





THE CANADIAN GROCER

A
Steps HAPPY
10 NEW YEAR

Success

To All

A.P.T. & CO.

LA CALICE

PURE CASTILE

Codou’s Macaroni

White, delicate, tender—the product of
a factory famous for its cleanliness. Codou’s
Vermicelli, fancy letters and pastes, are
quite as renowned for their superiority. The
product commands an ever-increasing
patronage from the best class of trade.

Griffin & Skelley’s Fruits

The dried and canned fruits, packed under the ‘“Griffin”
brand, admit of no argument as to quality—there can be
nothing better than the best.” Seeded Raisins, Canned
Fruits, White and Green Asparagus, Prunes, Seedless Raisins,
Cured Fruits of all kinds, but only the highest quality of each.

Cox’s Gelatine

Always reliable, unvarying quality, the standard
of the whole English-speaking world. Sure profits,
satisfied customers, absolute purity.

ARTHUR P. TIPPET & CO., Agents
Montreal
1
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THE CANADIAN GROCER

Manufacturers’ Agents
and Brokers’ Directory

Manutacturers and merchants cannot expect to develop, maintain
and get the best out of the Canadian market without the assist-
The following is a representative list of reput-
. The service department of the Canadian Grocer is a*
the disposal of firms wanting agents or of agents wanting agencies.

able agents

ontreal Office

ance of local agents,

Winnipeg Office

R. B. Colwell

BROKER HALIFAX, N.S.

REPRESENTING LEADING
MANUFACTURERS, SUCH AS

E. D. Smith Lowneys Toblers

W. S. CLAWSON & CO.

Manufacturers’ Agents and Grocery
Brokers.

Warehousemen
ST. JOHN, - - - N.B.

Open for a few more first-class lines,

MacLaren Img:jr.i:l Cheese Co.

AGENCY DEPARTMENT
Ageots tor Grocers' Specialties and Wholesal

TORONTO, Ont. DETROIT, Mich.

J. W. GORHAM & CO.

JERUSALEM WAREHOUSE, HALIFAX, N.S.

Manufacturers’ Agents and Grocery
Brokers
WAREHOUSEMEN
can give close attention to few more firt-class
s Bchedt o

FOR SALE

Cheap for cash, Fruit Cleaning Plant
with Date Press. In good running order.

J. T. ADAMSON & CO.

Customs Brokers
and Warehousemen

27 St. Sacrament Street, Montreal
TEL. MAIN 778 BOND 28

ROBERT ALLAN & CO.
MONTREAL

General Commission Merchants

Green Cod. Skinless Cod, Herrings, Seal
and Cod Oils, White Beans, Peas, etc.

Beans Evaps.
El

All those that bought from
us the past year have done
well. Wishing all the Com-
pliments of the Season.

W.H.Millman & Sons

Wholesale Grocery Brokers
TORONTO

Currants Raisins

NEWFOUNDLAND

T. A. MACNAB & CO.

ST. JOHN'S, 'NIW'FOUNDLAND
MANUFACTURERS’ AGENTS
and COMMISSION MERCHANTS
Importers and exporters. Prompt and careful st-
tention to all business. Highest Canadian and foreign
ref. Oable address: ‘“Macnab,” 8t. Jéhn's.

Oodes: A,B,O, 5th edition, and private.

G. C. WARREN

Box 1036, Regina
IMPORTER, WHOLESALE
BROKER, and MANUFACTURERS’

AGENT
Trade Established 12 Years

WESTERN DISTRIBUTORS LIMITED

Wholesasle Commission Merchahants, Customs
Brokers and Manulacturers’ Agents, Cars Dis-
tributed, Warehoused and Forwarded. Warchouse
on Transfer Track. Business solicited. Our posi-
tion is your opportunity.

SASKATOON, - WESTERN CANADA

BUCHANAN & AHERN
Wholesale Commission Merchasts and Importers
QUEBEC, P.Q,

Grooeries, Provisions, Sugars, Molasses, Dried
Fruit and Nuts, Grain, Mill Feed,

Fish, Fish OIl, Etc.

Correspondence Solicited. P.O.Box ®

M. Allan Deans

GROCERY BROKER AND
MANUFACTURERS’' AGENT
Bank of Hamilton Chambers, 34 Yonge St., Toronto

tic and Foreign Agencies Solicited

W. G. A. LAMBE & CO.
TORONTO

Grocery Brokers and Agents.
Established 1885

We wish all our friends a Uery
Bappy and Prosperous New Year.
Lind Brokerage Company

73 Front St. E., Toronto

THE HARRY HORNE CO.
309-311 King Street West, Toronto

Grocery Brokers, Manufacturers' Agents
and Importers of Groceries and Specialties

WE ARE OPEN FOR MORE BUSINESS
AND INVITE YOUR CORRESPONDENCE

WATSON & TRUESDALE

(Buccessors to Btuart, Watson & Co.)

Wholesale Commission Brokers and
Manufacturers’ Agents.

WINNIPEG, - / MAN.
Domestic and Forelgn Agencies\SoMeited.

— WINNIPEG—

H. G. SPURGEON

Wholesale Broker and Magufacturers’ Agent
Canadian, British and Foreign Agencies Bolicited.
230 Chambers of Commerce. P.O. Box 1812

DISTRIBUTORS, LIMITED
P. 0. Drawer

EDMONTON, ALBERTA

Manufacturers’ Agents, Commission Mer-
= Wareh
Track connection with all Rallrosds.

WRITE TO
10 Garfield Chambers, Belfast, Ireland
For sample copy of the

Irish Grocer, Drug, Provision
and General Trades’ Journal

If you are interested in [rish Trade.
W. G. PATRICK & CO.
Manufacturers’ Agents

and
Importers

On Spot Gallon Appes and Marrowfat Beans

A. Francois Turcotte
COMMISSION MERCHANT

Quebec City, . Canada
Open for one or two more agencies.

Black Tea Agency Wanted.

Good Openings here for
Lard, Oats, Boiling Peas.

77 York Street, Toronto

HAVE YOU ANY TO OFFER?

[
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THE CANADIAN GROCER

Ever Increasing

The volume of the sales of our ‘“GOLD MEDAL"” COFFEE
each month shows marked increase over the preced-
ing month. There must be some good reason for it.
We can show you good reasons why you should push
the sale of

“GOLD MEDAL” GOFFEE

PACKED IN AIRTIGHT TINS—making a convenlent package to handle.

It reaches the consumer with all its aroma, strength and delicacy
of flavor unimpalired.

It pays you a handsome margin, and with Its steadily-increasing
sale Is the most profitable coffee on the market.
Our name Is on every tin—a guarantee of unequalled quality.

A CARD WILL BRING YOU A SAMPLE, QUOTATIONS AND FULL PARTICULARS.

EBY-BLAIN, LIMITED

WHOLESALE CROCERS
" TORONTO

It Will Pay You to Handle

‘“‘RAM LAL’S PURE TEA”

Ram Lal’s

The Consumers will like

it, because it 1s reliable,

and 1s a firm favorite
when once used.

Pure Tea Co., Limited

MONTREAL, P.Q.
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! Every grocer knows that Cowan’s Perfection Cocoa is a distinctly profit-
able aiticle to sell. You can increase your sales by telling your customers
1 g of the many different ways in which 1t can be used.
g 7 For Chocolate Ice Cream, for Chocolate Fudge, Puddings, Cakes, etc.,
3 Cowan'’s Perfection Cocoa is unsurpassed.
. THE COWAN CO., LTD., TORONTO, ONT.
‘ JL et
i. e . ,
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THE CANADIAN GROCER

"Simcoe” Brand Baked Beans

One of our lines that
has become exceeding-
ly popular in various
parts of Canada by rea-
son of a combination of
high quality and gener-
ous quantity.

As the green label on
each can tells your cus-
tomers, these tins contain more beans than
the 3's flats that are sold at a higher price.

And you can guarantee the quality, because
the beans are all hand-picked, processed with

. exceeding care, and nothing but the purest

sauces and spices are used. \

We extend to every member of the trade our best
wishes for a Happy and Prosperous New Year.

Dominion Canners Limited
Hamilton it Canada

We can supply Red Cross Brand in place of Simcoe when desired.
iy
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THE CANADIAN GROCER

You MUST push the
Best Goods if you
would hold your
7. trade permanently.

y
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Borden’s Eagle Brand Condensed Milk
and Peerless Brand Evaporated Cream

WILLIAM H. DUNN - Montreal and Toronto

Mason & Hickey, Winnipeg, Man. Shallcross, Macavlay & Co., Vancouver, Victoria, Nelson and Calgary

BROKEN ECCS CUT YOUR PROFITS

Now, when eggs are high, is the time to stop
all breakage by using

STAR EGG CARRIERS AND TRAYS

FOR SAFE EGG DELIVERY

They pay you an extra profit of 1c. on every
dozen eggs delivered, because they stop all
breakage, stop miscounts, save time, and satisfy
customers. Cheaper to use than paper bags
or boxes. Ask your jobber. Write for our
booklet,” No Broken Eggs.” See about having
your advertisement on every Star Egg Tray.

NO. 1t
PATENTED
MAR. 10,03

vs
CAN. DEC. 19, 08
NG APR

JAMES BURNS, BRANTFORD, CANADA, WRITES:
We have used Star Egg Carriers over a year; never have any broken eggs and our

customers are well pleased.

STAR EGG CARRIER & TRAY MFG. CO.
1550 JAY STREET, ROCHESTER, N.Y.




THE CANADIAN GROCER

YOUR CHOICE FREE

with

COMFOR'T SOAP

It's All Right

Any of the following useful premiums given free with five boxes of Comfort Soap.

Nail Puller

Solid Aluminum Scoop

Ladder :—Light, but strongly made. Can be used
for all ordinary ladder purposes in the store. Seven
feet long, weighs seven pounds and can easily be
carried in one hand.

Truck :- - A strong, durable, well-made truck. No
handier article for the store. Barrels, boxes and
other heavy packages can be moved about easily
with a Comfort truck.

Use a Comfort Nail Puller. Strong and very ser-
viceable. Preserves your nails and cases for
future use. No store should be without one.

Stool :—Give comfort to your customers when they
buy at your store, by using this Comfort Stool.
It costs you nothing when shipped with Comfort
Soap, and does much to make the store attractive
to your customers.

Scoop :—Best quality scoop in the world. Every
store needs scoops, take this one, FREE with
Comfort Soap.

With a twenty-five box lot we give FIVE TIMES as many premiums as with a five box lot.

WRITE TO-DAY FOR ILLUSTRATED PRICE LIST.

Address:— Comfort Soap, Toronto

ii
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BALAKLAVA BRAND
BAKED BEANS

have no superiors and few equals.

sanitary, up-to-date factory and the greatest care is
exercised to uphold their standard.

They are put up in a

WRITE FOR PRICES AND INFORMATION.

THE EASTERN CANNING CO., Port Canada, N.S.

Oavansaw Aemwys—Gresn & Os, Joho Serest, Toromto; D. O Hacoeh, Lendea, Oob; G. Wallsee Woeese, Hamilten ;
E D Marshall, 197 Sparks Street, Ottaws ; Nicholson & Bain, Wiaaipeg, Western Agents ; Martin & Robertecn, Vaassuvrer, B O.

DON'T CRY OUT

OVER LOST OPPORTUMITIES

There are unique profit possi-
bilities AHEAD for every

grocer who is featuring

BJELLAND’S

SMOKED
HERRINGS

IN BOUILLON

Only the finest small
summer-caught herr-

ings are packed in our
patent cans under the clean-
est and most sanitary con-
ditions, and their distinctive
flavour has won for them
Dominion-wide popularity.

Retail profitably at 10c. a tin.

Ask Your Wholesaler

John W. Bickle & Greening
(J. A. HENDERSON )
HAMILTON

ONTARIO

m— —

Tapioca.

By using

Minute Tapioca

a delightful, dainty and wholesome dessert

Get New Trade

and keep it by pushing the sale of Minute
Just tell your customers this-

| TA

ALWAYS READY

NO SOAKING

PIOCA

ECEROY RECSESC O

RS SULRATNS, WR NRS AR SN

is ready in fifteen
minutes Minute
Tapioca is perfectly pure.
It is made in the largest
and most sanitary tapioca
factory in the world. Six
quarts to a package.

Ask your Jobber for
Minute Taploca

Minute Tapieca Ce.

Orange, -

Canadian Representatives :
Canadian Specialty Co., Toronto
R. B. Hall & SBon, Montreal
W. 8. Clawson & Co. St. John, N.B.




THE CANADIAN GROCER

SOAPS
THAT

|

Soap Quality

SATISFY!

has the biggest say in successful Soap Selling and

RICHARDS PURE SOAPS

sell better than any others because their quality never fails to satisfy. See to your

Here’s the complete line:—

Richards Pure Soap, Quick Naptha Soap, Snowflake
Soap Chips, Ammonia Powder, 100/, Pure Lye,

Toilet Soaps.

RICHARDS PURE SOAP CO., LTD.

WOODSTOCK, ONT.

Agent for Toronto and Hamilton:—A. Hutchinson, Omand Mfg Co., 76 Colborne Street, Toronto

SANITARY CANS

FOR

WINTER PACK

OF

BAKED BEANS, SOUPS,
MEATS, CONDENSED MILK,
EVAPORATED MILK. <« =

Sanitary Can Co., Ltd.,

Niagara Falls, Ont.
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Make “1911” Your Banner Year

Olive Oil yields a handsome profit, and if you are wise you will build up
a good Olive Oil trade. To do so you must have THE BEST.

“VERGINE” BRAND OLIVE OIL

is a sure trade builder. This brand is known and extensively advertised
throughout the Dominion of Canada, and the demand is increasing every
day. If you have none in stock

START THE NEW YEAR RIGHT

Send us your inquiry for “Vergine” Olive Oil to-day. Samplesand prices
promptly submitted upon request. Don’t trust your memory.

DO IT NOW!

c Head Gffice : ; ay

or.

Church & Colborne Sts. 23 256 St Paul Street
TORONTO MONTREAL

||
' l"‘HIIIIL

[T

The Best, The Sweetest
and The Cheapest
Free Lathering Soap
in the Market.

GUARANTEED GENUINE s
William Gossage & Sons, Ltd., Widnes, Eng.

Agents:—Arthur B. Mitchell, Mitchell’s Whar!, Halifax, N.S.; C. E. Jarvis & t~ SI\ELE
Son, Vancouver, B.C. S A W -

o et
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THE CANADIAN GROCER

Real
Sellers

You will find no other flavoring
extract that sells as fast as

S

irriifs

It is a real purity product,
made of finest Vanilla Beans
that grow in Mexico --and
made in such a way that it
has far greater strength---and
will satisfy your trade far bet-
ter---than inferior and imita-
tion vanillas.

You can recommend Shirrift
goods to the trade you are
most anxious to get and keep.
Stock these

STRONGKER,
RICHER,
DAINTIER

irriffs

Your profit is bigger on them. Your
sales gre surer. Order and let them
prove it to you. If your jobber cannot
subply you, write direct to

IMPERIAL
EXTRACT CO.

8.10-12 Matilda Street, - TORONTO

They Guarantee ‘Repeats’ !

ROWAT’S
PICKLES
| AND |

MEAT. STEAKS CuTLETS.Q

PATERSON’S
SAUCE ~

are two lines of sustained profit which
every grocer should handle.

Are ready, steady and profitable
sellers.

ROWAT & CO0., “**°23

SCOTLAND

CANADIAN DISTRIBUTORS:—Snowdon & Ebbitt, 325
Coristine Bldg., Montreal, Quebec, Ontario, Manitoba and
the North-west; F. K. Warren, Halifax, N.S.; F. H. Tippett
& Co., St. John, N.B.; C. E Jarvis & Co., Vancouver, B.C.
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Northern

Saskatchewan Grocers!

You save Freight when
buying from
our Prince Albert
Warehouse.

STRENGTH
FLAVOR
PURITY

And you get full advantage of the carload rate on all your
orders, small and large.

Figure out how much your freight adds to your cost in one
year’s business.

Then communicate with us "at Prince Albert Warehouse, and
see what a big saving you can make buying from us at this

point.

Your enquiry will receive immediate attention. Wfrite us to-day.

Cameron & Heap, Limited, Wholesale Grocers,

REGINA

FORT WILLIAM

“CANADA’S
BEST” SOAP

is a chemically pure
soap made by “men
who know” the soap
business.

It is the laundry soap
to feature because it
possesses unique
qualities.

It answers every re-
quirement of the
housewife—and most
satisfactorily.

United Soap Company

of Canada
Montreal

KENORA

PRINCE ALBERT

MATHIEU'S
SYRUP

of Tar and Cod Liver Oil

MATHIEU’S
NERVINE POWDERS

are the safest sellers

amongst all the cold cure

and cough remedies on

the market.

The sale has increased enor-
mously—
h d t Is attest
their wondertul value—

They never become dead stock—
They afford dealers a gcod profit—
Those who once use them make
them a household remedy—
Dealers who do not carry them
simply lose sales that go else-
where.

As the demand will be continuous for
some months order a g
supply now.

Sold by all wholesale dealers.
AND

J. L. ATHRIEU CO., Props.
. SHERBROOKE, P..

Distributors for Western Osnada ..
Feolay Bros. Larsca & Co. Wholesale G and Confectioners.
Wisnipeg. Edmonton, Vancouver.

L. Chaput, Pils & Cie, Whelssale Depot, Mostreal

e T e i st e S . AR S0

DPONEIENN




U'S
P

iver 0Oil
U’'S
'DERS

sellers
1d cure
lies on

sed enor-

ials attest
e
stock—

»d profit—
iem make
vedy—
arry them
t go else-

inuous for
good

ealers.

, Props.

?HE CANADIAN GROCER

Many people forego the pleasure Coffee gives them owing to the trouble
of making it. With

SYMINGTON’S GOFFEE ESSENGE

your customers can have the most fragrant and delicious Coffee

without fuss or difficulty by simply adding boiling water. Remember
there is no other Coffee Essence to equal SYMINGTON'S

Thos. Symington & Co., Edinburgh and London

AGENTS :— Ontario—Messrs. W. B. Bayley & Co., Toronto. Quebec—Messrs. F. L.

o1
198 BELIeS

Benedict & Co , Montreal. Vancouver and Winnipeg—Messrs. Shallcross, Macaulay & Co.

:(_Dl?iﬁuvf-_ri

-®E LOOK AT THIS CASE — AND AT THIS o

Do you want your product to arrive in
i acondition that will draw further trade in-
stead of repelling it? Clean and fresn, with
attractive, legible label? Then use

H & D Gorrugated Fibre Boxes

They will absolutely protect your ship-
ment against water, damp and damages,
and trim down your freight bilis because of
the lighter weight of fibre board as com-
pared to wood.

No matter what you have to ship, we can
design a better, cheaper and more satisfac-
tory packing case than you are now using

Ask for booklet “"How to Pack It.”
WRITE Us TO-DAY

The Hinde & Dauch Paper Co., Ltd.

TORONTO, CANADA

They are pure, tasty and -
contain so small a percentage
of alcohol as to be absolutely
harmless.

The Holiday Festivities

call for a refreshing, palatable bev-
erage that will leave no bad after

We can supply you
effects.

promptly. Order to-day.
And you' Mr. Grocer,

need have no hesitation in
recommending—

The favourite kinds are
Port, Grape and Black
Cherry.

The T. A. Lytle Co., Ltd. Sterling Road, Toronto

Don't hesitate to recommend nd stock | | [(): f\\s EEOC C AR Rl ERS

SAVE TIME & MONEY
¥ OUR GUARANTEE
McLean’s
Cocoanut

We will instal a System of Glge Carriers
in your store; you use them TEN

DAYB and if you do not find that
ﬁeve ou B ERand QUICKER

than an other WIRE
CARB.IER. PNEU! C TUBES,
CABLE CARRIERS or CASH REG-
ISTERS, we will remove them at our
expense.

IT'S A QUALITY ARTICLE THAT NEVER FAILS ” CATALOG FREE

TO PLEASE THE GIPE.CARRIER COMPANY
99 ONTARIO STREET TORONTO. ONT

EUROPEAN OFFICE 5 NOLBCRN LONDCN EC ENS

The Canadian Coocoanut Co., Sole Makers, Montresi

- -
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et SRV ] The Ohiet Commpetitor

g"‘ i':‘ large ""Illid 2"2“1:" Of Prepared Foods is Home Cooking
ospifals and re- a class by itself,
commended by ’eas oon! and as a stime- Housewives would not go to the trouble of preparing
sll the leading p rgi i | lant it is superior all the foods they do at home if they could buy
Physicians of Boling to any seasoned satisfactory substitutes ready cooked.
L ANTEED Fluid Beel.
REsH b Most women who are prejudiced against goods in cans

and bottles have simply tried the wrong kind.

The only way to build up a good business on pre-
pared foods is to sell a quality as good or better than
can be made in the home.

HEINZ 57 VARIETIES
PURE FOOD PRODUCTS

are made of the best materials money can buy. They
are prepared in model kitchens by methods which are
the result of forty years’ experi and endeavor to im-
prove the best home ways of food preparation.

The housewife may be able, in some instances, to
prepare similar foods that will be more pleasing to

THE PERFEGT FLUID BEEF her own individual family, but she cannot make

INVALID OXVIL is made from fresh Beef only, and contains the cleaner, purer, or better.
albumen and fibrine, together with the soluble extracts.

INVALID OXVIL is now being sold by all the leading grocers and chemists
in Canada on the strength of its Purity and Genuine Beef Flavor

Manufactured and Guaranteed by ; H" J- HEINZ COMPANY
The F. L. BORTHWICK CO., Kingsland Rd., London, England Members of American Association for the

Werite for Illustrated Price Lists to our Canadian Agents: Promotion of Purity in Food Products

THE HARRY HORNE CO., 309-311 King 5t. ., TORONTO

The Finishing Touch

to the appearance of your
store is given by the
installation of an

ELGIN

National

Coffee Mill
A Strong Combination:

UTILITY
CLEANLINESS
ATTRACTIVENESS

A “Walker Bin'' Outfit is a ‘“Necessity” to the
Modera Grocery

Write for Illustrated Catalogue
‘““Modern Grocery Fixtures.”

Walker Bin Store Fixture Co.

The attractive symmetry and finish
of the "Elgin”" compel sttention and
It is, moreover, the fastest grinding
and easiest running mill on the mar-
ket The "Elgin" has steel grinders
and can be adjusted while runnin g
Mude in 40 different styles, they sell ata very moderate price. Ask
any of the following jobbers for our Catulogue

WINNIPEG—-G. F. & J. Galt (and branches) The Codville Co. (and

o branches): Foley Bros., Larson & Co. (and branches)

VANCOUVER The W.H. Malkin Co., Ltd. ; Wm. Braid & Co

HAMILTON -Jas Turner & Co.; Balfour, \myu & Oo.; McPherson,

Glassco & Co,

TORONTO - Eby, Blain, Ltd
LONDON —Gorman, Eckert & Co

ST. JOHN, N.B.—G. E. Barbour Co. Dearborn & Co LIMITED
REGINA, SASK.—Campbell, Wilson &:8mith REPRESENTATIVES:—
MONTREAL—The Canadian Fairbanks Co (lnnl branches)
EDMONTON, ALTA. —The A. MacDopald Masitobe: Walson M‘nodulo.lh-lnd. [ [TH
Seshaichewss and Albarta; J. Berlin, Ontario

Woodruff & Edwards Co.

ELGIN, ILL., U.S.A.

Meatreal; V.8, Silceck, 33 St Nichelas Street
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THE CANADIAN GROCER

Why You Can Sell Package Dates

Because they are clean and sanitary, while bulk dates are not.

Because—Speaking now of our own package Dromedary Golden Dates—they
have been advertised to your customers in the leading magazines; ycur customers
knowthenameand are only waiting for you to remind them they can get them from you

Fill a window with Dromedary Dates and paste a magazine advertisement on
the glass. Then see if they sell.

Dromedary Dates keep moist and fresh indefinitely.

Your jobber sells them.

We also pack Royal Excelsior and Anchor brand package dates.

The Hills Brothers Co., Beach and Washington Sts., New York

COUNTER
CHECK
BOOKS

Write for samples
and prices; we are
now in a position to
give better service,
with no advance in
price.

F. N. BURT CO,, Ltd.

TORONTO - MONTREAL
Phone Main 2511 Phone Uptown 5962

PUT UP IN ELEVEN DIFFERENT
SIZES!

This is a feature that cannot fail to boost your
sales of

GINGERBREAD
BRAND

MOLASSES

Are you handling this ready-selling line ?
It enables you to cater for every class of cus-
tomer from the smallest to the biggest.

Quality and flavor are distinguishing fea-
tures of Gingerbread Molasses, which has good
body, and is a strong baker.

Why not give your wholesaler a trial
order? Send along to-day.

The Dominion Molasses Co.,

Limited

HALIFAX - NOVA SCOTIA

THE MILK WITH A REPUTATION !

You can rely on a steady sale for any article that combines purity and quality!

“ Canada First” Evaporated Cream

is made only from the ‘purest tested cow’s milk, and every can comes to you

It is canned in air-tight, sanitary cans—most
attractive package. A splendid selling line. Order from your jobber.

guaranteed and fully sterilized.

The Aylmer Condensed Milk Company, Limited,

- Aylmer, Ontario

Head Offices : Hamilton, Ontario
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We also make all
kinds of dainty and
high-grade biscuits.

housewife and her

TELFER BROS. Limilited,

BRANCHES- TORONTO, WINNIPEG, HAMILTON, FORT WILLIAM

TELFER'S VANILLA WAFERS that cannot fail to please the
guests
feel more competent to recommend them Always reach you fresh and crisp.

COLLINOWOOD, ONT.

A Dainty, T.ender
Biscuit of
Delightful Flavor!

[}

There's something seductive and different abou

Try these dainty biscuits yourself and you will

“BANNER” & “PRINCESS”

CONDENSED MILK

are prepared from the purest
and richest country milk, with
no addition but that of pure sugar.

St. George Evaporated
Cream

(Unsweetened)
The most sanitary conditions are ob-
served in the canning and handling of
the milk. The reputation of these
brands as genuine satisfaction-givers
is unsurpassed.
Lines that mean much in profit
and reputation to every grocer -
who handles them.

'J. MALCOLM & SON

ST. CEORCE,

The Mill They All Want

COLES MANUFACTURING CO.

AGENTS—Chase & Sanborn, Montreal : Todhunter, Mitchell & Co,
Toronto and Winnipeg: Young Bros., Vancouver, B.C.: Wm.

AND THE REASON WHY

Because it repre-
sents the greatest
real Value of Ma-
terial, Quality and
Workmanship at
the Lowest Price

Every Mill is ready
for immediate use
by simply attaching
it to your lamp
socket. Grinds two
Ibs. a minute and
can be adjusted
while the Mill is
running. Grinders
are of the best qual-
ity cast steel. Itis
furnished with de-
tachable hand crank
for use in emergen-
cies, so that the
grocer is never
without his Mill if
the current gives

No. 40—D.C.—$65.00 out.
No.45-A.C.—$75.00

1625 North 23rd St., Philadelphia, Pa.

Braid, Vancouver, B.C,: L. T. Mewburne & Co., Calgary, Alta.

“"HABITANT"” BRAND MIXTURE.

Quart bot., 12 to case .. $2.30 Half-gal, 12 to case .. 4.l!tl c“‘n‘ “H.E

Pint tins, 24 to case .... 240 1-galion, 6 to case .....

Quar.-gal., 24 to case ... 4.00 23%-gallon, 2 to case ... 3.80
“PANCAKE” BRAND FLAVOR.

Quart bot., 12 to case .. $2.30 Half-gal., 12 to case .. $4.56

Pint tins, 24 to case ... 240 1-gal, 6 to case ....... 425

Quar.-gal., 24 to case .. 4055 2%-gal. Imp., 2 to case. 3.7

A DROP

FLAVORED SYRUP 5 §
AND MIXTURE PREFARED
CAKE ICING

We are now packing s« Maple Mixture and Maple Flavored Syru

Exchange Lid.
MONTREAL
lomm Syrmp

IN

under “Hahitant” and *'Pancake” Brands at a price to compete with cheap
J Mushroom Brnds that are sure to spring up when Sugar and Glucose are cheap. HABITANT BRAND is of a heavy texture, rich relia! le,
highgrade in every respect. Prices sre delivered to all Railway Points in (Canads East of the Boo THROUGH JOBBERS' ONLY

The following Brands are Stardard world over for yast 32 years. No change.
“SMALL'S SELECTED PURE.”
Quart bot., 12 to case .. $3.40 Half-gallon, 12 to case .. $7.25
Pint tins, 24 to case .. 3.90 1-galion, 6 to case ..... 6.50
Quar.-gal,, 24 to case .. 725 2%-gal. Imp., 2 to case.. 6.50
“SMALL'S STANDARD"
Quart bot,, 12 to case .. $2.36 Half-gal., 12 to case . .70
Pint tins, 24 to case ... 250 1-gal, 6 to case ....... 4.40

Quar, gal., 24 to case .. 470 2%-gal. Imp., 2 to case.. 3.90
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rendr = START THE YEAR WELL

of
Flavor!

‘ - ST. LAWRENCE GRANULATED

flerent abou
to please the

2 yon WD ' : The Standard of Quality

By resolving to use the best Sugar

ONTT. ST. LAWRENCE SUGAR REFINING CO., Limited, MONTREAL
, The Sugar that has Stood the Test of Time Cut this out for Reference
ant
: BRITISH COLUMBIA

ase it repre-

COMPANIES ACT
.“33::3', ':::; Extra Granulated Sugar 1910

‘manship at

owest Price First made in 1854 by John Redpath and We are p’e/ Paled t.O. act as pnnc'npals

' Mill is ready to-day by the largest and best equipped Sugar .fOI‘ c01'n.pames deslrng tO.dO business

nmediate use Refinery in Canada. mn Bﬂtl.Sh Coluprxa without SUCh

aply attalchmg : R companies assuming the responsibili-
our am B 2 z ' B o . .

l.yGrinds twg .It 1S a matter of pride '\\n.) Lx§ to tln'fl ouf ties and obllgatlons mposed by the

" hiaate and nothing but the best. We will stop business above Act

)e adjusted when we stop doing that.

the Mill is . . .

1g.  Grinders All Grocers who have regard for the best This Act, which came into force July 1st,

:th:t::ft q[utail; and most permanent custom will give *"Redpath” 1910, requires the registration or licensing

hed with de-
ble hand crank
e in emergen-

Sugars first place. of extra-provincial companies doing busi-

ness in British Columbia, the payment of

so that the Extra Granulated PARIS LUMPS fees set forth in the Act and the filing of
# i:is - E";"\g;‘:‘;‘,‘d - lgnoasi?‘?geasslt;}’,?"' statements, together with particulars of all
a 1 (]

urrent gives Golden Yellow. dust proof cartons.

mortgages and charges created by an
extra-provincial company,

The Canada Sugar Refining Co.,

NG Co. Limited Shallcross,Macaulay & Co.,Ltd.
Pa. Montreal, Can.

Branches at Victoria, Vancouver, and Nelson, B. C.
flf“éfé‘.;“»&?n: Established in 1854 by John Redpath Edmonton and Calgary, Alta., and Winnipeg, Man.
algary, Alta.

BIGGER AND BIGGER SALES

That’s the tale you’ll have to tell if you are featuring

AURORA COFFEE

because superior merit and better value are bound to win.
““Aurora’’ is the coffee with that exquisite aroma and flavor
which guarantees repeats. It is the best that money can buy

PREPARED
CAKE ICING

years. No change.
"

)} to case .. $7.25

— o and retails at 40c., leaving you a splendid profit.
2 to case.. 6.50 i [ P
oomouw| | [ BenchsSwitSwMaie  W. H. GILLARD ® CO., « Hamilton, Ont.
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JAMAICA
et 1 JELLY

to buy in Canada. They don’t
know what we can do. A small

advertisement in the POWD ER

Your particular customer

wants the best!

WHITE
DOVE

s e

2 A B B i

COCOA- RINGSTON
6 ’ !
NUT GLEANER ) |
might bring inquiries. Better is a rapid seller ‘:
because of its purity VIO because, apart from ;
and anslity. is the I.C. STEWART, Halifax its delicious flavor,
acknowledged leader the package contains 1
in Cocoanuts! a powder for sauce to |
SUCHARD’S COCOA . :
i This is the season to push SUCHARD'S be served with the .
The fnend Of all WhO dcmlnd.dni{:.mlln::;sot: u?fol:lewbcn. W: ]e“y !
) guarantee Suchard’s Cocoa against all other :
cook! makes. Delicious in flavor. Prices just right ;
’ FRANK L. BENEDICT & CO., Montreal : }
Agents This unique feature
r — . .
w has had a big influ-
. P. Downey, GEORGE & BRANDAY .
: Established 1879 ence on the sale of
! MONTREAL Shipping and Commission Agents # i '
| Dealers in Ooffee, Cocos, Pimento, Hides, Honey Club Jelly POWderS :
Wax, SBugar, Rum, etc., etc. &
KINGSTON, - - - JAMAICA Send along a trial
order and give “Club”
4 ATTENTION STE. FLAVIE S8TATION, QUE. Jelly Powders pro-
! ’ Jobber and Wholesaler in minence
{ MR. GROCER'! Crooeries, Fiour, Crain and Provisions ]
Will you permit yourself to be sub- o buy Ti Red, g
jected to the losses, errors, dispu}es. s 'Tlmé’:::;r S.:od:vhm " S They pay well tosell! FI
delays and many other vexations
arising from antiquated methods of CAMMtMBERT CH‘ESE
handling credit customers? Or will 4
3 you join the ranks of progressives and P Le Gg;l;gls Bra?d Vo
{ WAY id them ? . zen, or $2.75 per crate o ozen.
| adopt the ONE WAY to avoid them CAMMEMBERT - CAMMEMBERT
{ a Le Gaulois
! LOUPON | THE ST. LAWRENCE GROCERY S.H. EWING & SONS
! B k 395 St. Lawrence Boulevard Montreal 1in
OO0KS ; ontreal and Toronto
| - THE HODGSON GUM CO. M
* ay Nt 1B el i omer o chosk - save time 9% St. Lawrence St. MONTREAL
money and trouble Makers of High Class Gums at
HOW THEY WORK Popular Prices. Write for Samples |g¢g
| and Quotations.
: ‘\‘lﬂ:.zgn::'ﬂ?nm We make special bran ds to order.
| Give him » $10 Alli-
' WINDSOR SALT
Have him sign the
receipt or note form
| in the front of the
| book, which you tear CAR LOTS OR LESS. Prompt shipments
::":“""%l:”glg’??; Tho WI H' ESGUTT cﬂ. Write us for prices. Phene order our expense
ble. When he TORON SALT WORKS
:‘i“?,‘ ::,;““;";e:‘j,’:,’,’; WHOLESALE TORONTO, 0".1'0 Guo. J. OLIry, MaNAenn
coupon, snd so on
S S Grocery Brokers
the an g ’
nother book No pass 137 BANNATYNE AVENUE WARMINTON’S—— —
no lost time, 1O Shipping Specialties
iitaon Goupon Books W|"“IPEG STRAPPING, CLUTCH NAILS, PAIL HOOKS, BYC. /]
where &4 the best. COVERING Save expense to shipper
For sale S s o v MANITOBA ane SASKATCHEWAN J. N. WARMINTON
Indianapolis, Ind. l OCORREPSONDENCE SOLICITED 207 St. James St., - MONTREA] ¢ 2(
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““The Sait of Salts®’

.l MR. GROCER—This is the salt
that is winning public attention
and favor. Best for table. Best
for dairy. Stock it and see it sell!
First, get our price listt. We
ship promptly.

DOMINION SALT COMPANY, Limited
Manufacturers and Shippers
SARNIA, ONT. ]‘1[
(1
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MATHEWSON'’S SONS

202 McGILL ST., -

——

Donald says:

Afternoon Tea Biscuits

Dainty Biscuits
Daintily Packed

A post card brings our Album.

PEEK, FREAN

& CO., LTD.

LONDON ENGLAND

“There is no alum present in

Quaker
Baking Powder

It is, therefore, an efficient
and healthful Baking Powder.
We consider the package an
attractive one.”

Report of analysis by Dr. J. T. Donald,
Dominion Gov’t Analyst.

November 26, 1910.

WHOLESALE GROCERS
MONTREAL

Is Your Coffee Trade
Large and Profitable ?
IF NOT

You Can Make it So

BY SERVING YOUR
CUSTOMERS WITH

WHITE SWAN COFFEE

Try it and Watch Your Trade
Grow Quickly

IT IS

THE COFFEE OF QUALITY!

Packed in Handsome 1-Ib Tins

19
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PERFECTION is not

attained in a day.
It takes years of experi-
ment, experience and
Lid expense to obtain a per-
i fect article. We have
# it in

OUR latest triumph -

in perfect blending
and roasting. Your
customers demand the
best and “Rideau Hall”
will satisfy their de-
mand. Packed in 1-lb.
tins only by

GORMAN, ECKART & (0., Ltd., Londom, - Winnipeg

A Rapid Seller!

ASEPT O rowper

“The Enemy of Dirt”

o

Can be used with equal
effect for the cleansing of
clothes, dishes, walls or
floors, etc. Takesthe place E .

of soap on every occasion

) o . g Se”er" and is much more eco-
! { : : '

nomical.

Better than the beston the
market and the package
is as large as the worst.

Uison C
5 ‘ 1 UeE Order from your jobber ﬁfiﬂm?
| ) Asepto Mfg
1
1 |

Aylmer Con

JOHNSTON, BAIRD & CO.. GLASGOW, Scetlane Asepto Mfg CO Benedict, ¥

Biekto T,
St. John - Biue Kibbor

Borden Coni
Agents :—Maclure & Langley, Ltd., 12 Front E., Toronte—604 Lindsay Bidg., Mosirea Bowe & Lallamme Ld., Agents, Monteenl Dot

,; 4 { W. L. McKenzle & Co., Winnipeg ; R. Robertson & Co.,Vascouver and Victoria gﬁ:&h‘l{““‘}..
i | NORTHERN ONTARIO MERCHANTS - Gmas
If profits ocount in your business— Gioe o,
LISTEN! It means at least 5% and as high as 105 MORE PROFIT TO YOU Goiwall & §
when buying from your Local Jobber. : et g

4 MOREOVER, it means QUICKER DELIVERY, and thus FEWER DIS- b .7
i APPOINTED CUSTOMERS. We have the goods and at right prices. Distributors,

Write, wire or phone us to-day.

THE YOUNG COMPANY, Limited
North Bay and Sudbury, - - Ontario
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The Ultimate Effect of Parcel Post

Writer Thinks That the Express Companies are The Chief Opponents—Why
This is a Mistaken Impression—The Retail Merchant is the Chief Obstacle—
Parcel Post Would Tend to Break Up Prosperous Rural Communities and Con-
gest the Cities,

A Sarmia, Ont., reader of The Grocer
in a letter respecting Parcel Post,
says :

“You say that cheap parcel post
is desired by the mail order houses:
very likely. But this old storv has
been going the rounds until it is
threadbare. The real opponents of
parcel post are the express compan-
ies, who do not want anv interfer-
ence with their present monopoly at
fancy prices.

““After a good many vears’ exper-
ience of shopping in small towns in
Ontario T venture the opinion that
the local dealer himself is a loser by
the excessive cost of eerting small
pareels, not so much directly. but in
ways that he does not perceive. It
prevents him from bprocuring things
that are not in stoeck, promutly,
and at a reasonable price ; and this
in turn drives people to the cata
logue houses, not so much hecause
of prices but because thev have the
assortment.

‘““Here is the wav the thing oec-
curs: A customer asks for some-
thing that is not in stock. Tt mav
be a specialty, or a novelty, or re-
pairs, but anyway it is not in stock.
and the dealer savs: ‘Haven't got
it—anything else ¥ Some times he
will express regret, and sometimes
he will behave as though the en-
quiry were a refleetion on his me-
thods of store-keeping. So the ecus-
tomer trys another store, with no
hetter result ; and then. thrown on
his own resources, hunts up the mail
order catalogue. which is now as
common as the bhig bhible on the
parlor table used to bhe twenty
vears ago.

“Tf he finds what he wants he
mentally adds the express charges,
and grumbles at the expense. .Just
at this point his attention is at-
tention is attracted bv some other
items, and it oceurs to him that bhv
ordering a rood sized narcel he will
save some freicht. Consequentlv he
sends five or ten dollars out of town
when he onlv intended to send one
or two.

‘““Needless to sav, this does not
account for every instance. but it is
a good rule for local dealers never
to refuse business for anvthine that
can be procured and delivered at a
fair price. At present the express
rate on small parecels between On
tario points averages abhout $10 ner
ewt. with a minimuom of 35 cents.
Tt is absurd, and altogether hevond
the fair cost of the serviece, or the
value to the ultimate consumer.”

A Common Mistake.
EDITORTAT, NOTE.—The Canadian

Grocer was glad to receive this letter
because it gives an opportunity of point-
ing out a common fallacy on the part
of many people. Tt shows that the
writer of that letter has also heen drawn
into the trap skillfully laid by the quiet

who are anxious to have everyone believe
that the express companies are the only
opposition to such a measure.

When he says that the real opponents
of parecel post are the express compan-
ies, he is mistaken. To prove this one
has only to ask himself the question:
How long would it take to establish
parcel post if the merchants were quite
willing that it should come? The great
opponents are the merchants, not the
express companies. No one will under-
take to dispute the inference that the
express companies charge fancy prices.
This has been the general impression,
and the finding of the Commission ap-
pointed {o investigate express conditions
in Canada arrived at that conclusion.
We can therefore expeet that within the
coming three months some amelioration
with respeet to the excessive rates
charged by these express companies, and
consequently we should not be able to
say at the end of that time that we
ought to have the pareel post on aceount
of these high rates.

Where Merchants Err.

What the writer subsequently says
contains on the whole several truths.
It is true that in most towns, villages
and ecountry sections, there are mer-
chants who do not pay enough attention
to assortment and who are not over-
anxions sometimes to serve a customer
with an article not in stock. But in a
town the size of Sarnia, one is econ-
strained to question the inference that
frequently ‘he is unable to get goods
required from some merchant. The
whole trouble in conneetion with this
misundestanding lies in the faet that
merchants in all lines of trade do not
advertise their goods through the publie
press or otherwise, sufficiently to let
the general public know the assortment
they earry. If every merchant hoomed
his own business in proportion to the
manner that the mail order houses do,
there would be very little business leave
any town, village or rural community.

This is what the trade newspapers
of the MacLean Publishing Co. have
been pointing ont for years, and a great
many ecases are known where the mail
order business has been greatly reduced
simply because merchants have adopted
more aggressive measures,

To get back to the main issne: the
retail merchants base their opposition
to pareel post on the assumption that a
parcel post would give the mail order
concerns greatly augmented power in
competition with local merchants in all
the $mallor cities, towns, ete., in every
provinee. ’

These houses have already appropri-
ated a large portion of the trade of a
great many retail merchants. Add to

manipulations of the mail order honses their present advantages, the services

of the government in providing them
with greatly reduced transportation rates
and rural mail delivery, and the effect of
the intensified competition against retail
merchants becomes to the latter alarm-
ingly evident.

But here is the situation in brief:
the question eoncerns not alone the sur-
vival or the prosperity of the retail
merchants; it concerns, through them,
also the prosperity and individual wel-
fare of our rural population and our
smaller cities, towns, and villages, whose
merchants are the main support of pub-
lic improvements, of libraries, of the
professions and of civie progress in
general,

A parcel post, therefore, means more
than cheaper transportation or resis-
tance to any extortions on the part of
express companies; its evident vital
relationship to commereial and politieal
condtions in every community demands
attention.

It is for these reasons, The Groecer
maintains, that the contention of the
ereat and, so far, unsurmountable ob-
stacle—the retail merchant—to the par.
cel post should be given proper recog-
nition.

Draws Life From Rural Sections.

What has been said above is fully
substantiated by the New York Journal
of Commerce, one of the leading lights
on trade and commereial questions in
the United States. It says: ‘‘The
strongest advocates of parcel post are
the large department and mail order
stores in centers of distribution for
merchandise. Some of them now send
catalogues and ecireculars all over the
country and take orders by mail, but
their business is restricted by the nee-
essity of delivering most of their goods
by express.

““If they can get the government to
carry and deliver them a thousand miles
at the same rate as from the village post
office to the outlying farms, what will
be the effect upon the local storekeeper?
He may find the most profitable part of
his trade drying up, and he ecannot pros-
per by merely buying and selling farm
produce. Retail trade in villages is im-
portant for the conservation of commun-
ity life. Its prosperity is good for all
the neighboring country and its lan-

guishing would be a calamity. Parcel.

post would tend to its extinetion and
counteract the effort to encourage living
in the country, bv increasing the tend-
ency to congregate in cities and large
towns. Trade and industrial life need
to be diffused and not concentrated more
and more, and the government ought not
to divert its mail service to inereasing
congestion and drawing the life "from
rural towns by blighting their com-
mercial side.’”’

L.~

;
|
i

Has

et b -~ -

A your
big salar;
for his s
of the la
the world
cident wk
clearly d
which cor
which in
allowed t
that they

HI was
he began.
walked u
young cle
‘T would
winter bo
year.” TI
red about

“T tolg
new beot
‘Well, T ;
It may n¢
a new pa
will admi

“Well,
look at
escape anc
pounding |
boots. TI
kind and
point thaf
toueh upo;
rubber hee
20 a long
thing to e
this time «

“My wi
thanked th
ested me g
sign of di
cause T di
pleased at

‘“ About
felt that I
every-day
forget that
he had sho
thinking al
ed. T weni
for this ek

(13 lHe i
was the ar
an insuran
and comes

Whe
“Well, t
shortened.
evening 'al
had recom
salesmanshi
that he ws
need hardl
the boots t|
with my w
my presencs



2ost

yroviding them
sportation rates
nd the effect of
1 against retail
e latter alarm-

ition in brief:
alone the sur-
of the retail
through them,
individual wel-
lation and our
villages, whose
mpport of pub-
yraries, of the
¢ progress in

‘e, means more
ition or resis-
on the part of
evident vital
il and political
unity demands

18, The Grocer
tention of the
rmountable ob-
nt—to the par-
| proper recog-

'al Sections.
above is fully
¢ York Journal
i leading lights
il questions in
says: ‘‘The
yareel post are
nd mail order
listribution for
hem now send
all over the
3 by mail, but
ed by the nee-
of their goods

government to
thousand miles
the village post
rms, what will
al storekeeper?
ofitable part of
he eannot pros-
id selling farm
villages is im-
ion of commun-
is good for all

and its lan-
lamity. Pareel.
extinetion and
neourage living
ising the tend-
ities and large
strial life need
1centrated more
ment ought not
s to inereasing
the life "from
ng their com-

3
i

v

s P B A A S

e e AP D S

PR §

Suw drnas

|
!

Him,

A young man who is commanding a
big salary away up in the four figures
for his salesmanship ability with one
of the largest commercial enterprises in
the world to-day recently related an in-
cident which had impressed him, for it
clearly demonstrated the opportunities
which come to the retail merchant but
which in the vast number of cases are
allowed to slip by. In fact he claims
that they are not recognized.

‘T was in a shoe store with my wife,’’
he began. ‘‘A clerk was serving her. I
walked up and down until presently a
voung elerk approached me and said:
‘T would like to show you a fall and
winter boot that we are handling this
vear.” The incident by the way occur-
red about six weeks or two months ago.

Getting in Barly Work,

““I told him that I did not need any
new beots just then, but he replied,
‘Well, I just want to show you them.
It may not be long until you do want
a new pair, and anyway I think you
will admire them,’

‘“Well, even if T had not wanted to
look at them there was hardly any
eseape and soon the young man was ex-
pounding the virtues of these particular
boots. They were a good seasonable
kind and there wasn’t a single good
point that the young fellow did not
touch upon. ‘When you get a pair of
rubber heels on them,” he said ‘you will
20 a long way before you will find any-
thing to equal them for ecomfort during
this time of the year.’

““My wife had made her purchase; T
thanked the young elerk who had inter-
ested me and we left. There was not a
sign of disappointment on his face be-
cause I did not buy. In fact he seemed
pleased at having interested me.

‘“About three or four weeks later, T
felt that I needed a pair of good. stout.
every-day boots. Do you think I could
forget that young clerk? Why, the boot
he had shown me was the one I had been
thinking about and had decided T need-
ed. T went down to the store and asked
for this elerk.

‘“ ‘He is not here in the day time,’
was the answer. ‘You see he works in
an insurance office during the day time
and comes in here in the evening.’

When the Sale was Made.

‘“Well, the rest of the story may be
shortened. Of course I found him an
evening 'ater and bought the boots he
had recommended. He was learning
salesmanship, although he satisfied me
that he was to the ‘‘manor born.”” I
need hardly say that he had sold me
the boots that very evening when I was
with my wife. He took advantage of
my presence in the store. He did not let

THE CANADIAN GROCER

Has the Ear Marks of a Good Salesman

Story of How a Young Clerk Made a Sale Long Before the
Goods Actually Left the Store—He Did Not Allow the Prospec-
tive Customer to Mope About—A Big Future is Predicted for

me mope around and go on about my
business. But in a nice, pleasing man-
ner he drew my attention to a seasonable
article and sold it to me. If that isn’t
salesmanship of the 24 karat kind.
Well T am going to watch that young

chap. He is going to make his mark.’’
TO INSTRUCT CLERKS.
Cincinnati Retailers Impressed With

Necessity of Clerks Possessing
Salesmanship.

At a recent meeting of the Cincinnati
(0.) Retail Grocers’ association, at
which more than 200 of the retail gro-
cers of the city were present, A. C.
Secrest, who delivered an address en-
titled “How Can a Small Buver Im-
prove His Condition ?’ said that the
secret of improvement lies in the bet-
tering of the salesmanship qualities of
clerks in the retail groceries. He ad-
vocated the education of the clerk along
the lines of knowing the origin and
cost of what he sells and how to dif-
ferentiate between various classes of
goods.

So much impressed was the associa-

tion with the talk that an arrangement

has been made whereby monthly lec-
tures will be delivered to grocers”
clerks this winter, showing the origin
of the goods they handle, how they are
packed and how to sell them most ad-
vantageously for their employers. Manv
of the lectures will be illustrated.

WAS HE RIGHT OR WRONG?

There are tricks in all trades. An
0Old Country grocer relates the follow-
ing experience. ‘‘A woman walked into
my shop the other day and asked to
taste some American cheese. At the
time the best American cheese was sell-
ing at 7d. per lb. She tasted five dif-
ferent ones, and then said. ‘“Have you
nothing better, something about 8d. per
Ib? I don’t care much for the taste of
these.”” As it happened 1 had half &
cheese under the counter, the fellow-half
to one she had already tasted. T said
‘“Certainly ma’am! Here is one at 8d.

per 1b.”’

‘“After tasting it she said ‘‘Ah!
That’s better. T will take 3 Ibs. of
| o =

A Goderich, Ont., grocer recently re-
ported the receipt of a shipment of
butter which proved to contain a con-
siderable amount of tallow. The re-
tailer promptly shipped it back, and
says that if the firm which sold it tq
him does not prosecute the makers, he
will do so himself.

BELIEVES IN TAXING
By Ald. Ross,

We must tax land not industry in
order to raise money for govern-
mental purposes. All taxes on build-
ings, improvements, farming imple-
ments and stock, business machin-
ery, food, clothing, ete., should be
be abolished, and all governmental
revenues should be raised by the
taxation of land values. Land
should be taxed exclusive of all im-
provements upon it.

Land values are created by the
community at large. As the Prov-
ince of Alberta is settling up year

- after year, the selling price of land
is yearly increaseing. Manhattan
Island, N.Y. once sold for $24 worth
of goods. To-day it is assessed for
more than $2,400,000,000. A Ilot in
Calgary that sold for $5,000 ten
vears ago, is worth $50.000 to-day.
The world is full of concrete ex-
amples. These values are all created
by the community at large. By
raising governmental revenues by
taxing land values, the community
would retain to itself a very small
part of that which it itself creates.
Surely this is no robbery.

If a citizen is enterprising and in-
dustrious, and paints his house,
builds a fence, lays down a lawn, or

LAND, NOT INDUSTRY
(algary, Alta.

does anything to beautify his home
and incidentally the surrounding
neichborhood, his assessment is
promptly raised. If he builds a
house, we inerease his taxes. If he
pulls one down, we decrease his
taxes., If he converts the prairie
into a carden, we increase his taxes.
If he divides a market garden into
town lots and holds the land idle
waiting for a rise in prices, we re-
duce his taxes. The more a man
does for the community, the less the
community does for him. The less
a man does for the community, the
more the community does for him.

A tax on land values would not
only relieve labor and ecapital of
the tax burdens which they now
bear, but would inerease their share
in distribution by providing them
with locations for homes and indus-
tries and with raw materials for
their production on better terms
than those on which they ean now
be secured.

A tax on production acts as a
check to industry. For plainly if it
costs a given amount to produce a
given artiele, any tax imposed on
that article must be added to the
price, and the more it costs, the less
of it will be consumed.
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A window that sold $100 worth of goods om Saturday preceeding Christmas week—dressed by Harry McClement and

his clerks.

Windowsthat Made Good as Selling Agents

One Dealer Says That His Christmas Display Sold $100 Worth
of Goods in One Day—Another’'s Display Pulled People Across
the Street to Make Purchases—Symmetry and Attractiveness
Aimed at in Both—Suggestion Made to Keep a File of Good

Window Displays.

Toronto, Dee. 29.— “Every photograph
of a window that appears in The Can-
adian Grocer, T cut out and place on
file until T have an opportunity to use
it,”” sayvs Harry MecClement, a grocer
at 1717 Dundas Street. He places more
confidence in his window as a trade
getter than in any other asset he has
with the possible exception of personal
salesmanship when he gets his eustom
ers or prospects into the store

Manv of the windows The Grocer has
reproduced during the past vear he has
used with good results. A close study
of his window shown here illustrates the
care he took to make his Christmas
displav a positive salesman

The symmetrv of it demands immed
iate attention, but of eourse this is not
so pronounced in the eut as if the ori
ginal window were hefore our view. The
Christmas tree in the centre laden with
stockings, ete made a good back
ground and ecaught the attention of
every passing bov and girl This in
itself was 5 splendid ad. because it erot
the children talking about the Christ
mas tree at MeClement”s

On either side of the tree is a barrel
of Almeria graves with a block of
dates hetween. A ecase of oranges flank
cach barrel and nuts, oranges. dried
fruits. boxes of choeolate, and wines
are placed with perfect symmetrv on
the floor of the window. This eombined
with a few Christmas decorations here
and there went to make nup an effective
display.

Makes His Windows a Salesman.

A window that doesn’'t get business
is not much good. Mr. MeClement al-
ways figures on a selling display and
not simply a pieture and his Christmas
window this vyear, he says, was one
such. He calculates that on Saturdav
December 17, it sold at least $100
worth of goods His entire business
that dav amounted to more than $240
in excess of that of the corresponding
Saturday of a vear ago. He is a be-
liever in price tickets, especially in a
district where the majority of the pur-
chasers belong to the laboring clals
and he alwavs aims at supplving the
quality desired

ISLAND’'S CHRISTMAS DISPLAY.
Tn dressing his window, J. W. Tsland
262 Dundas St., paid particular atten
tion to attractiveness and appropriate
ness as aids to the making of sales.
As the accompanving illustration sig
nifies there was considerable work spent
on it Tn the first place the window
had to have a false bottom to make the
floor slamt. A few boards of lumber
were required for this and it was well
repaid hv the hetter appearance result
ing. The partitions hetween the seec-
tions of dried fruits, eandies and nuts
consisted simply of slats covered with
different clored tinsel. Fach seetion
runs into a common centre in the shane
of a half moon filled with neel. The

stars on either side eonsist of eurrants
24

and the letters in ‘‘Seasons Greetings'’
are written with loaf sugar. Many
would not take the trouble, but Mr.
Island cut the loaves of sugar so that
cach letter was made properly. This
necessitated considerable work, but had
the letters been constructed with whole
prices of the sugar they would not have
been of the correct shape and therefore
not in general keeping with the attraec-
tiveness of the remainder of the display.

The background was simple but neat,
consisting of fizs and dates symmetri-
cally arranged. Tt was not high, so that
a passer-by could see past it into the
store.

In order to prevent reflections » white
sheet was hung up to the rear of the
window, but even this precaution did
not altogether eliminate the trouble

Objects to Price Tickets.

It will be noticed that there are no
price tickets in this window. This is
not because Mr. Island forgot, but that
he doesn’t favor them for a trade such
as his. He says his customers are the
kind who do not pav much attention to
price but who depend on the dealer to
give them quality at fair cost. When
he has 5 special price to offer, he deems
it advisable to use a eard.

Island’s store nearlv alwavs has a2
well‘dressed window, not for ornamental
purposes, but because it pavs. Both
Mr. Tsland and his partner maintain
that their Christmas window made
manv sales. Tt had even pulled manvy
people across the road and brought
them into the store to purchase, and
there can be no better illustration given
of its sellinc power than this.

As suggested bv Mr. MeClement, these
illustrations ought to be placed on a
special file for future reference; thev
will come in handy sometime, if not
for imitation, for suggestion.
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Meat Slicer Meansof Landing Big Contract

Five Hams Ordered By Church Organization for Social Func-
tion—One Customer got Biggest Pound of Bacon in h.is Life—
New Computing Scale Saves Time and Labor — Evidence of
How a Dealer’s Selling Power can be Increased by Store Fix-

tures,

Toronto, Dee. 29.—When a dealer in-
stals a store fixture he is anxious that it
will save him the money that the sales-
man said it would. If it doesn’t he re-
grets having purchased it and usually
accepts the first opportunity to dispose
of it.

J. W. Island, Island’s Grocery, 262
Dundas street, purchased a meat slicer
some months azo and his testimony of
its efficiency is interesting.

Proving a Business Getter.

““We wouldn’t be without it,”’ he en-
thusiastically said, ‘‘and we wouldn’t
sell it for any money if we couldn’t get
another,

This display was the means of bringing pcople across the street to purchase wcods ‘hown—dressed by

““We have increased our sales of bacon
a great deal among our every day cus-
tomers and we have others who ecome in
for their bacon only just because they
get it sliced correctly. Eventually we
will get some of them regularly. 15
isn’t everyone who can slice bacon
evenly with a knife, no matter what edge
it has, but with the machine the work
becomes simple to anyone.

‘“The other day a customer bought a
pound and I weighed it. He asked if the
scales were correct. I believed they were,
I told him, for I had just bought a new
computing scale.

Got a Big Pound.
‘Well,” he said, ‘that’s the biggest
pound of bacon I ever got.’

“*The machine had made about twice
the number of slices he had been accus-
tomed to receive.’’

Island’s Grocery recently secured the
contract to supply a church entertain-
ment with sliced ham simply because
they were able to attractively do the
slicing. The contract was a large one,
some 5 hams being required. In addi-
tion to all the above evidence, this firm
maintains that people are attracted by
modern equipment since the appearance
of the store is enhanced.

store fixtures that give a superior ser-
vice.

The above experience proves conclu-
sively that a dealer’s selling power can
be increased by modern equipment and
indicates that in time such a fixture will
pay for itself.

The Clerk Did
Not Want to Sell
from the Window

One of the most potent weapons of
the grocer in meeting dangerous compe-
tition is the show window. A small stock
i3 no bar to the successful use of the
window. But there must be no relue-
tanee to sell from the window, as was
recently exhibited by a clerk in a Win-
nipeg tobacconist’s store. A eustomer
asked for a staple brand and was told
that the store was out of the goods. He
came back with the reply that a lot of
the zoods was stacked up in the win-

and his partner.

New Scale a Time and Money Saver.

Their new computing seale is also ad-
mired. It saves time and labor since it
i1s known at a glance the cost of an arti-
cle weighed.

‘“Even if there is a little more on the
seale than is asked for,”’ remarked Mr.
Island, ‘‘It does not matter. We simply
say that there is such and such a value
there and customers accept it; we can-
not lose.”’

This firm expeets to gradually in-
crease their store equipment from time
to time. They are strong advocates of
the value of imterior appearsnce, and

s

J. W. Island

dow, ang the clerk admitted the faet,
but pleaded the objection that he did not
like to ‘‘spoil the display.’”” The sale
was eventually made, but not until the
customer had relieved his mind of some
caustie remarks.

Show windows should be treated with
an eyve to the standing of the store
and the classes of people to be reached.
The coldly dignified display may suit one
neighborhood and not suit another. But
wherever the store is situated, the one
rule always holds good—that econstant
care should be bestowed upon the win-
dow.



i
A
1
:
i
‘

S e

Ll e 3

.

Plans to Overcome Mail Order

e T Rt~

Trade

Use the Newspapers Judiciously and be Honest in Advertising so as to Gain the
Confidence of the People—They Must be Given as Good or Better Value for

Their Money Than They Can Get From the Catalogue Houses.

Undoubtedly the merchants in the
smaller towns all over Canada, feel the
effects of the mail order business done
by large departmental houses, who make
a specialty of this kind of trade, and
not only do the merchants suffer, but the
town as a whole must feel the effects
of so much money being sent away in-
stead of being spent at home.

The subjeet has been discussed from
every point of view, but (iseussion alone
has little effect in keeping trade at
home. Very few merchants seem to
have made any definite efforts to aceom-
plish this, and to stem the outward
flowing tide of orders to mail order
houses. Muech of the discussion has
been after the styvle of the small mer-
chant running a ‘‘behind the times’’
general store, who said in commenting
upon the situation, ‘Tt simply must be
stopped.’”” When asked how this was to
be done, he could offer no suggestion.

Face the Matter Fairly.

It requires action on the part of mer-
chants, to keep the mail order trade
from invading a town, and carrying
away cash that should go into the eash
register of the home stores. Looking at
it from the buyer’s standpoint way help
the merehant to see wherein lies the at-
traction, and, as a result, what obstacle
they have to contend with.

In the first place, there is no law
which compels the person living in a
small town to spend his or her money
there if it seems advisable to send it to
Toronto, Montreal or any other place.
One of the most important steps to be
taken is that of letting the publie know
what he e¢an do for them.

In many-of the stores the arrange-
ment of stoek is such that the customer
would have no idea that eertain goods
were kept in stock, did he or she not
ask for them particularly. To educate
the publie as to the ability of the stores
to serve them, it is necessary to adver-
tise as extensively as possible. Tell
what lines are earried and at what priees
the goods are sold. Do not be afraid
to tell the publie exactly what yvou have
on your shelves, but do not overlook the
fact that honesty is the best poliey in
advertising, even if it does not seem to
be the case in some lines of business.
Honesty in your advertising will ereate
confidence in your store, and von will
get the reputation for giving full values.
Everyone has heard of some store where
prices seem high, but where it is gener-
ally eonceded, it paid to shop.

Get the Public's Attention.

Use the newspapers, fight the mail
order house with its weapons by econ-
stantly bringing vour store and goods
to the attention of the publie.

By W. R. Patterson.

The retail business is not done to-day
even as it was a yvear ago, let alone
twenty years ago. Many and many a
retail merchant who fifteen, twenty or
twenty-five years ago, found it compara-
tively easy to make a little money, to-
day has discoyered that it is almost
impossible for him to make a respectable
living and interest on the money invest-
ed. Such men to-day will say to vou,
that some way or other, things have
changed. They tell you that years ago
they were makine a little money, but to-
day it is hard for them to do so. The
trouble with such men is that eonditions
have changed, and they have not. They
fail to understand that to-day, as never
before, it is not only one’s neighbor who
is his competitor, but it is every other
man on the face of the earth.

Our fast railroad trains, our electrie
lines, our telephones, telegraph systems,
wireless telegraphy and rural mail de-
livery have made of us one family. To-
day the retail merchant must compete
with every other retail merchant in the
civilized world. No longer is trade in
local boundaries bound to him. It coes
where it pleases, it zoes to the men who
to-day know how to appeal to it and
reach it seientifically.

A Frank Statement.

Speaking for myself, I wish to inform
the farmer’s wife, the merchant’s wife,
the banker’s wife, or the mechanie’s
wife, that I will never be the one to
spurn her eash (for I need the money)
and I will tell her frankly to trade where
she ean get the biggest value for her
dollar, whether it is in Toronto, Mon-
treal or any other eity; but if prices
will range equally the same between
the mail order house and the local mer-
chant, T think all fair-mindéd people will
agree with me when I say I think she
should favor the latter, for the reason
that every dollar spent at home helps to
enhance the value of her property as

A WORTHY OBJECT.

Everyone who reads the accom-
panying article will observe that it
has been written by a hard-headed
business man, capable of going be-
neath the surface when he thinks.
W. R. Patterson is a Collingwood,
Ont., business man, keenly interested
in the development of his own town.
Recently a number of papers were
submitted to the Collingwood Ad-
vancement Association on the ques
tion of Loyalty to Collingwood, by
men interested in the building up
of the town. Mr. Patterson’s was
among the number. These papers
have been printed in pamphlet form
and distributed among the citizens,
who are requested to give them
serious consideration.
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well as wine. It is praetically useless
to talk of loyalty to the home town. To
the customer it is individual with indi-
vidual, and not a case of loyalty. There-
fore it narrows down to a question of
supplying the right goods at the right
price.

There is no reason why the mail order
trade in a town may -not be reduced to
a minimum, if a real effort is made, but
it cannot be done if merchants fold their
arms and grumble at the mail order
houses and at the people who buy from
them. It is the merchant who must take
the first step and give the people the
opportunity to get the goods they want
at home. It is hnstling and enterprise
that has built up the mail order con-
cerns and it will require hustle and
enterprise on the part of the merchant
to bring the outgoing trade to their own
slores, )

Use Mail Order House Methods,

To sum up, my last word is this: in
erappling with the mail order problem,
adopt as mueh of the system of the mail
order house as possible, investigate their
methods, prove to your people that you
can make shopping at home, as bright
and attractive and faseinating as it ean
possibly be by mail, do everything to
inspire your people’s confidence and
make zood use of printers’ ink.

Preventing the
Inroads of Rats
and Mice in Flour

The following is one grocer’s method
of keeping mice and rats from finding a
way into the flour and feed storeroom:

‘““Every groeer is eonfronted with the
problem of how best to keep mice and
rats out of his flour and meal. For
vears I have tried eats, traps, poison and
other methods of exterminating the pest
with but little suceess. At last T have
found what is absolute seeurity against
them, having partitioned off part of my
wareroom large enough to hold all my
flonr and meal. T lined this room on
sides and top with metal lath and cov-
ered the floor with one and one-half
inches of cement. The door is a good
solid frame covered with metal lath and
closely fitted and furnished with a strong
spring which will keep it closed at all
times, thus preventing neglect of eclerks
and myself to close it after entering or
leaving the room.

““I would advise those contemplating
the erection of a building for store pur-
poses to use metal lath throughout the
building, and to cover the false floor
with metal lath before laying the floor.
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Customers Depend on Dealer’s Judgment

In the Majority of Cases He Supplies the Brand, Which II-
lustrates the Confidence His Customers Repose in Him — Per-
sonal Salesmanship a big Asset in Moving Out Goods but the

Grocery Salesman Must Know Groceries —

Other S8elling

Forces Used — Story of How This Dealer Lost Interest in one

Manufacturer’s Products,

Chatham, Ont., Dee. 29.—** Nine-tenths
of my customers simply ask for soap in
their orders,”’ states Hugh Malcolmson,
a local retail grocery dealer. ‘‘The
other tenth stipulates the brand.’’

This illustrates one thing in particu-
lar; that is that Mr. Malcolmson’s judg-
ment is given a high place in the esti-
mation of his customers. It means that
he acts as an advisory board to his pat-
rons and that the latter have every con.
fidence in his decisions.

Not only is this the case with respect
to soap; in practically all their pur-
chases his customers name the general
article and he supplies the brand that,
in his opinion, is best suited to them.
If he thinks someone should have Jones’
Worcestshire sauce he gives him Jones’;
if Brown’s he sells Brown’s always bear-
ing in mind the profits he derives from
each. The matter is left to his judgment.

This is, of course, a result of the
building up of a reputation and good-
will. It is a condition that is almost
bound to exist where the merchant
handles his customers carefully ang
never betrays a trust. On the other hand
if the merchant does not study his trade
and does not know what to do when he
becomes the executive committee, he will
not have the confidence of many of those
who deal with him.

Strong Advocate of Advertising.
This is the opinion of Hugh Maleolm-
son who is a strong advocate of the de-
velopment of Selling Power in the re-
tail dealer. Among his chief methods in
inereasing the power of his sales forees

is the use of newspaper advertising.

““I would just as quickly eclose my
door as to stop advertising and I would
just as soon stop advertising as to neg-
leet changing my ad. copy every day,’’
he said.

Mr. Maleolmson did not go into adver-
tising blindly; he first investeq in re-
tail advertising course and studied the
science of advertising. He doesn’t
maintain that he knows everything about
it now for he is still studying. He reads
carefully the advertisements written by
paid experts such as the ads of the big
mail order houses and gets many pointers
in this way which when combined with
his own ideas and the conditions of his
own trade, make effective copy. He is
not averse to stocking new and worthy
goods which are not known by his cus-
tomers, because he can create demand for
them if he so desires. They must, of
course, cary with them a fair profit. To
create this new demand one of his chief
mediums is newspaper space. He always
advertises new goods in the newspapers

and gets results because he writes the
convineing kind of copy.
Salesman Must Know Groceries.

Mr. Malcolmson is a great believer in
the value of personal salesmanship as a
means of moving out goods. But he
qualifies this by saying that the sales-
man ‘‘must know the goods.”” He
maintains that a superior salesman from
say a drygoods store, cannot sell gro-
ceries at first. He might be all right in
a few cases but if a customer were to
ask whether this is green tea or that is
sago or tapioca he would be at sea. A
woman likes to deal with the salesman
who knows the goods and ecan talk in-
telligently about them.

The telephone conversation is another
oood asset in selling goods although this
Chatham grocer prefers to get the cus-
tomers into the store.

‘“They see more when they come in,’’
he says—which goes to show the value
he places on interior display.

Opinion of Substitution.

He does not believe in substitution.
He thinks that if a merchant is carrying
a brand of goods asked for he should fill
the order; but he does not believe in us-
ing the selling forces at his command to
sell an unprofitable article or one that
does not meet with his idea of quality.
In other words he gets behind the manu-
facturer’s goods which allow him a fair
profit and uses all his praetical methods
to sell them. A customer frequently asks
him his opinion of two or more articles
and “‘I always sell her the one in which
I am the most interested—the one that
I am familiar enough with to talk in-
telligently about it, taking into consider-
ation the price and profit,”” he declared.

Dropped a Manufacturer’s Line.

‘“A long time ago there was a certain
firm’s goods that I used to handle ex-
tensively,”’ he told the writer. ‘I ear-
ried them before they built a factory in
Canada. Onee they sent me poor goods,
no doubt by mistake, and I wrote back
to tell them so. This they denied saying
that I would have to accept them or they
would place the account in the hands of
a lawyer for collection if I did not set-
tle up.

““To avoid any trouble I paid them but
didn’t order any more of the goods. A
month later a traveler of the firm called
to see me but I said, ‘No.” He wanted
to know how I could get along without
them because they were widely adver-
tised to the consumer who was well ac-
quainted with them.

““I told him I could get along very
well without them and that I didn’t eare
to stock any more. He, of course, said
they would make me stock them, but I
claimed they wouldn’t—I haven’t han.
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dled those goods since simply because I
considered I wasn’t used right and I lost
interest in the goods.”’

Provided for
Stable Room for

Farmers’ Horses

A Pennsylvania town was losing much
of the country business because it pro-
vided no adequate accommodations for
the farmers’ teams or even for the
farmers themselves when they came tq
the city to shop. The result was that
they were enticed to more distant cities
where tme accommodations afforded
them were more in keeping with their
purchases ; but there was gne retailer
in this city who realized the importance
of the farmers’ trade and who took
measures to afford them accommodation
which the city would not provide. Con-
sulting the manager of the most cen-
trally located livery in town, this re-
tailer made an agreement with him tq
redeem ‘‘standing-in coupons,” which he
would issue to certain farmers on his
mailing-list.

This coupon, which centitled the holder
to free standing-in privileges for one
horse one time at the largest livery ip
the city, was mailed to farmers with j
personal letter, explaining the use of
the coupon. The only stipulation was
that the holder should purchase $1 or
more at this store. The coupon further
stated that the store guaranteed satis-
faction or their money would be re-
funded. Each coupon was stamped with
a serial number, so that each recipient
felt that he was- receiving this coupon
together with a favored few. In order
to make the coupon finally good at the
livery, one of the clerks stamped it tn
the effect that the holder of this coupon
had purchased goods amounting to $1
ol more.

The result of this letter campaign was
that many farmers, who had been go-
ing to other cities to trade, were, bv
this little schme, induced to return tn
this city and continue their patronage
there. Another retailer, in another
city, has varied this scheme to the ex-
tent that #in his letters to farmers he
says, ‘You will have no more trouble
about hitching when you come to town.
Use the standing-in ticket we are en-
closing absolutely free with our com-
pliments. Come into the store and get
another one to use the nmext time vou
come to town. This offer of giving free
standing-in tichets is entirely original
with us. We realize the trouble farmers
have had in the past in this respect and
have decided to furnish standing-in
tickets to leading farmers absolutelv
frce. No other store has been so enter-
prising—no other store has ever been
so liberal.”

This retailer further strengthened this
scheme by removing from the mind of
the prospect any idea that there was -
trick behind his offer. He said in his
letter, ‘“There are absolutely no strings
to this offer. The enclosed ticket en-
titles vou to one standing-in at 's
stable, whether you trade with us or
not.”” He then went on to say, how-
ever, that there was no reason whv the
recipient should not trade with him,
and showed conclusively in his letters
from purchases made at their store
more than justified this small outlay.
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PARCEL POST PROBLEM.

On another page is an article on the
Parcel Post problem, pointing out just
what efiect such a measure would have
on the commercial liife of the country,
and particularly in rural communities.

Some readers may wonder why this
question is being exploited just now,
since there is no immediate prospect of
a bill being introduced into the Can-
adian parliament. But Parcel Post is
under consideration in the United States
and President Taft has even gone so far
as to favor its establishment on rural
free delivery routes. This is only the
thin edge of the wedge and later on, if
this goes through, one may expect to see
parcels mailed across the continent just
as cheaply as to a nearby village.

Mail-order houses in Canada will then
likely seek the same legislation. But if
(anadian members of parliament are
thoroughly made acquainted with what
will be the ultimate efiect on the general
welfare of the country, it would be a
simpler matter to prevent it being in-
troduced than to kill it after it is intro-
duced.

Thereforé, since ‘‘an ounce of preven-
tion is worth a pound of cure,”” let each
merchant who feels that he is at all con-
cerned over this questiou, take the mat-
ter up with the member for his consti-
tuency and gain his opposition right
away.

There will soon be no necessity for the
Parcel Post on the grounds that express
rates are high since these, according to
the finding of the Railway Commission,
must be reduced to a reasonable basis
within three months’ time.

PROTEST AGAINST THE BILL

The present is a good time ‘o inter-
view the member for your electoral con-
stitueney in the Federal house about
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those Co-operative bills; during the holi
day season he is likely to be home. But
if you cannot see him personally, drop
him a card and ask for his opposition to
the measure.

Co-operative joint stock companies
illowed to operate differently from any
similar eoneern is class legislation and is
dangerous to the stability of our com-
mercial welfare. There is nothing on the
statutes at the present time to prevent
them being established as joint stock
companies responsible to parliament. If
this is done there will be few complaints
on the part of merchants; but when
these societies want permission (which
1s granted to nobody else) to form com-
panies which are not responsible to
parliament, there -will be established a
precedent whieh is almost sure to prove
detrimental to business in general.

Unresponsible joint stock companies
are an incentive to wild-catting, It will
be remembered that at the time a cer-
tain eo-operative store went into liquida-
tion some months ago in a Canadian
city, the promoters of the scheme were
nowhere to be found. Some of the
shareholders—most of them poor people
who had recently come to Canada—
were interviewed by the writer and in
tears they told how those who had pro-
moted the company had disappeared with
the money they had with mueh difficulty
seraped together.

If wild-catting ean be so carried on
under present econditions what may we
expect under the conditions sought by
those behind the Co-operative bills.

Each merchant should at once request
the member for his constitueney to op-
pose the bills and when the time comes
each should be prepared to join the big
deputation to Ottawa to protest person-
aliy against the passage of any such
measure.

WHY TURKEY PRICES HELD.

There are always a great many turkeys

consumed in Toronto around the Christ-
mas festive season, and this year was
no exception. There have been times,
however, when the retailer lost money
on turkeys, but this year an exception
was made.

It will be remembered that a year ago
the cry went up some days before Christ-
mas that turkeys were scarce. Retailers
grabbed them at around 25 cents only
to find that two days before Christmas
they were down to 18 and 20 cents with
the natural result that they had turkeys
on hand after the day had passed or
that they sold at a loss.

This year things were different and
turned out fairly satisfactory for Toron-
to retailers. Some time ago the produce
men had an understanding that no more
than 20 cents ptr pound was to be paid

manded. This had the effect anticipated,
as wholesale produce houses bought their
turkeys eventually, if not at first, for 20
cents and even 19 and 18 for inlerior
iowl. The retailer secured them at 22
cents and less so that he was able to
sell at 25, 26, and 27 cents, make a lit-
tle profit and at the same time he felt
pretty secure that few could oficr them
more cheaply. This was the reason why
prices were so well maintained during
the weck belore Christmas.

There was no shortage in turkeys in
wost places ; many [amilies ol course in-
vested their allotment for pouitry in
geese, chickens and ducks because they
were cheaper.

Reports irom other places indicate va-
rying conditions. It was estimated that
on Saturday morning last 200,000 Ibs. ol
turkey went into Napanee, Ont., and as
high as 22 cents was oliered. In Ha-
wmilton farmers were asking 25 to 27
ceuts ; this turned attention to ducks,
geese, etc. On the St. 1homas market
they sold at from 20 to 25 cents; at
Owen Sound irom 19 to 22 cents ; Strat-
ford, 20 to 22 cents ; London, 44 to 25
cents ; Collingwood, 17 to 20 cents.

On the London market therc were ounly
about 100 turkeys oliered, demonstrating
that produce buyers bad been pretty busy
there prior to the Christmas week.

BETTER POULTRY AND MORE
EuGs.

It would seem only natural to see im-
provement in poullry raising and pre-
paration as g resuit ot the larmers’ own
initiative. et the longest siep so lar
made in this direction 1s the resuit ol a
campaign lor beuler conditious carried
on by a DMontreal produce house ior
some wonths past, and whicli cuiminated
receutly 1o a prize poullry compeution
open Lo all parts ol the bomimon.

Tne entries for this have been large
and representative, coming not only lroux
Ontario and yuebec, but also Irom Nova
Scotia, New Brunswick, Prince l.dward
Island, and as far west as Saskatlche-
wan.

Naturally the $100 ofiered as prizes
has gone a long way toward making the
competition successiul, for this educa-
tional campaign is sure to have ils ei-
fect. KFarmers who reccived the instruc-
tions provided for the competition, will
in future know how their poultry should
be prepared to bring the best prices, how
it should be fed previously, and the value
to themselves of raising such stock.

In the past all the average farmecr
thought of in this regard was to kill,
dress and get to market with the least
trouble to himseclf. Now that he has
becn shown the possibilities of his busi-
ness by a practical list of instrictions
and the resulting eficct on his birds,
there is no doubt that a long step up-

farmors no matter what the latter de- ward will be the rosult.
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THE GROCER, WHERE WAS HE?

A prospective purchaser entering g
store expects to see some one there to
serve him.

His expectations are mnot always
realized. A case in point happened ip
Winnipeg last week when a buyer walk-
ed into a grocery store to purchase gz
quantity of bacon. There was no one
there. Thinking that the proprietor or
a clerk would appear soon he waited a
moment or two, but still the silence in
the warchouse, cellar and upstairs
reigned supreme.

The result was that the dealer lost a
sale of bacon and a probable customer,
for it happened that the buyer was 3
representative of a family which had
just moved into the district. He pur-
chased his bacon elsewhere.

This little incident is probably insig-
nificant in itself, but it bears a moral.
The general public of the nineteenth
century would possibly have been satis-
fied until ““‘something did turn up,”’—
as Dickens’ Micawber would put it—but
the public of the twentieth century
wants service. It is so common now-a-
days that it ean be easily secured some-
where. The old-timer may have made
some money in the past, but his old
time ideas are anti-profit-producers of
the present day.

BUSINESS COSTS AND EXPENSES.

The National Association of Credit
Men recently formulated the following
simple but eomprehensive rules for busi-
ness aceounting:

1. Charge interest on the net amount
of your total investment at the begin-
ning of your business year exclusive of
real estate.

2. Charge rental on all real estate or
buildines owned by you and used in
vour business at a rate equal to that
which you would receive if renting or
leasine it to others.

3. Charee in addition to what you pay
for hired help, an amount equal to what
vour services would be worth to others:
also treat in like manner the servieces
of any member of your family employed
in the business not on vour regular pay-
roll.

4. Charge depreeiation on all goods
earried over on which von may have to
make a less priee becanse of change in
style, damage or any other cause.

5. Charee depreciation on bnildines.
tools, fixtures, or anvthine else sufferine
from ace or wear and tear.

6. Charze amounts donated or sub-
seriptions paid.

7. Charze all fixed expense, snch as
taxes, insuranees, water, lichts, fuel. ete.

8. Charge all incidental expenses. snch
as drayage, postage, office supplies, livery
or expenss of horses and wagons, tele-
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grams and ’phones, advertising, eanvas-
sing, ete.

9. Charge losses of every character, in.
cluding goods stolen or sent out and not
charged, allowances made to customers,
bad debts, ete.

10. Charge collection expense.

11. Charge any expense not enumerat-
ed above.

12. When you have ascertained what
the sum .of all the foregoing items
amounts to, prove it by your books, and
you will have your total expense for the
year; then divide this figure by the total
of your sales, and it will show the per
cent. waich it has cost you to do busi-
ness.

13. Take this per cent. and deduet it
from the price of any article you have
sold, then subtract from the remainder
what it cost you (invoice price and
freight), and the result will show your
net profit or loss on the article.

14. Go over the selling prices of the
various articles you handle and see where
you stand as to profits, and then get
busy in putting your selling figures on a
profitable basis, and talk it over with
your competitor as well.

CALL THE CLERKS TOGETHER.

Just now one of the most important

things any merchant can do is to
call his staff of salesmen together and

talk over plans for getting a larger
share of the profitable trade anticipated
during 1911.

The man who does the buying, the
clerks behind the counter, the window
trimmer, ad. writer and book-keeper.
and even the delivery boy, should be
given an opportunity of making sug-
gestions as to what goods to buy, and
how to display, advertise, sell and de-
liver them.

There are few merchants who do not
put forth every effort to make the next
vear outshine in preparations and
in profits the one that has gone before,
and he is already well on his way who
knows where his last effort can be im-
proved upon, where the staff, regular
and temporary, can be strengthened, or
where his last year’s stock fell short.
All this information ecannot be stored
away in tablets of memory but the best
system is to have some data to steer by.

The ideas adopted for next year’s trade
must be something original or at least
mark a departure from that featured
before. Now is the time to plan, to hold
a conference and adopt plans which will
not only increase sales and profits but
make the cogs of the business wheel run
smooth.

Make one member of the staff re-
sponsible for the ad. writing, another
the window dressing, ete., and see that
their work is planned well shead. Then

.
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encourage a friendly rivalry and ask
every member of the staff to jot down
some suggestions and hand them to you
in. say, a week’s time.

The first thing to do is to get together
and enlist the co-operation of the entire

staff. Then keep in close touch with
what is done, encouraging every mem-
ber of the store force to do his utmost
for his own and your good.

The merchant whose clerks know that
he is listening to every word they say
to every customer who comes in will not
have employes who will develop any
great amount of confidence in themselves
or in the employer.

‘‘A GIGANTIC FRAUD.”’
Such is Term Used by Retail Dealer in
Describing Daylight Bill.

Editor Canadian Grocer—I would have
great pleasure in ‘‘dropping you a line,’’
a clothes line, or even a brick, if only
I could convinece you that the ‘‘Day-
light Saving Bill’’ is a gigantic fraud.

If it is really necessary to start the
day earlier, by all means do so, but
don’t tamper with the clock.

There is one side of the question that

has not been mentioned as far as I
have seen, viz., when the housewife
really does her shopping. My experi-

ence has been that most women (I mean
working men’s wives, for they are the
backbone of the trade) do their shop-
pin'rz ‘‘between the lights,’’ that is when
1t 1s too dark to do the housework and
not dark enough to turn on the lights.
They will, I am fully convineed. still
adhere to that plan, call the hour what-
ever you like. Then it seems earlier

closing will not be effected by this
means,

The only remedy that I can see is to

fix the hour and to stand to it, whatever
that is.

J. K. KADWELL.
Chatham, Ont., Dec. 28, 1910.

EDITORTIAL NOTE.—Mr. Kadwell’s
letter is interesting. He, howerver, does
not make elear the point re early closing,
If a grocer closes at, say 6 o’clock in
summer or even 7 o’clock. he would not
have his store open at all during twilight
as twilight does not come in summer un-
til between 8 and 9 o’clock. The point
made in the article in last week’s issue
dealt with early closers. If dealers keep
open until ten or eleven o’clock at night
there would, of course. be no difference
to them because they wounld not be en-
joying any daylight after hours.

Readers of The Grocer would, no
doubt, be glad to hear again from Mr.
Kadwell or in fact from any other dealer
who has a decided opinion on this ques.
tion.
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Methods of Hiring and Retaining Help

Character, Utility, Experience and Ambition Among the Items
That an Employer Should Seriously Consider—Finding Fault
For Small Errors Discountenanced—Occasional Encouragement
for Good Service Goes a Long Way to Insure Interest in the

Investigation on Hiring.
The value of an efficient salesman does

Store.
By 0. S. Johnson.
Have vyou ever thought why
vou find it difficult to re-
tain some of your eclerks? If

not consider for awhile and you will
most likely agree with some of the fol-
lowing statements.

Store enthusiasm is always aroused by
the knowledge that one is doing well and
that one’s efforts are being appreciated.
The ambitious elerk will spend his last
ounce of energv for an employer who
eives him all due encouragement and is
not backward in saying ‘‘Well done”’
when oceasion arises.

Some merchants refrain from ae-
knowledging satisfaction in their em-
ployes’ work and rather seize every op-

portunity to magnify a simple error,
and endeavor by harsh methods to make
the elerk believe that he has committed
<ome gross and unpardonable mistake.

This poliey is doubtless a wrong one.
It is moreover detrimental for the em-
ployer to prevent a good clerk from
framing a high estimate of the value of
his services to the store.

There are only a few employes who
will be spoiled by being told that they
are good salesmen, but on being con-
tinnally informed that their work is un-
satisfactory they will begin to look out
for a more encouraging and genial em-
ployer.

Get the Clerk Interested.

Conditions around a store must be
pleasant, otherwise employes will not
evinee that keen intergst in their work
which makes them invaluable to their
employer. Until the employer lets his
salesmen know from his own lips that
their progress is bringing them steadily
nearer promotion, they will not banish
the idea that there are better chaneces
to improve their position under different
management.

Every merchant has his own way of
running his business and of handling
his help, but as far as the latter is con-
cerned there is certainly one method
which could be beneficially utilized by
all, and which would tend to create a
strong feeling of rivalry among elerks,
and spur them on to get home by more
than a short head.

A system or recording the sales and
zeneral conduct of each employe—in
other words, of writing up a short aec-
count of the week’s doings in the store—
would allow each eclerk to see whether
he had made a backward or forward
move, and would also give him an idea
of what his manager thought of him.

The idea of the other fellow getting
ahead would soon arouse a keen
desire in him to go one better the next
week.

not lie entirely in his ability to secure
ready sales. Careful #inquiries should
be made before hiring. While question-
ing the applicant for a position in his
store, the merchant should pay close at-
tention to suggestions on charaeter, tem-
perament and habits which may be
brought out by econversation.

He should make sure that the man’s
aim in life is settled, and that he is
determined to remain in the grocery
business, as otherwise his services would
only be temporary and not so valuable.

Few merchants on examining applie-
ants remember to question them eoncern-
ing their health. The man that is cap-
able of doing hard work and whose phys-
ical condition is strong enough to bear
continuons strain, if necessary, will
prove a greater aequisition as a rule

than the individual who possesses good
selling abilities but who is subject to
some inherent or contracted disease.

‘“What experience have you had?’’ is
one of the regular series of questions put
to all applying for a position, and one
which leads to the production of refer-
ences. Care must be taken in the per-
usal of the latter, and further informa-
tion than provided should be sought as
many employers have a stock letter
which they hand each member of their
firm when leaving, whether his services
have been all that could be desired or
otherwise.

It is advisable to leave the experience
question till the end, since out of it
arises a discussion about salary, around
which, as a matter of fact, all interest
centres, and because the merchant by
that time has a good idea of how much
the applicant wants, how much he is
actually worth, and how much the posi-
tion will pay.

By carefully eross examining all ap-
plicants on the sunbjeet of charaecter,
health, utility, experience and ambition,
the merchant will make his task of
choosing good, reliable help lighter., and
will also give him an insicht into the
nature of the man he employs, such as
will remove any doubt he might other-
wise have,

Playing Game of the Mail Order Houses

Village Store Issues Big Catalogue Filled With Illustrations
of Everything Required in Food, Dry Goods, Hardware and

Furniture Lines—Various Articles Advertised Described
Modern Style—This Year’s Catalogue Twice the Size of That

of the Last.

Brownsville, Ont., Dee. 29.—Meeting
the big catalogue and mail order houses
at their own game is the method of
Joseph Corbett, whose departmental
store in Brownsville, a villace of some
300 inhabitants in Oxford County, On-
tario, has thrived on whatever compe-
tition it has had to meet. Figuratively
speaking, Mr. Corbett has taken a page
or two from the book of systems these
large city establishments employ, and
with a confidence that foreruns sueccess,
has adopted a broad poliey that should
counteract the influence from abroad
and keep trade at home,

One eriterion of Mr. Corbett’s sue-

cess is found in his annnal fall
and winter ecatalogne, which al-
so covers the Christmas trade.

It is this year more than double the
size of the catalogue issued a year ago.
From the standpoint of brightness, at-
tractiveness, and from a business form
and sense, it is much better than the
1909 catalogue, and even that was quite
pretentious.
A Good Business Talk.

Twenty-eight pages, execlusive of the
cover, are required to advertise some of
the goods handled in this store. The
very first page is impressive. The illus-
tration is well chosen and emphasizes
the following little introductory talk:
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in

‘““Making your dollars go farthest is
a problem that eonfronts a good many
people, especially at this time of the
vear, when so many thines are neces-
sary to add to one’s eomfort during the
fall and winter season. We feel posit-
ive no store will offer you better values,
and our range is so wide to choose
from. Whether judged from the point
of view of mere sight-seeing, or from
that of intending purchases, you will
find our store is a very interesting place.
Read this catalogue carefully from first
to last word. Tt will pay you, it earries
with it a message of interest to every-
one who appreciates and practises sav-
ing money. In every department we
carry full lines. We have not begun to
mention all the articles in each, but
merely draw your attention to our prices
in each department, and in any of your

wants we can supply you at correspond-
ingly low prices.”’

Lesson on Quality.

Such is the general introduction. The
grocery department has the following
brief announcement apart from the ar-
ticles and their talks and prices. ‘‘Praec-
tice economy always, but never sacrifice
quality for price, especially so with re-
gard to food products. Our groceries
are high grade in every particular, and

(
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The following is an example of the
confidential talks upon the various goods,
““Coffee! Try our delieipus ground-
while-you-wait blend at 40 cents per
Ib. Tt makes a delicious beverage. Save
the bags, return ten and get a pound
free. Extra good value is our special
blend whole bean coffee, ground-while-
vou-wait at 25 eents per pound. One
pound in a beautiful lithographed tin,
#as per cut, 40 cents.’”’

Suggestions for
Planning a Large

Seasonable Sale
By A. H. Harvey.

In planning a big seasonal or special
sale it is usunally best to advertise it
extensively in the local newspapers
which eireulate among the farmers, but
live retailers have learned that the news-
paper publicity ean be given an indi-
vidual and personal appeal, which is
doubly effeetive when introduced by let-
ters. These letters are primarily for
the purpose of calling the customer’s
attention to the announcements of the
sale running in the newspapers, and for
making each recipient feel that the re-
tailer has written him or her a personal
letter, so that it will be possible for
them to take advantage of the bargzains
which are offered. But in order to make
this letter as effective as it shoulq be,
it is often necessary to add some induce-
ment not ineluded in the newspaper ad-
vertisement. These extra inducements
are put up to the reader in a way that
makes her believe that she is one of a
favored few.

One excellent scheme of this kind that
is used is a special discount card. In
the first letter which the prospect re-
ceives there is enelossed a card. which
entitles the holder to a discount of five
or ten per cent. from the regular sales
prices quoted in the newspaper adver-
tisement. The recipient is told that this
disecount to her is only one being sent
fo a favored few. Her name is filled in
with pen and ink, and the card is
stamped with a serial number. Tt also
shows the limit of the offer, usually five
or ten days.

This first letter is followed up by an-
other within a week, calling the recipi-
ent’s attention to the eard and the fact
that the limit on the offer is about to ex-
pire. Oceasionally a third letter is writ-
ten to the persons whose eards have not
been redeemed at the store, stating that
the retailer has decided to extend the
limit for a few days longer. In this
letter another discount card is enclosed
and marked ‘‘Special Duplicate.’’ The
new time limit is also stamped over the
limit set on the first card,

THE CANADIAN GROCER

Some Problems Discussed by Retailers

The Following Somewhat Broken Conversation Serves to Show
How Dealers’ Minds are Broadened at Association Meetings—
The Value of Giving Credit and of Personality in Business—
Honesty in Business and Thoughtless Knocking.

“What and why is the credit system
in a retail business ?”’

Attention was abruptly turned to the
new speaker who threw out this query
implying at the same time that he
knew the answer and would give it.
(Conversation had been upon svstem ip
business and one speaker had dwelt
upon the points in favor of the strictly
cash system. The others agreed with
his sentiment to a certain extent, but
the majority were hardworking grocers
who had onlv a one-third eash business.
The rest was credit.

“Credit is a convenience,”’ said the
speaker after a pause. ‘“The majority
of housekeepers demand it and appre-
ciate it. They may not go out of their
wayv to tell you about it, but neverthe-

less, they like it. A customer of -
““cash  only” needs some particular
goods. She knows she is going down

town that dayv and says, ‘Well, I might
as well buy it at Seaton’s or one, or
one of the other bhig stores with the
other stuff.” That is the tendencv. Take
the convenience away from retailing and
it wouldn't be long until the small re-
tailer would be a thing of the past.

Put Up With Much,

“Tt’s a corker what the peqple will
tolerate in these bic stores. When thev
find they have not received the wvalue

for monev spent on some article thev
do not rant and rave and hunt up the
provrietor, velling ‘thief, robber, ete.’
at him. They made the purchase from
a clerk, g part of the machinery of the
big store, and a clerk pays as much at-
tention to a complaint as does the bic
c¢lock over the main street entrance.
There is no personality in these big
stores. You eannot find the proprietor
to tell him what vou think of him,
whether he is wrone or not. You have
to wait four or five minutes, often more
for vour change, but Pshaw! Some-
bodyv hit upon the truth when he said :
“the people like to be donme.”*

An Oyster Episode.

“This is a strange world, but it is
nothing like its people. Why only last
week a man bronght back a quart of
oysters, one of the new brand kind that
have a continental reputation. He said
they were rotten. Imagine that. I
<old all the rest of the shipment and not
a word of complaint. But to this man
they were bad. Funny! Why I know
they were good, but what are you to do?
T would rather lose a little money than
a good customer’s entire trade.’’

Honesty in Business.

Another erocer said: ‘“We should not
be led away with the idea of sucecess to
such an extent that we become blinded
by the almighty dollar. True, the world

may seem to judge a man by the money

he has, but the final question every time

is not how much he has made. but how

According to the stand-
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has he made it.

ard of wealth, some of the worst seound-
rels are recognized as successes. But
vou and I know that they include men
devoid of character in its broadest sense.
There are bloodstains on their money
bags. By payving low wages to their
voung men and particularly to the young
girls in their employ they have wrung
their suceess from the bodies and souls
of these employes. Personally. T would
rather be a failure and fail honestly,
than be a success and jeopardize my
reputation whether the world knew it or
not.”” And this is, T think, a sentiment
that is characteristic of most of that
large body of Canadian grocers.

A little play on words had a double
meaning. One of the members said. “‘To
win the confidence of the people von
must deliver the zoods.”” He was speak-
ing in a general sense but it was pointed
out that prompt delivery pleases and is
one of the features of convenience.

Thoughtless Knocking.

Conversation turned into different
channels. Then the following. It was
one of the weaknesses of the trade the
speaker said and he had heard it fre-
quently.

““This is an example.

““It is midafiernoon and two elerks
are in the storeroom opening up new
zoods. ‘Well, et onto this stuff,’ says
one. ‘Look at what he expects to sell
for thirty cents. He must have heen
crazy when he bought that.” The anvil
chorus is doing nicely at this stage.
‘Why nobody asks for this stuff around

liere. T never heard of it before. Some
traveler must have had him on the
string.’

‘“The next morning the proprietor sets
out for the fruit market. His sympath-
etic clerk has something to say about
his general appearance. He ecalls to a
fellow employe. ‘Tt’s a wonder he isn’t
ashamed to drive that old riz up the
back lane. Just look at it. If he’d
slap a little paint onto it. it wouldn’t
be so bad. I suppose we’ll not see him
now for the rest of the morning:’ the
clerk finishes with a vielous snap at

the string he has been using in tieing
up a five pound bag of sugar and ecuts

the paper by the unnecessary

e forece He
ilpp 1ed.

The relater of these incidents finished
with: ““Now, how can a store become a
suecess with disloyalty of that kind
rampant ?’’

The above comment was recently
heard at a meeting of a retail grocers’
association. Talks like this serve to
broaden a dealer’s mind and make him
see matters in a different light.
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The Causes of So Many Business Failures

Lack of Clear Enowledge of Percentages and of General Busi-
ness Principles with a Tendency to Overlook the Small Details
—Do Ninety Per Cent. of Those

Sooner or Later?

who Enter Business Fail

By Howarq R. Wellington.

It has been said that ninety per cent.
of those who enter business fail sooner
or later. Just how near this comes to
the truth we hardly know, but there are
undoubtedly a large number of failures
which might be prevented if merchants
would adopt more systematic and prae-
tical methods. Of course, there are ex-
ceptional cases, when force of circum-
stances compel a man to discontinue
business, and even if additional capital
were available, it would make no ulti-
mate difference. As a practical illus-
tration of the erroneous idea of some
merchants in regard to expenses and
percentages, we will suppose that we
commence a jobbing business, with every
prospeet of a turnover of $100,000, on
which we expect to make a margin of
profit of 25 per cent.

One method—Profit on -100,000 at 25
per cent. equals $25,000; our selling ex-
pense is 10 per cent., or $10,000; our in-
side expense is 6 per cent., or $6,000;
our eash discount is 2 per cent., or $2,-
000; our profit is 7 per cent., or $7,000;
total, $25.000. .

The correct method—Profit on $100.-
000, at 25 per cent., or $20,000, selling
expense is 10 per cent., or $10,000; in-
side expense is 6 per cent., or $6,000;
cash diseount is 2 per ecent., or $2,000,
profit, 2 per cent., or $2,000; total, $20,-
000

It will be seen by comparing the two
statements submitted, that instead of
clearing $7,000, we actually earn $2,000
in profits, the percentage of expenses,
diseount, ete., being figured always on
the sales.

A Definite Basis to Work on.

We believe firmly that a certain per-
centage of profit should be added on
each line of merchandise, and that this
is governed entirely by the class of goods
handled and the situation of the store.
There is a tendeney to purchase an arti-
cle for a certain price and mark the re-
tail price immediately without carefully
ascertaining what the usunal margin is.
While it is undoubtedly necessary to eut
prices sometimes to eompete with an op-
position, the correet selling price should
be known, as it may be possible to make
up the difference on something else.

Stock-taking.

Would you be surprised to know that
there are merchants doing a fair busi-
ness, who never take stock: who seem to
have enough eash to pay bills when due,
but who eannot know how much profit
has been made for a period, or possibly
how much loss has been made.

It is such accounts as these that are
the credit man’s worst enemy, for while
& merchant may apparently be pros-

perous for a certain length of time, in
spite of his lack of system, he will surely
2o under sooner or later without some
definite basis to work on.

Figuring Expenses.

Then in the matter of expenses, unless
the merchant aectually takes stock and
draws off an annual statement, showing
his turnover, his various charges against
profit, and his gross and net profit, it
is impossible for him to know whether
his business will stand the expense he
i charging it with, for salespeople, ad-
vertising, rent, ete. Of course, he may
argue what his expenses are as low as
could be possible, whether he had a
statement of affairs or not, but is there
any impetus for a merchant to lessen
his expenses if he does not know how
his sales compare with expenses and
profits?

The Annual Statement.

Just to give some idea of the state-
ments whieh are handed to the merean-
tile agencies sometimes for distribution
to the wholesaler or manufacturer, we
are giving here a statement recently sub.
mitted, signed by the retailer, and de-
clared to be correet. As a basis of eredit
we consider this statement a fair risk,
but either through the total ignorance
of the dealer, or on account of fraud.
the whole aspect of his business is
changed in a few months’ time.

The figures given are approximately
correct, with original statement as pre-
sented :

Statement, Feb. 28, 1910

Stoeck on hand .............. $3,400.00
R e NG L o 150.00
Accounts receivable ...... o5 400.00
Furniture and fixtures .... .. 300.00

$4.250.00
Accounts and hills payable .. $850.00
BOEPIE e s NS O

Liabilities are apparently very small,
and in such a ecase, his affairs are in
zood shape.

Regarding Liabilities.

Perhaps some merchants overlook the
fact that is absolutely essential to record
accounts and bills payable. A complete
record of all purchases should be kept
as carefully as a reecord of sales. Fre-
quently, when an aceountant or assignee
is called in to take off a statement, the
utmost diffieulty is experienced in as-
certaining the actual liabilities to eredi-
tors, although at the same time the
debits to customers are carefully record.
ed. Invoices for purchases should be
Journalized, and the totals ecredited to
the respective creditors. When accounts
are paid, creditors’ accounts should be
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debited, or when drafts are accepted,
the same course should be taken, and a
record kept of the days on which accept-
ance falls due.

Statement, Nov. 1, 1910—

Stoek on BERA ... coinsiinene $5,000
CRN 5.5 e L i 50
Aceounts received .... .... ... 200
Furniture and fixtures .... .... 300

$5,550
Accounts and bills payable ....$22,550
BN sl s e e ....517,000

You say such a state of affairs is in-
credible in such a short time. Perhaps
so, but this is an aetual ease, and while
it is quite evident that fraud was prae-
tised, it should be a warning to every
merchant to keep a elear record of his
liabilities.

OUT AFTER PEDDLERS.
Kingston Merchants Waging War
Against Men Selling With-
out Licenses.

Kingston, Dee. 29.—The members of
the Kingston Retail Merchants’ Associ-
ation are out with a big stick, after the
men who go around the eity, from door
to door and throughout the country,
peddling without g lieense, and they have
decided to ficht the matter out to a fin-
ish. The matter has been discussed from
time to time by the members and at the
meeting held recently it was deecided
that it was time to get a deteetive on
the case, and have every guilty party
brought before the magistrate.

The city police have had a few cases
of the kind before the magistrate, but
the members of the assoeiation feel that
the matter has not been given the atten-
tion it should have received and on this
account they have decided to take the
matter into their own hands, and em-
ploy police to work it out. Tegal advice
is also to be secured, so as the members
of the association ean find out just what
rights they have in the matter.

The statement was made at this meet-
ing that during the past two weeks an
outsider who had been working in this
distriet, and who had not taken out the
necessary license, had realized over $1.-
000 on aluminum gcods alone. This is
not fair to loeal retailers.

As far as the loeal merchants are eon-
cerned, it will be war to the end. as thev
have decided that the thine has ot to
stop.

The Kingston merchants wonld like to

zet the co-operation of the merchants
of other places along this line.

Who is it always has the most desir-
able clerks working for him but the man

who is himself the most desirable em-
ployer?

Don’t let the idea get possession of
your head that there is only one kind of
advertising just because you never used
but one kind. Look over the field and
see if you aren’t missing a good idea
somewhere,
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The Markets —Dried Fruit Situation

A Review of the Various Lines and the Condition Existing in Most of Them—
Evaporated Apples, Raisins, Currants, Apricots, Prunes, Peaches, All are Firm
And Interest will be Centred Upon this Market Until the New Crop Condition
Begins to be Felt—Sugar is Dull and Weak—Coffee Firm but Qmet — Canned

Goods Strong.

Bee also Provisions, Cereals and Fruit, Vegetables and Fish Departments on Pages Fellowing.

ONTARIO MARKETS

POINTERS— ;

Evaporated Apples.—3 to 1 cent high-
er.

Gallon Apples.—Price advaneed.

Apricots and Peaches.—Price advanc-
ed.

Toronto, Dec. 29.—A combination of
conditions are responsible for something
akin to listlessness in the trade in the
interval between the holidays. Judging
from the presence of the travelers one
would consider it ‘‘Old Boys’’ week but
it is safe to assume that there is more
than a festive spirit attached to the ap-
parent holiday they are having. Prepar-
ations are under way for a good begin-
ning with the opening of the new year.
The various houses are holding consul-
tations, a banquet is heard of as having
been held or as a future event and all in
all a big effort is being made to get
away to a good start.

Actual business is rather tame this
week. There is some passing but not
much more than is hoped for at this
time. The old vear leaves behind it some
markets of almost unsurpassed strength.
The dried fruit situation, the canned
goods situation and one or two others
of lesser importance are certainly de-
cidedly firm and it is probably that dur-
ing the eoming vear some top fizures
will be reached.

Sugar just now is weak and it is gen-
erally believed that prices are due to
decline almost st any time now.

There is a likelihood of not a few
changes with the new year but that re-
mains to be seen.

In regard to the dried fruit situation
the following refers to conditions in
California stocks and is from a reliable
source,

““If the present demand continues
there will be nothing left for the spring
trade, neither domestic nor foreign,
French and German operators have been
purchasing heavily in California of late
taking prunes, peaches, apricots, raisins
and apples and at prices much higher
than was imagined they would be at
this season.

““There is little of anything left. Tt
looks as if there would be less raisins on
hand on Jan. 1st, 1911. than was ever
known at that time of the vear. Never
have the stocks in growers’ and packers’
hands been so licht and never has the
demand for the season between Thanks-
giving Day and Christmas been so heavy.

““Tt requires a lot of raisins to supply
the trade from January 1st to October
1st, in fact from 30,000 to 40,000 tons.
Reliable authorities say 41,000 tong were

shipped between January 1st, 1910, and
October 1st, 1910. Just now there are
not 20,000 tons in sight in California.
In the way of prunes they are so few
that they are hardly worth mentioning.
Estimates run from 100 to 150 ecars.
That is nothing.

“In the way of peaches, never was
there so steady and persistent a demand.
With apples at a high fizure and likely
to go higher it is not to be expected that
peaches are going to remain at a low
figure.

‘¢ Apricots are so few that it is hardly
worth while taking them into considera-
tion.”’

Sugar—Trade in sugar is dull. The
demand is licht and the prospeet is for
lower prices. Willett and Gray say,
‘‘Regarding Cuba ecrop there are no re-
ceipts vet at principal shipping ports.
Fourteen centrals are working against
56 at the same time last year. There
should be a large inerease working after
the holidays.”” This refers to the mar-
ket in raws. The market just now is un-
eventful. Indications point to a deeclin-
ing market, and while there is always the
possibility of something intervening.
that something is not very apparent just
at present.
Extra granulated, bags

470

20 1b. . 48

Imperial granulated................ 455

Beaver granulated 455

Yellow, bags ... 430

Barrels of granulated and yellow will be turnished

at 5cents above bag prices

Extra (rovvnd bris.... 510

50-1b. 530

" 25-1b. box 540

Po'd.'.d e I . 4%

50-1b. boxes . 510

4 25-1b. boxes.............. . 530

Bcd N R S e s )30

St. Lawrence Crystal Dllmnnd.l . 760

Paris lumpl {n 100-1b. boxes .. 580

MDA ¥ s en e ssn A sAES 570

" I T e . 590

Syrups and Molasses.—Demand for
syrup has continued right up to the pres-
ent. This is something of a precedent
and it is expected now that there will be
no diminution in the trade. Molasses

are steady and there is a good eall for
mzlplo syrup.

Maple Byrup—
Gallons, S’wmu

Bnmh perlb.. ....
Half barrels, lb
rter

Qua:
Palls Biive.en..

Dried Fruits.—The advance in prunes
announced last week seems to have been
well warranted. Apricots and peaches

are also quoted at higher prices and all
the way down the line with but few ex-
ceptions the position is one of strength
and is likely to remain that way for an

3

indefinite time. There may probably be
a lull for a short time following the
holidays but the trade are expecting the
markets to come back later when the
real conditions will be laid bare and the
situation will be fully comprehended.
Prunes—

§e=EnEg
>
v o .'x

Oandied Peels—
Lemon
Orange
Figs—

Elemes, perlb % 0 IR 00
11 inches. R ey 011301
;* > TUmbrellaboxes..0 12 0 14

010 012

011 013

014 016

8t

09

e 0 07¢ 0 08
007 007}
Dates— Sairs . 0 042

Hallowees— Puchgc dateo.

Full boxes. . per 11b.... .. 0 06} 0 06}
Half boxes..... Fards choicest. . 0 03§ 0 104
Coffee— The attention of the trade

is directed away from staples just now
and coffee is one of them. The result
is a little quietness.

In the primary market it is apparent
that coffee is receiving a rest and a
more conservative tone is manifest. One
reason given is that all staple 2oods fee]
the pressure of holiday trade flowing
temporarily in other channels. Atten-
tion is drawn from coffee and for the
present there is a feeling of dullness
Rio, roasted. . ... 018 020

Green Rio...... 015 016
tos, ri od. .... 023
ancaibo, ** 20
Bogotas.... .... 022 0925

Spices.—The market is strong but is
not mtra(tinw much attention just now.
Strength, however, is behind it and may
be more apparent in a short time.

= = =

s 2% 3 &% =%

= =9 = e =2

2 &= = = =

Allepice. ..ocvnnnnnn 0l4 015 017 075 080
Cinnamon.... .. . 094 02 o027 09 09
Cayenne pepper. .02 024 02 0% 099
Cloves...... ... .04 02 027 0% 0%
Cream tartar. .02 03 028 09
Curry powder b s as 025
Ginger...... .. . 0% 02 02 08 0%
|+ R

Nutmegs...... % s 030 19 200
Pepper, black 015 016 0173 075 09
Pepper, white. o4 03 0 10 110
Pastryspice . 028 024 0% 080 09%
Piokline spioe.. 015 018 018 475 07
Turmerio.... ccovceeo - - aave . DBE - oad
ustard Ib. in bulk.(ye cooq soee e on
Oslory seed, periby dnbulk.... ) (ovoy res vrergane 0
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Tea.—The market is firm and while
the strength may not be apparent as far
as material changes are conecerned still
it is there, according to reports.

One report says: ‘‘Distributors and
blenders are making great efforts to se-
cure by private treaty, the unsold bal-
aneces of erops of some estates at prices
considerably in excess of current mar-
ket values. There are fresh in-
dieations that the investing publie is now
again seriously turning its attention to
tea as a speenlative investment of
promise.

““There seems little doubt that, should
prices, as seem probable, be maintained
at the present level, even for a month
or two, profits of many of the companies
whose erops have been prolific will be
quite phenomenal.”’

The total export of black tea from
Ceylon during 1910 up to November 7th
was 147.320,395 lbs. as compared with
151,905,994 lbs. in 1909. The total ship-
ment of green tea from Ceylon during
1910, up to November 7th was 5.180,069
Ibs. as against 4,683,515 lbs. in the same
period of 1909. The exports of all Cey-
lon teas this vear show a comparative
decrease of 4,089,045 lbs. The total up
to November Tth, 1910 was 152,500,464
Ibs.; total up to November 7th, 1909,
was 156,589,509 lbs. Rubber exports
from Ceylon show an inerease of 1,469,-
213 lbs. or nearly 138 per cent.

Evaporated Apples.—This market has
new strength. Stocks are practically out
of the hands of the manufacturers. They
are reported decidedly licht no matter
who has them and while prices are now
higher it is believed by some that they
have farther to go.

R S R S S 013 014

Rice and Tapioca.—The market is
quiet in view of plum puddings and
other dainties of the season. The mar-
ket is firm, however, and primary reports
indicate considerable firmness.

Standard B, from mills, 500 Ibs. or over, fo.b

Montreal.............. . 2%
Sago, medimm
brown ... 0054 006
Tapioca—

Bullst double

008
\10 dlum pearl 0 0’1‘ 008
Flake. 008
KBeed 0 M) 008
Beans.—The market is firm with fair
amount of business passing. Just at
present there is nothing eventful.

... 18 19
..200 210

CANNED GOODS

MONTREAL.—The trade in ecanned
goods is unusually good this time of the
year, even though orders are small. Tt
emphasizes the contention of brokers
and packers that the supply in the hands
of whoesale and retail grocers is so
small that they have to come into the
market more often. Buyers are show-
ing a tendeney to take chances on the
future rather than stoeck up now, realiz-
ing that the canned goods market is
fickle. Tomatoes are all ecleaned up,
while corn is firm but inactive both on
the spot and for future delivery. Peas

e e A A e
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are quiet and unchanged. There is little
demand at present for either spot or
future goods. Other canned goods are

firm under unusually light offerings, but
there is not mueh demand.

DDt et et B D e et DD et et e e et D
8582 888

-
-~
-

1-1b. talls, per dozen
§-1b. fiats per dozen ..
1-1b. fiats, per dozen

Other salmon—
Humpbun. dozen
Oohoes, dozen....... ...
Red ﬂprln‘. dozen.. ...
Red Sockeye, dozen ..
IA:hl:‘to;‘ Futures—

ats, dozen, $1.75; 1.1b. talls, dorzen, $4.35.
1-1b. fiats, dozen, §5.95 i g, 4

4S 8335388

=885 R

Minoced % T 80
10 %. 1s. !
od beef hash, . 2
38 Jellied hooks, 2. ... 3
318 Jellied hooks, 8s. .. .. 12 00
315 P-n.on ox tongue, T4
180 850
260 . 980
.19
. . 3% 400
Stewed oxtall, 1s.... 1680 150
oot ey, da. - 180 Bucedsmokedbestje 180
Minoed oollops, 1s... 1 40 Sliced smoked beef, 1s 1 50
—

TORONTO/~—Higher prices in some
lines of ecanned goods are reported in
the wholesale distriet.  Gallon apples
are noticeably higher anq different lines
of peas are up. The whole market is a
strong one, althoueh during the present
there is not a great deal of activity.

The National Canners’ Association of
the United States show that the total
pack of tomatoes in the United States
was 8.031,000 ecases, which was about
3.000.000 cases below the 1909 pack.
The result of this compilation of figures,
it is said, has strengthened, considerably,
the markel, thongh without any radical
advanee.

VEGETABLES Per dos.

Asparagus tips, 1's. talls
Beans, Golden Wax, h

. 100
m..u. b

Refuges or vﬂ;ﬁifﬁé (Omn) 2 I
= Refugee Midgets 7's
Beeta, sliced, blood red. 2's .
“ whole, blood red, il
*  sliced, blood red, 3s.............

“

RLNASIIIIINIRISLENREE

1
1
1]
1
1
1
1
1
1
11973
1 82§
1
1
; ]
** on cob. gal 1 '
Peas, Btandard, size 4, 7's . 1
*  Early June, size 3, 2's . 1
' Bweet Wrinkle, size 2, 2's. 13%
. anak 1874
.00 100
. 30 Son
1M 1w
- 178 1D
. 5Mm s
. 108 1074
o 'gens 1%
lﬂ‘ 4
113 115
12
38 380
174 13
5 27 5 30
1 188
1 198
1 3 158
211‘ 197
i 30
l:!’*-l“

Gooseberries, 2's, heavy syrup.... .... .... e 1 77t
Lawtonberries, 1's, heavy syrup.. s 177
P s, 2's, white, heavy syrup .18 19
" ¥'s, yellow, heavy syrup . 187 190
Raspberries, hlwck huvy"rrup.h o 2 1 80
black standa: 7028 705
- red, heavy syrup, . E78 180
o red, standard gal. 17 02’ 708
e red, solid pack, n 9874 930
R.hulmrb prmrvod 2. : 182 1 56
s 2 21! 23)
. standard, nl * 37 $%
Strawberries, heary syrup, %'s. . 1774 180
Olover Leaf and Horseshoe br\ndl ulmon
1-1b. talle, dozen 2 05 3 07 COohoes, per doz. .... 1 77}
Ib. fists, dozen 1 30 133%  Red Bpring,doz..... 1874
-1b. fiats, dozen 2 22} 2 25 i il
U . oo per dozen..... 365 275
Humpb‘nh doz 1 20 l 25 Lobsters, quar-
Pinks 130 un,perdoun Seteay I ]
Northern River Soc keyo S At &
R+ 5 i s 5555 save 400 BowD, BB ssos connnses 1%
Turkey | RS e 140
Ducks.....c..0.00
——

POINTERS:—
Prunes—Secarce.
Tarragona Almonds—Very short.

Coffee.—Weaker.

Montreal, Dee. 29.—All Montreal mar-
kets are under the holiday spell, and no
operations of importance need be ex-
pected till the New Year. The dullness
is not, however, accompanied by weak-
ness, as there are quite a number of
inquiries for certain lines.

The unusual seareity of prunes is at-
tracting attention and many are wonder-
ing whether there iz a shortage in the
crop or whether supplies are being held
for future developments.

Sugar.—There was a holiday dullness
noted in the sugar trade, and most
circles feel that activity need not be
expected pending the close of the vear.

Nothing new has developed in refined
sugar, the business being seasonably
light, as distributors are going slow,
pending inventories.

The visible supply of sugar in the
world is now 3.050.000 tons, which com.
pares with 2,790,000 last vear at this
time, an inerease of 200.000 tons.

Greo

RO DD o5 05000005 055v00ssoscrsosssrssven
” b. bags ..

o lna-rhl .

Paris lump, bvl-. lml

50 1be

“ “ “  38ibe

Bed in oartons, each.

51b. oartons, each. ... .. ..
Orystal Dhmond Domlnou 5-1b. cartons, each. . .
Ryirs

BRABLSREVILLILS8RITISES

AL RRESAND ORI D RO

! mu.";f..,a",

above bag prices.

Syrup and Molasses — There is a
steady distributing movement in grocery
grades of molasses, though the usnal
vear-end slackening is noted. Prices are
firm, but demand is somewhat slack, ow-
ing no doubt to the high prices prevail-
ing.
lt.!:qnut;doanoh“u-.m.m

£} £33 1
ocoooo

1 3.1 1 33-41
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Dried Fruits.—There is a hrxkk de-
mand for the principal varieties of Cali-
fornia dried fruits, particularly prunes,
but the buying is of the hand to mouth
order. Advides from the Coast reflect
a strong feéling amonc holders, who
have omparatively little stock left.
Peaches are firm. and higher prices are
confidently looked for, in view of the
high eost of competine fruits, especially
1\.1pm.1tm'1 apples. Valencia raisins are
exceptionally searce, and the demand for
currants is stronz. Yet the recent ar-
rivals seem to have satisfied present re-
quirements of consumption, and little
new business seems to be coming to the
surface. Figs are quiet, the immediate
needs of eonsumption having heen cov-
ered.

e fillatras, per 1b., ot cleaned. . ... i
T T “  oleaned.. .

" ,perlb....... 008
” :."‘.D.;p«l 009 009
DaloB.ccovsrscorsssssns sansonns 8 051
seis 9 O Figs, Scrown. .. 011 012
Fig S orown. . 010 011 “"9crown... 013 014
Prunes—
£l
0010
n%0.....
090.....
R R SRR
Ralsine— .
Choice soeded raisina. ..... ........ Sk bk
o fancy seaded, 1-1b. pkas... o awsa - B IRY
.- loose mumwlu Scrown, perlh 0074 008
é 4-orown, per 1b.. . 0 09§
Malaga table raisins, clusters, per box. .. ... .3 40 5 ML
thonch fine off stalk, per 1b 0 223
select, perlh............. 0 73
i 4-crown layers, per 1b 0 08}

Nuts—The holidav trade is done. ex-
cept the oceasional huvine of local deal
ers to keep their stocks up. There is a
ceneral firm tone to the market. and no
price changes are to be recorded.

= ::lllll ...................................... 015 018
Filbarts, Miallv.pertb. . ... 011 n13
e - Bamalona, perth .. .o iiiee e n 10}
Tarraerma Almonds, ner b, N1% N4
deﬂ ﬂmvaM perlh ... 0184 0 19
Marhnta, per lb. . 015 08
®  Oormes, perib...c...ccenvnieens ooos 0114
Mhallad— a i BB
o Plb. b !
Almrmdl. 4-or vnnlmd pe : 0 323 0 A
“ !
. (in blcl). Mudnrdc. per lb,
CIMEROWR. .. cccirosioesassosnssesnsoes
Peannta—
Rranish, Nn. 1.
Virginia. No. 1
Pacane nerlh ..
Pistachios, perlb. .
Walnuta—
Rardeanx halves
Brokens

Tea.—There was a steadv inanirv re-
ported for teas. and althongh fewer
sales were noted, the opinion was ex-
pressed that considerahle business was
being put throngh qnietlv. Japans are
in more reanest. Cevlons are well main-
tained. while many orders are being re-
ceived from the eountry with Janunary
dating of bills.

040 L
R 0% 0%
Japans—Fine .. = nsn 038
Madinm....... n°s 02%
Good common. 02 093
Common . ....... nie 02
—Rrak Pek: on 040
Besl i im om
Peakoe Renchongs 02 29
Indis—Pakos Ronshonew . 01l o0 M'
10n greens— Voung Hnanl 0% 02
yson ...... 02 02
gvnpo'ﬂhn ................... 019 0192
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mnnm—mmpq-.vdm,lg:.ﬁ:d..o% 8;3
“ “  pinh 20 050
Spices—There was no feature in the
spice market, the demand being season-
ably dull. After stock-taking is over,
about the second week in January, deal-
ers expeet quite a change in the situ-
ation, some believing that ecream of
tartar will stop soaring and come nearer
earth again.

Per lb

Alisploe. ........ 013 018 Ginger, 'ho 02 030
Oinnamon, whole0 16 0 18 017 020
[roundOlS 019 Maoe.. 2 srwe W

Cloves, whole... 020 0 30 Nuunon 5 030 080
Cloves, ground . 022 0 30 018
Cream of tartar. 025 033 0125

Coffee.—The coffee market has been
quite a dull affair for the past few days,
most of the trade seemingly to be simply
evening np for the holidays.

The spot coffee situation shows no
improvement, only a light jobbingz de-
mand being recorded, but the deadloeck
will probably be broken about the turn
of the year, when it is expected that
prices will show either an upward or
downwarq tendeney.

30 Bantos......... 018 0721
S 2 018 Maraesibo..... 020 05
Mexican ...... 022 030

Rice and Tapioca—While distributors
are showing more interest in rice, the
trade has not vet hecome excited by the
strengzth in the South. Groecers seem to
be temporarily supplied, and are able
to hold off for further developments.

The tapioca market remains steady.
there being quite an improvement in
the demand.

Rioo. MOB bnn ZBOpoundl

“ u “ 50 o1
pocketa 25 pounds. . ..

i m-l pounds. . R
Tapioea, medium pearl ... ... ﬂ .................. 0064 007

Beans and Peas.—Things remain much
the same in this market as last week,
only the demand has been somewhat
weakened, no donbt, due to the absence
of buvers on holidays.

The steamer United States has arrived
at New York from Copenkagen and
Christiana with a eareo of 3.352 bags
of beans.

Ontarin prime pea beans, bushe] 195
Peas. bofling, bag

WML WLLWe
5388885333

Evaporated Apples.—No one expeects a
oreat demand for evaps. at sueh hich
prices. vet the inquiries have not been
so frequent as anticipated. and dealers
are by no means satisfied. How long
are these prices goine to hold, is the
question now being asked.

Evapnrated apples, prime 011}

MANITOBA MARKETS

POINTERS :—

Prunes—Stronger.

Evaporated Apples—Firm and searce.

Coffee—Hicher.

Tapioea and Saco—Firm.

Winnipeg, Dec. 29.—Trade during the
entire fall and Christmas seasons has
been fully up to expectations, but is
now drawing to a close, and both whole-
salers and retailers look for a quiet
market till after the Christmas holidays,

35

or about January 10. During this slack
period orders will be confined to hurry
up shipments by express, and to mer-
chants who require goods to sort up.
The stocks held here are exveptionally
heavy this year in anticipation of a
steady business all through the winter
months. Wholesalers state that the time
is passed when there will be any great
lull in trade during the winter months.
The expectations of the wholesalers
rezarding the collections during the last
few weeks have been fully realized, as
they are still keeping up exceptionally
well, which speaks admirably for the
general trade throughout the country.
Other lines besides those mentioned
below have been in great demand especi-
ally canned goods ,anqd more particularly
in canned vegetables. While the stock
held here is fairly heavy, yet some whole-
salers claim that there is a certainty of
a great scarcity in the spring.
Sugar.—The demand for sugzar as well
as all staple produets eontinues firm but
slow owing to the increased trade along
other lines during the Christmas season
M land B.C. lsted, tn bbls
g " in sacks

C T TR T R A L
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Foreign Dried Fruit.—An active mar-
ket still continues in all kinds of dried
fruits, which are on a general advance,
especially prunes and eurrants. Sup-
plies of prunes are hard to secure and
an advance of 3e a pound is expected to
be in force early next week. The stocks
are almost completed, the total amount
held this year being not 25 per cent. of
that held at the corresponding period
last year. So limited is the available
supply that some packers predict big
advances before lone. Currants and
raisins both made slicht advances of
from 50c to 75¢ per ewt. durine the last
week, but it is expected that after the
first of the year a slicht reaction will
set in here. The entire supply of

Christmas raisins has almost all been
sold off the Jobber< hands.

hn

Raisins, 2 crown mnlglsuh. per Ib.
Prunes—

951b.bx,90-100,1b

“aneg

i8N0 Bilvernmnes,sc.

“  60-70 ** to quality.

Oumnu uncleaned. loosa pack, per 1b
dry, cleaned, P'ilh’ru. perlb.

“ wet, cleaned, perlb...................0ioees 0 08}
‘“  Filiatras, in 1 lb pu dry, cleaned, perlb... 0 09}
Pears, perlh.... ... , 013} Nectarines, 1b.. ..., 012
Peaches, stand- Dates, per Ib,
srd.perlb.... .... 009 Hallows, bulk .... 006}
iu:hu.eho!oa. soee 030 D;"’cln. packages -
oots, stand- case..... ...
Dﬂl.ncrl ssvs: 018 Pool. lb lemon . 0?2‘
Aprionts,cholce ‘ orange .... 010}
DIl C e veee 018} " vetem ... 1%
Plums, pitted,lb .... 0132

Syrup and Molasses—A good demand
stil] keeps up, but no advance is looked
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for on account of the large corn erop,
the tendency being if anything towards
a decline,

gegunca

Nuts.—In spite of the fact that the
supply of nuts was a little late in arriv-
ing they were neverthcless -distributed
to the retail merchants in time for their
Christmas trade and buying has been
satisfactory. The Brazil nut trade was
a disappointment owing to the delay of
a shipment which should have arrived
in October, but has not yet reached the
city. Among the new nuts to arrive
during the last week was the first ship-
ment of shelled walnuts from Bordeaux,
the price of which is about le higher
than the old ones. The first car load of
Manchuria walnuts also reazhed the ecity
and proved a great success. This was
only a trial shipment and came via Van-
couver, in whole, shelled halves, and
shelled pieces. They are regarded by
many as being more meaty and of a
nicer flavor than the European walnut.

Almonds, shelled? 31 0 3¢ Walnuts, shelled0 38 0 49
........ 011 012 Walnuts, Man-
churia, perlb...... 015

Evaporated Apples.—These coods be-
come searcer every week: wholesalers
claim that the supply available is’ pretty
nearly bought up, and that none ean be
secured from the East under 113 to 12¢
per pound. The result is that they are
looking towards the United States mar-
ket for future stocks.

L O 0113012
OB B I oo . voocnscirinn o boroonee o1 011}

Beans.—A fair demand still continues
and prices remain firm.

34b. ploker. perbushel................... . - 200
Hand pleked, per hushel 20

Coffee.—The market still continues on
the npward trend especially in Rio. The
demand is excellent and buyers prediet
a steady advance for some time.

Coffes, standard Rio.... 015 Coffee, choioe . 015
Coffee, extra choica. 0 NI

Tapioca and Sago.—Trade in these
articles continues firm, and no decline
is looked for. Wholesalers elaim that
the market is too strong to do any speen-
lating with.

NEW BRUNSWICK MARKETS.

St. John, December 29.—As is usunal
in Christmas week, bnsiness with the
wholesalers was rather quiet last week,
while the retailers report that business
was never better. Everybody seems
prosperons and in consequence they
bonght liberally of specialties and faney
goods as well as the staple articles.

Turkeys =old at 24 to 26 cents, whole.
sale, and other kinds of ponltry were in
good sunply. Eges are higher, hennery
eggs selling at 40 cents and case eges
at 28 cents per dozen. There was a
good supply of vegetables at moderate
Prices,

THE CANADIAN GROCER

Granulated cornmeal has dropped
from $4.90 and $5 to $4.65 and $4.75 per
barrel.

Beans, hand Prunes, Ib...... 0054009
picked, bus 210 215 Mol cy.
Beans, yello gl 0% o3
eye, bus ...... 2% Butter, dairy,
Cheese, new, 1b 0 12§ 013 Wi ssassncoss 022 o
Ourranta, 1b 008 008} Butter, cream
Osnred ery, Ib...... 0% 02
Peas,No. 4.. .... 12 Eggs.newlaid .... 040
g Y NGO | & e 5viea
e NS vose BN BN . csu caiooe 016 o018
L. .... I Potatoes, new,
Po.eh., s, B veiviove 0 200
. unh, 19 19 munv 0 03§ 0 03}
(1 s, rd, compound
_—....... 99 300 B ........ 0 12%
Raspberries, Lard, pnr., 1b. C 144
dosen.... .. 18} 18  Bacon.......... VBT
Tomatoes. ... 1 3 135 Pork, ao-..ue
Btrawherries. 1424 185 mess..... .. 2400 2500
Flour, Manitoba 6 35 6 45 Pork, Ameri-
Ontario.. 545 670 ran clear.. 34 (0 26 00
Balmon, case—
Cod, dry..... .... 500 Redspring... 675 7125
- . salt, S (?.:2:1 ...... 625 65
Bloaters, box.. 0 85 0 80 Anven ‘130 1%
Cormmmeal, bags. 1 47 1 45 Lemons, Messi
- bhls. 285 290 ns, perbox... .... 100
Oatmeal. bbls.. 515 5 2) Suser—
Std. oatmeal .. 56) 570 Standard gran. 4 75 4 85
Buckwheat, Anstrian 465 475

=

west. grey . bag 290 3 Rright yellow. . 0 S5 48
Val. rmlim b.. 0 051 0 064 No 1vellow,.. 425 435
Cal. rudn-.uod Walnuts, 1b.... .... 0w

weeaces 008 009

APPLYING FOR A POSITION.

A Tirst Prize Letter Answering Adver-
tisement for Grocer’'s Assistant.

In answering an advertisement such
as ““Grocer’s Assistant wanted—state
salary expected and ecxperience, ete.,”
what would a clerk say ?

At a recent grocer’s exhibition in
London, Enc., a prize was given for
the best letter in reply to this adver-
tisement : “Wanted a competent first-
hand in a good Familyv and Ready-
Money Trade. Applicants ‘to state
their Qualifieations, ete.”

The first prize was captured by the
following app'ication :

Dear Sir,—Responding to vour adver-
tisement, T ber to resnectfully offer my
services as first-hand. T am an ab-
stainer, non-smoker. married. ared
twenty-nine, height 5 ft. 9 in. Photo-
granh enelosed.

After serving an indentured anpren-
ticecship T eame, eight years aro, to mv
nresent emplover, who has the laregest
family and readv-monev trade in this
town, and for four vears have served
him as first-hand. T invite vour }ind
consideration to his testimonial (cn-
closed) which speaks of mv character
and service during the past eicht vears.

Tt is nnt easv to write about one’s
own abhilities. But T mav state that T
am fully competent to lead at either
grocery or provision counter, and am
considered a quick, pleasant, and sue-
cessful salesman.

Window-dressine (including  ticket
writin?) and coffee roastine have been
incloded in my reeular duties.

T have had considerable experience in
soliciting. takinz one of our most im-
nortant journevs weeklv. The list of
customers on this round has more than
donbled sinee T took it over.

T elaim an intelligent knowledee of
the tea trade, am oaualified to test.
seleet. and blend, having made a spee-
ial hobbv of this important denartment
durin> leisure hours.

At the London Grocerv Fxhibition T
have secured prizes for coffee valnine.
tea matching, advertisement writing.
essavs on the tea trade, essay on
“How to become a successful assis-
t“t.” ﬁ

Should my application gain your
favorable consideration, I shall be glad
to call upon you or to supply any fur-
ther particulars vou desire. Assuring
you of my dilligent and faithful service
always, T am,

Yours obediently,
&e.

COMMON SENSE.

A Requirement Necessary in Building up
a Retail Business.

By J. M. Mortimer.

One quality which the man who would
run a store successfriiyv must possess is
common sense; it is indipensable. Advice
is a good thing, but no man can farnish
adviee which is sure to exact!y fit the
requirements of evsry merchant who
reads it; common sense musl he nsed by
caca merchant in using such portions of
it as will be good for hua anc n adapt-
ing them to fit ms partievlar require-
ments.

One merchant may spend a certain
percentage of his gross sales in adveriis-
ing, while for another merchant the same
percentage might be 0o large. One mer-
cLant may use preminms i onc lorm
or another with ex:el'eat sneeess, whil2
for another merchant t5 in'roduce them
would be far from wise. A strietly cash
business may be the best thing for a eer-
tain merchant, where for another to at-
tempt it would be suicidal.

In all things, common sense must be
used in applying advice, suggestions or
other people’s ideas or experiences in
any form to one’s own particular busi-
ness. No one else knows as much about
the merchant’s business, about his trade
and the conditions under which he does
business, as the merchant does himself,
and he is best fitted to decide what is
good for it and what is not.

If your advertisements turn out con-
spicuously poor in spite of all your ef-
forts, give some of the help a chance to
write some for you. You may make a
discovery.

When you find yourself getting into
a rut, call in one of the neighbors and
ask him how he would go about improv-
ing your business. Almost anyone will
have an idea that you never would
evolve.

The business world is full of good
one idea men, men who have one first
class idea. Unless they know enough
to call on outside help when that one
idea is worked out, they cannot go very
far.

We all know the ball player who
throws his glove down and jumps on it
when he muffs the ball. He is like the
advertiser who lays it to the public
when his advertising doesn’t draw.

Salesmanship isn’t all talk. The cus-
tomer is entitled to ideas about the goods
in question and he is entitled to express
those ideas. Learn to be a good lis-
tener.
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THE CANADIAN GROCER

TO ALL Wholesale and

Retail Grocers, Com-
mercial Travellers,
Friends, etc., from the
Atlantic to the Pacific—

WISHING you a Pros-

perous New Year and/"
all the good that life can
bring.

WAGSTAFFE LiMITED

PURE FRUIT PRESERVERS HAMILTON

rl
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THE CANADIAN GROCER

Manufacturers, Manufacturers’ Agents,

BroKers, Etc.

BRITISH COLUMBIA DIRECTORY

|'W. A. JAMESON

We also carry a full line of TEAS,

Cor. Langley and Broughton Sts.

R. RCBERTSON J. Y. GRIFFIN

R. Robertson & Co.

912-913 Dominion Trust Bldg
VANCOUVER, B.C.

Wholesale Brokers
GROCERIES, PRODUCE, FRUITS, GRAINS

Importers and Exporters

Reference—Bank of Montreal.
Write us for information about B.C. trade.
Oable Address—" Robin,” Vancouver.
Oodes—A B O, 5th Edition ; Revised Economy; Modern

We are in touch with the trade.

Andrews & Nunn

Mansfacturers’ Agents anmd
Wholesale Commission Merchants

Codes—A B O 5th Edition, Western Union

COFFEE CO.

Importers and Roasters of High Grade
Coffees.

Manufacturers and Proprietors of

“Feather-Light” Brand Baking Powder

615 Dominion Trust Building

SPICES, etc VANCOUVER, B.C.
N .

Mail orders promptly attended to.

Oorrespondence ost
ted

Do you want live representation?

Bolici !
my; Utllity and Dowling's. . APt

VICTORIA, B.C.

VICTORIA

FRUIT GROWERS' ASSOCIATION McLEOD & CLARKSON

kers and shippers of first-

aiass Fvaite of ail Kinds 19 BrACES Cotemabis, Agents
The Condensed Ads. In this

OFFICE AND WAREHOUSES 144 WATER ST., VANCOUVER, B.C.
Paper will bring good rbsults COR. WHARF AND YATES STS. - VICTORIA

Branch st 140 Water Street, Vancouver.

oery Agencles. Highest Relerenees.

Manufseturers’ Agents and Wholesale Commission

Can give striot attention to a few first-glass Gre-

/
An Opportunity for Bright Clerks

HE competition on Constructive Salesmanship instituted by Tue Canapian GRrRoOCER
is open to clerks as well as to merchants. The clerk who is a real salesman is always

in demand ; by studying the methods his proprietor and himself have used and are
using in building up a business, he can become even a better salesman.

€ By telling us how these methods have been used and systematized, he can bring himself
to the front and this will naturally be to his own advantage. A young man who has earned

a medal for his ability as a salesman is a young man to be desired by any firm. .

g Decide now to enter THE GROCER’s competition. There are nzne medals, all of the above

design, to be won.

Write for further particulars to 1 he Editor—The Canadian Grocer, 143-149 University Ave., Toronto

\




\ts,

tation?
e.

nn

1d
its

Jnion

et
ferences

ON

hC.

tiass Gre-
..

Rl v RN A Y i 5

L

ER
ys
ire

elf

ed

ve

AT S

st ia

i

THE CANADIAN GROCER

Next Ten Years

Unmistakably the outstanding development in the trade of Canada during
this first decade of the 20th century just closing has been the remarkable
advance of Red Rose Tea. There is scarcely a grocer in Ontario, who, ten
years ago, would have thought it possible that Red Rose Tea would be by now
a leader in the tea business in Canada. It is, and the year just closing is by far
the largest in the history of the business.

I believe you are pleased with the progress Red Rose is making. Itis
due largely to the confidence of the Trade in its high quality. Beginning next

week another year and another decade, it will pay you more than ever to
push RED ROSE TEA. It is quality that counts.

Red Rose Tea

BRANCHES —

7 Front 8t. East, Toronto “iS gOOd tea.” T. H. ESTABROOKS

3156 Willlam 8t., Winnipeg

8T. JOHN, N.B.

“RITCHEN” BRAND
MOLASSES

Are you handling this well-
known line ? It is a quality article
with a splendid reputation.

Selling Molasses in bulk is a
dirty, wasteful way.

There’s no more waiting for
jars to be filled, no waste, no leaks,
and GOOD PROFIT if you feature

“KITCHEN’” BRAND
MOLASSES

The best for all cooking purposes

Imperial Syrup Co.

MONTREAL

Every Ambitious Merchant

p—— SHOULD

READ

SALES
PLANS

A collection of
three hundred
and thirty-three
successful ways
of getting busi-
ness, including a
great variety of
practical plans
that have been
used by retail
merchants to
advertise and
sell goods.

PRICE $2.50
All Orders Payable in Advance.

TECHNICAL BOOK DEPARTMENT

MacLEAN PUBLISHING CO.

143-149 UNIVERSITY AVENUE : TORONTO
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Deliverer Hit the Horse with the Weight

This Caused His Employer to Discharge Him — Story About
Another Delivery Man Who Was Using Strong Language—Gro-
cers Exchange Experiences Before Their Association Meeting.

Two .or three grocers had taken their
seats in the association hall. They were
the advance guard of those who would
attend the regular meeting that night.

And wherever two or three are gather-
ed together, talk always turns to some
phase of the grocery business.

On this oceasion it was about the de-
liverv man.

“I fired my delivery man just the
other day,”” remarked one and of course
every one was anxious to know why.

Overruled by His Temper.

““Well he had an awful temper and
because he thought the horse was not
doing what he considered it should, he
hit it with the weight. As soon as I
heard about it, I told him to go for I
wouldn’t keep such a man about the
place.

“I had a delivery man not long ago
who refused to go down cellar to fix up
some boxes because he said he wasn’i
hired to do that. He got his leaving
ticket too.”’

A Gentle Chiding.

Another erocer told about his deliver
er whom he heard using some ‘‘strong’’
language while hitehing up in the back
yard.

““Next day I said to him: ‘I heard
you using some pretty loud talk yester-
day.’

“ ‘What time was that?’ he asked.

“So I told him the time and hinte:d
that I didn’t eare to hear any more ot
it. I asked him if he thought he could
stop it and he said he believed he could.
Sinece then I have heard no more swear-
ing.”’

All in a Day’'s Work.

The delivery men were not all eriti-
cized. Someone told of a young man
who when asked if he would fix up the
warehouse a bit remarked that he would
be glad to: ‘“It was all in the day’s
work.”’

Then there are delivery men with the
religious turn of mind as the following
story indicates: ‘I had a man working
for me onee, who whenever he heard
any person using ‘‘strong’’ language,
took them to task iy a quiet way of his
own. He would say, ‘Oh ves, that’s a
very dear friend of mine.” This usually
had the expected effect.’’

Outlook in Tea
Points Towards
Advanced Prices

““There are too many elements of un-
certainty to make speculation as to the
future course of tea prices a profitable
pursuit,”” says a writer in The Finan-
cial and (ommerual Supplement of the
London Times, ‘‘but those who know
most about the conditions prevailing in
the countries of production, and about
trade developments abroad, are said to

believe that values may be maintained
henceforward at a level that will make
the production of tea more remunera-
U\e than it has been hitherto.

‘They base their opinion on the fact
that only small extensions have been
made for several years, that the prefer-
ence for British-erown tea steadily in-
creases, that Ceylon's annual output
will decline owing to the encroachment
of rubber, and that more tea is requir-
ed in the aggregate every year, which
is shown by statistics of the world’s
purchases. Whether China’s trade wil]
revive after a year or two of higher
prices and make it once more a dan
gerous competitor is the question tq
which no answer can be given, but s
long as British growers can bring their
produce to market, as they do now, at
a cost which ranges from 3id. per lb.
for common to 9d. for fine and valuable
crops, it is thought bv many to be
impossible for China reallv to shake
their position Only approximate fig-
ures can yet be obtained respecting the
total af the vear's export from Java,
Janan, and China, but it is estimated
to be from 15,000,000 lb. to 20,000,000
Ib. heavier than in 1909. Nevertheless,
it has made little if any difference tq
any of the markets for British-grown
tea.”

Another authority on tea savs that
as each week goes by and the Indian

A Drop in
Maple Syrup

Compound
loo Advertisement of
Canada Maple Exchange

53 Highest Awards In Europe and America

WALTER BAKER & CO0.'S

2, CHOCOLATE

Our Cocoa and Chocolate
preparations are AB-
\ SOLUTELY Pure—free

from coloring matter,
chemical solvents, or
J adulterants of any kind,
and are therefore in full
conformity to the require-

U. 8. Pat. Off.
ments of all Pure Food Laws.

Walter Baker & Co., Lid.

Established 1780

DORCHESTER, MASS.

tea-growing season draws nearer to -
close evidence becomes stronger that
India is not going to have a repetition
of last year’'s conditions. Then good
weather prevailed in the closing month,
but now the latest cablegrams receiveq
from the tea-growing districts all men-
tion that cold weather has set in and
state that the season is now practically
closed. The hope of the buyers from
that direction is thus fast disappear-
ing. Ceylon also continues to fall back
with its supplies, and the estimated
shipments for December from the island
are 9% million lb., as against 103 mil-
lion lb. in December last year. At the
same time the demand by the public
continues to grow.

Russia and Australia are also taking
more tea dircet from Calcutta and Cey-
lon than they did last vear.

Retail

Grocers

Have

a distinct asset in show
window space used for
display. For windows,
back-grounds, shelf
work, there is nothing
like the bright red and
green Fels-Naptha soap
cartons. (Easy to save,
and handily attached by
the end flaps.) A point

well worth noting.
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THE CANADIAN GROCER

*ﬂll

Manufacturers of Grocery Lines in East-
ern Canada, United States and Europe

Are your goods being pushed aggressively in Western Canada? If not, you
are neglecting an unusually good opportunity to establish a permanent demand
for your product among a people celebrated for liberality of expenditure in
plain and fancy food products. And, remember, these people are increasing in
numbers with amazing rapidity. We have unrivalled facilities for introducing
and building up a permanent demand throughout Western Canada for deserv-
ing grocery lines. We maintain large warehouses in Winnipeg, Calgary,
Edmonton, Regina, Saskatoon, the five really important wholesale distributing
centres of Western Canada. Our travelers cover practically the entire whole-
sale trade of the West.

If you are interested, write us for full particulars of our service.

NICHOLSON & BAIN

Wholesale Commission Merchants Head Offices: Winnipeg, Man.

WINNIPEG REGINA SASKATOON EDMONTON and CALGARY

100°, PURE!

Here's a recommendation that must carry enormous weight with every
housewife on the look-out for “food purity!” And after exhaustive tests

“ED.S.” Brand Jams, Jellies and Gatsup

have been found to be Absolutely Pure, which is much above
the standard the Government requires of “genuine” preserves.

Not one oi the samples of some leading jam manufacturers, who advertise a great deal, was free from
dyes, preservatives, and excess of water, but “E.D.S.” Goods were absolutely pure
in every instance.

Write for Government Bulletin 194, and find out for yourself just how pure “EDS%
Brand is! Then you’ll feel more satisfied to recommend and feature this
well-known line.

Made only by
D . t at his own Fruit Farms,
E- C Sml h- Winona, Ontario
Agents i—N. A. HILL, TORONTO; W. H. DUNN, MONTREAL ; MASON & HICKEY, WINNIPEG ;
R. B. COLWELL, HALIFAX, N. S,; ] GIBBS, HAMILTON.
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m For Grocers and Clerks!

THE CANADIAN GROCER

We take this opportunity
to thank you for the
very generous patronage
received during the past
year. And to wish you
all prosperity and happi-
ness in the year to come.

We thank our many cus-
tomers for their liberal
patronage during the
past year, and wish you,
one and all, happiness
and prosperity in the
coming year.

GUNNS Limited

Packers 2 Toronto

FW.F earman Co.

Hamilton

We Wish our

Customers and

Have you told your customers—

That Jersey Cream is wholesome, fine-flavored, rich and
always uniform in quality—always reliable :

Shippers a

s m—
——— e

That, being sterilized, Jersey Cream is absolutely free l
from the germ life common to raw milk, and is a .

nourishing food for children:

Prosperous

That, being unsweetened, Jersey Cream is superior to
raw milk for all culinary purposes ?

Tell vour customers these facts. We'll tell you other facts
shortly about Reind Cond d Milk, Reind
Reindeer Cocoa.

Coffee and

New Year

The WM. RYAN, Limitea

- 70 Front St. East, TORONTO:“
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THE CANADIAN GROCER

* ° White clover comb honey .................oe0us 015 018
New Laid Eggs are Quoted at Reduction gmstsnetyii T
ucl eat comb......... 5
Price Has Declined During the Week, Owing to Supplies Be- TOR 0- NTO
ing a Little More Plentiful and the Demand Being Rather < s g
Quiet—The Situation in Poultry—Live Hogs and Lard Shows Provisions — Live hogs ai country

Higher Prices, and Question Might be Asked Has Turning

points are up twenty-five cents this week
Point Been Reached?—Advance Not as Yet Expected to be

and are now quoted at $6.75. On the

Heavy in Any Case.

The ‘“‘turkey’’ season has at any rate
brought no regrets. At least so far
there have been no complaints of deal-
ers being burdened with stocks that
they would have to dispose of below
cost. Some may not have had the same
success as others, but if so they have
not as vet persisted in lamenting that
fact. The general opinion is that the
trade in poultry this year was quite
satisfactory. Tn some sections the price
was reported at a low price. Lindsav.
Ont., is one instance of this. On the
other hand some loecalities had turkevs
selling at 28 and 29 cents. Among the
stories of the trade are some telling of
‘retailers who bought the week before
and on the 21th found thev could buv
at a price much lower than they had
paid. On the whole. however, the trade
seems to have been satisfactory. The
stocks for New Year's are fairlv good
and may be sufficient to meet whatever
demand is felt then.

Jobbers state that their hold over
after Christmas was quite small.

Tive hogs are up a little this week
and lard is also higher as the result of
the influence of the American market.
T.ard supplies are light and some regard
the advance as only temporary. The
fecling in regard to the provision mar-
ket is still unsettled. Some sav that
the confidence shown bv those who wel-
comed the recent long slide in prices
was not entirely warranted and that
the time has come now for the market
to reassert itself. However, that is -
difficult question. Prices in some re-
snects are a little higher just now. but
in others thev are lower. More definite
intellicence than is at present known
must be forthcomine before the market
can be carefully estimated. At present
the opinion of one side is as good as
that of the other. g :

Fegs show a little easier feeline this
week due to more liberal supplies of
new laids. Tt is believed that hence-
forth supplies will be freer.

MONTREAL.

Provisions.—The most notable feature
of the provision market was the in-
crease in the price of dressed hoes.
which sold for half a dollar more ver
ewt. Lard remains firm. while nork
and compound lard both are a &hn{“(*.
casier.

Pure Lard— -
mwlh,puloh&. ..... s :l::
hees, tine, éaah 10 1., per Ib. o 16
" “w wogw R S e :ui‘
, wood. 20 Iba. net, per 1b..
::ﬁ:. tin, 30 [be. gross. per 1b n 1331
b 0 143
n 14
pound Lard—
o“-hox.. ;\‘Ibu net,perib...... coous oe 0 10%
Onses, 10-1b, tins, 8 Iba. to case, per Ib. 011}
" 5 " th 0 5 0111
" “ " “ " g }l:
Pafils, wood. 201bs. net, per 1b.. 1
s, tin, 90 Ibs. gross, per 1b 0 10}
be, 50 Ihe. net, perlb..... on
Tierces, 375 Ibe., per lb... 0 10§
Pork—
Heavy Oanada short cut mess, bbl. 3545 pleces .... :8%
nada short cut back pork, bbl. 25 00
Olear fat baoks : a
Heavy flank pork, bbl ..

Plate beef, 100 Ib bbls. 875
» A 17 00

25 00

o1
0 llz

0 12

1
i

01
Extra small sizes, 10 to 13 lba.tpor 0 la
Bone out, rolled, large, 16 to 25 lbs. 018
e iy “  small, 9 to 12 lbs. 017
?vmﬂmhwon.lndhh. gls
indsor bm.-unn:?.b.ch. 15
?loedrol!bwon,bon ess, sh 016}
oP.llve.perm ...................... 729

o L DI IR s v cos swenambesmes insem 10 80

Butter.—There is quite a good de-
mand for winter butter and receipts
show a falling off from previous corres-
ponding periods. The market was not
liberally supplied with fancy fresh
creamery because the bulk of the stock
is more or less defective.

Separator made butter is
ing in small
eood prices.
New milk creamery
Dairy, tubs, Ib.....
Fresh dairy rolls

still com-
quantities and fetching

Cheese.—The market for the past few
weeks has been comparatively auiet and
though the usual small sales take place
no aectivity will be recorded till naviga-
tion onens and the export business com-
mences.

Receipts for last week were 2503

boxes, as compared with 938 boxes of
corresponding period last vear.

014 cheese, larg®

Eeggs.—There has been an increase in
the demand for fresh laid eces. but the
small quantities comineg in are not suffi-
cient to meet it althoueh thev are
ereater than a vear aco. Quite a hole
has been made in the cold storaee
stocks. and unless the sunnlies come in
more freely the former will be exhaust-
ed much earlier than last vear. Re-

ceipts for last week were 836 cases as
compared with 276 cases of correspond-
ing period 1909.

Poultry.—Things have auieted down
considerably since the holidav rush is
over. Dealers report a dronving off in
the trade this vear, the demand for
turkevs havine been considerably cur-
tailed by the hich vrices prevailine. The
other dav a woman entered a butcher’s
shop and asked him at what price he
was selling his turkevs. ‘“‘Twentv-five
cents. madam,” was his reply. The
decision of the woman. ‘“Tt’s too dear.
Tl have to take somethine else.”
about explains the fact that there are
2 number of birds still in cold storace
and on the retailers’ hands.

Chickens....... 017 018 WD & o500 5 s 019
Fowl...... ..o0n n15 016  Turkeys ... ........ 022}
Geeso.... ..... 018 01

Honey.—Tradine is quiet and the

market dull. Retailers are all attendine
to sales of holiday coods and have not
much time to spend in the markets.

43

other hand, cooked hams are lower and
are quoted at 21 cents. Lard shows an
advance of one-quarter of a cent. Trade
in provisions econtinues zood, although
this present season is not conducive to
brisk buying by consumers.
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Butter—This market has

changed. Prices have been steady. de-
mand eontinues good and trade has been
altogether satisfactory.

Per Ib.

Fresh creamery print 027 028
Creamery solids..... =R .. 025 025

ers’ rator butter .02 095
Dairy printa. ~hofes . .0213r 22
Fresh large rolls ... .021 021}
No. 1 tube or boxes . .02 00
ol G Sl T e R S nis ny9

Cheese—The cheese market is normal.
There

have been no changes, and
trading has been uneventful.
New cheese— ew twins...... 0123 0 12%
Larze......... 0123 012F  Btiltons........ .... 014

TR
Old cheese..... 014 015

Eggs.—An easier feeline is apparent
in the egz market. Supplies of new
laids are more plentiful and the price
has declined. The demand during the

past week has been lichter than usnal
and will eontinue so until after the holi-
davs. Tt is expected that supplies of new
laids will be slichtly heavier than during
the past six weeks.

Poultry—Turkeys seem to have held
zenerally close around the 25 cent fie-
ure, retail. The supply was none too
plentiful. and while the demand seems
to have been entirely met. the opinion
is that the surplus was limited.

At any rate there have been few, if
any, reports of havine been caucht this
vear. Jobbers have qnite a few for this
week, some of them held over. but it
is thoucht that the next holiday will
clean them out. Loecally. the price of
poultry in ceneral was well maintained.
and there is a feeling of satisfaction
apparent.

Geese, dreesed.. 018 0 14
Hens, dreased.. 011 012
Turkeys, dressed 020 0 21

Honey—Demand has been fairly good.
but business on the whole is about the
same from week to week.

Olgvu hgq. extracted, 80 Ib.

“
“ " "
" "

dress-
ol 018 014
Ducks, dressed . 0 14 015
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VER so often in the
three hundred odd
days which go to make
up the business year we
have the pleasure of deal-
ing with you. By our
attention to every detail,
we endeavour to show
our appreciation of your
commands.

But we rarely have
the opportunity of telling
you, in a purely personal
way, what real enjoyment
we derive from selling
goods to merchants with
whom our relations are
always so cordial. It
means a great deal toany
firm, and we want to as-
sure you that we shall
always do our utmost to
merit the continuance of
this cordiality.

We wish you Health,
Wealth and Happiness
during 1911, and hope it
will be a banner year.

Montreal Biscuit Co.

(The Originators)

Montreal

THE CANADIAN GROCER

A DEALER’'S PHILOSOPHY.
Don’t be too particular about sticking
to one line of goods. If you see a chance
to build up trade in another line, break
into it right away. Other merchants
don’t hesitate to stock your kind of
(__'()u(]\,

It pays sometimes fo  have
some  exceptional values on  ex-
hibition in order to cateh

the people who are ‘‘shopping’’ around,
comparing prices and looking for bar-
gains,

[f you can’t say ““No'’ to the urgent
traveling man, buy by mail. Some gro-
cers ought never to allow a traveler to
show them his line, they are so easy.

An empty or unattractive show win-
dow is like a salesman with untidy
clothes and his back to his eustomers.

the cost before they buy, and your com-
petitors will find out your prices any-
way.

The mussy store soon has a lot of
mussy eustomers and mighty few others,
Like attracts like in all ecases.

OPPOSED TO EGGS BY WEIGHT.

John L. Walsh the new commisgioner
of weights and measures for New York
city 1s opposed to the idea of selling
cges by weight. In this regard his
opinion is in direet eontrast to that of
his predecessor, Clement Driseoll. The
latter appointed a date at which eggs
would have to be sold by weight. All
parts of the trade were aroused, and

Never omit prices in any kind of ad- When the time came, the word of the
vertising, Your eustomers must know ‘‘c¢hief’’ had been forgcotten.

all-the-year-round
Success !

Huntley & Palmers
Breakfast Biscuits

A real biscuit novelty.
Welcomed wherever introduced.

Light, crisp, unsweetened and digestive—a highly
appreciated substitute for toast or rusk—excel-
lent with butter, cheese or preserve.

H. & P. ‘Breakfast Biscuits’ will not
only win you new customers,
but retain them.
Huntley & Palmers, Ltd.

Reading
Eng.
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ROYAL
YEAST

Most Perfect Made.

§
|
;
|
i

00006000000

CAKES

000000000000 000000000000000000000000000000000000

stock. No profit is ever made in handling unknown brands. :

%

%

&

@

E. W. GILLETT CO. LTD. :

TORONTO, ONT. :

Winnipeg Montreal :
$00000000000000000(000000900000000000000000000000000000000 b4

All Grocers are in business for profit. Goods that do
not sell readily and repeat often are not profit producers.
Royal Yeast is one of the best profit producers in a Grocer’s

0000000000000 00000000

DELAY MEANS LOSS

q Every day you delay installing THE McCASKEY ONE
WRITING SYSTEM OF HANDLING CREDIT AC-
COUNTS YOU ARE LOSING MONEY.

g These are some of the ways in which money is lost without
your knowledge :

Forgotten charges—goods sold—never charged.
Disputes with customers—loss of trade.

Poor collections—loss of discounts.

Loss of accounts.

And in a hundred other ways.

@ Let us tell you about them ; we'll do so gladly if you will drop

us a line and say you are interested.

(First and Still the Best)
Dominion Register Co., Limited

90-98 Ontario St., Toronto, Ont.

Manufacturers of Duplicating and Tripiicating Sales Pads in All Varieties

Clark’s Goncentrated Soups

(Chateau Brand)

While the usual retailing price of
high class soups is 25 cents for two
tins, Clark’s Chateau Brand is to be
retailed at only 10 centsa tin, giving
the dealer a good profit.

Jobbers not yet supplied should write
at once.

A campaign of general advertising to

the public, in newspapers and street-
cars, has been started. There will be
a large demand for Clark’s Chateau
Brand Concentrated Soups.

Wm. Clark - Montreal

Manufacturer

e gsen e
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Good
Biscuit
Gondition is
Indispen-
sable

No matter how good the quality
of a biscuit may be, it is worthless if
it reaches you in a soggy condition.

CARR'’S BISCUITS enjoy a world-
wide reputation for quality and
always reach you as crisp and fresh
as they leave our factory. Order
from nearest agent.

CARR & CO. “tciano

AGENTS—Wm. H. Dunn, Montreal and Toronto; Hamblin &
Brereton, Winni and V ver, BC; L T. Mewburn & Co.,
Ltd., Calgary; T. A. MacNab & Co., St. John's, Newfoundland.

You Take The Canadian G

pays you to study the ads.

tons.

THE CANADIAN GROCER

Stick Licorice

AND

Pepsin Chewing Gum

(NOTE THE BRAND)

Soft Mints, 5c. boxes M. &R, Wafers, 5¢. bags
Acme Pellets, 5-Ib. tins Lozenges

and a full range of
LICORICE SPECIALTIES

for Grocers, Confectioners
and Druggists.

WRITE FOR PRICE LISTS AND ILLUSTRATED CATALOGUE

NATIONAL LICORICE COMPANY
MONTREAL, CANADA

rocer so You
Can Learn of Opportunities Like This

Your immediate inquiry about our new cereal-selling idea will prove that it

All you need do is to tear out this ad. and mail it to us after writing your name
and address in the margin. Return mail
medium’’ between selling eereals in bulk and the advertised carton ruisance.

It will show how you may give customers more for their money and make
better profits on every sale than you can by selling in bulk or advertised ecar-

Remember—Shrewd men always investigate. Tear out this ad. now, write on
your name and address and mail it to us to-day.

TORONTO,

will tell you about the ‘‘happy

THE CHISHOLM MILLING COMPANY,

LIMITED
ONTARIO

The
ing in
marke
result,
has be
that t
till aff

~_ at any

Cereal
the p
orders
workir
strong
to be
Canad
week
agains
and
bus., ;
year
concer
expect
regard
“We 2
the m
statis
level
Exp
John,
again:
quirie
late,
where
busine
The
a NoO
The 1
crop
To m
port
adian
quota
the e:
wheat
transi
visibl
State
86,90-
bus.




The holidays naturally have a quiet-
ing influence on the grain and flour
markets and the past week has, as 4
result, been rather uneventful. Trading
has been light and it is hardly expected
that there will be anything important
till after the beginning of the new year,

_at any rate. Flour is in steady demand.

Cereal business is at a high level and
the principal factories report heavy
orders to meet which employes are
working overtime. Rolled oats are in
strong demand and just at present seem
to be occupying a strong position. The
Canadian visible supply of wheat this
weeck shows 10,638,000 bushels, as
against 8,988,000 bushels a vear ago,
and the figures for oats are 6,458,000
bus., as compared with 4,473,000 bus. 5
year ago. As far as local supply is
concerned there is no special reason for
expecting an advance near at hand. Ip
regard to wheat one grain letter says :
“We are inclined to look for g break in
the market, as there is nothing in the
statistical position to warrant present
level of values.”

Exports of flour last week from St.
John, N.B., were 27,694 sacks, as
against 60,133 sacks a year ago. En-
quiries from European markets have, of
late, been more numerous and in cases
where prices were right considerable
business was transacted.

There is one rumor that in the spring
a nool or corner in wheat may be felt.
The U. S. government report shows g3
crop much heavier than was expected.
To meet the competition of other ex-
port countries, it is helieved that Can-
adian holders will have to reduce their
quotations if theyw ish to keep up with
the export business. The quantity of
wheat and flour, as wheat, now in
transit to KEurope, together with the
visible supply of wheat in the United
States and Canada, is equivalent to
86,904,000 bus. as against 62,931,000
bus. a year ago.

MONTREAL.

Flour.—Consideming that attention
must drift considerably from the mar-
ket during the holidays, business is re-
ported to be fairly good and the out-
look is for activity at the turn of the
year. Prices remain unchanged.

Winter wheat patents, bbl.........ccoovvvinnnnn
tnuht rollers, bb .
m. spring wheat p.unu. bbl..
straight patents, bbl........
st! DRSS, ...ocv0eceoanes
seoond ' .....eeeeene

Rolled Oats.—There was nothing to
feature in this market, but the volume
of business passing is fairly good, even
though the buying is in small lots.

“
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THE CANADIAN GROCER

Flour and Cereal Markets Unchanged

Trade Has Been Fairly Good Considering the Time of the Year
—Other Countries are Heavily Exporting Wheat, but Canada
and the United States are Holding Their Stocks at Quota-
tions That Do Not Promise Much Business — Rolled Oats in
Good Demand, but Export Trade is Light.

TORONTO.

Flour.—Winnipeg wheat stocks on
Wednesday showed an increase at ter-
minals of 546,/94 bushels for the week,
and now aggregate 6,322,897 bushels, as
compared with 4,022,278 bushels at the
corresponding time last year. Despite
the holidays, trade has been fairly good.
Some of the dealers still look for lower
prices before there will be any appre-
(‘liable activity in Canadian wheat and
flour.

Manitoba Wheat.

st Patent, in car lots 540 550
2nd Patent, in car lota. 49 500
Strong bakers, in car lots. 470 480
Feed flour, in car lots,.... esssssssssns sesesseves 300 32
Br.nlghno .42 470
Patents. . .. 480 500

... 480 510

Rolled Oats.—The market is firm with
demand good, but prices unchanged.
Millers report satisfactory trade. Ex-
port business is much below that of a
year ago.

Rolled oats, -gnu lou.wlb uoh

bags to
Standard and mnul.wd onmnl. i‘!l
Rollod whut. lmlll lots, 100 1b. bris.. o
bris. tocarlots.........coeeeen oeee

LTI
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INFORMATION FOR BUYERS.

Supplied to the Trade by Sellers,

Gunn, Langlois & Co., Montreal, re-
cently held a show of the poultry en-
tered in their competition, whereby $100
in gold is distributed among the winning
farmers. In addition to these, they
purchased the prize birds from the
(iuelph, Ont., and Amherst, N. S., shows.
The display filled two large rooms in
their Montreal depot. They were packed
artistically and with the beautiful white
skins of the properly prepared poultry,
they made a most appetizing and pleas-
ine display. Turkeys, geese, chickens
and dueks were all well represented.
Only one or two entries showed any
dropping off from the usual high stand-
ard. The latter only serve to point out
the inadequacy of the haphazard me-
thods heretofore so prevalent. From an
observer’s point of view the judge, Prof.
F. C. Elford, of Maedonald College, had
his own troubles in picking the prize
winners. Undoubtedly there must be
differences to the trained eye, but the
class of the’ display is certainly uni-
formly high, and the casual glance of
a non-expert would find it impossible to
choose. Pioneers in every line are the
builders for the future, and in taking
this step, Gunn, Langlois & Co. have
carved out another step forward.

The old established firm of Purnell
& Panter, Ltd., Bristol, Eng., have been
suecessful in seeuring the contraet from
the admiralty for pickles.
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OTES

FOR WOMEN"

may be a pretty live

issue in some parts of the

world. But it is more than
likely that the women of
your locality are more in-
terested in keeping house.
To such women the in-
comparable crispness of
MOONEY'S PERFECTION
CREAM SODAS is a con-
stant source of delight,
which can be made increas-
ingly profitable to you by
handling MOONEY'S as a
specialty.

The Mooney Biscuit
& Candy Co., Limited

FACTORIES AT

Stratford, Ont. Winnipeg, Man.

I MOONEY S
. PERFECTION

C“ by B §09°°

T' MOONEY BISCUIT 3 CANDY CO
STRATFURD CANADA

MAPLEINE

(Maple Flavor)

This is a strictly high-grade
maple flavor, made of absolute-
ly pure materials,and possesses
the fennln. rich flavor of the
maple.

Oneounceof Mapleine makes
a gallon of delicious syrup.
For manufacturing purposes it
is positively unexcelled.

Send for Free Sample

Frederick €. Robson
& Co.

26 Front St. E., Toromto

When writing advertisers kindly men-
tion having seen the advertisement in
this paper.
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Practical Methods in Retail

Stores

Merchants and Board of Trade of Edmonton Want Higher Licenses on Ped-
dlers—Watching Credit Customers in Lethbridge — Weighing Sugar Automatic-
ally—Retail, Dealer Praises Book-Keeping Machine — Methods of a Chatham
Grocer to Facilitate Stock-taking.

Higher License on Peddlers.

Edmonton, Alta., Dee. 29.—The board
of trade of this city has endorsed the
action of the Edmonton Retail Mer-
chants’ Association in asking for 4
higher license against transient traders.

The resolution recently passed by the
board was as follows : ‘‘Resolved—that
the Council of the Board of Trade
heartily endorses the genmeral principle
of the memorial of the Edmonton Re-
tailers’ Association asking that the city
by-laws regarding the Mcensing of
peddlers, transient traders and others
referred to in the memorial, be amend-
ed so as to provide that all such trad-
ers and others shall contribute their
full share to the revenues of the city.
and to afford all reasonable protection
to legitimate resident traders, so far
as this can be donc without undue re-
striction of trade, and with due regard
to the limitations of the city’'s author-
ity in the matter.”

The merchants recently called the
city's attention to the fact that tran-
sients were not paying a license in keep-
ing with the amount of business thev
were doing.

An Eye on Credit Customers.

Lethbridge, Alta., Dee. 29.—The Bus-
iness Men's Protective Association, at
a recent mecting adopted the constitu-
tion and by-laws drafted by the execu-
tive. There are nmety-two members
enrolled, and it is expected that the
number will soon reach 100. Business
men in other towns have asked that
they be allowed to become members,
and it has been decided to extend the
territory so that towns from Cardston
to Coleridge, and from Coutts to Car-
manzay, be included.

It may be that the Lethbridge organ-
ization will affiliate with the Westerp
Retail Merchants’ Association.

The new secretary, J. E. Kennedy,
announces that members must send in
their lists of aeccounts on the Tth of
each month, in order that said accounts
may be included in the monthly list.

Sugar Automatically Weighed.

Stratford, Ont., Dee. 29.—An appli-
ance used by the Barnsdale Trading Co.
to overcome delay in parcelling sugar
is an automatic sugar weighing ma-
chine. The sugar is placed in a bin on
the floor above, and when a certain
guantity is required the weighing ap-
paratus is,set for that amount and 2
slide pulled out. The correct amount
is always weighed out.

No Accounts to Render,

St. Thomas, Ont., Deec. 29.—For
bookkeeping pur~cese Egan Bros., Tal-
bot St., have an aeeount or credit re-
gister which they prize very highly.
They have used one for 5 years and
wouldn’t be without it, since, they say,
it saves them many tedious hours of
journal and ledger keeping.

When the traveler called on P. L. M.
Egan to sell him g machine, he listen-
ed to the commercial man's arguments
and immediately remarked, ‘‘that’s just
what I've been looking for, for vears,”
and installed one right away.

The chief advantage of it, he says, is
that at any time he knows exactly
what each customer owes him. It saves
rendering accounts, transferring from
journal to ledger and all the accom-
panying worries. He has between 350
and 400 accounts and he maintains that
if he had to render bills for all these
he would at times have no time to
look after other things.

Prizes to Cash Purchasers.

Edmonton, Alta., Dec. 20.—As a me
thod of attracting business and encourag-
ing the payment of eash, the Purvis Co.,
general merchants, announced that to the
12 persons making the largest total cash
purchases in their store puring the first
21 business days in December, valuable
prizes would be given. The prizes in-
cluded furs, silk dresses, smoking jacket,
bath robe, coat sweaters, shces and a
man’s hat—ranging from $50 to $3 in
value.

Instructions were announced as fol-
lows:—Keep all sales checks secured
with your purchases at the store. No
matter how small your purchases may be
the amount goes to make up a large total.
(Have the clerk write your name on all
checks.)

On the night of Saturday, December
24th (Christmas Eve), bring vour cheeks
to the store, showing the total amount of
your purchases.

To the person having the largest total
cash purchases will be given the 1st
prize, and so on with the 11 next largest
totals.

Purchases may be made in any depart-
ment of the store—but be sure and keep
vour sales slips, with your name thereon.

Only purchases made up to six o’elock
on December 24th will be counteq in this
contest.

Stock Taking Devices,

Chatham, Ont., Des. 29.—H. A. An-
drews of this town keeps a book that as-
sists him grreatly during stock-taking
time. He ealls it a ‘““cost book’’ and in
it he keeps track of every article in the
store, the amount paid for it and the
freight charge.

It is alphabetically arranged and in-
dexed so that no time is wasted in look-
ing up a particular article. Whenever
Mr. Andrews gets a new invoice he com-
pares the cost with the last cost marked
in the cost book and if there has been
any advance or decline in price he makes
a change in the book. He has therefore
the cost price of every article up-to-date

48

and when stoek-taking time comes along
he has no ‘‘last invoice’ to hunt up.
He simply refers to his cost-book for the
last cost and no¢ delay results.

Each page of this book is double-ruled

one space for invoiee cost and the op-
posite for freight. The total eost ean
therefore be easily obtained. Another
stock-taking facility in the Andrews
store is the aeighing of the empty bins
used for tea, spices, coffee, ete., and
marking the tare on the interior. When
taking stock, the entire bin is weighed
and the tare substracted. This elimin-
ates the handling of goods. saving their
flavor and the staff’s time.

Gives No Calendars.

Quebee, Que., Dec. 29.—No ealendars
are given away in the store of A, Drolet,
Valier St., at Christmas time. The pro-
prietor does not take kindly to calend-
ars, but instead aims to encourage cash
purchases by allowing 5 per cent. off.
The amount of cach cash purchase is
shown on the eash register ticket. This,
M. Drolet elaims, attracts new ecustom-
ers, whereas a few customers are often
overlooked in the matter of ealendars
and frequently lost. There are many
people too, who come for calendars who
do not deal regularly in the store, and
it is a waste of money and time giving
them out to these.

A neat display of bon-bons, oranges,
raisins, peels, assorted biscuits, jellies,
Christmas plum-puddings, bottled syrup,
ginger, wine, ete., sold a large quantity
of goods in this store. Price tickets were
used, and M. Drolet. elaims they made
many sales, X

ONE OF THREE WAYS.

St. John, N.B., Deec. 29.—The White
Candy Co., of this ecity, manufacturers
of confectionery, have called ‘a meeting
of their creditors for January 19, when
three propositions will be placed before
theny The first is an application for
an extension of time, the second 3 pro-
posal tc reorganize the company and
the third is the consideration of an offer
of sale. The company is capitalized
at $75,000 agnd Thomas F. White, is the
president. The principal reason given
for the difficulties at this time is the
action of one large firm, from which the
company got a large part of its sup-
plies, refusing anv further ecredit. It is
stated that the assets are above the
liabilities and that the past year more
goods were sold than ever before.

A Drop in
Maple ySrup

Compound

See Advertisement of
Canada Maple Exchange
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All the year round

Mott’s

“Diamond” and “Elite”
brands of

Chocolate

are the grocer’s most ready sellers. Uniform i
and absolute purity have made this possible. -

EVERY JOBBER SELLS THEM

John P. Mott & Co.
Halifax, N.S.

SELLING AGENTS:

J. A, Taylor R. 8. Mcind Jos. E. Huxiey Arthur Nelson
Montreal Toronto Winnip '/

Arthur M. Loucks R. Q. Bedlington

Ottawa Calgary

NELSON’S

POWDERED GELATINE

is a perfectly pure ‘Gelatine in powder form,
ready for immediate use, without soaking.

NELSON’S

Gelatine and Liquorice

LOZENGES

Should be in your confectionery department,.

G. NELSON, DALE & CO., L.

EMSCOTE MILLS, WARWICK, ENGLAND

The above can be had from any of the following agents:

The Smith Brokerage Co,, Ltd., St. John, N.B.

Watt, Scott & Goodacre, P.O. Box 1204, Montreal.

J. L. Watt & Scott, 27 Wellington Street East, Toronto.
W. E. Ashley, Winnipeq.

Geo. A. Stone. 34 Inns of Court Buildings, Vancouver, B,C,

A Happy New Year!

depends, to no small extent, on
the quality and suitability of
the food you eat!

Recommend

Tillson's sweo Oats

to your customers. It is a
Breakfast Food that is easily
assimilated, very nutritious, and
pleasing to the palate.

We are helping you to in-
crease your sales in the New
Year by our extensive and effec-
tive consumer advertising.

Don’t delay! Send along that
order to-day.

Put up in Two Sizes
Premium Family Package
Retails at 25c.
Pan-Dried Package
Retails at 10c.

Canadian Cereal and Milling
Go., Limited
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HEAD OFFICE: LUMSDEN BUILDINC, TORONTO
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ialists in This Modern Age.
By W. E.

For making a fortune, quickly. there
i= nothing like the grocery business.
Evervone outside of the trade knows
that. S

Here is a true story of a grocery busi-
ness in a Western Ontario town of 5,000
where the travelers of London wholesale
houses do the heavy selling. To be cer-
tain that the moral is read, it goes In
here: ““They all look good when they're
far awav!’’ In more dignified language,
the idea is this: ““Training is absolutely
neeessary to sueeess in 9 cases ont of 10,
even in the grocery business.”

A dairyman who was but a recent
eraduate from the farm started this
business about 1889, in a new and small
stand in the town referred to. His en-
tire technical knowledge of groeeries
consisted of a firm belief that there was
money in them. Fortunately for him.
he had sense enough, being almost with-
out capital, to commence on a small
scale, and so avoided one of the common-
est pitfalls of the beginner ~Zm'urhu.\'in.~_'
in proportion to eapital. Tt is only fair
to add that later the stock became so
large that he could not take all his eash
diseounts.

A $12,000 Stock; Turnover $20,000.

It was sixteen years later, or only
five years ago, when Mr. Ex-dairyman
‘_’:l\'("llp the grocery business. He had
moved into larger premises twice, in-
creased his staff from none at all to six
or seven, and the stoek earried had
erown from a few dollars worth of feed
and staple groceries to about $12,000.
His turnover for several vears had been
$20,000 annually. The largest part of
an excellent eountry patronage was his,
and he condueted as nearly a ecash sys-

tem as most groeers can manage to
reach. So the publie, including many
fairly intimate friends, were morally

certain that in the toe of some sock,
fizuratively speaking, the groeer had put
away plenty of eoin for a leisurely old
age.

As a matter of faet, in spite of the
strong constitution built up by an out-
door life, the grocer’s health was broken
by fifteen years of eonfinement indoors.
Further, he had to wait for the purchase
money from his sueeessor to pay off his
own paper outstanding. He had just
paid his way through the years and sent
a family of boys to school. Buat few
residents of that town eould be induced
to believe, to this day, that that grocer
did not retire with thousands, in spite
of the faet that he is working hard at
another business even now. )

Soon Sold the Business.

His suecessors were two men of-Some
experience in the grocery business,

THE CANADIAN GROCEK

All After Money in the Grocery Business

’})airvman, Farmer, Ex-School Teacher and Printer Take a
Turn at Picking The Dollars Off the Bushes—But They Were
Inexperienced and Had to Move on Again—The Need of Spec-

Elliott.

though not particularly in touch with
the eonstitueney of this individnal store,
They were keen buyers, and there seemed
no reason why they should not pull ont
of the business the thousands their pre-
decessor had failed to land. Yet in a
couple of years they sold.
A School Teacher on Deck.

The next firm on the scene was com-
posed of an ex-school teacher, who had
watched the immense amount of goods
handled in this very store, and saw that
there was money in the business, and a
farmer past middle age, who had also
been a customer, and saw a chanee to
profitably invest part of the price of
the aeres he sold.

But something failed to pan ont as
anticipated, and the school teacher found
another partner. This was a man who
had been a first-class printer, knowing
the art preservative from A to Z and
back again. He also knew that there
were fat dividends in the groeery busi-
ness, for he had handled the advertisine
of this and other stores. The vision of
playing advertising manager for a firm
in which he would be partner ‘“got him
eoing’’ and he fell for it.

The printer’s latest suecessor in
double harness with the sehool teacher is
another farmer, who gladly laid down
the irksome cares of shouldering sacks
of wheat and earrying feed to ten-dollar-
a-hundred hogs, for the gclories of a
white apron and an overdraft at the
bank.

The Training’s The Thing.

““How is the new firm doing?’’ the
original owner of the business was asked
the other day.

““They seem to be doing not so bad.”’
was the half-wistful reply. He has been
five years away from the grocery busi-
ness now, and after paying eash over
the counter from the outside during that
time, is probably half eonvineed aeain
that ““there’s money in the grocery busi.
ness even for the inexperienced.’’

This is an age of specialists.
a grocer needs training.

Surely
Lack of it in-
variably means waste, perhaps uneon-
seious, but serious, in materials, time
and energy. And most grocers will con-
cede that in 1910 the ultimate profit of
any grocery business which has not ex-
traordinary faeilities for zain is in the
elimination of waste the ability to serve
and sell goods beyond the aetnal, every-
day demands of customers.

TRADE NOTE.

British Guniana, South Ameriea im-
ports the bulk of its butter from Franece.
In 1908 the imports from that eountry
amounted to $33,863 and in 1910, $70,-

50

777. The corresponding figures for Can-
adian butter are $12,316 and $10,614.
In 1908 Great Britain sent $57,078
worth and in 1909 only $18,413. The
large importation from France in 1909,
was due to the low price ruling in that
market, and this is made more profitable
from the fact that in the year 1908 the
low price of butter in Great Britain
gave that country the first place. The
price of English butter as given in the
customs valuation in 1908 was 22 cents
per pound, and French butter 213 cents.
These prices include eharges for freieht
and package. The high priee in Canada
in bhoth these vears may acecount for the
small contribution from that source.

R

Clerks Ask Aid
for Early Closing
from Labor Unions

Lethbridge, Alta., Dec. 29.—The Re-
tail Clerks’ Association of Iethbridge
has received its charter and a few days
ago held an orgamization meeting. At
a subsequent speecial meeting a reso-
lution was unanimously passed that all
secretaries of local unions he asked to
urge all members of their respective or-
ganizations not to trade with those
stores that keep open after 6 o’clock
other than on Saturdays.

TRADE CHANGES
Recent Happenings Among the Grocery
Grocery Trade

Ontario.
J. M. Gilpin, grocer, Toronto, Ont..
has sold to T. A. .Jackson.
Smith & Hughes, general merchants.
Treadwell, Ont., have compromised.

Bennett & Code, grocers, Carleton
Place, Ont., are succeeded by Peter
Spears & Co.

E. J. Wilson, grocer, Milton, Ont.,

sold to Blain & Hannant.

Quebec.
I.. F. Simard, grocer, Montreal. has
assigmed.
J. A. Prevost, grocer, Quebec, Oue.,
;(Ssig‘nl‘d.
Maritime Provinces.

C. S. Berry, grocer, Moncton, N.B
asﬁiﬂ@d.

L. C. Teeple, grocer, Carlyle, Sask.,
sold to J. J. Stevens.

Kensington Stores, grocers, Winnipeg,
Man., are suceceded by W. .J. Whitten.

J. J. Breaks, grocer, Vancouver,
B.C., sold to T. H. B. Wittea.

McKay & Campbell, grocer, Van-
couver, have sold to F. Morris.

Louis Gales has opened a grocery
store in Blairmore, Alta.

Crawford & Podger have opened
grocery at Lethbridge, Alta.

Fred Reed has opened 5 grocery store
in Merritt, B.C.
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California
Oranges

Our *“Volunteer ” Brand
is giving great satisfac-
tion. Two cars to arrive
this week; prices right.
Have also some large-
size oranges which we
are offering at a bargain.
Car California Celery
just arrived, also car
Budd’s Long-keeping
Cranberries.

McWILLIAM

MC. < Eo

EVERIST

25-27 CHURCH ST. TORONTQ

F"=§ are Largest Receivers

St. Nicholas
Home Guard

PACKER:
FRANC TRACUZZI

THE CANADIAN GROCER

Cranberries_Show]a,ZWeaker Feeling

The Holiday Rush is Not Yet Over for Retail Trade and Some
Reports Indicate a Record Business—Wholesalers Doing Con-
siderable This Week—The Busiest Part of Cranberry Season
is 'Oyer and the Tendency is Toward Lower Prices — Potatoes

and Onions are Firm—Apples

The Christmas season passed with a
good demand for fruits and vegetables
and it is fully expected that the increas-
ed trade will be felt until after the
first of the new year when the public
in general will resume its sober, staid
way. There is the possibility of some
re-action in prices following the heavy
trade, although it is held that prices
have not been inflated for the present
holiday trade. Accord'ng to one dec-
spatch cranberries recently dropped one
dollar a barrel in New York, owing to
plentiful supplies, and a feeling that
after the festivities cranberries will pot
be so heavily sought after.

Apples are selline readily especially ip
the standard qualities and are bringing
a high price. Oruanges are just g little
easier in feelkkng. The sale of grapes
was satisfactorv and grapefruit is brine-
ing good prices. The demand for pota-
toes continues heavv and present sup-
plies are just about meeting demand,
leaving no surplus.

New grown vegetables are scarce as
vet and in some cases are bringing
fabulous prices, that is for veeetables.
Whrn a basket of new peas will find a
buyer who will pay $25, it will be un-
derstood that shippers are not over-
burdencd with supplies. Hotels that are
famous for the dinner rates have to eet
these goods and the fortunate growers
are reaping a harvest. The trouble
seems to be that even at that nrice the
supply is not sufficient. Tt will not be
lonz until these new vegetables will be
coming freely across the border.

MONTREAL.

Green Fruits.—As usual at this time
of the year there is quite a brisk busi-
ness passing in all lines and is expected
to continue till the turn of the vear
when there will be the customarv weak-
ening in the demand. The fruit trade
has not been so satisfactory as antici-
pated, but nevertheless dealers have
little cause for complaint.

A bl ..... 500 600 Holly, vese £
h’::‘_‘. atel, Wm-n- bale.. .... 165
bunch ........ 300 225 Ctm«rnh Inte
Oranberries, bbl.10 00 12 €0 ;‘slmd.- ...... 400 500
o
Cocosnuta, bags. .... 425 n»:«:w 375 43
Oali. Malagas... .... 200 Plums, crate.... 307 225
Lemons.......... 300 45) Pears, bbl. ...... 7 0010 00

Vegetables—“Very, very slow in-
deed.”” was the reply of a dealer when
asked about the state of the markets :
“We will have plentv of time to smoke
and’ chat till the turn of the vear. Then
we expect a favorable move.” Yet
there was quite an anpreciable amount
of business transacted around Xmas.
Spinach remains scarce owing to large
quantities being spoiled by frost.

Bears, Amerioan Boston, box. .... .... 275

basket ......... ... 1200 aﬂnl'n;:.— . 3 -
panish, cases .

Beets, bag....... 075 0% A s e 1%

Oarrots, bag..... 075 09
Cabbage, doz.... 040 050 New Rermuds

Osabbage, bbl. .. 100 15 sPoutoa W5 asen 007
Calery, crate ... 400 435 D7 POURLRL g
Osulifiowers .... 1 50 3"™0 ® N e $WP
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Holding at Higher Prices.

Qucumbers, doz. 300 3 50 Panley, dozen... 0 75 0 80
Garlic, 2 bunches ... 025 Parsnips, bag. .. 100 135
Green Peppers, Radishes, dozen :
smal: basket .... 075 bunches. ...... 060 475
Green Peppers, Bpinach, bbl .... .... 550
Iarge basket. 250 Tomatoes, crate .... 4 00
Leeks, doz . ...., 175 2w Tomutues, hot-
Lettuce— house, 1L . .... 035 040
Cuily lettuce,box 1 30 1 60 Turnips, bag.... 075 0%

TORONTO.

Green Fruwits.—The market docs not
show many changes this week. The
trade has been good and the holiday de-
mand will pot spend itself until after
New Year”s day. It will then be pos-
sible to get an idea of what the situa-
tion is likely to be. Some retailers
state that their Christmas trade sur-
nassed all nrevious yvears and they still
have the New Year's trade to handle
vet. lLocal jobbers are doing a fair
business this week, but it is avparent
that the retail trade is pretty well
stocked up for the present.

Apples, bbl..... 364 6 0) Juwaica, case.. .... 350
Apples box .... 2°0 2 5 Lemons—
Buwnas. ...... 160 200 Messina.... ... 27 32
Citrons doz & 060 0 :Z:) Limes box..... .... 125
Cocosnuts, sack 4 00 4
Cranberries, bbl 9 00 11 50 T?,,","'e",“,”' "
Cranterries, case ... 410 strap 550 600
Grapes, case . ... 2% Florida.. .2% 30!
Malaga bhl. ... 50" 80 Navels 7% 37
Almeria, bbl.... 500 7 00 Mexicans . .200 225
Grape Proit— Pomoxnnn(ea doz.. 078§
Florida percase3 50 4 00 Pineapplescrate 4 00 4 7,

Vegetahles.—Nothing specially new
th’'s week. Demand has been good.
Onions are up a little due to a scar-
citv. Potatoes are firm and sunplies
barely meet the demand. Holders seem
to be standing by their game. Prices
are steady. Celery of the home grown
varictv is plentiful and the sale of im-
ported ceclery is as a result not very
large.

Be-u Louisania Endive 12heads .... 100
cees 188 Lettuce, ' ana-
('ahmvlun beet, Alan. head 0 03

060 075 Boston head let-

Cﬂhh‘ke case— tuce, doz..... .... 150
Canadian. .... 075 150 Onione—
Oabbage, per 1°0 ... 350 Rpanish, large.. 257 3 00
Carrots, Cana- Rnani- h, )-casen 150
Aian, bag sioe D Yellow, per hag 125 13§
Carrots, Touisa- Potatoss, Onta-
nia, doz . s wsss 20 rio, hag...... 085 097
ﬂnvﬂiﬂn--r dz.. .... 07% Sweet, hymper. 1425 1 50
Celery, daven . 030 040 Sweat, harrel. .. 500
Celery, Caulifor- Pardley, por doz 078
nia. case 45 500 Parsnipe, bag .. .... P60 -
Cucumbers, Bos- Red pepper.... 050 075
ton,doz ...,.. . 250 Newturnipa.p r
11qt. basket... .... 050

A FIREPLACE WINDOW.

This is Built of Dried Fruits and At-
tracts Considerable Attention.

London, Ont., Dee. 29. — Secandrett
Brothers. Dundas street grocers, have a
unique Christmas window display in the
form of an old fashioneq fireplace and
mantel built chiefly of fruits. Orange
and citron peels, convex surface out-
ward, form the body of the fireplace.
The hearth is built of ordinary raisins,
surrounded by a little wall of pressed
fizs. An electrie licht behind red tissue
paper supplies the fire effect in the
centre, and boxes of table raisins slope
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down from the hearth to the window.
Little banners display here and there
appropriate mottoes.

The windows of John Diprose’s
“‘Three Popular Stores’’ take on a holi-
day appearance long before Christmas,
by virtue of the fact that he is a Leliever
in displaying fruit. Orangz2s are always
a feature in the Diprose windows, price
tickets are used, and once in a while a
special bargain is offered in a good
orange. Apples are also vsed liberally,
as well as attractive boxes of dried
fruits. The store at 56 Dundas street
has a large frontage in proportion to ita
depth, and the amount of frait and vege.
tables on display here, even arter the
store is closed, is attractive to custo-
mers, actual or orobable. The lights are
always on till midnight, at which time
a;nr alarm eclock contrivance turns them
off. -

CALENDARS FOR 1911.

The nineteen hundred and cleven cal-
endar sent out to the trade by J. J.
McCabe, wholesale fruit broker, To-
ronto, is an exceedingly attractive one.
The picture is from a painving of
Palm’s and is called “The Huntress’'—
a life-like picture of robust womanhood.
Miss Malvina Longziellow, grand niece of
the poet and an accomplished actress,
was the model from which the drawing
was made. The culendar is out-of-the-
ordunary variety being pnarrow and long
and decorated with ribbon.

Connors Bros., packers of sea foods,
ete., Black’s Harbor, N.B., have issued
an claborately designed calendar en-
titled ‘‘Buttercups.”’ The illustration is
from a painting by Savage Cooper, a
celebrated London artist. It is a study
in green and yellow of a beautiful
woman gathering buttercups by the
bank of a brook. The border of the
picture is decorated with leaves and
blossoms of a grey color, which add
materially to the appearance.

Do you pay enough attention to the
appearance of your store? Is it mod-
ern and attractive? Take a look at it
now, from the standpoint of the man on
the street.

We wish our many Friends

a Happy and a

very Prosperous New Year.

WHITE @ CO., Limited

TORONTO and HAMILTON

WHOLESALE FRUIT, PRODUCE AND FISH

HEADQUARTERS

Fancy Navel Oranges

GRAPE FRUIT,
ALMERIA GRAPES,

BANANAS, LEMONS,
CRANBERRIES,
OYSTERS, NUTS,
FIGS, DATES

Write, phone or wire your orders.

HUGH WALKER & SON

(Established 1861) GUELPH, ONTARIO

I—

—197171—

ESOLVED, that as the years pass we determine between that which

makes us money and that which does not. Make your New
Year resolutions iaclude: “I will always order BUSTER BROWN
Lemons,” ‘I will always order CAMEL Brand Package Dates,” “I
will always order GRAPEFRUIT EXCHANGE PACK.”

W. B. STRINGER, Sales Agent, Toronto

May it be bigger and
better than ever.

FoSRESA

53
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Fish - Opysters

il

During the Period Between Advent and Lent He Should En-
deavor to Maintain the Business Acquired During Advent—
Demand for Fish Has Been Good and Supplies Have Im-
proved in Quality—Oyster Business Continues at Satisfactory

Condition.

The present is the season when the
retail fish dealer will have to put forth
a few extra efforts to maintain a de-
mand for fish. There will be a certain
trade, but to insure a fair business be-
tween Advent and Lent the wisest and
safest plan is to SELL fish. It will re-
quire greater salesmanship, but the
extra work will hold the trade and lav
the foundation for a good business dur
ing the Lenten season. Supplies are
fairly plentiful and the trade is in a
healthy condition. It is enmtirely to the
interest of the retaile}y to “‘push’’ his
fish trade just now there may be
an inclination on the part of con
sumers to overlook it.

ONTARIO.
Toronto.—The past week was quiet
in fish demand, owing to the heavy
special holiday trade. Prices remain

unchanged and business is showing it-
self noticeably in general lines with
heavy demand ior white fish, halibut.
herring, ete.

FRESH OAUGHT FISH

White fish...
Herring .. ...

Gold eyes. ...
Halibut

Pink sea salmon .... § 09 frozen........ ....
Roundred * .. 909 Yellow pickerel. .... 0 08}
OCEAN FIS8H (FROZEN)
Herring, per 100........ 10 Muilets......... .... 004

T 012

Acadia, tablets,

BOX......o..n ... 310  Willets, perib......... 013
Acadia 1-1b. bxs
per crate o ovke D Hmﬁ:‘ (Labs.) 3%
Acadis, 21b. boxes, pr. Herring, bbl. ... 6 00
GIR0 o.0s00 ooos ssoe 3D - e 114;:
Acadis 3-b. bxs ippers, box
percrate...... oo B8 Oysters, extra
glhedd,dﬁood {g om ....... ’:
oaters, box.. .... ysters, seleots, gal... 1
Boneless Digbys, box 1 00 Oysters, sl 1 &
. Bl 140 Pickled lake herring,
Cod steak,per lb...... LR 1 W T e 400
Quall on tosst, per 1b.. 0 06

NEW BRUNSWICK.

St. John.—Receipts of fish were 3
little better last week than they have
been. The heavy gales, lately, inter-
fered much with the catches and bait is
also reported scnrce. The total re-
ceipts of fresh stock last week amount-
ed to about 70,000 pounds, mostly had-
dock. There has been a brisk demand
from the western provinces and prices
are practically unchanged.

The catch of smelts on the Miramichi
has been disappointing thus far and the
fishermen are becoming discouraged.
The schoomer Blanche was lost last
weeck, while on a voyage from Free-

port, N.S., to St. John. She had on
board 20,000 pounds of haddock.

There is considerable interest here in
the order of the railwav commission
that the Dominion Atlantic Railway
Co., must reduce the rate on finpan
haddie from Digby to St. John, from
20 cents to eight cents for carload and
eleven cents for smaller lots. While
this is not expected to have anv effect
on local prices, it will make 3 consid-
crable difference in  shipments to the
west.

QUEBEC.

Montreal.—The fish business as usual
during the holidays has quieted down.
The pnincipal demand now is for oys-
ters, lobsters, finnan haddies, frozen
salmon and halibut. Prepared, pickled,
and salt fish are completely ignored.
Once demand starts again an advance
in prices is expected for some lines, es-
pecially halibut and salmon. The sup-
plies have been greatly reduced in the
past. few weeks, particularly salmon
which no doubt will be in strong de-

mand. Frozem haddock and codfish,
owing to good fishing lately, will be
sold cheaper for some time.

The first cargoes of frozen herring
from Newfoundland are said to be in
transit now. There is yet a good many
summer frozen herring on the market,
and for this reason the trade will be
reluctant to touch the Newfoundland
supplies immediately.

128

007}

. 010

.08

. 1%

140

00

00

25

Oysters, 40
. 00

80
Boneless cod, in packages, per Ib...... 6§, 6} and 7i
Skinless cod, 1 625
Dried cod, med! 700
Dried cod, large, 600
Dried cod. medi . 600
Dried haddock, m 50

The Regulations on Herring Fisheries

Local and Central Control Compared—Conditions Existing in
the Motherland—What is Being Done in the U. S.—Some Her-

ring Statistics.

By A. M. Payne.

To do justice to any review of the
wovernment report on herring a word
or two on government regulation may
not be out of place. Ordinary research
indicates eclearly that loeal control of
fishery operations has always been ur-
gently advoeated in seafaring nations by
those immediately interested. Obviously,
there are two sides to the question. As
a nursery for seamen, central national
control  suggests cogent arguments,
while on the other hand, the aetual
prosecution of the fishery industry (tak-
ing an unbiased view of its risks, un-
certainties and hazards) presents an
aspect endorsing the need of special
regulation in elose toueh with fishing
communities.

The System in Scotland.

In efforts to improve the herring fish-
ery of Canada, or in faet any branch
of the industry, Canadiap fishermen
naturally “seek for enlightenment in the

54

first instanee from the Motherland, Al.-

though the geographical compaetness of
the British Isles favors eentral control,
a separate local jurisdietion in Seotland,
as is well known, has resulted in mar-
vellous progress, particularly as regards
herring. Even Yarmouth, the English
centre of the industry, depends not only
on Seottish methods, but on Seottish
labor for carrying it on from vyear to
year, '

Almost as paturally we compare con-
ditions with the neighboring Republie.
There, it is to be observed, official ree-
ognition by the U. S. government of the
welfare and development of fishery in-
terests engrosses unceasing attention.
(ienerous appropriations from the nat-
ional purse are voted annually to pro-
mote improvement on a thoroughly eom-
prehensive seale. It is competent, how-
ever, for each individual state to adopt
its own legislative regulations without
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dfish,
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We are Fishing for Your Business '
man? “
arket,
Elu‘fﬁ We wish our many Friends and Customers

4 A BHappy and Prosperous Hew WVear

= ’ : and solicit their orders for
08 010
iz FISH AND OYSTERS
® o1 e
"® o010
b Have a complete assortment of all varieties
= in season at reasonable prices for Al stock.

4
oot

The Largest Fish and Oyster Warehouse in Eastern Canada

Order direct from producers and secure benefit of lowest prices

£ER: Bs FEEE
09-‘.—03 R e
*Z888RE 283888

Smoked Fish Frozen Fish Salted Fish Sealshipt. Oysters
- ::‘ Correspondence Solicited. Price Lists Mailed on Request.
e 010
. 03 Branches:
3 oo LEONARD BROS.
018 Five Long Distance S(; Jo:né.N.B.
ran v
a1 Telephones. Montreal and St.. John, N.B. pebaisegeeae)
Ld -
& and 7
Y
625
T
600
i To the Grocers
es Throughout the North-West and British Columbia
We have distributed about thirty cars of our Smoked, Salt and Frozen Fish,
already this Fall, among the principal wholesale houses from Winnipeg to
Victoria. Ask your supply house for our Brands of Smoked Fish.
,]“f 3 OCEAN BRAND FINNAN HADDIES OCEAN BRAND BLOATERS
nhiml. OCEAN BRAND KIPPERS BOUTILIER'S SMOKED FILLETS
otland, also our
Har SALT MACKEREL FROZEN MACKEREL FROZEN SMELTS
‘en-:qlil\n SALT HERRING FROZEN SEA HERRING FROZEN LOBSTERS
ot only CANADA STRIP BONELESS COD
eottish
el Our lines are satisfactory and most popular, no doubt due to the care we
— take in selecting and packing only the finest goods. “Second to None” is the
ipublie. opinion expressed about our Cold Storage Plants, Smoke Houses and Sanitary
::.lf the Packing Houses.
Bry in-
w.ntinn, @ ° °
e na. Halitax Cold Storage Company, Limited
lo pro-
ey 45 William Street Selling Branch Montreal, Quebec
9 owW-
) adopt
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interference from Washington, although
supreme control might be acquired as
in the case of the export of meat in the
event of a contingency.

In Canada the B. N. Act empowers the
Federal Government to exercise supreme
control of the fisheries as an adjunet
to marine affairs, This report is con-
sequently submitted to the Ottawa
authorities in the 42nd annual report of
the Department as appendix No. 19 on
page 365.

Yield of Herring.

The sub-divisional distriets visited
during the midsummer and early fall of
1908 for purposes of investigation and
plans of betterment were Grand Manan
and Caraquet in New Brunswick, and
Gaspe in Quebec. The survey did not
extend to Nova Scotia, but the general
deductions in the report, more especially
with reference to the important branch
of salt herring, are applicable to the
whole Dominion. At Grand Manan the
herring fishery appears to be the staple
industry. The yield for the period under

THE CANADIAN GROCER

review was not large, except in smoked
herring, viz: 1,610 bbls. pickled her-
ring; 55,000 lbs, fresh herring; 1,351,000
Ibs. smoked herring; 70,000 lbs. skinned
and boneless herring.

At Caraquet, on the north shore, the
returns were: 34,000 bbls. pickled her-
ring; 350,000 lbs. fresh herring.

At Gaspe the figures were 2,875 bbls.
pickled herring.

The all-round tenor of Mr. Cowie’s
report indicates with justifiable emphasis
that the present status of this great
natural resource, with which the coast
waters of Canada (especially in Nova
Scotia) fairly teem at certain seasons,
is far below what it ought to be and
what it might be under improved me-
thods. The reasons for the unfavorable
annual results and the remedies needed,
as defined in Mr. Cowie’s conelusions,
are in every sense worthy of earnest
consideration.

Convincing verbatim extracts in a sue-
ceeding article should open the eyes of
(Canadiap fishermen to the furtherance
of their future vital interests.

The True Merchant Says “It’s Got to Go”

Different Types of Retail Buyers a Traveling Salesman for a New
Line Meets—The Large City and Small Town Present Various
Types of Dealers—The Merchant with the Forethought and Who
Knows His Selling Power is the One Who Wins.

By Henry

trade-papers; more about solid values.
The man who markets a new article
in a big eity is said to have ‘‘his work
cut out for him.’”” And he does not go
far in the work ere he realizes that he
is in serious business. On the other
hand, he who goes after big city trade—
and GETS it—is broadened in character
by the experience. He learns a lot that
is very valuable, and, if he is a philoso-
pher, as many ecommonplace sulosmon‘
are, he is in a position to do a lot of
analyzing and classifying when he gets
time to sit down and think it all over.
The average city merchant is not as
good a merchant as is the country store-

keeper—meaning the man who does busi-
ness in the town of 2,000 to 3.000 popu-
lation. Note that I say the AVERAGE;
beeause there are brilliant exeeptions to
prove the rule. This condition is very
diseouraging to the man who for the first

time hits the eity job. He works against
a dead wall of dense indifference, if
nothing worse; of men who ‘‘have no
time o talk;’’ of grocers who have ecer-
tain hours—very short—during which
they ‘‘see salesmen,”” which hours are
usually from 10 to 12, thus being so
bunched that no man ean possibly get in
to see  all desirable prospeets in the
limited time; of dealers who listen for a
minute and then say, ‘‘create the de-
mand and we will stock your goods;’’ of
a few who are so ignorant of anything
like true merchandising euterprise that
he despairs for the future of the trade.

Johnson, Jr.

Selling the Country Merchant.

This is hard on a man who has there-
tofore worked country trade—the good,
old, plenty-of-time-to-talk sort where the
Old Man reads The Canadian Grocer
every week and likes to pass out his
own comments on what he reads! O,
yes: it is different. The salesman in
such eircumstanees has been able to show
the merchant, whom he calls ‘*John’’ or
**Unele Hi’? or some such friendly name
as earries with it no suggestion of flip-
paney or offensive familiarity, that the
article he offers is good; will please the
**women folks;’’ and yields a fair mar-
«in, and the buyer in such ease thinks
twice about the quality and promise of
satisfaction to onee about the profit he
will get out of it. But the ecity grocer
seems filled with but one idea, the ques-
tion of how mueh he will get out of an
article without regard to the interest of
the eustomer. At least that is about the
way things will look to the new eity
salesman,

But there are good times eoming later
on and the salesman reaches the really
GOOD city grocer. When he reaches
that man his faith in humanity, espeei-
ally as applied to grocers, is again gal-
vanized into life; for that merchant is
good for the soul of the salesman.

Studies His Goods Carefully.

That kind of eity merchant outdoes
the eountryman in just the proportion
that his opportunities are greater. He
knows more about markets; more about
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He reads and thinks of what he reads,
even if his hair gets grey and thin at
forty. And he is as conscientious as
even John with the added advantage that
he has to take very little on faith be-
cause of a wide, aceurate knowledge.
For instance: John has been told that
nowadays there is no Mocha coffee and
he has ecome to believe that yarn until
he is really suspicious of any man who
tries to tell him that Mocha is still
grown. The city merchant knows that
Mocha is still to be had, but he is inter-
ested in KNOWING that he really has
Mocha to the extent that he will make
the seller show the loecation on the
Arabian map and write the guaranty on
the bill. John on the other hand, is
usually content*with a pretty good con-
tribution of faith—often the word of an
ignorant salesman and likely as not has
no idea where Mocha comes from or gets
its name.

So the salesman who gets next to this
kind of merchant finds the kind of audi-
ence he has been hungering for. All the
merchant wants to know is, has the arti-
cle genuine merit? and if that question
can be answered in the affirmative, then
the salesman has secured the entering
wedge for which he has worked. The
interview lasts from 30 minutes to

A Drop In
Maple Syrup

Compound
See Advertisement of
Canada Maple Exchange

Dried Apples

8hipments Bolicited
Settiements Prompt

W.A. GIBB COMPANY
HAMILTON
JAMES BOMERVILLE Manager

Highest prioe pald for

DRIED APPLES

O. E. ROBINSON & CO.

Ingersoll - Ontario

Would yeu like our Woekly Cireular?

e
——————

Lemon Bros.

Owen Sound, Ont., and Sault Ste. Marie
Wholesale FRUIT, FISH and PRODUCE
Commission Merchants, and

Dealers in HIDES, WOOL and RAW FURS
- - e
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| “Brunswick”

Brand

Pure

Sea Foods

Sea Foods, owing to the greater
packing, are growing in popularity each season. Are YOU getting your
share of this profitable trade? No line gives the same satisfaction as
“BRUNSWICK BRAND"---the brand with the natural fish flavor

care given to their selection and

Look to your stocks! The profit is a “well-worth-while” one!

Here’s the full line:
’{ Oil Sardines Kippered Herrings Finnan Haddies
'+ Mustard Sardines Herrings in Tomato Sauce Clams, Scallops

CONNORS BROS., Limited

Black’s Harbour N.B.

AGENTS—Grant, Oxley & Co.. Halifax, N S.: C. H. B. Hillcoat: / d :
Sydney, C.B.;: J. L. Lovitt, Yarmouth, N.S.: Buchanan & Ahern. f J
Quebec; Leonard Bros., Montreal: A.W. Huband, Ottawa: \
C. DeCarteret, Kingston; James Haywood, Toronto: Chas, ' # CONNORS BROS €
Duncan, Winnipeg: Shallcross, Macaulay & Co., Calgary, Alta., \ o5 p SaRBeSk b Lo

J. Hariey Brown, London, Ont.;: Johnston &Yockney, Edmonton.
Alta.

Canapran

ProvincE

ABLE BTTER.

A

The quality of this famous brand of
Butter is uniformly good.

It is always sweet, always fresh, and
always delicious.

BLUENOSE BUTTER keeps good
in any climate, and is invaluable to
hunters, travellers, prospectors and
the like.

Every can sold means another per-
manent customer for you.

How is your stock ? See to it to-day!
PACKED BY

SMITH & PROCTOR

Halifax, N.S.
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three hours—sometimes half a day—for
this kind of merchant wants to know all
about it; and sometimes the buyer will
try the article himself; then buy a
sample lot of a few pounds or packages
and give it to his managers, relatives and
friends to try ecarefully before he will
stoek it and push it.
Why it Has to Go.

And here is where 1 get my text
“IT’S GOT TO GO!”’ for it was just
such a eity merchant who recently took
on a new article of merit, after he had
exhaustively gone over the proposition.
It was perishable: a new item to him
and his trade: something the users must
vet aceustomed to and a good deal of
edueation was ealled for. The first lot
was reeeived shorily before the Christ-
mas rush and, for want of knowledee
and becanse he was erowded with busi-
ness, the merchant lost part of the ship-
ment. When the salesman ealled again.
he found the merchant as eourteons and
urbane as ever, but very busy; and the
word was: ‘“I cannot go further with
that matter now .as I am too busy; but
vou ecome in again after Christmas. and
we shall take it up together. And I am
coing into it more thoroughly than ever
at that time, for when T take it up again
it’s GOT to go!”’

EKnows His Selling Power.

That’s the right idea. That man will
SELL anything he takes up. He knows
his selling power, and uses it. His at-
titude is the one I wish T might instil
into every grocer. for it would be his
salvation.

The commonest question any seller has
to answer to the average retailer is:
“Will it sell?”” Salesmen are often
tempted to say: ‘‘Certainly it will!”’
and any number vield to the tempta-
tion because theyv feel forced to vield.
They must say something to stir np the
inertia of the average retailer or they
would many times miss making their
quota of sales—that is, many of them
would do that. There are salesmen and
salesmen. Some can state the faets and
give the true impression and yet sell
goods, just as some merchants are sne-
cessful: hut there ic little to choose he-
tween the average merchant and the
average salesman. The true salesman
answers: ‘‘No: nothing ‘will sell’-
YOU must SELL IT.”” Then he has his
work ent ont for him to show the grocer
that really nothing that is worth while
selling will sell itself.

Attitude of the True Merchant.

The trne merchant approaches everv
buying problem with his mind ahsolutely
open. He takes up the points of the
offering and stndies them ecarefully, giv-
ing due attention to all the salesman
tells him. Tf£ the proposition is an en-
tirelv new one to him, he takes time
enough to 2o over it 30 as to get it all.
and then he takes more time to think
it over to be sure he has missed nothing:
but, after that, if the artiele appeals to
him as a man and a merchant, he takes
it uwp unhesitatingly and pushes it to
the front. The true merchant likes to
be ahead of demand; to anticipate de-

e o e e ———— ——

THE CANADIAN GROCER

velopments in new foods; to lead in
such developments rather than to follow
the lead of others. Thus the true mer-
chant makes money while the one who
‘“lets others do the educating of the
publiec and try out new things’’ merely
drops in at the rear and never has any-
thing but the ‘‘rezular line’’ suech as
one can find anywhere. Thus, too, the
true merchant, through exereising his
SELLING POWER, skims the eream of
the profits on new articles while that
cream is rich and thick. Later on, when
the articles have become established so
that they “‘sell themselves,”’ which
means, when anybody ean sell them, he
enjoys a readier sale through having
been first on the ground. He is up-to-
date: ahead of the proeession; noted for
being ““different.”” And that is all well
worth while.

Be a careful buyer. Study proposi:
tions thoughtfully. No part of vour
business ean bear slighting. But. when
your own good judgment tells you that
a thing is a ‘““comer,”’ take it up and
then go about its SELLING with the
motto: “It’s GOT to go!

THE CLERK'S INGENUITY.

“Pedro, T owe about three thousand
franes,” said a Parisian grocer to his
shopman.

“Yes, sir.”

“T have two thousand francs in the
safe, but the shop is empty: I think
it is the right moment to fail.”

“That’s just what I think.”

“But I want a plancihle nrbnes ¢
my creditors. You
brains ; think the n
and to-morrow mon

The clerk promisec
fully over. On ente
morning, the erocer i
the monev gone, and
which ran as follow
the two thousand fra
America. It is the t
give to vour ereditor

A recent report of
Department of Agric

The
Ch

58

the crops of corn, rice, and eranberries
are heavier than usual, but potatoes,
grapes, apples, oranges and peanuts are
below the average.

Tell Your Customers
That

SHAMROCK

BiIa PLUG

SMOKING TOBACCO

When cut never dries up or

becomes hard. The leaves
are so firmly packed that the
plug remalinsfresh and molst

A Drop in
Maple Syrup

Compound
See Advertisement of
Canada Maple Exchange

CLAY PIPES

l None equal. Insist upon McDougall's

[}

|
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THE CANADIAN GROCER

ALL grocers should
carry a Full Stock of
Royal Baking Powder.

It always gives the
greatest satisfaction
to customers, and in
the end yields the
larger profit to the
grocer.

Absolutely Pure
The only baking powder
made with Royal Grape
Cream of Tartar

No Alum,No Lime Phosphate
THERE IS NO SUBSTITUTE

Tuckett’s

Orinoco

Tobacco

NO BETTER
JUST
A LITTLE MILDER
THAN

TucKkett's Myrtle Cut Tobacco

WHICH HAS THE LARGEST SALE IN CANADA,

TUCKETT LIMITED

Hamilton,

Ont.
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Classified Advertising

Advertisements under this beading, 2¢. per word for
first insertion, 1c. for each subsequent insertion.

Coatractiens count as one word, but five figures (as
$1,000) are allowed as one word.
nces to cover cost must accompany all
in no omse canthis rule be overlooked.
Advertisements received without remittance cannot be
acknowledged.

Where replies come to our zare to be forwarded five
cents must be added to cost to cover postages, etc.

AGENTS WANTED.

N OLD ENGLISH FIRM of Cocoa Manufactur-
ers are open to appoint a good firm of Commis-
sion Agents or wholesale grecers as agents for

the Province of New Brunswick. The firm’s products
are already known in New Brunswick. When apply-
ing pleass give references. Box 47, CANADIAN
GROCER, 88, Fleet St.. London, Eng. (52)

WANTED A manufacturer’s agent in each of the

Provinces of Canada to represent a high grade

Fluid Beel. Address, OXVIL, 309 King St. W,
Toronto. (1p)

BUSINESS CHANCES.

TO RENT—A handsome new building in Brant-

ford’s business centre; two large modera stores,
well lighted. high ceilings, easy terms. Apply

UNION REALTY CO., Brantford. (52)

COMMISSION LINES WANTED

WANTED by a responsib’e, energetic firm about to
open an agency business in Calgary, lines on
commission, or will buy outright if necessarv.
Ad iress Room 37, Herald Block, Calgary, Al(bleru.
p)

WANTED.

ANTED —Second-hand meat slicer. Address Box
370, CANADIAN GROCER, Toronto. (52)

MISOELLANEOUS.

DDING TYPEWRITERS write, add or subtract in
one operation. Elliott-Fisher, Ltd., Room 314
Stair Bullding, Toronto.

CUURATE COST KEEPING IS EASY if you
have s Dey Cost Keeper. It automatically records
actusl time spent on each operation down to the

iecimal fraction of an hour. Several operations of
jobs can be recorded on one card. Forsmall firms we
recommend this as an excellent combination—em-
ployees’ tim= register and cost keeper. Whether you
employ a few or hundreds of hands we can uuwly you
with a machine suited to your requirements. rite for
catalog. International Time Recording Company of
?llldl. Limited. Office and factory, 29 Alice Street,
oronto.

BY paying a small amount each month you can buy
a first-class rebullt Typewriter from us at bargain
prices. Stock-takingis only s month away. We
do not want to carry any of these machines over. We
can give you any make. The Monarch Typewriter Co ,
Limited, 98 KingStreet West, Toronto.

BUCKWHEAT Flour guaranteed pure and unsur-
passed by any mill in the Province. T. H.
Squire, Queensboro, Ont., solicits your orders.

COP!LAND-CHATTERSON SYSTEMS — Short,
simple. Adapted to all olasses of business.
Copeland-Chatterson-Crain, Ltd., Toronto and
Ottawa. ()

THE CANADIAN GROCER

MISCELLANEOUS,

BOON TO EVERY GROCER. A perfectly rell-
able fountain pen Is to be found in the Beaumel
“Rival” Pen. Easy to fill, non-leakable, and

writes with exceptional smoothness. Gold nibs of
thicknesses to suit every style of handwriting. Guar-
anteed In every respect. Sold by all stationers, A. R,
MacDougall & Co., Canadian Agents, Toronto.

OUNTER CHECK BOOKS—Write us to- dly for
samples. We are manufacturers of the !

WAIIHOUS! AND FACTORY HEATING SYS.
MS. Taylor-Forbes Company, Limited.
Su”lled by the trade throughout Canads. (tf)

YOU don’t buy a National Cash Register-—it pays for

itsell. Saves money. Prevests mistakes. We

can prove it. Natiosal Cash Register Co., 288
Yonge Street, Toronto.

——— —

TECHNICAL BOOKS.

Surety Non-Smut duplicating and triplicating
Counter Check Books, sand single Carbon Pads in
all varieties. Dominlon Register Co., Ltd,, Toronto,

OUBLE your floor space. An Otis-Fensom hand-
power elevator will double your floor space, en-
able you to use that upper floor either as stock

room or as extra selling space, at the same time In-
creasing space on your ground floor. Costs only $70.
Write for catalogue *'B.”” The Otis-Fensom Elevator
Co., Traders Bank Building, Toronto. «n

GRY BUSINESS SYSTEMS are devised to suit
every department of every business. They are
lebor and time savers. Produce results up to the

requirements of merchants and manufacturers. lo-
quire from our nearest office, Egry Register Co.,
Dayton. Ohio; 123 Bay St., Toronto; 258 ‘a‘ Portage
Ave., Winnipeg: 308 Richards Sl..V-ncouver

ET THE BUSINESS—INCREASE YOUR SALES.
Use Maultigraph Typewritten Letters. The
Multigraph does lblolnlely every form of print-

ing. Saves you 25% to 75% of your printing bill.
Multigraph your Office Forms; Letter-heads : Clircular
Letters. Write us. American Multigraph Sales Co..
Ltd., 129 Bay St., Toronto. (tn

F YOU have been afflicted with one of those foun-#
tain pens that won’t write when you want It to, or
leaks when you don’t want it to, give it away to one

of your poor relations and buy a Moore Non-Leakable

Fountain Pen and you will be happy. Consult your

gulo;er. W.J. Gage & Co., Toronto, sole agents for
anada.

NDISPENSABLE in office, store, home — Canadian
Almanac, 1911 —a National Directory. Complete
classitied information on every subject of Domin-

ion interest., Full postage, customs, banking, insur-
ance, legal, educational, newspaper, sarmy, clerical,
governmental, particulars of lesding institutions and
societies. Paper cover, 80c.; cloth, leather back, 75c.
All stationers, or sent postpaid on receipt of price by
The Copp-Clark Co., Ltd., Toronto.

KAY S FURNITURE CATALOGUE No. 306 con-
tains 160 pages of fine hall-tone engravings of
newest designs in carpets, rugs, furniture, drap-
eries, wall papers and pottery with cash prices. Write
for a copy—it’s free. John Kay Company, Limited,
38 King St. West, Toronto.

system of reinforced concrete work—as success-
ully used in any of Canada’s Iupul buildings—
gives better results at lower cost. “ A strong state-
ment” you will say. Write us and let us prove our
claims. That's fair. Leach Conerete Co., Limlited,
100 King St. West, Toronto.

MODBIN FIREPROOF CONSTRUCTION. Our
f

OUR NEW MODEL isthe handiest for the grocer,

operated instantly, never gets out of order. Send

for compiete sample and best prices. The Ontario
Oftice Specialties Co,, Toronto.

HE " Kalamazoo” Loose Lea! Binder is the only
binder that will hold just as many sheets as you
actually require and no more. The back Is flex-

ible, writing surface flat, alignment perfeet. No ex-
posed metal parts or complicated mechanism, Write
for booklet. Warwick Bros. & Rutter, Ltd., King and
Spadina, Toronto. (tn

COUNTBI CHECK BOOKS—Especially made for
the grocery trade. Not made by a trust. Send us
samples of what you are using, we'll send you
prices that will interest you, Our Holder, with patent
sarbon attach: t has no equsal on the market. Sup-

les for Binders and Monthly Account Systems.
usiness Systems Limited, Manufacturing Stationers,
Torosto,

HE METAL REQUIRED Iin s Modern Concrete
Bullding. Our special facilities enable us to
produce at minimum cost Concrete Reinforee-

ments, Fenestra Steel Sash, Automatic Fire Shutters
and Steelcrete Metal Lath. Complete stock, quick
delivery, Before deciding write us for catalogue and
rices. Expanded Metal and Fireproofing Co., Ltd.,
raser Ave,, Torontn, (tn

60

ALES PLANS—This book Is s collection of 333
successful plans that have beem used by retall
merchants to get more business. These include

Special Sales, Gml-&l'lolllhy Business, Co-operative
Mlur!lollg. Money- lkll‘ Ideas, Contests, ete,
Price $2.50, postpaid acLean Publishing Co.,
;cehllul Book Dept., 143-149 University Ave.,
oronto,

ANADIAN MACHINERY AND MANUFACTUR-
ING NEWS, $1 per year. Every manufacturer
using power should recelve this publication -

larly, and also see that itis placed in the hands of
engineer or superintendent. Every lssue is full of
practical articles, well calculated to sy, t economlies
in the operation of a plant. Condensed advertisements
for ** Machine: Wuud *” lmserted free for l-bnrlbm
to the GROC * Machinery for Sale” advertise-
ments one cent nr word each insertion. Sample copy
onrequest. CANADIAN MACHINERY, 143-149
Uanlversity Ave , Toronto.

PERIODICAL DEPT.

THE BUSY MAN’S MAGAZINE is the most popu-
lar periodical of its kind. Why? Because each

issue contains a strong list of original articles of
interest to every Canadian. It also reproduces the
most timely, Instructive and interestingarticles appear-
ing in the other magazines and periodicals of the
month. Thecream of the world's periodical press Is
too valuable to overlook. BUSY MAN’S is on sale at
all news-stands. Better still, send $2 for one yea
subscription. Mail it to-day. The Busy Man’s Ma,
ine, Toronmto.

Coffee, Its History,
Classification and

Description
By Joseph M. Walsh

This is the most exhaustive, inter-
esting and instructive book ever pub-
lished on Coffee. Itisattractively written
and richly illustrated, and should be
read by all who deal in or use Coffee.
The contents include,

Cultivation and Preparation.
Comm_eﬂ.:ial Classification and Des-

cription.
Adulteration and Detection.
Art of Blending, Preparing, etc.
This work, written by one of the
greatest authorities in the world upon

the subjects of Tea and Coffee, will be
mailed to you ponstpaid on receipt of

$2.00

IT WILL PAY YOU TO SEND AT ONCE.

MacLean Publishing Co.

Technical Book Department
143-149 University Avenue, Toronto

iz
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QUOTATIONS FOR PROPRIETARY ARTICLES

Powder
Diamond W. H. GILLARD & CO
1-1b. tins, 2 do: in case.

glb tins, 3
1b. tins, 4 - i
IMPERIAL BAKIN
Bizes.
10c.
6-0z.
12-0z.

Ontario and Qnehe« Prices.
Cases. Bizes Perdosz

6 dozen  b6c. $0 50
4 075
4 :: 100
S 1%
g - 18
i 3%
g * 23
g 500
; ‘: 60z it
1 - « | Percase
e } $6 00

lpadnl dheount of 5 per cent. allowed on five
cases or more of “Magic Baking Powder.”

ROYAL BAKING POWDER
Bizes. Per Doz.
$0

Barrels When packed in
barrels one per cent. dis-
count will be allowed.

WHITE SWAN SPIOBS AND OEREALS LTD.

White Swan Baking Powder—1-1b. tins, 3-
doz. in case, $2 doz.; }-1b. tins, $1.25 doz.;
$-1b. tins, 80c doz.

FOREST CITY BAKING
POWDER

6 oz. tins
12 oz. tins
16 oz. tins .

Cereals

WHITE SWAN BPICES AND
OEREALS, LTD.

‘White Swan Breakfast Food
2 doz. in case, per oase

n‘:xmll'ood.l-dos.ln

case, per case $4.80.
White Swan Barley
Crisps, per doz. $1.

White Swan Self-rising
Buckwheat Flour, per
dozen $1.

White Swan Belf-rising
Pancake Flour, per
dozen $1.

‘White Swan Wheat Ker-
nels, per doz. $1.40.

White Swan Flaked
Rice, per dozen $1.

Whte Swan Flaked
Peas, per dozen $1.

DOMINION OAN!PI LIMITED

et et DO DD et bt

RESRE RI3558 38

°°°¥ B0 bt bt B0 bt

E5=s

Blue > Oondensed Milk
Keen's Oxford, per lb.................. 017 BORDEN'S CONDENSED MILK 0O.
In 10-box lots or case...... . 018 Wm. H. Dunn, Agent, Montreal & Toronto.
Doz.

Gillett's Mammoth, 3-gross box. Ouel.
Eufle Brand Condensed Milk.... $6 00 1 50
Chocolates and Cocoas a Beal Condensed Milk...... 45 115
THE OOWAN ©0., LIMITED Challenge Condensed Milk...... 400 100
Peerless Brand Evaporated Cream

COocoa—
five cent size (4 dozen)........ 200 050
W ir”"’“ﬂ" I-ib. o 50 Pee;lenannd Evaporated Cream e
¥ IRy 880 . o co0e ornsin sves 09%
/ Por(ection. #ib. 4 [Peerless Brand Evaporated Cream
pint size (4 dozen)

Peerle::’Bnnd Evaporated Cream

elb.... .... 018
London Pearl, per Ib........... 022
special quotations on Oocoa in bbls.

kegs, eto.

Unsweetened Chocolate— Per lb.
Supreme, §'s & 1's, osi-.l!-lb bxr. 0 35
Perfection chocalate, 30c size, 3 dozen

box . ..o 180
Perfection Chocolate, 10c size, 3 and 4 o

.. TRURO CONDENSED MILE CO., LIMITED
Jersey” brand evaporated cream
per case (4dozen)...... ..........

Bweet Ohocolate—
Quunnbuemhwdh,ulb bu. 50
**Reindeer” brand, per case (4 dozen) 5 00

porlb sesassenee .

Sueen 's Dessert, 68, 13-1b. boxes

anilla, $-1b., 13-1b. boxes, per lv

'arisian, 8' ses sesssanran s
E '|hboxu, per 1b.

s, 1 boxes, per lb....

“ i " teas

Leings for cake—

white, pink, lemon, orange,
llm::'.m and cocoanut cream, in

oeooﬁeg
neEgne~

#1b. pkgs., in box, per dozen 0 90
Confections— er 1b.
Mulk chmhbso_l:d&n. 5-1b. boxes.. gﬁ
Maple buds, 5-1b. boxes.... .... ....
Chocolate wafers, No. 1, 5-1b. boxes 030
Chooolate wafers, No. 2, = 035
Nonpareil wafers, No. 1, - 030
Nonpareil ers, No. 3, o 035 EBY, BLAIN CO. LIMITED.
e R S dion pov 1on.. 1 35 Roasted whoyCh0dsrd Coffees
chooo] dles, .. 2oasted whole or d. Packed inda
Milk chooolste, 50 cakes, per box.... 135 )proof{;:(;nand ll?lcs e tn ey

EPPS'S. Club House. . 80 32 Ambrosia...... 025
ents, C. E. Colson & Son, Montreal. 030 Pla s
In ﬁ and 1-ib. tins, 14-1b. boxes, - ey Bourbon § 30

018
037 Crushed Javaand Mocha whole. 0 17
JOHN P. MOTT & Co.’8. s
R. 8. McIndoe, agent, Toronto ; AnhurM
Loucks, ogum A 'I"lt‘ylor, Montreal ; (: "
E. Huxley, peg ; Persse, Ca Gold Medal, 1 and 2 Ib. tins, who
gary, Alta.; Shndard Brokerage Co., Van- ground.. ... -isnes o
couver, B. 0 G. J. Estabrook, 8t. John N.B. Cafe, Dr. Gourmet's, 11b. fa:
o e 030
German Dandelion,  and 1 1b. tins,
OB, | i e 022
English breakfast, 1 1b. tins, ground 0 18
WHITE SWAN SPICES AND CEREALS LTD.
White Swan Blend.

Package Coffees.

Elite, 10c. size
(!urcookmz)

1-lb. decorated
tins, 32¢ 1b.

Mo-Ja, {-lb. ting
30c. 1b

Moct s breakfast cocoa, 10c size 90 per dz.
bmk(ut cocoa, i_s ............ 0

b \o l chocalnt,e, iﬂ

Na 2
Mo-Ja, 1-1b. tins

V. amlls sticks, per gross. 4

* Diamond Chocalate, }'s. 0 24 Seih.

** Plain choice (hocalate, hqum’\ 0 3

‘* Bweet Chocalate Coatings...... 020

b COFFER Nt

T8t @0SIET Qatie Lo

Mo-Ja, 2-1b. tins
28c. Ib.

wu.rl§ B?l:ll &hco§ LIMITED.
Premium No. 1 chocolate, { and § 1b. cakes,
35c. 1b.; Breakfast 13, ."‘ and 510 C:if:;,den Epicures—1-1b. fancy glass jars, per
tins, 41¢. 1b.; (:erm-nuweetc ocolate,§and (Cafe I'Aromatique—I1-lb. amber glass jars,
e T e N L

chocol an es, X8., 1b. i i bl g10 doz.
Atos chooolate, § 1b, oakes, 3lnd61b Presentation (with 3 tumblers) per doz
bxs., 32c. 1b.; Vanilla sweet chocolate, i-lb. —

cskes. 6 1b. v.lnn. 44c. 1b.; Falcon cocoa (hot

or cold nodA ) lslltt’m tins, :'-3829c Ib.; Oracked
cocos, bags, Caracas
tablets, 100 Bl cled sur por box $3.00° T
above quomuom are f.0.b. Montreal.

Cocoanut
CANADIAN COCOANUT CO., MONTREAL.
Packages—5c., 10c., 20c. and’ 40c. packages,
packed in 15-1b. ahd 30-1b. cases. Per Ib.

THOMAS WOOD & Co.

“mlc Edge in 1-1b.

l.ms ............ 032
Canadian Souvenir
11b fancy litho-

graphed canisters 0 30

Cheese.— Imperial.
Large size jars, doz.. 8 35

1b. es, assorted, in 5-b. boxes 0 29
ilb p::xlk(:ges. assorted, 5,10, 151b cas 0 30
B

In la—lb tins, 15-1b. pails and 10, 25 and 50-1b.
boxes. Pails. Tins. Bbls.
te moss, fine strip 0 12 o1 017

dded 01 s,

Desicated . 016
White Moss in 5 and 10 1b. ;qlure tm!. 2lc.

WEITE SWAN SPICES AND CEREALS LTD.
‘White S8wan Cocoanut—
Featherstrip, pails................... 015

FUSSELL& CO.,LTD
London, Eng.

‘‘Golden Butterfly’
brand Cream, 8 doz.
10c. size, cases $7.70

““Golden Butterfly"
brand Cream, 8doz.
15¢. size,cases $11.50

Coffee

’ H
22 32 23
oo oo o9 &
=2
Ta
EERF R
cocooco B8
s=223 ::és
-
xE
= s =222 2%
<] 12

Confections
IMPERIAL PEANUT BUTTER
Small, cases OB S i S

Medium, cases dozen.
Large, cases 1 dozen.....
Tumblers, cases 2 dozen .
251b. pails.....ccc0c0nnencnen

Coupon l!ooks—Amlon (]
For sale in Canada by The Eby Blain Co. Ltd.
Toronto. C. 0 Beauchemis & Fils. Montres|
3, $5, $10, $15 and m
All nme prioe one gize or asso
UN-NUMBERED
Uncer 100 bocks......c00 oo eeeses..€ach 04
100 tooks and over . .
500 ' ooks to 1000 books ... .03
For numbering cover nnd ‘each oonpon
extra per book 4 cent.

Infants’ Food
Robinson’s wtem buley.
-1b. tins, $1.25; 1-1b. tins,
.25 Robmwn! p&wnt
groats, }-1b. tins, $1.25; 1-
Ib. tins, $2.25.

Flavoring Extracts
SHIRRIFF'S

:.)oz. (all flavors) doz. } 00
A o i 75
me oo > 0aw
5 o “ “ 375
g . “ 55)
16 ** 0 ‘1060

Discount on application.
CRESCENT MFG. CO.

Mapleine Per doz
2 oz. bottles (retail at 50c.)...... ..... 50
4 oz. bottles (retail at %0c.). . ... 680

8 oz. bottles (retail at $1.50) .
16 oz. bottles (retail at $3|
Gal. bottles (retail at $20)..

BATGER'S WHOLE FRUITSTRAWBERRY JAM
Agents, Rose & Laflamme, Montreal and
Toronto.

1-1b. glass jar, screw top, 4doz., perdoz. $3 20
T. UPTON & CoO.

Compound Fruit Jams—
12-0z. glaas iars, 2 doz. in case, per doz.
2-1b. tins, 2 doz. in cue, per
5and71b. tin pails, 8 and
- o((::jnt.e, lb... e
W € pails crate, per Ib...
30-1b. woodpllh perlb................
Compound Fruit Jellies—
12-0z. glass jars, 2 doz. in case, perdoz..
2-1b. tins, 2doz. ineue, rlb:........
7-1b. wood pails, 6 pails i.ncnu, perlb.
30-1b. wood pails.....coiiiiiiiiiininns
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ALWAYS RIGHT. #ist:

Stove Polish is just right every time you sell it,
and the boxes are always filled full. You have
no complaints coming after you pass it over your
counter. Why not make friends for yourself as
well as for us by selling the stove polish which
always pleases the housekeeper? That’s SUN
PASTE. Just push it and see them come back
for more.

Canton, Mass., U.S.A.

You can make sure of earning the
goodwill of the ladies if you sell them

BLACK KNIGHT

STOVE POLISH

It will not stain the hands, and pro-
duces a lasting, brilliant shine in a very

short time.

Keep a generous stock of this profitable
tine and push it hard.

F. F. DALLEY CO., Ltd.

HAMILTON, CAN. BUFFALO, N.Y.

REVIEW NUMBER

The Fourth Annual Statistical
Review Number of

" 3
The Financial Post
OF CANADA
will be issued January 7th, 1911.

Everyone interested in business or investments in
Canada should procure a copy.

Prominent Bankers and Business Men will con-
tribute review articles and will comment on the fin-
ancial and business outlook. There is no better
indicator of business conditions in Canada than THE
FINANCIAL POST.

There will be special articles of interest to inves-
tors upon Municipal Affairs, Mining Stocks, Industrial,
Transportation, Bank, Telegraph, Light and Power
Stocks, Bonds, Real Estate, etc.

SECURE A COPY AT YOUR
NEWSDEALERS OR WRITE US.

Address
The Financial Post Subscription price
TORONTO $3.00 per year.

Branches:—London, Eng., New York, Montreal,
Winnipeg and Vancouver.

MOLASSINE DOG andPUPPLY CAKES

are entirely different from all
others and are quick sellers.
If you are stocking Dog Foods,
write for particulars and free
samples; I will interest you.

SOLE IMPORTER:

ANDREW WATSON
81 YOUVILLE SQUARE, MONTREAL

Tea Lead,

Best Inocorrodible

“Pride of thelsland”

Manufactured by BHANS
ISLAND LEAD MILLS LIMITED,
Tol. Address: “Laminated,” London. LIMEHOUSE,
A.B.C, Codes used 4th and 5th Editions. LONDON, K., ENQ.

Onnsdisa sgeote ALFRED B. LAMBE & 80N, TORONTO,
J. HUNTER WHITE, ST.JONN, N.B.
OBOIL T. GORDOXN, IO.’IIAL

The GENU
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BROOMS are DOWN

We Make Brooms of Quality
Be Sure You Get Them

Walter Woods & Co.

- Hamilton and Winnipeg

_/

g Gt

&M ¢ Stree
LONDON.E-C

—contain about 8 per cent. only.

REAL TRUE CREAM AT LAST

Mr. A. McGill, the Chief Analyst to the Inland Revenue Department of Canada, wrote in Bulletin 144, as far back a8
under date 3rd June, 1908 :—* The word ‘CREAM ' is largely used to designate condensed milk
SH .ULD BE MADE ILLEGAL. As a matter of fact, these so-called ‘creams’
sugared condensed milks, and many of them are distinctly poorer. Among the samples examined ONLY ONE (No. 25628
which contains 25.20 per cent. of fat) 18 ENTIU'LED TO BE CALLED CREAM."

This one sample was prepared by FUSSELL & CO., Ltd, LONDON AND NORWAY.

FUSSELL’S “°*‘°3aivo """ CREAM

Is REAL CREAM and contains from 25 to 30 per cent. milk fat.

Samples and particulars of :—The W. H. Malkin Co., Vancouver, for British Columbia, Yukon and West Alberta,
C. Fairall Fisher, 22 St. John St., Montreal, for Quebec. W. H. Escott. 137 Bannatyne Avenue. Winnipeg for Manitoba.
Saskatchewan and East Alberta. The Harry Horne Co., 309 King St. West, Toronto, for Ontario. J. W. Gorham| &_Co,
251 Hollis St., Halifax, for Nova Scotia. W. A. S8imonds, 8t. John, for New Brunswick, or} 2

FUSSELL & CC., LTD., 4 Monument Street, London, Eng

are not any richer in milk fat than

Condensed milks~the so-called ‘' Evaporated Creams

This is incorrect and

17

Jolly Powders

IMPERIAL DESSERT JELLY

WHITE SWAN SPICE
AND OEREALS, LTD

White Swan, 15
flavors. 1 doc. in
handsome counter
carton, per doz., 90c.

ey
Lets

D
N
Y
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N
\

N. K. FAIRBANK 00. BOAR'S HEAD
LARD COMPOUND.

Licorice
NATIONAL LIOCORICE OO0
5-1b. boxes, wood or

Tar licorice and tolu wafers,
per can.. . s»

wguoowmm

ON »osen oo~
@ BIZ EIERS

* Purity " licorice, 10 sticks. .
- . 100 sticks

Daule, large cent sticks, 100 in
Lye (Concentrated)

GILLETT'S
PERFUMED LYE
Ontario and Quebec
Prices.

Per case
1caseof 4 doz §3 50
3casesof 4¢doz 3 40
5 onses ormore 3 35

SHIRRIFF BRAND
** Imperial Scotch "—
1-1b. glass, doz...
2-1b. glass, doz...

1
2
AP
7-1b. tins, doz. .. 7

*S8hredded"—
1-1b. glass, doz... :l‘
8

2-1b. glass, doz...
7-1b. tins, doz. ...

REE KKBH

ST. CHARLES OeN
DENEING 00
PRICES:

‘8&- Charles Cream.

amily size, per;
AT 1 '
Baby size, per
Ditto, ; i.
g
Good Lack. ... 4.00
Mustard
oouul: OR KEEXN'S
'er doz.
D.8.F., }1b. tins 1 40 F.D.. §-Ib. tmfuld%
»” tins 2 50

-1b. Per jar
-1b. tins 5 00 Durham, 4-Ilb. j

ED.3b b 0% i

IMPERIAL PREPARED MUSTARD
dozen

-Ib. jar 0 25

Small, cases ¢
Medium, cases 2 dozen. ggdorn
[Am,cuuldonua..- ----- ol *

Sauces
PATERSON'S WORCESTER SAUCE
cases, dos 0 90

ST o g

OCOW BRAND
Oase of 1-1b. contain-
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COFFEE

Fragrant, Pungent, The Choloest of the
Deliclous ! Choloe.

Imported and Roasted by

THOMAS WOOD CO., LIMITED
No. 428 8t. Paul 8t. Montreal

Edwardsburg No. 1 white, 1-1b. car. 0 10
BRANTFORD STAROH g).ln. LIMITED

laundry

Btarches—
Oanada Laundry, boxes of 40 1b .

For sale by all grocers.

A. P. TIPPET & 00., AGENTS

Ontario and

oc wooooOoo
8S SZSSESS

006
0 (5)

Green Label, l.u and §'s....... §
CANADA FIRST Red Label, §s ... ...........
BRAND
The Aylmer Con- LAPORTE, MARTIN & CIE, LTD.
densed Milk Japan Teas—
OCo., Ltd. Victoria, half case, %0 1bs. . ...... 025
C lPrm(‘w Louise, 51" cage 80lbs 019
Per ‘eylon Green Teas—Japan style—
c.,..a.m,.;c"' Lady cases601bs,......... .... 018
Evap.Oream = Duchess, cases 601bs............ 019
family size.. 3 50
Canada First
Evap. Cream

mediua size 4 8)
Canada First Evaporated Cream, hotel

6a size, gross, $2.40.

» g R
(5, 10 and 20 1b. tins have wire handles
Beaver Brand Maple Syrup. ase

: 1b. tins, lﬂ doz in case $ 50

Brown Label, 1'and {s........

Blue La/ ptai b
Beoan Lot i ue Label, retail at 30c

Green Label, retail at 40c
R d Label, retail st 50c
Brown Label, retail at
Gold Label, retail at 80c....

cceco
LS

BLUE RIBBON

3 TEA CO., N 00
MONTREAL N—  a1d 400 Packed
in §-Ib.
Whoksals Retail or: L'“lim All grades—either biack, green
Yellow Label, 1's .02 025
- - i r‘{e"" llﬁb'iL ' 8 'ﬁ 0 g Cream Tartar.
tove Polish er reen bel, . 0 . 9 .

Rising Sun, No. 1 cakes, } & gre. bxs $8 80  Blue Lavel, T's and ) .03 035 SALANIES TBAI TRWEAR.

Rising Sun, No. ,gross boxes.. 450 Red Label, 1's, §'s, $'sandj's 0 30 0 40 Ontario and Quebec Prices.
No. 5 Bun i’m. gross boxes. ........ 540 White Label, 1's, {'s and 's. 0 35 050 Per doz
No. 10 Sun Paste, § gross boxes... .... 900 Gold Label, 1's and &'n ...... 042 0 60 1b. paper pkgs.,4doz. incase. ........ 90
Purple Label, isand {'s .... 055 080 b. paper pkgs., 4 doz. incase. ... ... 180
Embossed, isands...... 070 100 Per case

4 doz. }1b. paper pk,
$dox. lb_;p.‘,gh:}m ..... 12

‘er do:
#1b. cans with screw covers, 4 dos. in

onse
14b. cans with screw covers, 3 doz.
case

BRpBEESorats IoPes RS HEEES oo B
" & l;e;)lb
B-1b. 8q. canisters, j dox. incase.....
10-1b. wooden boxes. . 027%
25-1b. wooden pails (¥
JAMES DOME BLACK LEAD 1001b. kegs. ..... 0325
2a size, gross, $2.50 880-1b. barrels .09

Syru

EDWARDSBURG STARCH CO., LTD,

“Crown " Brand Perfection Syrup Wholesale Retall
Barrels, 700 1bs.......... 0 03§ per1b. Piok Label 1's and §s 80c. 40c.
- 0 o Gold Label 1'sand §'s 86o. 50c.
0 Lavender Label 1'ssnd §'s 430 80c.
130 each  Green Label 1's and §'s B0c. 5e.
170 Canisters
Lily White Corn Syrup. Gold Tins, 5's 35. 176  S50c. 3.60
Plain tins, with label— Gold Tins, 3's 85¢. 1.05  50c. 1.50
21b !..im. 2doz._ln case 88c. 50c.

MELAGAMA TEA Per doz

H.P. 8auce, packed in cases of 3 doz. §1 90
MINTO BROS., y'p Pickle, packed in cases 2 doz. pts. 3 35
45 Front8t. East H.P. Pickle, packed incases 3doz {-pts 2 2

We pack in60and Tobaoco.
100 [b. cases. All
delivered prices, [MPERIAL TOBACOO COMPANY OF CANADA,

LIMITED—EMPIRE BRANCH.

Ohewing—Black Watch, 6e...... essesesene
Biack Watch, 12s. ... .

0
o s rlh.th 0
o » 1lb,, §s, {s g
0

eecoooeo-'z’
LREZLBIBEE

SEFLEESERTSE2SES

Ontario and Quebec Prices.

Royal Yeast, 3 doz. 5-cent packages. $1 15
Gillett's Cream Yeast, 3 doz. in case. 1 15

s retail at c......
, retail at 2c......

Black Label, 1.db. 9020
Black Label, §-1b. o2

e o A




S LA gt
+
ST

gl

.
v
,’wt’-%&.'g A

o

L MR

{A8 WOOD
0., LTD

Lreal and
peton

AT

dsPrim
ber pound

AT AP
GGG

DF CANADA

N (







