
streets, Montreal, while carrying a full stock of tea, sugar and
other heavy staples, devote special attention to dried fruit, canned
goods and specialties. They always have leading brands of thesc
in stock, and also represent in the Montreal district ** Spratt’s
patent dog food'' and the Eli Pettijohn Cereal Co. Both
these lines are fast becoming staples. The former is so much
thought of that the animals at the recent dog fair were fed exclu
sively onit, and the sale of the latter, though only one year in the
market, has increased to very large proportions
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We take this opportunity to inform our numerous friends and
s of these “

iy customers throughout Canada that our great cheap sale is still going

this firm

on, not having as yet succeeded in disposing of all the goods damaged
by the recent fire in our premises; and in order to reduce our stock
to the lowest possible ebb prior to stock-taking at the end of the year,
we shall continue for the balance of the Fall to offer exceptionally
good bargains in the following lines :
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JAMES TURNER & (0., HamitoN

ask their numerous friends to kcep their
eyes on the points of this compass :

RAM LAL'S TEA

MASCOT TEA (iOLDEN AGE TEA
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MEGCA COFFEE

All are therr spccialties in which they cannot be beaten.
A trial will convince you they are right.
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. . . The finest Soda Biscuits in Canada . . .

Manufactured by R E JAMIESON, OTT;‘\“Z‘\

Everything

A grocer can want in first-class goods will be found in our warehouse.

Raisins, Currants, Figs

Good brands and good values.

Our familiar brand . . . UG
LI IR S AR e

JAPAN TEA

Iy MAPLE LEAP ”” from each of the Canadian Refineries

e s Tobaccos and Canned Goods

FOR WHICH WE SOLICIT YOUR ORDERS.

T. Kenny & Co0., wroeecces Sarnia, Ont.
lQIOIOIQIQIOIQIQIOIOIIOIOICIQIQCQIOIOl‘l.l
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Propcr Ammunition
Re¢aches the Mark

Proper goods strike public confidence at once and build

a good steady trade for a grocer.

Im\

PUBLIC

CONFIDENCE

Our goods have all

been weighed in the scales of public confidence and pro-

nounced unsurpassc:d in quality.

Up-to-date merchants

are sending in their orders for winter stock. Is your
It should be if you are going to do

order with them ?
better business this winter.

we’ll be glad to send them.

Write for our price lists——-

DANDICOLLE & CAUDIN, LTD.
FRENCH CANNED GOODS

A carefully selected stock—

they never lose their natural *

taste. Our stock includes ;
Mushrooms Cepes

Peas Truffles

Beans Sardines
Mixed Vegetables Anchovies
Asparagus Pates
Artichokes Crete de Coq
Capers Rognon de Coq
Ohlives Fte., Etc.

Mackay’s
Kolacafe

Used as a substitute for Cot-
fee—better for the health. It
has the same flavor and fra-
grance as Coffee, added to
which are the sustaining quali-
ties of the Kola nut. Made by

Joux Mackay & Co.,

Edinburgh.

Buchanan’s
Jams, Marmalade
Candied Peels

These goods are justly cele
brated for their purity and
excellence. The jams and
marmalade are mddy from care-
fully selected materials. The
Lemon, Orange and Citron
Peels are fresh and pure.

Lorimier’'s
Worcester Sauce

I'his sauce is made of finest
materials, and becomes a
household* favorite when once
tried. The grocer who once
tries selling it always keeps

some in stock

Put up in pint and half-pint
bottles.

Craven & Son’s
Drops and Candies

Pure and Popular. Princi-
pally hard-boiled candies. In
5-1b. and 8-lb. jars.

l'here is money to be made
in candies if vou carry the
proper goods.

You'll have success in vour
candy department if you carry
these goods.

French
Mustard

Much appreciated for its
strength and. flavor.

It's a quick seller and a
satisfactory purchase
Put up in handy packages.

which are very useful when
empty.

Sole Agents for Canada

ROBERT GREIG & CO.

MONTREAL




THE CANADIAN GROCER 51

Brantford Stoneware

Mfd. by Brantford Stoneware M’f’g. Co., Ltd., Brantford, Ont.

STONE y\eﬁ ROCK AND BRISTOL
Milk-Crocks & ‘{‘“'— Bowls, Pitchers
Butter-Crocks ﬁ p— Tea-Pots, Coffee Pots
Churns, Jugs QV\ M AN o adkhe. Pie-Plates, Bakers’
Milk Pans, Fruit Jars /I ‘ o AN i Colanders

Etc.. Etc., Etc.
Water-Filters B : o "~ « S
Stew-Kettles : ALl f1;5 Chambers, Urinals
Bristol Bottles LR LS d Bed-Pans
R - o2 *  Cuspidores, Soap

FIRE-BRICKS | P Drainers, Soap Slabs
STOVE LININGS Mustard Jars and

WS i Pen Ginger Beer Bottles
Etc, Etc., Etc. AT Etc., Etc,, Etc.

Rockingham & Bristol

ABSOLUTELY PURE [T IS PERFECTION

Knox’s Sparkling
Gelatines

The consumer finds in the Knox Gelatines both quantity and
quality, as each packet makes two quarts of the most delicious
jelly.  The most easily prepared with the best results.

It obtained the only Medal and Diploma, World's Farr,
Chicago, for its strength and purity.

‘ESTABLISHED 1849

SOLD BY ALL WHOLESALERS.

A. E. Richards & Co. - comadinsgens  Hamilton.
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A BUSINESS MAN AS WELL AS A SENATOR.

FADERS of THE CANADIAN GROCER need not be told that
R this journal has been the champion of the movement for the
improvement of Parliament by the infusion of practical business
men, irrespective of what their political complexion may be, into
the membership thereof. Every drop of new blood of this charac
ter which finds a place on the benches of either the Federal or P’ro
vincial Parliaments naturally therefore accords us satisfaction.

I'he accompanying cut is from a photograph of a business man,
who is one of the latest appointments to the Senate. His name is
Alfred A. Thibaudeau. He was gazetted August 29 last and re
]

presents the ele

acic of comm erce, however, is mainly prepared from the lemon
bergamot and lime, the three leading species of citron. Of thes
three, the lemon contributes by far the greater proportion. In it
manufacture the rind is gemoved and utilized for the purpose «
obtaining essence of lemon, as well as essential oil. The fruit
then pressed to obtain the juice. - What is technically known a
the ‘* single juice’’ is then boiled down until a syrup of a da
brown color, or of a specific gravity of 1.24 is obtained. The jui
contains from eleven ounces to thirteen ounces of citric acid pe
gallon. The manufacture of citric acid from **single juice’
simple. Whiting is mixed with water and heated by steam in
wooden vat proyided with an agitator. The concentrated juice i
then pumped slow

toral division of de
la Valliere, in the
province of Que-
bec, the division
formerly represent-
ed l)} the Hon. Mr.
Angers, who, it will
be remembered, re
signed to contest
Richelieu for the
House of Com
mons during the
last l"t'(ll‘].ll con-
test.

Mr. Thibaudeau
is a practical, in
telligent business
man, being the
head of the dry
goods firm of Thi-
baudeau Bros. &
Co., of Montreal,
and ‘Thibaudeau,
Freres & Cie., of
Quebec. This firm
was established
about three-quar
ters of a century
ago by the grand-
father of Senator
Thibaudeau, and
is one of the oldest
in Canada.

Senator Thibau-
deau is of a retir
ing disposition,
and has been
sought after by the

offices which he has

ly in until effer

vescence ceases
care being takei
that the whiting i

always in excess
The precipitatior
that follows i

known as citrate of
calcium I'his 1~
washed with hao
water and filtered
It is mixed into

thin cream by the
addition of wate:
and constantly agi
tated during dc
composition, caus
ed by the additio
of a small excess
of sulphuric acid
This forms sul
phate of lime o
gypsum, which

insoluble and pre
cipitates. The «
tric acid left in s
lution is then sep

arated from th

gypsum, and the
liquid concentrat
ed in shallow bath
by the aid of heat
Much gypsum isa
first deposited, anc
from this the clea
liquid is run o
into other vessel
and further co
centrated Whe

filled rather than

I'ue Hox. SENxATOR THIBAUDEAU.

he having sought

for them. It is a pity we had not more of his class, say we. He
was once a member of the Council of the Montreal Board of Trade.
He is at present president of the Dry Goods Association of Mont-

real and a director of the Great Western Life Assurance Co.

CITRIC ACID-
ITRIC acid owes its name to the source of its manufacture,
C “citrus " being the generic term for lemons. The acid oc-
curs, however, in the juice of many other fruits than those of the

citron variety, as well as in the juice of many plants, The citric

sufficiently  stros
to crystallize,

hot liquid is run into a tub provided with an agitator, and the liqu¢
is kept in constant motion while cooling. By this means the cry
tals of citric acid are obtained in a fine powder. The mother liqu«
is again concentrated and the process repeated. The granulate
crystals are drained, and, should impurities show themselves, the
are redissolved in water and the solution discolorized by pa
sing it through animal charcoal, from which all phosphat
have been removed. The liquid is f@gain concentrated |
heat and allowed to crystallize in shalln\{' trays. The resulti
crystals are the citric acid of commerce. [Citric acid is also c«
tained in ynripe fruits, notably the currant, goaseberry and tomat
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Besides providing every desirable quality which b e /??
eyl other goods possess, they furnish a flavor which
from th is indescribably rich--a flavor which others can-
B & not imitate because all our goods are prepared

oncentral

oy by our own process, known to no one but

id of heat

ourselves. Fearman’s Star Brand Hams and
Bacon are mild, sweet and appetizing beyond any

fpsum isa
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similar products anywhere prepared. Your best

interest demands that you give them first place

in your stock. Don’t run chances in buying. Get what
you know to be all right.
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Right in quality. Right in flavor. Right in price.
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<3 F.W. Fearman, Hamilton

s also c«

nd tomat




THE CANADIAN GROCER

SCOTCH

STANDARD OF THE WORLD
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priliiteaih There is not and there never has been a

Centre Draft Lamp

better than a

PITTSBURGH
MAMMOTH
LAMP

Pittsburgh Piano Lamp *
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Pittsburgh Vase Lamp
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Pittsburgh Banquet La
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I“ Fact there is not and never has

been a better thing in the
Lamp and Lighting line than everything

THAT IS

PITTSBURGH

This the PITTSBURGH GOODS will

prove in open Compcriti()n.

CATALOGUE AND PRICES ON APPLICATION.

owans, Kcnt & Co.
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HOW SARDINES ARE PRESERVED.
TH I- catching and preservation in oil of the sardine is one of the

most important industries of Brittany, says The Liverpool
Post. Along the coast there are about 150 factories. During the
sardine fishing season, which lasts about five months, 2,500 boats,
equipped with from 12,000 to 15,000 sailors, are employed. Con-
sul Dupin, of Nantes, says that this industry originated at Nantes
in the vear 1834, and the best brands are still those of that city.

I'hese brands are imitated in Spain and Portugal but are of in-

ferior quality owing to the use of Spanishinstead of Italian oil I'he

sardine is a migratory fish, which first appears on the coast of
Africa, passing northward in large shoals, following the coast of
Portugal, crossing the Bay of Biscay, and striking the coasts of
Vandee in the month of April or May. Here the sardine is met by
fishermen stationed at the seaport town of 1'Isle d'-Yeu, and in the
bavs of the Sables-d'Olonne and Saint-Gilles, who assemble from
(l”.lullh of Brittany and follow the fish toward the north, retarding
its progress with a special bait called *‘roque.” Before daybreak
the fishing boats leave port to search for the shoals of sardines ;
many leave in the evening and anchor at sea. When the
peculiar bubbling of the water rev eals the fish the nets
are immediately thrown. Ilach net is from goo to 1,000
vards in length, about three yards in width, and black in color.
Un the upper part of the net are cork floats, on the lower part
leaden sinkers to keep the net in an upright position. The oars
men, generally two in number, row either against the wind or the
tide. One man casts the net as the boat advances, while another
throws the bait into the water. This bait is an important feature
in the sardine catch, as it is expensive, and fishermen often lose a
considerable quantity. It is made of the eggs of codfish or mack
erel mixed with clay. That made of mackerel eggs is superior.
I'he bait is thrown in the water in small balls, which slowly dis-
solve and sink. The sardines are spread on floors and salted, and
the heads removed. They are then thrown into brine, where they
remain for halfan hour. They are next washed in clear water and
dried on screens. This work is done almost entirely by the wives
and children of the fishermen, their united wages during the fish-
ing season enabling the family to subsist during the following
winter.

Atfter the fish have been thoroughly dried, they are cooked by
dipping them for a few minutes in oil heated to 212 degrees Fah-
renheit. They are again drained and handed to workmen, who
pack them in small tin boxes, which are filled with pure olive oil
and then soldered. The oil used is imported from the province of
Bari, Italy. The boxes are next thrown into hot water, where they
remain from two to three hours, according to the size of the boxes.
When withdrawn the boxes are first cooled, then rubbed with saw-
dust to cleanse and polish them and packed in wooden cases of 100
boxes for shipment. During their immersion in the boiling water oil
will escape from all the boxes not properly soldered. In such case
the loss is sustained by the solderer. A good workman rarely misses
more than two or three boxes per hundred.

A quality of sardine called ‘*boneless sardines '' is prepared
by factories in Concarneau and Douarnenez. Their preparation re-
quires special care, and they then command a high price. Sardines
in oil are sometimes mixed with truffles.  They are also prepared
with tomatoes.  Sardines are also prepared in butter and vinegar.
Sardines preserved in butter are good, but as the butter is generally
of inferior quality, it is necessary to remove it from the sardine be-

fore serving. Another inconvenience is that the box must b
heated to melt the butter, so that the sardine can be removed entire
Sardines preserved in vinegar require to be washed before using
The addition of oil renders the fish more palatable, though th.
sardine retains the taste of the vinegar, and its flavor is partl

destroyed.

DISEASES OF THE NUTMEG TREE.
By Mik. H. N. RipLEY, SINGAPORE
THI". only direct cause of injury to the nutmeg tree which ha

as yet caused serious damage, though others may, undc
special circumstances, become productive of much evil, is the nu
meg beetle, a very small insect only one-eighth of an inch long, of
deep blackish-brown color, cylindrical in outline, and quite blu
at both ends. It deposits its eggs beneath the bark of the tree, an
the small white grub attacks the cambium layer—the living laye
between the bark and the wood—causing the bark to flake ofi
Sometimes it attacks the branches of the tree, burrowing at the bas
of each twig ; in this case the twigs die on each bough, beginnin
with the lowest, and the beetles soon leave the dead twigs and
commence to attack the base of the stem. The nutimeg has a stron
tap-root, and the underground portion of the stem and tap-root ar
the next parts to be attacked. The destruction of the underground
portion is unnoticed till the beetles work up above ground, whe
the bark peels and the wood is seen to be dead or dying beneath
I'he death of the tree thenceforward is very rapid. As the beetlc
work away from the parts they have killed to fresh living part
other beetles, which feed on dead or dying wood, such as longi
corns, attack the tree and complete the work of destruction.
order to do as much as can be done to stay the plague the followin,
remedies must be adopted : It is absolutely essential that al
branches attacked by the beetle should be at once burnt. The Chines
do not, as good cultivators would, cut off and destroy branches dead
from any cause, but leave them lying in or under the trees. As the
beetle has been found living six inches underground, the usual practic
of burying the boughs at the base of young trees, and with their end
projecting, results in favoring attacks of the new plants by beetles
It is difficult to prevent the beetles from attacking the base or sub
terranean portion and to arrest the injury when commenced. Th
better class of cultivators are in the habit of covering the ground
beneath the trees with cut lalang ; this not only protects the root
from excessive heat and supplies some nourishment to the tree, but
it also appears that the beetles attack these trees much less ; pe
haps they cannot find their way to the bark so easily. Turfin
round the trees to the base of the stem would, it is believed, hav
the same effect. It is also suggested that cultivators should tar the
base of the stem, or even tie brushes of cocoanut husk, whicl
might also be tarred, around the base of the stem to the ground
but the brush must be pressed right down to the ground. The
rigorous destruction by fire of dead twigs, boughs and trees, th
latter being dug out of the ground and burnt, will prevent the pe
doing much damage. Another disease of the nutmeg tree is cause
by the ‘‘mango-borer,’" a boring caterpillar, to injury from whic
the mango tree is chiefly liable. It is not unusual to find mang:
trees planted in or near the nutmeg plantations here and there, an
it often happens that the moth which is produced by this caterpilla
not finding sufficient mango trees upon which to deposit its eggy
attacks the nutmegs with disastrous results. As these mangoc
produce few or no fruit, they should be destroved. The parasit
plants, the mistletoes (Loranthus), are most injurious to the trec
soon killing the boughs on which they fix themselves ; suc
branches should be cut off a little below the parasite. A le
important enemy of the nutmeg tree is the common blight (a Co
cus), which covers the leaves of weak plants, entirely spoili
them. Burning the infected leaves is the best remedy.
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Gillard’s New Sauce

Incomparably superior to all others. The most delicious table relishes
compounded. Only the choicest English and Eastern pickling vegetables
and spices used in their preparation.
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New Pickle —Put up 2 doz in a case; Single case lots, $3..
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New Sauce—Single dozen lots, $1.75; brl. lots of 12 doz., $1.60
SOLD BY ALL WHOLESALE GROCERS IN CANADA.

ng beneatl

s the beetl

living part

— GILLARD & CO. waeks  LLONDON, ENGLAND.

he follown

g i&wuwuummuwuxwuuu

anches dead

pes. As the

B

sual practice p
\ , 2/ 4\

ASWAACHAACHAA Y £/ \N4/ W\

h their end
by beetlc

ase or sul

Whitehead & Turner

ts the root
he tree, b 1 'EBEC
ol _ QUEBEC

y. Turfu

ieved, ha\

= 1 £ Wholesale (rocers

the ground
D AND GENERAL MERCHANTS
:nt the pe

ee is causc

e BB Direct Importers ~ Foreign Countries

1 there, ar

i caterpilla
sit its egy ®  Have special advantages in importations from o Letter orders receive personal atten-

se mangos the West Indies, China and Japan. + tion and prompt shipment.
he parasit .
) the trec S b N

g - OUR PRICES ARE RIGHT

tht (a C
sly spoilin




L i b b o e . SAGBNGI BBt i . 1 . v Wb

LTS s S T PRI AR IR, "ﬁc‘;-":‘x'- )
. . . - e A

NN SFN NP UV WO VTV OOV T OV NG TN

DRIED FRUITS

It's now the right time to buy ! !

DN AN O AN AN NS

Take our advice and lose no time in buying NOW what Dried Fruits you re-
require for your Christmas Trade if you wish to secure your wants at the lowest
prices. We quote, subject to market changes and provided unsold, viz :

To arrive in the latter part of November :

VALENCIA RAISINS

Juan de Llano Fine Off-Stalk ... ...
Wm. Rogers & Co. Fine Off-Stalk ..
Wm. Rogers & Co. Selected
Wm. Rogers & Co. Four-Crown Layers

CURRANTS

Fine Provincials, barrels
Fine Provincials, half-barrels.
Filiatra, half cases...

Fine Filiatra, half cases
Choice Vos_tizzas, half cases
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'/ Filiatra, half cases.... . . AR N e 3T R 1 C. Y : P
a Fine‘ Filiatra, half cases 41;c. 4 i
S J Choice Vos_tizzas, half cases S C. 4

E- Joxes reputed 22 |

2 London Layers

7. Connoisseur Clusters .

< Connoisseur Clusters, s

4 Extra Dessert Clusters.

_j' Extra Dessert Clusters, {s

b Royal Buckingham Clusters

¥ Royal Buckingham Clusters,

4 Imperial Russian Clusters.

7

5 ALMONDS
/ Tarragona Almonds, in bags
z. Valencia Shelled Almonds, Be

V.

V. g . —

: Natural Figs, in bags

2 Malaga Figs, in tapnets, 25.ll
< BOSNIA PRUNES

v. Ostrich Brand, 55-lb. boxes
7.

;}; Note our terms and bear them in min
- Terms: 3 10 days o
v

i HUDON, HEBER'
v Wholesale Grocers

YN Y Y Y Y VY Y Y Y Y Y Y Y Y Y Y




.. PERMANENT TEA TRADE

Can only be ascended by handling

Ram Lal’s ai
Pure Indian Tea ey

» Assoluteey Puac
CTURED ON THE
s or |

PAYS A DOUBLE PROFIT
ASIT IS,

ALWAYS WINNING TRADE
ALWAYS HOLDING IT

PURE, | v
g2 INDIAN TEA § WESTERN
SELLING AGENTS

Turner, Mackeand & Co.

Wholesale Grocers, WINNIPE!
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SHOULD BE DONE BY BUSINESS MEN.

l I' is announced that three members of the Dominion Government

will, on November 10, start out upon the mission of gathering
data for the revision of the tariff. The gentlemen composing the
iumvirate are: Hon. W. S. Fielding, Sir Richard Cartwright and

Hon. W. Paterson.

During the propesed data-gathering tour it is the intention, we
nderstand, of the commissioners to glean information from every
wailable source From the merchant as well as from the manu
facturer, from the mechanic as well as from the master, from the

msumer as well as from the farmer

It is to be regretted that the Government did not see fit to act
ipon the suggestion of this journal, and delegate to a commission
f practical business men and such others as might be necessary
the duty of investigating the present tariff, and subsequently report-

r to Parliament. This, we are persuaded, would have been the

clter \\(\} .

We have no desire to cast any reflection upon the commis
ioners. The Government could not probably have made a wiser
election from within the Cabinet circle, and in regard to the Hon
\Mr. Paterson particularly. He is a business man, born and bred.
Our concern is only for the business interests of the country. If

liticians can perform the task as well or better than business men,

¢ have no choice in the matter But it does seem that the busi
css man is the best man for a business job. And gathering ma
ial for a new tariff, and fashioning and shaping the same, does

pear to be a business job.

Of all the tariff-revising undertakings, none have so much de
inded skilled and careful treatment as that which is now to be
alt withl Business comumon-sense, honesty and enterprise are
A nation

exist /'without the latter, but it cannot without the former At

re important factors in nation-building than tariffs.

the same time, however, tariff legislation can do a great deal to
elp or hinder the progress of a country.

[he tariff this country requires is a tariff made by business men
the business interests of the country. A tarifi built upon the
ets of party, either Conservative or Liberal, we do not want,
ither can we afford to have it. We have already in the past had

many tariffs whose primary object was to bless the politicians.
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The business interests of the country were a secondary nstead ot

being the first, consideration it was not by any means always

designedly so But a professional politician can no more have at
heart the interests of the commercial class than can a disgruntled
unmarried woman possess the heart of a mothe Like always be

gets like, if it gets anything

A tanff whose foundation is business common-sense will not be
constructed with a view to taking under its protection things which
wisdom says should never have come beneath its shelte We are
learning by experience that it would have been better to have
some things poison rather than pap. An article worthily deservir
of protection often gets into bad repute by being associated with
that on the tariff list which is undeserving, just as a good boy vets a

bad name by associating with evil companions

This country is rich in natural resources We believe

country in the world is more so, The developing of these demand

our time and attention And if we rob Peter to pay Pa Peter wil
assuredly suffer

How necessary, therefore, business care and foretl vht is
the work of revising the tariff is obvious indeed

NO NEED TO LOSE HOPE.
Joseph Chambe

HE letter of the Hon berlain t C g turs
Union regarding preferential trade tloes not contain f fo
pleasant contemplation by the champions of that movement \t

the same time, there is nothing in it that sl | e th

abandon hope

Mr. Chamberlain has not abandoned the scheme, as a
in some of the daily press would have us ieve He m v
suggests *‘ that the question of an Imperia llverer
deferred for the present lhere is no misundersta ¢
words. Deferring ss not abandoning M Chamberla .
practical business man and a tactician He know ! ¢
active and when to be passive

I'his much is conceded by all : the United Kingdom want "
of the colonial trade and the colonies want more of the Mothe

land’'s trade. But the trouble is that we are all more

ded to our idols and will not ¢«

ndescend to diy ¢

them in the slightest degree in order to secure tl esidera
Free traders in England will not depart one jot or tittle

most narrow interpretation of the Cobde loctring

ists in the colonies are not more willing t vallow a |
faith Hence, while both are hungry for exte

will do anything to secure it

Fue Caxapiax GRoCER does not pose as a prophe th
will predict : Inside of the next couple of years we shall see re |
interest in Great Britain and in the lonies (a in Canada pa
ticularly) in the preferential trade 1dea Ihe United States is Grea
Britain's chief market, and so it is ours, and the itlook for that

country is a McKinley president and a McKinley tanti What thas
means is obvious

Great Britain is essentially a manufacturing

sequently it is also an exporting country And the home
market being comparatively limited it follows that a
diminution in the export trade means a decrease in the

put of the factones. Now we find that during the ast
twenty years there has been a steady falling off in the exports
of manufactured goods, while in the imports there has, on the otl

hand. been a steady increase, showing that the British manufa

er is losing both the foreign and the home market Fhe exports of
manufactured articles of the United Kingdom were 22 per less
in 1894 than in 1874, while the imports 47.3 greate Of the

exports we find that those to foreign « for the years 18go-94

over 1870-74 decreased 10.6 per cent., while for the same period
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exports to British possessions increased 29.g per cent.  Itis obvious
where Great Britain's hope in her export trade for the future lies.

A comparison of the export trade of Canada during the past
twenty vears will also be of interest in this connection. We find
that in 1875 Canada’s exports to Great Britain and her possessions
aggregated 346,062,177 and to foreign countries £31,824,802. In
1895 our exports on the former account were valued at 268,324,736
and on the latter $45,384,067. In other words, during the twenty
years in question the exports of the Dominion to Great Britain and
her possessions increased about 48 per cent. and those to foreign
countries by about 45 per cent.  Our increase is chiefly with Great
Britain and the United States, and with the former particularly, al-
though increases of more or less extent are shown in our exports to
all countries except Portugal, Italy and the West Indies. But even
in the exports to the last-named there has been a steady growth
since 189o.

As long, at any rate, as the present high tariffs exist it is evi-

dent the British market is the best market for Canada.

NO LOW-GRADE TEAS.

HERLE 1s an absolute scarcity of low-grade Japan and other
T teas in Montreal at present. This was clearly demonstrated
early in the week, when a broker who had an open order from New
York hunted high and low for the grades in question. All he could
get, though he offered an advance of fully 2c. per pound, was 1,000
packages.

Another unmistakable indication of the scarcity of low grades
was the placing of several extensive orders in England by Cana-
dian importers for Young Hysons ranging from 3d. to 4d. per
pound for prompt shipment.

In addition to this scarcity in Canada, reliable advices state

big shortage in the crop in China and Japan.

that there is a
Shanghai advices state that the entire visible supply of green
teas of all sorts is thirty-three per cent. less than last year. Con-
gous are given as forty per cent. less available for United States
and Canada, owing to blight on the crop. In Amoy and Formosa
the outlook is for 25,000 half-chests, against 5,000 in 1894, and
635,000 in 1895. Japanese news is equally bullish. The crop of
green teas is given as about ten million pounds short of last year,
and, as more than nine-tenths of this crop comes to North America,
the supply on this continent should be fully thirty per cent. below
that of last year. It is said that no fine teas are to be had, and
common sorts are up ten to fifteen per cent. Foochow Oolongs
are short also, the output being estimated as 235,000 chests short of
last year. Russian buyers are reported to have cleared all the dust
and siftings on the Foochow market, something unheard of before,
and some are speculating whether this action is not the forerunner

of a mild famine.

ANOTHER RISE IN VALENCIA RAISINS.
MPORTERS who tried to place orders for Valencia raisins at
l last week's level have been unable to doso. Offers cabled last
week were refused, as a further advance ot 2s. had taken place.

Importers in Montreal, however, had to have the fruit, and will-
ingly conceded the advance. In fact, Montreal commission men
state that they have more orders on hand than can be filled in
Denia by the remaining direct boat.

Since the Avlona’s fruit was landed in Montreal some small
parcels have arrived from New York. These were readily absorbed
by jobbers at a cost of 43{c. for off-stalk and 5 c. for fine.

The Bellona is due in Montreal in about ten days ; but her
cargo is all sold to arrive. The advance all round has been over
5s. on last year, for fruit that last season cost 16s. is costing at pre-
sent fully 21s.

CANADA’S EGG EXPORT TRADE.

I I I 1s not a wise man who makes no effort to find another outl

for business when that which he has been accustomed to fi
low has been closed against him. That which applies to indi

duals applies with equal force to nations.

When the - McKinley tariff went into force six years ago a
Canada's practically only foreign market for eggs was closc
against her, most people conceded that the egg industry
this country was doomed. Fortunately, however, everybo
was not that way of thinking, and those who were not began
turn their attention to the British market. That market has not |
any means always been as profitable as one would have desire
but the results have on the whole been much better than a gre
many a few years ago ever dared to hope it would be.

The voyage is a long one, while the Irish and continental ey
are near at hand, but in spite of these facts, Canadian eggs are i
creasing in favor with John Bull, and at present the prospects fi
business with him in this particular line are better thau they ev:
have been, our exports to (ireat Britain during the past three montl
having been enormous.

At first John Bull did not like our package. He preferred |
120-dozen case to our 30-dozen case. This prejudice has, how
ever, been overcome, and now with a great many dealers th
Canadian package is the favonte.

As far as quality is concerned, that is in the way of size, Cai
adian eggs are surpassed by the Danish, French and Irish, thosc
from the last three named countries running from 16 to 18 poun
to the ten dozen, while those from the Dominion average fro
15 to 16 pounds to the ten dozen. As far as Austrian, Italia
Russian, and eggs from other Furopean continental countries ai
concerned, those from Canada occupy the first position.

The particular kind of egg which best suits the fancy of the
British public is the brown-shelled egg. Eggs of this descriptios
will earn from 1 to 2c. per dozen more than the white kind, it bein
claimed that the former is the richer.

The following table gives the exports of eggs for six years
Great Britain and the United States, together with the total to al
countries. As the trade returns for the fiscal year 1895-96 have r«
yet been issued, the figures for that period are not accessible

Y ear Great Britain United States.  Total to all countr
Doz Y Doz Doz
1890 12,825,736 12,836,660
1891 49,47 8,022,035
1892 3,987.65 - 7.931,204
1893 " p 94 6,805,432
1894 , 1.611,881 5,141,586
1895 18 2,256,518 6,000,817

This means that the increase in the exports to Great Brita
during the six years was to the enormous extent of 116,129 pc
cent., while those to the United States fell off 83 per cent., an
those to all countries by about 50 per cent. Of the total number
eggs which went into Great Britain from all countries in 18g5 Cai
ada supplied 2.14 per cent. and the United States 0.61 per cent

Whether the English market will ever be to us what that of th
United States once was remains to be seen. .One thing, howeve
is certain, and that is, that with hostile tariff or no hostile tariff i
the United States, Canada should never cease to cultivate the Britis
egg market.

SUGAR CASE APPEALED.

It is understood that the Ottawa Government have taken a
appeal in the case of the Canada Sugar Refinery for overcharges i
duties. The facts in connection with this -case have already a|
peared in these columns.
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A Prize indeed fit for a Queen,
The Brownies all are much amazed,
A Cake so fine thc_y n’er have seen,

“HeresTo “the POWDER with wiich twas raised.



AN ADVANCE IN TEA.
Al TIVITY has characterized the Montreal tea market for some

weeks past, the volume of orders fromy retailers showing a

teady increase. A result of this is decreased>gtocks in first and
second hands, and sellers are asking an advance of 1 to 1 }%;c. per
ound this week over the figures obtained a week ago.

F'he great bulk of the demand in Montreal has been for low
rade and medium Japan and black teas, but this does not mean
hat high-grade Japans, China or Ceylon teas have been neglected.

(uite the contrary ; they have received more than usual attention.
\ledium and low grades, however, are actually scarce, which
makes their strength more conspicuous.

In one case this week a good-sized lot of low-grade Japan was
turned over at 11%c. per pound. This same lot was offered the
week before at 10c., but buyers were too fastidious then to accept
it. The fact that they have done so this week at an advance of
i 15¢. per pound speaks for itself.

Another lot of medium Japans was shipped last week at 21c., a
portion of the same shipment only realizing 20c. six days before. In
fact, several instances of similar gains were cited, showing the gen-
eral strength of the position. The same appears to be the case
south of the line also.

Representatives of American firms were in Montreal on Friday
and Saturday last offering teas. One of them, a Philadelphia man,
had 1,200 packages of his lot withdrawn, showing that there is
demand there. In fact, if the sound money party wins a regular
boom is predicted in the United States, as stocks generally are
estimated to be light.

THE SITUATION IN SULTANA RAISINS.
THF. market for Sultana raisins continues strong, and the price

of anything of sound quality is high.

Some superior bright fruit, consigned to the Toronto market
within the past few days, was picked up at once, and met with a
ready consumption at high prices. The grades usually shown on
the Canadian market this year exhibit exceedingly poor quality and
large admixture of black fruit.

Some samples of rain-damaged fruit are being shown. They
present a dark appearance, but the fruit is fat, and undamaged by

rain would have been very fine. This particular kind of fruit can

e imported at 2c. per pound less than the corresponding grade of
indamaged fruit, but buyers are not giving them much attention

I'he Produce Markets Review, London, of the 17th inst., in its
eview of the Sultana raisin market, had this to say

It is clear that a proportion, at all events, of the fruit that was damaged will be restored
+ merchantable condition, as a certain quantity is known to be already on the way, and
her parcels are available for shipment. If anything like a heavy weight is saved, it appears
hely that some of the more pessimistic estimates of the crop will have to be considerably
reased. Two points against any long continuance of present rates can hardly be over
'ked, the first being that the growers, if they cannot dispose of their fruit in Smyrona, will
loubt be tempted to consign it to the English markets, and the present scarcity will in ore
y or another disappear. A second reason is that, at all events, a moderate proportion of
sin-damaged fruit will be sent on, and owing to the fact that it is not expedient to hold such
k for long periods, merchants will doub less force it into consumption. If a considerahble
witity be sent, it is not impossible that this fruit may to some extent depress the value of
sound, as has been the case under similar circamstances in previous years

PROSPECTING FOR CANADIAN PRODUCE.
NE of the best evidences of the growing impression which
O Canadian farm and dairy produce is making on the British
arket is the frequency with which dealers in the large commercial
ntres there make prospecting tours to this country.
One of the latest to visit Canada for this purpose is Mr. Nal-
ough, of Nalborough & Sons, Harwich, England, and Leith,
tland. The firm is an extensive importer of Dutch, Belgian,
wnish and German products, and was founded in 1829. How
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desirable it is for Canada that the Messrs. Nalborough should inter
est themselves in our products is evident from the fact that then
'mportations are sent from one end of the United Kingdom to the
other, and to South America, the West Indies and Africa

Mr. Nalborough was in Toronto last week, after having made a
trip through Western Ontario. The object of his mission to this
country is particularly in reference to cheese, butter, egygs and
apples, and it is gratifying to know that he has completed
arrangements for handling these products. One of his arrange
ments is to control the sale of Imperial cheese in England, Scot

land, Belgium and.Holland.

Although greatly pleased with what he on the whole saw in this
country, he was not blind to our shortcomings, and he particularly
deprecated the carelessness with which some people put up their
products, and apples particularly, for shifment to the British
markets.

He is not the only one who has uttered a warning in this re
spect. Only on Monday last a cable from London declared that
“ if the apple trade is to be kept on a good basis Canadian shippers

will have to be more careful in selecting their stock for shipment

Canada has the fruit, and all she wants is more of the right
kind of careful shippers.

ADVANCE IN TOMATOES.
A MUCH firmer feeling in regard to canned tomatoes has de¢

veloped on the United States market during the past few
days. This will be good news to canned goods men in Canada
who are no doubt quite ready to clutch at any straw just now

I'he cause of the better prices is the realization of the fact that
the pack is 50 per cent. below that of last year ['he pack of 18935
was 3,850,000"cases, which in turn was nearly 50 per cent. below
that of 18g4. The tomato crop, it appears, has been a decreasing
one since 1893

For two weeks past the buying ot tomatoes has assumed brisk
proportions in the United States. Sales have been made at Balt
more at an advance of five cents per dozen over those obtaining a
week or ten days ago, while some sellers are reported to be holding
at an advance of ten cents. It is the general opinion that the
present season’s pack came on a bare market

The advance in the United States market has naturally induced
a better feeling in Canada, but whether 1t will result in an actual
appreciation of values remains to be seen. One thing it appears to
have not yet done, and that is induce the wholesale trade to become
more anxious buyers. The retail demand, however, has been im-
proving a little during the past couple of weeks, but it is still of
small proportions

The ruling price at Baltimore is 65¢., which is better than that
obtaining in Canada to-day, which would<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>