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fHB CANADIAN GROCER

When in

Doubt

Buy These
Goods

Fry’s Cocoa
and Chocolate

Contains
no injurious drugs, or chemicals, or factitious
flavorings.  Absolutely pure and hence

of greatest strength. Sold and known the
world over as “ strongest and best.”
When in doubt buy ‘¢ Fry's.”

Cox’s Gelatine

The oldest and most reliable
Gelatine produced. Sure in results — quality never varies. The
Gelatine that makes the housekeeper a firm friend of the store.
When in doubt buy ¢ Cox’s.”

Codou’s Macaroni

; Made only from the
real Taganrog (Russian) Wheat. No other wheat produces such good
Macaroni. Not the cheapest, but the “best.”

When in doubt buy *“ Codow’s.”’

a“&
SOLD BY LEADING WHOLESALERS EVERYWHERE
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MANUFACTURERS’ AGENTS

THE CANADIAN GROCER

AND BROKERS’ DIRECTORY.

October 27, 1905

.

QUEBEC, P Q.

BRANDON, MAN.

MONTREAL

GROCERIES FOR THE WEST
We will have & car leaving Toronto and Montreal
about once a month,
Have you got something you wish to ship in
these cars?
We will reship, sell or store for you. Write us.
Wilson Commission Co., Limited

Brandon, Man.

CALGARY.

The Best Salesman

is the Man on tke Spot. Don't Con-
tinue to be Over a Thousand Miles Away
from your Buyer. Communicate with us,
and have your Business Transacted by

reliable Brokers on the Spot.
Excellent Storage Accommodation.

NICHOLSON, BAIN & JOHNSTON
Wholesale Commission Merchants and Brokers
CALGARY, ALTA,
NICHOLSON & BAIN, WINNIPEG, MAN.

CHARLOTTETOWN, P.EI.

HORACE HASZARD

ined and Raw Sugars, Barbados
, Flour and Cornmeal.

. Butter and Canned Goods

EﬁXPORTER of Cheese

AGENT in Csnada and the United States for the
— famons BranyIN TEA

Charlottetown, Prince Edward Island.

HALIFAX, N.S.

E. St. G. Tucker,

West India and General

Commision Merchant

HALIFAX, N. S. CANADA.

J. W. GORHAM ¢&. CO.

JERUSALEM WAREHOUSE
HALIFAX, N.S.
Manufacturers' Agents and Commission Brokers.
WAREHOUSEMEN

Domestic and Foreign Agencies solicited.
ighest references.

HATIILTON, ONT.

Long Distance Phones

OFFICE 715 Housk No. 1556
Norman D. McPhie
BROKER and
Commission Merchant

OFFICE

58 KixG St. E. HAMILTON, ONT.

OWEN SUUND.

J. K. McLAUCHLAN

COMMISSION MERCHANT

Warchouseman, Shipper and Steamship Agent

Owen Sound, . -~ Canada

5 A. J. HUGHES

Wholesale Grocers' Broker, Manufa ‘turers’ Agent
and Jobber,

1483 Notre Dame Street
MONTREAL.

Open for few more foreign and domestic agencies.
Correspondence Solicited. Highest References

H. J. STEVENS
12 BOARD OF TRADE, - MONTREAL

Wholesa'e Brokerage

Beans, Boiling Peas, Flour, Oats

J. T. ADAMSON & 0.

Customs Brokers

Alfred T. Tanguay & Co.,
Commission Merchants
FLOUR, GRAIN, ETC.

QUEBEC, CANADA. .

Correspondence Solicited.

WINNIPZG.

CALCARY STORACE

In a new brick block centrally located.

Dingle @ Stewart

Winnipeg, Man, Calgary, Alb
COMMISSION BROKERS.

REGINALD LAWSON |

MANUFACTURERS’ AGENT and ‘
WHOLESALE COMMISSION BROKER .
UNION BANK BUILDING

and Warehousemen Qorresnondence WINNIPEG, MAN.
21 St Sacrament Street, Montreal JOSEPH CARMAN ’
Tel. Main 778. Bond 28. Wholesale Grocery Broker and Manufacturers’ Agent
; Member Western Wholesale Brokers’ Association
Unii Bank- quc.k, Rooms 722 and 723
TORONTO. Open forsoodw,nn’peg’ M‘:::r.eepondence
Canned CGoods Agency Solicited
W. G. A. LAMBE & CO. |Stuart Watson
TORONTO. o e gt

Grocery Brokers and Agents.

4
\E.!.blilhcd 1885

C. E. KYLE

WHOLESALE GROCERY BROKER
and MANUFACTURERS' AGENT

27 FRONT ST.E., - TORONTO

Highest references. Commissions solicited.

W. G. Patrick & Co.

Manufacturers’ Agents
and

Importers.

29 Melinda St., TORONTO

25,000 cases

canned goods to offer
TOMATOES PEAS
CORN CATSUP

Finest Goods Packed

W. H. MILLMAN & SONS

CROCERY BROKERS
TORONTO

WINNIPEG, MAN.

Highest References. Correspondence Solicited

DO YOU wish to extend your business to this
GREAT WEST COUNTRY ?
WE CAN handle your account
MUTUAL ADVANTAGE.

Correspondence solicited Established over 12 years

GEORGE ADAM & CO.

Wholesale Brokers and Commission Merchants
WINNIPEG, MANITOBA

to our

G. B. THOMPSON

Wholesale Broker and Commission

Merchant
159 Portage Avenue East, - WINNIPEG, MAN.
Cable address, ** CapsTan.”

Storage facilities. Correspondence solicited

CANNED SALMON

1905 PACK

Wire or write us for prices:

Fraser River Sockeye
Skeena River Sockeye

River’s Inlet Sockeye 5
Red Spring S. & -
Cohoes

Humpbacks

Handsome Labels. Quality first-class. Pricesright. We
want the trade of eastern retailers who purchase car lots.

NICHOLSON & BAIN, WINNIPEG,
Wholesale Commission Merchants and Brokers.
BRANCH HOUBE:

NICHOLSON, BAIN & JOHNSTON
CALGARY N.W.T.
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ST. JOHN'S, N.F. W. P. KAUFMANN

B THOMAS B. CLIFT A.,a;;:::;f::::ﬁ;’n:né;?mist THE STN DARD

P23 Broker, Commission Agent, Aucti and Notary Public L .
Commercial Chambers, Water St. Advice regarding processes of manu-
facture and technical applications of

05

i

ST. JOHN'S, N,F.
A warm welcome extended to all Heads of Depart chemlslry.
\ ments and Commercial T'ravellers
v v from foreign countries.
= If you have
o ; VANCOUVER. Money to Burn

Why! Go burn it. There
18 10 times more satis-
factionin burning
mouney than in losing it
in driblets. through
carelessness of clerks,
or disputed accounts.
Who that has ** pass-

E 1 J. McA. CAMERON

Manufacturers and Wholesale
Commission Agent

5 3 Correspondence Solicited gt Sl ot
v d ~ f not had accounts dis-
i Vancouver, B.C. P.O. Box 912 puted and partially re- -
Ib 3 Reference —Bank of Hamilton pudiated ? The best g
way to avoid all com- e * S
¥ plications and misun- (
R VICTORIA, B.C. derstandingsis as . |
Computing Cheese Gutter

N \ : : ;
| Radiger & Janion IF A MAN WANTS CREDIT s PROEITS

. for $10, give him a $10 Allison Coupon Book, charge
ER ’ ) VICTORIA AND VANCOUVER him with $10, and there you are. No trouble at all. IN CHEESE
/ If he buys a plug of tobacco for ten cents, just tear
N MANUFACTURERS' AGENTS and off a ten-cent coupon—that's all. And so on for all 1.—It cuts to accurate weight
. COMMISSION BROKERS glaolwmh;’(fb w;l:%l.l;l(gn olf“t)he_"lrx‘)iék.LONS(;_.PA:(S) 2. It computes precise money value
. Wt - i KICKING. There are other Coupon Books, of course, 3. It cuts without waste.
Ci){ft"i:l;lulxlnelrt( g:‘Sol‘:_u_:l.ted.. Reference — Bank of Britis but why not have the best? Let us send you a 4. It preserves the cheese.
No ¢ erica, Victoria free sumplg;
Every grocer an afford it
gent o @ - No grocer can afford to be without it
n The GRAY, YOUNﬁ & SPARLING C0-, lelted For Sale in Canada by Price and i’ums Right. Write for Folder
(el Salt THE EBY, BLAIN CO., Limited, TORONTO. THE WALKER PIVOTED BIN
Manufacture rs C. 0. BEAUCHFMIN & FILS, MONTREAL.
ence WM. T. SLOANE, WINNIPEG, MAN. AND STORE FIXTURE CO.,
Giranted the highest WINGHAM =
_ awsrds in competition ALLISON COUPON CO., Manufacturers. 516 Board of Trade Building, - TORONTO
n with other makes. [Established 1871 Indianapolis, Indiana.

v.

ited

A Few of Our Lines

Tomatoes, Corn, Peas, Peaches, Pears, Plums, Strawberries,

-
cannEd vegetables & Fru'ts Raspberries, Apples, Baked Beans, Green and Wax Beans,
Squash, Succotash, etc., etc.
— h L.obsters, Clams, Sardines, Kippered Herring, Fianan Had-
anne ls die, Salmou, Mackerel, etc,
Green Cod, Herring (bbls. and half-bbls ), Oysters, Kippered

» -
FreSh and Plckled F|Sh Herring, Finnan Haddies, Dried Cod, etc.
Jams and Jel'ies Full stock all sizes, wood, glass, and cartons.

A FEW OF OUR AGENTS:

CANADA UNITED STATES EUROPE i
{
Halifax, Seeton & Mitchell Portiand, Me., C. H. Mann & Co Rotterdam L. J. C. Hillebra ’
'y .y - . N ’ » e e nd
St. 'L"'"" 'V?V’f glawson & Co. Boston, F. C. Howe Co. Hamburg, Ernest Hugo Rohl
:f ec, gL rzum & Co. New York, Alex. Wiley Brussels, H. C. Keilterer, [
. - haes & cintosh Philadelphia, S. H. Levin’s Sons Havre, M. Brunel, !
,.,’"’f“"' amez Craig Baitimore, R. C. Griffith & Co. London, HenryW.Peabody & Co. i
Tam iton, A. E. Richards & Co. Chicago, John H. Leslie & Co. London, Leete & O’'Connell 3
u‘}lf‘”;'o A. E. Richards & Co. St. Paul, T. J. Preece & Co. Liverpool, HenryW.Peabody & Co. 3
~5 “ gt s, 4 Goodlands & Haslett Butte, Ed. J. O'Neill Constantinople,Fulias Freres !
B ‘ancouver C. E. Jarvis & Co. San Francisco, Cowles Logan Co. 3
Portiand, Ore., Hamill Bros. & Crowley

J . W . W l N DSO R, MONTREAL, Canada

- g oy

(=
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D. RATTRAY & SONS

Import and Export

Commission Merchants

QUEBEC MONTREAL OTTAWA

REPRESENTING :
ARMOUR LIMITED, Toronto, Ont.

Beef Extract Products.

ARMOUR & CO., Chicago, Ill.
Packing House Products.

JOSE RIERA, Denia, Spain.

: L AG. RUSSO & FILS, Catania, Sicily.
Valencia Raisins, etc.

Filberts etc.

ROSENBERG BROS,, San Francisco, Cal.
California Raisins, etc. F. MICELI-ANIS & CO., Messina.

Sicilian Produce

J. WALKER & CO., Greenock, Scotland.
Refined Sugars.

; JUAN LLOPIS, Reus, Spain.
DEZEEUW & VANRAALT, Vlaardingen. Tarragona Almonds.
Holland Herring.

| A. T. ZINI, Patras, Greece.

SOUTHERN COTTON OIL CO., New York
Salad and Cotton Seed Oils.

Currants, etc.

DA COSTA & CO., Barbados. ARMOUR GLUE WORKS, Chicago, Ill.
Sugar and Molasses i Glue, etc.

‘ IMPORTERS OR EXPORTERS OF
Maple Sugar, Bal.gnl Fir,  Seal 0il,
Cod 0il, Whale Oil, Senega Root,

Patna and Rangoon Rices,

Austrian and Russian Sugars,
ETC., ETC., ETC.
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GROCERS : This cut will be a reproduction of your store when
handling our celebrated

CHINESE STARCH

Chinese Starch is well”advertised and known from the Atlantic to the Pacific as
Canada’s Best Laundry Starch.

Chinese Starch pays you a larger profit than any other laundry starch made.

We have opened up a factory at .123 Merrimack St., Boston, Mass., to supply the great

demand for this starch in the United States.
WRITE FOR PARTICULARS

OCEAN MILLS, Igontreal, Can., and Boston, Mass.

e ————————
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Buy Borden's Brands

!
i
i

| ‘““Eagle” brand
b Condensed Milk
P i and
3 =4
. ey 66 Peerless” brand
: Tt Evaporated Cream ™™™
HIGHEST AWARD WHEREVER EXHIBITED
BORDEN'S CONDENSED MILK COMPANY
are the originators of Condensed Milk and stand at the head
i of all Condensed Milk Companies.
’ Factory : Ingersoll, Ont.
AGENTS
g William H. Dunn, Montreal
8 ¥ Erb & Rankin, Halifax. N.8. JOS. IRVING, 92 Wellesley 8t., TORONTO 8cott, Bathgate & Co , Winnipeg, Man.
% W. 8. Clawson & Co., 8t. John, N.B. 8hallcross, Macaulay & Co.. Victoria and Vancouver, B.C. I
% l :
i N ‘
& :
i: I To arrive November 1st.
4 |
18 ‘ “Aurora” Brand
/8., very small fish, slightly smoked.
i i ‘“Aurora” Brand Sardines ‘
: £ are delicious eating and are AN
4 i pronounced by connoisseurs R
i to be the ,
BNl | BENSBORP'S
o | ¥ in ardaines racke
3 suton . GOCOA
i 14 DUTCH
| ST e T Y There's no better Cocoa made, and it costs only 2 a cent per cup. =
¥ Remember the Cocoa with the Yellow Wrapper "
THAT'S BENSDORP'S
1 E W I L LI A M H . D U N N For prices and particulars
; I M PO RTE R ) MON TR EA L Imnor\:v, l;n:'liﬁmu:;; Al:ul:tr:r:mu o; Oulb?:?n:‘:agciﬁl:am

iz
i YSiiiaas
g
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From January to December you have it drummed into your ears

of the superiority of such-and-such teas over the teas of Japan.
One would think that the Supreme Architect of the
Universe, after providing the people of Japan and the
East with the refreshing healthful teas of Japan, had
suddenly turned all the virtues of the tea plant into

jungles and hills of a lonely cast-oft Island.

Don’t be mislead—the teas of J A I A N

are the purest and healthiest, as well as cleanest

grown on earth and they pay you best to handle.

stick to JAPAN TEAS

and they will make your

trade stick to you.
‘?§ B! “._‘!\L‘i
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1 Lahadlan market pest Known
g » ?
s | _i
it [} H
> Not always cheapest; Brands ,
And most wholesome. RE-
J 504 NL = : i
J 6 Extra ‘Special Liqued
NGY 2 220 g < OIDS»CUIC"WM
. Ry TeHELL Bkos T _
Mitchell’s World-wide reputed Scolch Whiskeys
1 L}
§ Ph. Richard’s Bfaﬂdy, S Positively the best Scotch Whiske
5 Second tju none in France, the best ever carried abroad.
§ in Canada.
; s Mitchell's Excellent Irish Whiskey
A Blandy Bros.’ Famous Madeira Wines The Whiskey that gives Pat a good
Ninety thousand gallons exported to health, and a lot of wit and humor
F U.S.in 1904. = :
i S Wiser & Sons, Prescott, Whiskeys and Ryes
i B|and, Bros.’ c@ated Malaga Wines One of the greatest Canadian sellers
1 A sweet Spanish wine, as tasteful as .
& e e e e Leconte, Morel, Sauternes Wines
¢ } Valuable at all times but indispen
{ : Cardinal Dry Chﬂmpagﬂes sable during the oyster season.
35 One of l'he ﬁv_lest products of the Gamia & Hiios’ ommo, Wines
{ . French Wine City. i i
‘. | Unequalled as to quality and prices
g ‘ Pollen & Zoon, World Famed Geneva | Manuel Tosta, Oporto, Wines
;:' (Amsterdam and Rotterdam) A i S s s
; E The purest of Genevas and a great AV Y h.p}?r?tswee wine that has attaine«
{ it tonic for chilly weather. NAIURM ighest maturity. ,
1 ; . e Z, Ventura & Co., Oporto, Wines
‘b Ch. Couturier Brandies A 0% W S
- B . . : i PURE, LIMPIDE. TRALTERABLE An exquisite aperient for weak
. i s pure as crystal, as sweet as milk. s people.
| EBASSIN ot VICHYS
b F. Marion & Co., Brandies : < Sanchez Hermanos, Jerez de la Frontera
: A splendid value at areasonable price. 2 Sherry Wines
t. An excellegt restorative; the bes:
; . : food of the brain and the spine.
i Panille & Co., Brandies ood of the brain an e spine
i 5 [ $01 - The best line ever bottled for the P. Juanita & Co., Jerez de la Frontera
1 i : A Sherry Wines
‘ f e K Vie. L Vigﬂeﬂu & D. Cambours uARQUS sPEciat oéPosEs Ir}:és' is a cordial and a most effectivc
2] g b & o L . y !
E 1 g 5 1', Sauternes and Clarets VA'LE ; « !
-‘,f i Delicious, tasteful, healthy ; these are v b Vlchy Water *“ La Capltale < 1
v ’ i s o RANGAIER He Ri-Y o) pris WV The most effervescent water ever
# R ’ ‘ = imported from Vichy. Contains grs.
| e L 6 Prade] & co Medoc Wines .r.h_d 7" NI TS el 8,7%4 mineral elemeynts with every
! t 82§l : : ‘ M | quart of water and is unrivalled for
! i Buy a case as sample, for your cus (| ’ || the treatment of kidney]and liver
| {1 tomers’ sake ! ! 1 ! diseases and dvspepsia. ¢ "
Martin & Co’y, Limi Montreal
Laporte, Martin & Go'y, Limited, - Montreal
I — ‘
H 5
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Wil Dried Fruits! Dried Frits! i

Muscatels Raisins,  Valencia Raisins
FINEST PLUMS FromSerdesu~ FINEST PLUMS oo™

Evaporated APRICOTS and PEACHES from California

We have just received a portion of our fall order for new dried fruits, sold in advance, to
be delivered on arrival. We are going to ship immediately to our customers any quantities
sold from this lot, that is : Valencia Raisins, 1905; French Plums, A. Dufour & Cie,
from Bordeaux. Meanwhile we will deliver our California Plums and our evaporated

Apricots and Peaches, the finest on Canadian market this year.

About the 30th of October

we will make a second delivery for the orders taken in advance for European Fruits, when the
“Bellona” arrives with the first cargo, sent direct from Mediteranean waters.

Fifteen Days Later, about the 15th of November

we will make the final delivery of same fruits, when the second and last boat divect, the

Until then

we continue to take orders for the most complete possible assortment of Currants, Sultanas,

Valencia Raisins, Californian Muscatels, Spanish Muscatels (Malagas), Table
Raisins of the finest selection, Figs, Seeded Raisins, and Evaporated Fruits from

California, which will be shipped, respectively, as soon as they come .

Our assortment largest {lll Canada| our prices iowest

WRITE US IMMEDIATELY FOR SAMPLES

For Your Customers’ Sake!!!

AND WRITE US FOR PRICES FOR YOUR OWN BENEFIT!!!

Laporte, Martin & Cie., Linited

70, 72, 74, 76, 78, 80 St. Peter Street,
9, 11 and 13 Lemoyne Street,

MONTREAL

* Kscalona,” comes in.
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Winter Drink

ﬁtg»
>

4

- We commend to your
The WhISkIeS favors as a most in-
. vigorating drink dur-

Of Quallty' ing the cold season.

wacteny | FICOM e e
purraco. | Extra Special «- .

Glasgow,

seotind | Dff’s Liqueur Whisky

the [Luxurious Spirit for Humor

All matured in sherry casks.

All carefully blended for your.de]ectation.

ASH FOR THEM.

B. O. BELAND

General Agent,, - - - MONTREAL

AR A A AR R R R R LR LY. Y Y AAA AR AR AR LR L Y Y
‘3"‘%“%‘%%%%%‘I%%“I"‘%%‘%Il"l%lIll'&"‘“%"‘““‘%%“%%
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TODHUNTER, MITCHELL & CO.

We have a splendid as-
sortment of fine Coffees and
know we can suit your custo-

mers’ taste.

Standard
Blends

‘“‘Excelsior,”
‘“Jersey,”’
““Our Own Blend”

WARNING!

BMz(?°
TRapg maRK"

SODA-CRYSTALS (WASHING SODA)

some of English

Soda Crystals—and

Foreign
are being extensively cflfered for sale in

manufacture

this country which are grossly adulterated with Glauber-

Salts (Sulphate of Soda), a cheap product which is not
only eatirely useless for washing purposes, but is even

fabrics with which it comes in

likelv to injure the
contact. The  Adulterated Soda-Crystals, although
nominally lower in price than BRUNNER MOND'S
PURE SODA CRYSTALS, are in reality much dearer
owing to the large quantity of useless and injurious
matter which they contain.

BRUNNER, MOND & CO., LIMITED

WINN & HOLLAND, Agents
MONTREAL

Importers

and Manufacturers

Cocoa,
Flavoring Extracts, &

ATLANTIC o = PAGIFIC

> Milks

'l‘hk\\'(

‘Coffees, Spices,

1 East Front St., Toronto

Chocolate,

From the

are famed

excellent and uniform quality.

SIUI‘CI\'\‘L‘P\‘I‘\

fidence the public have in them.

[t ma

appreciate

kes selling easy.

T

for their

the

COn-

Sweetened

Unsweetened

D E E R condensed

TRURO CONDENSED MILK CO., Limited, -
&—

COFFEE
COCOA

TRURO, N.8.
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« The memory of quality lingers when prices are forgotten”
One Pound Tins, - 30 in a case
Two £ £ i ’5 11 11
Each case contains 1 dozen 2}-ounce sample tins free of charge.
If you are looking for a high-grade coffee try “Pure Gold.” We guarantee every can.
HE PURE GOLD MANUFAGTURIN imi
THE PURE G | G GO., Limited
Toronto, Canada
National
e, & Molasses
Licorice Co.
A You will shortly be thinking
Ho NG & SMYLIE'S of laying in your Winter
) PURE : Supply.
CEE | , .
PELLETS Before doing so, write us.
ST'CK L'CURIEE Our prices will interest you. i
Y. & S., SCUDDER and M. & R. Brands of ke !
PURE STICK LICORICE, Acme Licorice Pel- Dominion Molasses 00.,
lets, M.& R. Wafers in bags, Licorice Lozenges, LENTED i ,
and a full line of Licorice Specialties, includ- ;
ing the celebrated soft licorice lines sold under Ilalifax, - Nova Scotia '
the Company’s brands as follows: THE
FLEXIBLE LICORICE, THE PLIABLE LIC- A i
ORICE, THE ELASTIC LICORICE. - g v
GEO. MUSSON & CO., - - - TORONTO F
JOHN W. BICKLE & GREENING, - HAMILTON
106 John Street, BROOKLYN, N.Y. GNP CIINES - - - wweess
lllustrated Catalogue on request
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Thorough
Tea
Test

Where is the home that does not use

Ceylon Teas?

Tons of Ceylon Teas are consumed

annually in every part of the civilized globe.

Ceylon Teas enjoy a vaster trade and |

have a mightier name than all other teas |

e . P

combined.

Ceylm;
Teas
Triumph
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September 1905 Sales of BABY’'S OWN SOAP
! | Have Exceeded Those of Any Other Month.

P_

R

Owing to our having been delayed by our printers, we were unable to place

our prospectus in the hands of the trade until the middle of Szptember.

4
We have decided to wait till
October 31, 1905
! before offering any shares in Albert Soaps, Limited, to the public.

Until then only dealers in Soap have the opportunity of subscribing for this
3 stock at par (shares are $50.00 each).
[ ! T =
% ; One of the%'\n objzcts of the formation of this company was the chance it
;’ offered to interest dealers in soap in‘‘ Albert” products, and to help them make
[ : more profit out of the sales of these goods.
H ¥
i Quite a few dealers have made enquiries, but more have not done so.

We know that investors are seldom offered the chance which we are now offer-
41 ing—and we make the offer merely because w: know that dealers will want to help
'f 1 a concern they are interested in—and will not need urging to sell Albert Baby’s

Own Soap when asked for it, if they are shareholders in Albert Soaps.

On the other hand, every shareholder who does sell a bill of Albert Soap will

be helping to increase the value of his own property.

Albert Soaps, Limited, will probably pay dividends in excess of 77/ per annum.

If you have not already received a prospectus we will gladly send one on request.

ALBERT SOAPS, LIMNITED
168 McCord Street, - MONTREAL
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Maple Syrup

Don’t wait till next year to sell Maple Syrup and Sugar. We 3
are shipping lots of both lines now and there is money in them for
you, if you buy a good article. “Defianeée” brand syrup is what

you want, and “Quebec” Sugar. Check over these reduced prices:

$1.25 per doz., retails 15c.

Defiance Syrup, Pints, Cases, each 2 doz. - -
- - Quarts, - “ 2doz. - - 2.40 . o 25¢.
- " 4 Gallons, “ “ 1doz. . i 4.80 " - 50c.
» ” Gallons, v “ ldoz. - - 9.00 " - $1.00
” 2 5 Gallons, *“ =1 - - 4.00 per tin.
- . Barrels, each, 50 gallons - - 5! per pound.
- 2 i Barrels “ 30 - - - 6 »
[ [ Kegs 1] 15 3 L - 61 [

Quebec Sugar, }-pound cake, Cases each 40-cakes, retails at 10c.

You can buy your bulk syrup in oak packages at a very small
extra cost, and then we allow you full prices when returned, besides
freight. In this way you get a container that does not absorb like an
ordinary package, and there is no leakage. Let us book your order

for either present or later delivery, and you will be sure of the best

quality at the right prices.

: TORONTO BELLEVILLE ¥
’ 3
3 I T T o T S S T R T T SR s oo o s *
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The Trade are all handling

COLMAN’S w1 wie RIGE STARGH

Attractively put up in

Pounds, Halves and Quarters

to sell at convenient and profitable figures.

COLMAN’S STARCH is all Starch, no admixtures.
all crystals, no dust or powder

Liberal sampling among your customers on receipt of list addressed to
Frank Magor & Co., 403 St. Paul Street, Montreal, Agents for the Dominion.

BRAID’S BEST COFFEE

Roasted or Ground, Packed in 1-2-5-10-25 and 50
Ib. Tins, also in Air-tight Fancy Drums and Barrels

BRAID’S BEST is arich blend of highest test Coffees, has that
rich, smooth flavor found only in the highest grade Coffees, and
entirely free from any sharp, bitter flavor.

We want your COFFEE BUSINESS, ALL OF IT, and are
making the lowest possible prices for the high grade of goods handled
We are direct importers, and know all the sources of supply.

Our specialty is HIGH-GRADE DRINKING COFFEES, which

are roasted fresh every day, insuring full strength, and fine flavor.

Every grocer should carry a stock of BRAID’S BEST COFFEE.

Write Us for Samples

- Vancouver, B.C.

o S 200
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! ESTABLISHED 1845

THE CANADIAN GROCER

“The Memory of Quality Remains”

“ The satisfied customer is the best advertisement.”
nevertheless the vital truth remains, that the Grocer who gets the particular, exclusive
trade is the Grocer who sells the goods that guarantee satisfaction—S, H. & A. S.
EWING'S Delicious COFFEES and High-Grade SPICES have helped make
satisfied customers for discriminating Grocers in increasing numbers for over half a
century. Does it pay to handle inferior or questionable goods? Some merchants

A generality, you say —may be

say : “Oh, I'm handling such and such a line of Coffees or Spices. They are good

enough and suit my trade.” Perhaps they do—but did it ever strike you that with a better class of
goods you might largely increase your trade with the best classes of particular people > Remember, you
are not experimenting when you place an order with the old reliable house.

COFFEES AND SPICES EXCLUSIVELY

S. H. & A. S. EWING

MONTREAL COFFEE AND SPICE STEAM MILLS

53 and 55 Cote St., Cor. Lagauchetiere St.

T AT 2

B A0 A5 Y
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WILSON WAYS
TRUSTED TRADE

One thing which distinguishes 'GOLDEN RUSSET VINEGAR"'
trade from ‘‘other vinegar'' trade is that while it may come
no faster it stays a good deal longer. Not only do most pickle
manufacturers use

GOLDEN RUSSET VINEGAR

exclusively, but the number of householders using it exclusively,
also, is increasing each year. You may not notice because you
do not taste, but ‘‘rank’’ Vinegar sooner or later gets its deserts,
which means that the axe falls on ‘rank' vinegar trade.
Wilson  customers are firmly wedded, so Wilson trade is
trusted trade A grocer could do more profitable business
carrying GOLDEN RUSSET VINEGAR alone than he could
carrying all the acid vinegars on the market, even if he got them
at half-price.

THE W. H. WILSON CO0., Limited
TILLSONBURC, ONT.

When you want a first-class GINGER

ALE, one that will satisfy your customers,
order

TIMMONS’

The satisfaction of getting the best
that money can buy, or knowledge can
produce, goes with every bottle.

Sold on Its Merits Everywhere.

R e s )
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> THE CRAIN STOCK LEDGER
/
is cheaper, more convenient, and
: will save more time and money
to the user in six months than
£ the entire cost of the outfit.
¢ THE CRAIN MONTHLY
for the retail trade is all that
can be desired. Write for
catalogue “(G,” which will give
t you all information.
;.y
T CRAIN CO., Limited
HE ROLLA L. .» Limite
, OTTAWA, - CANADA.
g |
| Teronto Office 18 Toronto St. Winnipeg Office—Sylvester-Willison Bldg Montreal Office—74 Alliance Bidg.
White & Bindon, Agents, Vancouver, B.C. Schofield Bros., Agents, St. John, N B.
{
’ : HOTEL DIRECTORY. SuCCQSSful Advertising—ﬂow to Accomplish It
o | WINDSOR IIOTEI L{fo{«;ﬂu.\y By ]J. ANcus MacDoNaLD
i 4 K -4y CRMUDA oL
L This House is pleasantly and conveniently located on the East Side of A volume of 400 pages packed full of good stuff for
! ; i Queen Street. The rooms are bright and cheerful. Every attention, paid advertisers. Price $2.00.
¢ to guests. Billiards and pool. Hotand cold water baths. A. MoNicoL, Prop. Sent post paid upon receipt of price
! i: § t TECHNICAL BOOK DEPARTMENT
i HOWEER L IE, N ey k. MACLEAN PUBLISHING CO. LIMITED, TORONTO.
i This first-class hotel is most conveniently situated in the coolest and healthiest
i part of the city. Five minutes from railway station and steamer stallings, and
; : near to all principal gulglic buildings. Coo! and lofty bedrooms. Bpacious Dining
i and Ladies' Rooms. illiard Room. Electric light throughout.
# VICTORIA LODGE Trade With England
> ' Mrs. J. F. SMITH, Proprietor. HAMILTON, BERMUDA Every Canadian who wishes to trade successfully with the
; Eat Opposite Victoria Park and Cedar Ave. Private board $12 to $14 per week. Old Country should read .
g _ ‘¢ Commercial Intelligence’’
| { ! BOARD AND RO‘OM i’ (The address is 168 Fleet $t., London, England.)
! ; ‘ { 5 ’1 HE ARGYLE, The cost is only 6c. per week. (Annual subscription,including
' | : Mrs. FRASER Cedar Avenue, HAMILTON, BERMUDA 90;4'383- $4.80.) e £l
g’ .. s e [Alsc fucaisbed cottages. Chu:‘r:ei(;v:;,e l:‘gl\;e:r subscribers are allowed to advertise without
fs $
% THE AMERICAN HOUSE
| & A. PASCHAL (Prop.) HAMILTON, BERMUDA
# i i ok Centrally located. " Open all the year round.
% WOODSIDE BOARDING HOUSE T H ET F L 1 H 0 NE
4 ‘ 3 (CORNER OF MAIN AND LAMAHA STREETS, GEORGETOWN, DEMERARA )
i z Cool and airy Bedrooms, Excellent Cuisine, Attendance Qualified. Terwme
{ i Muc(l:?;rti.MElequic Car Loop at gne'ol premises. Patronage Solicited. Managercss,
‘ : Is a companion, friend and servant combined.
; WINTER RESORT— QUEEN,S Park HoTEL. Invaluable for convenience in the household.
{ 5 PORT OF SPAIN, TRINIDAD, B.W.1.
‘}' *{, JoHN MCEWEN, Manager. For Rates, etc., apply Trinidad Shipping & Trading Co. LONG DISTANCE TELEPHONE SERVICE
i 35 29 Broadway, New York. Has no equal for the facility it affords in business life.
H { Full particulars as to rates and service at the near-
i Eh THE GRAND UNION s
' The most popular hotel in

18

‘l 3
i OTTAWA, ONTARIO. James K. PaisLey, Prop. THE BELL TELEPHONE COMPANY OF CANADA
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This list is for the purpose of placing retailers,
manufacturers’ jobbers and other readers in
touch with reliable and competent accountants
sad auditors whose services are so frequently
required for suoch purposes as opening books,

Leading Canadian

Accountants and Awuditors

sdjusting and suditing scoountas, arranging pars-
nerships or organising joint stook companies,
devising special office systems, making colleo-
tions and investi handling estates, mak-
ing valuations, etc.

This space S30.00 per year

JENKINS & HARDY,
Assignees, Chartered Accountants,
This space 31500 per yea Eatate and Fire Insurance Agents.
153 Toronto Street, Toronto.
44§ Temple Bullding, Montreal.
100 William Street, New York.

This list is for the purpose of placing manufso-
turers, wholesale and retail merchants and other
readers throughout Canads, and firms abroad
doing business in Oanads, 1n touch with the

tion.

legal rep

logal Qrohuion throughout the Dominion, for
the collection of

LEGAL CARDS.

ization of les, the ar tor

dissolution of part hips, or assignments, as
well as all other matters of a legal nature.

For advertising rates apply to MacLean Pub-
lishing Ce., Limited, Montreal or Toronto

TUPPER, PHIPPEN & TUPPER,
Barristers, Solicitors, Etc.

Winnlpeg, - - Canada.

ATWATER, DUCLOS & OHAUVIN |

Advooates. Montreal. |
Albert W. Atwater, K. C. Consulting
Counsel for City of Montreasl. Ohas.
A. Duclos. Henry N. Ohauvin.

BEATTY, BLACKSTOOK, FASKEN, RIDDELL & MABEE
Barristers, Soliciters, Notaries, Etc
Offices, Bank of Toronto

Tel. Main 3813 Torouto, Ont

IRWIN & JONES, Barristers, etc.
H. E. Irwin, K.O,, Clerk of the Peace,
Oounty of York; B. Morton Jones,
B.0.L.; Bolicitors for Equity Fire Insur-
ance Co., Berlin Fire Insurance Co.
24 King St. W., Toronto. Weston, Ont

W. G. WILSON

|
|

Barrister, Solicitor, Notary, Convey
[ ancer, etc

|
|
|
|
|

Napanee, Ont

8. C. MEWBURN, E. H AMBROSE,

WM. A MCLEAN
Barrister, Solicitor, Ete

Head Office, Guelph, McLean's Block
Branch Office, Acton, Town Hall

Corporation Solicitor, Et

MEWBURN & AMBROSE
Barristers, Solicitors, etc

Hamilton, Ont

ROBINSON & GREEN
Barristers, Solicitors, Etc
JouN A. RoBINSON. JoHN R. GREEN.
Solicitors for the Imperial Bank of
Canada, the Southern Loan & Savings

LOUGHEED & BENNETT,
Barristers, Solicitors, Advocates, e«
Calgary, Can. Cables: Lougheed, Calgary
Solicitors for : Bank of Montreal. Cana
dian Baok of Commerce, Bank of Nova

Scotia. Merchants' Bank of Canada.

This space $30 per year

Co.. 8t. Thomas. Ont.

=+ Good Printing Cheap| A} S OHOLISM

THE KIND THAT BRINGS RESULTS

Just for instance :
heads, $1.50; 1000 Letterheads, $2.50; 1000 Enve-

lopes, $1.25; The lot for §6.00.

G. A. WEESE & SON, Torento, Ont.

The best treatment for all persons afflicted with the

—1000 Statements, $1.5); 1000 Bill- ) :
disease of drunkenness is known only to Dr. MacKay.

Address : City Hall, Montreal, Que. Absolutely private
treatment.

Gentlewen. -

: UNITED TYPEWRITER CO., LIMITED

o in receipt of your favor cf tbe

204 instant

will be trested

the satter referred to

THE

The Writing-in-
Sight Typewriter

Will do your work 259
to 507, faster than any
other writing machine.
Highest award ‘‘Grand
Prize,” St. Louis Ex- ]
position, 1904.

99 ST. FRANCIS XAVIER STREET,

7 ADELAIDE STREET EAST,

T0 TO and at
HAMILTON LONDON OTTAWA QUEBEC

8T. JOHN, N.B.

MONTREAL

19
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1 “ENTERPRISE”

The buzz of customers—the ring of the cash register—the clink of coin
increase in a grocery store that is Enterprising in methods and equip- '

M ment. An ‘'Enterprise’’ Electrically Driven Coffee Mill decreases -
expense, increases business. A novelty a few years ago, now a ’ -

necessity in every grocery.

The illustration shows our mill No. 83 fitted with } H.P.
£ motor, furnished for either direct or alternating current. It
is 30 inches high, 22 inches long, 14 inches wide and weighs
- 115 pounds.

The nickel-plated hopper has a capacity of 4 pounds of
coffee. It will granulate 1 pound of coffee a minute or pul-
verize { pound a minute. FEach machine is equipped with
pulverizing grinders and can be regulated for fine or coarse
\ grinding while running.

We will be pleased to send prices and practical sugges-
tions : also our catalogue showing complete line of Mills,
Food Choppers and other “‘Enterprise” grocers’ specialties.

THE ENTERPRISE MFG. CO. OF PA,,
PHILADELPHIA.

—

COLES “tt i,

GRANULATOR.  PULVERIZER.

- Counter
- Check Books

THE MERCHANTS
COUNTER CHECK
BOOK CO.,

LIMITED

Single and
Double
Crinders

Pulverizing
and
Granulating

Every Coles Coffee
Mill has a Breaker that
breaks the Coffee before
it enters the grinders,
thus reducing wear of
grinders  and  saving
current,

Manufacturers of )

Our Crinders
Wear Longest

Counter Check Books
and

Cash Sales Slips

WRITE FOR SAMPLES AND PRICES.

No. 65
Height, 29 in. Length, 33 in. Width, 23 in. Weight, 275 Ibs.
GRINDING CAPACITY.

Pulverizing !4 pound per minute.

Granulating 2 pounds per minute.
Capacity of Iron Hoppers, 5 Ibs. of Coffee. i

We make 25 other styles and sizes of Grocers Counter Mills, Floor Miils
and Elcctric Mills.  For Prices, Terms and Discounts, address -

COLES MANUFACTURING CO,,
Nos. 1615-1635 North 23rd St. PHILADELPHIA, PENN,, U.8.A.
AGENTS:

Todhunter, Mitchell & Co., Toronto.
Dearborn & Co., St. John, N.B.

Phone Main 1956.

34 COLBORNE ST. TORONTO.

Forbes Bros., Montreal
Gorman, Eckert & Co., London, Ont.
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b Automatic but Springless,

) The ‘“Toledo'' is a money saver because. it posi-
4: tively stops the giving of overweight.

3 A time saver because it is Automatic.

{P A labor saver because there are no weights to lift, no
p poises to slide, or prices to set.

: A trade bringer because it indicates to the customer
‘D in plain figures the correct weight of the article he is
b buying.

: It is honest both to the merchant and customer.

b The Toledo system costs you nothing because it is
) paid for with the money you are now losing.

:: For Catalogue and information apply,

;: THE TOLEDO COMPUTING SCALE CO., Hamilton, Ont.

...ESTABLISHED 1849...

BRADSTREET'S

Capital and Surplus, 81,500,000. Offices throughout the Civilized World
Executive Offices : Nos. 3468 and 348 Broadway, New York City, U.8.A.
THE BRADSTREET COMPANY gathers information that reflects the financial condition and

the controlling circumstances of every seeker of mercantile credit. Its business may be defined as of the
merchants, by the merchants, for the merchants. In procuring, verifying, and promuigating information no
effort is spared, and no reasonable expense considered too great, that the results may justify its claim as an
authority on all matters affecting commercial affairs and mercantile credit. Its offices and conunections have
been steadily extended, and it furnishes information concerning mercantile persons throughous the
civilized world.

Subscripsions are based on the service furnished, and are available only by reputable wholesale, jobbing
and manufacturing concerns, and by responsible and worthy financial, fiduciary and business corporations
specific terms may be obtained by addressing the Company at any of its offices. " Correspondence Invited.

——OFFICES IN CANADA——
HAMILTON, ONT. LONDON, ONT.
QUEBEO, QUE ST. JOHN, N.B

WINNIPEG, MAN

THOS. C. IRVING, Gen. Man. Western Canada Terente.

MONTREAL, QUE.

HALIFAX N.S.
TORONTO, ON

OTTAWA, ONT,
VANCOUVER, B.C.

SAFETY
ACCURACY o
ECONOMY

ARE COMBINED IN THE

BOWSER
OUT-DOOR
CABINET

FOR

OIL OR GASOLINE

ITIS FITTED WITH OUR LATEST IMPROVED

COMPUTING
SELF MEASURING PUMP
L_ c2 5 J BUILT ENTIRELY OF METAL AND

MEASURES AN ACCURATE GALLON,
HALF GALLON OR QUART AT A
OUR STROKE.

OUT-DOOR CABINET

FOR
OIL OR GASOLINE
Cabinet extends up over tank so as to entirely
enclose the pump. It is fitted with metal roof
and double swing doo's provided with ‘‘staple
and strap” for padlock

BOY AND THIEF PROOF

GUARANTEED EVAPORATION
PROOF

LET US GIVE YOU FULL INFORMATION.
IT'S FREE.
WRITE TO-DAY FOR CATALOGUE ‘'B.”

S. F. BOWSER &- CO., 530 Front $t. W., TORONTO

It Pays You

WHY ?

is the highest quality
is a popular price
is 40 per cent. profit

Holbrook’s

WORCESTERSHIRE

Sauce

is the

Premier

o the Kegmme World

Per Bottle
'e133o08a 4949 ‘oS

25c.

S8ample and prices from
H. GILBERT NOBBS, 496 Spadina Avenue, Toronto

21




J
Redpath
f is Canada’s Standard
| for Refined Sugar.

MANUFACTURED BY » .

The Ganada Sugar Refining Go.

Limited

MONTREAL.

| S
'= G l N G ER Superior to any Foreign
,{ E or Domestic Brand

CLUB TONIC,

'. “? i TRY A SAMPLE ORDER AND BE CONVINCED LEMONADE,

m SODA WATER,
IRON BREW

| DELICIOUS, WHOLESOME, PURE

AND SATISFYING GEs

|| | W.H.DONOVAN, - ‘i s
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NOTICE—

THE CANADIAN GROCER

The Time for Worrying About.

Canned Goods

is Past, for This Season
Prepare for the Next.

Having purchased the plant of the British American
Can Co., Sarnia, Ont., and removed same to our Mont-
real \Works, we have now

The Most Complete Automatic Plant
in Existence

and are in a position to handle all orders, no
matter how large or urgent.  Our storage facilities will
permit of over

8,000,000 cCans

being stocked.

To our patrons we extend thanks for past favors and solicit

letUI‘C comman(ls.

If it's anything in the can line you want we can make it.
Write us.

ACME CAN WORKS

Ontario St.. East,, - - MONTREAL
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There is only one firm in Canada
that makes and sells SIOt MaCh|neS '

so that every dealer can afford to own one ; that firm is

Bode Gum Co.--

[t vom

Push Plunger way in
unlilil :.prﬂgs bk

BODE'S GUMp

fresh Fruil Flavors §

28-30 St. George Street, -

Push Pt
wnlitit .:; rgra?\d:"

BODE'S GUM

fresh Fruil Flavors.

Y

i

MONTREAL.

iobber can't supply you order divect by wire or ‘phone at onr expense.

DES |_'|, l[
U { .l‘l

el
-fs b

aIDE'S

Machines Guaranteed Forever

—Also remember that the STANDARD brands of Chewing Gums

in Canada to-day are :—

Bode’s Menthal “Pepsin”
Crushed Fruit, .ot fvos.
Chulets

WRITE FOR SAMPLES

BODE GUM Co.’ 28-30 St. George Street,

~<— MONTREAL.

66

(Candy-coated gum, packed loose in 3 and 5-pound
boxes, also neatly put up in 5-cent packages.)
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FLAVORING EXTRACTS
JELLY POWDERS
CAKE ICINGS
COFFEES
PREPARED COCOANUT
BAKING POWDER
CREAM OF TARTAR
SPICES

"""“BG

FLAKED WHEAT
FLAKED RICE
FLAKED PEAS

FLAKED BARLEY

S. R. BUCKWHEAT FLOUR

GRAHAM FLOUR

WHOLE WHEAT FLOUR

GLUTEN FLOUR
RYE FLOUR

WHEAT KERNELS

BREAKFAST FOOD

THE KING'S FOOD

THE QUEEN’'S FOOD

% %
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Established 1879
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o ! W

fEe 5 b T TR l‘}

BIRES TR WD

7 S. J. Major, Limited

Wholesale Importers and Dealers
in

Groceries, Smallwares,
Papeteries, Spices, Teas,
Coffees, Wines and Liquors

i 18, 20 and 22 York Street
Ottawa, Can.

N. B.-Correspondence from foreign manufacturers invited.
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In Stoek

New
Canned Goods,

Prunes,
Raisins, etc.

Our prices are lowest obtainable on these lines.

Ask for our prices, or see our
travellers.
No trouble to quote.

Satisfaction guaranteed.

S. J. Major, Limited
18, 20 and 22 York Street
Ottawa, Can.
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For more than
Wake Up fo Your Own Inferests | 50 years

GET IN LINE WITH

Southwell’s DWICHT'S

Cow BRAND
BAKING SODA

Jams and Marmalades

and receive vour share of the trade.
They are the standard goods. No
doubt about that. They are in
demand.  Order, and prove that.

has had the confidence
of the consumer and
the dealer. This confi-
dence is due only to its
value to the house-

Southwell’s goods for you.

keeper and the profit
its handling brings to
the dealer.

FRANK MAGOR & CO. BAKING SODA

Canadian Agents .CHURCH & DWIGHT, LimiteDp
Manufacturers
MONTREAL MONTREAL TORONTO

Scales Brass Scoops
Steel Scoops Candy Show Pans
Glass Show Bottles
Peanut and Coffee Roasters
Peanut Warmers

SODA FOUNTAINS

Syrups and Fountain Requisites Paper Julep Straws
Bakers’ and Confectioners’ Supplies
Wire and Metal Furniture for Cafes, Etc.

FLETCHER MFG. Co.

e 440 and 442 Yonge St., TORONTO

28
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THE QUESTION is

DOES it pay you to sell Coffee

DOES it pay you to sell poor Coffee. The
most successful grocer will tell you that suc-

cess depends upon quality probably more than

upon anything else.

High-Grade Coffees are noted for quality.

It Pays to Sell Them
It Has Paid Others

The Importers, MONTREAL
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Lion Brand Pickles
. in 5-gal. Pails

$2.00
We offer Lion Brand bulk pickles

in not less than two pail lots at two

dollars each until the 15th November.

This offer is simply to get our goods ¢
better known still.  They are the J
regular this fall pack of pickles done

up in clean, wholesome, varnished

pails. They will keep firm, pun-

gent and delicious longer than any

other Canadian pickle. Lots of

i} people are going to make money on

i IA this offer, are you ?

THE 0ZO CO, LIMITED
MONTREAL
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WE
: SUGGEST

PATERSON'’S
WORCESTER
SAUCE

Flavor

Putup in
glass, a
ew hours
after
being
picked
and
nothing
but the
finest

as a quick seller and easy
profit getter. It will pay
you to look into this pro-

Appearance

They loo

position.

customer will
buy the first
jar. Then

ROSE & LAFLAMME

AGENTS, MONTREAL

Agents: ROSE & LAFLAMME, Montreal

Made in Canada

These words are the key to the success that every true Canadian heartily desires for this fair Canada

of ours!
Why should we buy goods of any description that are made in a foreign country? The making of foreign

goods does not give employment to our artisans. It does not retain money in this country.
Why use Foreign Salt? We have CANADIAN SALT that is superior to any foreign salt that is made.

Why not help build up Canada by using

Canadian Salt

and thereby employ Canadian labor, Canadian works, and Canadian capital ?
Demand of your wholesale grocer Canadian Salt, and if he does not keep it write to us for prices and

samples.

ADDRESS

THE DOMINION SALT AGENCY

LONDON, ONT.

Telephone No. Offices : 2nd FLOOR MERCHANTS BANK BUILDING.
1971 Entrance on Queen’s Avenue.

L o g

e
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Write us for particulars as to
our Coupon System for Grocers.

The Duncan Gompany of Montreal

P.O0. BOX 292

PREMIUM OFFICES:

MONTREAL : Notre-Dame Street West. - QUEBEC: 254 King Street.

32
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customers.

“ Made 1n

The brand ““Sterling” is the talisman for all that’s best
in Pickles, Relishes, Jams, Jellies and Extracts.
The Grocer who keeps well stocked
in these famous
Canada” goods, has an
army of pleased

Each year, in what is now a long business history,

- finds the goods of this factory in increasing favor among
the trade all over Canada. From the Atlantic to the

Pacific—down by the Sea, and west among the plains of the Great

West—these goods are rich in their host of admiring friends.

——%gterling” Brand Pickles in Glass.
——gterling” Brand Chow-Chow in Glass.
——F¢gterling” Brand Sweet Pickles in Glass.
—gterling” Brand Catsup.

——*gterling” Brand Sauces.

——tgterling” Brand South Africa Relish.
——*‘gterling” Brand Canadian Relish.
——¢‘gterling” Brand Flavoring Extracts.
——Fgterling” Brand Jams and Jellies.
——f‘gterling” Brand Marmalade.

——Maple Syrup in Glass and Tins, all sizes.

——Bitters—Bobs, Celery, Orange, Jack
Canuck.

——Unfermented Fruit Wines.

——Unfermented Phosphate Wines.

——Mixed Pickles in Bulk.

——Chow-Chow in Bulk.

——8weet Mixed Pickles in Bulk.

——Mince Meat in Wood and Fibre Pails.

——Cake and Icing Colorings.

Manufacturers of
oo

SALTING STATIONS—103-105-107 Richmond 8t. W., Toronto,

=T.A.LYTLE COMPANY,

High-Grade Pickles and Relishes

LIMITED

Factory and Office : 124-128 Richmond S§t. W., Toronto.

Phones : Office and Orders—Main 1531.

Shipping Room Main 4552.

Holland Landing, Scotland, Clarkson, Streetsville, Ont.
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Coffees! Sbpices! Corks!

[f long experience counts fer anything,

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

Mocha, Java, Maracaibo, Rio, Santos,

4 c 0 l | e es__( ‘osta Rica, etc. Weare direct import-
ers, and can always quote special values.

Japan, Congou, Indian, Ceylon,

Te as—()- longs, Ping Suev, Gunpowder,

China Greens (wholesale only).

N

. Valencia Raisins, Seed-
¢ Drled and Evap' less Raising, Currants,
Figs, Ete. (Wholesale

orated Fruits .

Foreign and Domestic
Correspondence Solicited.

Consignments attended
to on Commission.

Machine and Hand Cut,
Corks and B

All Sizes cut to

Ca psu les Brewers Supplies.

MONTREAL AGENTS FOR
i / St. Charles Condensing Co., Ingersoll, Ont. e
St. Charles Evaporated Cream

: S. H. . EWING & SONS

96 104 KING ST.,, MONTREAL TORONTO BRANCH, 29 CHURCH STFEET

i phone Bell Main 6 Telephone Main 3171
; rehants 522 Telephone orders receive prompt attention.

SR e e R

““GET THE BEST”

.
SOMETHING NEW IN

COUNTER CHECK
BOOKS

Our ™ Special Duplicating” Book

ﬁ The Starch
you hear about

IVORINE

COLD WATER

e it

AAAAAAMAAAAAALLL L & N
POV IVIVTWIYVVVVVVVVVVV

: in various sizes. Alternate White

: i and Colored Checks. Original
e | S 4 I : A R C H White Paper ;: Duplicate Colored.

“ Specially adapted for Grocers’

use. Samples and prices on ap-
plication, or will send representa-
tive.

is undoubtedly the housekeeper’s friend,

because it is more easily prepared in

the home. ‘‘lvorine” is good to Grocers
in that it sells readily and is worth
selling. Have you a stock ?

We make all kinds of Counter Check Books.

CARTER-CRUME COMPANY,

LIMITED

TORONTO and MONTREAL

Mention this paper.

See your jobber

St. Lawrence Starch Co., Ltd.
Port Credit, Ont.
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| NOT IN THE TRUST

The POWERS have decreed that our
CRYSTAL SUGAR shall not be sold through

the regular channels, so if you desire to

ENCOURAGE COMPETITION

buy direct from the refinery or through our agents. The ,
Q i

A

of our new product is ’;

EQUAL TO THE BEST

sugar ever refined in Canada.

WRITE OR WIRE FOR PRICES o

9 The Wallaceburg Sugar Company, Limited |

Mason & Hickey, Wallaceburg, |
Winnipeg. 1

Ontario.
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A “'TURNER TALK

%

HE name of a firm does not necessarily indictate what kind ot treatment would be accorded you by
the proprietors, any more than does the horrid stench of escaping gasoline from a passing automobile
indicate its speed, but when you become acquainted with the proprietors and in closer business touch
with the firm and their style of doing business then you will realize when you see the name that it is

significant of courtesy and business attention.

We attribute our success in business very largely to our style of despatching orders. Merchants all over
Canada, and especially in the Far West, will testify that orders being filled by JamEs TURNER & Co. reach them
far in advance of purchases made from other firms.

These facts are well worthy the consideration of merchants who are yet unacquainted with our style of
handling orders.

Is it possible to imagine anything more annoying in business than to find the counters of your
competitors piled up with the choicest of new goods, while you are making inquiries from day to day,
only to be informed that they expect the arrival of your goods next week ?

Another, and most potent factor in the success of our business is that we handle the choicest goods that
Old Mother Earth presents to her people. The traveller who endeavors to persuade you that an inferior article,
at a less price, suits your trade insults your intellegence. There are no schemes that man’s imagination can
devise for building up and maintaining trade equal to the handling of good goods, and nothing can be more

disastrous than dealing in shoddy.
The fruit season is now on, and it affords us much pleasure to state to the trade that this season’s importa-

tions will exceed all former ones. We will have in our warehouse the choicest selections from the markets of the

Fine Filiatra Currants, cases and 5 cases.
Fine Casalina Currants, « T

- Package Currants.

.~ Nelson’s Selected Valencia Raisins.
<% Trenors  “ . 24

world.

e Malaga Raisins, 5 Boxes and !{ -Boxes.

7 ; ; 1
o “Sovereign,” “Imperial,” and “Regal” Brands.

Candied Drained Peels.
Beaver Candied Peels, in tins and boxes.

b e A A S e MO W e

a
.s.
,

TR

Also all the popular ‘ Red Feather” brands of goods that are now receiving the attention of all up-to-date i

grocers. i

! = ; : . i L ¥

/ The Grocer who wishes to have special brands of Teas, packed with a handsome label and business address, *

o4 K will find it to his advantage to consult us, as this is a specialty with us. T

~§- ¢ We do not go on record for selling goods cheaper than any other house in the trade. This is too stereotyped, *

I but we do ask you to consult our travellers. Inquire from them our prices, or write us for quotations and 4

& samples and convince yourselves that this 1s so. s

4] &

& i

i ames Jrurner o :

x L x

o +

x i

= Wholesale Grocers, - - - =  HAMILTON, ONT. ¢
# R D D D e / S T S A R A W e R R N R R R Y Y \ x
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If you want to handle the best goods you

must have the
Write for full particulars if our travellers

have not called on you. :

R o S oI S Y ENINUNEENUNE

AR gy

e s e e e g

Canned Vegetables |

Soaps | Canned Fruits ' Coffees

Spices | Canned Salmon - Currants

Peels | Package Teas - Extracts
. Baking Powder | . i

FULLY GUARANTEED BY

Balfour & Co., Hamilton, Ont.

-
e
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! y ; The blackest of the blackest.

The brightest of the brightest, and the easiest
shoe polish in the world to shine.

Why waste time in trying to sell inferior goods?

“21in 1”7 is universally esteemed by everyone
that ever used it.

Why waste an hour of your time trying to sell
a 10c¢ box of a worthless imitation?

All dealcrs in shoe polish are advised to lay in
their stock of “2in 17 before the cold weather
comes on, as “2 in 1” cannot be shipped in
extreme cold weather, as it is a combination, and
the only one of the kind in the world that com-
bines oil and water.

Sold by all wholesale dealers and the

F.F. DALLEY GO., Limited

Hamilton, Canada.;

We have just the teas you want to double your sales, both Geylon
Greens and Blacks and Japans. You can’t do better in price
or quality. We guarantee more than satisfaction.

A satisfied customer 1s your strongest asset. (Get her to try

our teas and you will never lose her trade.

Our Motto : Good Goods, Close Price, Prompt Shipment.

GEO. ROBERTSON & SON,

WHOLESALE GROCERS,
KINGSTON
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Dcalers Buy Wiscly "
‘ ' : . E .
wise buying 1s just as essential as I
:
successful selling-—-combined they {
are the only foundation of business
prosperity. i
of Tar and Cod Liver Oil |
1s one of the most re-  [REERSOOTTRRR
. " :f":. 3 i
Wholesalers Who Stock liable articles to stock. [ 1RO B :
° ) . |
hiew’s Remedies v o or |
Mathieu’s R Wherever humanity 1s i E 3
L. Chaput, Fils & Cie, Montreal. élH‘(’Ct(‘(l \\'ith tl]l‘( at I o ?E
Laporte, Martin & Cie, Limited ? NG = ,v S H : d
Montreal. and lung troubles there § =g §¢ ‘%
b Hudon & Orsali, Montreal. \l l . 5. 00 l : £ G O U D R O N 3 i
Demers, Fletcher & Cie, Montreal. Mathieu s b)l Ul) 1S é : :
Hudon, Hebert & Cie B . % : —ET— & 4
' a ready-made market. | 5 |
D. C. Brosseau & Cie, = i :E D'HUILE DE il
e & funs g ['ruthful and ex- |8 r0|E DE MOKUE( P
Carter, Galbraith & Co'y : e > 8
Forbes Bros. " tensive zul\'m‘tl.s‘ln«.;‘ ; U A :
Birks, Corner & Co'y e | T I e o ot ot &
] " y .~ 4 e agrea é Jout, = 8"
J. B. Bedard & Freres, Quebec. JACKE( Ul) ).\ rea 2 les pmp:iclés médccbinalcs bien el
y D i o . . (g connues de I'Huile de Foie de ¥ 4
. Bz & Cle, merit hu\’c ]]];1(1@ 1t iR Morue et du Goudron de Hetre. J] 'f
N. Turcotte & Cie 7 X 5
S. J. Major, Limited, Ottawa. known all over Canada | Syrup of Tar 1
H. N. Bates & Sons 1 .wn
Skinner & Co'y, Kingston, Ont. as thC unsu I‘])JSSC(I é- 55 3
Martin, Bole & W Cay, ! , ] . X GOD LIVE,R OlL ' |
r m. .oc. ynne Co'y |C|n(’,(l\ f()l ( Ullghb 3. , i
Winnipeg, Man. “ S 4 = |
Fillmore & Morris, Amherst,N.S. (ll](l ( ()I(Is_ ;: This Syrup, agreeable to the § |
Haltie & Mylins, Limited, Halifax §, taste, contains all the welr};nu\m i
Brown & Webb Co’y z i?;id(l;*lllngll‘é)(}fh)slucg of Cod Li- :
Simpson Bros. & Co'y e 4 |
Canadian DrugCo.,St.John,N. B. f- PREPARE PAR IPNF ! l
McDiarmid Drug Co., H ;' vk MATHIEU' - i
¥ '
T. B. Barker & Sons, Limited, J- L. Math Ieu co. ¥ Pharmacien-Chimiste, i
St. John, N.B. Proprietors 3 Sherbrooke, - i
Carvell Bros., Charlottetown, SherbrOOke’ P.Q. EE:
P.EL ¥
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Established 1852.

Magic Baking Powder.{ Gillett’s Mammoth Blue.
Gillett’'s Perfumed Lye. Imperial Baking Powder.
Magic Baking Soda. Gillett’s Cream Tartar.

Cillett’s Washing Crystal.  Royal Yeast Cakes.

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

I[f unable to get what you want from your Wholesale
Grocer do not hesitate to order from us direct, and shipment will be made
promptly.

Chicago, lll. London, Eng.

Awarded Gold Medal Toronto Exposition 1905.

40
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DEVELOPMENT OF RETAIL TRADE IN
WESTERN CANADA

FESTERN retailers are showing
W the trade in other parts of Can-

ada an example worthy of imi-
tation in the enthusiastic way they are
supnorting the Retail Merchants’ Asso
ciation of Western Canada. Readers of
I'he Canadian Grocer in all parts of
(anada are familiar with the methods
and aims of this association, but. per
haps, the time is opportune for a short
-keteh of the history of a movement
vhich is taking the trade of the west
hy storm.

Practically all the country merchants
in Manitoba are now in line, and the
movement is taking hold of the new
I’rovinces farther west In another
vear it is likely that Manitoba, Sas

T.dJ. Lawlor,

President of the Retail Merchants” Association ol
estern Canada

katchewan and Alberta, will be thor
oughly organized.

Retailing in the west presents many
problems, and the lot of the country
storekeeper is not always to lie down
in a bed of roses. Dealers have held
themselves and their business too cheap,
and have themselves been responsible
tor most of the difficulties with which
they have had to contend.

To no class of men does the west owe
more than to the country storekeepers.
Where the first settlers went, there went
the general store man with his varied
stock of necessities and luxuries, and
that stock was the only source of sup-
ply to be found for miles. Perhaps in
some cases the storekeeper abused his

quasi-monopoly, and charged too much

for his eoods, but whether that be true
or not there is no doubt that in most
places the customers abused the friend
ship of the storekeeper and were given
very long credits. In the development
of the west the retailer who gave long
credits to customers who had no avail
able funds, and the wholesale houses
who carried the accounts of the retail
ers, being themselves accommodated by
the banks, played an important part
The west owes very much to those
country storekeepers.

In course of time, as the country de
veloped, many stores were started and
competition became intense In many
towns and villages there was over con
fidence in the prospects of the immedi
ate future, and more stores were start
ed than the volume of business wat
ranted
tense, and there was little profit in
business. In a ecountry where it is

Competition became very in

necessary in some months of the year
to give credit, and where in consequence
credit is abused the year round, it is
disastrous to sell goods at cost—to say
nothing of selline at less than cost, as
was often done.

In many parts of the country the con
dition of the retailer became almost in
tolerable. While his customers wert
prospering, insane cut throat competi
tion was compelling him to work for a
mere pittance With the development
of the country, his customers no longer
really required long credits, but as i
had always been the custom to run
store bills they still did so, using then
ready money to indulge in land specula
tions.

The Association Idea.

In Boissevain, Man., conditions be
came intolerable, and in the Summer of
1904 the dealers in that town sent out
an invitation to merchants in neighbor
ing towns to meet them and consider
the advisability of forming an associa
tion to protect the interests of its mem
bers. The invitation met with some re
sponse, and the expressions of sympathy
were so numerous that it was decided
al. the Boissevain meeting to call a
general meeting of Manitoba merchants
in Winnipeg during the Bonspiel week
the following February. In the mean
time T. J. Lawlor, of Killarney, was
appointed provisional president, and A.
T. Embree, of Boissevain, consented to
act as provisional seeretary.

41 '

First Winnipeg Meeting.

Acceordingly Manitoba merchants were
invited by civcular and through the col
umns of the trade press to meet in
Winnipeg during the Bouspiel. The re
sponse was encouraging for the attend
ance was large. and more than
hundred dealers who could not attend
wrote the secretary expressing thent
hearty avnroval of the association idea
It was decided, therefor to form a
permanent organization, and a commit
tee was appointed rame a constitu
tion. KExpressions of svmpathv had
been rveceived  tfrom merchants bevond
the boundaries of the Provine o Mo

H. C. Hamelin,

First \ P’ tf the Retail Merchants’ Asso
t West Canada

toba, and, being men of large 1deas, the
constitution committee recommended
that the association be Kknown as the
Retail Merchants’™ Association of West-
ern Canada, and that its field be the
Greater Canada from the Great lLakes
to the Pacific Ocean. This recomenda

tion was adopted

Wholesale Support.

The convention lasted three days. and
meetings were held morning, afternoon
and night. The evils which the associa
tion was intended to remedy were
thoroughly discussed, and definite

remedies were suggested after due con-
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“sideration. A pleasing feature was the

hearty suppor? oiven the association by
the wholesale grocery trade of Winni
peg.  One of the sessions of the conven
tion was held in the warehouse of
Foley, lock & Larson-—the hall not be
ing available- that evening—and other
wholesale houses were enthusiastic 1n
svinpathy and

their eapressions ol

promises of support.

Credit Evil.
Chief among the topies discussed was
was felt

the evil of long  eredits It
t

1at the eredit system could be dealt
with effeetively only by united action,
and the problem was to hit upon a plan
which would meet with the avoroval of
all coneerned Ope  or  two dealers

anted to do away with the eredit sys
tem entirels  and were anxious that the
association should pledge its members
o inaugurate a  strietly eash svstem

But the great majority were opposed-to

J. D. Baine,

Sceond Vice-President of the Retanl Merchants” Associa-
tion of Western Canada.

this plan as they believed it to be too
radical to meet with success. It was
the general opinion that the credit sys
tem eould not be abolished in the west,
but that it  might be controlled, and
that if the western merchants could not
master the credit system it would very
soon master them. Accordinglv a com
promise between the cash and credit
systems found favor with the great ma-
jority. Credit is most required by the
western farmer during the Summer
months and in the Kall before his wheat
crop is threshed and marketed; in the
Winter he is prosperous, and well able
not only to pay his bills but to pay
cash for his new purchases.

Such had been the hold of the per-
nicious credit system that many pros-
perous farmers were in the habit of pay-
ing their store bills only once a year,

WESTERN CANADA PROGRESS

and ecommeneing a new aceount as soon
as the old was paid. It was aceording-
ly decided by the association to recom-
mend the closing of all accounts on
November 1st of each year, and the
maintenance of a strictly cash system
until May Ist, the only exception to the
rule to be that thirty days’ accounts
are to be treated as cash. At the .July
meeting this recommendation was am
ended to- shorten the cash period one
month. It was decided to refuse all
credit from November Ist to Awril 1st.

It was clearly understood at both gen-*

eral meetings that while the association
strongly recommended this plan of deal
ing with the credit evil, no positive
rule was laid down. However, it has
been found in practice that the long
credit  evil is the question in  which
western retailers are most keenly inter-
ested, and in many cases it is only be
cause the association offers a remedy
for this evil that dealers are willing to
join. In practice it has been found im
possible to organize local sections of the
association until all the merchants in
the section signify their approval of the
plan.  Hence, to all intents and pur
poses, the eredit proposals constitute a
binding rule for all members.

Produce Question.

Anothier question that occupicd the at
tention ot the IFebruary gathering was
the difficulty of Landling farf produce
to advantage. Intimately Md up
with this question was the price cutting
evil. It was well known that not only
were many merchants selling many lines
of staple groceries at cost, or less than
cost, but they were accepting in pay
ment butter and eggs at prices higher
than could be obtained from the Winni
peg produce houses.  Clearly this was a
mischievous and ruinous practice, and
the association set itself the task of
grappling with it. It was decided that
the most effective way would be to or-
ganize neighboring towns in sections in
which uniform prices would be paid for
produce and uniform prices charged for
certain - staples.  During the Summer
months this plan was adopted through
out the greater part of Manitoba, and
it was attended with conspicuous suc
cess.  Verhaps there had been more cut
ting on tobacco and sugar than on any
other staples, and the association has
saved much money for its members on
these two items alone.

‘‘Supply’’ Accounts.

Another grievance of a peculiarly deli-
cate nature was discussed at the Febru-
ary meeting, and this was the existence
of what are usually designated as ‘‘sup-
ply accounts.” There can be no doubt
that in many parts of Manitoba the
grocery and general store trade is very
much overdone. Many towns have more

42
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stores than they can well supnort. It
is charged that in some towns stores
are kept going by wholesale houses who
want accounts in those towns and are
unable to sell to any other stores. The
association hope to influence the whole
sale houses to cut off such “‘supply”
accounts.
Organizer Appointed.

When the officers were
Februarv, A. T. Embree, of Boissevain,
retained the office of secretary until
such time as the association might ap
point a permanent secretary who would
also act as organizer. l.ate in April

elected in

the executive met at the Il.eland Hotel
in Winnipeg to consider the apnolications
received for the position of oreanizer in
response  to  newspaper advertising
Some twenty applications were receiy
ed, and after due consideration W. A
(‘oulson, a bright young newspaperman,
who had recently arrived in Winnipeg.
was given the appointment.  Mr. Coul

W. A. Coulson,

Scerctary and Organizer of the Retail Merchants
Association of Western C

son set to work at once with energy de
serving of suceess, and after eirculai
izing the entire western trade he com
menced the difficult work of organizing
the country dealers in local sections
[lis success in  seeuring new members
was remarkable, and he was able to
present to the gencral meeting in July
a highly encouraging membership list,
published in The Canadian Grocer at
the time.
July Meeting.

The semi-annual meeting held in Win
nipeg in July was the occasion for tak
ing stock of the work already accom
plished, and the substantial results
shown by Secretary Coulson at the close
of a few weeks’' canvass encouraged the
executive to push the enterprise with re-
newed energy. It was also made abund-
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wmtly plain  at the .July meetine that
the association has the hearty support
f the Winnipeg wholesale trade. At
the eoncluding session of the convention
. large number of Winnipeg wholesale
men were present, and their addresses
vere very encouraging to the gathering.
Of the wholesale grocers, Wm. George
,on, of Codville & Co., and A. S. Lock,
if Foley, Lock & larson, were particu
larly emphatie in their expressions of
pproval and promise of reasonable sup
port. It was made quite plain that any
dealer joining the association and later
hecoming weary in well doing and dis
posed to fall bv the wayside, would lose
tavor with his wholesale house. The
jubbers were determined to colleet their
weounts before the end of the vear, and
tiidy supported the association because
| its policy respecting the credit evil
in this matter, the interests of whole
aler and retailer are identical.
Trade Newspaper Orcan Chosen.

It was felt b the executive that the

G. C. Sayles,
Viember Exccutive of the Retail Merchants” Association
of Western Canada.

association reauired publicity in a trade
newspaper which would be read only by
members of the grocery and general
store trade. The association is neither
planning nor carrying out anv work of
which it has any reason to be ashamed,
but while its aims are perfectly legiti
mate the association does not wish its
affairs dissussed by the customers of its
members.

The executive set themseclves to select
a paper which circulates only among
grocers and general storekeepers, and as
a result The Canadian
chosen as the official medium
confidential news. Since that
was made the western trade have read
with interest many news items relating
to the association and published exclu-
sively in The Canadian Grocer.

“I have to thank The Canadian Gro-
cer for much effective publicitv.” says
Secretary Coulson. ‘It would be diffi

Girocer was
for all
choice

WESTERN CANADA [PROGRESS

cult to overestimate the assistance it
has been to me in promoting the or
ganization. KEverywhere [ go I find the
dealers are acquainted with the work
ing of the assoeiation from the reports
in The Canadian Groeer, and I don’t
have to start at the beginning to tell
them about it.”
Work Since July.

Since the semi-annual meeting in July
the association has made steady. sub
stantial progress. A large addition has
been made to the membership list, and
a great manv local sections have been
section has its own
from

Kach
and the members meet

organized.
secretary
time to time to arrange the prices to
be paid for produce and the prices to be
charged for certain staple lines The
action of these local sections is reported
to Secretary Coulson, whose duty it is
to prevent friction through a clash in
prices in neighboring seétions.

Through the good work of the associ
ation cutting in tobaceo and staples has
been stovmed in almost all seetions
Manitoba, and in
katchewan | niform prices ave paid

the various local sections for

some towns i Sas
larm pro
duce, and the dealers are no longer pay
ing more than the market
butter and eges. On Wednesday of next
week, November | st, the
thei
that day all accounts are
until

value fton

association

inaugurate policy resvecting
credit.  On
closed and eredit will be
April Ist, 1906,  In this difficult

the association has the best

refused
work
wishes and
hearty support of The Canadian Groee

THE LAND OF PROMISE.

N ANADA, and especially the North
L west Territories, is receiving  al
the present time the marked at
tention of the British Isles. It is begin

ning to be realized that the opportuni

ties in this fair and vast Dominion are
unlimited.

A few years ago general remarks
might have been found in the various

newspapers of Great Britain, with an
occasional editorial on some passing cii
Now

however, this has changed, and all eyes

cumstance or condition of interest

“(fanada’ as the most

profitable

are turned to
attractive, practicable, and
avenue towards which to turn the vast
amount of ability and energy which to
a large extent is without prospect in
the Motherland.

The development of this fast and opu
lent region is but in its infancy Its
progress, however,
pushed forward with a remarkable de
gree of energy, intelligence and boundless
seli-confidence by all Canadian citizens

It is not saying too much when we
remark that in all probability the re-
gion between Winnipeg and the Rockics

43

is being tenaciously
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will ere long be inhabited by manv mil-

lions of prosperous, encrzetic and thot
oughly contented people, the satisfactory
feature being that Anglo-Saxon blood
will predominate

Conditions ecach Improving

with

yeal ate

great rapidity so that the many

trials and hardships which have had
bhe faced by the pioncers of earlier day-s
will to a large extent become a thing of

influx, therefore, which

the past The

will gradually continue, will meet su

congenial and sati
that 1

roundings at once
factory, producing in a settler
mediate  adaptability 1o environmer
which is so necessary in ithe case ol el
grants

Within a
the Northwest Territorn will be call

sencration ol O he pal

upon to pav in the history ot the b

pite and of the world must be by

unimportant e

means a stmall ol

W. Ledoux
Memtb kEx the Retil Merchants’ Associatu
1 Weste Canada

MAN WHO WORKS AND GIVES

Ihere is a Lope for the man on the long
steep all
Who is totling to find success

I'here 1s a hope for the man who uses
his will
In the struggle and strife and stress
IFhere is a hope for the man who will
banish luck,
And bend to a wiser plan,
11, shoulder to shoulder, he stands with
pluck,
And gives to his fellowman.

Deep in the whirling, eddying stream
Of striving humanity lies
The smold’ring flames that will
and gleam
Like the light from
When fanned by desire,
pluck,
And the words, “I will, I can”
L.et these be your tools for success—not
luck—
And give to your fellowman !
—Milwaukee Sentinel

glow

famished eyes,
ambition and




,‘_U

3

The Canadian Grocer

October 27, 1905

THE GROCERS’

REFLECTIONS

A GROCER’S THANKSGIVING.
I Y VERYBODY gave thanks last
4 !

Thursday, at least it is to be

— % N 1 1
hoped they did.  Fven the hard
worked grocer shut up his shop — of
course after filling just a few pressing

orders—and in company with his wife
id family sought the house of the Lord
with a full and thankful heart and
lusty lung jolned in the grand, old, soul
hymn,

Praise God 1rom whom all  blessings

Jock-movi g2

flow,
Praise Him all crcatures here below.’
{le leit the church a better man, and
the poor old organ-grinder at the cor-
ner of his street pricked up her ears at
the jingle of the quarter that dropped
jnto her battered tin cup, and her eyes
glistened  with a tear of thankfulness,

and her lips spoke the words of her
Leart with a feeling that made the gro
cer’s lips tremble in an unaccountable,
and to him  very embarrassing way
while a lump formed in his throat that
threatened to  impede his  breathing.
Yy es, he felt g better man, and if ever a
quarter was given that carried with it
thie blessing of Him that said *‘It is
more bhlessed to give than receive,” it
was that guarter oi the grocer.

\nd when he arrived, home, and the
jamily had all gathered qound his groau
o dinner table, and he saw that all
the olive branches were clustered round
I
nd the grace dropped from his trem

i

parental trunks, his heart was full

bhing hps 1n a manner to endanger the
stability of the napkin tucked under his
cuin.  kven the delivery boy whose home

up in the “North Countrie’” was not
torgotten, and never “‘eat such a dinnel
in his life,”” as he told the butcher’s hoy
on  Friday morning when comparing
notes as to how much more they could
individually have taken without ‘‘hust
in’. Yes, it was a dinner ; would there
were more like them, more Thanksgiv-
ings in the year.

And as he sat nibbling at his cheese
and celery and sipping his own extra
blend of Old Government and Mocha,
and his youngest branch, aetat three-
lifty—beg pardon, three and a half years
—was taking up an entrenched position
on his left knee, much to the dissatis-
faction of Towser, the terrier, a practi-
cal side of his Thanksgiving dinner
seemed to suggest itself to him, and
smiling somewhat at the oddity of the
thought, he drew the attention of his
circle to him by remarking: ‘‘Say,
mother, have you ever thought when eat-

ing your dinner on this day of all grate
ful days, of ‘the practical side of the
meal, that is where all the good things
come from, how they're grown, prepai
ed and marketed 7 No 7 Well, if you
will not mind and ewn exereise a reason
able restraint over Miss Restless here 1
will take the articles by courses, and
hope to show you all how true the say
ing is, that the world is but a very
swmall body after all, and that steam
and electricity have practically abolish-
ed distance, and how, like Monte Cristo,
we can say, ‘The world is ours.’

“The soup—ah, the succulent bivalve
dug out of his cosy bed in the Chesa-
peake or the island-bound waters of
Loong Island Sound, his dark and . rugged
shells the caskets where Neptune and
the water sprites drop their precious
pearls, what would we do without. him
now at feast or festival 7 And - with
the soup let us not forget the celery
that Uncle Kb sent down from his farm
in Bruce ; the long white stems with
thelr feathery tufts of green are pl«';amunl
sentinels  on the outposts of a well
planned dinner. :

“Then the fish. Ilere we are qul,(/t' at
home, and the waters of this gu-u‘ land
ol ours are shining with silver s;y/u_\'.s of
such heauty and variety as would throw
the most polished epicure of ‘La  Belle
Paris’ into ecestacies of delight.  Oul
Niagara whitefish of to-day has heard
the roar of the mighty cataract and
trembled with awe at the majesty of
the great leviathan whose roar has
sounded through untold ages and pro
claimed itseli the great work of an im-
mortal Creator. You know that if
among other natural products of our
land and waters we are proud of one
thing more than another, it is our fish,
and even our southern friends want
them, and want them badly, too. Our
salmon, rich and pink, inimitable by
artist’s  brush, from the land of the
crafty Chinook, stands foremost on the
bills of fare of all civilized peoples. Our
mackerel and our cod hug our eastern
shores with a patriotismn worthy of imi-
tation by the pitiable disciples of blue-
ruinism.

“Yes, I know you want to hear ahout
the turkey. There’s nothing much to say
about the red-nosed king of the barn-
yard. His  gobble-gobble is  heard
throughout the length and breadth of
this peaceful, blessed land of ours. Still,
in my mind, I think he improves with
dressing, and looks more interesting on
a dinner table with his drumsticks
44

pointing heavenward at an angle of 65
degrees, and the deep red berry from
the banks of Cape Cod in tempting
dishes Ly his side.  Ah, yes, we're all
agreed that the dinner would be incom
plete without Lis presence, and thoug
the poet sings,

‘O1 all the birds what fiies,

There’s none that’s hali so nice

As goose, stulled with sage and inyuas
we'll all adhere to our banner and fight
the battle ¢f our king.

“Let us not  forgel our vegetables
The mashed  potatoes need no  furthe
meition, and the sweet wrinkled pea
and cauliliower are both indigenous to
our climate, and as familiar as a con
mercial traveler on his maiden trip.

“But I am spinning out much lenge
than I thought to, when starting out to
tell you of my practical reflections, an
as 1 see Miss Restless here is  casting
longing glances gt her carriage and doll
I'll briefly refer to thyg rest of our pica
ant meal, but 1 warn you to fasten ou
the wings of my fancy very securely, a
I intend to annihilate space and time iu
tahing you to scenes and lands wher
whal we eat and drink is at home.

“Come, then, briefly. Our apple pu
with its  brown overcoat and sugai
sprinkled top first calls our attention
and as a home bird needs no furtls
comiment.

“OR then to France and the peasan
homes of Rocquefort, and a nibble al
the blue-dotted cheese so creamy. Awa
again  lo the sunny groves of sunin
Italy and the vegas and dehesas of Ma
laga, with the sound of mandolin and
castanet ringing in our ears, gnd vision
of gauzy mantillas and black-eyed scu
oritas floating before our eyes, and lel
us pluck a few olives and bear ofli th
long oval green grape. Once more Wi
spread our wings and stop not until
our feet touch upon the Holy Land, and
we rest ourselves beneath the fig trees
of Palestine and wonder how such rich
and luscious fruit could grow in soil so
rocky and so barren. A few figs and
then away to sandy Arabia, and grasp-
ing a handful of the golden berry of the
east, we float south and eastward with
the sound of the Moslem’s ‘Allah-ii
Allal’ following in our wake like the
echo of a fatal nightmare ; away across
the Indian Ocean on the wings of a
helping trade wind to sea-girt Java and
here on the coffee hills of Mynheer Van
Stane beneath the shadows of Mount
Salak we’ll rest a moment.

‘““Y'es, mother, half way round the

ity
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jobe and still we have not visited all
the homes of what we have been privi-
jeged to set before us. Rested ? Yes.
Well, let us change our course a bit and
strike north and cast towards the Celes-
tial Kingdom and wander through the
well kept  tea  gardens of Tseng-Tsing
ind picking a bud or two here and a
icaf or two there, we'll take our aro-
imatic blend and passing over the pago
ias of the Mikado, we're ofi across the
peaceful main  to our own Vancouver,
ind  then crossing the Rocky spine of
our northern sphere, we’ll pick up

I'he golden grain from out whose shell

i1s pres’t
I'he manna that to men has aye been

blest.’

“And now home again, and here we
ire cosily  sitting round our cheerful
hoard, no one the worse for the long
ind rapid journey, and everybody I hope
vith a better knowledge of what seems
to us without reflection a matter of
course, and all, T hope, truly thankful
on this day of grateful remembrances for
past favors. Before we leave the table
I might add with the poet, that
‘Serenely full, the epicure would say,
IFate cannot harm us, we have dined

» N

to-day.

THE REASON WHY.

\n experienced detective officer was
praising the various cash-registering de
ices that have come of late vears into
vorld-wide use.

“These machines.”’ he said, “have un
doubtedly diminished erime. They have
aved many weak persons from a daily
and  hourly temptation hard to with
tand. They have also saved employers
1 great deal of money, for they have
iriven the dishonest out of a field of
vork wherein they loved to labor in the
past.

“T heard of an assistant in a grocery
the other day who was getting $8 a
week. He had to be on duty at 7 in the
morning, and he was not through till 7,
and sometimes 8, at night. The poor
icllow had no time for anything but
vork and sleep.

“He found time, though, to get mar-
ried, and the week after the ceremony he
asked his emplover for a rise.

‘“ ‘Why, Horace,” the employer said,
‘vou are getting $8 a week. What ails
you? When I was your age I kept a
wife and two children on $8 a week, and
saved money besides.’

“ ‘They didn’t have cash registers in
those days,” said Horace bitterly

A SLIGHT ERROR.

“We had lived in a certain American
city ten years,” confided a prosperous
mierchant to his partner, ‘‘when, after
many futile attempts, we at last suc-
ceeded in persuading my mother, who

THE GROCERS’ REFLECTIONS

lived on a remote country farm, to visit
us.

“One afternoon my mother suggested
that we give a party for the children.
My wile cheerfully assented, but found
that she did not have enough dishes of
the kind which she would risk with bois-
terous children. Being of an economical
disposition, she ordered a dozen boxes of
a certain brand of breakfast food, each
box containing as a prize a cup and
saucer.

“On the day of the party my wife
was called awayv ifrom home. She in-
structed mwother and informed her that
the dishes would be delivered by the
zroceryiman before dinner

“That evening mother informed us that
the children had had a glorious time
‘And how careful your groceryman is,’
she continued. *Why, ecach one of those
cups and saucers was done up in a sep-
arate box, and I almost smothered the
fire in the furnace with the stuff they
were imbedded in.’ ™’

MORAL-- ADVERTISE.

Many years ago, report has it, thirty
of the girls who sealed and labeled the
cans in a canning factory in the Ameri-
can west got so warmed up drinking fer
mented juice that they took off all their
superfluous clothes, sealed them in and
labeled them. They got mixed with sev-
eral thousand cans of preserves and for
months thereafter it was nothing un
common when yvou had company to open
a raspberry preserve label and turn out
a pink hair ribbon and a pair of stock-
ings and many an old apron or a corset
cover. Only a short time ago the land
lady of a hotel was absent-mindedly
looking out of a window while dumping
a can of supposed peaches, when out
rolled two hip pads. She didn’t notice
it and a near-sighted boarder ate one for
a waffle. The can was bought of a mer-
chant who didn’t advertise, and it had
been on his shelves for over twenty
years.

INNOCENCE.

Mr. Sharp, the provision dealer—who,
by the way, is regarded as a smart hus-
iness man—Ilooked distinctly annoved.
Gilaring savagely across at Henrv, the
new clerk, he said, sternly—

“C‘ome here, sir!'"

Henry came.

““That lady who just went out—didn’t
hear her ask for fresh-laid eggs 77’
“Yes, sir,”” Henry answered

““And you said we hadn’t any 7"
“Y—yes, sir ; that is quite true.”
“True, you lunkhead, you—didn’t you
sce me lay those eggs myself on the
counter ten minutes ago ? You untruth-
ful scoundrel ! Take a month’'s notice
to quit, and mind you don’t look to me

40
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for a reference. We must have no pre
varication in this establishment.”

A NEW SPECIES.

The grocer dusted a cocoanut and laid
it in his window in such g way that a
black bruise did not show

“This cocoanut reminds me,” he said

“of a big yellow haired girl named
Gretel. Gretel was a Swede, fresh from
the Old Country. She worked in old

Miss Greene's kitchen, and she came here
to do her mistress’ marketing.

“One day 1 had a window display of
cocoanuts, and Gretel stood outside and
studied them a long time, for she had
never seen a cocoanut before. Finally she
cintered the shop.

‘ ‘Please,” she said, how much i
them big mountain potatoes, with whis
kers on them, in the window '

FIGGER UP.

If the day seems to carry a burden ol
woe,
Figger up ;
if its moments seem dragging and tet
ribly slow,
Figger up
For I guess you will find, if vou pause
to reflect,

That there’s ’'bout as much sun a
you've right to expect
If vou've earned something good v Ou

are bound to collect—
Figger up.

On the great slate of Time theie atd
miany accounts—
Figger up—
IFor various pavments o of divers
amounts—
Kigger up,
And we're apt to collect what is coming
our way,
Though it’s shine of the sun or gloom
of the day
If we dance, you have heard, we the
fiddler must pay
Figger up.

l.ook back oun yvour hLife, though vou'd
much rather not—
Figger up—
And say, i you dare, that the treat
ment you got—
Figger up—
Is not pretty near to the treatment vou
carned,
Who was it the candle incessantly burn
ed,
And burned at both ends, until wisdom
he learned ?
Figger up.

What's the use of a sigh, or the good ol
a whine—
Figger up—
Take your medicine now, as I must take
mine,
Figger up
And I guess we may find on the hig
final sheet
There was just as much shine as ol
gloom for our feet
Or, if not, that the treatment we had
was but meet—
Figger up
—A. J. Waterhouse
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GOOD ADVERTISING

Holding Trade.

7[“‘:\' some grocers feel the first
/ touches of opposition from

“hiceer’ houses, out of town, a
lurking desire comes over them, first to
sell eut. second 1o show fight. Opposi-
tion is the spur of business, and when
lesitimate and reasonable in potency,
<hould not be feiared Rather it should
be welcomed as the incentive to self
examination — pointing the hand of in

quiry inside the store and then outside
If farmers drive by your place. or pe-
destrians walk by have an eve to vour
LOOas If such continues, have an £y e
1o vour policy. Your chief opposition

has a nice announcement each

Saturday in the local paper, in which
he quotes prices that cateh trade and
custom ITe perhaps prints a list

l"'

of wcials” once a  week, and dis-
fributes them among patrons, prospec-
tive and regular. He may also make a
feature of giving quick service to those
cnstomers  who have to drive lengthy
distances. Take a peep into this mer-

chant’s store. Note his arrangement. If
vou see no improvement over your own
then know that some other factor—the
newspaper—is his talisman of trade. Ad-
vertise with an individuality. Let farm-
ers feel that you offer special induce-
wments ‘Yust for them.’” Tet townsfolk
set 10 know you for, say, reliable Fri-
dav night announcements in the papers
onlist the systematic help and enthus-
iasm of vour employes Ly graciousness
and appreciation on your part — then
work and wait.

Clerks Should Study Advertisements.

(‘lerks should study the advertisements
heir emplovers write and thus keep a
«rip on newspaper publicity as well as
tore publicity This would tend to
prodiice a keener insight into the condi
fions coverning seasonable advertising
and prove profitable in the way of
“‘supply and demand” experience. Too
often clerks unknowingly misplace their
zeal. While one line of goods is being
advertised in the papers, they perhaps
talk up something else in the store. In
other words, they do not work hand in
hand with their employer. though they
work faithfully. Where a clerk prepares
his employer’s advertisements he might
have conferences with the other clerks
and acquaint them with the points he
himself has been acquainted with through
seeing and knowing ‘‘what the manager

wants.”” Co-operation is the half-hrother
to success. It should be every clerk’s
lodestar.

Store Individuality.

There is no limit to what can he ac-
complished in the way of store individ-
nalitv. T remember reading of an Amer-
ican merchant who adopted the idea of
riving clean money for change. His plan
was to express to a nearby bank all his
old coin and bills in exchance for which
he received the new. This fact was ad-
vertised in the papers. TIn time his place
became known as ‘“the eclean monev
store.”’ The merchant admitted. of
course. that his desire to he original
cost him somethine in labor, but it paid
him. While this and kindred schemes are
not alwavs practicable, thev show, nev-
ertheless. that the seeminglv imnossible
hecomes possible in the hands of an un-
to-date, wideawake merchant who he-
lieves in advertising his business, and,
what is more. does it.

Special Sales.

Onportunities for special sales are not
alwavs taken advantage of. Far too
manv orocers allow business horevs and
the attitude of other merchants on the
question to govern them. True, as com-
pared with. sav, the drv goods husiness,
where cloth iz alwavs cloth, and the
dictates of seasons unmistakable, there
is not the field for price Panmaiahs in
the grocerv husiness on account of the
rerishabilitv  attached to commodities
and their continued subiection to slumns
and rises. The special sale plan in the
case of drv goods is ordinarilv to put
on the tahle, at a marked-down price,
conds which the merchant knows are
not selline fast, and which as time goes
alonz will sell slower. The clearance
makes room for seasonable stock. Such
like procedure is impossible with gro
cers bhecause the bulk of their husiness is
of the same nature the year round
Ience, few special sales. But a erocer
can frame a policv of his own with the
assistance of the veryv conditions which
seem to frustrate his activities along
this line.

For instance, in the Fall there is
quite a demand for preserving peaches
and the majority of stores are well
stocked. Prices range nearly even.
Trade is divided up. In the end each
grocer loses a few haskets on ‘“‘spoils”
and ‘‘fill-ups.”” Now, suppose one of the
grocers, instead of waiting for the peo-
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ple to come to him, went after them by
announcing through the papers and in
his window and store a special peach
sale and cut the price one cent per has
ket on opposition stores. These stores
would undoubtedly laugh at such a move
when the fruit could be sold at proper
margin in due time. But by having a
special sale and hinting at low prices
the chances are the enterprising groce:
would elear out his stock in one-half th
time and have a better turn-over tha:
the other grocers hesides. The peopl:
who read the advertisements and saw
the store cards would in all probabilit
buv other fruit. The special sale might
be the means of securing a few orde:
on branded goods. too.

Design Your Ads.

When grocers write copy for the pres
they usually do it in a hurry, which i
unfortunate hecause the advertisement
suffers. The office that sets the matt:
is also usually in a hurry. Consequent
ly the main points in the advertisement
are perhaps not duly emphasized and
minor details perhaps displaved promi
nently. TIf you cannot apportion a pa:
ticular time each week for writing new
paper copy. then the next bhest thing i
to write plainly on good paper, and, as
regards arrangement, to write the mat
ter as if is to appear when set. Print
ers can usually dress'up in type what
raw on paper—that is, if the advertis:
ment is not too large and time limited
But don’t bank too much on this assisi
ance. Tt is entirelv voluntarv. Know
ing vour own goods bhest, and what vou
want to sav abhout them, it should b«
easv enoiech to underline words here ani
there with one stroke, two strokes, et
according to their importance, also to
write the salient words in positions ht
themselves The ‘‘letter’ stvle adve:
tisements are too common in the print
ing office. That is why some announct
ments in dailies give one the impression
that the compositor eot excited over
a bhad piece of copy and had no time t
redress the errors he made in essaying
to he tasty.

To sell goods is the first mission of an
advertisement, to display ornaments the
second, but there is no reason why the
second, in moderation, should interfere
with the first. It should rather aid,
by attracting that requisite—attention.

e TR,
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FEW more grocers advertise in
the Fall than in the Summer
cases is made up almost
town stores,
the faet that groeers i the large eities

helieve their tield is loeal and,
fore, little is to he gained by newspaper
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ADVERTISING CRITICISMS

Faulty Advertisements.

months, but the number in  both
entirely  of

This arises, no doubt, from

there-

;|1l\l‘llisillg'.

- * *

Seanning Canadian papers the first
crocery advertisement that T pitehed up-
on was that of W. E. Pautler, one of
those ¢hosen  for reproduetion. Mr.
PPautler has the advertising belief all
right, but unfortunately he does not em-

| loy his spaee judiciously.

PICKLING

ment should state faets elearly, but it

should never become an a, b, ¢ lesson.

gle

space thus saved to

leading’ the details and using the
‘open up’’ the

name and address.

*® * -

F. Corey advertises in a general way.

He has nothing special to announee.
It strikes me that a retailer’s tea trade
does not warrant an advertisement on it
solely as virtually happens in this case.
No single line of goods warrants such,

fact, unless as pointed out betore,

there is a price importanee to it.

- - *

It Mr. Corey had quantities of Hulk

SEASON

Preserved Ginger, Whole Pickling Spice, Greund Pickling Spice, Whole

Cloves, Ground Cloves,

Whole Cinnamon, Ground Cinnamon,

Root

Ginger, Black and White Pepper, Cayenne Pepper, Cayenne Pods, All-

spice, Turmeric, Celery Seed, Mustard Seed, Currie Powder, Nutmegs,

Vinegars.

Y. L.

STAR GROCER,

The advertisement on pickling sea-
son is itself apropos, but why the need-
less enumeration? A few of the inciden-
fals related to piekling might properly
llave been specified, but space is turned
to no aceount in making such statements
as ‘“Whole pickling spiece,”” ““Ground
» when ““pickling spices’’

pickling spice,’
The same

would have been sullicient.
thing oceurs concerning cinnamon, pep
per,  ete.

One half of Mr. Pautler’s advertise-
ment might have econtained some re-
ferences to fruits, jars, ete., or might
even have announced some special prices
on other lines of goods. That could have
been accomplished by omitting the pres-
ent superfluous wording. An advertise-

PHONE 42,

PAUTLER

PRESTON

tea to dispose of at a certain figuve {hat
would have been different. to merely 1¢
minding his eustomers about the guar
antee on 25¢. and 40e. tea. Ie might
have done the ‘‘reminding,’”’ and, n
the same spaee, have quoted some ['2-
ures on goods likely to be in Jdemand.
There is a useless ‘“white’” hetwe n the
heading and body matter, and the ad-
dress, ete., 1s unduly spread. Divid-
ing ““Murray’’ is bad.

- E -

Cash Bargain Giroeery is, in substanee,
the most businesslike advertisement of
the trio, though it, too, is unnecessarily
serambled, with a econsequent saerifice
of space. Two of the display lines, at
least, are disproportionately large, so

47

that the advertisement
In short it is typographieally ugly.
. . &

has no balane

In quoting prices, and thus giving the

- - -
The setting of this announcement, ; 4 i
: ; 0 announcement a ‘‘particular savor,
too, could have been improved by *‘sin- i ¥ : oo
. Cash Bareain  Groeery surpasses

The Place to Buy

FRUIT JARS

Per dozen
Imperial % Gallons 8120
Wine 4 Gallors. 100
Imperial Quarts .90
Wine Quarts .. .80
Pints. . 70

Now is the time vou need the above

Cash Bargain Grocery

104 Dalhousie St.
Phone 290

others in at least one respeet, and would

more likely pay tor itselt

The three advertisements reproduced
demonstrate that the spirit of oppm
tune publicity is spreading among
tailers, but there is room for improve

ment yet in the matter of methods |

OUR TEA TRADE |

is increasing every week. Itis {

not a hard problem to solve.

Our reason is we guarantee our

25¢c. and 40c. Tea to be the

best. Our Vinegars and Spices :

are fresh and pure. Call and ! _E'I

be convinced. 5
| 5E

e |
v

F. COREY |
GROCER

Cor. of Colborne and
Murray Streets.

" %
Tt e S

PHONE 425 e

R

know that few grocers have the tinu

to give due attention to their advertis |
ing and that in many eases it 1s **rush’ i
work but eould it not be supervised at !

night, or, for that matter, be entrusted

to a elerk.
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,’ UP -TO - DATE BOOKKEEPING

THE ‘‘LOOSE LEAF.”

by R M

Youl business vou have

N systemizingz youl ;
1 pund one of two ui)j('v].\.

either

the cutting down of expenses ll'\ re

i 1hie munber of you! r‘Hw{AIH_‘.x-S.
or introducing sueh new 1deas as will
ve vou more detail, enable you to know

department of your PITES!

ist HOw .-;|4-;

and thus place it ou a

jless 1s doing

)',.‘1_1 paying \l»;l>J>.

<hed

aeccoln

That this eould not b

1

Ly the old and aotiguated methods

common. use up to within the last 25
years was apparent to every man seelk-
ing to improve his business, and forge

9
ahead into the front rank of eommereial

oiants, with the result -that brains and
Lrawn have been developed to meet this
11ty existence a system

This prin-

demand, bringing
of units or ‘“loose leaves.”’
ciple permits of adaptibility to meect to
best advantage the changing conditions
of business: giving the greatest amount
of information in eondensed form, in the
Jeast time and the most accurate manner.

For  these reasons ‘‘Loose lLeat i
methods are no longer an innovation, but
are eonsidered a necessary part of maod
¢rn business and are fast displacin. the
cnmbersome methods of the past
There are several reasons for this:
1. The v.\lmlwi-vh of the loose leal sys-
{em is unlimited.
2. Unlimted elassification s obtained.

3. The chanees for mistakes arve great

ly redueed.

1. The work can be divided among
several elerksso as to ;ll‘t‘“lh]l]l.~ll "
within a specified time.

5. 1t permits the removal of all dead
and useless matter.

These various points cun be readily
seen by studying in detail the ‘‘Loose
Leaf’’ ledger.

All bookkeepers and aceountants know
that with any style of hound hook cer-
tain accounts are bound to require more
space than originally allotted to them
when opening the book ; rendering trans-
fers from one part of the ledger to an
other absolutely necessary. The ““Loose
Leaf’’ Ledger with itg unlimited ex-

pansion removes the necessity of re-open
ine aceounts.

The use of one sheet for one account
with the opportunity of adding as many
sheets as may be found
the continuance of the account without
interferineg with the
a desirable feature only obtained hy a
“I,UH.\(‘ lA‘:H"’

'l‘ll(‘ olie

necessary for
other aceonnts is
System.

retains the
after

account always

same place in the Ledger vear
year; sheets as they become filled are
balanced and removed to the Transfer
Binder where they oeenpv the same re
lative position in which they appeared
in the Current Binder.

Unlimited classifieation ean bhe obtain-
ed by various methods of indexing. Ae-
counts may be arranged alphabetieally,
sub-dividing A-Z many
divisions as required for the convenience
of handling the into
consideration the number of Ledgers in
nse: some husiness houses derive greater
benefit by indexing their Ledgers by
Towns, Salesmen,

index into as

aceounts, taking

Routes, Territories,
numerieally, or any other plan suited to
the partienlar needs of the business.

By this elastiec method a vast ameunt
of time 1is saved in the posting; the
charge sheets and eash items can be ar-
ranged previous to posting in the same
order as the indexing of Tedgers, thus
rendering posting very rapid and remov-
ing practically all possibility of error.

Another great advantage is the re-
duetion in the size of the ledger. Tt is
not neeessary to provide a large sheet
for a long aceount as ample spaee is
provided by the addition of extra leaves
and by continuallv weeding out the clos-
ed or diseontinued accounts, the size
and weight of the book is redueced to a
minimum,

The security of the system is obtained
hy a ecareful examination of the lock-
ing devices, the prineipal features of
which are fully explained by the var-
ious inventors and manufacturers.

The faet that the most conservative
hanks, insurance companies, and merean-
tile houses are adopting ‘‘Loose Leaf?”’
Books is eonclusive evidence that the
principle is perfeetly safe.

No merchant or manufacturer doing
business to any great volume can afford

48

to be without ‘‘loose Leaf’’ Systems

Those who do not have it do not know
what they are missing and those who
have it
long before.

regret they did not have i

It is an absolute necessity and ol in
valuable assistance in husiness of mod
erate volume.

A SYSTEM FOR RETAILERS.

C 00D hookkeeping eonsists in simply
¥ correctly ecopying, adding and sub

tracting of ficures so placed that
any mature person can understand what
they mean.

There s]mumv nothing complicated
about it, everything should be plain and
simple.
has ordinary

The average merchant

common sense and will readily aceept
any plan that will assist him in simplify
mg his businesg and reduce the amount
of work necessary to keep his acceounts
in a elear and simple manner.

Two of the

perienced by retail mercehants is the get

ereatest difficulties ex
ting out promptly of his customers’ ac
counts at the end of each week or month,
and the time and work required to know
at any particular time just how any in
dividual customer’s acecount stands if
it should be asked for.

These difficulties can he overcome hy
installing what is eommonly known as
the TLoose T.eaf Monthly Aceount Sys
fem.

The Counter Check Book is used when
taking an order, a copy of which is sent
with the goods, the duplicate is kept
and the amounts posted to the Monthly
Account which eonsists of a Loose Leaf
A-Z.
containing account sheets in duplieate,
ruled like Form No. 1, duplicate sheet
having no ruling or printing.

Your customers’ accounts are arrang

Binder, indexed throughout from

ed in the hook according to the first lef
ter of their name thus enabling you to
find any desired account at once. After
taking the order in your Counter Check
Book, the goods are got together, and
whatever corrections found necessary
are made to the order. The original eopy
of order is sent with the goods to the
customer and the duplicate kept for
posting. At the close of the day or




105

iy
ith
at
at

ed

3N
et
e
th,
DWW

in

by
as
ys

October 27, 1905

at any time that is convenient, the ovders
are checked off and the amounts posted
to their respective accounts in duplicate
in the Monthly Aceount Binder, all cash
payments are credited directly to this
acecount and at the end of the week or
month accordingly as the accounts are
rendered ; or if the eustomer should ecome
in between the regular times of render-
ing aceounts and ask for it, it ean be
totaled at once and rendered. After the
aceounts have been rendered the dupli
cate sheet eontaining exact copy of
aceount is removed from the Binder and
filed on the Day Book Binder from which
the total is posted to the Ledger Aceount
in one item.

By keeping your accounts in this man
ner it saves the work, at the time of
making invoice, of picking out from page

UP-TO-DATE BOOKKEEPING

labor and at the same time satisfy your
customers will be a revenue producing
acquisition.

SYSTEMS FOR WHOLESALERS.

T is impossible to lay out any definite
l plan for a wholesale grocery house,

until the details of the business have
been studied and modern ideas fitted
to suit the partieular requirements of
the establishment.

Everv business has certain details par-
ticular to itself, which must be taken ecare
of, but a general plan ean be outlined
that with a little manipulation can be
arranged to suit the majority of houses
requiring an up-to-date labor-saving and
time-saving system.

In this article we will deal with the
sales department, showing a system for

TEL. 163
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after page of charges the various items
for each aceount; this is done daily direct
io the aceount. It also saves the posting
to the Ledwer Aceount, each individual
<ale, which in many cases means 25 or
{0 per month: as the total amount of
account is posted from the duplicate
sheet which beeomes your Day Book in
one item: thus produecing a further say
ing of time and space and prolonging
ihe life of your Ledger 75 to 100 per cent.

When your customers receive their
bills promptly, or ean obtain them with
in a few minutes of the time of asking,
it shows them that you are prompt; and
they recognize the faet that your sys
fem is good and that you are condueti-
ing business on an up-to-date prineiple.
The opinion of your eustomers is a big
tactor in the life of any business and
any method that will save you time and

handling orders, invoicing and shipping
which is no longer a theory or an ex
periment. On the face of it, it may ap
pear somewhat complicated, in reality i
is simplieity itself.

The travellers are provided with tripli-
cate order books, one copy being left
with the eustomer, one remaining in the
traveler’s book and the original being
forwarded to the house.

On receipt of either a traveler’s order,
letter order from a customer, or of an
order by telephone, or wire, it is enteved
in the order regisier and given the firsi
blank number. (All orders except tray
eler’s are previously entered on similar
forms to traveler’s order.) The order
clerk then makes out departmental ship-
ping orders and sends the main orders
to the shipping clerk.

The departmental
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whieh bear the same number as the main
order from which they were drawn, are
sent to the various heads in cach depart
ment.

The goods are laid out fon shipme:

and in ease of swmall goods are sent to
the shipping room. As recards heavy
goods, the weight and quantities ave fil

ed i, a check mark put i the colum
opposite each line that is veady for <hip
ment and the departmental orders sent
to the shippers.

As soon as the varions vcomds  are
shipped the shipper puts a plain eross
mark on the cheek  mark, which now
shows that the different lines ave aetua
Iv in the carrier’s hands

Before shipping the deparimental o
ders are ecompared with the main orders
of the same number.

Thev ave then all handed to the
voiee elerk. The main orders arve fils
away and the day book entry made fron
the departmental orders.

These orders havine been priced an
extended, the invoice is made ont and
customers billed by means of a Loos
Leaf Invoice Systen.

By this system the invoice and day
hook are written at the <ame time, by
means of earbon paper. either by pen,
peneil or typewriter.

The invoice is then detached, :\.1\15‘-
the duplicate, which beeomes a pageiin
your day bhook, ready to flle upon a bind
er, for which it is alveady puuched
These invoice forms are made in various
lengths, the most useful sizes vanci
from 14 inches to 17 inches lone. this
uives you a long invoice if desired and
enables you to have various sized in
voices having one, two. three or fowm
invoices to a page. This system als
t‘ll:lhles the ]ml'_t’l' lu‘u[n'l‘ to keen s
books posted right up to date. The in
voice elerk using only the pages of the
day book containing that day’s entries,
there is no delay when other employes
want the day book.

The cost columu having heen filled
on the departmental ovders, theyv ar
also filed away on the binder

The amounts on each order or of each
entry in the day book are not added, but
at the end of the month they are tabulat
ed on total sheets.

The total sheets for the day book will
show the total amount charged to ecus
tomers during that month, divided into
city or country amounts if neecessary.

The total sheets of the order binder
will show the same grand total. but this
sum will be divided among, and show

-
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1

amonnt of the salessof the various de

prartinents.

This 1s a check not UHI_\ on the addi
tions of the day book, but will also go
ar to prevent the ehanee of any ship
ment heine made and not duly billed to
the customer.

The total sheets of the order bindei

<o show the cost of each sale 1M each
department. The information from these
two books, taken in eonjunetion with
expelise accounts of each de
partment enables the management tron
month to month to make aceurate com
| arisons not ouly of the expense, sales
and profits of each department, hut al
<o compare the percentage that such ex
sales and hear to one

|!I’1n|i|>
other as well as to those ot other de
paartments,

1o customers are made only

Credits

it the authority of a eredit for returns
=

l]l('m'

forms are treated ll_\ the mvolee elerk

o
<signied by the proper authority.

the same manner on the department

orders and  filed o a binder  ealled
cCredit Binder. ™ This hook 1= on exaet
Clives Bought Sold
Creamery Co Apr | 10601 Apr |
|

Iy the same prineiple as the day hook
already deseribed.

The ledeers should be loose leaf led-
cere and arranged as follows: Aeconnts

collectable, accounts  payable,  general
fedger.

A full
viven, but by means of the Loose Leal

th',\vll]nlinlx of detalls 1s not
System information may bhe inereased.
and added 1o, sub-divided and elaborat
ed to almost any desired extent, hearing
iu nind always that System is the wateh-
word of all office work and must be as
l‘l:ln‘;,\" = ]'l!.\'.\”)](‘-

SYSTEM IN A RETAIL STORE.

GRIEAT deal of time is devoted in
these days of advanced business

methods to the application of
systems to every class of industrial pui
suit. Care exercised, how
ever, to avoid the introduction of sys
tems which are cumbersome and necessi
tate a large amount of detail work with
practically no better result than could
be obtained by the adoption of a sim
ple yvet productive method.

should he

UP-TO-DATE BOOKKEEPING

It is a question whether the business
would warrant
time and money

done by a retail store
the expenditure of
neecessary to maintain an elaborate sys

tem, but the following ideas ‘may sug-

gest  some methods which might be
adonted to advantace.

Stock.

Cards, alphabetically arranged accord-
ing to the various lines carried in stock,
may be used to keep an up-to-date re
cord of the stock on hand. (Fig. 1.)

This card may be used also for a cash
record of all invoices by the addition
of other columns for further particulars,
cllist Price,”” “*Net Priece,”’
‘Advance on Cost,”” ete. It may seem
at first sight that this record would en
tail a large amount of work, but if the
the sales

such as

posting is done daily  from
record. the information which the cards
contain will niore than offtset a few min
utes extra work in keeping the cards up
to-date. and hesides, the actual stock
on hand and cost and selling prices may
he obtained at onee from the cards in-
looking up

the purchase invoice, as the case may

stead of counting stock or

'H'
I Iy oie Selhng
stock price ! price
in 0 0 i
\
\

Ord¢rs may be placed in time to re-
stoek goods which have run very low,
thus avoiding the loss of sales necessi
tated by not having the goods in stock
assortment may be kept
Of course, if the

and a good
constantly  on  hand
merchant does most of the selling him
self and can wateh the stock carefully.
and order accordingly, no such method
would be necessary, but where several
clerks are employed and the stock is be
ing handled constantly, some systematic
record of the stock should be kept.

Purchase Invoices.

A box file will be found a very con-
venient receptacle in which to keep the
invoices for goods purchased until paid.
When the goods are received and have
been entered in a reeeiving book or
checked off from the invoice. whichever
employed, the different
posted to the stock
record cards, the invoice then being
placed in the box file for pavment.
These invoices are filed alphabeticallv.
acecording to the concern from which
goods were purchased.

method is

lines should bhe

H0
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Paying Accounts.

To insure the saving of all cash dis
counts, if the retailer is in a position
to take advantage of discounts allowed
for short terms, the ereditors should be
notified to make drafts when the ae
count  becomes duc. In this way the
dealer is free from any anxiety in this
regard.

The statements when received mav he
checked off from the invoices and then
attached, formimg a complete record ol
the settlement, the net amount being
charged direct to the “Merchandise Ac
count.”’

If it is convenient to protect drafts
or if the
cheque, or

retailer prefers to pav by
by other means, and also
wishes to take advantage of cash dis
counts, the statements mav be arranged
according to due date and
although the draft
method will be found less cumbersome

settlement -

made accordinglv.

Sales Record.

The method in general use is the du
llunl\'s] o

complete record being kept of all sales

plicate “‘cash” or “‘charge”’

whether cash or on eredit Several of
the books mav be in use at one time
but if the amounts of each sale are r
corded carefully on  the recavnitulation
sheet provided for this purpose at th
end of the book. the total sales mav b
obtained.

A column
“eash sales” and
total of the
ing at the end of the day with the an

should  he provided for
“charge sales,””  thi
“cash sales’” column agre
ount received by the cashier from th
different salesmen. The original of ti
““cash sales” slin should bhe handed t
the cashier with the ecash. The “‘chare

sales” slips are marked or stamps
“charge’”’ and the
with the goods to the customer as &
invoice, the duplicate remaining in th
“‘sales hook’ to be charged to the cu-

The sales slips are nun

original sent alo

tomer direct.
bered. and in this wav every slin ma
be _accounted for, either through the o1
iginal in the hands of the cashier
through the charee direct to the cu
tomer.

If the stoeck cards are kept, the post
ing of different lines sold may be mad
right from these sales slips each da:
and the balance of stoek on hand asces
tained at any without actuall
taking stock.

time

SYSTEMATIC METHODS.
Grasp every opportunity, use 1.
Your brain is an operative and high
ly sensitive piece of machinery, not @
storeroom,

Record your failures of the past and
vour duties of the future, thus keeping
your brain clear for to-day’s battles.
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TEA-ITS GROWTH AND MANUFACTURE

CEYLON TEA DEVELOPMENT.

XA is unquestionably the most im-
T portant of Ceylon’s many and di-
versified products. Time was, and
that less than a generation ago, when
coffee held the first place. To the think-
ing mind grave problems suggest them-
selves whenever any material changes in
established customs, policies or institu-
tions are contemplated People the
world over are more or less conserva-
tive, and therefore loth to adopt inno-
vations in any direction ; material
changes are usually, in fact universally,
ihe result of slow evolutionary growth
The people of Ceylon, however, were not
consulted as regarded the substitution of
tea in the place of coffee. A power
greater than that with which man is
endowed proposed and disposed of the
whole question in a twinkling, with the
result that the leading industry of a
great, growing and extraordinarily pros-
perous community became a closed inci
dent in its agricultural history.

Briefly the story of the failure was
this - In 1869 there were in cultivation
in Ceylon 176,000 acres of coffee which
returned a profit of about 25 per cent.
an acre on the invested capital. For
the years 1868, 1869 and 1870 the ag-
gregate export from these plantations
exceeded 3,000,000 cwts., valued in Eu-
ropean markets approximately at £12,-
000,000.

It was a period of great prosperity in
(‘eylon. Then an insidious disease ap-
peared in the coffee lands, viz., a minute
fungus. With the rapidity of a devastat-
ing element it spread in all directions.
[very effort to destroy it failed. The
pest confined its attention to the leaves,
causing them to wither and fall off ;
vear by year the output decreased until
eventually cofiee planting was ruined as
an industry, and planters were con-
strained to desist from raising it.

Attention was turned to the cultiva-
tion of tea and from a total export of
only 23 pounds in 1873 it had risen to
144,275,608 pounds in 1901. The area
under cultivation at the present time is
approximately 400,000 acres.

The tea bushes are planted in regular
lines on estates varying in elevation
from but little above sea level to up-
wards of 6,000 feet. At the lower ele-
vations the teas are stronger, and the
yield more abundant ; on the higher hills
the yield is less, but the teas are of a

purer and more delicate flavor, and their
greater value compensates for a smaller
vield. The yield varies from about 350
to 700 pounds per acre, though some-
times in flat, alluvial lands it exceeds
1,000 pounds.

The rapid progress of the British-
grown tea industry during the past thir-
ty years cannot fail to be remarked by
all who are in any way interested in
the product. This is undoubtedly due in
a large measure to the value and purity
of the product itself, but the introduc-
tion of Furopean supervision and the
consequent invention and adoption of
machinery which inevitably follow, have
contributed not a little to the great suc-
cess. In the old method almost every
detail was done by hand manipulation,
but under KFuropean supervision this is

Section of Tea Shrub, shqying mode of plucking

happily at an end and the whole process
from first to last is carried out on
strictly sanitary principles, the tea it
self scarcely coming into touch with the
hands from the time it is picked until
the final packing into chests. ' Thus the
extra cleanliness and vastly superior re
sults obtained by scientific machinery,
added to the natural advantages of the
climate and soil of British tea districts,
give the reason why British-grown teas
have made such remarkable strides

The tea plant of Ceylon, of which
there are many varieties, is a kind of
evergreen shrub In its wild state it
will often reach a height of about 20
feet, but under cultivation it is seldom
allowed to reach a greater height than
four feet, owing to the regular and con-
stant plucking of the valuable young
shoots. It therefore becomes a bushy

al

stem with numerous and leafy branches
Its leaves are alternate, eliptical and
veined, and its flowers white with a
slight fragrance

For the production of good tea the
leaves must be fine and of soft texture
The plants therefore chosen by growers
are those which ‘“‘flush” frequently and
copiously—that is, produce new and ten
der shoots—as wupon this depends the
quality of the yield. The system oi
“plucking leaf”’ is very interesting, as
it is from this that the usual commer
cial terms -take their origin. Plucking 1
usually spoken of as either “‘fine,”’ “me
dium,” or ‘“‘coarse,” and under these
terms refers to the order of the leai
The leaf bud (a) is very soft and ten
der, as is also the first leaf (b) and the
second leaf (e), but the lower leaves are
coarser and naturally harder, being of
longer growth. In fine “pluckine.’””  the
leai bud (a) and the two leaves (b and
¢) only are plucked. In medium *pluck
g’ the next or third leal (d) is taken
while in coarse “‘plucking”’ the fourth
(e) and sometimes the fifth (f) is taken

"

The more leaves there are included of
the “‘flush-plucked,” the larger of course
will be the yicld per acre, but the qual
ity of the finished tea will be propor
tionately poorer. The names distinguish
ing the commercial varieties of tea have
their origin mainly from Chinese terms
and in a general way indicate a grada
tion of qualilJiv\ from the delicate leai
bud (a) down to the large, hard-crown
leaf. Keeping in view the diagram giver
herewith, the leaves have been named as
follows from the character of the tea
they are supposed to make :

(a) Flowery Dekoc.

(b) Orange Pekoe

(¢) Pekoe.

(d) Souchong 1

(e) Souchong 2

(f) Congou.

The very excellent climate of the tea
growing districts of Cevlon causes new
shoots to be produced very rapidly. It
Is very necessary, therefore, some times
to prune severely in order to give the
necessary rest to the plant, but S¢
forcing is the climate that in the cours
of a few months the growth again ap
pears and yields its crop with renewed
youth. The object of the maker is to
wither, roll, ferment and dry the leaf
and to accomplish this varied processes
are arranged Immediately on  arrival
at the factory from the “‘plucking’ the
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s spread out thinly on large wire

or canvas shelves to wither, so that the

1

freely around it. To accon

F cal pPass \
1his uccessfully  there must e

o4 lisht, warmth and dry atmosphere
and under ordinary circumstances this
ave bheen accomplished in about
twenty hours. The object in ‘‘withe

that the leaf may become soft
imp. and that it may be suscepti
of receiving a good twist when put
o the rolling machine. In withering
leaf loses about one-third its weight

in the following processes about 40

cent Fhe next process that of
olling is accomplished by passing
leai hetween two surfaces, the lowes

¢ being much larger than the uppel
one It usually takes about oue hour for
i< process. The leaf is considered suf

( ",“. rolled when it is well twisted

a mushy state it will often

in lumps. Tt is necessary

refore. to pass it through another

achine called a ‘‘roll-hreaker .’ and at
aclhied 1o which is a “sifter” which sep
ates the fine from the coarse leai
he next process 1 that of “‘fermenta
o1 and to accomplish this the rolled
af is spread out in drawers in a way

hich the air can have free access and

nt

< left to fermen
Ihis proeess is the great distinguish
ne feature of black tea manufacturing
{ it is from this time onwards that
ihe natural leaf takes the character of
black Very vreat care and observation
18 !,"v\\.xl‘; to know iust when the roll
i< wlﬂ;«i»i.;l‘. fermented. as upon the
correct fermentation depends to a great
extent the ultimate gquality and value of
the finished tea. The roll will ferment
rapidly or otherwise according to at
ospheric conditions and the exper
ienced man will take all this into con
<ideration When sufficienily fermented

the leaf assumes a hright, coppery as
pect and gives off a pleasant hut  pe
culiar odor. Tn this process a great loss
of tannin is efiected by the conversion
of part of the tannic acid into sugar and
ihe expert workman can largelv modify
he flavor of the tea hy careful watch
ine and at just the right moment has

4

tening the tea through for “firine.” This

> is accomplished by passing the tea into

highly heated air, the temperature . of
which is resulated by the rapidity o
otherwise with which the fermentation
has progressed. The roll is spread upon
wire travs which are passed into the
heated chamber at a temperature of
about 100 degreces Fahrenheit. The pro
per condition is reached when the tea
has assumed a good black color and is
so hritile as to hreak at the least at
tempt to bend it. At the termination
of these processes the weighing of the
finished tea has revealed a loss of 75

per cent, of the original green leaf. The

THE CULTURE OF TEA

finished tea is now prepared for packing
by being passed through a grading-sift-
ing machine by which the tea is sorted
into its various grades by means of an
arrangement  of different sized meshes
which separate the tea into the follow-
ing commercial varieties : Broken Pe-

hoe, Pekoe, Souchong, Congou and Dust

Great care is given to this stage of
the manufacture, as upon ]Ilt“('l‘)!ll.\ sift-
ing depends the proper and reguldar grad-
ing 1rom the commercial standpoint, and
any given grade should always maintain
s unliormity.

The  final bulking of each separate
crade with similar grades made at dif-
ferent dates is also of the utimost 1m
portance and it is usual to give the
bulked tea an additional slight “‘firing”’
process 1o remove any ll'!l:;tlhih;_’ 10is-
ture and give uniform character, when
it is at once packed, scaled and chested

as we wnow 1t on the market

FORMOSA TEA DEVELOPMENT.
Formosa lie

HE tea distriets of e
T chiefly in the north and northwest
of the island, in about the same
latitude as those  of Foochow and
Amoyv in China., and Pachar and Sylhet
n India. but are several degrees farther
north than the tea orowinge distriets of
Cevlon
The origin of tea growing in Formosa
i= unknown. but it is sapposed to have
bheen introduced from China in the early
fifties, at
were in existence

time two plantations
About the vear 1866

introduced from

which
some  plants  were
China. mainly from the district of Foo
chow, and an attempt was then made to
persunade the Chinese farmers to enlti
vate these plantations, but without sue
eSS It was not until several years
afterwards that there was any material
About 1880,
however, great extensions were carried
therefore,

inerease in the produetion

out It will he easy to see,
that the age of tea growing in Formosa
is of comparative reecent growth.

A careful study of the c¢limatic condi
tions prevailing in Formosa fail to
show any particular circumstance likely
to be productive of any special flavor.
The tea, however, develops a character
entirely of its own, and in that way
has made a distinet and separate mar
ket.

The soil, too, is a peeuliar one, heing
partly of volecanic origin, and consists
in part of reddish clay loam of good
depth. As a rule a light and free soil
is found on the steep slopes of the hills
and the heavier soils on the plateaux
extending southward, the centre of the
tea districts. These are at an eleva-
tion of from 300 to 800 feet above sea
level, with steep hill slopes reaching to
nigh on 1,000 feet.
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There are some cight separate varie
ties of the tea plant cultivated in For
The favorite and leading varie
Chishima  bush
charaeteristic easily dis
tinguished from other growth. Tt has a
remarkable feature of adapting itself to
the peculiar soil of Formosa; there i
the same characte

mosa
etv. however, is the
which has a

nothing exactly of
in either Ceylon or India. It is fron
this variety that the finest Oolongs ar
produced.

In order to preserve this variety in
its integrity, a system has been in fore
of propagation, by means of euttings or
layers, a system which in itself is some
what expensive but is considered neces
sary to preserve the purity of the tea
plant and thus maintain the true chum
acter of the Oolong 'w{

The tea
mostly small acreages of land, seldom
exceeding four aeres, owned and culti
vated by native farmers, who, like then

gardens  of  Formosa ar

kinsmen of the mainlands, take particn
lar nains with., and pride in, their garn
IPFormosa Oolong

dens and  produets.,

finds its best and largest market in
Canada and the States, but is fast zain
ing popularity in the Knglish market.

The plantine of the bushes is earried
ont with great eare, and they are pre
served in rows several feet apart, thus
allowine  for  ploughing and manuring
all round the bushes, which is regularly
done some four times a vear. Pruning
is seldom carried out, and when it is
done is performed by simply cutting the
bush some six inches from the ground
There are usually  about 4,000 bushes
per acre.

The average yield of tea reported by
the Government is from 160 to 200
bushels per acre Plucking commences
when the bushes are three vears old
The first or Spring nluckings are per
formed with great care, and are brought
from the field in laree baskets twice a
day, at forenoon and in the evening. A
coolie will seldom pick more than
twelve pounds per day.

The houses built in these districts for
use as factories are of a very primitive
order. The buildings are usually in the
form of a quadrangle, one side of which
is open, or merely closed with a light
fence. The centre part is sometimes
used for drying, whilst the wings are
utilized for the purpose of tea manufac
ture. At one side is the firing pan set
in a brick stove; wood is usually the
fuel in favor. A licht bamboo rack is
used for carrying the trays when set
aside to wither.

In some districts the morning ‘‘pick
ings'’ are placed in the sun, spread out
on bamboo mats during the heat of the
day, and occasionally turned. The even

ing leaf is usually manufactured the

same night as gathered, and does not

it e/t
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receive the ““sunning’’ process.  Should
the pickines he done during showery
weather it is the custom to keep them
over night and ““sun-dry’’ them the next
day. It would appear, however, as
though the process of ‘“‘sunning’ is not
considered as an absolute necessity for
hest Oolongs, but it would seem rather
to be resorted to for the simple pur-
pose of removing dew or external mois
ture.

After “‘sunning,”’ the leaf is placed on
the trays and taken into the manufac
tory for thorourh drying, and turned
regularly during a period of several
hours, according to the - condition of
weather and atmosphere. During this
process the leaf is expected to assume
a brownish tint at the tips, and also to
curl up slightly.  The usual temperature
at which the leaf is kept during this
proeess is about 83 degrees I'.  The leal
is then thrown into large trays to the
depth of several inches and repeatedly
turned by coolies about every ten min
utes, keeping the leaf at a slightly in-
creased temperature. At the end of
about two hours, when the leat has
reached a temperature of about 85 de-
grees, it is thrown into deep baskets
and placed close to the furnace before
mentioned. During this process the
tips of the leaves have become decidedly
browner and give off a peculiarly at
tractive fruity odor.

Panning.

The leaf has now probably lost twen-
ty per cent. of its original weight, and
i> ready for the process of “panning.”
The pan is a thin iron bowl, six to
seven inches deep, and about two feet
three inches to two feet six inches in
diameter, lixed two feet six inches above
the ground into a brick furnace, and
heated with wood. In some houses,
two pans are used; in others, the tea is
panned twice in the same pan. A large
double handtul of leaf is taken and
thrown into the pan, a coolie rapidly
turning it over by drawing his hands to
wards him down the sides and bottom
of the pan, and then throwing the leaf
back across the pan and rapidly repeat-
ing this for five minutes. The leaf
crackles slightly, emitting a burnt flesh
odor, some steam being given off, the
leaf  becoming somewhat sticky and at-
taining a temperature of 135 deg. I, the
heat of the pan being 212 deg. F.

It is now transferred to the second
pan, the temperature of which varies
from 218 deg. F to 257 deg. F, where
the process is continued for another five
minutes, when the leaf is rapidly thrown
out on to a mat, placed behind the
panning coolies, stray leaves being
swept out with a damp cloth or bam
boo brush. The temperature of the
leaf, as it leaves the second pan, is 167
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deg. F, but this falls to 95 deg. F dur
ing the ten minutes rolling which 1m-
mediately followed.

After ‘“‘panning’’ the heap of leaf 1is
taken up by another coolie, who imme-
diately begins hand-rolling it on the
mat, exerting considerable pressure, but
without causing much exudation of sap,
and continuing this for five minutes
The roll is then handed on to a scecond
coolie, who, scated on a bambbo cross
bar, repeats the rolling tor a further
five minutes, making ten minutes roll
in all, the last operation being perform-
ed with the feet.

Drying.

The ball of leaf is then opened onto a
bamboo tray, the leaves being carefully
separated before drying, which is com
menced immediately after the rolling.
The baskets employed for this purpose
are about 2 ft. 6 in. high, and 2 1t. 3
in. in diameter, open at both ends and
slightly constricted at the centre, where
the tray or sieve carrying the tea rests.
A circular hole in the ground, about b
in. in diameter and 12 in. deep, is tilled
with charvcoal, igunited and allowed to
burn until all inflammable gases have
been consumed. The glowing charcoal
is then covered with a layer of woud
ashes to equalize and regulate the diftu
sion of heat, the basket being then
placed over the hole. The tea to be
dried is placed in the sieve and allowed
to remain over the fire for some time,
the basket being remoyed goceasionally
to allow of the leaf being turned the
whole drying taking about three hours.

Ihis completes the local preparation,
and the leaf, which is now crisp but not
tully desiceated, is kept in colton bags,
awaiting removal to the centres, where
the tea is finally fired and packed tor
export. The charcoal used 1 the bas
ket-firing both in the local and fisal
preparation, is made from a tree (the
Acacia richii) which closely resembles
the Melanoxlyn in foliage. Tlus tree is
found planted throughout the tea dis
triects, but it is not indigenous to Foi
mosa.

In some houses rolling is sometimes
commenced with the feet and finished by
hand, or rolled by the feet altogether,
the latter method being the more gen
eral; but very fine quality teas are roll
ed by hand only.

Firing.

The locally prepared tea, packed
loosely in cotton or light jute bags con
taining about 70 Ibs., is purchased by
middlemen., and is then carvied by
coolies to the nearest station to be des
patched by rail. On arrival at the hong
or tea-firing godown, the bags are open
ed and the leaves carefully picked over
by girls and women, seated in open
verandahs, all vellow leaf being remov-
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ed before the tea is re fived The bulk
of the leal arriving being very coarse
the work of removing the bad leat 1s
considerable, and provides employment
daily throughout the tea season for
many thousand hands, several <houses

employing over one hundred datly. The
living godowns are large rooms. There

1S no machinery, but i the tloor are
several double rows of holes two feet
deep and two feet in diameter, with
bricked sides, the holes being one toot
apart. DBetween each double row is a
passage about three feet wide and a
few inches below the level of the top
ol the holes.

From 25 to {0 lbs ol charcval is

placed in cach hole, gnited and allowed

to burn until all intlammable gases are
consumed, and nothing vur pare glow
ing charcoal rematus—this taking about
twelve hours Fhe tive 1s then covered

with a layer ol charcoal ash, which

careluily smoothed over tue object b
g lo regulate the amowilt of at did
heat L here Is an  cuorimous luss

heal i this process, but it is essential
to have the charcoal free trom auny cou
bustible matter likely to taint the tea

When the fives ave ready, the tea
put in the baskets about four inechics
thick, spread over 4 sleve, sevell
cight pounds to cach basket, and u
baskels placed over the holes, simibat
bashels being used to those descrived
above. The tea is lett undisturoed. I
lore turning, the baskets arve - Lhitted ot
the e and placed in ihe passage, the
removal beng necessaty Lo prevent any
leat o the turning lailing through o
the charcval and creating smoke. Wi
vccasional turmng, the g lasts alto
gether trom tive to twelve hours, thic
besi quality bewng hred the longest

lLhe temperature of  the tea during
liring is maintained at about 212 deg.
F. The tives last from twelve to four
teen days, and are capable ot drying,
working day and wight, 224 lbs. of tea
without reépienishing

AMter hiving, the tea is packed direct
into lead lined chests.  The boxes used
tor this purpose are of  a  hight tlimsy
nature, scldom more than § in. thick.
They ave pasted over with paper cover
ing, colored with flowered designs, and
alterwards matted and bound with rat
tan, the matting being procured from
Canton.

Ine teas after renping have a baked,
highly tired smell, the liquor is improv
ed in color and pungency, but would ap
pear  to have lost somewhat i lavor
There is a los$ in weight in this tinal
firing carying from & to 15 per cent
making an outturn of only 21 to 23 pet
cent. on the green leal; but the teas arve
doubtless more completely  desiccated
than Indian and Ceylon machine made

,?
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tea~  There are seven or eight British
and American firms, and a large num
ber of Chinese, engaged in refiring tea,;
most of their firing godowns are " at
Daidotel, near the capital Taipeh. The
tea  belng  required chiefly for Canada

and the States, is shipped largely via

Paochongs.

The term is applied to the highly
scented packed teas consumed mostly by
C hinese in Singapore and Java.

Iln  this manufacture, advantage is
taken of the property tea possesses of
absorbing and retainming external odors,
and consists  essentially in mixing cer
tain  strongly-scented flowers with in
terior quality Qolongs  or  black teas,
and  removing  the flowers after thei
aroma has been ;gu;auxl)cd.

The usual process is to spread out the
tea in a layer six inches to one foot
thick, and to cover it with freshly
picked flowers moistened with water.
The mass is then thoroughly mixed to
gether, piled in a  heap;, and covered
with cloth to retain the moisture and
arolid The tea absorbs the moisture
from the flowers, and becomes sufficient
ly soft to undergo slight fermentation,
while a peculiar smell is developed, dif
fering from the original scent of the
flowers.

The temperature of the heap rises con-
siderably, owing to oxidation; and the
white petals rapidly change to a red
dish brown. due to an oxidizing enzyme,
which also possibly acts on some of the
constituents of the moistened leaves.

The heap remains untouched for sev
eral hours, depending on the variety of
flower used, and is then spread open
and the flowers carefully removed by
hand, or. if possible, by sieves.

The tea is now fired in the baskets
previously deseribed, for six or seven
hours, a somewhat lower temperature
of 180 deg. F. being maintained.

The flowers emploved in this manufac
ture are grown in special gardens situ
ated near the town of Daitotei.

Of these the jasmines are the most
valuable, and gardenia the least. Thev
are mixed with the tea in varying pro
portions, and remain in contact for
from ten to fourteen hours, or longer,
accordine to  the rapidity which which
the petals give up their essential oil.

The teas prepared in this manner are
too strongly scented for direct con-
sumption, and are mixed with untreated
tea in the proportion of ten per cent.
to thirty per cent. before being packed
in paper packets of about five-eighths of
a pound, and these in half-chests.
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INDIAN TEA CULTIVATION.

NOTE on the production of tea in
A India, by Mr. J. A. Robertson,

on special duty in the Depart-
ment of Commerce and Industry, puts
the area under cultivation at the end of
1904 at 524,517 acres, nearly two-thirds
being in the Brahmaputra and Surma
Valleys.

Since 1885 the area has increased 83
per cent. and the production 211 per
cent.  The increase in pounds in 1903
was over 20,000,000, and in 1904 over
13,161,000, This is very remarkable, as
the area has contracted during the last
LWo years

The capital invested is Rs.3,42,00,000
by conipanies registered in India, and
Rs.14,81,00,000 by London companies, or
over Rs.18,00,00,000 in all.

There are 551,275 persons employed, or
1.05 per acre. Out of 201,719,000 Ibs.
produced yearly, on the average of the
last five years, 196,642 000 1bs. were ex-
ported, leaving 5,000,000 Ibs. surplus.
Adding 1,750,000 Ibs. of foreign tea, the
gross consumption in India becomes 6,-
00U, 000 Ibs.

The recent fall 1 prices has afiected
all qualities.

The limit of the yield of tea of ordi-
nary quality from the existing area
must, ‘it is said, be soon attained, as
only 17,500 acres of immature plants re-
main to come into bearing, and when
this limit has been reached production
cannot at once spring forward in re-
sponse to  a  larger demand, as new
plantings  would not yield for some
)(,"dl'.\

B
TABLOID TEA.
OMPRESSED tea is common
C enough in Siberia, but, so far as
known, is an unknown commodity
in this country.

It is an ordinary black tea, which is
very widely used by the Buriats of the
trans-Baikal region, by whom the herb
thus prepared is drunk, flavored with
salt and sour cream. Sugar would be
preferred, of course, but it is either un-
attainable or too high priced, costing,
as it does, from 75 cents to $1 a pound.

The compressed tea is of a very good
quality. Just now it is of interest be-
cause it is used by the Russian  officers
in Manchuria. The tea is compressed by
superb modern machinery, evidence of
which is afforded by the splendid speci-
men of die sinking on the tablet itself.
Such has been the pressure employed
that the formerly soft and yielding
leaves assume the appearance of a hard
tile, which can with difficulty be cut
with a knife. As a general rule a mal-
let or hammer is used to break off a
piece, very much as if the tablet were
of stone.

54
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The tea employed is a straight Sou-
chong, which needs no cream because na-
ture has given it a slightly creamy
taste, and also one that is feebly sac-
charine, so that it requires less sugai
than other teas. In flavor this com
pressed tea cannot be compared with
the natural herb. It is mueh flatter in
taste, but it possesses the same stimu-
lating properties. A piece the size of a
thimble is sufficient for a large, strong
cup. No teapot is necessary. Scalding
water is poured on the nugget in a cup
and in a few minutes the tea is ready.

No cementing agent whatever is used
in compressing high grade tea—not even
sugared water or artificial heat. The lit
tle heat that is generated in compres
sion starts the tannic acid in the leaves,
which is all the adhesive required to
hold the block together. A tablet thus
compressed may he exposed to soaking
rains with little danger of injury. As a
general rule, however, compressed tea is
ikept in worsted bhags

PUSHING YOUR TEA TRADE.

Before attempting to push a grade ol
tea it is very advisable to be absolutely
sure on two points, and these are :

Ist: To carefully choose the tea, o1
teas, upon which the effort is to bhe
made, and

2nd. To be absolutely sure that the
chosen tea, or teas, can bhe exactly re
placed during the existing season, and
matched as elosely as possible during
succeeding seasons.

THE EMPEROR’S TEA.

The tea used in the immediate house
hold of the Kmperor of China is treates
with the utmost care. It is raised in a
garden surrounded by a wall, so that
neither man nor beast can get anywhere
near the  plants. At the time of the
harvest those collecting these leaves
must abstain from eating fish or strong
foods, that nothing may spoil the aroma
of the tea ; they must bathe three times
a day, and, in _addition, must wear
gloves. while picking the tea for the
Chinese court.

A MUCH INTERESTED MAN.

“He’s interested in many industries, I
helieve 7’

“He s %

“‘Is he in the shoe business ?’

“Yes, he has quite a foothold there "

“How about the glove business ?”’

‘“‘He recently took a hand in it.”

““And the selling of canes 7"’

‘“‘He carries them.”

‘““And hats ?”

““He has them on his mind, t00.”

‘‘What else 7"’

‘‘He puts up umbrellas and turns out
lamps.”
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A DOUBLE PROFIT

Royal Baking Powder Pays a Greater
Profit to the Grocer Than any Other
Baking Powder He Sells.

Proft means real money in the bank. It does not mean “percentage,” which
may represent very little actual money. A grocer often has the chance to sell either :
I. A baking powder for 45c. a psund and make a profit of 5c. or 6c., or,
2. A baking powder for 10c. a pound and make *“20 per cent profit,” which
means only 2c. actual money. Which choice should you take?

Royal Baking Powder makes the customer
satisfied and pleased, not only with the

baking powder, but also with the flour, butter, .

eggs, etc., which the grocer sells.

This satisfaction of the customer is the foundation
of the best and surest profit in business—it 1s
permanent. Do not take the risk of selling a
cheap alum baking powder; some day the cus-
tomer may find out about the alum, and then your
best profit in the customer’s confidence 1s gone.

Royal Baking Powder pays greater profits
to the grocer than any other baking powder
he sells.

i ROYAL BAKING POWDER CO., NEW YORK

b5
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We Are Away Ahead
of ’Em All in Quality

-_—
£ I ‘HE pure food inspectors are making it mighty uncomfortable for the manufacturer of impure
voods, and also for the " penny-wise " merchant who places them on his shelves. It

st be mortifving to a merchant when he is obliged to apologize for the quality of his goods.
We o bave no apologies to offer for = Gold Standard 7 goods, and cannot raise their
standard of purity, hecause it 1s as |1i;_fh Now as it |m\\l’|)|.\ can be.
Wherever vou see the " Gold Standard 7 Label on a  package, you find pure goods
mmside the package.

We pack and absolutely gunarantee the following :

Gold Standard Tea§ Gold Standard Coffees
Gold Standard Ba!ung Powder Gold Standard Jelly Powder
Gold Standard Spices Gold Standard Extracts

Gold Standard Baking Soda —_—
Gold Standard Cream Tartar Gold Standard Ht?rbs
Gold Standard D.S.F. Mustard Gold Standard lIcings
Geld Standard Liquid Blue Gold Standard Icing Sugar

INSIST ON GETTING THE BEST, AND REMEMBER

“GOLD STANDARD GOODS”

——ARE

“GUARANTEED rtve BEST”

PACKED AND GUARANTEED BY—

CODVILLE & CO,, CODVILLE, SMITH & CO.
Brandon, Man. CODV“_LE & CO’ Calgary, Alberta
WINNIPEG, MAN.
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| THE “BUMPER” CROP ‘AND THE
WESTERN TRADE

N Western Canada during the weeks
and months that constitute the crit-
ical period in the growth of the

lieat crop the weather is by no means

mere commonplace subject of polite
nversation. So much depends upon it

.t it is one of the most important

pies and it is discussed in Winnipeg,

.t casually but seriously—on the street,
the business office, at the club, in the

me, and always in its bearing upon

- season’s wheat crop.

Our crops get on my nerves,’”’ re-

irked a prominent business man in

\innipeg to a representative of this
per one day in August. ‘“‘Of course
can't get along without crops in this
country but I wish I could forget about
ihat wheat crop for a few hours each
lay. I can think of nothing else but
lieat and rust scares. Every time the

y is cloudy during these days when we

ant bright sunshine I think of the

<heat, and I begin to calculate the dan-
¢ois of rust and the probable loss ex-
piessed in dollars and cents just as in
the Spring reporters on the daily papers
give full scope to their imaginations in
calculating how many million dollars
each rainfall was worth to the west.”
This man is not in the grain business,
L is not a speculator in grain. The

chiinces are that in all his life he has.

no.er bought or grown a bushel of
wheat, but he is a wholesale man with
leige investments in a big business,
with a great amount staked upon the
piosperity of the country and he knows
ti+ importance to business men in all
poits of Canada, east as well as west,
ol a ‘‘bumper’ wheat crop in 1905.
iuterest was by no means confined to
U west. KEastern newspapers devoted
ali.ost as much space to ‘‘crop stories’’
a- did the Winnipeg papers. Winnipeg
newspapermen who act as correspond-
e 5 for Toronto and Montreal dailies
W ¢ never at a loss:for news to send
€. | during July and August. Crop stor-
le. news and interviews were always
ac eptable and the papers paid .the tele-
gi.ph tolls without a murmur. And the
ts 1 had good reason to be interested
U5 year, for the Montreal and Toron-
e business houses had staked very much
¢pon the success of the crop. Their ac-
counts in the west are large and they
aiv looking for payment from the pro-
ticds of the wheat sales. Moreover, it
is in the west that all big Canadian
Wiolesale and manufacturing firms find a
licid for the expansion of their trade.

A prosperous west means a ready mar-
ket’during the coming year for commodi-
ties of all kinds.

Crop estimates differ according to the
temperament, optimistic or pessimistic,
of the man who estimates, but there is
something in the bracing western at-
mosphere that breeds confidence in the
present and future of the country and
the optimists have a large majority
with many country polling sub-divisions
yet to hear from. Probably the opti-
mists have had so,much their own way
in the discussion that the actual figures
will be disappointing, but if so it will
be because the over-confident predictions
have led the general public to expect too
much.

The Smile that Won't Come Off.

It will be remembered that the over-
confident estimates of the population of
Winnipeg by real estate men in that city
led to a general impression that there
were at least 100,000 people in Mani-
toba's capital. Hence there was keen
disappointment a few months ago when
it was.found that the actual population
is, in round numbers, 80,000—foolish dis-
appointment when it-is remembered that
the population has actually doubled in
four years.

But whether the crop estimates have
or have not been too optimistic it is
certain that the 1805 wheat crop is by
very much the largest on record. Con-

b7

ditions have been unusually favorable
and the area under cultivation is larger
than ever before.

In an interview about two months ago
Hon. R. P. Roblin, Premier of Manitoba
and Minister of Agriculture, stated that
he was willing to go on record with an
estimate of 100,000,000 bushels His
position at the head of the Department
of Agriculture in one of the three prairie
wheat-growing Provinces gives Premiel
Roblin some exceptional opportunities to
form an accurate idea of the size of the
Ccrop.

The Manitoba Kree Press each year
sends out during the critical period in
the growth of the crop a corps of special
stafi correspondents and from their re
ports of conditions in all the wheat
growing districts of the west an esti
mate of the total crop is made.

If the Free Press correspondents eri
in the preparation of their reports it is
not on the side of over-confidence. Theil
stories of rust last August were vigor-
ously denied from certain districts which
considered themselves maligned and in
many instances there would seem to be
good ground for the complaints. Certain
it is that damage by rust this year has
been infinitesimal.

Last year the KFree Press estimate of
the total crop was probably the closest
made by any paper, consequently the es
timate of that journal this year is en-
titled to due respect, and when it places
the 1905 wheat crop at 90,000,000 Lush-
els most people are prepared to believe
that Premier Roblin’s estimate of 100,-
000,000 bushels may be very nearly cor-
rect.

With unpardonable lack of respect for
Professor Mavor the Swan River and
other districts which in his report he
classes as unfit for cultivation have pro-
duced large quantities of wheat, in
many places the average production be-
ing 25 and 30 bushels to the acre.

Now what does this mean to (Canada ?
It means that during the next few
weeks and months perhaps $70,000,000
will be paid to the western farmers for
the 1905 wheat crop. The banks have
been making every efiort to provide the
necessary cash and the railways the ne-
cessary rolling stock to handle this im-
mense crop as quickly as possible.
Thanks to our elastic and fluid branch
bank system the banks have had little
trouble and from the lack of complaints
it would seem that the railways are sat-
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isfying the exacting demands of the im-
patient grain growel

There was a time in the infancy of the
(*.N.R. and when the C.P.R. in the west

L

was  under less  eflicient management,
when thie western grain growers were
loud in their complaints that the rail-
wavs could pot supply suflicient cars 1o

handle the grain

But since the C.N.R
lines have been extended and the C P.R
west has been under the capabl

Vice-President Whyte, a
all the west has

the
management ol
western man in whon
these complaints are

absolute confidence,

eliom heard. The task 1s greatel this

veal than ever before, but complaints

:::-- conspicuous mainly by the infre
with which they are heard

quency
All Canada is interested to know what
proportion of the crop the railways can
Landle before the close o lake naviga

tion for all Canada 1s

interested 1n
knowing tie approximate amount ol
western farmer will have im
mediately available. How will he dis
pose of this ready moncy Will he buy
; or automobiles with
will he pay his debts

money tae

niore dand, plabos
lils ready cash, ol
and make his investments for profit
2 =PRSS 1S

or - pleasure with the balance
1he guestion in which all businiss men

e interested and they all agree  that

the debts must bLe paid first
Not in years has so much depended on
The obligations of  the

a4 siugle crop
the country storekeep

wesl are heavy |
I been carrying his larmer custom

¢l LdS :

¢rs,  the wholesalers and manufacturers
5 :

have been carrying the retailer and they

themselves have been supported by the

banks. All are interested in seeing debts
paid before any further land speculation
15 indulged in. The crop is large cuough
1o pay ofi these debts and leave a sul

plus for investment. The wholesalers
are determined to collect

and retailers
they

their outstanding accounts and 1i
can do so there is no doubt that the im-
mediate net result of the 1905 “‘humper’
crop will be to place the prosperity of
Western Canada upon a solid foundation.
An efiective agency in accomplishing this
result is the Retail Merchants’ Assocla-
tion of Western Canada, with whose
work all readers of The Canadian Grocer
are familiar.

The 1905 crop is large enough to pay
all outstanding store bills and leave a
handsome surplus in the pockets of the
consuming public of the west. There is,
therefore, an excellent market in the
uew country west of the Great Lakes
for manufactured products of all kinds.
Canadian, British and foreign manufac-
turers are well advised in looking to
Western Canada for the expansion of
their trade. The west wants the best
that is made and in a prosperous year it
is able to pay cash for what it receives.
The encouragement of the spirit of en-
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terprise among manufacturers and mer-of which do- exist. But it is on record

chants in the east is greatly to he de-
sired and cannot fail to meet with suc-
cess and in the very near future reap
the richest rewards when the population
and buying powers of the west are much
greater than they are now. The advan-
tages of ‘‘getting in on the ground
floor’” are obvious and they need not be
claborated upon. He is a rash man who
would attempt now to set bounds to the
development of the Canadian Northwest.

i’robably no man is better qualified to
Judge of the possibilities of the North-
west than Dr. Saunders, the Director of
Experimental Farms. In his well-known
pamphlet ou “Wheat Growing in  Can-
/" he says, under the heading *‘Rea-
sonable Prophecy

d'id

“The total imports of wheat and four
lito Great Britain in 1902 were equiva-
lent inall 1o about 200,000,000 bushels
oif wheat. Mere one-fourth of the land
said  lo  be suitable for cultivation in
Manitoba and the three provisional Ter-
ftories under crop with wheat annually,
and the average production equal to that
of Manitoba for the past ten years, the
total crop  would be over 812 600,000
bushels. This would be ample to supply
the home demand for 30,000,000 inhab-
IHanls (supposing the population of Can-
ada should by that time reach that fig-
ure) and -meet the present lt‘qu}dl‘llu‘lll.s
of Great Britain  three  timés -over.”
dhis estimate deals only with a portion
OI the west, and it leaves the large east-
ern Provinces out of consideration alto-
gether. From this it would seem to be
quite possible that Canada may be in a
position,  within  comparatively few
vears, alter supplying all home demaiids,
to furpish Great Britain with all the
wheat and flour she requires and leave a
surplus for export to other countries.

With a rural population on the west-
ern plains in 1902 of about 400,000, over
67,000,000 bushels of wheat were pro-
duced.  Add to this the wheat grown in
Ontario and the other eastern Provinces
and we already have a total of over
43,000,000 bushels. These figures are
full of promise for the future of Canada
as a great wheat-exporting country,”

OLD-TIME HUMOR.

"1 HE attention of the antiquary has
been attracted to the old-time
miller. Apparently he dabbled in

the arts, as witness the eccentric Mas-

ter Oliver, whose tomb upon Highdown

Hill, near Worthing, England, was and

still is an object visited by the curious.

It was prepared by himself with Scrip-

ture texts and verses of his own com-

posing. He was carried to the grave in

1793 by folk garbed in white, and a girl

in white read a sermon as requiem. This

suggests a latent Druidism, faint traces

68

‘“The queerest miller in the traditio
of the Sussex Downs was Mast
Coombs, whose boast it was that h
antique little mill, not far from Neu
haven, had belonged to his ancesto:
from the days of Henry VIII. He on
made a strong asseveration as to
statement he had put forth, that if
were not true he would never enter I
mill again. Upon the statement bhei
proved incorrect, he kept his word. |
would spend hours every day upon |
upper step of the mill stairs, hut nev.
to the end of his life did he enter 1
building.”’

One of his freaks was the painting
his mill-horse. The hues varied freque:.
ly. . One week a whole market to
would be startled by an animal whi
was pea green , next month it would
blue, then rose-pink. Perhaps someo
had told him tales about the chamelco

Millers’ carts were almost unknown
his day (1780), and the grists were ca
ried home on horseback. Master Cooml
as he rode with several bhags and ol
served that his steed was overladen
used instead of dismounting to take ou
of the bags upon his own shoulders, con
placently saying, ‘‘The marciful man
marciful to his baste.”” His marriag
scarcely came up to his ideal, and
expansive moments he owned that th
was in a measure his own fault. “For,
he said, ‘“‘as 1 was a-gooin acrass I
cete Lane to be married at Dent
Church I heerd a voice from Heaven
saying unto me, ‘Will-yam Coombs
Will-yam Coombs ! If so be that y.
inariy Mary Briggs you'll always he
miserable man !’ And so I've alwa
found it,”’ he added, ‘““and I be a mis
able man.”

There was a general belief that .
honest miller had a tuft—or ‘‘tot’’-
hair growing in the palm of each han
and that the only honest miller ev:
known with such a tot lived at Cha
vington, near Lewes. Finding succe
in business impossible he hanged hin
self in his own mill. Master Cooml
had no such tot, and had no reason f
one. This did not impair his length «
days, however.

An advertising eampaign, says Fame
is like a journey. There is a certai
stated distanece to be ecovered. Yo
may not go the whole way without paus
ing. Perhaps you go a few miles to-da)
and a few more to-morrow, but you kee;
right on toward the goal always uth“u}
a little to the sum total of your mile®
If you do not eomplete the distance, tli
whole is incomplete and a failure, bu
the rounded out, perfect journey of 1
gulated stages, symbolizes well the well
maintained advertising campaign.
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WINNIPEG s CALGARY

are the distributing centres for the rapidly developing North-West.
We have solid brick and stone warehouses at both these points and can \ ’
take proper care of goods consigned to us. We represent many leading
manufacturers and have friendly connections with the wholesale trade.

ESTABLISHED 1882 LOWEST INSURANCE RATES

TEES & PERSSE, Limited, Winnipeg and Calgary
AN EASY ONE.

" Added to our splendid assortment of

GOLD MEDALS.

ST. CHARLES
EVAPORATED CREAM

given Highest Award at World's Fair St.
Louis, Mo.,1904. Proven the purest and best.
and for many purposes PREFERABLE TO
FRESH MILK. Can be purchased through
any wholesale house.

St. Charles Condensing Co.

12
%

\
?
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|
|
|
|
|
R |
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INCERSOLL, CANADA FACTORY.

P.O. Box 112 Phone 3576

MASON& HICKEY

Manufacturers’ Agents
Agents for E-D- SMITH, S
PURE FRUIT JAMS, JELLIES, PRESERVES.

GORMAN, ECKERT & CO., Limited,
COFFEES, SPICES and OLIVES.

i BRANTFORD STARCH CO.,
“ CHALLENGE ” and CELLULOID STARCHES.
e gt WALLACEBURG SUGAR REFINERY,
i “ DIAMOND CRYSTAL SALT,
““THE SALT THAT’S ALL SALT.”
4 o & INGERSOLL PACKING COMPANY,
= $t MILLER’S PARAGON CHEESE, I

All goods carried in stock at

108 Princess St., WINNIPEG, Manitoba




\M

St.
)est.
TO
ugh

October 27, 1906

The Canadian Grocer

WinDoOw AND INTERIOR DISPLAYS

THE WINDOW DISPLAY.

HEN a dealer has windows in his
store he has success within his
reach. Elbow grease never comes

amiss in window dressing. Never spare
it.

Every well-dressed window is a sort
of salesman. What is yours ?

It ought to be always ‘‘No trouble to
show goods,” and you have a show win-
dow.

When the window ‘‘pull” is the right
ne, the dealer won’t need a social
‘pull” or a political ‘“‘pull.” Give us
he window ‘“‘pull” every time.

More and better use of the show win-
dow and less ranling against the tactics
of competitors would put some despond-
ng dealers on Easy street.

The grocer should always find time to
ve to the window advertising. Of what
profit is it to spend time and money on
printing ink and neglect the show win-
fow ?

While some merchants are thinking out
lie details of an elaborate design, othei
fcalers are fixing up a display that
iakes no preteunsions, hut draws atten
ion and sells goods.

Something different from the ordinary
omething novel, is the great want in

indow displays. Never copy other win-
iows closely ; never follow the general

istom as to the kinds of goods to be
hown. Always try to be different. To
¢ different is to be successful nine times
it of ten.

Does your window tell the story you

ish it to convey ? Does it tell a story

i system, of principle and high ideals ?
or does it tell a story of slip-shod

reatment of customers? Or is it a
iumb window so far as real impressions
re concerned ?

If you feature your goods in the win-
iow, using all accessories in a subordi-
iate position, your displays ought to
-ell goods. When some foreign object is
made to dominate the window trim, the
zoods being apologetically thrust into
obscure places, the effort is likely to be
very small. As ‘“‘it’s results we want,”’
we advise the featuring of the goods.

When the window is dumb, the busi-
ness suffers. The window must be made
to talk, and to talk freely, cogently and
interestingly. What does your window
say to the public ? Does it say : Here
is a nice store, with a well-selected
stock, a staffi of competent clerks, a sat-
isfactory delivery system—does it say

all this and more ? If it does not, you
should improve its utterance, and make
the store, the goods and the service
agree with the story of the window.

IMPORTANCE OF DISPLAY.

HE slogan of the moment is, and
should be, that every department

should push its business steadily
forward. Business must not stand still.
[overything should and must expand. If
a department stands still its condition
is anxiously and immediately looked in
to and the .remedy applied, because the
astute proprietor well knows that any
department that comes to a sudden halt
will not be long in descending the down
grade.

them for a year without at least a few
thoughts that have been sprouted or
originated by others. For this very rea-
son the decorator and retailer should be
on the alert for new ideas that can be
revamped and turned to good account.
Don’t forget that a hint may often be
found in some other lines of business
that can be advantageously adopted or
slightly altered to ring in a telling and
creditable display in your chosen line.
No good trimmer can afiord to ignore
a single suggestion that can in any way
be turned to account. The cleverer vou
are the more you will appreciate and
improve upon what you see. None of us
are yet so bright as to know it all, and
none of us do our work so perfectly and

Model Window Dressing

Now, the decorating is a department
in itself, and the trimmer is just as re-
sponsible for the conduct of its affairs
as any other department in the building
He should closely scrutinize his expenses
and see that the goods entrusted to him
for display are not impaired in value
while in his possession.

Novelty in Display.

Of all the elements that go to make a
good window display, perhaps the most
important is novelty. It is the trimmer
with brains, originality, thought, and
unique ideas who will be most success-
ful in drawing the attention and coin of
the realm to his establishment.

There are few trimmers who are Lless-
ed with a sufficiency of new ideas to run

Fhe * uminated Castle

thorough that it cannot be bettered
Just when you think that your work is
about perfect is the time when you are
liable to run across the same work ex-
ecuted just a trifle better. That is ex
actly what excites emulation and acts
as a spur to bring out the best that is
in us.

Never rest satisfied with yourself and
your best endeavors. Window trimming
is like learning, there is so much ahead
that we don’t know that the little we
do know seems so puny, insignificant
and small that it ought to keep us hum
ble.

Aim at Results.

Methods are many, designs difier, ideas
vary, windows are architecturally differ-

.

-
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ent, and stocks never alike. Yet the
aim of every trimmer should he the same
—to excite in the mind of the public a
desire for possession of the goods dis
|)!.n}u1

It may not be generally known that
the word “‘advertise’’ means literally to

] to.”’ Therefore Voui ‘ii\[)]d'\\

ould be original and attractive enough
to cause the passer-by ‘“‘to turn to’
them. In other words, they should be
designed }IJ”J.‘UH} to catch the eye of
the passer-by.

Ihe next desideratum is that the dis
play be of such a nature as to induce a
generous percentage of the gazers 1o en
ter the store and become purchasers.

In order 1o get best results severe ex-
tremes must be avoided. For instance
4 display that is simply beautiful to

look upon without pushing home some
salient point or argument 1o the possi
ble huver is wmot apt to ..z':ulll}ll.\h

much.

R T

W INDOW AND INTERIOR DISPLAY

one of the principal reasons why so.

many windows are neglected and un-
attractive. He is first of all a clerk in
the eyes of his employer, and being a
clerk he is expected to give foremost at-
tention to ‘‘clerking,”” as our rural
iriends and brothers term it. Decorating,
if his trimming duties may he dignified
by the word, is a side issue with him.
Not because of any desire on his part to
make it so, but because his employer in-
sists upon regulating his duties in such
a manner that he cannot alter them.

It is false economy, impolitic, passe
weak-kneed and limpy to make the de
corations the secondary part of the de-
corator’s duties, and the number of
stores that are backward and only s mi
profitable in consequence thereof are
legion.

Interior Correspondence.

We would like to see more of our mel
chants awake from their lethargic slum-

Model Window Dressing ~The ** Bridge " Idea.

\ window may bhe Vt'l%./hcaulllul. maj
even stop people in crowds, and not sell
a dollar’s worth of merchandise. That
may be good window dressing, but it is
bad business from a business point of
view, and it .is business that most peo-
ple are after, not simply glory.

Give First Attention.

Usually a salesman, the brightest and
most inventive of the store’s personnel,
is selected or commissioned to ‘‘dress
the windows.”” But he is so burdened
with other duties, expected to sell as
many goods, and have as large a hook
at the day’s end as those whose duties
are only to handle customers, that he
cannot possibly do both satisfactorily.
This is manifestly unfair, and we believe

bers and infuse life, energy and system
into their business. Many great stores
grow irom small beginnings, but they
must be watched over with an acute
sense of the management which fertilizes
and promotes, that they may grow to
be big and sturdy, and stand as fitting
monuments to the industry, perseverance
and ‘‘get up’’ of the men who planted
them.

The chief fertilizer should be system
and prominent display. Magnetic win-
dows assist in getting people through
ine portals ; the decorations on every
side should then make the interior en-
joyable to your visitors. No little store
will ever become great, and big, and
poweriul, if a niggardly hand is at the
rudder,
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WINDOW ADVERTISING.

A grocery store that pays a great deal
of attention to its ledge trims, fixtures
and interior arrangement generally and
lets the window stand from one week’s
end to the other is getting things re-
versed. If there is any difference the
window should be better than the in
terior of the store. The window is to
get people to come inside. A fine trim
on the inside is no good for that pur
pose. If you get customers inside the
store once you have progressed far to
wards getting their trade. Hence the
importance of ‘‘pulling in’’ windows.

FORWARD.

Not backward, not backward, not e’en
for a night,

To bhadly kept windows and oft without
light,

But forward, yea forward, to that glor
ious day

When every grocer will have a display

Of goods that at once will attract the
eye

Of all who may chance to be passing by

Instead of the ‘‘cans’ that you see on
all sides,

Try fruits, fancy goods—you’ve plents
inside.

So forward, vea forward, once more he
it said,

Reverse the old custom, well-displayed
windows instead.

PRICE-CUTTING.

To cut or not to cut, that is the ques
tion.

Whether ’tis not better in the end

To let the chap who knows not the
worth

Have the work at cut-throat price, o

To take up arms against his competitioi

And, by opposing cut for cut, end it

To cut—and by cutting put the othe
cutter

Out of business—’tis a consummation

Devoutly to be wish’d. To cut — .
slash—

Perchance myself to get it in the neck-

Ay, there’s the rub ; for when one starts

To meet the other fellow’s price, ’'tis
like as not

He’s up against it good and hard.

To cut and slash is not to end the con
fusion

And the many evils the trade is pester
ed with ;

Nay, nay, Pauline ; ’tis but the fore

runner
Of debt and mortgage such course por-
tends.
"Tis well to get the price the work is
worth

And not be bullied into doing it

For what So-and-So will do it for.

Price-cutting doth appear unseemly

And fit only for the man who knows not

What his work is worth, and who, ere
long,

By very stress of making vain compari-
son

"Twixt bank account and liabilities,

Will make his exit from the business.
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PUREST
AND
BEST

Windsor
Table Salt

is pure aBsoluter so. It is made in the
largest Salt Factory in Canada, where
there is only one Standard The Best.

It pays to sell Windsor Salt, be-
cause it insures satisfied customers.

"THE CANADIAN SALT CO., LIMITED
WINDSOR, ONT.
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Ceble Address "MUSSON"’

MUSSON WAINWRIGHT @ CO.

62-63 FRONT STREET

HAMILTON, BERMUDA

Importers and Dealers in

Wines and Malt Liquors, Oilmen’s Stores,

CANADIAN PRODUGTS A SPECIALTY

Manitoba and Ontario Flour, Oats, Bran, Hay,
Creamery Butter and Cheese
Canned Fruits and Vegetables, Smoked Meats

Open to receive correspondence from Creameries with a view to establishing an agency.

If you want to get into the Bermuda trade, write us.

SANDBACH, PARKER & CO., [ .5t e

CODES USED:
8cott’s Editions, 1880, 1885 and 1896

Demerara, British Guiana

Watkin’s 1884 and Appendix
Lieber’'s S8tandard

Est‘b'iSh‘d '790 Western Union

General Shipping and Gommission Merchants

Importers and Exporters
Orders for produce a specialty, and receive prompt attention at all times

Produce Reports will be sent on_application. Articles referred to therein : S8ugar, § qualities ; Molasses, 3; Rum,
Coloured and White ; Molascuit, or,8ugar Cane Cattlefood (in great demand in U.K.); Cocoa, Coffee, Kola Nuts,
Cocoanuts, Balata (Block and Sheet), Hides (Wet Cured), Timbers (greenheart, letterwood, etc.) Charcoal, Rice
(colony grown, brown and white), and Scrap Iron. Also Gold and Diamonds, etc., etc., etc. Market reports about

Imports will be sent on application.

Flour, Breadstuffs and Provisions Wanted from Canada
Agents for Canadian Mail 8teamers.

Warehouses and Dock at Lots 8 to 11 Werk en Rust, Georgetown.
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PROGRESSIVE RETAILING

RE you a ‘‘merchant,” or simply
A a ‘“‘dealer ?”’ What is the differ-
ence ? The difference is so great
that it cannot be told in a sentence. A
“‘dealer’” is a man who runs a store
because he can do that better than any-
thing else, or thinks he can, or, perhaps,
it is easier than something else.

He jogs along in a come-to-day and
go-to-day fashion, eking out a living
somehow. He pays his debts as long as
he can and ultimately lets the sheriff
run things to a finish.

For years, perhaps, he was at the
store regularly every morning, and re-
mained until the close of the day’s busi-
ness, but in every other way drilted
with the tide. He buys goods and sells
some of them after a fashion, and thinks
that as long as a certain amount of
goods are exchanged for money every
year he is making money, whereas the
reverse is usually the case.

He goes on the principle that the goods
on the shelves and counters are worth
so much to him, iegardless of whether
they were bought this year, last year,
or several years ago.

Merchandising an Art.

He finds it necessary to buy goods
continually, in order to keep up the
sales, and cannot understand why the
clerks can not sell what goods they have
instead of clamoring for new goods all
the time. He has not studied merchan-
dising deeplv enough to understand that
the intrinsic value of an article cuts no
figure if the commercial value is lacking.
He believes that because an article cost
one dollar, he must get from one twenty-
five to one fifty for it, or keep it, and
he keeps on keeping his goods until they
eat up their value in interest and in-
surance.

Wkat to Do.

If you belong to this class—and the
cap fits too many—wake up to your
actual condition! Make up your mind
that when you next invoice your stock
you will know what you are really
worth, truly and honestly. You have
been deceiving yourself long enough. Pull
out of the drawers and take off shelves
all the old stock you have and turn it
into money. Get all you can out of it,
but get it quickly. Merchandise is only
worth what it will bring—not one cent
more. If an article will not sell for one
dollar, mark it fifty cents; if it still
sticks at fifty cents, mark it twenty-
five cents. It takes courage; but re-
member that is what you have lacked, or

the goods would not now be with you.

There are times when it is profitable
to make a loss. Sounds odd, doesn’t it?
But it saves you from making a greater
loss later on, and you must be willing
to take the medicine that will cure, or
else go under with that disease known
commercially, and usually diagnosed, as
‘“‘dry rot.”

Few dealers realize the constantly in-
creasing cost of portions of their stock,
which is daily growing in amount, be-
cause oririnal figures are adhered to as
selling prices, regardless of the fact
that certain articles have had their day.

Tied Up Capital.

Carrying a stock of dead or unsalable
goods locks up so much capital that a
dealer so situated finds it impossible to
reap the benefits of cash discounts. His
reputation for being a close buyer Iis
lost; he pays longer prices for his goods;
probably has to renew paper at ma-
turity, and pay 7 per cent. interest, be-
sides missing the plums that a traveler
places before his quick-paying customers

The Advantage of Cash.

A dealer who gets the reputation of
‘“‘slow pay” is no longer sought by
wholesalers when there are special bar-
gains to be offered; for at such times
only quick-paving buvers are appreciated.
This diflerence frequently means that
the dealer’s competitors can sell cer-
tain goods and make reasonable profits
at prices that represent actual cost to
him.

Putting the knife into the prices of un-
salable goods and getting rid of them
is the only way to conduct a successful
business. ‘‘The first loss is the best
loss,” and the smallest; yet, it is im-
portant to know the right time to take
a loss and take it philosophically.

Solvent or Insolvent.

If your stock was put on the market
to-morrow, how many men would pay
more than 50c. on the dollar for it ?
Therefore although you have invoiced it
at $24,000, it will only bring $12,000,
and perhaps you have maturing liabili-
ties of a like amount. Where do you
stand ? Simply on the sidewalk, per-
haps at middle life, with your commer-
cial career_ended and life to begin anew.

* The Need of Competence.

The fact is, there is ap unfilled va-
cancy in many large stores. There is
néed of a man who has a good knowl-
edge of merchandise, who should have

the authority, and make it his business,
65

to keep stocks clean and saleable, and
who should decide the proper time to
take a loss on unsalable goods, also to
decide at what price deteriorated lines
should be invoiced for inventory.

Fat Paper Balances.

The average proprietor, buyer, or man-
ager, is so eager to make a satisfac-
tory showing that he is tempted, and
succumbs to temptation, to knowingly
over invoice his stock, thus deceiviug
himself with wide open eyes. Take
down your stock at what it is worth
not at what it is marked. Wake up be
fore it is too late and find out where
you stand, and what your true balance
is. Have you the necessary backbone to
do it ? Think it over and decide. If
vou haven't, cet some one who has.

Ordering New Goods.

Goods should not be ordered in and
displayed until the season for sellinc
them is near at hand. Don’t have goods
come into vour store months in advance
of vour requirements, even though a lib-
eral dating is offered on them. You re-
quire to, or should, carry increased in-
surance on them, but the greatest draw-
back is that vour salespeople lose en-
thusiasm in them before the season for
selling arrives. Enthusiasm in the goods
vou have bought has a great deal to do
with sales and profits.

How much more interest is manifest-
ed in goods the first day they are in
stock than thirty days later; and, ap-
parently, how much easier the merchan-
dise is sold ? Besides, vour customers
dropping in every week have very keen
eves, and quickly become acquainted
with the stock. There is food for re-
flection here. Assimilate it !

Care and Protection.

The broad facts brought out, and to
be impressed upon the mind of the mer-
chant, are that he must try and select
known, honest help, and give the great-
est care to his business system; protect
himself and his emploves by having that
system so strong and reliable that small
chance can occur of saddling blame upon
the wrong person. The discovery of
theft of merchandise or money in a
store should be followed by an immedi-
ate effort to locate the source of loss
The sygtem, while it may not altogether
guard against theft, should at least
point in the direction of the thicves
21 The Cash Question.

Nothing should be left to chance ;
carelessness in change-making, or lack of
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particular system of keeping striet ac-
counts; and when check books are used,
laxity in letting the records pass be-
tween hands, when they may be altered
rouch collusion,or in the interest of
ny of the parties concerned in the tran-
saction—the salespeople,. cashier, ol
office where checking up is performed—
should all be guarded carefully, and
strict rules and regulations, which are
made next to impossible to infringe

should bhe instituted

The Delivery Department.

Manv parcels in cities are sent out on

approval or c.o.d., and should be care-
tully watched, for frequently the money

is paid by the customelr and then the

oods are credited as  having been re

1=ed and consequently returned to stock;
¢ proceeds going into the pocket of the
salesman Sometimes the delivery man
svets the benefit by saving he put the
coods baeck in stock. This fraud. while
common, is sometimes difficult to de-
et when la are carried and
vlp busily envaged during the hest part
i't’ ‘f.i‘.

TALKS TO RETAILERS

IRONG emphasis must be placed up
on the necessity of prompt deliv

Iy })"‘i'l" who order goods fron
VO ordes hen because thev want
then 1t icht for vou to com
plain of vour customer who orders at
l last minute—but make vour com

nder vour hreath. Don't let the
istomer hear it She may take her
money  elsewhere.  You are in business
to make money and you must do busi-
ness just the way vour customers desire
—not the way vou like to do it. ‘We
won't argue about the extra cost of de

livery ;. of course it is an extra expense
put it is the custom and cusfom is
stronger than law

If vou have in vour neighborhood two
or three merchants in non-competing
lines it may be possible for vou to es-
tablish a co-operative delivery, each as-
suming a share of the expense and thus
reducing by a considerable amount the
expense to each individual. At a cost
of about $50 per month to each -of five
merchants an automobile delivery can bhe
established and maintained which will
cover your territory much more thor-
oughly than wagons and horses could do.
Better service in the way of delivery is
worth while and in addition there is
advertising value in a modern way of do-
ing things such as this will be. There
is a satisfaction. to the purchaser in
having an auto stop at the door and a
neatly attired, possibly uniformed, at-
tendant step out to make a delivery or
take an order.

Too many merchants have allowed
their deliveries to be made by careless,

PROGRBSSIVE RETAILING

dirty, slovenly and impolite employes.
This hurts your business. Perhaps you
never noticed it but it does just the
same.

Never mind the cost Get good men
to make your deliveries. It will be a
good investment. He represents you.
l.et it be an adequate representation.

We will suppose that you have reform-
ed, if reform was necessary ; that your
store is neat, your clerks attentive and
anxious to please, your prices right, and
vour deliveries prompt.

What next * Let your customers and
vour prospective customers hear about
it. Talk about it. Guarantee it. Ad-
personally and by the use of
Lose no possible oppor-
where

vertise it,
printers’ ink.
tunity. Now comes the guestion ;
and how 7

Advertising a retail store means sim-
ply a statement of facts, made to people
who may be influenced by these facts, to
buy goods of the advertiser. People of a
certain sort or of many sorts ought to
trade with yvou. There are reasons why
they should. Hunt up these people and
these things. That is adver-
lising i

s 1o the

turally draw your trade from a neigh-

where'—that is easy. You

borhood, a section, a town or a coun-
ry e people in that locality, they
tre the ones you want to reach. In a
simall community much may be done by
means of personal interviews and  this
must not be neglected.  An oecasional

visit to vour customers, especially to
those whose trade vou value, will hring

1s own reward.

ATTRACTIVE STORES.

I T is not necessary for a store to bhe
fitted up with mahogany and marble
in order that it should be attrac-
tive and up-to-date. FKFew storekeepers
could afford to make a capital outlay of
suflicient amount to provide such elab-
orate fittings. There are of course the
necessary equipments for the attractive
display of goods which every storekeeper
must have for the proper preservation of
his goods, and for the securing of econ-
omy of working.

The fitting up of a store requires a
good deal of thought and care. Perhaps
the first consideration is to have the
store well lighted and the lights so ar-
ranged that the best possible efiect can
be obtained from the internal arrange-
ments of the store. The modern store
has become a place for show and display
as well as a market, and a well lighted
store is at once a place of attraction.

The arrangement of the store should
be the next consideration. It is not suf-
ficient that the stock should be arrayed
in so many shelves around the walls of
the store, hut due consideration should

G3

October 27, 1905

be given as to the place such articles
occupy. There are some goods which are
hetter kept in a dark, cool corner. Other
goods are better exposed to the air and
light, and again some goods carry with
them a strong aroma which is at once

objectionable and injurious to other
lines.
All these points should be carefully

watched and provided for in the arrange-
ment of a store. A well arranged, neat
and lidy store is an advertisement with-
in the reach of the simplest storekeeper,
inexpensive and effectual.

SUGGESTIONS.
EVER overcharge old customers
‘L\ one cent bhecause you have their
trade. Look aiter each one of
them carefully as you do after a new
customer whose trade you are trying to
get.

Keep their likes and dislikes in mind.
A woman is pleased by a grocer who
says, ‘“‘Mrs. Jones, I have in some fine
IFlorida oranges such as you like,” or
by a meat man who remembers her par-
tiality for good bacon and keeps a fine
brand.

The same methods that hold regular
customers will gain new ones.

liittle accommodations that cost you
nothing go a great way toward making
and holding customers. They like a
man who sells postage stamps as cheer-
fully as if he made money on them.

Make your store attractive. Iiverybody
likes a tidy store, with fresh goods
tastefully displayed, and neat, wide-
awake clerks.

See that every person who enters is
waited on promptly and politely. Noth-
ing irritates a customer like waiting un-
necessarily. When delay can’t be helped,
a clerk should say politely, “I will, wait
on you as quickly as possible, Mrs.
Jones.”

A clerk should never be permitted to
stand chatting or dawdling for an in-
stant when a customer is waiting. Never
tolerate that indifferent, half-hearted
way which seems. to say, “I’'m only
waiting on customers as a particular
favor.”” Make vyour clerks understand
that every one in the store is expected
to have eyes and ears open all the time
and be ready to do evervthing possible
to help the husiness.

Make your customers feel that their
children or servants will he treated just
as well as themselves in yvour store.

Encourage good clerks ; get rid of bad
ones. Don’t waste time trying to re-
form negligent and untidy clerks ; but,
on the other hand, if any clerk shows he
has your interest at heart, show him
that you appreciate it.
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(Established over half a century)

S o BARBADOS

General Agents and
Commission Merchants

Consignments of Flour, Oats, Hay,
Peas, Butter, Cheese, Lumber, Shingles,
and other products of the Dominion
received and accounted for promptly.

Orders for Sugar and Molasses
executed, and every attention given to
the selection and shipment of the same.

REFERENCES :
The Clydesdale Bank, Limited, London
The Agency of the Colonial Bank, London : Wall Street, New York

CODES USED:
A. B. C.,, 4th and 5th Editions,
Watkins, Liber’s, Al, and Private

TRINIDAD, B.W.lI.

OFFICE:
Chacon Street, Port of Spain.

Wholesale dealers in

Rust, Trowbridge & Co.

General Shipping
and Commission Merchants.
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Leon Agostini & Co.

Trinidad, B.W.I.,
PORT-OF-SPAIN

CABLE ADDRESS:
“KING ™

A. B. C. Codes, 4th and 5th Editions Used

Cocoa, Commission and

Provision Merchants

Exporters of Cocoa, Cocoanuts, Sugar,
Molasses, Hides, Balata Gum,
Coffee, Rum, Spices, Lime Juice, Copra,

i Cedar, Etc.

Importers of Breadstuffs, Provisions
and Fish.

(Established 1888.)

Codes in use:
LIEBER'’S
A. B.C. (1893 ed.)
WESTERN UNION
ANGLO-AMERICAN

and Sundry Private Codes

.

CABLE ADDRESS:

“ Randolpd ”’ Trinidad, B.W.I.

Amerlcan and Canadlan Foodstuffs

Armour & Co , Chicago.

0il Exploration Co. of Canada, Ltd.

Thom & Cameron, Ltd., Clasgow.

Ceorge Younger & 80n, Ltd., Brewers, Alloa.

Newfoundland and Nova Scotian Fish, Lumber, etc., etc.
Cocoanuts and Molasses and other Colonial Produce.

Shippers of Sugar, Cocoa,

Agents for:

Norwich Union Fire Insurance Society.
Barbados Mutual Life Assurance Society.
Hiram Walker & Sons, Ltd., Walkerviile, Ont.
Lake of the Woods Illllmg co Montreal.
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THE ART OF BUYING.

HAT “goods well bought are half
| sold” is a saying which is as true

as it is expressive. Probably if
inguiries were made -a great number of
failures 1o secure success by retail mer-
chants could be traced to ignorance of
this oft-repeated saying. To be ‘‘well
bought” does not only mean to secure a
parcel of goods at a favorable price, as
compared with the intrinsic market
value, but really conveys a great deal
nore than that. It means that they
¢ bought just at the proper moment in
the z'i\:ix‘t season to secure good condition
and f!hl‘hilln',\s—”l‘dl they are just the de
scription and quality to suit the buyer’s
particular trade, and further—that they
are bought in quantities suitable to his
trade requirements, sufficient to meet all
probable demand without at the same
time Jeaving a surplus to be jobbed off,
thus slaughtering the advantage gained

in buying i

To accomplish this the storekeeper
must consider it necessary to acquire ali
possible knowledge of the conditions sur-
rounding his business. The retail met
chant should be the man of information
on every point of interest in his district;
by I]‘.h' means he is enabled to know
\\"In‘n to buy the many luxuries of life
which a populace will be inclined to pur-
chase when prospects are animated, ol
to introduce new articles to take fthe
place of others which are declining o1
falling into disfavor ; to know when and
how to stock up the plain necessities of
life which the public must purchase even
though the district may be in a state of
depression.

Thus far as regards his local know-
ledge ; next follows the importance of
knowing ‘“where to buy,”” and a great
deal depends upon the buyer’s knowledge
of this point. Every commercial man
who ecalls upon him will claim to have
the best supply of goods in his particular
industry but the buyer must necessarily
use a good deal of judgment and dis-
crimination in placing his orders. If he
has a very large outlet for a certain ar-
ticle he will probably find it to his ad-
vantage to go as near as possible to
the ‘‘fountain head’” for his supply. to
save the expense of unnecessary handling,
whereas if his demand is only a small
one it is not unlikely that he could make
better terms with a wholesale dealer.
A wholesale dealer often by his large
aggregate buying secures an advantage
from the manufacturer which it would
not be possible to give to the retailer.
Moreover, the wholesale dealer can fre-
quently supply the retailer on terms
which the manufacturer could not for a
moment entertain. i

It must not be forgotten that whole-

sale buying evolves largely on the ques-
tion of financial manipulation and does
not of necessity mean adding a large
amount of profit to the original manu-
facturer’s price. Again, the retailer has
a much better variety and assortment
from a wholesale house than he could
possibly get from the manufacturer, and
he will often find it to his advantage to
spend a few days once or twice a year
visiting the various markets, by that
means becoming more individually in
touch with the working details of the
various market prices and gaining a
measure of knowledge difficult to obtain
under any other conditions. There are,
however, a great number of storekeepers
to whom a journey from their local dis-
trict is practically an impossibility. To
these men a very excellent means is pro-
vided by the various newspapers and
journals who take up the many details
peculiar to the storekeeper’s needs. By
reading regularly those papers which
deal with his particular lines he can
keep in touch as thoroughly with the
market fluctuations, and receive as up-
to-date information on all points con-
nected with his business, as if he were
really at the various markets. ‘‘Where
to buy” will thus become a much easier
proposition.

Another point of great importance to
the retailer is to avoid altogether ‘‘spec
ulative buying.”’ This is particularly
necessary in the case of small huyers.
Speculative buying on the part of small
traders is much to be condemned, and
in most cases leads to disaster. The
great thing a small storekeeper should
study is the constant turning over of
stock which he carries, as by this means
alone can complete freshness of goods
be secured. The trader may occasionally
lose the advantage of a slight movement
in the market by adhering strictly to
this rule, but the ultimate advantage of
having an absolutely fresh and saleable
stock outweighs by a good deal the un-
certain profit of buying goods in a spec-
ulative way. At the same time, there
are times and seasons when a erocer can
with advantage buy more freely than
usual, and with a certainty ofheing able
to increase his sales by the extra advan-
tage that he can thus offer his custom-
ers. This ‘subject, therefore, must be
taken up entirely in connection with the
individual conditions of the store and
the grocer’s own capacity for controlling
his customers.

A point of primary importance to the
storekeeper is the ‘‘deterioration’ of his
stock. A successful merchant must of
necessity watch his stock that no par-
ticular lines are allowed to fall into the
background. Any decline in the sale of
any particular article should be at once
68
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noted and efforts made at once to re-
lieve the stock on hand. The public has
grown to a large extent to know pretty
well its own requirements and in this
connection a storekeeper will always find
that ‘‘the first loss is the best.” If it
is necessary to job off a given line, do
so immediately it becomes necessary,
and before the goods become shopworn
and out of date.

Another important factor in store-
keepers’ bhuying is the question of ‘‘sea-
sons.” Care should be taken that as the
season closes, so its particular stock de-
creases, so that on its closing that
stock has heen well nigh sold out,
leaving room for the approaching new
season. By this means the locking up
of capital is diminished and a storekeep-
er will be able to keep his banking ac-
count well ahead instead of having his
capital on his shelves. This is an im-
portant point for the retailer who wish-
es to succeed.” Wholesalers are keen to
discriminate hetween the ‘‘slow’ and
the ‘“‘ready’ payer and a little care in
regulating the stock in the wav indicat-
ed will go a lone way towards keeping
a floating capital, bringing profit to the
trader, and maintaining good standing
with his wholesaler.

A point which is often overlooked is
the necessity for the trader doing his
own buying. A storekeeper may have a
good man in his employ in whom he has
implicit confidence, still it is not wise
to allow such a man, however good. the
power to send orders for coods simply
because the stock has run out. A store-
keeper is anxious to get the best terms
and the closest prices, and he can only
secure this by keeping in close touch
with his requirements, and letting the
wholesaler know that every order he
sends is the work of his<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>