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ISN'T HE FINE?

owtL no. 100

o =« (OME have owls who never sleep; they seldom live to an old age. This
Celebrated Owl has done its sleeping before we secured him, and
now he is the widest awake and the sweetest ever known; he will

live long after we are gone.

Don’t you recognize him? Why ! His picture has been in hundreds of the
finest stores in Canada and on thousands of packages of an extra fine Japan Tea.
The best ever sold for the money.

For a picture of this Celebrated Owl and for samples of this fine Tea,

™" L. CHAPUT, FILS & CIE, Montreal.
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THE CANADIAN .GROCER

YES,

There are other Mustards, and some of them have
a more or less pleasant flavor, but, if you wish a
Mustard that will Draw Trade and ‘satisfy your
customers in every respect

Buy

Colman’s

Think It Over !

You probably thought horse cars all
right until you saw electric cars, and you will no
doubt think other Mustards good enough for
your trade.

Until you try
COLMAN’S
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PALATE TICKLERS
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GILLARD'S NEW PICKLE

Madeﬁfrom the choicest English ‘Pickling Vinegar, and
vegetables. Beyond a doubt, the most delicious pickle
in the world. This is no idle boast, but is

Backed by W

10 Gold Medals

Awarded at the Great Pure Food Expositions held in
England. A single trial convinces the most skeptical
of its peculiar and delightful merits.

Packed 2 doz. in case. Single case lots, $3.40.
5 case lots and over, $3.30 per doz.

—— 49Vt —

GILLARDS NEW SAUCE

Distinct from all others in its superior flavor. Prepared
only from the finest selected ingredients.

Barrel lots of 12 doz., $1.75 per doz.
Single doz. lots, $1.90.

Sold by all Wholesale Grocers in Canada. ¥

~

Manufactured by—/———————"—"—""

GILLARD & CO.

LONDON, ENGLAN )
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A GOBD
BOND

THE MOST MARVELLOUS
CLEANSER AND

THING

POLISHER IN THE
WORLD.

3%pmcwtmmnmlgmms Aswmgﬂﬁﬂpﬂcwimlmwcmmmw;

¥ . is a record breaker, has beaten all comers.
: IMAGINE GIVING YOUR CUSTOMERS

16 OUNCES of a perfect polishing and

cleansing soap, that will not scratch

the silver, for 10 CENTS, AGAINST 10 OUNCES of a coarse, gritty soap that

retails for 10 cents.

BOND,S SOAP makes Tin like Silver, Copper like Gold, Brass like glass,

Paint New, Kitchen and Dairy Utensils Clean and Bright,
Silver Beautiful, Bright parts of Cycles, Harness, and Machinery equal to new.

MAKES NO SCRATCHES. """ R%inaiano.

33; per cent. 1000 = ' 333 per cent.
for t3hoﬂretailer. Ote Plces s elg t fortshepretailer.
$71.60 per case, containing 100 large 16-onnce Bars, to retail at 10 cents each
3.5 per case, containing 100 half 8-ounce Bars, to retail at o cents each

BON D’S SOAP is unexcelled for scouring stone steps and tiled pavements ;
for washing floors, linoleum, and paint; for Removing
Dirt and Grease from everything. . . , . .

It Will be a Pleasure for us to mail a sample to you. Note our Ads. in
the daily papers.

Canadian Depot: No. | St. Helen St., MONTREAL.
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Imperial Standard
Accurate ! o ‘—\SCaleS. -

Reliable !
Durable !

PLATFORM SCALES

of all capacities
from .

300 ibs. to 2,500 ibs.

We make Scales
for

e every purpose,

Fon ‘—‘8".--. ———e

of all capacities,
from a
Letter Scale
to a
Great Railway
Track Scale

UNION SCALE WITH SCOOP. cnes UNION MEAT SCALE.
Capacity, 240 Ibs. Weighing 100 tons. Capacity, 240 Ibs.

Our name on any
Scale is
a sufficient
guarantee of

High Quality.

GROCERS’ TRIP SCALE.
Capacity, 6, 10 or 17 Ibs.

GROCERS’ SCALE WITH
Capacity, 40 or 60 Ibs

THE BURROW STEWART AND MILNE CO.

HAMILTON, ONTARIO g
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14 YEARS 14

OF FAITHFUL EFFORT HAS PLACED US IN THE

't OREFRONT OF BUSINESS HOUSES IN THE DOMIN-

ION. THE BEST GROCERS BUY, AND THE BEST
COOKS USE OUR BAKING POWDERS, COFFEES, EX-
TRACTS, SPICES, AND MUSTARDS. OUR LABELS
ARE OUR GUARANTEE OF PURITY, AND WE INVITE
GOVERNMENT ANALYSIS OF OUR GOODS.

THE SNOWDRIFT CO.

BRANTFORD, ONT.

090 + FALL TRADE 1008

We are now ready with our full line for this

season'’s trade.

Banquet Lamps Hanging Lamps Hall Lamps
Banquet Globes Night Lamps
Lanterns Burners, Etc.

NEW LINES OF

[ Dinner, Tea and Toilet Ware

and a splendid range of German and Austrian

FANCY GOODS, CHINA, BRIC-A-BRAC
and NOVELTIES

PIGOT & BRYAN, 3¢ soneon
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‘ FAC SIMILE OF CASK LABEL.
Jbs
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WINN &
mol

PURE
PLAIN and SPICED

| LS

MALT VINEGARS

for Pickling, Table Use and Export.

Owing to the new preferential duties our prices in Canada |
will now be very much reduced. ‘.

Brewery, Bristol, England.

J St. John, N.B.—W. S, Clawson & Co.

Montreal—J. M. Kirk, Imperial Buildings, St. James St,
Toronto—J. Westren & Co., 61 Colborne St.
A e“ts Hamilton—John W. Bickle & Greening.
g Winnipeg—A. Strang & Co., Portage Avenue.
Vancouver, B.C.—C. E. Jarvis & Co., 101 Holland Block.
Halifax, N.S.—S. Peters & Co.

Charlottetown, P.E.l.—Horace Haszard.

) &

P
.




| =

&5
‘

THE CANADIAN GROCER 7

LEA AND PERRINS’

Is now printed
Jbserve ® in blue ink
:hat the _WW diagonally
across the
5i:NATURE

‘ C—— > 0UTSIDE WRAPPER

Of every Bottle of the

e Py T B B iy e ORIGINAL . . .
e WORCESTERSHIRE =

and Export Oilmen generally,

RETAIL EVERYWHERE.
AGENTS—J. M. Douglas & Co., and C. E. Colson & Son, Montreal

BRUNNER, MOND & Co.s

Bicarbonate of Soda _pEsT
BMz:(¢ Soda Crystals S
TRapg maRK’ Concentrated Sal Soda
WINN & HOLLAND Caustic Soda
MONTREAL PUREST THAT Bleaching Powder
e W Pure Alkali

Crosse & Blackwell

NEW SEASON’S
08

‘ Candied a ried Peels

Now is the time for ordering for Fall shipment.

C. E. COLSON & gON, MONTREAL
000000000000000
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THE SAUCIEST OF SAUCES.

ATERSON'S

0ssesses a

eculiar

iquancy, and is more
generally used than other

SAUGES.

Paterson’s Wor’ster Sauce
is the bhest value on
the Market.

PREPARED BY—

R. PATERSON & SONS, GLASCOW.
Manufacturers of the celebrated
“PATERSON’'S CAMP COFFEE ESSENCE,”
and “"PATERSON'S 'EUREKA’ PICKLES.”

Agents;—
v ROSE & LAFLAMME, MONTREAL,
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Popular because
o It’S Good

That little sentence just describes

White
Moss
Cocoanut

Ladies are quick to appreciate
a dainty food, and ‘“White Moss "’
has taken them by storm. It is
moist, tender, and has a rich flavor
like the fresh nut, and makes de-
licious pastry and confectionery.

Your Customers want it.

Have you got it for them ?

\
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Wholenle Only

Canadian Cocoanut Co.
- =-=- MONTREAL

k;j“

)

Hams, Bacon,

Mess Pork « Lard

SAMPLE ORDERS SOLICITED

Park, Blackwell Co.

TORONTO
& EEEEE

LIMITED
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GOVERNMENT INSPECTION OF FOOD.

e St. Lawrence
Sugar Refining Co.

Limited

MONTREAL.

Laboratory of Inland Revenue,
Office of Official Analyst,

MonTRrEAL, April 8th, 1895.

“I hereby certify that I have drawn, by my own hand, ten
samples of the St. Lawrence Sugar Refining Co’s Extra

Standard Granulated Sugar, indiscriminately taken from
ten lots of about 150 bbls. each, I have analyzed same, and

find them uniformly to contain :

992 to 100 per cent. of Pure Cane Sugar

with no impurities whatever.”

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

Prof. of Chemistry and Pub. Analyst,
MONTREAL.
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CANADA’S

SHORT ROUTE BETWEEN

Advantages of Situation Enjoyed

by Canada — Her Sea Routes to

Europe and Asia a Vital Feature

of Her Expansion.

AVE you ever considered what geo-

graphy has done for Canada: By

occupying the northern, instead of
the middle or southern, zone of the North
American continent, Canada owes to Nature
certain  priceless advantages — somewhat
slowly utilized it is true—but becoming more
and more evident as international trade by
sez and land gets to be the determining
factor in the modern relations of great
countries.

. took generations to realize the real facts.
The United States developed first, by reason
ot iis being the oldest settled part of the

inent by the English race. Population
p.ed in there, and the resistless wave of
¢ ration westward carried English civiliza-

to the Pacific coast—but first in terri-
acquired by the United States. The
ranscontinental railway was constructed
s the plains and through the mountains
harbor in the United States, whose out-
was Asia, Australia and the Islands of
i“astern Seas. Capital naturally poured
st to a country thus developed and
'n open to the world. By the year

the United States had a long start.
native energy of its people did much ;
ial and settlers from abroad did more;

- lacilities already provided for expansion

omplished the rest.

CONTINENTS.

Now, Canada began to wake up. From
1800 onward, at intervals, the thought had
occurred to a few men here and there that
a Britannic Union ot the northern Provinces
would result in a New Empire from the
Atlantic to the Pacific. The obstacles were
real and seemed unsurmountable. The
great plains were the hunting grouunds of the
Hudson's Bay Company. It was not the
duty or the interest of the company to tell
the world that the region was more than the
habitat of fur-bearing animals ; that it had
the soil, climate and resources which—by
the labor of men—expand into a great
country. The Rocky Mountains were (of
course !) a natural impassable barrier. What
could you do with Provinces separated by
nature, supposed to have a somewhat for-
bidding climate and dwarfed in the eyes of
Europe by the splendid development of the
United States ?

Still, the idea lingered in the minds of men.
It found its way into politics, and was dis-
cussed as a sort of magnificent dream. As
steam applied to transportation, and elec-
tricity to instant coinmunication, came to
the fore, Canadians were found to be fore-
most in utilizing these forces. Two Cana-
dians, Samuel Cunard and Hugh Allan,
were the pioneers of Atlantic steam navig-
ation on a large scale. Gibsorne, another

Canadian, projected and helped to lay the
first Atlantic cable—the credit for which was
afterwards claimed by the capitalists, who
found the money. But the Canadian,
Gisborne, was the pioneer.

Finally, a plan of union forced its way
into Canadian politics. It fell, curiously
enough, to the lot of two Scotsmen, one with
the shrewd sense and mental strength of the
Lowlander, the other with the courage and
the imagination of the Highlander, to join
forces and re-createin America for the Eng-
lish Crown, which both men served so
loyally, a new Empire, to replace that which
George 1II., and Shelburne, and Charles
Fox had, in 1783, so stupidiy and sense-
lessiy thrown away. \When history comes
to be written, the uniting of two men of
strongly antagonistic interests, like George
Brown and John A. Macdonald, to carry
the Canadian Dominion into existence in
1867 wili be related as a crucial episode in
the annals of the Colonial Empire.

Since 1867—the date of thereal beginning
of Canada—the Intercolonial railway has
been built from the Atlantic Coast into
Central Carada, and the Canadian Pacific
railway now spans the continent—these two
lines providing a route by rail entirely
through British-Canadian territory and con-
necting at both coasts with British fast steam-
ship lines to [Zurope, Asia, and Australia.

In this way, Canada has become a high-
way of commerce between three other
continents. Its midway position in this
respect is now clearly demonstrated. Itis
the natural, because the shortest route, for
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all quick freight, for passengers and for
mails. While all-sea routes still give lower
rates, owing to the cheapness of water
carriage as compared with railways, and
while this condition will continue for some
time, the tendency is toward the short route.
Time is, more and more, an object in
modern commerce. No longer do staple
products form to the producer the most
profitable part of sea-borne freights. Perish-
able products are an important factor in
foreign trade. Wherever agriculture is the
chief occupation of a people, and the farmer
is enough wideawake to seek markets abroad
as well as at home for special lines, the
geographical situation of the country is of
vast import.

No one who consults a map of the world
can fail to notice the Canadian advantage in
point of situation—first, the Dominion’s
proximity to Europe ; second, its nearer in-

The fact-that-low freights might draw
traffic to ports south of Canada is met by
two conditions which must soon come into
play: The Canadian Atlantic fast line,
when it is in operation, will give a
quicker and shorter sea and land voyage for
travelers between the two continents than
any other ; the deepening of the Canadian
canals, to be finished next year, will enable
vessels to penetrate up the St. Lawrence
into the interior of the continent, at the
head of Lake Superior, 2,400 miles from the
ocean. In truth, Canada is on the verge
of revolutionizing freight rates and quick
routes between this continent and Europe.

The possession of Vancouver Island, with
its rich stores of coal, and the coast line of
British Columbia, estimated, with bays and
inlets, to be 7,000 milés long, are of great

11,994 miles, while the distance from I
pool to Hong Kong via New York and ap
Francisco is 12,879 miles. The differ ce
in favor of the Canadian route is thus er

800 miles, and this is further distingui.- .4
by the fact that navigators prefer, on acc nt

of the prevailing winds, the direct e
towards Vancouver, even when the ultii: (e
destination of the vessel is San Franci o,
In the carrying trade of China, Japan . id
the farther east, these points are of « .
sequence where a through route, partly «ca
and partly land, is employed.

Victoria is 4,320 miles from Yokohai:a,
Japan, and 5,949 from Hong Kong, Chiua,
San Franciscois 4,750 miles from Yokohaina
and 6,379 miles from Hong Kong. At
present, the steamers from Canadian poits
are the fastest, which still more prominently
augments the difference in favor of Canada,

In spite of the advanced development of
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CANADA'S TRADE ROUTES AND MIDWAY PoOsSITION BETWEEN THE CONTINENTS.

termediate position between Europe and
Asia ; thirdly, its natural connection with
Australia, enhanced by the political tie that
binds them together. Consider what this
means now, and what it protends. The
clear outline map of Canada and the Con-
tinents, which accompanies this article,
indicates the central idea—Canada as a
convenient producing centre and highway
of commerce. The Atlantic ports of the
Canadian coast furnish the shortest ocean
routes to Europe —Halifax and St. John are
nearer Liverpool by a day's journey than
New York and Boston. Quebec and
Montreal enjoy a similar advantage. The
comparison is instructive and apt to be
overlooked :

Liverpool to Halifax...... 2,445 miles
15 t 5t John, .. .. 2,720
o “Onehec: . .0k 2,634 =

‘e

‘¢ New York...
d ‘s Boston . ....:

3.028 "

value to the Canadian Dominion. The
Rockies, once thought to be impassable, are
now crossed by the Canadian Pacific at an
altitude of 5,300 feet above sea level, and
the gradients are the easiest of all the trans-
continental railways. The land connection
with the Atlantic coast is, therefore, perfect
and continuous by a well-constructed and
equipped modern railway, the trains of
which can, when advisable, break the
record in flying across the continent. This
was demonstrated when the Imperial
authorities wished to test the Canadian route
byland and sea between London and Hong
Kong. Thetime of the journey via Canada
beat that of the route through the Suez
Canal.

Canada’s Pacific Coast connections are,
therefore, vital factors in the future of eastern
trade. The distance from Liverpool to
Hong Kong, via Halifax and Vancouver, is

the United States and the existence of iis
thriving shipping ports on the Pacific ma:,
years before any Canadian ports were i
existence ; in spite of the fact that Pac:
Ocean trade done by Canada in her ¢
name is a thing of yesterday, the cc
mercial growth of the past five or six ye.
is reassuring. In 1891, the imports and «
ports of British Columbia were valued
$6,000,000 (£1,200,000). In 1897 !
same trade had expanded to $14,000,¢
(£2,800,000). It must be borne in mi
that Canada on the Pacific is a rich cour.
—rich in timber, in fish, in coal, in g
and other metals. Besides the thro
trade which shorter distances secure to |
there is a local trade obtained by the
session of apparently limitless resour:
Perhaps the most curious of all the ben
cent gifts of nature to the Pacific regio:
that the coal deposits are of better ste:
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cing power than the coal areas south
of Canadian territory.

.reisalso the connection with Australia.
gl Jossibility of making commerce and
ti between Canada and Australia,
into proportions worthy of competing

b other routes, was considered an idle
dic. 1 not so many years ago. But, pos-
s.-- g the Canadian Pacific Railway and
th ortest Atlantic route, Canada has been
a0 put in a plea both for through traffic
ar 10 set up a little trade of her own with
the <olonies under the Southern Cross. A
suii export trade, to Australia, of $500,-

oo ( £100,000), in 1891, had grown to one
of #1,500,000 (£300,000), in 1897, and
if we had the results of the present year
they would show the same health and ex-
pansion.

i here is a monthly steamship service, for
passengers, from Vancouver to Sydney, and
the Inglishman of to-day travels from Lon-
don to Australia under his own flag, and in
less time by taking the trip through Canada.
From Halifax or St. Jobn he must, of course,
take the Intercolonial to do this, as the
shortest line is through Maine.

The distance from Liverpool to Sydney,
via Canada, is 12,800 miles so that whereas
the traveler from Canada or the United
States a few years ago would be apt to
choose the Mediterranean voyage—longer
and warmer—he has, to-day, first class lines
of railways and steamships via Canada,
and a shorter and cooler journey. These
are a few of nature’s gifts to the Dominion,
only available since rivers have been
spanned by bridges, mountains penetrated
by railways and oceans provided with fast
steamers. A short table of distances, at
this point, is convenient :

Liverpool to St. John, N.B.... « +... 2721 miles
John, N.B to Vancouver, B C (C.P.R.) 3,387 **
ncouver, B.C., to Sydney, N.S.W...... 6,780
1,2888

'he community of interest thus set up,
wicn joined to political affiliation, is a
perful lever in modern life.  ¢* Itistrue,”’

Ur. George Parkin, C.M.G., has elo-

itly written, ‘‘that we cannot shorten
e, but we can shorten time, and in point
e oceans now separate much less than
t did 50 years ago. We cross the
ntic with steamships in as many days
i once took weeks by sailing vessels.
«in and Austraha are less than 30 days
:t.  This is not all. Thetelegraph wire
ches under the sea as well as over the
and puts remote parts of the world
almost instant touch with each other.
an send a message from England to
:da or Australia and get an answer in
-w hours, or even in a few minutes. It

is said that the sum of one thousand pounds

is spent every day in paying for messages
between Australia and Great Britain alone.’’

Here, again, Canada’s midway position
serves the union of Imperial forces and Im-
perial communications. At great cost land
telegraph lines have been built from Nova
Scotia to British Columbia, between 3,000
and 4,000 miles altogether on Canadian
soil. . The principal cable lines under the
Atlantic land on Canadian soil.

It is now proposed that a Pacific cable
from Vancouver to Australia shall be laid,
thus completing the chain of all-British
communication. The great importance of
the cable was demonstrated during the
recent Spanish-American war. Especially
is this true of a Sea Empire with
its naval forces and land possessions re-
motely seprated by distance over the world
from the central point. On the basis now
being arranged, Canada would pay one-
third the cost of the cable, Great Britain one-
third, and the Australian colonies one-third.

The English poet pictured England as the
weary Titan groaning under the yoke of
empire. But Canada having builtan ocean
to ocean railway, having chartered fast
steamships on three ocean routes—Europe
to Canada, Asia to Canada, Australia to
Canada—having shouldered all the cost of
land telegraphs, and having agreed to pay
one-third the cost of the last link in the
globe-encircling British cable, may fairly
claim to be sharing the burden.

Take another look at the outline map.
The central position of Canada gives her
the trade routes. The naval stations at
Halifax and Victoria, each with adjacent
coal fields, the land and cable communica-
tions constitute her an indispensable link in
the British Empire. But there is more than
that. Canada, with her timber, coal, and
iron, is a shipbuilding country. Possessing
rich fisheries on both oceans, she has a large
population of seafaring men. In other
words, she hasthe potentiality, as well as the
partial position of a maritime power.

Its shipping is even now of consequence.
The tonnage of Canadian vessels trading all
over the world is 779,135, and the number
of vessels 7,279. The tonnage of all sea-
going shipping entered and cleared at Can-
adian ports is about 12,000,000 registered
tonnage a year. Not merely, therefore, by
reason of geographical situation, but by
maritime strength, does the Dominion look
forward with confidence to the next five

years. C.
Lady — “ Are you sure this is Ceylon
tea 2’
Assistant—-¢¢ Yes, madam. Mr. Ceylon’s
name is on every packet.”’—Answers.

CHEERFULNESS AND LONGEVITY.

OLDSMITH says that one of the
G happiest persons he ever saw was
a slave in the fortifications at
Flanders—a man with but one leg, detorm-
ed, and chained. He was condemned to
slavery for life, and had to work from dawn
till dark, yet he seemed to see only the
bright side of everything. He laughed and
sang, and appeared the happiest man in the
garrison.

«It is from these enthusiastic fellows,”’
says an admirer, ‘‘that you hear—what
they fully believe, bless them !—that all
countries are beautiful, all dinners grand,
all pictures superb, all mountains high, all
women beautiful. When such a one has
come back from his country trip, after a
hard year's work, he has always found the
cosiest of nooks, the cheapest houses, the
best of landladies, the finest views, and the
best dinners. But with the other the case
is indeed altered. He has always been
robbed, he has positively seen nothing, his
landlady was a harpy, his bedroom was
unhealthy, and the mutton was so tough
that he could not get his teeth through it.

A gentleman in Minneapolis owned a
business block which was completely gutted
by fire. The misfortune produced a melan-
choly that boded ill for his mind. In vain
his friends tried to cheer him. Nothing
could dispel the imprenetrable gloom. He
was away from home when the disaster
occurred, and received the following lettter
from his little seven-year-old daughter :

Dear Papa,—1 went down to see your store that was
burned, and 1t looks very pretty all covered with ice. Love
and kisses from LILIAN,

The father smiled as he read ; and the
man who had contemplated jumping from
the train laughed aloud. The spell that had
overshadowed him was at last broken by
this ray of sunshine.

A cheerful man is pre-eminently a useful
man. He does not cramp his mind, nor
take half views of men and things. He
knows that there is much misery, but that
misery need not be the rule of life. He sees
that 1n every state people may be cheerful ;
the lambs skip, birds sing and fly joyously,
puppies play, kittens are full of joyance, the
whole air full of careering and rejoicing
insects ; that everywhere the good outbal-
ances the bad, and that every evil has its
compensating balm.

You must take joy with you, or you will
not find it, even in heaven. He who hoards
his joys to make them more is like the man
who said: “‘I will keep my grain from
mice and birds, and neither the ground nor
the mill shall have it. What fools are they
who throw away upon the earth whole
handfuls.”’ —Pushing to the Front.
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MY FIRST EXPERIENCE AS A CLERK.

By MARCUs.

SUPPOSE there have been in
the experience of every busi-
ness man episodes which have
impressed themselves on his
memory so vividly that time
seems to deepen rather than de-
face the pictures they have re-
; solved themselves into in the
mind’s eye.

One of the incidents in my life, which
seems to have in such manner impregnated
itself into my remembrance, was an epoch
It was my first experience of
business—of commercial life.

in my life.

I was about fourteen years of age at the
time, and lived in an eastern Ontario country
town. My father had died some months
before, leaving my mother with more
children to bring up than means with which
to do it. As I was the eldest of these
children I considered myself the man of the
house, and, beside doing the customary
chores, was ever on the lookout for a chance
to earn a little cash.

As there were not a few young fellows in
the town just as eager as myself to earn a
tew cents, I felt as if I had struck a bonanza,
one Friday eveningin August, when a clerk
from one of the large general stores in the
town called at our house, and asked if I
would like a job the following day. I
‘“jumped’’ at the offer, and was told to be
at the shop at 8 o'clock sharp.

To say I went to bed happy that night
would be but to tell half the truth, for, before
I went to sleep, I had pictured how I should
work so well that I would secure a regular
job, and had seen myself rise step by step
till I owned the store, and also the fine
house, carriage, horse, etc., which contri-
buted so much to the splendor of the mer-
chant for whom I was to work. I did not
forget, either, to anticipate the pleasure of
driving the aforesaid horse in the delivery of
parcels the following day.

Alas ! my fond hopes and anticipations
were destined to be ruthlessly dashed to the
ground, even more suddenly than is the
usual lot of such, for the first information I
received at the shop was given by one of
the clerks somewhat as follows :

““ I suppose you intend to have some fun
driving our fine horse 2"’

““Well, rather ;do you think— ? "’

‘ No, ! don’t think, but I know that the
horse is going to take Mrs. A., (the
merchant’s wife), and the kids to the lake
to-day, and you are to be the horse your-
self.”’

I confess this was a shock to me, but I
was slightly conceited about my powers of
endurance in the walking line, so I suc-

ceeded pretty well in hiding my disappoint-
ment.

My first duties were to help sweep out;
then, with another clerk, I was sent to the
‘“ back store’’ where we arranged boxes,
butter tubs and crocks, egg-cases, baskets,
etc., for the day.

We were then engaged in filling the sugar
drawers when one of the older clerks called
me, and sent me off with a couple of small
parcels, which were wanted ‘‘in a hurry.”’

By the time I returned business was in
full swing, and I got out the *‘push-cart’’
and commenced operations.

At each load I could carry orders for from
six to a dozen families, and considerable
care was taken in the arrangement of the
loads to deliver all by the shortest, quickest
routes.

Up till half-past eleven the orders came
in thick and fast, and, as nearly all were
wanted before dinner, I had to cover a good
deal of ground on the run. The novelty of
the work and the natural exuberance of my
youth kept me in good spirits, and, when
dinner-time arrived, I had a good appetite,
and enjoyed my dinner immensely.

After dinner, there were only a few par-
cels until about three o'clock, and I, during
that time, helped to fill orders, carry sugar,
count eggs, etc., ad infinitum.

Shortly after three o'clock I had a good
load ready, and resumed my tramp, keeping
up a good, brisk walk until six o'clock,
when I was allowed an hour for supper.

By this time, I was willing to confess
myself tired, and, after a hasty supper, I
went upstairs to my room to rest. That I
was fatigued is attested by the fact that I fell
asleep, and would likely have continued to
sleep, had not my mother awakened me
and told me that my time was up.

It was a mystery to me, when I got back,
to find that there were two good loads
awaiting me. Feeling somewhat freshened,
I delivered these loads at a fast walk,
returning with the empty cart at a run.

About nine o'clock, my feet began to get
sore and raw, and my spirits were oozing out
of my body almost as fast as the perspiration
was oozing from my forehead. How I
wished for ten o'clock, the hour I counted
on as closing time !

About a quarter to ten the clerks were
making preparations for closing, and Iinno-
cently asked :

‘« Are there any more parcels ?'’

«“ A few for the west ward,’’
answer, but it was accompanied by a laugh
from some of the clerks that caused my
heart to sink very, very deep. When I
returned from delivering this load the blinds

was my

—

were down, and I was silently rejoicing iat

my day’s labors were over, when he
proprietor and one of the clerks ¢ e
out. The merchant was in a hurry, . .4
turning to the clerk said: ‘¢ Albert, | e
Marcus the parcels for Mrs. Brown and © s,
Andrews ; then you can lock up the sto;. .
This made me slightly blue, but I was .
indigo when he proceeded: ¢‘Then ..y
had better wait till he comes back, and b ip
him load up for the east ward.”” Then, v.:th™ |
a ‘“good-night, boys,”’ he was off.

The clerk asked me if I was tired, a:nd
on my replying with an emphatic affi: -
ative, he quietly told me to never mind Miis.
Andrews’ and Mrs. Brown’s parcels; e
would take them himself.

I have felt grateful at various times fur
kindnesses great and small ; but I do not
remember any time when a deeper, moie
passionate rush of gratitude flowed throuzh
my veins than did at that moment.

By this time it was half-past ten ; streeis
were being rapidly deserted, and, looking
over thelist of houses I had to visit, I found
the farthest were overa mile off. Each step
was a burden and a pain, and I left
thoroughly sick of the whole business.

I reached home as the town clock was
striking the quarter hour after midnight.

My mother was on the front steps waiting
for me, and, inside, was a nice little supper
and a kettle of hot water. The former was
tempting, but I made a rush for a lounge,
and lay full length on it, in order to relieve
my feet.

But, soon the use of the hot water in the
kettle was manifested. My boots weie
taken off, and I was told to sit up and bathc
my feet.

Do you know what such relief as I ex
perienced means?® If you don’t, it would
be useless for me to endeavor to describe it
to you. Suffice it to say that in half a.
hour I had finished a good supper and wu.
in bed and asleep.

I had made no arrangement about salar
but the merchant was respected by all as .
good, prosperous and honest man. Abou:
ten o’'clock Monday morning I found hi
and asked for my money. He went to ti
till, and taking therefrom a great, bi.
shiny 25 cent piece, he handed it to mt
and turned to attend to a lady customer.

You will remember I said I did the wo::.
of the merchant’s horse. A friend, to who
I mentioned the occurrance, boldly told 1.
I did the work of an ass. But I must sa
on behalf of the merchant, that in lal
dealings with him I never found kL
penurious or unkind to his employes .
customers ; this one incident I now ascri:
to thoughtlessness, though my feelings we: .
different that Monday morning.

ariifi

gt

le g

haps th
and gla

b

used

being
of Pru

clay,
and in
The

green |
J():Cph
book,

akl

by

ine
ple

the D’
large |
it into

small
is thes
two S

and 1
the p
part |

the gy

in

Co!

bluep

sta

te




iing lat
len  he

I'y, Ad
Bt ive
nd i s
' Stoi.

was ]
1€n nu
nd L 1[,

en, vwith™ |

Cd, and
> affirni-

mes for
do not
r, more
throuzh

streeis
looking
[ found
ich step
1 1 left
5.

ick was
zht.
waiting
supper
ner was
lounge,
relieve

in the
5 were

d bathe

s I ex
would
cribe it
1alf

nd w.

salar
all as
Abc
id hi:
. to ti
S )
to mt¢
mer.
e Woi
who
old 1
st sa
1 lat

yes .
ascri
5 Wei

THE CANADIAN GROCER

TEA ADULTERATION AND ITS DETECTION.

’ IE teas of commerce are subject to
three principal forms of adulteration,
viz.: Facing or coloring with dele-

;s compounds in order to enhance

1 appearance, mixing with spurious and

{ or once used leaves, with the object of

.asing their bulk, and sanding or adul-

{ ng with mineral matter to add to their

oo Bt
{ the various forms of adulteration
iised in China and Japan, the facing or

iicial coloring of low-
.de green teas is per-
hiys the most prevalent
i glaring, the material
used for the purpose
being usually composed
of Prussian blue, China
clay, gypsum, turmeric
and indigo.

I'ne process of coloring
green teas, as outlined by
Joseph M. Walsh, in his
book, ‘* Tea Blending as
a I'ine Art,”’ is performed
by placing a portion of
the Prussian blue in a
large bowl and crushing
it into a fine powder. A
small quantity of gypsum
is then added, and the
two substances ground
and mixed together in
the proportions of one
part blue to four parts of
the gypsum, both making
in combination a light
blue preparation, in which
state it is applied to the
leaves during the last
process of firing. One
ounceof this coloring mat-
te: will face or color from
1: to 20 pounds of tea
le. ves, imparting to them
2 ull leaden-blue color
a: | a‘greasy appearance,

in a cup or glass and pour boiling water on
them, stirring them up well meantime and
then straining the infusion through a thin
muslin cloth, and the coloring matter will be
found deposited in the cloth or forming a
sediment at the botton or sides of the vessel
into which they are strained.

What are known to the trade as ‘‘made
teas,’’ that is, teas artificially manufactured
from leaves once used, or tea dust, and a
preparation of gum or glue to hold them

“THE QUEEN, GOD BLESS HER."

the vessel, pasty in nature, the coloring
matter adhering to the bottom or sides of
the cup or glass.

Another form of adulteration, practised
principally in China, is the admixture of
spurious or foreign leaves obtained from
other plants, such as the wiliow, plum, ash
and what is known in trade as Ankoi tea.
Such spurious or foreign leaves in a tea are
best detected by their botanical character.

When infused and unfolded, the true or
genuine tea leaf is of a lighter green color,
the looping of the principal veinings being
also very characteristic,
while the spurious leaves
are of a dark greenish-
yellow color and very
irregular in form when
examined under the same
conditions.

Sand and other min-
eral substances, such as
iron and steel filings, are
also frequently intro-
duced into tea with the
object of adding to its
weight, and are easiest
detected by powdering a
small quantity of leaves
and spreading the powder
out on a piece oi glass
and then applying an
ordinary magnet to the
dust, so that if a quan-
tity of the particles gravi-,
tate and adhere to the
magnet the tea is un-
doubtedly adulterated in
this form.

All adulterations and
fabrications in general
may be best detected by
the following simple but
effectual method : By
putting a small sample of
the tea leaves in a wine-
glass or thin goblet and
pouring in clear, cold
water on them, 'and then

: - This is an interesting reminiscence of Her Majesty’s Jubilee in London last year. s X

1o dily detected in the When the royal procession marched up Ludgate Hill, and into St. Paul's Churchyard, stirring  up or Shaklng

h:ad. stopping in front of the Great Cathedral for the open air service, His Royal Ilighness well for a few minutes so
= the Prince of Wales advanced to address a word to the Queen.  The Kindly face of the h h - .

hen green or Japan Queen broke into a smile. At that instant a photographic snap shot reproduced the that the tea, if pure, will

royal smile. The picture is probably the only one ever secured of the Queen smiling. only S“ghtly color the

are heavily coated in

t' manner it may be
i lily recognized by their heavy leaden-
L = color and oily greasy appearance in
hand ; or, better still, by placing a small

ple of the leaves on a piece of glassand
wing them to rest there for some minutes,

i, on removing them, the coloring mat-

if any, will be found adhering to the

s, and its nature, whether Prussian blue,

;0 or soapstone, detected by the aid of
aall microscope. But, when only lightly

¢ ed, the best method is to put the leaves

THE GROCER produces it for the first time in this country.

together, and then colored and glazed to
give them a pleasing appearance to theeye,
are best detected by crushing the so-called
leaves between the fingers or hands, upon
which they leave a yellowish stain, greasy
in nature if spurious leaves. Or again, by
pulverizing a small quantity of the alleged
tea leaves, and putting them in a cup or
glass, and pouring on boiling water, they
will immediately begin to disintegrate and
form a thick, gluey deposit at the bottom of

water, but, if adulterated
in any form, a dark, muddy looking liquor
is quickly yielded, which, if next boiled
and allowed to stand until cold, will, if
spurious leaves are contained, become very
bitter to the taste and almost transparent
as it cools, while, if the sample is composed
of pure tea only, it will be dark in color and
pleasing in flavor under the same conditions.
The different methods given above are all
simple, and the tests can be made by any
person without any expense whatever,
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FOUNDATIONS OF SUCCESS.

BY M. O.

UCCESS in business pre - supposes

certain qualities in the merchant him-

self. Rules for conducting a business
are practical and suggestive.  But, unless
the merchant applies the rules with some
knowledge of the principles that ought to
govern his general policy in trade matters,
he is just as liable to make a mess of it as
not. Systematic inspection of every branch
of the business, or correct bookkeeping,
important as these are, will not alone result
in success. There must, in addition, be a
comprehensive grasp of the proper methods,
and what these are I wish, as briefly as pos-
sible, to outline from my experience as a
merchant. Not that any one man, even
during a long experience, masters perfectly
the principles of sound business. But he
possesses this advantage: He has tested the
value of certain maxims and he knows
which are most important.

I. First, 1 would put Integrity as the
foundation stone of Business Management.
This is not a sermon, and I merely deal
with the matter from the business, not the
moral standpoint. It pays every hour of
the day to have a good reputation, to be
trusted by the customer and employe alike,
to become a sort of court of appeal whose
decisions shall inspire confidence and be
accepted as final. When there is a dispute
about an account, ora promise made or any
other detail, it 1s good for a business to be
managed by a man whose word is taken,
who is known not to be tricky, and whose
good faith will not be questioned even should
there be a misunderstanding on the subject
involved. Then, in connection with the
firm's credit, it is of great value to have a
high reput‘ation, In buying goods, in ask-
ing an extension (if necessary), in soliciting
some privilege, reputation tells continually.
The idea that other people will rob you if
you are not ready to rob first, is not based
on business experience. It is a diseased
notion. The unfairness of competitors is a
fruitful source of loss and trouble, but it is
rather an exception than a rule to find a
competitor breaking an understanding or
violating some good rule to your injury.
Supposing it proves impossible to maintain
an understanding with the merchants of
your own city or locality, proceed on honest
lines yourself, regardless of their policy, and
in the long run it will pay.  This was true
during the years I was in trade, and not-

withstanding all one hears now, I believe
the average honesty of merchants is just as
high as it used to be. 'We must not judge
by exceptional cases. In the office, there-
fore, as in the store, I would say fair play
and square dealing every time. Even the
least departure from this rule lands you in
unexpected -difficulties. ~You need not be
taken in, because you are honest. That is
weakness. Honesty does not involve hesi-
tation, doubt, fear and lack of promptness.
Honesty is strength, and its fruits are quick
decisions, readiness for emergency and
longheadedness.

I1. Secondly, what may be called System
in Management should be steadfastly main-
tained. Everyone professes to be systematic
in these days, but I mean that the manager
of a business should be both the master and
the servant of his own system. He cannot
expect employes, when his back is turned,
to obey rules he openly violates. In the
matter of punctuality, the hour of opening,
either for office or store, should be fixed,
and, unless the manager has his deputy to
act for him, he should always be on hand
promptly. Just last week I noticed a case
in point. The head of a large Montreal
house was spending Sunday at a summer
resort, and rose at half-past four on Monday
morning so as to catch the first train into
town. He said the staff expected him to
be there promptly at nine o'clock to give
certain orders and to supervise the letters.

" A later train would have delayed him half

an hour. The habit which prompted him
to do this was part of a good system prac-
tised during a long career. Punctuality
extendsinto many different parts of the busi-
‘ness » Into the 'matter of notes due, appoint-
ments made, deliveries of goods. etc. If
the merchant is known to be particular in
fulfilling all his engagements, others who
deal with him will recognize this and try
and respond. Even customers will not
complain of a rule affecting them, when they
feel that others are also bound by it. The
effect on employes is remarkable. A young
clerk consciously models his conduct, while
on duty, upon that of his employer. In
this connection, it may be said briefly that
as regards the use of liquor and tobacco the
invariable practice should be : Total ab-
stinence during business hours. Neatness
in dress is indispensable. = These, and a

number of other details, are necessary parts
in the make-up of a sound business man-
ager.

Memory is almost a necessity in busin
Where a man feels that he may forget, 4
his duties are many, he is apt to kee a
note book. For young merchants, a be :r
rule is to discipline the memory by dci
one thing at a time, and by carefully fi.: g
the thoughts in the mind beforehand. Th: e
is also the question of temper. An e;
getic and high spirited man will naturaily
develop irritability. But control of tem,:r
is always the wisest habit of business. .. cn
when justly incensed, the head of a conccin
who keeps his temper is master of the situa-
tion. He will then not decide hastily, or
perform some act which brings injuricus
consequences. Nearly half an individual's
mistakes in business can be traced to de-
cisions reached in agitation or ill-temper.

5

III. Then, there is the end in view. The
manager who does not keep before him a
fixed permanent object to be attained will
not succeed. We are not in business for a
week, but for a life's success, and every
important matter should be decided with an
eye to the consequences a year or two years
hence. This is usually called building upa
business. It is hardly worth a man’s
while to keep at work unless to make a
permanency of it. This is where the per-
sonal qualities tell. No matter how large
or how small the business is, the same rules
apply : Civility, integrity, punctuality and
so forth. Then, if at the end of a year you
can only figure out your personal living ex-
penses as the profit, you can still say that
the volume of t;}ade added, the number of
new customers and the experience gained
are all parts of capital. Special efforts n::;
be necessary, often, to secure or hold .
customer:~ These efforts pay. No syste:,
however detailed, can provide beforeha
for them. Each case must be dealt w:
according to circumstances, as it arises.
this proves the value of the merchant’s c.
duct and disposition. There is no rea:
why you should be on bad terms with a:
one in your locality. Someone has tried
rob you, asyouthink. Be on your gua
but do not let him know what you this
and do not waste time saying disagreea!
things to him.

IV. Without forestalling future article:
this series, a word or two must be said
the Financial side of the business.
tendency in many quarters is towards
cash basis, and, allowing for special ca
in particular localities, that is thebest ba
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IT PAYS TO KEEP THE BEST.

Be sure that you have the following lines in stock and there
is no danger of your customers going elsewhere.

T A AR RS R S

1898 . .. F

Crosse &
Blackwell

Pickles, Sauces, Candied Peels,
Jams, Marmalade, Soups and
Table Delicacies.

EPPS’S COCOA, COCOA and COCOAINE,

“ Grateful and Nourishing.” In %/, %, and 1-lb. tins.

JAS. EPPS & CO., Limited, London, England.

COX’S GELATINE, Always Reliable.

J. & G. COX, Edinburgh, Scotland. Established 1725.

ROBERTS’ INVALID TABLE JELLIES, i an favors.

Confectionery of all kinds.

EBENR. BOBERTS & SONS, Limited, London, England.

For information about any of the above lines write
the Canadian representatives. . .

| C. E. COLSON & SON,
| 3 a— MONTREAL
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Lack of capital is by far the most general
cause of failures. If a merchant, intending
to embark in business, or to double his
business, lacks capital he had better not
start. There are always contingencies ahead
which you cannot exactly forsee. It may
be national depression, or a failure of local
crops, or the heavy embarrassment of some
large corporation, or a disastrous fire. To
meet this condition some reserve financial
strength is required. When debts are good,
but cannot be collected peremptorily with-
out loss of custom, how can a merchant
meet his payments? The cash system,
therefore, tides him over difficulties of
this kind. Besides that, the discount is a
large item, and, as the volume of trade in-
creases, it becomes more important. The
cash merchant is appreciated by the firms
he buys from. He can, if necessary, quote
closer prices and clear out lines at cost
without loss. But there are exceptions to
any general rule. A merchant may be so
placed that he deems it too radical a de-
parture to change from credit to cash. Then,
every merchant should shape, slowly, if
necessary, his policy toward a cash basis.
That should be the goal. The opportunity
will come, if one is on the watch for it.

Akinto the financial basis of the business
is what may be termed the Financial Policy
of it. I was in trade for some time before
fully comprehending the value of conduct-
ing the office routine satisfactorily to others
besides myself. To meet paper due not
only builds up credit ; it does the merchant
himself good. But, if a little time is re-
quired, correspondence of a frank and
friendly kind, beforehand, is wise, Do not
over-promise in financial matters. Better
to perform more than you promise, and do
this systematically until your reputation is
established as a man whose word, as
the saying goes, is as good as his
bond. As little talk as possible about
your financial moves, even when successful,
is advisable. If the other person to the
deal wants to talk, let him, but the merchant
who keeps his own counsel is respected.
The man who talks is distrusted. People
do not believe boasters. By wearing a
pleasant conutenance to the world, neither
revealing worries nor successes, the mer-
chant shows himselt a good business man.
Assuming, then, that obligations are always
met, or arrang:ments made respecting them
beforehand, there is the question of insur-
ance of stock against fire. Never neglect
that. The precautions taken in one store
do not provide for every accident. Many
a successful business has been crippled or
ruined by fire, which started, perhaps, a
block away. The man whose stock is
meagrely insured or not insured at all, is on
the edge of a precipice. A fire may give

him a ten years’ set back. It is folly to be
uninsured at any season of the year.

V. In handling the staff, so as to secure
cooperation from every member of it, no
pains should be spared. Their help is a
factor, and their behavior has much to do
with the success of a business. Many times,
when the manager is not at hand to observe,
they might offend a customer quite uncon-
sciously, or omit some duty simply because
its discharge had not been specially assigned
to them. The system of management,
therefore, should provide for each clerk
knowing his or her duty and being told also
the exact limits of his or her authority.
Even in a small store, with a limited staff,
provision should be made for the manager’s
absence. He cannot always be on hand.
There should be no friction when he is not.
A conflict of authority, in this case, oughtto
be avoided. Any clerk, down to the mes-
senger boy, is entitled to polite treatment
and consideration from the chief. If he
does not deserve this much, then he should
not be employed at all. I need not lay
stress on the importance of harmony in any
concern. Keeping one man who competes
with another in energy and zeal—that is,
playing off one employe against another—is
a poor expedient. Better have two who
work together. Never encourage tale-
bearing or suspicion by as much as a look
of enquiry. In the case of partners, separ-
ation is better than a quarrel. To maintain
friendly relations, the principle of give and
take is the only practicable method. This
should be applied to every difficulty that
turns up, as it is the most convenient and
sensible rule by which toabide. Oneof the
partners, or a trusted bookkeeper, should
make the writing of all the business letters
of the firm his special care and study.
Time is not wasted in having this branch of
the business well looked after. People
often do business witha man they never see.
He is judged by his letters to a considerable
extent. In no particular is promptness
more necessary than in replies to letters.
If the circumstances make replying awk-
ward, a brief, noncommittal answer is better
than none.

VI. Successful management involves
keeping an eye on the Future to a certain
extent. A well-balanced mind will not
regard future contingencies as possible
calamities. In a courageous way he keeps
looking forward to dealing with future possi-
bilities which may not be all satisfactory or
all unsatisfactory. But it is prudent to be
prepared for whatever may happen, and the
laying of plans which can be altered to suit
the conditions as they actually arise is not
time wasted. While awaiting futyre contin-

gencies, the good business man will re.
fully regulate his domestic expenditur i
accordance with the activity or dulne of
trade. Frugality, if not carried to extre es
is a safe course. By knowing each n 1th
how business is going, the merchan: ap
decide how far he is justified in mainta; ng
the existing scale of expenditure. Espec lly
where it is the habit to charge purchase for
the household to personal account, shoi ia
careful watch be kept, in order that the it
is not overstepped. If curtailment in  er-
sonal expenses appears inevitable, let : be
done thoroughly and without hesitation, .nd
no domestic consideration should beall« ved
to intervene. A season of economy doe: no
harm.

VII. The merchant may declare that
much of what I say is so obvious, that he
carries out all these rules now. Is that
really so? The experience of mostbusiness
men is exactly the reverse, and violation of
some of these foundation principles of busi-
ness is a common thing. It should be said,
in conclusion, that Canadian business, dur-
ing the past five years, up, indeed, to the
beginning of the present year, has been
carried on under exceptionally difficult cir-
cumstances. There has been a lack of
expansion both in population and trade,
and a severity of competition, which have
tried the pluck and resources of the most
experienced men. Better times have
dawned. There is a spirit aboard which
points to far more active trade. When a
man 1s getting a good profit, and he finds the
people around himin a more hopeful mood,
he can more easily practise sound business
principles, so, when he is struggling along
with poor prospects ahead, it is hard to bear
in mind all the sage advice that is poured
into his ears.

MEETING DRAFTS.
BY K. B.

Scarcely anything is there that can so . ast
discredit upon the business manageme: ! of
a mercantile house as carelessness in re .rd
to themeeting of drafts ; and, yet, care -ss-
ness in this respect is by no means un: m-
mon.

Times there are when financial circ m-
stances make it impossible for the persc on
whom the draft is made to meet it. ut
circumstances are never such as to wa nt

the draft being ignored without explan. on
whatsoever being given to the d: er
thereof. Yet, this is sometimes done. nd
not all the sinners in this respect arc ¢n
financially unable to meet their oblig. 1.
Time and again have complaints :n
heard regarding this bad species of bu- ¢ss
management of men of large capital.
There are, for instance, men who ot
withstanding they have plenty of mov 10
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» To merchants who We make O':’fgo"d" 1
have sold Cow Brand known by mailing the
Baking Soda it is not Cow Brand Cook
necessary to say a Book to every house-
word—you know the keeper whose post
v0ods ‘and where to office address we can

re-order. To others get.
we say: The COW If your wholesale
BRAND has no grocer has not called
equal. The pack- your attention to this
age looks well on Soda, send us your
your shelf, and sells address and we will
to afford a good send you sample of
profit SODA and advertis-
ing matter.
FAC SIMILE OF PACKAGE
JOHN DWIGHT & CO.
Manufacturers
MONTREAL TORONTO WINNIPEG
3 =
4|

McAlpin Tobacco Company

TORONTO, CANADA—— =

price, 73c. per lb.

MANUFACTURERS OF PURE

Virginia and Kentucky Tobaccos

ORDER A SAMPLE BUTT, 18 Ib. EACH

; Solid Comfort Smoking, 7 to Ib., at 58c. per |b. and
Lucky Strike Chewing, 7 to Ib., at 6oc. per Ib.

We also make the old reliable Beaver Plug, the only ‘gentleman’s chew’’;

THE BEST VALUE IN CANADA FOR THE MONEY

MCALPIN TOBACCO COMPANY. I
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meet drafts when they come due, neglect to
do so, and then when they do liquidate
them claim the discounts which they were
only entitled to at maturity of the draft.

PROMPT DELIVERY OF GOODS.
BY LEW.
Prompt delivery of goods is inseparable
from good business management, whether

the business be wholesale or retail. .

There are times when circumstances over
which the merchant has no control are such
that it is impossible for him to deliver goods
with promptness; but, occasionally, even
these circumstances would not have been in
the way had he exercised ordinary foresight.

For instance, the particular goods wanted
are not in stock,

If you cannot deliver an order at the time
it is wanted, say so. But be sure you can-
not.  Inconvenience should not be a
sufficient excuse, but it is made to do duty
for one, nevertheless.

While system is so necessary to the
prompt delivery of goods, it is possible that
system may be so overdone as to produce
the very same effects that want of it does.
For example: A merchant fixes certain
hours during the day for the delivery of
goods to his customers. One day an order
comes in with the request that it be delivered
at a certain hour, which 1s not the particular
hour fixed for such purpose.

“I am sorry,”’ says this merchant, ‘ but
I can’t send the goods at the time you
specify. Our delivery hour for your locality

but they would
have been had
there been a pro-
per method in
vogue for keeping
stock.

If goods are
not in stock it is
betterto get them,
if possible, from a
fellow merchant,
even if by so do-
ing the profit is
lost, for it is wiser
at times to lose a
profit than offend
a customer.

Promptness in
the delivery of
goods demands
system, whatever
the size or nature
of the business
may be.

There are mer-
chants in Canada
who havereduced
the delivery of
goods to a science, with the result that their
customers not only know they will get their
order promptly filled, but they know even
the hour the goods will be in their posses-
sion. And these merchants are doing a
successful and increasing business.

Others there are who are noted more for
their lack of promptness than their exercise
of it. I know of retailers who repeatedly
fail to deliver goods in time. Goods wanted
for the noonday meal are not delivered until
late in the afternoon, or, until so close to
noon that they are too late for the purpose
for which they were required.

A successful business can be no more
built up on these lines than can a wall be
erected while some one persists in remov-
ing the foundation stones. It is unnatural.

A STREAM IN THE KLONDYKE.

is 11 o'clock. Won't be around that way
till to-morrow. Sorry; but couldn’t you
take them yourself.”’

Have system by all means. You cannot,
in fact, succeed withoutit. But do not have
a system which, like unto the laws of the
Medes and Persians, is unalterable. Have
it with elasticity enough that you can stretch
it, at times, far enough to oblige a customer,
even if in the obliging some inconvenience
is caused to yourself.

STORE STATIONERY.
BY OMAR.
You cannot always tell 2 man by hiscoat.
Neither can you always form a correct
opinion of a store by its stationery. But

you very often can. The character of the

stationery a store uses is not the most .
portant thing in business management ; yt
it is important, nevertheless. And | ;s
unwise who does not recognize it.

Bad stationery gives one, as a rule,a id
impression of the merchant who use it
And some of the stationery used is ba. .

deed. Occasionally, an order is wi en
and sent to the wholesale house on a | ce
of crumpled yellow wrapping paper. Ve
have, at present, such an order, whiclh as
received by a well-known jobber, .d

trouble was not even taken to cut the | -ce
of paper in question. It was torn off, id
was triangular in shape.

No matter how small the business, s
letter and note heads should have the 1.:1e
of the merchant or style of the firm pri ed
thereon. The
plea of expeise
cannot, with rea-
son, beadvanced
for not having it
done. The low
price of printing

dissipates any
such plea.
Every store

must have sta-
tionery, and sta-
tionery which is
printed costs but
a trifle more than
that which s
plain. To say
nothing of the
poor opinion that
is avoided by
having letter and
note heads print-
ed, there is ihe
advertising pro-
perty, which is no
small thing, .nd
is at least woith
the difference "e-
tween the st
of printed and plain paper. Get figuresf m
your local printer and be convinced.

When getting your letter and note he s
printed, see that they are put up in p
Stationery prepared in this way is m
more convenient and is certainly more t
to say nothing of being less wasteful.

Then, do not waste your stationery r
memo.-making purposes. You can n €
memos on wrapping or any other kin of
paper just as well as upon ordinary lettc 1
note heads.

It is not necessary to have elaborate d
expensive stationery unless you cana: d
it. The chief thing is to have it fai n
quality and well printed, and everyone 10
is worthy of being called a merchant "
afford this.
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SCIENCE IS WITH US!

There’s no “Ifs,” “Ands” or “Buts” about it.

RICE’S

PURE

SALT

IS ALL SALT

Read what The American Journal of Health says about it in its issue, 15th July, 1898 :

WISDOM IN FOOD SELECTION.

CARCELY a day passes that the editorial department of this
S journal is not contronted with fresh proof that those responsible

for the catering for the family table rely largely upon the guid-
ance of the hygienic writer. The grave importance of the proper
selection of food products is becoming deeply impressed upon the
housekeeper. The labor, time and space in its columns which The
American Journal of Health constantly devotes to the subject of food
selection receives, we find, the fullest appreciation from its readers.
i Good health and pure food are almost synonymous
terins—no man, woman or child ever was or ever will be healthy if
they are careless about the food they eat. They need, too, a constant
reminder of this truth,

And, as the public perpetually needs this reminder, we perpetually
investigate on its behalf, and have just concluded our examination
into the claims of ** Rice's Pure Salt,”" offered by The North Ameri-
can Chemical Company, Limited, Goderich, Ont., Canada. Asin
every similar instance, our mode of ascertaining the facts about this
product has included the tests which we have repeatedly referred to

in previous articles. We have thus secured a result which leaves no
uncertainty, and are able to report that this product is distinguished
by the highest percentage of nutritive quality. That it is notably pure
and can be used with entire satisfaction.

Such is the verdict we pronounce for the benefit of the readers of
The American Journal of Health, whom we are so frequently obliged
to warn against inferior food products of all kinds. ‘‘Rice's' Pure
Salt "' is an article eminently desirable for the most careful and con-
scientious housekeeper's use ; we have demonstrated this fact so un-
mistakably in the course of our examination that we desire to impress
it on all who read this article. # # # Purity which has been proved,
wholesomeness that cannot be doubted, the nutrition that can be
derived from its use, are all qualities found in a marked degree in
** Rice's Pure Salt.”’

When we can say so much after a food product has undergone
analysis in our test kitchens at the hands of scientific experts, and
everything has been done to render its examination thorough, ** Rice's
Pure Salt"’ has received the strongest endorscment it is in the hygien-
ist's or the physician’s power to bestow.

A. W. GRAY, M.D.

Table Salt, Butter Salt, Cheese Salt, F. F. Salt, Packers’ Salt,
Fine Salt, Coarse Salt, Tanners’ Salt, Land Salt.

EVERY PACKAGE GUARANTEED.

Prices and Samples on Application.

Sole Manufacturers . .. .

The NORTH AMERICAN CHEMICAL CO.

Limited

Long Distance
Telephone... 54

Goderich, Ont.
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PREFERENTIAL COUNTRIES AND THEIR TRADE.

BRIEF reference to the situation,
A population, area and trade of the

countries within the British Empire,
to which Canada has recently accorded
preferential tariff treatment, might not be
uninteresting to some of the readers of THE
CANADIAN GROCER. Of course, no one
needs to be told anything about Great
Britain. We are all more or less conver-
sant with statistics relating to its area,
population, etc. But while the other parts
of the Empire, now enjoying the preferential
tariff, are dealt with a reference to the
United Kingdom can scarcely be avoided.

The area of Great Britain is 121,411
square miles, and the population 39, 500,000.
The public revenue is £103,950,000, and
the expenditure £101,477,c00. Public debt
is £641,062,131. The imports in 1897 were
£456,311,786, and the exports of home
produce £234,081,429. The United King-
dom has g,107 ships, with a gross tonnage
of 12,403,40q. Taking the whole Empire,
the number of ships is 11,237, and the gross
tonnage 13,482.876. Compared with the
number of ships of all nations, the British
Empire has nearly 4o per cent. of the whole,
and, of the gross tonnage, 50 per cent. of
the whole.

The Bermudas are a group of islands in
the North Atlantic, twenty miles square,
with a population of 17,500. Their chief pro-
ducts are early vegetables, bulbs, and arrow-
root. On account of the smallness of this
colony, foreigners are not allowed to be
naturalized or possess land. The imports
are £304,893, the exports fi101,163 and
the revenue £34,356. The Bermuda Islands
were acquired by Great Britain in 1609.

The Bahamas are a chain of islands
600 miles in length, lying between the south-
east corner of Cuba and the coast of Florida.
Their area is 5,794 square miles. Twenty
islands of the group are inhabited, but there
are besides 3,000 islets and rocks. The
chief island polititically is New Providence,
the capital of which is Nassau, 12,000 popu-
lation, a favorite winter resort. The total
population of the Bahama Islands is 51,000.
Much valuable timber is produced, and a
good many cattle are raised. The chief
exports are sponges, turtles, pineapples,
oranges, hemp, and cotton. The imports
are £194,774 and exports £139,000.
Revenue is £65,126. The Bahamas have
been British since 1783.

Jamaica is the largest of the British West
India Islands. It lies go miles south of
Cuba, and is 144 miles long by 49 wide.
The area is 4,200 square miles, and popula-
ion, according to the census of 1894,

672,762. Kingston, with a population of
48,500, is the capital. The principal ex-
ports of the country are sugar, rum, pine-
apples and various fruits, coffee and dye-
woods. The imports are valued at £2,315,-
680, and the exports at £1,894,793. The
public revenue is £821,653, and the expen-
diture £844,060. The public debtis £2,-
174,029. Jamaica became British in 1655.
Turks and Caicos Islands have been an-
nexed to Jamaica, and Grand and Little
Cayman are dependencies. Turks and
Caicos Islands became British in 1783.
With these two islands the population of
Jamaica is 697,859 and the area 4,429
square miles.

Jamaica, aside from its importance to
Canada as a customer, is of more than
ordinary interest to the people of this country
from the movements which have been made
in that island to have it made a part of the
Dominion of Canada politically. The last
movement of the kind was inaugurated, it
will be remembered, only a few weeks ago.

Antigua, meaning ancient, was given its
name by Columbus. Its area is 108 square
miles and its population is 37,000. The
capital, St. John, has a population of
10,000. The island is productive in spite of
the drought which it sometimes experiences.
Its chief products are sugar and pineapples.
St. Christopher has a population of 7,000.
Nevis 1s 50 square miles with a population
of 13,087, and its capital is Charlestown.
The island is simply a cone-shaped moun-
tain surrounded by a margin of low land.

Dominica is 29t square miles, with a
population of 26,841. Roseau, the capital,
has a population of 4,500. Sugar, cacao,
lime juice, coffee, fruits and spices are the
chief products of the island. The island
has great possibilities, but, in spite of this,
trade is gradually declining.

The area of Montserrat is 32 square miles,
and the population, 11,762. Plymouth is
the capital. The chief exports are sugar
and limes.

The Virgin Islands are an archipelago in
the West Indies lying immediately to the
east of Puerto Rico. Some of the islands
belong to Spain, some to Denmark, and
those under the British flag are Tortola,
Virgin, Gorda and Anegada.

The Leeward Islands were federated in
1871, and consist, all told, of 704 square
miles, with a population of 129,760. The
imports are £414,283, and the exports,
£288,345. The revenueis £119,083, and
the expenditure, £165,996.

Grenada, one of the Windward Islands,

. is the largest in the group, and is the -

dence of the Governor. Its area is 33
square miles. St. George, with a popul. .on
of 4,919, is the capital. Sugar, rum, ca 1o,
cotton, coffee, fruits, spices and turtles re
the chief products of the island.

St. Vincent, another of the Wind: .rd
Islands, is 132 square miles, with a po; la-
tion of 42,000. Kingston, with 4 47
population, is the capital. Its chief proc. cts
are sugar, molasses, rum and arrow: ot,
while its fisheries are abundantly product: e,

St. Lucia is still another of the Windw ard
Islands. It has an area of 240 square mi:es,
and a population of 46,000. Castries, the
capital, has one of the best harbors in the
West Indies. The whites are mostly Freich
creoles, and the law is based on Freich
codes. The chief products are sugar, log-
wood, cocoa, tobacco and spices.

The combined area of the Windward
Islands, is 528 square miles and the popula-
tion 146,800. The imports are £395,449
and the exports £381,056. The revenue is
£132,491 and the expenditure £150,16].

Barbados, geographically, is part of the
Windward group, but politically it is not.
Its area is 166 square miles and its popula-
tion 225,000. Bridgetown is the capital.
The island is of coral formation and rises in
a succession of limestone and coral terraces
to a height of 1,104 feet. The chiet exports
are sugar and its products. The island has
been British since 1625. The imports of
Barbados are valued at £1,048,887 and the
exports at £758,228.  The revenue is
£177,032 and the expenditure £184,020.

Trinidad is separated from the mainland
of Venezuela by the Gulf of Paria. The
products are sugar, cacao, asphalt, cocoa-
nuts and fibre. Trinidad became British
in 1797, and Tobago, which politically be-
came a part of the island 1n 1889, has becn
under the British flag since 1763. ’ihe
population of Trinidad is 248,404, and of
Tobago, 20,000, while the area of !lie
respective countries is 1,754 and 114 miic..
The joint imports of the two islands . ¢
£2,463,525, and the exports, £2,165.¢
The revenue is £618,332, and the expe:
ture, £594.462.

British Guiana is the only possessio: f
Great Britain on the South Amen
mainland. The area is 109,000 sq
miles and the population 283,000. Exp:
chiefly sugar, gums, molasses and g
Imports, £1,443,543; exports, £1,769,

New South Wales, which became Br:
in 1788, 1s 310,700 square miles and h:
population of 1,277,870.  The imports
£15,992,415, and the exports, £21,934,
The staple export is wool to the amour. [
£10,000,000 per annum. Sydney, wii
population of 361,240, is the capital.
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; WINDOW DRESSING HINTS FOR GROCERS.

NECESSITY OF WINDOW DISPLAYS.

BY W. 4 E.

VERY merchant should be more or less
conversant with the art of window
L dressing. If he is not, he is about as
much crippled as a man is who is minus a
limb. Window dressing is no sinecure. It
is as much the part of the business-doing
paraphernalia of a retail store as buying

and selling goods or keeping books.

There was a time when the displaying of
goods was not necessary, because there were
no windows in which to make displays.
Neither was it necessary to keep day book
or ledger, for a notched stick or a piece of
chalk and a board sufficed to keep a record
of the goods sold on credit.

But we have store windows now, just as
we have elaborate systems of bookkeeping.
And store windows to be filled with goods
properly arranged.

The window display is one of two modern
adjuncts to business without which men can-
not successfully do business to-day. The
other modern adjunct, it is almost needless
to say, is advertising.

It may be possible that a merchant can
keep in business without paying any atten-
tion whatsoever to the arrangement of goods
in his window. So it is possible thata man,
heavily weighted with clothing and boots,
may safely swim a wide and swift river.
But the odds are against both. And one
thing is certain : The merchant who devotes
proper attention to the displaying of his
wares in his window will find it easier to
resist the forces of nature with which every
man who would succeed in life will have to
contend.

When people buy, it is, as a rule, from
either one or two reasons: They buy from
necessity or because a desire has, in some
way or other, been created for it. The
chief end of the window display is to create
that desire in people who pass the store.

The fact that the window is to create a
desire for goods implies that the display
should not be bewildering. Some merchants
appear to think that the more they can get
into their window the better. Never was
greater mistake made. If everyone had the
time and inclination to stand before the
window, notebook in hand, and make a
memo., there might be some reason for
crowding the displays. But most people
have neither the time nor the inclination for

such things. The average man and woman

merely glance at a window as they pass by.
If there is anything striking, they stop. If
there is not, they go on.

Often the most striking display is obtained
from one line of goods. It seldom, if ever,
is by a multitude of goods.

One of the first essentials to a well-dressed
window is that the display shall be com-
posed of seasonable goods. It is no use
displaying Christmas goods in midsummer,
or midsummer goods at Christmas. Next
to the character of the goods is the manner
of their arrangement. With the exercise of
a little originality and artistic taste, the most
common-place articles can be made the most
uncommon of displays. No prescribed rule
can be laid down for the guidance of window
dressers. Indeed, if it were possible, and
everyone followed it, there would be no
uniqueness, and thus would be defeated one
of the very objects of window dressing.

The more a man does his own designing,
the more likely is the display to possess that
oddness and attractiveness which is so much
to be desired.

While it is much to be desired that there
should be in every store a clerk who is spec-
ially fitted to arrange the window displays,
yet, itis a good thing to induce all the clerks
in the store to take an interestin the matter.
In pursuance of this, let there be, in spare
moments, conferences with the clerks, where
the ideas of each member can be advanced
and discussed. The results could not be
any other than beneficial to the window
display, and instructive to the clerks.

In displaying a Christmas window, do
not forget the children. If anyone has a
mortgage on the Christmas season it is the
children, and he who dresses his window
with that thought in mind is wise. If there
are two windows in the store one might be
reserved for the solid staples and the other
for the luxuries and such little knick-knacks
and devices as delight children and set their
tongues going.

A few suggestions, which the trade can

work out, may not be inappropriate.

In Canada, just now, an alliance between
Great Britain and the United States, and
the question of closer trade relations be-
tween Canada and the United States, are
matters which are attracting a great deal of
attention. They are, therefore, subjects
which the storekeeper can draw upon for
window dressing ideas.

For instance, over a nicely arranged dis-
play of any kind of goods, might be artistic-

ally hung the Union Jack and the Star: nq
Stripes, while placed in a favorable po:: on
might be a card with appropriate worc g,
such as : ““ These two flags never flc e
over better goods. ‘I'ry them and be n-
vinced.”” A few price tickets scati ed
among the goods would help increase le
value of the display.

Another idea which might be worked ut
is to dress up a couple of boys to repre at
John Bull and Uncle Sam respectively, e
one being short and stout and the othe: ]
and thin. Place them in the window = ,w
and then during the day, seated atat e
sipping tea or partaking of some other . -
modity, to their evident satisfaction, wi h
you may have in your store. Ticke:ng
should here be done extolling the merii: of
your tea, or whatever it may be.

An archery target with an arrow in the
bullseye can be turned to good account for
drawing attention to your prices.
have a display of canned goods or anythiig
else for that matter, and, suspended to the
arrow, there could be a card with some sich
device as this: ‘‘As this arrow hit the
bullseye, so our prices {or goods) hit the
mark. See for yourself.”’

Package goods, such as canned goods,
soap, cereals, tea, etc., can be used for
building up pretty designs representing
castles, fortresses, etc. Tickets referring to
the strength and quality of the goods
should be placed in suitable positicis.
‘“ Brownies,”’ or any other figures, storm-
ing the walls would increase the attractive-
ness of the display. If a toy cannon of

You ¢an

moderate proportions could be procured and
utilized it would be a good thing. It will
please the children, and the children will
talk.

A mirror might occasionally be put in the
window among the goods, and so arranged
that it would catch the face of passers-b,
while on a ticket, placed where it would 101
be overlooked, might be some words ui
invitation, such, for example, as **'Ti
mirror shows you your face. Come insi':
and we will show you our ooc. blank."

An attractive display in the sumun
camping season can be made by produc
a camping scene in the window. A |
yards of cheap cotton will make a tent, a
a few sods of grass will make a neat li
sward. A sheet of glass sunk below
surface of the grass and edged around
sand and gravel to form a shore, will :
prove the display. On the surface of
glass a boat or so might be placed. C
pleted in these particulars, the next thin
to bring into prominence the goods in si
which are suitable for the season.

For the deer-hunting season a minia!
log house or, that not being procurable
tent, set in forest surroundings, is attract
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THE CANADIAN GROCER

Jor

w EXTERIOR
FINISH

You can’t find anything more Hand-
some, Durable and Economical in
the end than our famous .

D3

Metallic Ceilings « Metallic Cornices

They are suited to every class of build-
ings, private houses, stores, or public
buildings of any kind.
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CORNICE No. 1154

e

Our Metallic Ceilings are permanently beautiful. Offei‘ing a fireproof, hygienic and artistic
that is highly valued by all practical people.

Our Metallic Cornices are quickly applied, and are in popular use for new buildings or im-
ng old ones.  We make any shape, pattern or size desired.

Why not send for our new catalogue if you're interested in building, and read full information

these reliable lines ?

Metallic Roofing Co., vimited

1180 King St. West, TORONTO
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Have the house or tent in the middle of the
window. Lay a few sods of grass and
sprinkle leaves and a few acorns about,
while in the background a few pine trees
irregularly set might be placed. Itis well
to have a few game bags and firearms in
evidence, as well as hunters’ food supplies.

The illustration shows a crockery window
in an Ottawa dry goods store, and, while
this display may be too extensive for a great
many merchants, yet it is so pretty and
striking that we reproduce, with the hope
that it may serve as a guide to arranging
a display less pretentious. The back-
ground is set out 3 feet from the wall
and covered
in white, with
a border and
trimmings
of purple.
There are
3 archways.
Between the
pillars, on
each side of
centre arch,
are mirrors.
One of them
made taking
the picture
difficult by
reflecting the
girder in
front of the
In

T '-'4:«

window.
the
archway

centre

hangs a
basket of

Rl B

-

lowers,
etc.,
re-

vines,

but the
flection from
the street
jamp was so
strong that
it is hardly

SUMMER WINDOW DISPLAYS.
BY D. M.

The summer season is generally con-
sidered a poor season for displaying general
groceries, and it is within the mark to say
that during the past summer three out of
four of the grocers of Toronto have had
fruit displayed in their windows throughout
the entire season. Mary dealers who take
pride in having a really bright window in
the cooler weather do not take these pains
in the summer time for the reason that flies
can make the freshest, neatest display look
old and shop-worn in a few days. It has
been found, too, that enclosed window

noticeable.

In the side

archways are pillars, on top of which are
rosebushes in jardinieres, but the shadows
are very heavy there and they do not show
up. It was impossible to get a better picture
under the circumstances. The color har-
mony, as everyone who saw the window
says, was perfect, and, altogether, the dis-
play was a beauty and proved ‘‘a boom '’ in
chinaware sales. The different lines were
well ticketed, which is an important thing
in a display of this kind.

This window, while not designed for a
grocery or general store window, will,
doubtless, assist grocers and general mer-
chants in arranging a window which will be
compatible with their possibilities.

weekly a good display of general groc

As the weather becomes cooler, and fi |

offered in smaller variety, it is especial
visable to have general groceries displ

A fine display can be made of flour
One method isto arrange them in centre
window in a pile about five feet in ci
ference, with the titles of the bags all f
the outside ; above this, make a simila
three feet in circumference, and, on
put three bags, with a cap-stone of the
flour that can be secured. At each si
the window might be arranged as la:

variety of breakfast foods, etc., asis fi
In front, and to

advisable to carry.

A DISPLAY OF CROCKERYWARE.

spaces, i.e., window spaces having a glass
partition at the back dividing the window
from the store, are too hotin the summer for
many classes of goods. Some grocers
replace during the hot months the glass
partition with a mosquito netting, which,
while keeping out the flies, allows a con-
stant current of air to circulate through the
window space. With this netting it is possi-
ble to keep a constant variety of displays in
the window throughout the summer. Fruit
is not the only article suitable. In.fact, if
a merchant is not prepared to go into the
fruit business as extensively, if he is not
prepared to meet the competition in fruit of
his neighbor, it would be better to arrange

right of the central pile, a table or st
low enough not to hide the display be
it, might be arranged, with some
spilled loose in a kneading trough, witl
necessary adjuncts to flour for baking,
as sugar, butter, milk, extracts, etc.,
by. To the left of the central pile, a
piay of bread, biscuits, etc., migh
arranged. But don’t arrange these
goods unless they are really first-clas
neat card should be placed in a prom
place, stating that everything necessa
make the best goods in the country
be supplied within.

In connection with this, country
chants should remember that it wou
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J. ATHEWSON
w. . MATHEWSON

J. A. MATHEWSON

Importers
and Wholesale Grocers.

ESTABLISHED 1834.

202 McGILL STREET, . ;

S. J. TTATHEWSON
J. A. MATHEWSON, Jr.

& CO.

@ MONTREAL.
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Ayton [lills

N. WENGER & BROS., <vrox.onr.

R R o i

MANUFACTURERS OF
HIGH GRADE

Winter
Wheat
Flours

Edelweis, High Patent

May Blossolix, Sl s PICKLES

SAMPLES AND PRICES ON
APPLICATION
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Manufacturers of . .
« CRESCENT ”’
REFINED FRUIT VINEGAR
anpotier TABLE DELICACIES,

, SAUCES,

CATSUP,

Telephone, 1787.

Y\f. J- McCORMACK, Sec'y-Trens.

Toronto Fruit
Vinegar Co.,

Limited

-oSTOUFFVILLE, ONT.

Toronto Office, 180 Victoria St.

BRAND,

Ere.

!
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hard to get a better advertisement than to
have it known that the flour, etc., in the
bread which took first prize at the county,
or even township, fair, was supplied by
them to the victorious housewife.

Another display which would attract much
attention is provisions, if enough are carried
in stock to make a good showing. A novel
display of these goods can be made.
Arrange a background of cheese or cheese
boxes, with two cut cheese, one fresh and
the other old, in the foreground. At either
side of the window, a display of hams,
bacon, canned meats, etc., should be made.

It is not difficult to make an attractive
display of soap. Pyramids, arches, and
buildings of various designs can be built by
the aid of this article.

It is advisable, however,
goods, such as soaps, canned goods, etc.;
are displayed, that some novelty should be
introduced, and that attention should be
directed from this novelty to the goods dis-
played by means of a skilfully-worded card.

The fact should not be lost sight of that
a store window has a money value. Its
worth, however, depends entirely on the
use made of it for advertising the wares sold
therein. If it be dressed in a style that at-
tracts little or no attention, its valueis slight,
but if it be decorated from week to week, so
as to win more or less attention continually,
its worth is difficult to estimate.

This being so, is it advisable to allow

when staple

posters, dodgers, etc., of picnics, excursions,
or concerts to absorb the interest of passers-
by, by pasting or hanging them in the most
prominent parts of the window? Surely
not. If it be considered good policy to hang
these posters, etc., up, they should be hung
in a position where they will not detract
from a display of your own wares.

HELP THE WINDOW DRESSER.
There ought to be, remarks an exchange,
a general interest throughout the store, in
the window dresser’'s work. All the ideas
and helps which can possibly be furnished
should be given him to digest and select
from in finally deciding upon what the store
shall be represented by in its display.
Never lose sight of the fact that newness
in merchandise, and the new uses of mer-
chandise, should always predominate in the
display of goods.

A WINDOW FOR NEW GOODS.

One of the best purposes to which a win-
dow can be devoted, remarks an exchange,
is that of using it to proclaim that you are
in advance of your competitors in securing
new lines for the various seasons. When
you get a new stock of an attractive line—
no matter what—see that a portion of it is
made to form an exhibit.

CHAT WITH A WINDOW EXPERT.
BY W. A. R.

Montreal is not particuiarly noted for its
window displays, but, for all that, there are
men in the trade, in the city, who know
how to dress a window, and for this reason
such opinion is worth including here as
having a bearing on the subject. One of
the men I chatted with on the subject, was
Alex. D. of Fraser, Viger &
Co., the big dealers on St. James street.
Mr. Fraser has been in the business a long
while and has some good, plain, common-
sense ideas on this matter of window dress-
ing. He considers it an important adjunct
to the successful conduct of business, but,
at the same time, holds that it has to be ac-
companied by other details. Forinstance, a
window may furnish anattractivedisplay,but,
if the interior of the store presents the appear-
ance of neglect, a great deal of its effect is
nullified.

Fraser,

*“ The first essential to a proper grocery
window,’’ said Mr. Fraser, ‘*is cleanliness.
The contents may be attractively arranged,
but, if the window is not clean, all the taste
in the world devoted to the display of goods
will not make an attractive window.

““On account of this allimportant essential,
I consider that a window should be dressed
according to the season. By this, I mean
that goods applicable to a winter display
are entirely unsuitable in summer or warm
weeks of the fall. Naturally, flies are bound
to be around a grocery store in the warm
weather, all the fans or contrivances to the
contrary, and, if there are goods in the
window that draws them, my first essential,
cleanliness, is impossible. Ior this reason,
during the summer months, I select goods
that can be shown in packages with an
attractive label.
now. I have a line of seasonable table
delicacies such as preserved new crop plums,
corn and other vegetables and fruit, put up
in liquor, in glass jars specially for display
purposes. With them a neat window can be
arranged with the goods that I especially
wish to push at this season.

““Thisis another point that should be borne
in mind. Always dress your window with
such goods as you want to sell at the time,
and make your window correspond with
your advertisements in the press. Then,
don’t fill your window with a whole lot of
goods. Take one line and show it for a few
days. If you have too many goods in the
window, the chances are that no single line
will attract notice, and so the whole inten-
tion of the window dressing will be lost.

““Three or four days is quite long enough
to let a window stand. For a longer period
the eternal sameness will be bound to strike
the eye and create the impression that your
stock is small, and a poorly assorted one.

Take my own window just

‘“In the winter months, staples, su
tea and sugar, can be used to advai ge,
for then there are no flies to be thoug of,
If you are moving any special line of  :se,
put them in the window, with some ne. byt
plain signs calling attention to the pri. ; at
which they are sold, and your windo will
be a valuable help to your salesmen i
the store.

side

*“In conclusion, I would again repe:: the,
importance of preventing the sliy iest
appearance of dirt, and also the com;lete
alteration of your design at reasonably -liort
intervals, say, every four or five day  or
perhaps twice a week would not L. oo

often.”’

WINDOW SHOW CARDS.

In all decorative work, such as window
dressing and interior displays, there 1s not
a more important accessory than the siiow
card, says a writer in Dry Goods Econoiiist.
Your window may be trimmed in the inost
artistic manner, but if the cards used are
poorly worded and crudely executed half
the charm is destroyed.

Cardboard is cheap, and to use fresh,
clean cards freely for all displays would add
greatly to their appearance. They make a
display more cheerful and more impressive.

The size and style of card to be used
depend entirely on the article and the way
it is displayed. While some believe ina
conventional style, others resort to variety
in shape, size and color.

The plain white card with black lettering
is generally used, but the colored eiiccts
are becoming more popular every day.

One of the most popular styles at pre-ent
is a gray coral, mounted on a white mat , a
white lettering is usual, with black for sl ad-
ing, and a line of bright red drawn u: der
any word needing emphasis. Black .nd
brown cards make up handsomely in (his
style. All shades of cardboard are i cd,
but pink, blue, green, buff and rich red are

given the preterence. For general usc he

mat idea is too expensive, but fi: an
occasional exclusive trim they lend a ca. hy
effect.

One of the latest novelties in card. tor
window exhibits is mounted on a od
frame. It has a narrow border of ie
paint about ¥ inch wide, and parallel t 5,
at a distance of about two inches, ri. -2

design of straight lines and scrol: .k
executed with white paint. Some pai' of
the scroll work around the corners are ¢d
in with a darker shade of paint, whict -
monizes with the shade of the cardl d.
In the dark spaces a few irregular sl ed
chips of mother-of-pearl are glued, ' ich
produce an iridescent effect.

-
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ames Brodie & Co.

MANUFACTURERS, IMPORTERS AND
WHOLESALE DEALERS IN

Boots - -
Shocsn

Rubbcrs

BB .0

A large, complete and
e e well assorted stock in all
u C lines is continually Kept
on hand. . . . .
SoLe AGENTS in the city for the celebrated

“Maple Leaf” and “Columbia™ RUBBERS

THE BEST IN THE MARKET . . .

The only strictly . . .
Wholesale Shoe House
in the city of

Correspondence solicited. We always have bargains to offer in special lines, which
should interest live shoemen.

(13 Mountain Hill. 51 Notre Dame Street.

3

12 2%%2%%2%%2%%2%22%22%22%220222%92%9%2%272 4~

022229 %9%2%2%9%%%9%%2%2%2%2%2%2%2%2%9%%2%9%9%2%%"




O—

oo

VBTG 3T

PRI SRS

g mtenw

PSR

THE CANADIAN GROCER

RETAIL ADVERTISING METHODS.

BY D, B

GREAT deal has been
written about the bene-
fits of ad vertising, and,
5 no doubt, this will
Zom 7 5 BV /¢ continue as long as
: ; ” newspapers are print-
ed. The fact still re-
mains that a great many business men can-
not see the advantage to be derived from
using printer’s ink.

Some storekeepers who advertise complain
that they do not receive any benefit from
doing so. If they would only look at the
matter in the proper light they would see
the injustice that they dothe local papers.

A certain person sees some line of goods
that is advertised in a local paper. He
goes to that store and buys a certain
quantity, but never says anything about
having seen it advertised. = The customer
being satisfied with what he has purchased
at the store becomes a regular customer of
this merchant.  This is the indirect benefit
from that advertisement, but, in nine cases
out of ten, the storekeeper does not credit
the newspaper with any of this business.

Then, advertising is just the same as the
travelers sent out by wholesale houses.  If
six travelers call on you in, say, the grocery
line, every week, you give orders to some of
them. After a while two of them drop out;
there is a certainty that their houses won’t
get any of the orders, which will be divided
up between the men who call on you. Itis
exactly the same as advertising.

Say there are six storekeepers advertising
in the local paper. The custom will be
divided between them. If two of them drop
out, it is a thousand to one that the four who
continue advertising are going to get by far
the largest percentage of the trade that was
formerly divided with the six stores.

A great deal of money is wasted in the
style of advertising adopted by a great many
stores. P’ick up some of the local papers,
and you will find enough matter crowded
into a half column, which, if the advertiser
wanted to get the full benefit thereof, should
have placeditin at leastatwo column space.
When you put an in the
paper, don't mention everything you have
Make a specialty of one or

advertisement

in the store.
two lines, and you will be surprised at the
demand there will be for these lines. This
is the secret of successful advertising.

Then, change your advertisement every
Some

*“Oh, that same thing

week. It will pay you to do so.
storekeepers say :
will do for the next month ; I haven't got
time to write up another ad.”” He might

just as well say: ‘*Oh, I had my dinner

yesterday, I don’t need any more for an-
other month.”” One would be just as
reasonable as the other. If you want that
advertisement to do its work, and do it
properly, you have got to ‘‘feed’’ it, just
the same as you do any other machine.

A great deal of money is spent in circu-
lars, etc, and, while they may be the means
of catching an odd customer, there is not
the slightest doubt that the local paper is
the proper medium for the merchant. When
people come to town they know just about
everything they intend buying ; they don't
take time to read the circular thrust into
their hands. This is easily proved by the
number you see lying around the street, not
fifty yards from the spot where they are
given out.

With newspaper advertising the result is
different. After the day’s work is over,
the whole family, as a rule, peruse the
columns of the local paper, and, if there
are a few grown-up daughters in the house,
the merchant who has advertised some
‘“ Special Bargains in Dress Goods '’ is sure
to have a call from some members of the
family.

In reading over the different advertise-
ments they pick out the different places
where such lines are offered as they want.
So make it a point to have your ad. act as
the ‘‘sign post,”’ directing them to your
store.

Storekeeper, stick to your local paper,
just as the shoemaker is urged tostick to his
last.

TRUTHFUL ADVERTISING.

Advertisements represent goods. The
more accurately they represznt them, the
better advertisements they are. Advertis-
ing which misrepresents, either by exagger-
ation or by inadequacy, is bad advertising.

The nearer an advertisement can get to
the plain, naked truth, the more likely it is
to be profitable. Newspapermen under-
stand that unreliability in the matter of news
Advertisers
are learning the same lesson. They have
been long in learning 1t, and the tuition has

is worse than no news at all.

been very expensive.—Ad.-Writer.

WHEN AN “AD.” IS MOST POTENT.

An ad. is not always the most potent in
the selling season, when everybody is busy
and trade- is but rather
between seasons and in dull times, when
buyers are constantly looking about them
for the very best that is obtainable for the
money, when they buy, if at all, with ex-
treme care, and when they are mapping out

usually active,

the business campaign for the c .ing
season. They have the timeat such p: iogs
as these, and they take it to consult bu nesg
announcements in the expectationof 1 ejy.
ing hints that will introduce them to = o4
stroke in the time of activity ; that will ¢ able
them to buy to better advantage, or ach
them how they may improve their pi luct
for the expected busy season.—Cycle ge.

LOCAL ADVERTISING. “

A good local newspaper beats the - rld
as an advertising medium. A hand bill
attracts attention by accident. The i cws-

paper carries your message to an e. er,
waiting audience, goes into the homes, t.kes
a seat in the family circle and talks to e ery
member, besides right to the hundred: of
others who paid their money for that kind
of entertainment. They love the old family
newspaper and read it with implicit confi-
dence. Nothing equals a good, live, local
newspaper when it comes to reaching the
intelligent class of people who are able to
buy goods. The fence, tree and barn door
advertisement is but a corpse that can only
be looked upon by a few neighbors who
chance to go near it. Such ads. as these
are a disgrace to a good, live, legitimate
business, and emblems of the old ‘‘moss-
backer '’ who don’t actually appreciate up-
to-date principles. Whenever you find a
town of this class, we will show you a first-
class town for silent meditation and secret
prayer. Since man is a part of nature, so
is a good advertisement a part of good
business. —Pilgrim’s Progress.

INNOCENTLY FUNNY ¢« ADS.”

Curiously worded advertisements that are
funny without intent are more common in
the London papers, it would seem, than
they are in New York publications. An
English periodical offered a prize the other
day for thebest collection of such announce-
ments, and the following is the result : A
lady wants to sell her piano, as sheis guing
abroad in astrong iron frame.”’ *‘ Furni hed
suitable for gentleman ith
(WO
reet

apartments
folding doors.”’ ¢* Wanted, a room b,
gentleman about 30 feet long and 2
broad.”” ‘‘Lost, a collie dog by a ma  on
Saturday answering to Jim with a | uss
collar around his neck and muzzle."’ A
boy wanted who can open oysters with |-
ences.”” ‘ Bulldog for sale ; will eat -
thing, very fond of children.” “Wa d,
an organist and a boy to blow the sa. "
‘“Wanted, a boy to be partly behin: le
counter.”’ ‘‘ Lost, near Highgate arcl. v,
an umbrella belonging to a gentlemai (b
a bent rib and a bone hundle.”” 1 e
disposed of, a mail phaeton, the prope: of
a gentleman with a movable headpic a5
good as new.’'—New York World.
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D E. I8 BMDORE S ..
COCOA -« MILK
CHOCOLATE - MILK
COFFEE -« MILK

>

ESTABLISHED 1840.

As supplied to Her Majesty’s Army and Navy, and all the leading expeditions. Especially chosen for the
BRITISH ANTARCTIC EXPEDITION, recently fitted out from London, and several expeditions to
KILLONDYKE. Suitable for miners and colonists. Packed in 1-lb. and 24-lb. tins.

WORKS : LITTLEWORTH, NEWPORT SALOP, ENGLAND.
EXPORT: C. & E. MORTON, CROSSE & BLACKWELL, ETC., LONDON.

'
:
'
'
!
:
:
'
'
'
i
SYMINGTON’S §
'
'
'
'
'
'
:
.
5
'
'

PATENT
HIGH PRESSURE
STEAM PREPARED

FOR SOUPS, THICKENINGS, GRAVIES, ETC.

Sold in I-lb. tins.

SYMINGTON’S PEA SOUP

Seasoned and flavoured. Contains LIEBIG’S EXTRACT OF MEAT. Only requires boiling a few
minutes. Contains all the ingredients necessary for a DisH or NOURISHING Sour. Most suitable for
travellers, mining encampments and COLONISTS.

MOST SUSTAINING and EASILY CARRIED. PACKED IN :-LB. TINS.

SYMINGTON'S EGYPTIAN FOOD

For invalids and persons of weak digestion—as used at Smedley’s Hydropathic Establishment, Matlock.
Sold in 1-lb. tins.

Manufacturers wW. SYMINGTON & CO.
Established 1827 Bowden Steam Mills, Market Harborough.

EXPORT AGENTS: C. & E. MORTON, LONDON.
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CADBURY’s Cocoa |

The Medical Magazine says—

‘“CADBURY’s is, without question, |
the favourite Cocoa of the day. For J§
Strength, for Purity, and for Nourishment,
there is nothing superior to be found.”

‘““Kola is not harmless.”
Medical World.

“Che standard of highest

Purffy. ”_THE LANCET.

NO ALKALI USED TO DARKEN
THE COLOUR.

CADBURY’s:
COCOA

The best Beverage for Breakfast,
Supper, and all times.

NO DRUGS USED

to produce an wunnatural stimulant

and consequent
INSOMNIA.

; CADBURY’s Cocoa 7;

Absolutely Pure, Therefore Best.

The Lancet says—
\ “CADBURY'’s represents the standard
\J] of highest purity.”

The Analyst says
N “CADBURY’s is the typical Cocoa of
\f] English manufacture.”
\ Itis “* A Perfect Food,” Therefore Best.

SRS

Agents: Messrs. FRANK MAGOR & CO. 16 St. John Street - - MONTREAL.
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THE CANADIAN GROCER

BY W. G. A. LLAMEE.

TEA, ITS VARIOUS DESCRIPTIONS AND PECULIARITIES. 1

HE following articles on tea, were

originally commenced to oblige a

friend, who was anxious to learn
something about tea, The editor of THE
CaNaniaN GROCER happening into my office
whilst I was writing requested permission
to publish them. I quite appreciate that in
many ways they are incomplete, but, so far
as they go, I believe them to be correct,
and they may prove of interest to some.

CHINA BLACKS.

Are divided into two chief classes, viz.,
Black-leaf teas shipped from Hankow, and
Red-leaf teas from Foochow. The former
come from the Northern Districts and the
latter from the Southern Districts.

The chief characteristic of Black leaf teas
is their generally good cup quality ; whilst
red leaf teas are usually of much better
make than Black-leafs, but have not the
quality.

Black-leafs comprise Ning-chows, Kin-
tucks, Oopacks and Oonams. They usually
grade in the above order as to quality
The bulk of the finer sorts go to Russia.
Only a very insignificant quantity comes to
to this country. The make, i.e., theappear-
ance, of the finer teas is often no better than
that of the lower grades. In this country,
all black leafs are commonly known as
Monings.

Of late years, teas from the Oonfa District
(Oonams;, have been growing in popularity,
especially in Russia. These teas draw a
much stronger liquor than Ning-chows, and
their popularity shows the gradual change
in taste in Russia, from the thin Pekoe-
flavored teas which used to be preferred,
but whichare now giving way to the stronger
liquoring kinds.

Keemuns, the nearest approach to Ceylon
tea of any grown in China, are now largely
taken for Russia.

Hankow is now practically the market for
northern China teas. Only the remains of
the first crop, and a small portion of the
second and third crops, find their way to

Shanghai, which is the market for green

teas. The port of Hankow is situated about
6oo to 700 miles up the Yang-tse-Kiang
river, and enjoys the privilege of being one
of the hottest places on earth. It is a busy
spot from early in May to the end of July,
and there is, perhaps, more work got through
there in these three months than in any
other branch of commerce in other parts of
the world.

To show the changes which have taken

place in this same tea trade, whereas, ten
years ago, the river at Hankow was occupied
by a long line of British steamers, all to be
filled ‘“ choke full’’ of tea for London, to-
day, British interests are represented by one
steamer, which has great difficulty in getting
a full cargo. On the other hand, Russian
buyers are able to fill six large steamers of
the Russian volunteer fleet for Odessa.

Brick tea is now becoming a very import-
ant industry, the Russians having enormous
manufactories at Hankow, the amount of
tea sent away in this form being nearly
equal to the quantity of whole leaf shipped.

In old days, the very finest of the Northern
teas used to be sent to Russia by caravan,
hence the idea that prevails, that caravan
teas are still the best quality. Of late
years, only the common grades are sent
overland. It takes about one year for
a tea to get from Hankow to, say, Moscow,
by the overland route. The railway when
built, will change all this. Some expect it
to be finished in two years, but reliable
authorities say the Great Siberian Railway
lacks some 2,200 miles of completion, and
1905 is the date set for same.

The reason that China teas are unpopular
in some parts of the world is, principally, be-
cause so many of them are tarry in flavor.
This unpleasant flavor is acquired, as a rule,
during firing.

China teas are fired in baskets, usually
over charcoal fuel, which, if used at all
damp, imparts a tarry, or smoky flavor
to the teas. In some of the poorer districts
of China the natives are unable to afford
proper fuel, and have recourse to dried
grass and general rubbish, which quite spoils
the tea during the firing process.

Red-leafs are usually described as Kaisow
sorts divided into the following kinds:
Souchongs, Soomoos, Kaisows, Chingwoos,
Paklums, Panyongs, Paklings, and a few
minor districts.

Chingwoos and Panyongs, as a whole, are
the best liquoring of the red leafs. Pak-
lums and Paklings are the best style, or
appearance, of all China blacks, but lack
cup quality, Paklings especially being par-
ticularly insipid and wanting in character.
The latter are invariably packed-in caddies,
whilst all other China blacks (with the ex-
ception of Cantons or New makes), are
packed in half-chests.

Paklums, Panyongs and laklings, are
often described as I’ekoe Congous.

Souchongs at one time used to b (he
best teas produced in Foochow, and e
wont to fetch the highest price in Loi n.*
Germany now takes the bulk of the u-
chong crop, the finest teas still real ng
very high prices.

During the last two years, a compan; ias
been formed in Foochow for the purpo . of
making China teas on the most appi .ed
Ceylon meéthods. ‘I'hey have built a | .od
factory, fitted with latest machinery, wiii. an
experienced Luropean in charge. The icas
they have produced have been very .ell
made as regards leaf only ; the flavor las
not improved at all.

CEYLONS AND INDIANS.

The above two kinds may, perhaps, be
described in the same paper.

The essential difference between Ceylons
and Indians, on the one hand, and China
blacks on the other, is the greater pungency
and higher flavor of the former over China
teas. This may be attributed chiefly to the
soil in which the plants are grown. Secondly,
to the difference in preparation. Indians
and Ceylons are higher fermented, which
changes the chemical character and makes
the liquor more astringent. In preparing
China blacks, the leaf is rolled by hand. In
Ceylons and Indians, the leaf is rolled by
machinery.

The different methods of drying the leaf
have also a good deal to do with the

strength and flavor of the liquor. In
China, the tea is dried by the sun, whi |k,
at the same time, robs the leaf of a ;uod

deal of its flavor. In Ceylon, the witheciing
is always done in the factory, under co cr,
with the leaf spread out on long shel s,
called ‘‘tats,”” with a good draught blo: g
through them, and the temperature ke, s
even as possible. After the teas have | :n
fired, they are put into the machine sii |,
which sorts them out into the follo
grades : Souchong and Congou, I
Souchongs, Pekoes, Broken Pekoes,
Dust. The Flowery Pekoes, Orange P¢l
and Broken Orange Pekoes are genc
obtained by hand-sifting from the I'c >
and Broken Pekoes.

a o%

The name of the Gardens of Ceylon: |
Indians is legion. The most popular
lons come from the Newera Eliya dis
It may be taken as a general principle !
the higher the elevation at which Cc
teas are grown, the better will be the fi.




to b ihe
and ere
Kdon- -
f the u-

real ng
npanv nas
purpo- of
appi ved
ilt a | od
'y, Wiilian

The icas
very well
flavor has
IS.

E:rhap‘, be

n Ceylons
and China
pungency
wer China
efly to the
Secondly,

Indians
ted, which
.nd makes
preparing
7 hand. In

rolled by

7 the leaf
with the
quor. In
un, whih,
of a good
2 witheiing
der co Bl
g shel s,
ht blo: g
ire kep: as
have | :n
hine si
follo
ou, P«
koes,
ge Pel
gene
he Pe

— o O -

eylon: i
pulat
ya dis
nciple
ich Ce
the fi.

THE CANADIAN GROCER

A Wonwans
is wonth having-—and keepine. She

Gratitude
trades at the store that seems to have

her interests at heart, and gladly pays that store a profit. A woman dyes
to save money—her economy helps you to make money with those abso-
lutely fast, very brilliant, English Home Dyes that won’t crock or wash out
—that dye an even color throughout, and last

(but best), that wash and dye at one operation. A[(l}’/ﬁ()/(’ S ()(Zp

Dyes.

A. P. Tippet & Co., General Ag’ts for Canada
Montreal.

1 e lanulys

Ve B
1 hrarifes
make a grocer’s store popular—the “ popular

store ” wins trade and profit. The Kippered Herrings and Herrings in
Tomato Sauce, put up by Moir, Wilson & Co., of Aberdeen, Scotland, are
justly famous for their delicacy and flavor and *‘toothsomeness.” The
Herring are rich, and have a depth of body that distinguishes them as
Scotch Herring of the highest

quality. *The family’s thanks” ] o T i N
clomeynalurally to the grocer 1]‘/()1/, [l 1/5()/1 (& Cos

who sells . .. - . Appered Hervings.

A. P. Tippet & Co., General Ag'ts, Montreal.
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Some of the gardens in Newera Eliya are at

an altitude of over 5,000 feet. Perhaps the
four most popular gardens in Ceylon are
Pedro and Monkswood, sold in Colombo,
and Norwood and St. l.eonard’s, sold in
The best Indians come from the
district.  Roughly described,

Indian teas are of thick, heavy astringent

l.ondon.

Darjeeling

liquor, caused by the soil and high fermenta-
tion in curing. Ceylons are more delicate,
as a class, than Indians. In the case of In-
dian teas, the late pickings, i.e., the leaf

which is picked late in the season, are, as a

rule, the best liquoring teas of the season,
and the finer quaiities of these late-picked
teas are cailed autumnal flavored teas. This
is in striking contrast with teas grown in
China and Japan, for, in the latter coun-
tries, teas of the first crop are invariably the
best liquoring in their respective countries.

Unlike India, the Ceylon crop practically
goes on all the yearround, but, perhaps, the
best tea comes down from about September
to IDecember, but the autumnal flavor is not
apparent with Ceylons as with Indians,
because the climate in Ceylon
remains at a practically even temperature.

probably

As a rule, the light, tippy teas (thin, and
without much sap) are obtained from the
After a field
has been pruned, the bushes produce very

young shoots, after pruning.

poor teas for some time.

viously.
quality of the tea suffers in consequence.

The best leaf is obtained from a bush that

has not been pruned for some time.
Rain falling, after dry weather, brings on

A GROUP OF SINGALESE TEA PICKERS, AT FASE

a very quick flush, and then planters have
such a rush of leaf coming into their factories
atonce, and not having timeor space to pre-
pare it all properly, teas are often sent
away carelessly rolled or sorted, and under-
fired.

The method of preparation of a Ceylon
tea is, roughly, as follows: When the leat
is brought into the factory by the coolies,
it is first spread out on long canvas shelves,
called tats. This is the withering process ;
one cannot give particulars as to the length
of time this withering takes, as it depends
on the weather, etc. It is then put into the

In order to obtain
a big vield, it has been the fashion, of late
years, to prune heavily—say, every two
years, instead of every three or four, as pre-
This produces a big yield, but the

rollers, from which it is taken out in a m
and juicy condition, and spread out on t|
for fermentation. Finally, the tea is fi,
and put into large bins, until enough

been collected to make a ‘‘break.”’

CHINA GREENS.

Are known in

Hysons, Hysons, Gunpowders, Imperi:

and Twankies; divided into two I

classes, viz., Country teas and Pings
sorts.

The unfired leaf of any distiict can

made into either Gunpowder or You
IHyson, etc., according to the way U
grower rolls the green leaf.
is rolled by hand.

In China, Country

follows :

The green Ic
teas are graded

Extra Gunpowder (or Pin-heads).
Number One Gunpowder.

s Two o
s Three ¢
s One Imperial.
e Two o

Foongmees.
Cheongmees.

this country as Yo .
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Hon. Sir W. P. HOWLAND, K.C.M.G., C.B.
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Sowmees.

First Young Hysons.

Second o

Thixd ¢ 3

Pingsueys are graded in China as follows :

Extra Gunpowder (or Pin-heads).

Number One Gunpowder.

£ Two i
Thiee. -

= One Imperial.

. Two i

First Young Hysons.

Second ue

Country teas comprise :

Moyunes, dark, toasty, liquor.

Tienkais, generally pale liquor.

I'ychows, generally dark smoky liquor,
and some other less important divisions.

On the lLondon market, Moyunes bring
the highest prices, but in Canada thereis a
preference given usually to Tienkais on
account of the paleness of the liquor of
latter. This preference for pale liquor has,
no doubt, originated by buyers confounding
the dark liquor of true Moyunes with the
dark liquor of I'ychow sorts,

Fychow teas have the poorest cup quality
of Country teas, having usually what is best
described as a smoky flavor ; another ob-
jectionable character often found in Fychow
sorts is a metallic taste termed ** brassy.”’

Creen teas kept in the original packages
for a great length of time become what is
called *“boxy."”

Pingsueys are generally highly colored,
good style, but of very poor cup quality.
Classed with Pingsueys are teas called Can-
tons, in error. In many cases, the liquor of
Pingsueys hasa disagreeable and oily flavor,
owing to the coloring matter used. The
Pingsueys from the Hoochow country are the
better liquoring teas.

JAPANS.
Japan teas may be roughly divided into
Yokohama leaf, Kobe leaf
and Nagasakis, but Nagasakis form a very
small part of the whole.

The chief district in the Yokohama teas
is the Hacheoji district. These teas are
very fine quality, and little or none of them
ever reach this market, being practically all
shipped to the United States. They are of
small leaf, very similar to Kobe teas. The
balance of the Yohohama leaf teas are gen-
erally of flat leaf. The finest teas from all
Japan come from the Hacheoji district.

The chief district in Kobe teas is the
Yamashiro district. Kobe teas, as a class,
are of better style than Yokohama teas, but,
the latter are, on the other hand, superior
in cup quality, grade for grade.

Nagasaki teas are of very indifferent cup
quality, dark liquor, and usually highly
fired. Teas from this district are generally

three classes :

curly in the dry leaf, and about half the
crop is made into Japan Gunpowders.

In Japan teas, as a whole, the earlier the
leaf is picked in the season, the better the
quality, and the early pickings are paler
and more flavory in the liquor than second-
crop teas. Second-crop teas have darker
liquor, and are also thicker and have more
body in the cup. They are usually of
better style, the firers being able to produce
better style from the second crop.

Amongst Japan teas may sometimes be
found a spurious leaf, usually called ¢ cab-
bage,’”’ not discernible in the dry leaf, but
giving a rank and offensive flavor to the
liquor whenever it occurs. This so-called
‘“cabbage’’ is really the leaf of a Convol-
vulus, which climbs over and about the tea
plants, and occasionally a leaf of it is acci-
dentally picked and cured with the tea
leaves proper. It occurs more frequently in
some districts than in others.

The preparation of Japans differs from
that practised in China, in so far that the
Japanese farmers pick the leaf and only
partially fire it, packing it in large china
vases, in which it is brought down and sold,
in its half-fired state, to the large tea-firing
and shipping-houses at the coast, where the
firing is completed by the Iluropean, Ameri-
can and Japanese shippers in their own
premises, with Japanese labor. These
Japanese are paid every night. The aver-
age pay for Japanese labor, in these tea-
firing houses, is 15c., silver, per day, equal
to about 8c. in Canadian currency.

OOLONGS.

In addition to the above kinds, we have
to notice Formosa Oolongs, lightly fermented
and slightly scented teas, grown on the
island of that name ; there is a large trade
done in these in the United States. A
smaller quantity of Oolongs are grown in
China.  Practically, the whole of the
Oolong crop goes to the United States.

SCENTED ORANGE PEKOES AND CAPERS

Scented Orange Pekoes and Capers, from
China, are a class of teas very little used in
Canada to-day—poor stuff, as a rule, with
nothing to recommend them except, like
the dude, their perfume.

INDIAN GREENS.

In passing, we must notice Indian Greens,
almost unknown to the consumer here, un-
fermented teas of dark color in the dry leat,
but drawing a pale liquor, usually of
splendid quality, uncommonly like fine,
astringent Japans in the cup.

UNITED STATES TEAS.

The growing of teas has been attempted
in the United States, but the industry is not
likely to amount to anything of conse-
quence.

A BAKER’S DOZEN.

66 BAKER'S dozen'' is an ..
A pression familiar enough, it
the question of its origin s
seldom been raised. There is a cur 5
little story, says The Boston Traveler, w. h
goes with the familiar expression, andit |
bably contains about as much truth as
legend. Yet, there must have been a sou:
and perhaps this is it.

Away back in the 17th century Alba
N.Y., was nothing but a Dutch settlem:
and among its inhabitants was a baker v
a long string of Dutch names ending w.
Van Amsterdam. He was a genius in i s
way, and many of our toothsome cakes, |i'e
those filled with caraway seeds, were origii. il
with him, and it was scarcely to be wonde ¢
that his fame asa baker increased from ye.:
to year, and his savings in the same propo:-
tion. He had one fault, however, for which
he paid dearly—he was stingy.

One wild, stormy New Year's eve as he
was following the good old custom of watch-
ing the New Year in, and incidentally con-
sidering his profits for the past 12 months,
there was a sharp rapping at the door, and,
when it was opened, in blew a little old
woman who demanded a dozen New Year's
cookies. Twelve were counted out to her,
but she set up a howl of protest, demanding
another, which the close-fisted Dutchman
refused her. An altercation resulted in the
expulsion of the old woman, who carried the
baker’s luck with her.

His misfortunes began the very next day.
Nothing went exactly right. His yeast
soured, his bakings burned, and all sorts of
mysterious things happened, yet,he remaine
as stingy as ever. The little old womaun
paid him another visit, and went away in a
rage because he refused to allow her i3
cakes for a dozen. Worse ills befell hini,
and it was only after his wife became deai,
his children fell ill, and his business die:
that he became broken in spirit, that ti.:
little old woman took that time for a thi:
and last visit.

Humbly he acceded to her request for .
cakes, and immediately prosperity can
back to him, and his competitors we
obliged to adopt 13 for a dozen. And th
is why 13 is the baker's lucky number ¢
day, however unlucky it may prove
others.

BOASTFUL ADVERTISING.

There are still many inaccuracies in adv«
tisements, remarks an exchange. Thert
still much exaggeration. The frequent !
of superlatives is a matter of habit, and
will take some time to get out of it. I
of a halfa dozen stores in one town claims
be ‘‘the best and cheapest.”’  This is p:
posterous on the face of it.
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£ and shall do our part to assist those who patronize us by ; i i
g v selling goods on which they will make good margins, i 'f”‘
':;,n‘;.‘ give satisfaction, and draw trade. ‘ ,l ]
:ld::" YOU CAN DEPEND UPON GETTING GOOD VALUES WHEN YOU ORDER : * :' , ‘ !
Jersey Cream Baking Powder, di el
Lumsden’s Pure Cream of Tartar Baking AR
ke Powder, W
ki Standard Baking Powder, 3 |
i Standard Teas in one pound tins, i I
iy English Breakfast, Perfection, and
Mattee Wattee Blends in bulk, Bt
yeast s G '5, | _‘ !
v Our 18c. Blend in Whole Coffee, e
. " Glasgow and Maravalla Blends in bulk, S
bim i Albert Brand in one pound tins, I i
2 deal, Jraer : i
- b Cream Shredded Cocoanut, and A
oo Feather Strip Cocoanut. Ml b
. rom Al
can.. our L "0
o Travellers We guarantee quality of all above goods. ? |
wve -‘ L ' | 3'1

{ of b

ads. bi Lottt
: | _UMSDEN BROS. BEote
ln 45 Colborne Street, 84 McNab Street, ;. _:"i“.: it

TORONTO HAMILTON
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THE CANADIAN GROCER

CROCKERY IN THE GROCERY STORE.

HESE

heavy expenses
and small profits
make it necessary
that business men
should grasp every
opportunity of in-
creasing the
aggregate amount
of business tran-
sacted within their
stores. Thisis an
age of specialists.
We see this on
every hand, and
not less in the commercial than in the pro-
fessional world. This fact does not, how-
ever, the limit of the successful
to general groceries. It
been clearly manifested that he is
the right person to sell fruit. In many in-
stances a fish and meat department has
been opened in conjunction with a grocery
store, with results eminently satisfactory,
thus proving that all which is used on the
table should be sold by the grocer.

narrow
grocer's trade

has

While not belonging to the same class,
crockery and glassware are in a classso near
akin to groceries that the opinion is, with
good reason, gaining ground that crockery
should be sold by the grocers.

Noting the development of this opinion,
a representative of THE CANADIAN GROCER
called on Mr. John Gowans, of Gowans, Kent
& Co., wholesale crockery and glassware
dealers, Toronto, and asked him if he con-
sidered crockery and glassware suitable for
the grocers to handle.

‘“That depends,’’ replied Mr. Gowans,
““on the size of the place in which the gro-
cer does his business. In a large town ora
small city, I believe the grocer has better
facilities for selling these goods than either
the general merchant or the straight crock-
ery dealer. He has an advantage over the
geveral merchant in that not having such a
variety of goods to show he can display the
crockery to the best advantage. His ad-
vantage over the straight crockery dealer
lies in the fact that, while he can display his
crockery fully as well as the crockery dealer,
the large number of people continually
coming in to buy groceries are brought into
close contact with the crockery, and are
easily made acquainted with any novelties
or new designs introduced.’’

‘* Has the grocer who sells crockery, etc.,
any advantage over the grocer who does
not?"’

‘““Yes. Here again he has an advant-
age, and an important one. Crockery, asa
rule, is attractive ; groceries, as a rule, are

days of

not; consequently, crockery is of great use
to the merchant in decorating his windows
or his shelves. Again, groceries are, as a
rule, costly compared with their bulk ;
crockery is more bulky than expensive, con-
sequently there is much less expense in fill-
ing a store's shelving, etc., with crockery
and groceries than there isin filling the same
shelves with groceries alone. Then, as there
is a good percentage of profit on crockery,
etc., as there is small loss entailed in its
sale, and as one line of goods helps to sell
the other, the grocer who keeps crockery
has an undoubted advantage over his com-
petitors who do not."”’

‘“ What is the best way to commence deal-
ing in crockery ? Should one start small
and work up a trade, or should one com-
mence with a full range of goods from the
start ? "’

‘“ Where the capital of the grocer permits
the latter policy is the better. It is good
policy to open up with a full range of staple
goods, and a choice variety of novelties.
It would also be advisable starting to make
a special display, to advertise, and in every
way make known that one was commencing
to handle these goods. Crockery and glass-
ware are possibly more susceptible to good
advertising than any other class of goods.’’

““Is it good policy to stock up with the
best quality of goods?"’

*“ No, except in very few cases. In nearly
every case the best plan is to secure goods
of moderate price, yet attractively designed
and decorated, especially of dinner sets,
chamber sets, etc. In French and German
novelties, glassware, lamps, etc., it might be
advisable to carry some goods of high price
and excellent quality, but the bulk of this
stock should also be such as to meet the
popular demand, to suit the average purse.’’

““How much would it cost to lay in a
stock of crockery and glassware sufficient
to meet the requirements of a grocery in a
large town ?"’

*“That would depend on the merchant’s
capital, his store, the possibilities of the
trade that may be done, and on many other
considerations. From $400 to #750 would
be sufficient for almost any business in a
good town.”’

‘“ When is the best time of the year to
commence carrying these goods 7"’

*“ The Fall is always a suitable season to
open out, but, as the Christmas season is
the time when most goods are sold, ény
time Letween now and December should
prove a good time for such commence-
ment.”’

From the foregoing it is at once seer that
wholesale crockery dealers consider grocers

the proper medium for the sale of cro ery,
To get the views of a retail grocer w. [,
some years has handled crockery in ¢ ec.
tion with his business, a represen: e
while in Perth, Ont., calledon R. E. | s
and asked if he was satisfied with t| e.
sults from handling crockery.

Mr. Hicks has a moderately large «

ner
store. One side of this is filled it
groceries ; the other is devoted to cro  ery
and glassware. Two display tables, . ¢}’
containing a nice arrangement of 1 ese
latter goods, conduce very much t. ihe
cheery brightness of the whole store.

In answer to THE GROCER’S query, Ir,
Hicks expressed entire satisfaction witl ihe
results from carrying crockery with his
groceries. The crockery business ha- e-
veloped so well that now it could hardl. he

thought of as anadjunct to his grocery |,i.si-
ness, because it is now in itself almo | as
important as the latter itself. The ma: in
of profitin the grocery business is so nariow
and competition so keen that a source of
profit such as he had found the crockery
business to be, has been not only beneficial
but he believed essential to his success. In
the recital of his experience Mr. [Ii ks
practically corroborated in detail the opinions
expressed by Mr. Gowans.

COLONIAL POSSESSIONS OF EUROPEAN
STATES.

The United States commercial agent at
Weimar reported as to the extent of the
German colonial possessions and prote:!
orates, including the recently leased territoiy
in Kyao-chau Bay, as being 2,600,000
square kilometers (1,615,577 square miles)
The German Empire proper contains only
540,657 square kilometers (335,931 square
miles), which is not much more than o
fifth of its colonial possessions. Tv 0,
Kameroons, and German South-west Afii 4
contain together 874,189 square milc-
German East Africa is nearly two-thirds
large as the last-named, having 58,
square miles. Iingland’s colonies and
sessions embrace no less than 16,662,
square miles, or more than 85 times
much as the Fatherland.
table of the extent and number
inhabitants of the European colonial poss:

sions shows :
SQUARE MILES

A comparati

PorurLaTic

Mother- Mother-

and.  Colonies, lund. Col
16,662,073 39,825,000 322,00

o 2,505,000 38,520,000 44

1,615,577 53325000 7.4

5 809 914 5,060,000 10,21

Holland . 12,643 783,000 4,930,000 34,21
Spain ... 197,670 405,458 17,300,000 9. .
italy ...0.q- 10,€46 242,42) 31,290,000 19
Denmark 15,289 86,614 2,175,000 1,

Germany takes third place as rega
extent of colonial territory, but only sixtl
point of colonial population. Only G

Britain, France, Holland and Portugal h:
more colonial than home inhabitants.
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THE CANADIAN GROCER

Japans, Congous, Indian, Ceylon, Oolongs, Pingsuey
g Gun Powders, China Greens, etc.

(These goods are sold to the wholesale trade only.)

Mocha, Java, Ceylon, Costa Rica,
a Maracaibo, Rio, Santos, etc.

SPICES o«

CREAM OF TARTAR, &% soca
BAKING POWDERS. -vii i
Dried « Evaporated Fruits

of all kinds.

Importers and Hand and
Manufacturers Machine
ofi'z = Cut JEnEa

We handle all the above lines, and act as Commission
Agents for Consigned Goods.

CORRESPONDENCE SOLICITED.

S. H. Ewing & Sons

Sole Agents in Canada for *\MONTREAL

Petermans Celebrated Roach Food.
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THE WATSON, FOSTER CO’Y, Limited, Montreal.

SEASON 1898-9

Our New Wall Paper Samplcs

WILL BE

THE FINEST LINE FOR CANADIAN
TRADE EVER SHOWN IN CANADA

Comprising . .

BROWN BLANKS

WHITE BLANKS (with blended borders).
GLIMMERS (with blended borders).

LIQUID GILTS (with 1 and 2 band blended borders).
VARNISH GILTS (blended and clouded borders).
EMBOSSED GILTS (blended and clouded borders).

SPECIALTIES

22 in. HEAVY FANCY EMBOSSED GILTS
12 Color Floral Effects.

TAPESTRIES, 22 in.
INGRAINS (20 shades) with g, 18, 2214 in. Flitter Friezes.
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‘g A Money Maker to the Retailer...

“ VICTORINE ||

(TRADE MARK, REGISTERED) ‘
Tho 1 E

Clothes A common-sense substitute for all alkali powders and acid | B O

liquids, founded on truth and merit. It washes clothes. | 1| BR

Washer

SAUNDERS & EVANS, Sole Agents for Toronto and Western Ontario.

Wholesale by ... E. W. ROBLIN, Prince Edward County. 4 S
HUDON, HEBERT & CIE. W. G. CRAIG & CO., Frontenac County. - S8
L. CHAPUT, FILS & CIE. NAZAIRE, TURCOTTE & CO., Quebec City. | 3
FORBES BROS., aud all first-class wholesale dealers in Montreal. E. H. HEBERT, Valleyfield District. b 4 b " iR

: i §
. i 3
WE want every Retail grocer in Canada to write us for a free sample of Victorine, and to give Btk T l ‘
the article an honest test in their respective families, before placing their orders with the of ! 8
trade. Beware of worthless imitations, for, although only before the Canadian public for a short & L BT
time, we have already seven imitators ; which spcaks volumes for the merit of VI CTORINE. : s i
i

W. CRAWFORD GADEN & CO., ™ run s.. MONTREAL

" Refined Sugars it
and Syrups . F‘ ‘ |
of the Purest and : ét 1l ’
Best Quality. | |

3

The Canada Sugar

:
{
:
:
:
\
:
:
!
\
{
{
:
:
\
$
:

Refining Co’y, vimitea
i\ BONTOEAL o
Do Z
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BY W.

MAKING CHINA TEAS LIKE INDIANS AND CEYLONS.

+ E.

OW Indian and Ceylon teas have
supplanted, in the British and Can-
adian markets, the Chinese product

is known to everyone in the trade ; but it
is, perhaps, not so well-known thatan effort
is being made in China to regain, by imitat-
ing Ceylon and Indian methods of manu-
facture, at least part of the position which
tea from the Celestial Empire formerly
occupied in Great Britain and other countries.
It is, nevertheless, a fact.

The prime movers, however, are not
Chinese. They are British and American
capitalists interested in the China Congou
tea trade.

WHEN THE MOVEMENT BEGAN.

The movement began two seasons ago,
and the idea that, by employing machinery
and Indo-Ceylon methods, Congou teas
could be made like unto the teas produced
in India and Ceylon was the actuating
motive.

A number of the British and American
firms interested subscribed the amount of
capital necessary to purchase land and erect
thereon a tea-firing house and plant. They
then imported mechanics, adepts in the art
of preparing Indian and Ceylon teas, and
treated small parcels of Congou leaf in
exactly the " same manner as do the
Singalese tea merchants. The result was
a product which at least some tea
experts declare it is impossible to locate
as China tea. I saw samples, the other
day, in the office of a well-known Toronto
teaman. Some of them were silver and
gold tipped, and, as far as the appearance
was concerned, looked for all the world like
Ceylon silver and gold tipped pekoes. I
cannot speak personally for their cup
quality, but I was told that several teamen,
who tested them by infusion, declared they
were Ceylon teas.

THE TEAS SOLD IN LONDON.

It was, | was given to understand, late in
the season when the promoters of this
undertaking began operations, and they
were only able to utilize fourth-crop Congou
leaf  But, the following season, they made
up first, second and third-crop leaf, all of
which were sent to the london market,
where they met with considerable favor,
and realized prices far ahead of what these
would have had they been made up by the
ordinary Chinese methods. They sold as
high as 13%d., while, it is estimated, they
would only have realized about 7d., had the
same leaf been made in the ordinary old-

fashioned way which obtains in China.
The output, even the second year, was
small, but the success it met with on the
London market was such as to enable the
promoters to forthwith form a company,
with large capital, for the prosecution of the
enterprise. This season, as far as can be
learned, their operaticns have not been
much larger, as they were not in a position
as far as buildings, in which to fire in large
quantities, are concerned. But, I am told,
they treated small quantities of northern
China leaf, which they had not hitherto
essayed to do, having confined their ener-
gies to southern China leaf. It is asserted,
that the northern teas so treated turned out
exceptionally fine, and they have been
shipped to the London and Russian markets.
The result of this shipment has yet to be
ascertained.

NATIVE EXPERIMENTERS.

When this movement to make China teas
after the manner of the Indian and Ceylon
descriptions was initiated, the promoters
extended an invitation to a large number of
native tea-firers to visit the factory and
see the new process, the purpose being to
try and induce them to adopt this more
modern method. After seeing the method
in operation, some, at least, of the native
tea-makers stated their intention of employ-
ing it, and a few of them did so. But their
product was, as a rule, a sort of hybrid—
half China and half Ceylon in character.
And the reason advanced for their non-
success was that the natives were so wedded
to their old ways that they could only par-
tially tear themselves from them, and the
result was a sort of 'twixt and between tea.

Those who hold that it is possible to make
China teas to compete with Indian and
Ceylon descriptions, not only ground their
belief upon the experience of the capitalists
who promoted the undertaking, but they
point to the fact that among the natives who
assembled, upon invitation, atthe factory, to
see the process, was one who, subsequently,
without machinery of any kind, produced a
tea which, in every respect, was equal to that
turned out by machinery at the factory of
the British and American capitalists. |
might say that I saw a sample of what was
claimed to be this native's product.

IMPORTED MEN AND SEED.

If the attempt to make China teas like
unto, and equal to, Ceylon teas fail, the
fault is not likely to be due to any lack of

e
effort on the part of the capitalists g are
undertaking it, for, not only ha.: they
imported mechanics from India and = :ylop,
but they -have imported seed as we ' frop
these two countries, while, furthermc they
have sent several Chinese to In¢ « and
Ceylon to secure positions in the tea 1. tories
there, in order that they may acqu e the
art of making tea as it is made the:.

‘“ Whether or no this moveme: will
resultin creating a revolution in the i:.akiny
of tea in China,”’ said an old teaman (o me,
‘‘rests entirely with the native as
foreigners are precluded by the (linese
Government from holding real estate of any
kind outside the treaty ports. When
European capitalists buy land in China they
do so in the name of a native, and if he
chooses to be dishonest hecan cheat the real
owners out of the property. It has been
done before, resulting in heavy losses to
European capitalists, and it can be done
again, as long as the law exists as it is at
present. Then, aside from the property
phase of the matter, the promoters have to
rely upon the natives to carry out the
instructions given them in the making ofthe
tea. Why do they not make the tea inside
the treaty ports? Simply because it is
practically impossible. Labor is too high
and land is too dear compared with the
cheapness of both in the tea districts.”’

Even if all that the promoters of the
scheme claim for it is true, it will be a
good many years before China teas will be
made like those of India and Ceylon, in
sufficient quantities to prove anything like
keen competitors, that is, of course, if the
natives persist in their obstinate refusal to
discard the old and conform to the new and
more modern methods of making tea.

A KIND-HEARTED FRUIT MAN.

There seems to be a general feelin that
the Italian fruit pedlars and dealcis are
greedy and penurious. This may be 1 ue of
many of them, but there are exceptii. s, as
was manifested recently in my prese:. c.

The children from the Girls’ Hon.., To-
ronto, were returning from a day’s .uting
at the Island, and quietly marching, o by
two, up Yonge to Front street, whe they
were to take the car. When the were
opposite one of the fruit stands, the @ alian
proprietor, with a basket of peache i his
arm, quickly crossed the street ai  pre
sented each of the 50 or more childic. with

one of the luscious fruit, and go - the
basket with what few remained the
teachers.

The whole affair was done quic: and

quietly, and showed that Italians, lii other
people, have some soft spots in their ure.
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THE CANADIAN GROCER

ERCHANTS in many
parts of Canada are
much interested in
tobacco culture. Its
success is now assur-
ed, but, to get the
best results, it is nec-
essary that the crop
be properly handled.
At present, there is,
of course, a great
deal of ignorance.
Merchants who have
customers among the
numerous new growers should inform them-
selves so as to post the farmers, by keeping
the following carefully-prepared instructions
by them :
CUTTING.

When the tobacco becomes fully matured
it becomes very thick and heavy ; it also
changes its color from a green to a yellow-
ish, mottled green appearance.

A very good testis to double a part of
the leaf back with thumb and finger, and
if it breaks or cracks it is considered in
fairly good condition for cutting. The
weather most favorable for ripening and
thickening tobacco is moderately dry
weather with cool nights and warm days.

To proceed to the cutting : The stick is
placed in a slanting position by sticking one
end of it in the ground at the root of a
plant. The knife is then taken in the right
hand and is started down the stalk, gauging
it so as to miss the ieaves as much as pos-
sible. Let the left hand follow in the split,
and when the knife is within about six inches
of the root of the plant, remove it from the
split, slightly bend the stalk over with the
left hand, and, with one stroke of the knife,
cut the stalk off below the leaves. Take
hold of the end of the stalk with the right
hand, keep the left hand in the split, raise
the plant, and, with a quick movement,
bring it down astride the stick in such a
manner as to leave the leaves straight and
unbroken. Five or six large plants should
he placed on each stick.

When the tobacco is on the stick in the
field, if the sun is very hot, there is danger
of sunburn, especially from 10 o’clock in
the morning to 2 o'clock in the afternoon.
It is the better plan, if there is danger of
sunburn, to cut in the afternoon and haul to
the barn in the morning before the sun has
reached its full force. The most convenient
way to haul to the barn is on hay-racks or
on some other platform contrivance. The
tobacco is then hung in the barn, from the
wagons, hanging from sixteen to eighteen
sticks to a twelve-foot rail, when the process

HANDLING CANADIAN TOBACCO.

of curing commences by the saps gradually
evaporating by the natural action of the
atmosphere.

CURING.

The tobacco needs certain favorable con-
ditions of the weather to aid it in curing
properly, warm and moderately dry weather
being the most favorable, as cool, windy
weather causes it to cure with a greenish cast,
while very hot, wet weather causes house-
burn. House-burn may be prevented, to
some extent, by giving it the advantage of
all the dry air possible, and by keeping the
doors shut against a hot, foggy atmosphere.
The tobacco gradually goes through the pro-
cess of curing, and, as soon as it is
thoroughly cured, the crop is ready to strip.

STRIPPING.

The art of handling tobacco, for it may
be called an art to handle it properly, is one
of the most important parts of successful
tobacco culture. The proper handling of an
ordinary crop adds greatly to its appearance
and value. Wahile, on the other hand, an
extra good crop may, by poor and improper
handling, be made to fall below the ordin-
ary. After the tobacco is thoroughly cured
and it comes ‘‘in case,’”’ that is, when it
has received sufficient moisture from the
atmosphere to make it pliable and tough,
the grower proceeds to strip the
crop. Most growers provide themselves
with a stripping-room, in order that
they may continue their work in the cold,
inclement weather without exposure. A
room of this kind may be made by board-
ing up a 12-foot square in one corner of the
barn thatis free from the bright sunlight,
as very strong sunlight makes it very hard
to distinguish the different grades apart. A
room of this kind, with windows properly
arranged, and a stove in one corner, and
benches placed along two sides of the room
on which to place the tobacco while strip-
ping, is good enough for all ordinary pur-
poses.

When the tobacco comes ‘‘in case’’ it
is taken down from the rails and the stalks
taken from the sticks and piled up on the
benches with the pointsof the leaves toward
the wall, so that the butts of the stalks are
to the inside of the room for the convenience
of the operators.

The different classes of the white burley
tobacco are :  First, trash ; second, lugs ;
third, bright leaf ; fourth, red leaf; fifth,
tips. The trash is taken off the stalk first,
and consists of the ground leaves, which
grow at the bottom of the stalk, and are
inferior, flimsy and more or less damaged.

When taken off the stalk the trash can be
tied immediately or dropped to the floor to

m——

be tied some other time. The lu come
next in order on the stalk and aret ¢ off
and tied into ‘‘hands'’. The s are
made up of leaves which have d iaged
points, ragged edges, etc., and are:  gooq
enough for bright leaf and too ; { for
trash. The bright leaf consists of th: right-
colored leaves about the middle of th talk,
and is the best selling tobacco on t! mar.
ket. The red leaf is heavier in bo:  ang
of a dark color, as the name implies. ’I‘x
tips are the undeveloped leaves foun: at the
top of the stalk.

As the different classes are strippe . from
the stalk and tied into ‘“hands’’ thcy are
kept separate. The hands, which -hould
not be made too large (from 16 to 2¢ leaves
will make a fair sized hand), are jlaced
astride a stick as they are tied, placing 10
hands on each stick. The different «lasses
should be graded as to length, not only in
the hands, but also on the sticks; that is,
the leaves of each hand should be as near
as possible the same length, and the hands
of the samelength should be placed together
upon the same stick. Otherwise, if no atten-
tion is paid to the sizing, the crop will have
a ragged, uneven appearance. This to some
may seem quite unnecessary, but the differ-
ence even in the appearance of the crop
will amply repay for all pains taken.

As the crop is stripped, the stripped
tobacco should either be hung very closely
on the rails or cribbed down in the centre
of the barn until the bulking season comes
on, when it can be hung up or spread more
loosely on the rails. This method of crib-
bing or crowding keeps the tobacco sweet
and in good condition until warm weather.
~The proper way to crib down tobacco is by
laying it down in large piles with the butts of
the hands out, leaving the points of the
leaves exposed as little as possible. When
the crop has been stripped the barn -hould
be cleaned of all dirt and rubbish aud the
bulking floors got‘en in readiness for | :lking
the crop.

BULKING THE CROP IN GOOD CONi/:IION.

This should be done the first ti. ¢ the
crop is found in good condition, : . if it
hangs in the barn through waii wel
weather there is danger of milde: In
case the crop has not been bulked udit
is liable to mildew, some dry straw ead
on the ground under the tobacco v help 4
very materially in keeping mildew It
is not common that the crop is fc 1 in
*+ keeping case’’ before warm weati  and
even then it requires close watching o be
in proper condition for bulking it st 1 be
of uniform case ; that is, the points | the
body of the hand being the same.

It is considered in fair case v 1 if

pressed together, it will open out ag  and
not stick together, and the stems s. d be
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THE FAIRBANKS COMPANY

' o 2t i 111 8
A aRERE
749 CRAIG STREET e
Q_749 CRNIG. MONTREAL L

Portable Platform and Dormant

Fairban ks Scales

For Boxes, Barrels, and General Use. |
31 SR

Grocer and Counter Scales i (|l

Stan dar d Falrbo;nksscsDbﬁ\;nlon and il

Richelieu Scales id

o,

e

Scales ChatI"::‘l ;;rmg Balances bt

For Butchers.
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240-1b. Union Scale Little Giant Box Truck |

Including Indispensable for
Inspection General Use
\ ] '

Send for Catalogues of

Scales, Trucks, Forges, Valves, Gas Engines, Factory and Mill Supplies.

.
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Stationery |James Harper

BOOKS and FANCY GOODS

~@f
WHOI:%E_SALE. | pACKER

Office and
Warehouse :

18 st. phillip street, MONTREAL

Prices the lowest in the trade.

Drop us a card if our travellers have not
called on you.

Hams, Bacon
and Sausages

A SPECIALTY

Cole’s National Mfg. Co.

160 SPARKS STREET

OTTAWA Telephones--Bell, Main 1273 and Main 873.
Cool Weather
£ &£ £ Always Stimulates
£ «£ « Breakfast Food Trade

This naturally brings up the question to the mind of every grocer :
“ Am I handling those Breakfast Foods that pay best ?”’
Not the cheapest, but the most saleable kind—the kind that
people ask for, after having tried them. In a word,

me |reland cos
Breakfast Foorls

Mail orders have our special attention and can be shipped same day as received.

Such good sellers as

Farinosa Breakfast Food
Desiccated Rolled Wheat
Snow Flake Barley
Buckwheat Flour (Self-Raising)

Should be in every grocer’s stock.

The IRELAND. NATIONAL FOOD CO., Limited, TORON:0

MILLERS AND MANUFACTURERS OF

QUERLTNG B fp toe o CHOICE CEREAL BREAKFAST FOODS.

ood Mills in the Domi
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The Complege Triumph_«

OF THE

EMPIRE v

Coffee, Tea
| Coupled with the victory

Sa]mOn of the Anglo-Egyptian
Brooms forces at Omdurman and

the diplomatic success 1In

Baking’ Powder the far East, have produced

and a feeling of exultation all

Extracts over the DOMINION.

WHAT WE HAVE WE'LL HOLD

and you can do 1t by making a display of the

above attractive brands.

WE GUARANTEE QUICK DESPATCH . 5 2
Letter, 'Phone and Wire Orders receive our personal care.

LUCAY, STEELE & BRISTOL

WHOLESALE Hamilton, Ont.
“
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THE CANADIAN GROCER

so that they will break and not be tough and
pliable. A ‘‘sweat-case’’ isconsidered the
best and safest, and it is said by men who
have had years of experience, and who are
good authority, that a real sweat-case can
not be too high for bulking in good condi-
tion. The sweat-case usually occurs on a
warm, sultry morning when there are indi-
cations of a storm. This usually occurs from
7 to 10 o’clock in the morning, but under
proper conditions the tobacco can be found
in case almost any time during the day.

As much of the crop as possible should
be taken down at once, as it is not often
that the different grades of the entire crop
can be found in condition at one time.
When the tobacco comes in case itis cribbed
down in a long pile parallel with the bulk-
ing floor, in order that it may be convenient
for bulking. Some growers have it cribbed
for some time before bulking, but we think
the best plan is to bulk at once, or some-
times the dry, hot winds dry the tobacco
when left thus, and it causes time and trouble
to get it in good condition again.

The bulking is done by two or more men,
one laying it on the bulking floor five hands
at a time, which are taken off the stick and
handed to him by an assistant. As he lays
it on the floor he presses it down by passing
over it on his knees, being careful to keep
it straight, so that the points will not be
crumpled or doubled up. The bulking is
done by bulking along each side of the bulk
in tke regular order, with the butts of the
hands to the right hand of the bulker, leav-
ing the points of the hands in the centre,
and if the middle of the bulk becomes low
a centre course may be added if necessary.

The bulk should be from 3% to 4 feet
wide and as long as needed. IZach course
should be kept straight, so that each side of
the bulk will be perpendicular. When the
bulking is finished, see to it that the bulk
settles straight, and it should be weighted
heavily to get it as solid as possible and to
hold the case. The more it is pressed the
more convenientit will handle when hauling
it to market. When the crop has been
handled properly and is in good condition it
is ready for the market.

A NEW SOAP.

Attention is drawn to Bond's soap adver-
tisement on page 3. This soap is manu-
jond's Soap Co., of

Manchester, Iingland, and H. B. Muir &

factured by The

Co., 1 St. Helen street, Montreal, are the
sole selling agents for Canada. Grocers
and general merchants will be supplied with
samples on application.
a laundry soap. The Bond’'s Soap Co. in
their newspaper advertising say that *‘Bond’s

Bond's soap is not

soap will cleanse everything but clothes, and

polish everything except manners.

TEA MIXERS AND FRUIT CLEANERS.

ITH the ever increasing demand

and supply of teas, the methods of

manipulation, which, but a few
years ago, were crude, have lately been
brought to a high pitch of perfection, both
in the machinery employed for plantation
use, and for the sifting, milling and blend-
ing of the product, asimported in the chest.
In this latter branch, the greatest possible
strides have been
made by Savage
& Co., engineers,
of London, Eng.,
who have perfec-
ted a machine
which quite auto-
matically, when a
chest of tea s
tipped into it, re-
moves all nails,
wire, wood, lead, paper and other refuse,
sifts the dust and small leaves from the large
ones, and mills or cuts the latter to any
desired unform size ; then, the siftings and
millings are discharged separately into
receivers, or together upon conveyor bands,
or direct into the blending cylinder. These
blending cylinders are made of cold rolled
steel sheets, and to mix from 5o Ib. to 2,000
Ib. of tea at one time.

combined.

The working limit of blending capacity
in these blending cylinders, has been found
in the consider-
able experience of
Messrs. Savage &
Co., to be 2,000
., and such
machines give ex-
cellent results, es-
pecially when, as
this firm are now

Tea Mixer. =
constructing them,

they are driven by an electric motor,
attached to the framework of the machine
itself, thus entirely getting rid of all counter-
shafting expenses and losses, which are often
considerable when the engine is some dis-
tance from the mixer, and a large gain of
space, owing to the absence of shafting and
belting.

In addition to making machines which
separate all refuse
from teas, the same
firm of engineers
construct a machine
which will effectu-

SAWAGER o
ally wash, stalk, bl
and remove grit, 7 4
sand and small
stones from cur- 4 Al

rants, sultanas; and Fruit Cleaner..

other dried fruits ; and, further, after thor-
oughly washing, will completely dry, so

much so, as to allow of the fruit bei kept
for considerable periods.

By the use of this machine, the ‘ ‘o
ough '’ Patent Fruit Cleaner, of hich
Savage & Co. hold the patent righ the
fruit is made quite ready for domest uyse,
No further cleaningis required in the = yse,
and the ‘“*bloom’’ on the fruitisnot a' cted
in any way.

The best proof of the excellent | .ults
yielded by this machine is that the - .y
power size is used by such firms as eek
Frean & Co., London, and a New . ork
firm has imported three machines su ess-
ively for its own use, notwithstandii the
high duties.

Several sizes of the machine are : ade,
so as to meet all requirements as t. turn
out, and the largest will machine 2 tons
of fruit per day.

SEND FOR ONE.

Walter Baker & Co., Montreal, have just
got out a good advertisement, and, niore-
over, something that every merchant inight
well have in his shop. Itis an educational
cabinet of cocoa and chocolates. It is inade
in nicely polished oak. On the door is a
brass plate which indicates that it is an
«“Xducational Exhibit’’. Inside, attrac-
tively arranged, are four small bottles, one
contains the cocoa bean; second, nibs;
third, cocoa butter, and the last, breakfast
cocoa. Insidethecabinet door andattached
to it are the samples of the various uther
completed products.

The cabinet is quite worth having, and
one will be sent, without charge, to any
merchant writing for it. In the [ uited
States they are being distributed amoi; the
public schools.

WANTED TRADING STAMPS.

A grocer on ()ueen street west, Tointo,
has no use for ‘‘ trading stamps,’’ bui once
in a while he encounters a custome: who
wants them.

One of these, a lady, entered his tore,
and, after looking over his displ ~ of
candies, asked for sc. worth. Whe the
merchant had parceled her sweet: she
handed over five coppers, hesitate! and
then asked :

““ Do you keep trading stamps ? "’

“]? indeed no; my business i o0n-
ducted on business principles.’’

««Well, I wish I had known th I
would have gone where I could g the
stamps.”’

The merchant offered her back he op-
pers, remarking : ‘It's not too lat. et
lady.”’

The lady, however, decided to fore the
pleasure of collecting trading a stan Ol
her sc. purchase.
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A

Ganadian Exporters

We are open to take a few first-class

igencies for Colonial goods, and solicit correspond-
cnce from shippers of Canadian Products. Our firm
has been established close upon a century, and we
are in close touch with Grocers, Cooperative Stores,
Chemists, Drysalters, etc., and are able to find a
ready market for suitable lines. Preference will be
given to those firms who can place goods of our
manufacture, particulars of which may be obtained

upon application.

ENQUIRIES :

oseph Hobson & Son

Regent Street

4. LEEDS, ENGLAND

Batty & Co.

ESTABLISHED 1824.

INDIAN
CURRIES -

AND

CHUTNIES.

,/,’ f';\m

KERS of High

SAUGES

ALL KINDS.

PICKLES

ALL KINDS.

A FINE POWDER.

HUDSON’S

SOAP

Will wash more clothes, and do more work in much less time than any other Soap.
Linen Lasts Longer when regularly washed with HUDSON’S.

SOAK YOUR CLOTHES

with HUDSON’S and the dirt will slip out -with about half the usual labour.

R. S. HUDSON, 34 Chaboillez Square, Montreal.

IN PACKETS ONLY.
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WE REPRESEN\T

on the marke:
" B'anl‘p

s, e
For Scotch wh‘s“e%:caﬁ\“ i

Cz\eb"a“’d "

For Irish Whiskeys of Superior Quality. v

The Finest Champagne Wine. Firm esta shed
for over a century.
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NATURAL

SOLD BY ALL DRUGGISTS.

esta shed

tn & Cie., [lontreal
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14 To our great surprise, we have heard that there are people in the

1 e Dominion of Canada who do not know what BOVRIL is. To enlighten
| ; the trade, and through them the general public we would say that |
b BOVRIL is the only reliable and most nutritious FLUID BEEF at
' present offered on any market. Samples and analysis sent free on
L 1 application.
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MLk BOVRIL, LIMITED ‘
| W i 11 ’ |
& | " 4 413 |
} I 30 Farringdon Street, London, England. - 25 and 27 St. Peter Street, Montreal. !’
# ]
A1 1N k. H
it CAPITAL, $12,500,000.00 !ULLY PAID UP. e
g DIRECTORS :
! J. Lawson Johnston, Esq., Chairman. Frederick Gordon, Esq., Chairman of the Gordon Hotels.
The Viscount Duncannon, C.B., Vice-Chairman. Robert Farquharson, M.D., M.P.
Sir Edmond Commerell, V.C., G.C.B., Admiral of the Fleet. G. Lawson Johnston, Esq.
Andrew Walker, Managing Director,
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YOU CAN SPARE A MINUTE HERE

It will pay you

Awarded a

Gold Medal

and

savaccdc ) Highest [:iploma
/ at the

EASTCHEAP EXPOSITION
OF
CENTRAL
AMERICA

Guatemala
1897

Patent ‘“ THOROUGH ”’
DRIED FRUIT CLEANER

It will wash. It will stalk, and it will dry your Currants, Raisins
and Sultanas thoroughly. For engine power, it will machine 2%
tons per day.

Our COFFEE MILLS

are not castings, but forgings, with hand-cut steel teeth.
casily, are perfectly adjustable and will last you out

Grind

o e Hand or Power.

772727272222772222727772772/2 28 227

Our TEA SIFTER and CUTTER When vou mix vour tea, mix it perfectly in

and cut the coarse leaves
improving appearance and liquor of the tea.

THE PERFECT TIXER .. ...

the dust.  One ton mixed in 12 minutes. A lad can mix ¥z ton
at a time without help.

will clear your tea of nails, wood, etc.

to a uniform size,
Used by all the leading firms in the United Kingdom

SAVAGE & COMPANY, Engineers,

Contractors to Her Majesty's War Department,

Show Rooms and Offices: LOVE LANE, EASTCHEAP, E.C. |

Works : SNOW’S FIELDS, BERMONDSEY, S.E. ‘;‘ LON DON, Eng.

Telegrams: * Savagism, London.”

John W. Bickle & Greening

Hamilton, Ont.

Established 1812.
Correspondence invited.

State fully your requirements.

Complete price list mailed free, upon application.

AGENTS
for ONTARIO:

=
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' aB
D\ 7his is @ bird's-eye view of the works of

° |
THE E.B.EDDY C¢ uunsa\’
HULL, CANADA..
The gradual evolution of a half
has resuited in the erection of
nstallation of m.
erchandise that hus made their we
gest of their hind, and one of
establishments under
B ANCHE
MONTREAL. TOR
HAMILTON, KINGETON, 8t JOHN,N.B.,

~ HALIFAXx, WINNIPEG! /
CTORIA™. *" VANCOUVER.

Established

Y 1851, Pﬂ”y
Incorporated 0”
DD I1880. C L’ﬂ,

is in battle. So the organization of a great body of industrial workers under one managing head forms also an interesting subject

for investigation. Our forefathers of the eighteenth century knew nothing of industrial armies and factories, and huge manufac-
turing establishments  The steam engine and steam-driven machinery had just seen the light of day when that century closed, and its
people never dreamed of the changes which the steam engine would work. Within a hundred years a factory system has been perfected
which has revolutionized the production of articles on which labor is bestowed. ‘‘Division of labor '’ has been introduced and las
worked wonders, mutiplying the number of articles which may be used by man for his sustenance, his comfort, his pleasure and his
advancement.

In the City of Hull, Que., just across the river from the capital of Canada, is one of the largest manufacturing establishments in
the country ; indeed, it has been said, by a leading English prelate and scientist, to be the largest of its kind and the most unijue
establishment under the British flag. An average of about 1,800 employees are daily ranged in ranks and squads and companies, all
working under a central organization—a general of industry and his staff. The works and branches illustrated herewith, under the conol
of The E. B. Eddy Company, Limited, comprise about forty factories, and cover many acres of ground. The wages paid total over
#1,200 a day, or nearly $400,000 annually. The average daily output is as follows : Matches, 35,000,000 ; indurated fibre ware, 0
articles : woodenware, 3,000 pails and tubs ; washboards, 600 ; paper, 45 to 50 tons ; sulphite fibre and wood pulp, 50 tons ; paper b s,

00,000.

3 Iovery department of this great establishment would bear special description,
but the space at our disposal is limited. In addition there is the electric
lighting plant with its six dynamos, and a capacity of 60,000 candle
power ; the battery of huge bcilers with their blazing furnaces,
in which the refuse of the mill is burned ; the system by
which this great group of buildings is heated ; the water-
power of the famous Chaudiere Falls, and how it has
been harnessed in order that these hundreds of machines
may be driven ; the system of wire rope transmission,
which conveys the power from the water-wheels to the
different factories ; the quantities of raw material
used every year, and the sources of supply—all these
points are worthy of study. Then, there is the fire
protection system, which is said to excel in efficiency W. H. ROWLEY,
even the City of Ottawa across the river. The system by

which all the wares manufactured at Hull are distrib-
uted through the country is an admirable one.
Apart from the vast quantities of goods that are sold
direct to all the leading jobbers and wholesale dealers
throughout Canada, other very large quantites are
shipped to the Company’s varieus branches or agen-
cies in Montreal, Toronto, (Juebec, Hamilton,

CH E organization of an army of soldiers under a general and his staff is an interesting subject for study, especially when that army

E. B. EDDY,

President

Secy.-Treas

(Continued on page 58.)
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Montreal Branch. 3. Hamilton Agency. 5. St. John Agency. 7. Winnipeg Agency.
Quebec Agency. 4. Toronto Branch. 6. One of the British Columbia Agencies. 8. Kingston Agency.
. Halifax Agency.
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Concluded frowm page 50.)

Kingston, Winnipeg, Victoria, Vancouver,
St. John, N.B., London, Halifax, Charlotte-
town, St. Johns, Nfld. From warehouses at
these points smaller lots are then distributed
to customers. The men who have charge
of the branches and agencies are specially
selected for their work, are thoroughly con-
versant with their business, and they must
have few other thoughts than those which
concern the selling of the Eddy goods.

To those who are sufficiently interested
to send us their names, we will mail a copy
of ‘“ A Great Canadian Industry "’ a hand-
some booklet descriptive of each depart-
ment of this great business
illustrated.

profusely

PEPSIN AND ITS PREPARATION.

Pepsin is a ferment, being the agent by
which a portion of the food which is taken
into the stomach is dissolved and’ fitted for
assimilation, says an exchange. It is ob-
tained from the lining or mucous mem-
branes of the stomachs of various animals
—that from the stomach of the hog being
generally preferred.

The method of preparing
follows :

pepsin is as
The fresh stomachs are deprived
of their fat and divested of their outer coat-
ently washed with cold water,

ing, cutopen, g

and macerated for several days in a pickle.
This pickle is composed of water, 30 parts,
and hydrochloric acid, one part, and requires
frequent stirring. The liquid is next strained
and filtered clear through coarse paper, or al-
lowed to stand 24 hours, and then poured off.
Common salt is then added and thoroughly
mixed with the liquid. The pepsin rises to
the top, and after standing is skimmed off.
After this it is strained in a strainer, then
submitted to strong pressure, to force out all
that is possible of the saline solution. Next
it is carefully dried in warm air without
other heat. The resultant constitutes the
crude pepsin, which is used for making
purified pepsin, etc.

“ Purified pepsin '’ is prepared by dis-
solving the crude pepsin before drying in
water acidulated with hydrochloric acid,
then adding just sufficient salt to separate
it from its solution. It is next washed
gently with cold water and drained, pressed
and dried rapidly on glass with gentle heat.

The fish is white below and green above,
because white is the color of the light shin-
ing through the water, and hence protects
him from his enemy below. His back be-
ing green makes him, on the other hand,
appear from above as part of the green
water, and is his safeguard from hawks
and other enemies.

PRIVATE COST MARKS.

In marking goods it is usual with aer-
chants to make use of a private mark, |, ase
or key-word, to designate the cost anc -ell-
ing price of their goods, the object be:
conceal these points from all except ‘eir
own salesmen. The following word: ind
phrases present a choice from whic to
make a selection :

GAS FIXTURE
BLACK HORSE
MISFORTU
IMPORTANC
BLACKSTONE
FISH TACKLE ELUCIDATOR
CASH PROFIT OF INDUSTRY

It will be noticed that each word or pl. ase
contains ten Jetters, no two alike, the o ect
being to use letters instead of figures in n. k-

For instance, take the phra.e
GAS FIXTURE
I 23 456788 0

In marking the cost and selling price on
a ticket, we assume that the cost is 3; 23
and the selling price £4.37 ; this would be
expressed by the letters sai—fist. The
cost price is generally placed uppermost on

the tag, the selling price below it, thus "l'
An extra letter, styled a repeater, is used to
obviate the repetition of a letter or figure,
as well as to more perfectly conceal the
private mark. For instance, instead of
writing 366 by the key-word, which would
be s x x, use as a repeater the letter o, and
make it read sxo. Fractions may be writ-

ten thus : 4562:/»:“"_:-L

SO FRIENDL\
GAINFUL JOI
JOINERS TAXN
BROWN SUG.
NOW BE SHA

ing goods.

Office and Sampleroom, 3169 NOTRE DAME ST. |
Warehouse, 4 to 18 FABIEN AVENUE )

STE.

MERCHANT AND
MANUFACTURER OF

Refrlgerators
lce Chests..

DIPLOMA AWARDED
MONTREAL EXHIBITION
1896.

v

Proprietor of-

Aubin’s Patent Grocery
Refrigerator,

New Dominion,Improved Domir in,
Special, Improved Daisy Palac:
Hardwood, etc.

Write for Catalogue and
Price List . . .

CUNEGONDE
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; Montreal Wall Paper Factory

Our representatives are now on the road with the finest line of

WALL PAPERS

ever submitted to the Canadian Trade, comprising everything
from the cheapest Ungrounded Papers to the finest Embossed
Gilts, also a very large line of Ingrain Papers, with Full
Combination of Border and Ceiling.

EVERY LINE IS A SPECIALTY.

" COLIN McARTHUR & CO.

A Montteal.

1030 Notre Dame Street
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Stimpson

We claim that the Stimpson
is the best Computing Seale
in the market, because the Stimp-
son Secale weighs in pounds
and ounces, and computes in
dollars and eents, both by one
movement and without any ad-
justment for price. As both
weight and value are shown,
you have a double check on every

transaction and there is no pos 1
bility of crmr
% (2

We mi

It saves you TIM
It saves you WORRY.
It saves you MONEY.

Computing
Grogers’

implicity, We it
QS and Value
* '

Scale.

It is absolutely fair both t
Merchant and Customer, th:
Customer being able to read th:
exaet weight while the me:
chant has both weight and pric:
in front of him. Through th:
savings effected by its use it
will pay for itself in si
months’ tune. Send for our cata
logue showing full lines of scales
with detailed information as to
their operation and mechanical
construction.

ty-five to sixty-five dollars.

Stimpson Computing Scale €o.

CANADIAN
AGENCY :

70 Yonge St. Arcade, _

..TORON: )

ONCE TRIED,

‘“ Best I ever used,”

is heard on all sides.

Each packet containing 34-l1b. will-

make over 114-lbs. when
ready for use.

Arways USED.

o4

ALL WHOLESALERS

From Halifax, N.S.
to Victoria, B.C.

NO RIVALS

For this Mince Meat
is Superior
to all others

Appearance
Nutrition

Delicacy of Flavor
and Choice Qualit;

..TORONT)
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On American day a visitor to the
Winnipeg Exhibition from across the
border asked a Canadian friend it

Canada had a National Flower. “Oh
yes,” was the reply, “OGILVIE’S.”

,//'
7
/
7

HE highest and most regular

quality of flour in America,
and the largest individual milling
business in the world.

Daily Capacity
9,000 Barrels

W. W. OGILVIE

HEAD OFFICE MONTREAL
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self to one grade of butter. Have th: : o

BUYING, HANDLING AND SELLING BUTTER. Soar. Tl goo will abubus Bolp 5o the

By OMAR

UTTER, and how it
should be hand-
led and sold,
will be a timely
subject for dis-

cussion until
perfection in
quality, etc., is
reached, and
furtherimprove-
ment is no
longer possible. During the last few years
the quality of Canadian made butter has
materially improved, thanks to the cream-
eries, which sprung up all over the country.
While, however, the creamery made article
has improved in quality, as well as quantity,
there is but small improvement in the make
of the butter which comes to the store of the
country merchant from the farmer’s dairy.

“To my mind,”’ said a commission
merchant to me the other day, ‘‘the quality
of the butter coming into Toronto is even
worse than last year. The dry weather may
have something to do with it. But, what-
ever the cause may be, I know the quality
of a great deal of the butter is bad. The
country merchants,’”’ he continued, ‘‘are a
great deal to blame for this condition of
affairs. They do not use enough discretion.
They pay the farmer who brings in bad
butter just as much per pound as they pay
the farmer who brings in good butter. The
natural tendency of this is not only to
encourage the farmer who makes poor
butter to continue doing so, but it discour-
ages him who makes good butter from

continuing to do so.

"

* What would you suggest ?

] would suggest that the country mer-
chants discriminate when purchasing. Let
them allow every farmer for his butter just
exactly what it is worth. Put the value
of the poor stuff down to its proper figure
and it will gradually result in more atten-
tion being paid to the making of dairy
butter. It is ridiculous the way some
country merchants now buy butter. I
know there is danger of offending customers
by insisting that what shall be allowed for
butter shall be its value only. But, if the
merchants in each town or village were to
arrive at an understanding among them-
selves in regard to the matter there would
be no difficulty. At anyrate the difficulty
would only be short-lived, for the farmers
would soon learn that butter, in order to
realize a good price, must be good in
quality.

“ Then, another thing is in regard to the
ubs. Farmers, in putting up butter, often

good quality. Have the price ticke: | to
each grade.’’

*“In regard to pound prints what yld
you say?”’

‘“Large rolls it is difficult to ike
attractive in a refrigerator. Theyare ver
uniform in size. With pound prints | js
different ; you can riaic - them attracti. by
exercising a little in. €. ity and taste. 2

““ On their counters grocers should  eep

pack it in old tubs which they get from the
country merchants and other sources. Tubs,
once used, can never be properly cleansed.
Tubs only cost about 25c. new, and rather
than they be used a second time for butter
they should be burned. There is scarcely
anything that smells worse than a butter tub
after it has been emptied of its contents and

allowed to stand in the open air for a short pice marble slabs for turning out | (ter
time. Then, to say no.thing ?f the bad odor upon for the inspection of customers. . ialf
of an old butter tub, think of itsbad appear-  the time some merchants do not turn oi the
ance. tubs at all; and if they do it is 0. the

* One thing retailers should stop doing,
and that is, making pound prints out of tub
and large roll butter. In the first place, the
very act of making pound prints out of tu
butter takes the body out of the butter, and
then it 1s often medium tub and large roll
butter that is thus transformed. They should
not expect to get get good prices for such
butter, but, do you know, they often do so
expect ?

counter oron a piece of paper.

““ Then, as to cutting tub butter. Al ays
use a wire. After the tub has been tuined
out, cut the butter horizontally about the
middle. Then cut perpendicularly (he
upper half into two equal partsand jlace
these halves on top of each other with the cut
parts facing outward. This makes the hut-
ter more attractive, and helps to sell it. I
know this from experience. And instead of
cutting a pound or two of butter for a (us-
tomer from the pieces on top I would cut
them from the bottom half,”’ concluded my

“If the country merchants would get
their customers to make pound rolls, and
these the merchants themselves would ship
to the city, once or twice a week, in refrig-
erator boxes, it would not only ensure a
better quality of butter, but more money for
the shipper. And then, merchants, who
would do this, would gradually make for
themselves a reputation, with the result that
they would, as a rule, obtain a better price
for their butter than those who were without

informant.

THE MERCHANT WON.

A London merchant, who had a rather
ruddy complexion, after ‘“ doing’’ Glasgow,
had some time to wait for his train at St.
Enoch station, and bethought himself of a
little joke, says Answers.

““What is the name of this station, iny
good fellow ? '’ he asked of a porter.

¢*St. Enoch station, sir."’

A few minutes later, he met the s.mne
porter and said :

*“What did you call this station, porte

“St. Enoch's? Dae ye no see the n.me
abune the hotel there?"’

this reputation.

< If large rolls are being received when the
weather is too warm to ship them, the mer-
chant, after classifying them as to quality
and color, should pack them in tubs. As
soon as the tub is filled, a clean cloth should
be put over the butter, and, on top of that,
a paste of salt and water. This cloth and

paste should be put on as soon as the tub is Just then, the train was shunted in, nd
packed. Tub butter should be shipped to our English friend got comfortably seatc ! in
city at least once in two weeks, and large a third-class smoker, along with a few i e

rolls and pound prints, once or twice a
week. If country merchants were to pay
attention to such details as these, they would
make a great deal more out of their butter
than they do now. Tubs, when packed,
should be kept in a dry, cool cellar until
shipped.’’

<« What suggestions have you for the city
retailer, in regard to the handling and sell-
ing of butter?”’

«“Oh, I don't know. However, to those
who have glass-fronted refrigerators, I would
say : Don't put your tub butter, tub and his most polite tone :
all, into the refrigerator. It does not look ““Would you kindly tell me the nan.  of
well. The butter should be turned out of this station, porter ? "’
the tub, and a nice ticket, with the price, ‘ Gang awa’, ye bacon-faced buffer Vit
placed thereon. Then, do not confineyour- yer daft heid in !’ was the answer.

passengers of the male persuasion.

““These railway officials are about he
worst ; they can’t be civil,”’ remarked he
Londoner.

““That's a confounded lee!’’ sa a
Scotch farmer.

«“Well,"' said the Londoner, ‘Il et
five bob I don't get a civil answer froi. 1€
first porter I ask a question of."’

““Done !’ replied the old farmer.

Looking out, he spied his ‘‘gre
friend, and, beckoning him over, askc in
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LICORICE =« =

We manufacture everything in the Licorice line carried by the Gro-
cery, Drug and Confectionery trades. We might mention—Y. & S. Stick
Licorice, all sizes ; Acme Licorice Pellets; Y. & S. Licorice Lozenges, in
cans or glass jars; A B C Blocks; Purity & Dulce Brand one cent sticks;
Bundled Licorice Root, etc. In PrLIABLE Licoricg, Triple Tunnel Tubes,
Mint Puff-Straps and Navy Plugs. Write for illustrated catalogue.

Established 1845.

Brooklyn, N.Y.
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Western Fair,

Lone

Extract from “ Toronto Globe,”

fo. Z

¢« This new, soft and yet brilliant light

has passed the experimental stage, and it
is now a necessity of modern life. At
Toronto the London company illuminated
the Press Bureau, main association offices
and other buildings, to the entire satis-
faction of all concerned. Here the Main
Building is lighted by the same safe, sim-
ple and effective method, and by the
same company, and the directors of ‘ The
Western’ are negotiating with them for the
permanent lighting of all fair structures.
Here the electric lights look dim in con-
trast with the natural sunlight (for such it
is) of the London Acetylene Company's
burners. Certainly no exhibit has created
a deeper interest than this, for its success
(now assured) means a revolution in this
great necessity of home and business life.
Any further information will be cheer-
fully supplied to all who apply to the
London Acetylene Lighting Co.”’

We do not know whether we have the
“Best Machine on Earth,” as we have not
examined them all, but we are not afraid
to guarantee that our machine will do all
we claim for it.

Acetylene Lighting Co.
LONDON, ONT.
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A Perfect Cheese

AMrraas A AAA AN

® FUR SALE by all leading Grocers
throughout the world. In white
opal Jars only

There are imitations of our Labels, Jars
and Holder, be on your guard
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A. F. MaclL.aren & Co. | o

Imperters and Experters of all kinds
of Fereign and Domestic Cheete,

TORONTO and STRATFORD, Can: .ia
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HINTS ON BUYING, KEEPING AND CUTTING CHEESE.

> 5 1 have been asked repeatedly the

best way to keep and cut the differ-

ent brands of cheese, I have de-
cided, at the request of THE CANADIAN
GROCER, to put same in print, and hope it
may be of some benefit to the grocery trade
in general. Itis a well-known fact that all
kinds of cheese are of a more or less perish-
able nature, some to such an extent that
their importation during the hot season is not
deemed advisable.

As the quality of cheese does not, as a
rule, improve with age after it has once
attained its proper ripeness, dealers will do
well to avoid carrying more stock of the
more perishable kinds than is necessary to
supply their customers without interruption,
and to have shipments, even of the kinds
ordinarily called hard cheese, always made
by fast freight, while those that are usually
called soft cheese, such as Neufchatel, Cam-
embert. Brie, etc., should invariably be for-
warded by express.

PURCHASING CHEESE.

In purchasing cheese, care should be
taken in its selection, as in many cases mer-
chants simply ask for a box of cheese. The
difference of quality does not seem to be of
much account. Consequently, the bulk of
cheese offered for sale in Canada are the
culls, the finest goods being forwarded to
the I'ritish market, where the value is regu-
lated by the quality of the cheese. There-
fore, tiie first step in purchasing cheese is to
buy ti:c proper stock ; afterwards to care
propect; for same, asin many cases where
the « ‘:cse leaves the manufacturers’ hands
in pc.oct condition it often turns out bad
from « .ieless and improper handling.

HANDLING CHEESE.
«dling all kinds of cheese, the first
t important matter is cleanliness.
nothing impure is around your
¢ ; keep everything fresh, clean
in the building. In cutting cheese
1ail counter, see that the counter,
d all utensils are thoroughly clean;
wrapping use the best wrapping
‘egetable paper is much superior
¢ around a cut of cheese than any
12€r.
SWISS CHEESE.
heese can be shipped all the year
found ithough exposure to the extreme
heat o ,id should be avoided. It should
be ket in a cool cellar, not exposed to

By HENRY WRIGHT, OF A, F. MACLAREN & Co.

draught. Never let a loaf stand on its edge,
as it is apt to break or crack on the inside.
Do not allow more than two cheese together,
as there is danger of injuring the one under-
neath. Cut loaves should be covered with
a cloth damp with salt water. This will
prevent the cheese from cracking or getting
dry, and will preserve its good appearance.
In fly time, vinegar is better than salt water.
Never use a knife ; always cut with a wire.

ROQUEFORT AND GORGONZOLA,

although not properly soft cheese, should
be treated as such on account of their rather
perishable nature. Itis a well-known fact
that these cheese are very brittle and easily
broken, and great care must be taken in
handling them. They keep best if left in the
ordinary packing until wanted for use, and
should be stored in a cool, dry place where
they are free from flies. Care must be used
in removing them from packages, and, when
once removed, do not place them more.lhan
two high, as the weight of the upper ones
crack those underneath. It is very impor-
tant to keep these cheese, as well as the
others mentioned, free from draught and as
cool as possible, not allowing them to freeze.

In cutting Roquefort cheese, use a thin-
bladed, sharp knife, and do not saw, but
make a clean cut. In cutting, as with a
saw, it will likely break the cheese and it
will not be nearly so salable. Gorgonzola
should be cut with wire.

ENGLISH STILTONS.

English stiltons, when ripe, should be
keptin a cool damp cellar, and, never under
any circumstance, be left in a draught, as
the cheese is very liable to crack and get
dry. A good way 1s to put a damp cloth
over the cheese, if it is noticed that they are
becoming too dry. They should never be
cut with a knife. Use the wire, and in this
way you will have no breaking or crumbling,
and the consumer will appreciate the piece
cut much better if cut with a wire, as the
appearance goes a long way in English
stilton.

POITED CHEESE.

Potted cheese should be kept in a cool
dry place. If placed in a moist temperature
it will soon mould and give the cheese a
bad appearance. It is much better if left in
the case as ordered ; and, never under any
circumstances, place the cheese on the
shelves during the summer months, as the

heat will cause it to run and affect its flavor
and practically render it unsalable.

SAPSAGO AND PARMESAN CHEESE.

Sapsago and Parmesan cheese are good
one year, and sometimes longer, if a little
care is taken to keep them cool and not ex-
pose them to insects, light or draught. It isa
good plan to wrap Sapsago cheese in tin foil
when exposed for sale, but the best plan is
to place it under a glass cover. If neither
of these is done, it will crack and be worth-
lessin a short time. It is much the same
with Parmesan cheese.

EDAM CHEESE.

Edams are better to foil. This prevents,
to a great extent, drying out, but when in
foil it is well to grease them. Ihave known
them and pineapples to keep all summer by
being well oiled and wrapped in brown
paper.

LIMBERGER CHEESE.

Limberger cheese, when made in summer,
should be used before Jan. 1; but Septem-
ber and October cheese will keep all winter.
Keep in a cool cellar; turn the boxes over
every two or three weeks. It is better to
wrap in parchment paper, as the foil is apt
to turn the cheese black in two or three
weeks' time. If the cheese is inclined to
get too soft, put sticks between the boxes to
keep them from heating. Cheese exposed
for sale should be kept under a glass cover.

NEUFCHATEL AND CREAM CHEESE
Do not cover
Do not

keep best exposed to the air.
them, as they are apt to mould.
get more than one week's supply, as they
are better fresh.

FROMAGE DE BRIE AND CAMEMBERT
keep well in the original boxes. If they
should get soft, they will harden by being
exposed to the air, by removing the cover
from the box and putting them in a cool
place. Iftoo hard, they can be made soft by
putting them under a glass cover. If the
wrappers become soiled, re-wrap them.

CANADIAN CHEESE.

Ordinary Canadian factory, or cheddar
cheese, should be always kept in a cool
place, and, if new, should be turned, to
begin with, twice a week. Afterwards,
once a fortnight until cat. Sometimes, a
little butter spread on the side of the cheese
not used keeps the same from wasting and
In cutting factory cheese, the wirg

drying.
should always be used.
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EYLON
C TEA

The New Flavor.

CHOICEST PICKINGS from the best known gardens of Ceylon alone are
used in this Blend. Possessing delightful, refreshing and invigorating qualities.

THE HIGH STANDARD and absolute purity of * AURORA" al-
ways maintained.

PACKAGES---Most Unique and Attractive---Absolutely Air-tight---the
most Healthful Package offered.

You I-Ib. and !2-Ib. Packages. And
Delight RETAILS AT Increase
Your Customers 35: 40 and 50 cents. Your Profits

—By Selling—

AURORA Ceylon Tea

4, THE NEW FLAVOR.

W. H. GILLARD & G0, .52 HAMILT(Y

Headquarters for the Finest Teas.

JOHN MOUAT, Northwest Representative, WINNIPEG
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\10 OF QUALITY

Quality creates confidence -

Confidence means increased profit to the Retailer.
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These brands
are a guarantee

of the Highest
Grade of

Currants

grown in Greece.
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Mediterranean Fruits

REIN & CO.S TRENOR’S

tCmtr.,u SELECTED
]
1

gv Tne GROWERS. ‘.
gv Aeeomrment - W H. Gitearo & Co. - Sote AGENTS —
B HAMILTON.ONT cor Canana L
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Choice Clusters, boxes and }{-boxes. « Blue Eagle ” Finest Selected Valencias
Black Baskets, boxes and }-boxes. “ Blue Eagle * Fine Off;Sta!k.
London Layers, boxes and }-boxes, etc. Aranda ” Selected Valencias.

* Aranda ” Fine Off-Stalk.

] “ Elster ” Finest selected.
SULTANAS « Elster " Fine Off-Stalk, etc.
“ Extra,” “ Medium.”

Fioe . - NUTS....

Grenoble Walnuts, Marbot Walnuts,

Imperial Eleme Layers, 10-lb. boxes. Tarragona Almonds, Brazil Nuts,
Extra Choicest 8-Crown, 20-lb. boxes. Polished Pecans, Sicily Filberts, etc.
Extra Royal 6-Crown, 9-lb. boxes. ‘ Shelled Almonds, “ Bull ” Brand.
“ Aurora” Brand, 1 -lb. boxes, etc. ‘; Shelled Marbot Walnuts.

P‘ ‘;LSIIII [ DATES----
Crosse & Blackwell’s and York. ! «“ Hallowee Persian.”

Our stock of Fruits is replete with the highest grades of the best-known packers.

W. H. GILLARD & CO.
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FALL 1898.

We are constantly reaching out for new business. Cur
arrangements for securing goods at the very lowest prices re
becoming better as we progress. Remember that every advantage
oained by way of buying 1s shared with you. We are in at the
bottom on Fruits, Canned Salmon and Vegetables, get our prices.
When buying or selling tea bear in mind that LUDELLA is
sooner or later the tea for your trade. It 1s quietly working to
that place where there 1s generally lots of room (at the top)---
We might name another line of great merit, but of a totally
different character, Diamond Crystal Salt, universally admitted to
have no equal, either for table or dairy use. Then, there s
Webb’s Perfect Starch, another good one, entirely different from
the rest.  You can bank on all of them, and your business will
be the better of having them in stock. Our travellers have
lowest prices. See them or write us for quotation on Fruits,

Canned Goods, etc.

H. P. Eckardt & Co.

Wholesale Grocers
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‘resident, Treasurer,
jor “AYNE MacLEAN, HUGH C. MacLEAN,
Montreal. Toronto.

TH: MacLEAN PUBLISHINC CO.
Limited.

iishers of Trade Newspapers which cir-
te in the Provinces of British Columbia,
7. thwest Territories, Manitoba, Ontario,
(ucbec, Nova Scotia, New Brunswick, P.E,
;~iand and Newfoundland.
OFFICES:
MOi« i REAL - - - - Board of Trade Building
Telephone 1255.
<ONTO - - - - - 26 Front Street West,
RO Telephone 2148.

NiDON, ENG. - - - 109 Fleet Street, E.C.
gl 9 71°M. McKim.

_HESTER, ENG. 18 St. Ann Street

g : H.S. Ashburner.
:W YORK - - - - 14lIrving Place,
e M. ]. Henry.

subscription, Canada, $2.00. Great Britain, $3.00

Published every Friday.

Cable Address .| Adscript, London

( Adscript, Canada

Vol. XIIL. OCTOBER 14, 1898, No. 41.

BUSINESS-LIKE PUBLIC MEN WANTED.

Y "HINKING men in Canada are becom-
ing sceptical as to the success of the
representative system of government,

for the possession of which our fathers

wrestled long and hard. And it is no won-
der, for there is much to discourage those
who are desirous of securing government,
for the country,based on business principles.
Instead of that, however, it is too often,
in both Federal and Provincial matters,
government for the politicians, based on the
prit.iples of the ward politician.
¢ fault, however, does not lie in the
rep o-entative system. Anything else than
the + presentative system would not be com-
pa ¢ with Canadian temperament. The
tr ¢ is with the people, not with the

S.

:source of good government, wherever

a .al franchise is to be found, is in those
vercise the franchise. A Government,

i re, is a reflex of the people, whether
overnment be good or bad.

: Spanish Government is undoubtedly
th st corrupt in Europe, no matter what

P¢  appens to be in power. but the nature

ol Spaniard is such that he never gets up

:nt energy to ** kick the rascals out.”’
tio .ys his taxes and groans ; but groans
GL ot create steam; at any rate, steam

enough to set Spanish intelligence revolving
in the right direction.

In Canada, the prevailing sin of the party
in power, be it Conservative or Liberal, is
not corruption, although we cannot boast of
being sinless in this respect; it is in unbusi-
nesslike methods that the public men in this
country mostly err.

With theaverage Administration the voice
of the ward politician with an axe to grind
is more potent thanthe voice of the business
man with a suggestion for the good of the
country.

The leaders of a party when they take
office are, no doubt, as a rule, actuated by
the best of intentions, but their best inten-
tions usually have to flee before the onslaught
of the professional politician, with the result
that those things they would do they do not,
and those things they would not do they do.

The one thing needful in the political
affairs of Canada is that the influence which
is now paramount shall be overthrown, and
its place taken by men of business common-
sense ; by business men instead of by ward
heelers ; by men whose concern is the
country and not office emoluments for them-

selves or their friends.

It does not require an Act of Parliament
to do this. If the business men exert them-
selves at the party caucus, and, on polling
day, vote as their conscience tells them they
ought to vote, politics would soon become
purer and Governments more conformable
to the will of the business interests of the
country.

But, as long as party bosses can persuade
the rank and file to follow them, whitherso-
ever they may choose to lead, good govern-
ment there cannot be, and sceptical as to the
efficacy of representative government will
a good many continue to be.

Dishonesty is a bad subsoil for business
to propagate upon.

A HINT TO CLERKS.

Clerks who keep in mind the fact that
better profits are, as a rule, obtained from
moderate-priced than from low-priced
goods, and govern themselves accordingly,
when selling goods, will earn reputations
for themselves as well as money for their

employers.

CHIEF ESSENTIAL TO SUCCESS.

ENIUS is by no means the most
essential quality for success in mer-
cantile or any other pursuit.

If there is one quality above all others
which is essential, it is industrious contin-
uity of purpose: The persistent plodding
that says ‘‘It shall be done,’”’ when the
force of nature and a combination of circum-
stances seem to say ‘* It shall not be done.”’

(enius, combined with continuity, never
fails ; but, without it, there is no other
alternative. Valuable and perfect as a piece
of machinery may be, it is inert and useless
until steam or electricity stirs it into action.

And industrious continuity is the force
without which no man can attain success,
be he endowed with genius or blessed with
ordinary intelligence.

Start two young men out into the world,
the one a genius without industrious con-
tinuity, and the other an ordinary mortal with
industrious continuity, and you ca'n safely
wager on the latter every time. He may
not promise as well at the start, but the race
is a long one, and at the finish he will be
an easy winner.

No young man of ordinary intelligence
need fear success, if, after adopting a calling
he feels to be the most suited for, he takes
off his coat and, in evil and good report,
persistently plods along, keeping always in
view the goal of his ambition.

He only need fear success who fears
work.

MUST PAY THEIR DEBTS.

The E. B. Eddy Co., Hull, Que., have
posted notices in their shops stating that all
employes having their wages seized for
debt will be dismissed from the company's
service.

This report of the action of the E. B.
Eddy Co. will be interesting reading to the
merchants interested in the attempt made at
the last session of the Dominion Parliament
to have the salaries of civil servants made
garnisheeable. It shows that among em-
ployers of labor the feeling is growing that
employes who do not pay their debts are not
the best class of servants.

It would be good policy for merchants
throughout the country to endeavor to
extract from the member for their riding a
promise to support the garnishee bill, which

is to come up again next session.
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WILL FREE CANALS PAY CANADA?

OR some weeks past, the St. Lawrence
canal system has been receiving a
great deal of attention in the United

States from newspapers, grain exporters and
growers, and transportacdon companies.

This is a subject which has received more
or less attention from those quarters for a
great many years, but what has given it
the particular interest which it now enjoys
is a petition of the Lake Carriers’ Associa-
tion, endorsed by the Chicago Board of
Trade, to the United States Commissioners
at Quebec, asking that an effort be made to
secure the abolishment of the canal tolls on
the Welland and St. Lawrence river canals.

The idea by no means, however, meets
with unanimous favor in the United States.

As we have already pointed out, Chicago,
the members of the Lake Carriers’ Associa-
tion and the grain producers of the great
Northwest are hand-in-glove for free canals.
But Buffalo is unequivocally opposed to the
proposition, and New York looks decidedly
askance at it. Oswego and Ogdensburg
would gain by freecanals. Therefore, they
can be counted with the pros.

Buffalo last year received 199,400,603
bushels of grain, by lake, for shipment out
again by rail and canal. Anything which
would tend to curtail these receipts can
scarcely be expected to be taken to its
breast by that city and warmed.

But not only is the handling of grain at
Buffalo a large industry, but it is a growing
one. The receipts last year, which were
the largest on record, were over 100,000,000
bushels larger than in 1889, and 170 per
cent. in excess of those of ten years ago.

New York looks askance at the proposi-
tion of free tolls because of the possibility
that Montreal would gain thereby at the
expense of New York.

One of the arguments used by those who
at least are not strongly opposed to free
tolls on the Welland and St. Lawrence river
canals, is that it is possible that while the
shipment of grain via the Erie canal to New
York would fall off, it is equally possible
that what was lost in this particular would
be made up by increased shipments thereto
by way of Oswego and Erie canals.

However, New York probably thinks that
even should there be two birds in the bush

it is better to hold the one in thehand. And
most men will probably conclude that what
would tend to divert shipments down the
Welland and St. Lawrence river canals
would certainly tend to divert trade from
New York.

At present, the bulk of the grain which
arrives at Buffalo goes to Europe via New
York, and last year, while both the receipts
of grain there and the exports of grain
therefrom were the largest at least in 20
years, yet, the exports from the port of New
York are not proportionately as large com-
pared with the total exports of the United
States from all ports as they were. Boston,
Philadelphia, Newport News and New
Orleans are becoming competitors more
and more keen, which naturally makes the
Gothamites somewhat jealous of their in-
terests, which this movement for free tolls
on the Canadian canals by no means tends
to lessen.

The receipts of grain at New York last
year via the Erie canal were the smallest,
with one exception, since 1878, which is the
most remote year for which we have any
data. And, while what is lost in receipts by
way of the canal is more than made up by
receipts by rail, yet New Yorkers realize
that the falling off in the former is not a
good sign. The following table, showing
the receipts of grain in bushels at New York

by canal and rail are at this point interest-

ing :

By canal. By rail.
Bush. Bush.

IBIB s 63,664,049 63,960,486
U SR e 57,035,507 76 483,604
69,345,829 71,901,088
38,188,910 73,289,097
32,148,345 53,672,968
41,214,293 51,389,834
37.924.524 48,086,975
29,926,879 65,563,023
43.995.835 59,200,235
46,009,200 50,755,235
24,020,600 40,515,051
33.994.590 30,434,748
30,185,400 63,938,068
31,696,694 96,194,173
26,780,675 103,111,076
43,835,800 61,892,966
43,031,800 42,535,695
14,690,100 72,788,335
32,250,050 88,227,725
23,848,621 132,524,575
Total 773,786,701 1,368,364,956

As far as Canada is concerned, it is the
duty of the Commissioners representing the
Dominion to look at the matter from a busi-
ness standpoint. Will it pay to make the
canals free ?

Up to the end of June, 1897, the Dominion

had invested nearly $84,000,000inits« 3]
system. Last year, the amount of rev. e
collected from all the canals, excep: e
Sault Ste. Marie (which is free) was 3
o061, which means that the revenue i: ss
than 2-5 of 1 per cent, on the total am .t
expended in building and maintenance

Of this amount, $195,083 was der =d
from the Welland canal and $88,865: m
the St. Lawrence canals, a total of $:

948, or 81 per cent. of the whole. I
cally, therefore, to make the Welland = d
St. Lawrence river canals free would . to
wipe out the revenue received from 'he
canal system of the country.

Last year, the exports of grain from M t-
real were 26,376,800 bushels, while fiom
New York they were 117,721,143 bushels,
or over 78 per cent. larger. And it must
be remembered that the New York figures
are swelled by Canadian grain, something
like five-sixths of the grain exported by
Manitoba and the Northwest going by the
Buffalo-New York route.

With the Welland and the St. Lawrence
canals free, they would then be on the same
footing as the Erie canal. This would be
to the advantage of Montreal. But it would
also be to the undoubted advantage of
Oswego, and possibly more so than to the
Canadian port.

But whatis of more importance to Canada
than free canals is deeper canals.

As the Canadian Deep Waterway Com-
missioners, in their report of 1897, stated,
‘ More than half the best steamships of
the United States are imprisoned above
Niagara.”’ And they areimprisoned there be-
cause the Welland canal is not large enoi.;h
to admit of their passage to Lake Onta:io.
Could these large steamers reach the 1z er
lake, Montreal would undoubtedly be: ft
thereby, as well as Oswego, even provi =d
they had to transfer their cargoes to bargc at
Kingston. But it is obvious thatif Cana: :n
shipping upon the upper lakes is not to = :x
leaner even than it now is, that craft 1 e
approximate 1n size to those of the U: :d
States plying there will have to be o-
vided. As long, however, as the Weli d
canal particularly remains an obstac!. 0
the passage of modern lake steamers 0
long will there be an obstacle to the deve »-
ment of the Canadian shipping onthe u, er
Jakes.
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NEW METHOD OF SELLING SUGAR.

% RADICAL change has been decided
[ \ upon in regard to the method of
selling sugar.

“he practice, heretofore, as the trade is

{ aware, has been to quote so much
7. 0onto, London, Hamilton, Montreal, etc.,
tli. purchaser paying the freight.

il this has now been discarded and,
l.crcafter, prices will be quoted at so much
d«livered, the figures being based on values
in Montreal plus the freight rate to the
delivery point.

i’rices will also, hereafter, be quoted
decimally.

Wholesalers, it might be noted, now buy
their sugar delivered as well as sell it
delivered.

Another innovation is that the traveler,
when'making a sale of sugar, must make a
note of the time of day at which the sale is
made. The object of this is to try and pre-
vent any favoritism or misunderstanding in
event of changes in prices. Under this
regulation, if <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>