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A FAMILY OF ENGLISH LIMIGRANTS ARRIVING AT A WESTERN TOWN




THE CANADIAN GROCER

THE SMOOTHEST
TOBACCO.

“VELVET” IS ONE OF THE GREAT SUCCESSES AMONG
PIPE SMOKING TOBACCOS. IT WILL PAY YOU TO
KEEP A GOOD SUPPLY ON HAND TO MEET ITS EVER
INCREASING DEMAND.

Velvet Tobacco Boit o tn

1/10 Pound
Tins—3 Pound

Cartons

_ can be obtained
from all
Wholesale
Houses.
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Manufactured by Felix Codou, Mar-
seilles, France, in one of the most
rigidly clean and modern Factories
in the world, these goods are unsur-
passed for quality.

MACARONI

VERMICELLI
SPAGHETTI

Only Taganrog (Russia) Wheat is
used, it being the wheat best adapted
for the production of these delicacies.
Tender as pastes can be, and nutritious
to the highest degree. The name
“Codou” on the package ensures the
quality.

Arthur P. Tippet & Co.

Agmt:
Montreal Toronto
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Robinson's
Patent Barley

has proved itself a
healthful and nutri-
tious food for young

and old.

Sells
Without Effort

Its reputation is long
established and cus-
tomers like it; that
accounts for the
steady demand.

MAGOR, SON & COMPANY

403 St. Paul St., Montreal
AGENTS FOR THE DOMINION OF CANADA

30 Church St., Toronto

The Syrup that is
always on the run—
CROWN BRAND

Everywhere advertised, it hits the public taste, brings
the trade and makes the profits.

LIMITED

Tre GANADA STARCH (8

MANUFACTURERS OF THE

EDWARDSBURG BRANDS

Works, Cardinal & Brantford. Ont

L
Ramaase o




THE CANADIAN GROCER

A
Milk
System
Perfect

BORDEN'S

The products of such a perfect sanitary
system invariably receive the topmost atten-
tion of the consuming public — this is the position
held by the BORDEN lines for over half a century. Each
day Borden’s Milk products continue to soar in popularity. As
the output increases so the sales increase, there being no let up.
Borden’s receive highest awards wherever exhibited. Make Borden’s your leaders.

BORDEN MILK CO., Ltd.

‘* LEADERS OF QUALITY **

MONTREAL
Branch?Office: No. 2 Arcade Bldg., Vancouver




THE CANADIAN GROCER

s S —

Paris Pate Sandwich

You certainly will handle this delicacy sooner or later? Why not now? The superla-
tive quality of this product, which is regarded by the best dealers in Canada as a
really fast seller, makes it important for you to put in a stock right away.

Nothing But

The Purest of Meats and Spices

‘Just Ask Us About The Profits
Just Get A Sample And Taste It

Ask our Agents:

C. Grantham, Vancouver, B.C. F. E. Robson, Toronto.

Woollard & Starratt, Calgary. The Marshall Brokerage Co.,

Tees & Persse, Ltd., Winnipeg. London, Ont. ,

A. L. Martin, Port Arthur. F. Roberge, Ottawa.

Fenwick & Hendry, Kingston and Buchanan & Ahern, Quebec.
Distriet. G. W. Gorham, Halifax.

La Sooiétf Francaise de Sp‘éoialités Alimentaires
Montreal

Ask about Saucisson Spa, the highest class dried French
Sausage on the market. The spiceadded givesit a flavorthat
cannot help but please. Packed in 5lb. and 101b. packages.

Travellers wanted in every province.
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There is One Brand

that will satisfy the desire and tastes of all
classes of your trade for baked beans.

Proper cooking of the highest quality
beans, combined with just the right
amount of flavoring ingredients, has made

“Simcoe”

a popular dish with the classes as well as
the masses. ‘‘ A Better Quality at a
Lower Price.”

Notwithstanding the high price for White
Beans and high prices prevailing for food
stuffs in general, ‘' Simcoe’’ Baked Beans
are reasonable and are continuing to please
the lovers of this wholesome food.

Dominion Canners, Limited
HAMILTON : CANADA
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WAGSTAFFE, LIMITED

Makers in Hamilton of Pure Jams, Jellies and Marmalades for Shipment to all Parts of Canada

COPPER | SILVER

PREPARED PACKED
IN

r N IN
COPPER 2 GOLD
KETTLES e
, PAILS
BOILED IN o
SILVER : e s
PANS 4 :. . ' ‘ GLASS

THE MOST UP-TO-DATE FRUIT PRESERVING PLANT IN CANADA

~ GOLD

Our line of Jams, Jellies and Marmalades is recognized by the
particular buyer all over Canada as the best and purest that can be.
The accompanying cut represents the present home of Wagtaffe’s
goods. It is conceded by expert authority to be the most up-to-
date fruit preserving plant in Canada. The walls in processing
rooms are constructed of white enamel bricks; the floor is of

mastic; making it a factory with every modern sanitary method
that money can procure.

For the grocer who wants t- ' .adle the best—Put in a stock of
Wagstaffe’s—There’s good profit for you and satisfied customers.

Wagstaffe, Limited, Hamilton, Ont.’
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Clark’s Pork and Beans

'Plain Sauce, Chili Sauce, Tomato Sauce

Where

CLARK’S
EXCEL
IS IN

OQUALITY

The essential feature of all foodstuffs and the most
powerful selling factor.

High quality, reasonable selling price, fair margin
assisted by extensive and judicious advertising,

make ;
Clark’s Pork and Beans

the easiest and most profitable line for you to

handle.
STOCK THE GOODS THAT SELL.

W.CLARK, - MONTREAL
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Seasonable Sellers
That it Pays to Feature

GOODWILLIE’S CANNED FRUITS IN
GLASS

Packed at Welland, Ont. The recognized standard of all that
is best in appearanee, flavor and purity.

BIsCAMPBELL’S SOUPS—21 Kinds

Have the largest sale—the world over—in canned soups. This
is the natural result of their superior quality.

ARTAUD’S PURE FRENCH OLIVE OIL

The salad season is coming in. This brand ecan be depended
on, as it sells at sight and brings repeat business.

“CAMP” COFFEE ESSENCE

In demand the year round. Keep vour stock up for the Out-
ing season and for the summer weather in the cities. Equally
adaptable to both.

A. MILNE & SONS’ CANNED FISH

Packed at Aberdeen, Scotland. Herring in tomato, kippered
herrings, preserved bloaters, real Findon haddocks—all in
tins,—and good scllers.

Ask Your Wholesalers

Agents:

Rose&ix.Lgf‘!amme

Montreal - Toronto




THE CANADIAN GROCER

Anglo British Columbla Packln Co., L.

. BELL-IRVING & CO., Limited, Agents, VANCOUVER B.C.

SOVEREIGN BRAND
HOLLY LEAF BRAND

THE FINEST GRADE OF SOCKEYE.  SALMON

p ,,"5 g
25

\

FAIRY SOAP

FAIRY SOAP QUALITY. No better soap can be made; yvour customers
can’t buy better for five times the 5 cents they pay for it.

FAIRY SOAP ADVERTISING. The extensive advertising that helps the
sale of every Fairbank product has made th pure, white, sweet floating
oval eake known to women eve rywhere.

FAIRY SOAP SALE. Because of the combination of exceptional |nallt\
and extensive advertising, all you nee I do is display Fairy Soap promin-
eutly to enjoy a steady stream of profits from its persistent sale to pleased
customers

‘‘Have you a little ‘Fairy’ in your home?’’

The N. K. Fairbank Company,
LIMITED, 2 . MONTREAL

Qe o o dD O Ale a @ e e
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JUST CATSUP

but it’s “Sterling” and that

means more—it means the best

When you stock ‘‘Sterling”” Catsup or one of the many
‘‘Sterling’ products, such as Jams, Marialades, Jellies,
Mixed Pickles, Sweet Pickles, Relishes, Chow Chows, Ex-
tracts, or S. B. Sauce, you will find standing back of them the
trade mark ‘‘Sterling’’ that is country-wide known as the
standard of Quality—the mark of value.

“STERLING” CATSUP is just now in great demand,
and the grocers who stock it will have several months of
profit-producing sales before the home-made kinds step in.
Many a good housewife has been won over to the use of
“STERLING”’ the year round, by finding it far the superior
of her own make and just as cheap, but without the labor.

Make your displays talk to your
profit by making them ‘“STERLING."’
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SERVICE ALWAYS'

THE KEYNOTE OF SUCCESS

Largest Stock Greatest Variety
Low Prices

Reliability Best Equipment

Competent Staff Perfect Organization

Hudon, Hebert & Co., Limited

MONTREAL

THE MOST LIBERALLY MANAGED FIRM IN CANADA

Established A.D. 1839
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FORM A COMBINE WITH

SUCCESS » QUALITY

We offer you the Goods of Quality which
with your co-operation assure Your Success.

Your attention to the following lines will mean
profits, satisfaction and pleased customers.

CLARNICO XMAS CRACKERS, CLARNICO SANTA
CLAUS STOCKINGS for the Fancy Grocery Trade.

YACHT CLUB SALAD DRESSING. A new

leader.

IMPORTED CANNED PEAS, “Patrico” Brand.

PEEL, CANDIED AND CRYSTALLISED
LEMON, ORANGE AND CITRON in 7 Ib.

Boxes for Fancy Trade.

MACARONI, LionBrand. Genuine Italian

Manufacture.

CHERRIES IN MARASCHINO: Fougas and Jourdes,
French Pack, quart, pint and half pint bottles.

SHELLED NUTS, of all kinds.

SARDINES, Crossed Fish Brand, Genu- \Gi==)
ine NORWEGIAN Fish, packed in Pure Olive Oil.

TO INSURE PROMPT DELIVERIES ORDER FOR IMPORT AT ONCE

W. G PATRICK & CO., LIMITED

IMPORTERS
TORONTO MONTREAL WINNIPEG VANCOUVER
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'CRYSTAL SUGAR

Sell the best and'
satisfy the largest
number of people

[Have you ever stopped to think what percent-
age of your sales is made up entirely of gran-
ulater sugar? Ninety-nine percent. of your
patrons buy sugar every week in some quan-
tity, and use it for both table and cooking
purposes. This means that if you do not sell
them the best, that almost your entire trade
will be dissatisfied, and you are certain to
lose by it in the end.

“CRYSTAL SUGAR” is undoubtedly . the
best grade on the market to-day and will sat-
isfy every one of your sugar customers.

Stock Up Now
for Preserving

—TT
'\‘“ Soon be

. __,l Here

Now is the time to place the order
for your entire summer’s supply.
Don’t wait until the season has opened. Crys-
tal Sugar is the standard of sugar excellence.’
It has no superior for canning and preserv-

ing.

Dominion Sugar Company
LIMITED

Wallaceburg and Berlin, Ontario

13
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LONDON, Purity and sweetness is the Trade Mark
ENGLAND. of the Englisikr House of Pascall.

PASCALL'’S

~ ENGLISH .
CONFECTIONERY AND CHOCOLATES

CAN BE STOCKED WITH CONFIDENCE
SHEER QUALITY SELLS THE GOODS

Pascall’s Boiled Sugar W Pascall’s Creme de Menthe.

Goods. Drops, Barley Sugar, ——e] The Ideal After - Dinner
Golden Maltex, ete. Great A

o h  Sweet, with the true Liqueur
range in varieties. Flavours w - "

5 charm (non-aleoholic). Di-

strong and true. In air-tight gestive and stimulating. Also
jars and in bulk. ' ~ Creme de Lime Juice, des
Pascall’s Butter Goods: Al- A ‘\ Fruits, ete.

monds, Walnuts and other ‘ \nY A Pascall’s Chocolates: Cover-
centres encased. Exquisite _ \ \ ings smooth in texture, rich
Butter Toffees, ete. £ ' in flavour; delicious centres.

AGENTS— } and 11b Jars and in bulk.
TORONTO—THE TORONTO EUROPEAN AGENCIES, 122 WELLINGTON ST. WEST.
WINNIPEG—RUTTAN & CHIPMAN, FORT GARRY COURT.
VANCOUVER—C. & J. JONES. NEW BRUNSWICK—J. E. ANGEVINE, HAMPTON.

Brand’s Rolled
Ox Tongues

Have attained their present wide sale becauge of their
unsurpassed quality. Only the finest tongueg are used
. and the greatest care is exereised in every part of the
>V AND & cp > process o.t preserving and pacl‘xing.them attractively
: in glass jars. They are splendid window and counter
e, /- ) &> stock.
% ) X ons™ ;

S Brand’s Al Sauce

See to your stock of Brands Al Sauce. Don’t let
it run low, for the demand for this popular appetizer
is continually on the elimb.

Brand & Co., Limited

[Purveyors to H.M. the Late King Edward VI,

MAYFAIR, - LONDON, ENG.

NEWTON A. HILL, 26 Froat St, East, TORONTO
N. NUBBARD, 27 Commen St., MONTREAL
MoLEOD & CLARKSON, VANCOUVER

X

14
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To the Trade:

We Pack—

‘"TOMATOES, CORN, PEAS, BEANS, PUMPKIN,
BEETS, STRAWBERRIES, RASPBERRIES, PEACHES,
PEARS, PLUMS, GALLON APPLES, CHERRIES
~and any other lines of canned vegetables or fruits
required.

QUALITY—Second to none.
QUANTITY—Your entire requirements.
DELIVERY—757 Guaranteed on early orders.
PRICES—WRITE US and get our prices be-

fore closing for your season’s requirements.

ONTARIO CANNERS LIMITED

Head Office—SARNIA, ONTARIO

Western Canada Has Buying Power

Last year nearly 2,000 new towns ugened up, and these, with the older centres,
each supply large distriets, populated by prosperous people who want good goods

Why not secure a share of this Western business now? It will be larger every
year.

We are in close touch with the Grocery Trade, calling on this daily.

Now we represent among others:

The Canadian Salt Co., Ltd - - - “Windsor” Salt.
Gillespies & Co. - - - - - - Montreal,
M. H. Alexander Co. - - - - - Cincinnati, Ohio

We can give personal attention to a few more good lines.

H. P. PENNOCK & CO., LIMITED

Wholesale Grocery Brokers and Manufacturers’ ‘Agents
OFFICE: ALLAN KELLAM & McKAY BLDG. -2 WINNIPEG




THE CANADIAN GROCER

Fresh From “Canada’s Garden”
JAMS |

CANNED . CANNED
FRUITS VEGETABLES

SWISS)
E

TRADE MARK — REGISTERED —

Our Facilities Command Quality

It is an admitted fact that the finest growth of fruits and vegetables comes
from the Niagara Peninsula, which is known throughout. America as
““Canada’s Garden.”’

With our one thousand acres of gardens and orchards situated in the very
heart of this district, and our immense new and sanitary factories in connee-
tion, we are enabled to turn out canned goods of all kinds that are second
to none.

Swiss Bell products never lose their original fresh picked flavor before

they are sealed up ready for the table. It will pay you to take a trip to
our large plant to inspect it during the packing season.

Bell Fruit Farms, Limited
GRIMSBY, ONT.
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Quality . Gan ..« Content

Sanitary Can Company, Limited

Niagara Falls, Ontario

17
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Instead of Twelve

We have appointed
JOHN J. GILMOR & CO.

WINNIPEG

our Western agents. They will supply all information as to prices,
etc., to Western dealers and are now booking orders for early
delivery.

160 ounces instead of 12 ounces.
That’s what you get in a package of our

CHINESE STARCH

SOUND PROFIT

CHINESE STARCH is the only Starch on the market with two oils, one
t(.)}t; which perfumes the linen, the other making the iron slip like a skate on
e ice.

You can make good friends with the consumer with our CHINESE
STARCH because you can hand her four ounces more for the same price

and
GIVE HER BETTER QUALITY

We will supply dummy window displays, in fact, co-operate with you in
every respect, and you will never regret the day you take on CHINESE
STARCH.

The sale of CHINESE STARCH will evoke a confidence in you by your
customers and further—will bring you more trade through its excellent
working in the laundry.

Here Are Our Other Agents:—

The Standard Brokerage Co., Vancouver, B.C. Boivin & Grenler, Quebeec, P.Q.

The Harry Horne Co., Toronto, Ont. Eugene Foliot, St. Plerre, Miquelon.

Morman D. McPhie, Hamilton, Ont. Desmarals & Gregoire, Chicoutimi, P.Q.

The Lawrence Nfid. Co., Ltd., 8t. John’s, Nfid. Scott, Boyd & Co., Port of Spain, Trinidad, B.W.I.

J. J. McKinuon, Charlottetown, P B.I. And all the Wholesale Grocers throughout the Dominfion.

OCEAN MILLS : MONTREAL
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PERFECTION CHEESE
T CUTTHES

A Handsome, Economical

TIME SAVER 7

Have you ever figured the loss you incur
in a vear by either careless cutting of
cheese, or by drying out? You might be
surprised if you did, taking into account
the few odd ounces “thrown in” or cut
off the cheese ‘“‘thrown out,”
the drying out of the cheese,
which means a loss in weight,
etc. The Perfection Cheese
Cutters come as a solution to the
sanitary, economical keepingi
and cutting of cheese. They wil
pay for themselves many times over
and add “class” to your store. The
“Perfection” are made in many
styles and compute accurately every

ounce of cheese cut.

Write for catalog to-day.

et

The American Computing
Company of Canada

HAMILTON - CANADA
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QUEBEC CITY AGENTS AND BROKERS

OATS, PEAS, BEANS, Etc.

handled ih any quantities to best advantage
by the

LARGEST BROKERS ON THE SPOT

Turgeon & Gourdeau

Grain and Provision Brokers

61 ST, PETER STREET, QUEBEC

Selling Agents for
The Maple Leaf Milling Co., Ltd., Toronto.
Gunns Limited, West Toronto.

GENERAL PROVISIONS

Flour Grain Hay
Oats Pork

SEED, GRAIN and FERTILIZERS

Geo. Tanquay
48 St. Paul St. - QUEBEC

Quebec’s Responslble Brokers
geﬁ:;{: ’?‘Ln%epé;:’:::ﬁon : 5 s U c C E S s

Sxecisliy CORN and BEANS

Let us handle your business on
this market. A trial will prove
that we lead in all branches.

Write

Alfred T. Tangua ay & Co.

Commission Merchants and Brokers

QUEBEC h’:t;:: l‘r.l'.:loneloo

BUCHANAN & AHERN

Wholesale Grocery Brokers,
General Commission Merchants
and Importers.

20 ST. ANTOINE ST. §yihreces

P. O. Box No. 29

Dominion Fish & Fruit
Company

QUEBEC, QUE.

Proprietors of the new, modern Dominion OCold
Storage Plant, which we open to the trade for safe
and economical storage.

Fruits and Vegetables

of all kinds and in large quantities. We can fill
all orders.

FRESH SALMON

We make a specialty of this linv. Supplies
received daily from our own boats, direct
from cur own fishing grounds.

L. Montreuil Jos. Simard
J. N. Beaumont

PROVISIONS, FLOUR

and

General Groceries

R. F. CREAM & CO., LIMITED

Brokers and Commission Merchants

83 Dalhousie St. - QUEBEC

GRAIN, PROVISIONS
GROCERIES

Immediate attention by the Man
on the Spot.

EUGENE PICHER

Commission Merchant
91 Dalhousie St. -
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The

Smyrna Fig Packers,
Limited
Capital £stg. 250,000.

- Owners and Packers of the
best known brands.

AGENTS ALL OVER CANADA.

CALGARY, Alta.
NICHOLSON & BAIN.

EDMONTON, Alta.
NICHOLSON & BAIN.

HALIFAX, N. S.
E. J. LONGARD.

HAMILTON, Ont.
ALFRED POWIS & SON.

LONDON, Ont.
GEO. H. GILLESPIE.

MONTREAL
GILLESPIES, & CO.

OTTAWA

THE PARKER BROOM COMPANY

REGINA, Sask.
NICHOLSON & BAIN.

SAINT JOHN, N. B.
E. T. STURDEE.

SASKATOON, Sask.
NICHOLSON & BAIN.

TORONTO
J. L. WATT & SCOTT.

VANCOUVER, B. C.
MARTIN & ROBERTSON, LTD.

VICTORIA, B. C.
MARTIN & ROBERTSON, LTD.

WINNIPEG, MAN.
- NICHOLSON & BAIN.

| Before
Installing

New Store Equipment

let us send you some points on how to
select the best. We are the general
agents for the United States and Can-
ada for the incomparable Henry Troem-
ner Agate Bearing Secales. Our Electric
Coffee Mills and Meat Choppers are the
best on the market. Also metal Tea,
Coffee, and Spice Bins and Cans—all
our fixtures possess unique features
and individuality, are very strong and
durable and can be obtained at the low-
est possible price.

Full information, prices, estimates, ete.,
cheerfully furnished on request. We
can prove why ours excel.

We have been awarded the order for
the metal bins to be used by the Hud-
son’s Bay Co., Calgary, Alberta, in
their new building, Grocety Dept

J. A. FLESCH & SON

1300 - Medinah Building

178 W. Jackson Blvd. Chicago

i B
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COUNTRY
MERCHANTS:—

You Can’t Beat This Offer
No Responsibility on Your Part

If you stock these goods, frequent visits from the farmer during Spring and
Summer will familiarize him with QUINQUINOL, and he will be a ready
customer when housing the stock for the Winter. Horses, cattle and sheep,
in fact all farm stock, require something to stimulate the appetite, as it is a
violent change for them to leave green pastures for the hard Winter food.

We Know This is not the time for STOCK FOODS
But, in order to line up representatives for next Fall, and have all orders in
early, as around September we are terribly rushed, we want
ONE DEALER FROM EACH TOWN TO SIGN COUPON BELOW.
(Agencies will be given in order of receipt of appliecation)

QUINQUINOL STOCK FOOD

Is recommended by the Minister of Agriculture.
Has been awarded three Diplomas at big Exhibitions.

Is absolutely free from loss by vermin or moisture, because it is packed in
tins and not in cardboard boxes.

Every tin carries a money back guarantee. That’s the faith we have in it.
1,000 cireulars about QUINQUINOL, with dealer’s name and special adver-
tisement for himself supplied with first order.

Costs you $4.00 per dozen gallon tins. Sells at $6.00. Good Profit.
FREIGHT PREPAID ON SIX DOZEN LOTS.

SIGN THIS COUPON IMMEDIATELY. IT MEANS MONEY TO YOU.
WHETHER YOU ORDER NOW OR LATER, INVOICES WILL BE
DATED OCTOBER 1ST.

0 QUINQUINOL STOCK FOOD COMPANY, MONTREAL,
I wish to act as your exclusive vendor in my locality under the following '
conditions :
I You will ship, freight prepaid ...... doz, and allow me three months’ credit. '
If, after sixty days’ trial, I find the goods not all you claim for them, you will
0 I take them back at your own expense. l

YOU WILL CONFIRM THIS APFLICATION BY LETTER.

CLEAR PROFIT '
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Colds are Common
in Spring

The sudden changing of weather from
cold to warm makes colds very prevalent in
Spring. The grocer has an even chance
with the druggist to supply this far-famed

remedy
Mathieu’s

SYRUP (3F TAR

COD LIVER OIL

There are times when your customers
are suffering from slight attacks of cold,
and should take a good remedy, but they do
not think it worth while going to a drug
store.

By keeping this famous, dependable
cure for La Grippe, Pneumonia, Colds and
Coughs displayed and suggesting it to your
customers, you will materially increase
your vearly profits.

Mathieu’s
NERVINE POWDERS

Your patent medicine department
should not be without Mathieu’s Nerv- o
ine Powders, for they are year-round MATHIEU'S
sellers. They quickly remove fever NERVINE POWDERS
pains, headache and neuralgia that ac- For Beadache and Nearalgia
company or follow colds. They act Soniah s S et |
speegily and are perfectly safe.

We have testimonials from merchants
and their customers all over the coun-
try as to the great sale and virtue of
these powders.

Let us send a trial order of both med-
icines.

J o L. Mathieu Company, Proprietors

SHERBROOKE QUEBEC

Newton A. Hill, 25 Front St. E., Toronto, Ont., Distributor for Western1Ontario.
Clnput. Fils & Cie., Montreal, Que.
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Coffee quality
is measured in the cup

That’s why==—

SEAL BRAND always moves. That’s why SEAL BRAND
stock is always fresh. Once let a family try—it is ever after
demanded.

The few people who do not know—are attracted by our strong
advertising campaigns.

There’s more than mere coffee profit in SEAL BRAND. It’s
a customer maker. Have you ever considered what is the
value of a regular customer to your store?

No business is built on single sales. The goods that repeat,
that have established a position by constant recommenda-
tion, are the customer-making goods.

When a customer buys coffee she hopes it will be as good as
SEAL BRAND. So why not sell SEAL BRAND to her
yourself?

CHASE & SANBORN

The High Grade Coffee House
MONTREAL
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“THE 1913 PACK”

We are booking orders for 1913
goods and have a full line to
offer. Our pack is gradually being
sold at the low prices quoted,
and. we would advise you to
write us for prices, terms, etc.
We can make you an interesting
proposition on your 1913 require-
ments.

ALL GOODS GUARAN-
TEED NO. 1 QUALITY

It will be to your interests to
write us for prices. We can
show you increased profits on
vour canned goods sales for this
year.

KITCHENER BRAND

OF CANNED GOODS

Our goods have the quality of
the home-made article and every
care is taken in the processing.
Nothing but freshest fruits and
vegetables used, and stringent
cleanliness in every process.

OSHAWA CANNING COMPANY, LIMITED

Oshawa

Ontario

Grocers Can Save

Money If Wise

You Eastern Townships Groeers can buy
from us at same prices as in larger cities,
and

WE SAVE YOU FREIGHT
HOW ARE YOU SUPPLIEDIN SEED GRAINS?
Timothy, Clovers, Oats, Barley,
Wheat, Tares, Ensilage, Corn, Dwarf

Essex, Rape, Peas, Yellow Onion
Sets, Sugar Corn.

We also handle a full line of Groeeries,
i Flour and Feed.
DISTRICT REPRESENTATIVES OF THE

Star Egg Carrier & Tray Mfg. Co., Roches-
ter, N. Y. Sussex Ginger Ale, Manola,
Etc.

C. O. GENEST & FILS

SHERBROOKE, P.Q.

Improved Blended
Flour

SOLD ON MERIT

“BUDA” FLOUR

Packed in Sterilized paper-lined
barrels and Sacks
Buda is packed. in strong, lined Barrels and
Half Barrels, all lined throughout with ster-
ilized paper; also 98 lbs., 49 lbs., and 24 1-2
Ib. sterilized printed cotton sacks. Weight
and quality guaranteed, F. O. B. at Mills,

The Very Highest Quality of
Blended Flour for Bread
and Pastry
INCREASING IN DEMAND
Why not wire your order to-day to

J. B. HARTY

SALES MANAGER
Pictou, - Nova Scotia

SHIRK & SNIDER, LTD.
Manufacturers

Lowest Mill Prices C.LLF, destination. Get our prices.
We want your orders.
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There was a time when our forefathers were obliged to use the roll and quill
pen to keep a record of their business transactions. This method has long
sinee been discarded, to be replaced by the ledger and steel pen, but as business
becomes more strenuous and time means money, they too will become unpopular.
In faet, thousands of the live merchants in the country are adopting

The
McCASKEY
One-Writing Account System.

and are cutting the time usually used in keeping books down to a mere bagatelle.
The bookkeeping is done with one writing. Your customers always have their
accounts made out in full, which acts as an automatie collector without in any
way giving offence as a dunning letter

or statement would.

There are no more worries and long
sleepless hours at the end of each
month, in making up your aceounts.
No surprises, for you always know
what is owing vou and your custo-
mers always know what they owe,
and they know that you know what
they owe.

Get in touch with us now and solve
. Showing Electric Recorder and
the bookkeeping problem. Cash Till

The Dominion Register Co. vmTep
TORONTO : : :

i - X CANADA |
Trafford Park, Manchester Eng. ‘

——e
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THE SPRING-TIME IS
SHOE POLISH TIME

The almost permanent shine imparted by 2 in 1 shoe polish has made it the
most popular of all.

It contains no turpentine or any other leather-destroying ingredient.

Our extensive consumer advertising is of unlimited value to you—keep your
stock up-to the demand.

Stock 2 in 1 for black
2 in 1 for white eanvass or leather
1 in 1 for tan.
If you are not handling 2 in 1, write to-day to your jobber for a trial order.

' The F. F. DALLEY CO., Limited
Buffalo, U.S.A. Hamilton, Can.
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From Oven To Consumer

No loss from , If you stick to
dead or stale . Kellogg’s Toasted
cereal stock | ; ; Corn Flakes

Statistics go to show conclusively that the sale of KELLOGG’S
TOASTED CORN FLAKES far surpasses that of all other
flake cereals combined. There is a reason why this should be.
In the first place our extensive advertising keeps the housewife
constantly reminded of these famous Corn Flakes, so that
when she is in need of a cereal the first name she thinks of is
KELLOGG?’S. In the second place, once a user,always a user and
a friend. In the third place your customers never get a package
of stale Kellogg’s, because the increased facilities in our large new
factory enable us to give an oven-to-consumer service without
carrying a stock or necessitating your carrying one.

Handle KELLOGG’S for quick profits

The Battle Creek Toasted Corn Flake Co.,
Lim?ted

LONDON ONTARIO
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TWENTY-SEVEN N AND FIRST CLASS
GOLD MEDALS &P DIPLOMAS
N A

BY APPOINTMENT

CHIVERS & SONS, LTD.

PURVEYORS OF

WHOLE FRUIT JAMS,
JELLIES

CANNED | ENGLISH FRUITS

HIS MAJESTY THE KING

Highest Awards (Grand Prix) for Canned English
Fruits, Brussels (1910). Turin and London (1911)
International Exhibitions

FRUIT PLANTATIONS AND WORKS:

" HISTON - CAMBRIDGE -

For samples and quotations apply to the agents:

THE W. H. MALKIN CO., LTD. FRANK L. BENEDICT & CO.
57 Water Street, 144 Craig Street West
VANCOUVER, B.C. MONTREAL
(British Columbia and Alberta) (Canada and Newfoundland)
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TO THE TRADE:

We take this opportunity of thanking our customers for their

appreciated patronage given us in the past, and trust that our treat-
ment has been such as'to merit a continuance of same the coming
seasoln.

In spite of unfavorable weather conditions, we were able in the

past two years to fill orders in full with ESSEX BRAND A1 QUAL-
ITY CANNED GOODS, which proves that Essex is particularly

adapted for the growing of first-class Vegetables and Fruit.

We are enlarging our Plant and expeect to double our pack of these
products during the season of 1913. Why not, therefore, book your
order where you will be relieved of all anxiety regarding both quality
and quantity?

Drop us a line NOW and we will be pleased to quote you our best
prices and terms.

Yours Very Truly,

THE ESSEX CANNING & PRES. CO., LIMITED

WAREHOUSING FACILITIES at OTTAWA

as offered by the Dominion Warehousing Company are the best procurable.
Direct connection to all railways with tracks at the door, convenient to
steamers, fireproof build-
| ings, low insurance — in

: short, modern in every
particular.

Centrally located and do-
ing the largest business in
Ottawa Valley.

Excise—Bond—Free.
Write for low rates.

Two Warehouses

No. 1.—G. T. R. Seventy thousand
square feet floor space.

No. 2—C. P. R. Thirty thousand
square feet floor space.

Dominion Warehousing Co.
Limited

46-52 Nicholas St. OTTAWA
J. R. ROUTH, Manager.
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O’LOANE, KIELY & CO., L.

Head Office—127 Water Street, VANCOUVER

DOMESTIC EXPORTERS

Brokerage and Gommission -

FOREIGN T — IMPORTERS

SALMON, CANNED GOODS, DRIED
FRUIT, AND GROCERS® SUNDRIES

- Mr. Manufacturer, Canner and Packer, are you pre-
pared for the changed conditions, which will be brought
- about by the opening of the Panama Canal, and the two
new Canadian transcontinental railroads?

Vancouver the Gateway

Import merchandise destined for Western Canada, hereafter will enter via
Vancouver.

We work all branches of the wholesale trade, have our own specialty salesmen,
and are open to make arrangements for working the retail trade (filling orders
through the jobbers).

Twenty years’ experienee in whole- We offer you first-class representa-
sale grocery and kindred lines. tion in Western Canada.

Reference—The Bank of Montreal. Your Account Solicited.




MOLASSES

Da Costa’s
“EXTRA FANCY”

“CHOICE BARBADOS”

These brands are the standard of
quality. When placing your orders
for Molasses, insist on getting
them, for they give entire customer
satisfaction and bring increased
business to your store.

The ‘‘just as good’ Molasses,
alas, too often proves to be a boom-
erang to the grocer; it rebounds by
driving customers away, and inci-
dentally, profits. These brands are
obtainable from the chief whole-
sale grocers and jobbers.

Be sure you get Da Costa’s.

Da Costa & Co., Barbados

To the Wholesale Trade Only:

WEST INDIA COMPANY

LIMITED

St. Nicholas Bldg.

The Canadian House of
Sandbach, Tinne & Co., 3 Cook Street, Liverpool,
(Established 1803)

Montreal

Sandbach, Puarker & Co., Demerara, B. Guiana
(Established 1782)

We also r%present some of the chief business houses of
Barbados, Trinidad, Jamaica, Antigua, St. Lucia, Granada
and other West India Islands.

We solicit orders and enquiries for all descriptions of West
India produce. »

SUGARS ° MOLASSES CATTLEFOOD

PIMENTO GINGER NUTMEGS
COCOA COFFEE
COCOANUTS, Etc., Etc.

We also beg to call attention to our EUROPEAN DE-
PARTMENT, which is in close touch through our Liver-
pool house, with all English, Continental and Asiatic
markets. We can usually quote attractive prices on the .
following:

RICE, SAGO, TAPIOCA, PEPPER, CINNAMON and
other Spices, WALNUTS, PEANUTS and all nuts for
Confectionery purposes, and grocery specialties of all
kinds,

We solicit enquiries for any articles you want from
Europe or East Indies, and 1f there is any special article
you require for your trade, please ask us about same.

dID0YD NVIAVNYD THUL
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Rock City Tobacco Lines
Sell Themselves

“MASTER MASON”

Cut Plug Tobacco

Cut from ouroriginal ‘‘American Navy'' Plug

A cool and most fragrant smoke.

“ROSE QUESNEL”

Smoking Tobacco
A really GOOD CANADIAN Smoking

Tobacco. Sweet--- Fragrant--- Pure.

“KING GEORGE”

Navy Plug Chewing Tobacco

In a' class by itself.

Delicious and non-irritating.

All Three have an enviable record for QUALITY.

Dealers handling these “Leaders” are not left to move
the goods from their shelves by their own efforts.

These lines are extensively advertised—customers come
in CONVINCED—selling is casy work for yourself and
clerks.

QUALITY backed up with ADVERTISING is the
combination that makes these lines profitable to
carry.

ROCK CITY TOBACCO CO. Limited

QUEBEC




Stock up now
for the Spring
house cleaning
campaign.

The prospeets of an early
Spring warrants the gro-
cer commencing his house-
cleaning eampaign now,
by getting his stock of
cleaning materials before
the publie.

Fill your windows with a
good display of Pansy
Brooms, and wateh the re-
sults.

THE CANADIAN GROCER

Established | 1840

H. W. Nelson & Co.

Limited

TORONTO

~

¥
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The Quality
Broom_for over
twenty years.

The Pansy has been the
quality broom for the past
twenty years, and it is
this quality that has
given it such a tre-
mendous sale. Women
who know the efficiency of
this broom will aim at
buying every time. Order
your stock now and start
the campaign early.




THE CANADIAN GROCER

Do You Want the Best?

Two weeks ago one of our travellers could not get an
3 ., § - order from the best account in a thriving town. The
iop pure QU oE =  customer was satisfied that the two lines he was already
¢ I |T5TER‘ B | handling were the best. Our man suggested that he
4 15 compare samples in his own home and we sent him four
' samples for as many tests.

{
! This is the letter received to-day:—

‘“As per our cop ¢k ‘th\\'(*ok we have given
all the Jelly Powdey® st at home and it was
our unanimous op@N are superior to all the

; makes I named to you. I an enclgsing an order for five
Fa gross, which kinle
L JELLY POWDER ¢

Litster Quality Wins Out EvelNy Time.

A i T

“The Litster Pure Food Co., Limited
TORONTO

EGG INSURANCE?

HERE IT IS, WITH NO PREMIUMS T0O PAY

You insure your store, fixtures and stock against fire loss which you may
never experience. Why not insure your eggs against breakage? Something
which occurs every business day where the STAR system is not used.

STAR EGG CARRIERS AND TRAYS

are the answer. They cost you nothing as the money saved through an abso-
lute safe delivery soon pays for their installation.

We want to tell you more about their time and money-saving features:
also about our printed Egg Tray proposition, which
is the cheapest and most novel advertising vou can
procure, while costing vou nothing to distribute.
May we?

IF YOUR JOBBER CANNOT SUPPLY YOU, WE WILL

STAR EGG CARRIER & TRAY MFG. CO.
1500 Jay Street, . ROCHESTER, N.Y.

== T
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.\ Packer’s
" House
old enough to s :
have a reputation, O
young cnough to Celebrated
be abreast :
of the

i Chocolates

NEW IDEAS NEW BOXES NEW CENTRES
NEW SERIES OF HIGH GRADE GOODS

Mr. J. P. Wright is now in Canada and
will advise our friends prior to calling.

H. J. Packer & Co., Ltd., umicre Bristol,

England

THREE VERY PoPULAR BiscuiTs

P.F. SHORTCAKE GOLDEN PUFF PAT-A-CAKE (reg'd)

Delicious shortbread biscuits. Very light and flaky. Dainty shortbread squares.
About 32 to pound. About 42 to pound. About 60 to pound.
About 325,000,000 sold first year. Over 425,000,000 sold in one year.

AGENTS : British Columbia—The W. H. Malkin Co., lelted, Vancouver.
Winnipeg—Ruttan & Chipman, Fort Garry Court,

Toronto—The Harry Horne Co., 309 and 311 Klnz St. J:ct, Toronto.
Montreal—C. Fairall Fisher, 22 St. John Street, Montreal.
New Brunswick—W. A. Simonds, 8 and 10 Water Street, St. John.

PEEK, FREAN & CO., Limited, Biscuit Manufacturers
LONDON - ENGLAND
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Make Sure of the Fly—
Also the trade!

Many a device has been invented to abolish
the household pest—the fly—but none have
stood such a test and proven so effective as

The FLYSAC
Flycatcher

WO P Ul Y Ml W T 1 T RS e,
T DA " - e e
L,

It is a favorite with housewives, because it
has not certain objectionable features very com-
mon in other makes.

FLYSAC is hermetically sealed and has no
leakage.
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The ribbon is evenly coaced, making sure of
holding the fly and allowing no escape.

FLYSAC will not deteriorate if it is carried
in stock for a season, thereby insuring the grocer
against loss, and its sale gives you a

100% PROFIT.

WRITE FOR PRICES. THE SEASON IS HERE
TO PUSH FLYSAC.

Cheapest and best on the market.

HODGSON, SUMNER COMPANY, Limited
MONTREAL

Exclusive Agents for Provinces of Quebec, Ontar.., New Brunswick,
Nova Scotia and Prince Edward Island.
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- COT TONCLOTHES LINES

STAPLE
GROCERS’
SUNDRIES

of many varieties can be had from the old
reliable firm of W. W. & Co., at best possible
prices. These lines combine the best qual--
ity of workmanship and materials, among
which are included:

TWINES, CORDAGE, BROOMS,
BRUSHES, BASKETS, WILLOW WARE,
WOODENWARE, “HUMPTY DUMPTY”
(folding), and “BUGGY”’ EGG CRATES,
LARD AND BUTTER SCOUPS, PAPER,
PAPER BAGS, ETC., also J..B. Shoe
Polish, Shoe ])lessmg Silver Cream, Silver
Pow del Stovepipe Varnish, China Coment
Embr oc.ltum Ete., Ete.

These lines pull business. . Write for cata-
log and prices. All orders receive our care-
ful attention, and are shipped at once. Give
us a trial.

E'UGGY BCE GRATE

¢ *?ﬂlm A»uw hm >
Wﬂl_'f[ﬂ woo
W'er[obsem

&CO

ADA,

Walter Woods
& Co.

/' PAPER PAPER BAGS

/ TWINE & CORDAGE
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No, you would not care to have the small boys shout “Ice
after you as you rode down the street. You would not care to
have everybody smile significantly as you attempted to drive
around in such an out-of-date junk wagon. :
Now, apply this to your store equipment. You certainly do not
want to buy fixtures that will give your store an out-of-date appear-
ance, and make people think you are a back number, nor do you
want to buy equipment that will not be easy to handle, that will not
give the greatest amount of efficiency, that will not give you the best
value for the money invested in this equipment.
Vi e want you to apply this to a credit register system,
Lecause the efficiency of a credit register system is
something that means a lot to you in actual dollars
and cents.
You may know that the Barr Regis-
ter System does away with the out-of-
date methods of senXing out monthly
statements, does your bookkeeping
all at the one writing, that it keeps
your accounts posted right up to the
minute automatically—that it pre-
vents many bad accounts accumulat-
ing—that it is a won-

e
Think What This Means To Yopﬁ|

If you are on the market for a new selling force in your
store—the kind that will insure satisfaction to your cus-
tomers, a refrigerator that will sell goods and can be had
at a reasonable price—all of which means protection
to your business relations with your eustomer, then

the installation of an

ARCTIC REFRIGERATOR

is a proposition worth your investigating. The aver-
age customer depends upon the honesty and judg-
ment of their grocer—therefore, if they see you have
installed the right refrigerator, The Arectic, it means
increased trade and satisfaction. Send for catalogue
containing illustrations of our many lines of refrig-
erators, refrigerator show cases, ete.

Agents in West, J, UPRIGHT - Regina, Sask.
Quebec and Maritime Provinces WOLF, SAYER & MELLER Montreal

John Hillock & Co., Limited

Toronto, Ontario

»
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derful collector and keeps your outstanding accourits reduced to a minimum. But
be sure to identify these things with

THE BARR REGISTER

There may be other credit registers offered to you, but 1
before you purchase any of these other appliances:

1—Can they accommodate from 200 to 750 accounts
counter space?

2—Have they an index that is never covered, that is always ready for instant use and that will
show you immediately, without extensive search, the name of the party you are looking for?
3---Do the steel leaves work so easily that they will neither slam down nor slam up if
you happen to let go of them?
There are many other comparisons which we would like to demonstrate to you if you
will only give us a chance. We ask you to let us prove to your entire satisfaction that
the Barr Register System is without an equal on the market, and that it will save
many a dollar in your store. If we can prove to you that we can save money,
you want to know 1t. If we can prove that the Barr Register will save this money
in the most efficient way, you also want to know it. So use the coupon now.
This puts you under absolutely no obligation. It is simply an
easy way for vou to say “Show me.”

ve sure to make these comparisons

without taking up any more floor or

‘SHIPPAMS

«“ CHICHESTER” BRAND
ENGLAND

SOUPS

Founded TONGUES Gold Medl
GALANTINES s o
POTTED MEATS

Apply to BUYING AGENTS:

MacLaren Imperial Cheese Co.  Ruttan & Chipman

Limited Fort Garry Court
Toronto Winnipeg
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A FEW OF

THE SERIES
=1 5| >~ OFADSNOW
i RUNNING IN

of a Thousand Acres

ONTARIO
DAILIES

We are telling the publie
through a widespread pub-
licity ecampaign in the best
: daily newspapers, magazines
You are surdof | 4 also in street cars about the
whole,sound fruit ||y absolute PURITY of all
TEESEE (1N E. D. 8. FRUIT PRO-
: DUCTS. These include
Jams, Jellies, Marmalades,
j s Catsups, Pork and Beans,

LD M son 1t Wwon O Grape Juice, ete., ete.

See the latest Government
Bulletin on Jams, (No. 244)
and you will see the stamp of GENUINE after the E. D. 8. lines.
“PRESERVED PURITY” is our slogan. Try a sample order it will be
your leading brand.

w E. D. Smith, & Son, Ltd.

at their own Fruit Farms

WINONA - - - ONT.

Agents: NEWTON A. HILL, 25 Front St. E,, Toronto; W. H. DUNN, Montreal; MASON & HICKEY,
Winnipeg ; R. B. COLWELL, Halifax, N.S.; J. GIBBS, Hamilton. '
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Canadian Agents:

Mr. KENNETH H. MUNRO,
333 Coristine Buildings,
MONTREAL.

Messrs. HAMBLIN & BRERETON

LIMITED,
149 Notre Dame Street East,

WINNIPEG,
Also at CALGARY, Alta,

and 842 Cambie St, VANCOUVER.

More money in the cash drawer. Quick sellers those Skipper Sardines.

People see them in the window—go in—buy one tin—just to
see if they like them.

Next day they are round for more—fine goods those Skipper
Sardines.

Ought to be in your window. Good for every season. Good
for every meal. Good for town and backwoods. “Good for profit.

Guaranteed caught in season only and packed in the finest Olive Oil or Tomato,

ANGUS WATSON & CO., Newcastle-on-Tyne, England.




THE CANADIAN GROCER

They Say-“If You Eat Seven
Olives You Will Like Them”

3 IF YOUR CUSTOMER EATS™ 8
ONE “CLUBHOUSE” OLIVE NO
OTHER WILL SATISFY HER

There’s a reason for everything
There’s a reason for this

There is a very good reason why the waters of The

Niagara River fall over the precipice mthm than run
up it.

There is also a good reason for the tide of the At-
lantie rising and falling, but neither are any more
reasonable than the fact that people will instinetively
acquire the taste for better eatables.

The taste once acquired there will be no need to ereate
it again, and when you supply your patrons with
eatables that satisfy, you are building a secure founda-
tion for future business.

Is that not reasonable? ‘‘Club House’ Olives when
once introduced to your patrons, ]ust naturally grow
in favor more every day. There’s a reason and this
is it. They are all selected carefully for their size,

shape and color, and preserved so as to retain their luscious
natural flavor.

““Club House’’ Olives bring the best trade to your store and pro-
duce fair profits. Introduce them, in faet it will pay you to push
them and satisfy the olive taste of your neighborhood.

Sead for Sample Order.

GORMAN,*ECKERT & CO. Limited

London, Ont. Winnipeg, Man.
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§ WHITE SWA

“Surity of Purity ”

SPECIALTIES

What has been your policy in the past years? Has it been
one of ““get profit whether your customers get value or not,”
or has it been a ““golden rule one?”’ With the following list
of White Swan Specialties on your shelves, vou couldn’t
follow any other policy than the latter if you wanted to.

SPICES COFFEE JELLY POWDERS
EXTRACTS BAKING POWDER YEAST ETC.

These goods not only satisfy your patrons to the last
degree, but they give you as good profit as any, and better
than many. With every sale, you and vour customers are
protected by our

“MONEY-REFUND” GUARANTEE

This alone is proof positive of our faith in these products—
proof that we are offering you an ‘‘all wool and a yard wide”’
proposition—not a gold brick.

All we ask is that you give White Swan Specialties a
trial and find out their real value for yourself. Remember
that each White Swan product carries our unqualified guar-
antee, as to purity and the perfect satisfaction that it will
give to your customers. Can you ask for a better proposition?

White Swan Spices & Cereals, Ltd.
Toronto, Ontario
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| “KING OSCAR” F—————]

The Hall Mark of Quality

in Sardine-dom

“KING OSCAR’

@

BY ROYAL PERMISSION

Sardines

You can offer “KING OSCAR” Sardines to your most fastidious
patrons without the least misgiving. They are of the highest quality
and of uniform size, prepared and packed under the most sanitary
conditions, and with the most painstaking care.

KING OSCAR Sardines are packed in the finest quality Olive Oil
in solderless cans. Canadian people know these widely advertised
sardines as the “Sardines that make Stavanger famous.” Take ad-
vantage of our wide-spread advertising, and introduce the real sar-
dines of quality in your town.

They will help you win. Ask your wholesalers.

Canadian Agents

J. W. BICKLE & GREENING

(/. A. Henderson)
HAMILTON, CANADA
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TEES & PERSSE LIMITED

ESTABLISHED 1884

Manufacturers’ Agents
and Warehousqmen

We have already outgrown
our Western Warehouses
s0 are:

REGINA WAREHOUSE

1. Building a six storey
well constructed warehouse in
Edmonton.

2. Adding three storiesito
our Saskatoon Warehouse.

3. Building a new ware-
house in Lethridge.

In addition to these operations
we are contemplating adding to
our Moose Jaw and Regina
Warehouses.

TEES & PERSSE LIMITED

WINNIPEG PORT ARTHUR FORT WILLIAM
REGINA SASKATOON MOOSE JAW

TEES & PERSSE of ALBERTA, Limited
CALGARY EOMONTON

“From the Great Lakes to

the Rockies.” ‘
SCALGARY WAREHOUSE EDMONTON WAREHOUSE

47
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QUALITY GOODS
EFFICIENT
COURTEOUS
SERVICE,

LOWEST PRICES

are features of our

organization. Give

us an opportunity
to serve you.

H. G. SMITH, LIMITED

Wholesale Grocers, Import-
ers and Produce Dealers.

REGINA SASKATCHEWAN

BRITISH and FOREIGN

JAM & MARMALADE
PULPS

CITRONS, LEMONS AND
BITTER ORANGES,
FRESH AND IN BRINE

SPANISH OLIVES IN BULK

ESSENTIAL OILS
LEMON, ORANGE,
BERGAMOT

F. C. GOODING & CO.

FRUIT PACKERS AND SHIPPERS

36 Eastcheap, LONDON, England

CABLES "GOODINGITE LONDON." ALL CODES.

Represented in TORONTO by W. B. STRINGER

@@ R JE
Twenty-seven years of Eureka
Refrigeration

Over a quarter century ex-
perience behind the manufacture
of Eureka Refrigerators serves
well to make this line the Stan-
dard of the Canadian Market.
Eureka on a Refrigerator is a
guarantee of perfection. The
Eureka contains no zinc or
galvanized iron or other offensive
material likely to conflict with
the Pure Food Laws, The
Eureka way is the dry cold cir-
culating air way.

* WRITE FOR CATALOGUE AND PRICES

Eureka Refrigerator Go,, Lid. ** TORGNTG "

Montreal Representative
JAMES RUTLEDGE - Telephone St, Louis 3076

Distributing Agents, WALTER WOODS & CO . Winnipeg
Agents at Fort William, Hamflton, Calgary. Moose Jaw. Saskatoon

X FINCER CREAMS Ji-

SiscursS

i A > |

You cannot go on choosing your fancy biscuit
stock forever. You must choose the right one
some time or quit. CARR’S Biscuits have been
chosen by more successful grocers more times
than any other make. There must be a reason.

Put in a stock right away.
CARLISLE

CARR & CO. Excrano

AGENTS—Wm. H. Dunn, Montreal and Toronto; Hamblia
& Brereton, Winnipeg and Vancouver, B.C.; T. A. MacNab
& Co,, St. John's, Newfoundland.
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Mason Q. Hichkey

Manufacturers’ Agents

Head Office - - WINNIPEG, MAN.

BRANCHES
Regina Saskatoon Calgary Edmonton

Representing the following:—

THE BORDEN MILK CO., Montreal Evaporated & Condense

: Milk ;
EDWARDSBURG STARCH CO., Montreal. .Starch, Syrup and Glucose

sRIFFIN & SKELLEY, San Francisco Dried 4 Fruits & Canned
Goods :

E. D. SMITH & SON, Winona Jams, Jellies & Marmalade
PROCTOR & GAMBLE, Cincinnati Crisco and Ivory Soap
J.H. WETHEY, LTD., St. Catharines Mince Meat

INGERSOLL PACKING CO., Ingersoll ....Cheese and Smoked Meats
GORMAN ECKERT & CO., London Olives, Spices & Extracts
THE DOMINION SUGAR CO., Wallaceburg.Sugar

FOSTER & HOLTERMANN, Brantford . ...Honey

HARPER PRESNAIL CIGAR CO., HamiltonCigars -
CRESCENT MFG. Co., Seattle Mapleine
MAPLES, LTD., Toronto Maple Syrup & Maple Butter
GEO. T. MICKLE, Ridgetown Beans
WILLIAM H. DUNN, Montreal Pyramid Fly Catchers
NICHOLSON & BROCK, Toronto Bird Seed & Bird Gravel
NATIONAI. LICORICE CO., Montreal Licorice & Gums
SAMUEL HANSON & CO., London, England Spices (For Winnipeg only)
P. J. SHANNON & CO., New York Coffees, Green
F. L. BENEDICT & CO., Montreal Su]chards, Cocoa & Choco-

‘ ate

W.A.TAYLOR & CO., Winnipeg Horse Radish & Relishes
WM. ROGERS & CO., Denia, Spain Valencia Raisins
NOR PRESERVING CO., Stavanager King of Norway Sardines
ROBIN HOOD MILLS, LTD., Moose Jaw ..Rolled Oats
THORNTON & CO., Malaga Blue Fruits & Almonds
GALANOPULOS & CO., Patras Currants
MANFORD SCHIER, Dunnville Evaporated Apples
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EDMUNDS & RICHELIEU
[PRODUCTS
Have Gained Over 100}Gold

gMedals and Awards for
Purity and Excellence.

Chutney
Curry Powder

Essence of Anchovies
Potted Meats

Can be obtained from

W. G. Patrick & Co.

TORONTO LIMITED  MONTREAL

WINNIPEG VANCOUVER
FOR A CENTURY OR MORE

The
EDMUNDS & RICHELIEU
Comestible Co., anlted
LONDON ENGLAND
St. Vincent has shipped the bulk of the world's

- supply of Arrowroot, because 8t. Vincent Arrow-
root is the best.
As a household staple it has made for itself a
place in many homes; its wholesome and nutri-
tious qualities make it a healthful food and a

blessing for the youngsters, the aged, and the

invalid.
.)/S a The large variety of delightful dishes into which

it can be made explains the ‘‘why’’ of its popu-

larity. It is very easily digested
Acquaint your trade with the fact that you have
e a 8t. Vincent Arrowroot and your sales will be

large.

. For information and samples write J. Elliott
Sprott, Secretary.
I L A l I N I ST. VINCENT ARROWROOT GROWERS
AND EXPORTERS™ ASSOCIATION

Unrivalled in the kitchen KINGSTOWN =S 3T Vineewr

can l)(‘ ul)tdmm,f frnm

W.G.PATRICK & CO.
 LIMITED

St Puu'gt \1untr'(-.1|
York St Toronto
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W. H. ESCOTT CO., LTD.

Successors to

Escott & Harmer

WHOLESALE
Grocery Brokers, Commission Merchants

and

Manufacturers’ Agents

HEAD OFFICE:
181 Bannatyne Ave.,, - Winnipeg

Branches—Regina, Calgary and Edmonton.




THE CANADIAN GROCER

What Advantage Would It Be to Yoﬁ

To have a live firm on the spot in Winnipeg; to sell your
goods; store and distribute them ; if necessary adjust difficul-
ties—in short, to take care of your interests as you would do
personally. |

Figure it out and if you have goods you want placed in
the Great West write us. We have the organization.

Our travellers cover Manitoba and Saskatchewan.

WATSON & TRUESDALE

Wholesale Grocery Brokers

111 Market Street East s
TRACKAGE WINNIPEG STORAGE

MATCHLES
The McINTYRE COMPANY LIQUID GLOSS

LIMITED

Customers come back again and again

Sact : w_ith. “repeat’’ orders for Matchless
::l:l?:nvme‘” Mm i ‘:esn %lquld Gloss. They find so many uses
; i G or it.

are prepared to supply carload lots of l b ogee
White Wine and Apple Cyder Vinegar c eans .nd d“mf.ct‘

in bulk, as well as Sweet Apple Cyder for as well as pﬂli‘ll.‘.
drinking purposes, and wish to appoint 5 :
agents i?l l:\ll i)he large towns of C[:lrr)loada Unequalled for furniture, pianos,
for the handling of their product. These hardwood floors (unwaxed), a-nd all fin-
goods are properly manufactured and ished woodwork, as well as for linoleums
matured before shipping. Samples on and oilcloths,

application. Address

Splendid, too, for renovating automo-
biles and carriage bodies.

The Mcintyre Company

Put up in handsome litho-
\lelted graphed tins; also in half-barrels
77 Smythe St., .= ST. JOHN N.B. and barrels. Write to any of our

agencies,

Proprietors of the *“ THE GREATIEASTERN"’ _ In. 'mﬂﬂ n" c.'! u.lm

brand of White Wine and Apple Cyder Toronto Winnipeg Montreal
Vinegars and Sweet Apple Cyder. $t. John alifax
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RS}

Clear Your Floor for Business

Discard Old Boxes, Baskets, Etc.

that have been doing duty as receptacles for cakes, fruits, vege-
tables, ete., around your isles, blockading the passage and incon-
veniencing your customers and yourself. Make shopping and
serving a pleasure in your store by installing

The “WALKER BIN” SYSTEM

and increase the efficiency of
your store serviee. People
to-day do not like the idea
of eclambering around and
over old boxes, baskets and
other unsightly impediments
—they like to shop in com-
fort. Save 259 of your store
space by using our store
equipment. Write now for
illustrated catalogue and let
us give you an estimate.

‘“Walker Bins’’ are protect-
ed by patent .

The Walker Bin & tore Fixture Co. Ltd.

DESIGNERS AND MANUFACTURERS OF MODERN STORE FIXTURES
BERLIN - ONTARIO
REPRESENTATIVES :-—Manitoba: Watson & Truesdale, Winnipeg, Man. South Saskkatchewan
and Alberta: J. M. Smith, Box 695, Regina, Sask. North Saskatchewan: Northwest Speclalty Co.,

Saskatoon. British Columbia: Western Plate Glass & Importing Co., 318 Water 8t., Vancouver.
Montreal: W, B, Sllcock, 33 St, Nicholas St. Maritime Provinces: R. R. Rankine, 4 Wright St.,

St. John, N.B.
53
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Woodenware

CANE—The Name Attached

Cane’s Woodenware has been the standard for many years and
has retained its popularity in the face of the new metal ware
which has broken into the market. Wooden tubs will not rust,
and will retain the heat longer than any other tub on the market.
Cane’s Washboards are made in many styles to meet all require-
ments—they are strong, neat, and durable.

The materials used in Cane’s Woodenware are the best that
money can obtain for the purpose. Our long experience serves-to

A——

The Wm. Cane &

NEWMARKET,
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GLASS WASH
BOARDS

to Canada’s Best Woodenware

rove this statement—and our absolute guarantee leaves no room
or doubt. If you do not find Cane’s goods what we claim for
them, we will refund your money cheerfully. From our clothes
pins up, you will find our woodenware perfectly finished, and
construction leaves no room for improvement.

Let us send you our catalog.

Write to your jobber for prices.

T

R
S———

Sons Co., Limited
ONTARIO

i i o1 S i
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A Pure

Vanilla
Extract

HEN you sell your customer a

bottle of Shirriff’s True Vanilla
you do her a service. She gets a
vanilla extract that is stronger than
the Government’s Standard for
Purity—an extract that is sure to
please and satisfy her.

Shirriffs

Vanilla

and Shirriff’s Lemon Extract, con-

form in every particular with the

Dominion Government’s New Pure
Food Act. They are
pure. They have a
high percentage of al-
cohol. And they are
aged until their flavor
and bouquet are sim-
ply exquisite.

There’s a good pro-
fit in each bottle you
sell—and certain sat-
isfaction to your cus-
tomer. What more
could be desired?

Imperial Extract Co.

Steiner and Matilda Streets

Toronto

The Hamilton Ideal Mf

Safe From Mistakes
Safe From Fire

That’s the way your accounts should be kept

A few of the advantages of using the Ullman
Account Register are:

First:— Your bookkeeping costs you nothing, and it
is done correctly.

Second:—Your accounts are safe from fire, that’s
important enough to think about.

Third:— When you close your store at night you
have the satisfaction of knowing that all
your customers’ accounts are posted up to
the last cent. Write us to-day.

Live salesmen wanted in some localities.

g. Co., Ltd.

Hamilton, Ontario

&
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Three
generations
of

Used

1876 TRADE MARK 1880. their grand-

SUPER- CARB. child ren
BAKING SODA

S trength—Purity—Reliability

These are the chief selling points of COW BRAND
BAKING SODA.

'I‘he_ consumer realizes this and has no hesitation in
buying COW BRAND SODA in preference to any
other.

Besides, the most of them realize that an article which
has stood the test for seventy years must be the best
obtainable.

The profit for you is liberal, and means something
Cow Brand when you consider how easily this brand is sold.

as sure as LET YOUR JOBBER SUPPLY YOU.

the sun
Church & Dwight, Limited
MONTREAL, Canada
Manufacturers Established over 70 Years

Dwight’s . Your.
Cow Brand stock is
is your ) i incomplete

protection without it
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SNAPS

STUDY THESE PRICES VERY BIG PROFITSJFOR YOU

You can rely on the quality of these goods in every sense of the word. We have been
dealing in goods of quality ever since 1869.

Being the largest wholesale general food distributors in the Dominion, we ecan quote

you best possible prices on groceries, produce, provisions, flour and feed. We make

the largest importations of refined sugar, raw sugar and Barbadoes Molasses. Re-
member, too

Now Is Seed Time. @ We are the Agricultural Seedsmen.

Can supply you with the most reliable brands of Timothy, Clover, Corn, Oats, Barley,
Wheat and Tares. s

OUR SPECIALTY

Car load lots of Flour, Feed, Oats, Barley, Corn, Bran,
Shorts, GREEN MOUNTAIN POTATOES, and also
the PRINCE EDWARD ISLAND VARIETY.

Salmon
Per case
RED SOCKEYE “AUTUMN LEAF” Brand (14 1b.), 8 doz. case. . .$10.00
“FALCON’’ Brand (14 1b.),8 doz.case .......... 925
“GOLDEN LINK?” Brand (11b. talls), 4 doz. case. 9.50
ALASKA RED “LIFE BUOY” Brand (11b. talls), 4 doz. case.... 8.50
COHOES v “COCK O’ NORTH?” Brand (1 1b. talls) 4 doz. case 8.00
PINK SALMON “SALADA BRAND?” (11b. talls), 4 doz. case .... 3.85
WHITE SPRING SALMON “AUTO” Brand (1 1b. talls), 4 doz. case

More Bargains!

PRIME WINTER EVAPORATED APPLES, 50 1b. boxes, 1b. ........ S¢
HAND PICKED RANGOON BEANS, 2 bushel bags, bush. .......... $1.90
HAND PICKED AUSTRIAN BEANS, 2 bushel bags, bush. .......... 2.25
YTELEOW BREANE. 2 bushiol Baga. DUsh. . ....... 000 ol viivovionsn 2.25
CANADIAN BEAUTY SOUPPEAS, bush. ...............cccoonvnn.. 2.25
N.B.—These peas are hand-picked, and guaranteed to cook in 1% hours.

BARBADOES MUSCAVADO RAW SUGAR, 224 1b. sacks, per 100 1bs.. 3.75

Imported Peas
LA MALINOISE

Petits Pois, No. 2

LA FLANDRE Petit Pois Moyen, 100 tinstocase ......................
Petit Pois Gros, 100 tins to case

Jams and Pickles

If you want the equal of the imported, the ‘“made and grown in Canada’ goods, at
the right price, ask us for samples and quotations. These goods won’t last long.

Write or Wire Requirements to Dept. C. We Guarantee Quality

‘ JOSEPH WARD & CO. 115 Youville Square MONTREAL

Established 1869
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--Your Shipping-Room Labor
--Your Shipping-Room Expense

--The Storage Space for Your
Stock of Boxes

--Your Freight Bills

--Your Chances of Boxes Split-
ting, with Damage to Their
Contents

--The Time Usually Required
in Boxing Goods for Imme-
diate Shipment and Thereby
Facilitate Quicker Service

wic oy SIS ———

Double-faced <©r&~ Corrugated
CELLULAR BOARD BOXES

Thousands of dollars are bening saved every year by the use of these boxes. They are stronger, lighter, and
cheaper than the old-time wooden box, even for shipping very frail articles such as Glass, ete. They will
stand the abuse that Freight shipped boxes are given, when a wooden box a great deal heavier and thicker
would split open.

There is no nailing or wiring—all that is required is to give the flaps a few daubs of cement with a brush and
they are there to stay—they can’t be pried open and relieved of their contents.

A small boy ean do your boxing just as well as a man—no experience is required in setting up—very little
room is necessary to keep your stock of boxes—freight and eartage bills are reduced. In fact, your overhead
expenses will be greatly reduced without taking chanees on damage in transit.

We make boxes to suit your speecial requirements. Write to-day for information re Railway Regulations re-
garding shipping in double-faced corrugated boxes. Mention whether you ship by freight or express and
what is the usual weight and elass of goods you ship. v

Write Now.

The Thompson & Noms Co. of Canada, Limited

NIAGARA FALLS CANADA

Factories: Brooklyn, N.Y. Boston, Mass. Brookville, Ind. London, Eng. Julich, Germany
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MAISON

The Ideal City

MR. MANUFACTURER OF FOODSTUFFS, you are seeking
the most advantageous location for your factory. Then you will
have regard for these facts about Maisonneuve, the most rapidly-
growing industrial city in Canada. There are reasons.

THE COMING
INDUSTRIAL
METROPOLIS
OF QUEBEC

ACCESSIBILITY. Maisonneuve is easily reached from all
points, lying directly alongside Montreal, with its stores and sup-
plies, affording convenient market for the purchase of raw
material and marketing of finished produects.

SHIPPING FACILITIES. The C.P.R., C.N.R. and the G.T.,
with a terminal electrie railway linking them all together, furnish
sidings for practically all sites, besides which there is the St.

Lawrence River with its great docks for ocean liners and up-the-
lake boats.

IMPORTANT CONCESSIONS. Ten years’ exemption from
taxes are freely offered the bona fide manufacturer.

SPLENDID SITES along the terminal railway and elsewhere
are available at low prices.

ALL THE IMPROVEMENTS, gas, clectricity, water, sewers, ]
power, are readily obtainable.

LOW POWER RATES, the result of competing electric com-

panies, give the manufacturer in Maisonneuve a very distinet
advantage.

“'i:",-j_t "‘9]

] W ¢ 2
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. THE COMING
INDUSTRIAL
METROPOLIS
OF QUEBEC

for Your Factory

FREEDOM FROM LABOR TROUBLES is offered by Maison-
neuve, which has the finest labor market in the Dominion of

Canada, male and female, skilled and unskilled, for practically all
the workmen own their own homes.

A CONSUMING MARKET of six hundred thousand at your

very door is an advantage every manufacturer will recognize,
particularly when joined with the economy and convenience of a
moderate-sized city.

MAISONNEUVE has a population of thirty thousand people,
churches of all denominations, schools, both Protestant and
Catholic, theatres, shops, department stores, parks, beautiful
shaded streets, mammoth industries, including the UNITED

SHOE CO., THE MONTREAL STEEL WORKS, and the
VICKERS-MAXIM CO.

GET IN TOUCH with this enterprising town. We can make it

worth your while to locate here in Maisonneuve, the Pittsburg
of Canada.

FOR FACTORY SITES, WRITE:

M. G. ECREMENT,
Sec.-Treas. Maisonneuve
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AUTOMATIC
COMPUTING SCALES

—FOR——

PROGRESSIVE MERCHANTS

Prices $25.00 up.
Capacity 2 to 100 lbs.

Terms: Small monthly
payments, or for
cash.

Guarantee with every
scale.

Over 16 years on the
market.

'DETROIT AUTOMATIC SCALE COMPANY

DETROIT, MICH.

Offices in Leading Cities throughout Canada
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26’9

PROFIT FOR YOU

Gentlemen :

Send us, REE OF CHARGE,
Twenty (5c.) Bars of unick-
Naptha Soa one large Window
Dlsplniy inc udlng colored paper,

Signs and Display Car-
tons, and Premium lists (with
our name and address).

In consideration of these Free
Goods you may ship us from
Woodstock, Freight prepaid, the
following assortment. of Sonpa —

5 cases

.Richards Quick-
Nlpthl Soap.
...Richards Pure | at$4.15 $20.75

Snw Fllkej
{"Chips (100 pkg.)
ZOBanulNd::d: Free

Yours truly,

IS AN R
FOR AN EXCEPTIONAL SOAP.

The RICHARDS PURE SOAP CO., Limited Woodstock, Ontario

There will be a

BIG DEMAND CANADIAN SALES CHECK
this year for BODKS, LIMITED

KEATING’S

POWDER _—

Manufacturers Carbon, Leaf
and Carbon Back Counter
Check Books.

Special discount for mail orders.

YOU will be asked for it. ‘‘Keatings’s’’ Kills
EVERY Bug, Beetle, Moth, Flea or Household
Insect of any kind coming into proper contact with
it. This statement is a fact based upon scientifie
authority. Write for samples.

The 10e, 20¢ and 35¢ tins are put up in compaect
cartons, each containing 3 dozen tins, obtainable

at any of the usual wholesale houses.

The advertising campaign is now on. It will run
right through the summer, and this year be larger

than ever.
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Nature’s own substitute
for lard, butter and oil

for cooking purposes.

Welcomed by
the housewife.

This substitute for expen-
sive butter, lard and oil
will be welcomed by the
economical housewife. It

will be welcomed by the ‘} bl P : d t
woman of discriminating A egeta e ro uc
tastes, because of its deli-
cate flavor and absolute

of Absolute Purity

NOURISHING - ECONOMICAL

The present high cost of living has led scientists to experiment on
the production of eatables that will reduce living expenses. After
years of experimenting, a nut has been found, which grows in abuu-
dance, and the oil of which, when scientifically prepared, forms a very
digestible fat which takes the place of the usual oils and grease used
in baking and cooking. :

Free From Cotton Oil.

It is a delicate fat, 100 per cent. pure. Is light on the stomach, and
the price is materially lower than any fat now used, such as butter,
pork, lard, oils, ete. You will find ready sale for it in every house-
hold, bakers’ shops, biscuit manufactory, and wherever lards, ete., are
used. Profits are good.

Send for prices to-day.
We are open to appoint agents in all parts of the Dominion except Toronto, and
invite Correspondence.

ADDRESS:

J. Russell Murray - 6 St. Sacrament Street
MONTREAL
MANUFACTURED BY

- Rocca, Tassy & DeRoux - Marseille
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JAMS, JELLIES,
MARMALADES

The true, luscious fresh fruit flavor of L. & B.
Banner Brand Products is bringing these lines
rapidly to the front and making for them a perman-
ent place in the homes of thousands of customers.

‘‘Banner Brand’’ goods comply with every require-
ment of the Pure Food and Drug Aet of Canada.
Absolutely no adulterations are used—nothing but
combined fruits and best granulated sugar.

Have you tried L. & B. Banner Brand Maple Syrup?
Send in your order at once.

Neatly put up in 12 oz. glass jars, 2, 5 and 7-1b. Gold
lacquered pails and 30-1b. wooden pails.

LINDNERS LIMITED

340 DUFFERIN STREET TORONTO
Phone Park 2985

REPRESENTATIVES :
The Amos B. Gordon Co., Torento
WESTERN AGENTS:
W. L. McKenzie & Co.. Grocery Brokers
Winnipeg, Regina, Calgary and Edmonton

'm | A MANIS KNOWN BY THE
~ | COMPANY HE KEEPS — A
MERCHANT BY THE GOODS

HE SELLS-—

Century Salt possesses a reputation for unvarying Everv tim ou sell k f
excellence which has been won only after years of > s e

expeyimenting in the attainment of perfection in

ot i o e S T T HEINZ 57 VARIETIES

that will hold your particular trade. PURE FOOD PRODUCTS
Dominion Salt Co., Limited

you give your customer one more proof”
Manufacturers and Shippers that you are a quality grocer. '
SARNIA - ONTARIO

That’s one reason why it pays to special-

ize on the 57 Varieties. The others are
steady demand—easy sales and quick
turn-over of capital.
. H. J. Heinz Company
£ :

. N SRS T m—
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~ AANcHiorBraNDFIOUR

is guaranteed uniformly Excellent

and in making the above statement we quite realize the full extent of the mean-
ing and weight of the adjectives used—were we in the experimental stage, we would
issue no such broad and positive a guarantee, but our experience as Grain Mer-
chants and Manufacturers of Choice Manitoba Hard Wheat Flours covers twenty-
five years and our reputation in both eapacities is what we regard as our best
asset, which is at all times safeguarded with the most jealous care.

Anchor Brand Flour is not manufactured for nor sold to the masses but restricted,

as we have claimed during 25 years, for the use of discriminating consumers who

care for something a little better than the best—it being quite possible to attain
% this Standard by grinding but the high-grade wheats.

FREE to Missourians:—3 1b. Samples put up in attractively lithographed
‘cotton bags for distribution through Dealers.

LEITCH BROTHERS’ FLOUR MILLS, LIMITED

“Millers of Quality”
Oak Lake Manitoba Canada

BEANS s PEAS || TAROL

Tar and Cod Liver Oil Syrup

White Haricot Beans Rice
White Pea Beans Lentils
Rangoon Beans Pearl Barley

Large White Peas Pot Barley Country Dealers:—

Pea Flour Why not provide the family cough
s’ut Peas cures as well as the other things? There's
New Zealand Butter Potato Flour a nios profit for you, and when rescm-

HOIIEY mending .
MORIN’'S LINE

You ean rest assured that you are laying
We hold large and carefully selected the busle o5 & Riss taads.

stocks of the above, and can offer the PR T P
very highest qualities at moderate
prices, delivered to any points in
Canada. We solicit trial orders.

ROTHON & CO,, Dr. Ed. Morin & Co., Limited

23, St. Mary Axe, London, E.C. (England)
Cables: “ CHYLE, LONDON." QUEBEC

(A.B.C. Code, 5th Edition used.)

There’s more than one interesting line.
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umo( spisd) Sy uwing,

Turn This Upside Down

Send immediately for exact likeness of yourself
which 1s on the other side of the illustration.

W. D. McLaren, Limited, Montreal

BISCUITS

from the Old Country

Notice to Grocers and Stores in Canada.

MCVITIE & PRICE

are now sending regular supplies of their
biscuits to Ontario, Quebec, Manitoba,
Alberta, Saskatchewan, British Columbia
and the Yukon Territory.

When you sell McVITIE & PRICE’S
Biscuits you are supplying your clients
with first-class goods noted for their
excellence and absolute purity.

AGENTS:
Maanitoba and Saskatchewan
RICHARDS & BROWN, James Street, WINNIPEG
Alberta
CAMPBELL, WILSON & HORNE, Limited, CALGARY
British Columbia and )‘ko-
KELLY, DOUGLAS & CO., Ltd., Water St., VANCOUVER

Purnell’s Fine Pickles

IN PURE MALT VINEGAR

Nor do we stop at purity in the Vinegar
which is specially brewed for our Pickle
and Sauce Department. We select the very
finest, freshest vegetables and exercise
the strictest care in handling them from
the moment they leave the farms until
they are ready for table use.

* PURNELL'S Pickles Please Particular People.”

Purnell & Panter, Limited

Malt Vinegar, Sauce and Pickle Makers
Bristol, England
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“SHELL” BRAND

Castile Soap

(“La Coquille”)

The Standard of Purity
A Pure Oil Soap

Has the largest sale of any Castile
Soap in the Dominion. This Soap is
especially manufactured by Messrs.
Couret Freres, Marseilles, France,
for Messrs. Estrine & Co.

For sale by all wholesale houses.
GENERAL AGENTS

P. L. MASON @ CO.

TORONTO

RED RIDING HOOD BRAND

Samples and Prices from

Maritime Provinces, Quehee, Manitoba, Saskatchewan
and Alberta—W. H. Dunn, 396 8t. Paul Street,
Montreal.
Toronto—Lind Broker: Co., 47 Wellington 8Bt. E.
Ottawa—E. M. Lerner.‘: Sons, 11 York Street.
British Columbia and Yukon—Kirkland & Rose, 312
Water Street, Vancouver.

ll WE.ST is A Lonc|war From EAST

If You’re Shipping

West, freight charges may be troubling
you. There 18 a remedy—Re-ship at
Regina. Bulk your connf‘nmenu to-
gether for the long haul to Regina. You
save a great deal of money doing this.
At Regina we will receive the cars and
re-ship the varlous orders promptly
over short, direct routes. As our charges
are reasonable, and Regina has roads
radiating in every direction, this 1is
eminently practical. If you want to
consign a stock of goods to us we have
ample storage capacity, and will act as
your Waestern ranch, delivering as
goods are ordered.

Write us about your particular needs
in this direction.

IT PAYS TO USE THE

REGINA STORAGE AND

FORWARDING COMPANY
LIMITED REGINA
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OUR 2 LB. SCALE

For the Confectionery Counter.

The latest addition to our family of

Brantford Scales

Many of the Best and Brightest Grocers

in Canada are using them. Many more
are going te. All are giving absolute
satisfaetion. Write us for Catalogue,
Prices and our easy payment plan on
Computing Seales, Computing Cheese
Cutters and Meat Slicers.

The Brantford Scale Co., Ltd.
BRANTFORD - - ONTARIO
The Only Makers of Computing Scales in Canada.

HIS is the washing
blue that gives satis-
faction both sides the
counter. No blue can do
more, and you cannot
afford to stock any that
does less. Remember
that when you are about
to order.

Every time a woman uses
OCEAN BLUE, she marvels
at the whiteness and brightness
it leaves upon the clothes. That’s
one source of satisfaction which
inevitably leads to permanently
profitable custom at the counter,
and satisfaction behind it.

Order through your jobber, or
write us for samples and prices of

OCEAN
BLUE.

HARGREAVES (Canada) Ltd.
33, Front Street, E. TORONTO
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“THE NATION BUILDER”

R | | |
Makes Peerless Porridge

\

Premium ’

in every | 2SR Nl in every
25¢ b S (o 10¢

Package ot I ) Package

~ NP
: " l
‘Tﬂe Nm‘o.-olo.’ ”
F CHISHOLM MiLL INGC
/ saavis stestt "

A Rapid Seller

The rapidly growing popularity of CANUCK OATS is
the result of the extensive conmsumer advertising we have
done to bring before the good housewife the plain, unvar-
nished facts about this cereal. This one fact alone is proof
positive the the Quality of ‘‘CANUCK'’ is the first consid-
eration. Only ten per cent. of the best oats in the country
are actually good enough to be used in ‘““CANUCK OATS’’
—therefore the fine, rich, nutty flavor of porridge made
from ‘‘Canuck.’’

The Chisholm Milling Company, Limited

JARVIS ST. TORONTO

May be obtained from:

I. H. E. Davis, The Chisholm Milling Co., Limited, 109
Youville S8quare, Montreal, Que.

Fenwick, Hendry & Co., Kingston,
D. Stewart Robertson & Sons, Ottawa.
King & Booth, Hamilton.

Or any Wholesale Grocer.
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A large London (Eng.) Tea Firm asked

their correspondents in
Montreal to send them
samples of the best brand of
Tea sold in this Counrty.
They sent them Red Rose Tea.

We realized in the Springtime of our business
that the Quality of the goods sold must be of first im-
portance and we determined to lay a sure foundation.

We were the first in this Country to appreciate
the quality and value of the Teas of Northern India,
especially those of the Province of Assam, which is
said to be the native home of the tea bush. These
teas are noted for their richness, combined with their
strength and fine full flavor, being better matured
teas and grown on soil of which the tea bush is native
—the tea keeps its full strength and flavor for a
much longer period than Ceylon Teas; Ceylon not
being the native home of the tea bush, it having been
transplanted there.

Ceylon produces more delicate and flavory teas, but

it is by blending Assam Teas, with their rich full

flavor and strength, with those of Ceylon, that the

very best results have been obtained. In fact, the
“Good Seed that brought a bountiful harvest.” careful and proper selection of these teas and blend-

ing of certain proportions of each, has probably been
the main cause of the great popularity of Red Rose Tea.

The good-will of the trade has been a most important factor in the success of our
business. We believe we have this in a very large degree. Fair methods, good salesmen,
good advertising have helped very largely to get this, but the prineipal reason has been
that merchants generally appreciate the splendid quality of Red Rose Tea and use it in
their own homes, which makes it very easy for them to recommend it to their eustomers.

The enormous sales of Red Rose Tea and its outstanding position in the tea trade has
proven that we are certainly having a bountiful harvest.

Red Rose Tea

“IS GOOD TEA”

"Packed in the Largest and Best-Equipped Tea-
Packing and Blending Warehouse in Canada. -
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Success in Pleasing

is the short cut to prosperity; hence
a i'ange of household helps of best
quality which every grocer can sell
with sure knowledge that his customers

endorse every claim made for them.

Brasso Metal Polish
Reckitt’s Blue
Zebra Stove Polish
Dome Blacklead

Agents—
GILMOUR BROS. & CO., - 25 St. Peter St., MONTREAL
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In the last two years, 1912 and 1911, the increase alone in the consumptionfof “SALADA"
tea amounted to 2,314,026 lbs. or 200 car-loads of tea, which is equal to

8 FULL TRAIN LOADS

But think of this! That even after these enormous increases, weYhave. a further increase
in the first fourteen weeks of this year, over the same period of 1912jof 251,066 1bs., equal
to 21 car-loads. What could speak so strongly for “‘SALADA’S’" quality as this wonder-
ful evidence of Public Opinion ?

“SALADA" SALATEE

LONDON, ENG. BUFFALO ] NEW YORK TORONTO MONTREAL BOSTON ~ 7 "CHICAGO DETROIT
41 Eastcheap 11 Terrace 198 W, Broadway 32 Yonge St. St. Paul St. 34-35 S. Market St. 361 N. River St. Shelby Block

Branches also in Pittsburg and Philadelphia.

RECOMMEND

PINK’S

ciiss JAMS
TO YOUR LADY BUYERS

IT MAKES ALL THE DIFFERENCE TO THE SUCCESS OF THEIR PASTRY AND
THEY WILL APPRECIATE YOUR ADVICE.

THE VERY CHOICEST INGREDIENTS ARE CHOSEN IN PREPARING THEM.

LASTLY—YET BY NO MEANS THE WEAKEST POINT IN ITS FAVOUR — THE
PROFIT IS GOOD.

Write NOW for Special Canadian List, Containing Full Particulars to

E. & T. PINK *™: LONDON, ENG.

BUYERS in VANCOUVER AND DISTRICT SHOULD APPLY TO OUR AGENTS IN THAT CITY,
Messrs. EMERSON BAMFORD CO.
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THE NEW HOME
- OF L |
DAYTON SCALES

THE LARG-
EST
COMPUTING
SCALE
FACTORY
UNDER THE
BRITISH
FLAG

The increased demand for DAYTON SCALES has made this new factory necessary.

The Service Maker

Saves Time and Profit
Increase your efficiency and your

clerk’s by using DAYTON Secales.

A glanece shows you the weight and
selling price of the article.

Accurate quick weighing saves time
and profit.

Automatie to the full capacity.

No LOOSE WEIGHTS, POISES or
ADJUSTMENTS to get out of order.

DAYTON SCALES are guaranteed to
weigh and compute accurately—part of
the mechanism being GUARANTEED
for TEN YEARS.

‘““Ask the man who uses one.’’
The Computing Scale

Company of Canada, Ltd.
TORONTO, ONTARIO

A CANADIAN
COMPANY

A CANADIAN
PRODUCT
MADE BY
CANADIAN
MECHANICS

The Dayton Electrie
Only low platform scale made,
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OUR SPRING NUMBER.

NCE again we present to readers, our Annual Spring
Sales Number. In this issue we have made features
of two things in particular—salesmanship in the

“retail store, and system in business management. We
have endeavored to show by getting first-hand informa-
tion from many of C'anada’s best retail dealers, that it is
a simple matter to create new business. Methods are
given by the score where men have used their selling
power to dispose of more goods than customers would
otherwise have purchased had they been left to their
own initiative.

Other things being equal, it is the man who possesses
the greatest power to ereate sales, who makes the great-
est suceess. No merchant who lacks this power entirely
will ever make a success unless lack of competition or the
special advantages of loeation simply force business upon
him. Therefore, while every reader of The Grocer is a
salesman rather than an order-taker, all should go
through this issue to find out other good methods some of
their eonfreres are using. Different men have different
methods. Here these methods are brought together in
coneise form and are respeetfully commended to the at-
tention of our many readers.

In this connection, the editorial staff desire to ex-
press their appreciation of the willingness with which our
friends in the trade extended every courtesy in giving us
the information asked for with whieh to compile these
articles

QUALITY STANDS AT THE TOP.

O one will ever be charged with not being sound in
the faith who preaches quality. Quality is the very

foundation of suecess in business. Capital, knowledge,
enterprise are important, but these will not stand when
quality is absent.

It is quality that gives character, and character is as
necessary to a business as it is to an individual.

Customers who have become converted to quality give
in return their confidence and this is the sheet anchor
whieh holds business.

Goods sold on their reputatmn may not always earn
a better profit than those that are sold on their price, hut
they do most of the time.

Quality is profitable unto all things in the business

world. .
+
WATCHING THE WRONG COMPETITOR.

ANY merchants, and particularly those doing busi-

ness in country districts not fortunate in having a
newspaper as an advertising medium between themselves
and their natural consumers, are often greatly worried by
the inroads of mail order houses. They find that the very
people whose aceounts they carry for one, six, and some-
times twelve months, send cash to the mail order houses,
and there purchase half their goods. They know tliat
they can sell just as cheaply and often cheaper, under the
prices named in the catalogues of the big houses.

This is a problem which has puzzled many of them and
they find it difficult to get at the root of the trouble.

In nine eases out of ten the cause lies in the lack of
energy and diplomacy on the part of the merchants. They
get into a rut and stay there. They do not utiiize their
faculties to advantage in overcoming this disadvantage
and much too frequently do they wateh the wrong eom-
petitor. They believe if they can sell as cheaply as the
opposition across the street ar on the next -<oneession
line, eut prices when he does, pay the farmers’ wives a
ecent more for eggs than other merchants, they are on the
fair road to suecess and are going to attraect a greater
share of the trade than their loeal competitors.

These wrong ideas have been the cause for many a
downfall when success might have been achieved. In-
stead of booming their own business by impressing upon
their natural customers the quality of their goods und the
values they are getting for their money, they keep tieir
eyes fixed on what the merchant on the next corner is
doing.

The outecome of this i sthat a price on a certain artiele
is eut by one of the number and the rest follow in his
footsteps to the detriment of the manufaeturer of that
article and their own profits. The time soon eomes when
it is discovered a profit cannot be made: they rither pur-
chase a substitute er give up handling it. The manu-
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facturer loses business and the merchant loses profits.
The effect is far-reaching.

. "An essential accompaniment to the success of a coun-
try town or village is enterprise among the merchants.
They have got to do the booming if they want to secure
business and the securing of business means the build-
ing up of a place more attractive to the farmers and
with greater prestige in the commercial arena. Where
merchants judiciously advertise their goods in their home
town there will be found few vacant stores and empty
houses. They have to be alive to not only their own inter-
ests, but to the interests of the whole community. They
must see that the money earned in their own distriet is
spent in their home town and to do this there must exist
good-fellowship and good-will among them.

Cutting each others’ throats at the expense of allow-
ing the money to go to the mail order houses is undoubt-
edly poor poliey, and if carried on to excess spells failure
for those who practise it.

__ﬁ__
A MOTTO FOR THE CLERK.

N ONE but an enthusiastic clerk is of any particular

value to 'a merchant. Unless the clerk has life, en-
ergy and initiative and is loyal to the store, he ought
to be somewhere else.

When the dealer has a young salesman who has en-
thusiasm for building up the business, who helps to de-
vise new methods, who takes a pride in having the win-
dows attractively dressed and who is loyal to the best
interests of his employer, he has an assét that will be
well worth his while holding. A clerk who is a good, live,
enthusiastic salesman is much in demand these days be-
cause the best merchants realize that any other kind is
not advantageous to their business welfare.

Enthusiasm should, therefore, become a part of the

policy of every salesman. With enthusiasm soon come
the necessary attributes—ecourtesy, politeness, and a desire
to give satisfaction in serviece. The clerk who is not en-
thusiastic goes about the store as if it were always six
o’clock in the afternoon and he had been out the night
before. He ecan be easily spotted by eustomers who soon
diseover the service he attempts to render is not up to
requirements and so dissatisfaction is caunsed.

‘‘Be enthusiastie,’”” is a good motto for every voung
man behind the counter.

___.ﬁ—
A FILE FOR NEW IDEAS.

N discussing ways and means for keeping abreast of the

times, a prominent Western wholesaler said recently
that he considered a serap book for new ideas one of the
best aids possible. In this eould be placed interesting
items relative to the business which eould be utilized as
the merchant deemed it advisable to brush up or make a
change in the business system.

‘‘Competition is growing keener every day in every
line’ of business,”” he said, ‘‘and it is coming more and
more to be a time when neither precedence nor capital
count for business superiority. The conditions demand
the survival of the fittest. The faet that yours is an old
and well established firm has its weight; the faet that
you have your own money to baeck your institution is
much to your advantage but neither of these conditions
will secure your position against a competitor who has
been thoroughly trained in the keenest kind of system.
The man with business ability will soon find ample eapi-

tal to back his enterprise, and his peer of strong and
timely assertion will sooner or later, discount the repu-
tation your firm has held in the past.”’

The retailer of to-day finds many more details that re-
quire attention than the merchant of ten years ago and if
his methods have not kept pace with progress, he may
find that he is condueting his business at a far less profit
to-day than he was with the same methods a few years
baek.

‘“Newspaper Advertisements,”” ‘‘Methods of Special
Sales,”’ ‘‘Handling the Sales Foree,’”’ ‘‘Show Window
Displays,”’ ‘“‘Dull Season Sales,’’ ‘‘Business Methods,’’
‘“General Interest.’”’ These are some of the heads under
which every dealer will find ideas eoming in daily that
can be filed away in a minute’s time, where at a leisure
hour they can be looked over and a way studied in
which they can be applied to one’s own business.

This is frequently the explanation of the way the other
fellow pays the interest on his capital and the rent on his
house, and still sells at the same profit as less fortunate
competitors.

——

SALESMAN OR ORDER-TAKER, WHICH?

RE you a salesman capable of exereising a real in-
fluence in building up your trade, or are you sim-
ply an order-taker and unable to satisfy vour eus-

tomers. unless you have the articles for which they seek?'’

In this connection a splendid illustration was found
recently in a Western Ontario store. One of the show
cases in the store was entirely devoted to display of faney
soaps, and of these quite a variety was shown. A cos-
tomer who had seen a certain soap advertised extensively
in magazines entered and enquired from the clerk if they
stocked that soap.

“‘No, we haven’t got it,”’ was the brilliant eonelusion
arrived at after a earefnl inspection of the ease by the
clerk.

““Well have vou got———soap?’’ suggested the cus-
tomer. Another careful survey followed and again the
reply was in the negative.

The ecustomer probably eould, think of the name of
no other soap which would answer his purpose so left the
store, and not without displaying slight irritation at the
clerk.

Now that customer didn’t really eare what partienlar
soap he got so long as he received a fine toilet brand. He
had probably seen the line he asked for advertised, liked
the eopy and the name and decided to try it. The man-
ner in which he approached the clerk elearly showed lie
had never used that soap before, so that anv one of half
a dozen soaps would likely have suifed him just as well.

The elerk was completely withont suggestion or sales.
manship. He didn’t even thoroughly know his stoek to
begin with. Right in front of him he had a show-ecase
containing a finé assortment of high-class soaps, but he
didn’t even think of reading off the names of these. Just
because.the eustomer asked for a particular brand he was
floored when he found it was not in stoek.

Further, that clerk was inecapable of sizing up his
customers or else he would have noticed from the manner
of the customer that he was only eurious to try that ecer-
tain soap, but would have taken any other, provided it
were not in stoek.

This elerk was simply an order-taker, altogether de-
void of originality. Through a little salesmanship he
could have made a sale and sent away a pleased cus-
tomer.

To which eclass do you belong, Salesman or Order-
taker? :
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THE STORE'S BEST PUBLICITY.

UR satisfied customers are the best advertisers.’’

Above the lerge mirror behind the counter of

the store of Hazel! & Dawson, Main St., Hamilton,

Ont., may be seen the above words transeribed on a neat
eard.

How true they are! Where is the store that ean build
up business without satisfying its customers? A dealer
may use all the wiles and schemes imaginable to get busi-
ness, hut if he does not make satisfied customers, it
profiteth him nothing. Advertising will bring the people
to the store. But if the merchant does not back up his
advertising with the proper goods, he cannot exist long.
His house is founded on the sands, as it were.

But let the retailer satisfy his eustomers with qua-
lity in the goods, and proper character in the store ser-
viece, and he has a perpetual advertisement working for
him. One does not have to go far afield to seek the rea-
son. People communicate their likes and dislikes—par-
tienlarly the latter—to one another, and it doesn’t take
long for a report of lack of serviee or inferiority in goods
to spread throngh a eommunity.

Every dealer should, therefore, work with a view to
giving entire satisfaction to every customer. As the
above firm intimate in their modest little eard, satisfied
customers are truly the best advertisers.

0

WASTING TIME IN FILLING ORDERS.

HEN a customer enters the store, it will save time

to take her complete order before attempting to

fill any part of it. In this way much time and many need-

less steps will be saved, as almost invariably the eustomer

wants two or more articles from the same shelf or section
of the store,

Recently the writer observed a clerk make four trips
to the cellar while waiting on one customer, simply because
he did not get her complete order at the beginning. In
making this $1.54 sale, over 12 minutes were actunally
wasted both for the clerk and the customer. The clerk
was drawing too heavily on his energy for the business
accomplished by making those three useless trips.

Elsewhere in this issne the reader will see the form
used by Arthur Poitras, of the Montreal Royal Grocery,
Montreal, in this regard. Another Montreal dealer uses
a similar form, but on the back of it is given a seasonable
re¢ipe, beside which are advertised articles earried by this
dealer and which are called for in the recipe. These forms
are used to list the order and in case a cash sale is made
the list is totaled and receipted, the form being a guide
for the delivery department.

In case the order is charged, the items are transferred
to the regular charge slips, thus the entries are clear and
free from erasures and other changes.

+
THE BUSINESS OUTLOOK.

Commenting upon the business outlook, The Finaneal
Post states that both from London and New York, infor-
mation has been received to the effeet that the monetary
stringeney is relaxing somewhat. Cables from London

received by bankers and business houses in Montreal and
Toronto are gltogether more optimistiec than they have
been for some time. A still better indication of changing
is the ready absorption of recent Canadian issues by the
London market.

THE CANADIAN GROCER

As yet, however, the situation in Canada has not
materially changed. Security prices are, if anything,
weaker, but it would be erroneous to take that fact as
indicating further tightness of money.

+
EDITORIAL NOTES.

A salesman’s worth to his firm is often based on more
than the totai of his sales book.

Learn to measure your days by the work accomplished
rather than by the hours put in.

. e’ .

Evidences of what the dealer can sell if he has an in-
terest in it, are many in this issue.

. . ] "

Absolute knowledge of where the business stands is
half the battle with successful men.

. L4 .

The man who's too lazy to think out a business prob-
lem says, ‘‘I’ll take a chance’’—and thinks he has
nerve! (Tooke Talks.)

* * *

The merchant should push collections when money is
plentiful, because it is easier to get payment then. He
should push ecollections when money is searce; because
there is always the danger of it getting searcer. In faet,
he should push collections the whole time, whether money
is scarce, flush or medium, whether business is rushing
or stagnant. This is one rule which can be laid down
arbitrarily—and safely. ‘
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EVIDENCES of the SELLING

Actual Sales Made by Grocers Where Customers Have Been
Otherwise—QCases Where Dealers Have Raised Standard of
Use to Develop Their Selling Capacities.

GRAPE FRUIT TRADE BUILT
UPBY DEMONSTRATING USE.
F. MecDougall, Ingersoll, Ont., tells

of how he built up a trade in grape-

fruit, until now his customers have come
to regard grape-fruit more as a necessity
than a luxury.

““During the past year,’’ he states,
‘‘grape-fruit has shown especially fine
quality. Color and size have been all
that is to be desired, so that to begin with
we had very good material to work upon.

‘‘Every clerk was instruceted in the
different selling points to be used in
selling grape-fruit, and made a specialty
of speaking to eustomers along this line.
Where customers were ignorant of the
methods of preparation they were in-
structed to cut the fruit at night, remove
seeds, sugar it, if they desired, and allow
it to stand till morning. Recommenda-
tions were given from extensive users
and where possible from the friends of
the customer to whom an attempt was
being made to make a sale. Also dif-
ferent doctors opinions were used in
order to give the arguments more weight.

‘“Through these methods we have built
up a very extensive trade so that now to
some customers we sell in case lots.

‘“No doubt nature has helped us great-
ly for not only has grape-fruit shown
splendid quality, but during the past few
weeks or months demand for oranges has
greatly decreased through lack of fine
quality. Thus grape-fruit have been
brought to the front to supply the gap.’’

HOW CANNED HERRING WERE
SOLD FROM A WINDOW TRIM

Fraser, Viger & Co., Montreal, recent-
ly had a unique and tasty display of
canned herrings in their window. The
main body of the window was filled with
tins of canned herring, while across the
front was a border of baskets of Florida
tomatoes. In the centre of the window
was a glass server, in the middle of
whiech was placed a can of the herrings

Salesmanship, according to Sheldon, is the power
to persuade people to purchase product at a profit.
The salesmon must know his goods and must have
persuasive power to sell them.

opened. Around this were slices of to-
matoes, on which were placed some of
the herrings. The dish had a border of
lettuce. The simplieity of the display
lent great force to its drawing powers.

Selling Vegetables.

A Montreal dealer uses small display
boxes, about 2 ft. x 3 ft., with sliding
glass covers, to exhibit radishes, lettuce,
cucumbers, ete., outside the store door
during the spring season of the year.
By using these boxes the vegetables are
protected from rain, snow and frost, yet
are in full view of passers-by. The
vegetables under the glass always look
crisp and tempting. The dealer states
these display boxes are a good drawing
card and sell a lot of vegetables.

L] . L]

SEVERAL HUNDRED JARS OF
MARMALADE EASILY SOLD

February is usually known as a good
marmalade month. Oranges and marma-
lade both sell well, according as the
dealer gets behind them. A good ex-
ample of the selling power of the retail
dealer, in so far as marmalade is con-
cerned, comes from West Toronto. J.
M. Evans, a Dundas Street grocer, early
in February laid in a stock of some 800
pint jars of orange marmalade, and im-
mediately got behind it with his staff
of elerks. It was sold at 20 cents per
pint.

Marmalade was shown in one window
on attractive glass shelving and on the
counters, and was frequently suggested
to customers. The result of this mar-
malade campaign was that before the
middle of Marech more than three-
quarters of the entire stock had been
disposed of. All this was sold because
the selling power of the staff was be-
hind it, no demand whatever having
been created by newspaper advertising
on the part of any manufacturer.
Evans knew the quality of the goods to

™
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be such as he could guarantee to his
Lest customers, and had no hesitation in
recommending it.

. * L4

UNIQUE WINDOW DISPLAY
THAT SOLD SPRING WATER

la the window of Frank Taylor’s
grocery, at Niagara Falls, Ont., has ap-
peared the following display :—The win-
dow was filled with 2 and 5-gallon
bottles of spring water. These bottles
were placed in a semi-circle, well back
in the window. Directly in the centre
of the window was placed one 5-gallon
giass jar of water as supplied by the
eity, and which, like most city water,
has often been notorious for its baeilli,
ete. Against these was placed another
5-gallon jar of pure spring water, which
fairly radiated its purity, the water be-
ing so clear and sparkling. Between
the two jars, one of which was murky
and of a dull yellow color, and the other
clear as erystal, was a very forceful
cand, on which was inseribed just one
word—‘*WHICH.”” That was enough,
for one look at the two waters would be
sufficient. This display was the more
effective, as just about that time the
city was being severely eriticized for the
poor water supplied. Just a few days
before several cases of typhoid had
broken out, which added econsiderably
to the effectiveness of the display. On
the other hand, the source of the spring
water was well known, as it was ob-
tained from a famous local spring.

. - .

1HOW PERSONAL APPEARANCE
BUILT UP GROCERY TRADE

‘“My how clean that grocer is. You
would think that he just stepped out of
a band-box and his face and hands are so
clean. I’m going to leave my groecer
and come over here. I do so like to see
a clean grocer. One feels like eating
the groceries from a clean shop.”’




POWER of the RETAILER

Persuaded to Purchase Goods Théy Would Not Have Bought
Goods Sold—Suggestions of Plans Retailers and Clerks May

Anyone can hand out goods asked for, but it re-
quires a salesman to create demand. The former is a
detriment, the latter an asset and a mecessity to a
growing business.

The above conversation overheard by
a Groeer representative at the entrance
to a Montreal grocery, tells a big story
in a few words. Upon investigation it
was found that the grocer referred to
was very careful about his personal ap-
pearances and the appearance of his
store. The grocer stated that he had
only began business at that stand a few
months before. His predecessor had
failed beeause he did not keep a eclean
store. The elean grocer has built up a
fine business in the space of a few
months, that now requires the services
of four elerks, just by keeping every-
thing elean, even to the eclerks. White
coats and aprons are used and these are
never allowed to get dirty. They are
changed as soon as soiled. The store is
kept spotlessly elean. Tt pays.

L ] L L

PLATTER DISPLAY OF OLIVES
INCREASED OLIVE TRADE

F. McDougall & Sons of Ingersoll, Ont.
in attempting to inerease the sale of
olives, over and above actual demand,
made use of the following deviee, which
they elaim gave splendid results. A
large platter eontaining olives arranged
on fresh lettuce leaves was placed in a
prominent position on the front eounter.
In each olive was a bright clean tooth-
pick so that any one wishing to pick up
an olive might do so without touching
any of the others on the platter. Over
all was a sign with the words ‘‘Help
yourself’’ printed in large letters, and
placed in such a position that every cus-
tomer would see it upon entering.

Following up this free sampling, a dis-
play of bottles of different varieties of
olives was arranged on the counter close
to the platter, and the shelves direetly
behind the counter devoted to further
display. Every salesclerk made it a
point to introduce the subject of olives in
some way or other to each customer. If
one failed to take advantage of the plat-
ter display of her own accord, the elerk

reminded her of the purpose for which
it had been arranged and placed there.
He then explained to her the different
varities of olives showing samples and
explaining the differrnt qualities of each.
Each clerk entering whole souled into
the selling contest soon produced splen-
did results. Mr. McDougall elaims that
in this-way he more than doubled his
olive trade, and now does a business in
this one line which he would not ex-
change for a good deal. To sell bottles
in half dozen or dozen lots is quite a
common oeeurrence.

- > -

(CHANGES THE (OUNTER
THE SEASONS PASS BY.
Grocers know that with the ehange of
seasons new classes of goods sell more
readily. There are, however, probably
few who follow the seasons with their

AS

counters. To explain what this means:.

Every once in a while one will see a
change in the location of the main
counter in the store of W. (. Miller, 632
Yonge Street, Toronto. Back in the
winter it was on the south side of the
store, now it is at the north.

““You see,” stated Mr. Miller re-
cently, ‘‘the goods behind the counter
now' are all seasonable lines. The
housewife’s supply of eanned fruits, for
instance, is getting low, so I am showing

‘'my canned and preserved goods there

where they will be more readily seen.
All the other spring lines are on this
side, whereas on the other are cold wea-
ther goods, such as meat extracts, ete.
The goods that are seasonable are right
behind the ecounter, where they are
handy to get at, and where customers
will notice them.’’

This arrangement saves waste motion
in serving customers and obviates the
necessity of moving the seasonable lines
to where the counter is.

Mr. Miller uses a long narrow table
on the side opposite the counter for
showing fruits, green vegetables, maple

sugar, ete. He divides this into

squares and devotes one pile of fruit or

other line to each square display space.

The wrappers are always taken off the

fruit, so that the colors readily eatch

the eye. This table is a splendid seller
for Mr. Miller.
. - L]

GOING AFTER BUSINESS WITH
TRAVELLER’S SAMPLE CASE
Lewis & Son, of Woodstock, Ont., at-

tribute the growth of their business
mainly to the method employed by them
in going out to the consumer to solieit
both new business, and regular weekly
business.

Every Monday, Tuesday, Thursday and
Friday, Mr. Lewis, jr., canvasses the
city taking two days to the North and
west sections and the other two days to
the south and east.

Mr. Lewis lays great stress on the
importance of carrying samples of the
zoods on sale, and states that there isn’t
much use in going to the consumer for
an order if he hasn’t a sample of the
eoods along with him. ‘‘Placing a sam-
ple before the housewife,’’ he states, ‘‘is
more satisfactory in every way dhan talk-
ing for half an hour. It allows her to
sea exactly what she is getting, and very
often merely from the attractiveness of
the sample she will buy what otherwise
she would have left off the list.”” On
being asked whether the complete trade
of a customer could be gained in this
way, Mr. Lewis replied, ‘‘There are a
few things for which people prefer to
go to certain stores, but I feel that when
I'm through with a customer the chances
for another sample man to gain an order
are pretty slim.’’

The outfit carried on such trips consists
of a traveller’s sample case filled with
travellers regular sample tins. This is
claimed by Mr. Lewis to be most satis-
factory, as it allows samples of many
lines to be carried and all displayed in
a clean attractive manner to the house-
wife.




National display tables, showing goods of four nations, in the store of Peebles, Hobson Co., Hamilton, Ont.

Goods of Four Nations on Display Tables

Unique Arrangement in a Hamilton, Ont.,, Store to Attract Natives of Other
Countries—One Table Devoted Exclusively to Each Nationality—Store in Which
Only the Best Goods Are Shown—Others Kept in Background—Selling Methods
for Introducing New Goods.

OUR medinm-sized tables arranged
F diagonally down -the side of the
store opposite the counter, is one
of the selling features in the Peebles-
Hobson Co.’s grocery establishment,
Hamilton, Ont. This feature does not
altogether lie in the faet that the tables
are there, but because of the arrange-
nient of the goods and the display eards.
On the table nearest the floor. goods
made in Canada only are shown. On the
next goods made in Great Britain, next
in the United States, and lastly those
made in France. On the first table is an
attraective display card reading ‘‘Pro-
duets of Canada’’ and about the words
is artistieally woven a Canadian flag in
colors. Eaech of the other tables is
similarly treated.

W. J. Hobson, the proprietor, stated
to the writer that while these tables
had only been arranged about three
weeks previously they had created a
good deal of attention already, and made
many sales. There are a good many
French folk in Hamilton, and when
those who are customers of Mr. Hobson
come to the store and see their flag over
goods produced near their native homes,
they naturally want to purchase some-

thing. Same applies to former citizens
of the United States and Great Britain
and, of course, Canadian goods have
their special admirers.

Sales are made direet from these
tables. Wm. Marsh, head salesman in
the Peebles-Hobson store, maintains this
is much the better plan. It is a peenliar
trait in human nature that ecreates a
longing for the article actnally seen, and
so that ecustomers will have no ecom-
plaints to make, the articles picked off
the table are wrapped up for them.
Not only do these tahles sell to partieu-
lar nationalities, but regular, every-day
customers buy from them. They all
contain most attractive, high class lux-
uries and semi-luxuries on which profits
are not shaved down, so that they are
worth while pushing.

“‘One has got to show the goods now-
a-days to sell them,” maintains Mr.
Hobson. His windows and store interior
certainly bear out this view. Goods
are displayed on the tables, windows, in
showeases, on available spots on the
counter, in display cases, and in faet
in every place where they will be ob-
served.

‘“When a new line eomes in,”’ Mr.
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Hobson stated, ‘‘we endeavor to create
a demand for it at once. 1t is shown on
the eounter and brought to the attention
of every possible customer. But display
alone will only sell a certain amount;
you have got to talk up the distinetive
character and quality of each new line
before best results are obtained. Onece
you get the article introduced to cus-
tomers, then it is up to that artiele to
be good enough to bring repeat orders.
We ecannot do any more.

‘“To give you an instance. Some time
ago we placed in stock a new line of
preserved figs in jars. These we put on
the counter, talked them into sales and
there soon was a run on them. They
brought in the repeat orders and I had
to replenish the stoek in a short time.

‘A somewhat similar instance oe-
eurred with new Brazil nuts. A bag of
these was placed in front of the counter
and all we had to do was to introduce
them. The quality was so fine that
soon they were disposed of. These are
but a couple of instaneces of how we go
about introdueing new lines.”’

" Best Goods Only Shown.

Another distinetive method in the
Peebles-Hobson store is that the goods




or. display are practically all of high
quality and most of them in the high
class line.

‘‘For instance,’’ said Mr. Hobson, ‘“‘a .

woman pieks up one of those faney jars
of preserved peaches; she asks how
much they are and when I say 35 cents,
or whatever they may be, she frequently
buys. If she says they are too expen-
sive altogether she has probably in mind
canned peaches at 15 or 18 cents, so I
tell her that, of course, we have these,
and we usually make the sale.”’

One will see that the display of the
faney peach has a double power. It
sells itself or it suggests a purchase
which one of the salesmen must convert
into an actual sale.

‘“Same applies to grapefruit,”’ he
added. ‘‘We usually show only the 2
and 3 for a quarter in a eonspicuous
place, and if neither appeal to a cus-
tomer, she is sold the 4 for a quarter
which are kept to the rear of the store.’’

By showing only the best goods in
stock, Mr. Hobson eclaims that every
one who comes into the store earries
away a good opinion of the attractive
appearance of everything, and this ere-
ates a reputation whieh in itself is a
business builder.

Bright Store Secures Customers.

At nights the lights in the windows
and throughout the store are kept lit.
This, eclaims the proprietor, has been
the means of getting many a new ecus-
tomer.

‘“One morning an Ameriean woman
who came in to the store, staied that
the night before she had passed on a
car with her husband and they had ad-
mired the appearance of the store in-
terior. ‘I said to my husband,’ she told
me, ‘that that is the place where we
should deal.’

‘‘Her aceount was one of ihe best I
ever .had,”” added Mr. Hobson; ‘‘she
bought in addition to staples many high
class goods, sometimes not even asking
the price and never complaining.’’

This was a case where the extra ex-
pense of a little electric fluid paid a
good dividend.  In reality it became an
asset,

Fish and Provisions, Too.

In this store are separate departments
for fish and meats. The proprietor
claims that ecustomers apreciate this
combination. ‘‘A busy woman,”’ he
says, ‘‘doesn’t want to be bothered hav-
ing to deal separately with the grocer,
buteher and fish merchant when she can
get everything for the table under the
one roof, pr by means of the phone
order.”” He finds that each department

aids the other in getting business.
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Sask. Cohvention: London R.G.A. Annual

Saskatchewan Business Men Hold Convention at Regina With
View to Forming Provincial Association—Officers of London
R. @G A. Appointed for 1913—Harry Ranahan the New

President.

For the purpose of organizing the re-
tail trade throughout the Provinee of
Saskatechewan a convention of all re-
tailers of the provinee has been an-
nounced for May 5, 6 and 7, to be held
in Regina. Steps taken towards form-
ing such an association have been very
rapid, committees having been for-
mulated, dates fixed, a general secretary
appointed, and many preparatory de-
tails put through at a recent meeting of
representatives from Saskatoon, Moose
Jaw and Regina.

The objeets of the convention are two-
fold—First, to consider the forming of
a provineial organization, and second,
to discuss together such matters as
eredit, insurance, transportation ‘' and
traffie claims, advertising, mercantile
law, buying and selling, ete.

It is believed that the general condi-
tions, and more especially the finanecial
circumstances of the provinece, necessi-
tate such an organization, and the eon-
vention is looked to with much interest
and anxiety by the promoters.

Special rates are being arranged with
all railroads for the trip to Regina, and
Regina promises to provide a right royal
welcome to all who may be sufficiently
interested to attend.

L . L

LONDON R.G.A. ANNUAL.

There was a very large attendance at
tl e regular meeting of the London, Ont.
Retail Groeers Association on Tuesday,
April 8th. Tt was the beginning of a
new year for the association, consequent-
ly there was an election of officers.
There were several names proposed for
President, Messrs. Drake, Wood, Me-
Farlane and Palmer were all nominated
in turn, and all declined in favor of
Harry Ranahan who is an ex-president.
Thos. Shaw was again re-elected trea-
surer for the fourth time. The retiring
president, John Diprose, was presented
with a gold headed umbrella as a remem-
brance of his term in office. Gordon
Drake made the presentation in a brief
speech telling of the hard work Mr.
Diprose had done and how he had in-
creased interest in the meetings. Mr.
Diprose made a suitable reply.

Treasurer Thos. Shaw was the reeip-
ent of two handsome pieces of Limoges
China. Adam Palmer in a happy speech
told Mr. Shaw how mueh the boys
thought of him and was sure Mrs. Shaw
would appreciate more than ever that
her husband was more essential to the

Association than ever. Mr. Shaw in a
few well chosen words thanked the mem-
bers for the kindness and their apprecia-
tion of his serviees.

It was decided after considerable dis-
cussion to close all groeery stores on
Wednesday afternoons during May,
June, July, August and September, ex-
cept when a publie holiday falls in the
week. This is adding May and Septem-
ber this year. The matter of the an-
nual excursion caused a great deal of
discussion.  Toronto, Niagara Falls,
Port Stanley and Detroit, were all vot-
ed on. Detroit won the day. The date
set is Wednesday, July 16th.

President-elect Ranahan ‘thanked the
members for the honor they had eon-
ferred upon him and promised to do his
best to make this the most prosperous
vear in the history of the association.

The following are the officers elected :
President, Harry Ranahan, First Viee-
President, H. Fountaine, Second Vice-
President, J. W. Eedy; Treasurer, Thos.
Shaw, Secretary, Jas. MeKenzie, Ex-
ccutive Committee G. B. Drake, R. J.
Wood, Alf. Cave Adam Palmer, M. V.
Charlton, J. A. McFarland and John
Diprose; Chairman of Sports and Pie-
ie Committee, E. J. Ryan; Auditors,
Wm. McKay and J. A. MeFarlane.

After the regular meeting the new
exeentive met and outlined a plan to in-
crease the membership and to see that
every grocery store in the eity got a eard
notifying their ecustomers of the Wed-
nesday half holidays.

—
TRADE NOTES.

Messrs. Robinson & Downs, formerly
of John Secott & Co., are opening a new
grocery store at the corner of Wyan-
gotte and Dougall Avenue, Windsor,

nt.

J. P. Wright, representing Charles
Bond, Ltd., chocolate manufacturers, of
Bristol, England, and Carsons, Ltd., of
Glasgow, is in Toronto on his annual
trip through Canada. He has arranged
for a display for both firms at Toronto
Exhibition, and will be in Toronto dur-
ing its continuance.

The Computing Seale Co., of Canada,
Limited, have moved to their new faec-
tcry, corner Royce and Campbell Ave-
nues, from 164 King Street West, To-
ronto. Their new factory is well lighted
and airy. Everything has been done to
make it comfortable for their employees.
Efficieney is the keynote.



N Wednesday morning, Apr. 16, the first annual convention of the Ontario Retail Grocers

Association opened.

This Association was formed on Good Friday last yewr at Hamilton,
Ont., after a number of conferences among retailers at different places.

At first the London,

Hamilton, Brantford and Toronto Associations weie chief among the promoters, but during the

year many individuals from other cities, towns an‘ villages have joined.,

The convention served to

bring a large number of Ontario retailers together for two good days’ conference, and the member-

ship of the Association has been greatly added to.

The visit to the various factories was one of the

features of the conference, and those who attended hive gone howme well pleased with their visit.

D. W. CLARK,

First president of the O.R.G.A., and president
Toronto R.G.A. 3

Re-clected President of the O.R.G.A. for
1913-1914.

The Ontario Retail Grocers’ Associa-
tion held their first annual convention
in the King Edward Hotel, Toronto, on
Wednesday and Thursday, April 16 and
17. Among the outstanding features of
the Wednesday programme were Presi-
dent Clark’s and Secretary Miller’s re-
ports which are presented in full be-
low. The reports as given by these two
men show that the foundation of the as-
sociation has now been most thoroughly
laid. Although a year old the associa-
tion has already made marked progress
and through the interest displayed and
energy ecalled forth in every discussion,
the future suceess of the society gives
every appearance of being absolutely as-
sured. Interest has spread rapidly. Out-
side towns where no association has been
formed, hearing of the good work being
done, have written in voluntarily asking

that they too may bear a part of the
work and receive a share in the benefits
to be derived.

To date the membership has reached
tha large number of 500 and those who
are taking an active part in the as-
sociation work most sanguinely believe
that before the completion of another
year the membership will be doubled or
even trebled.

JNO. DIPRORE,

President London R.G.A.,

ation worker.
Vice-President
1913-1914.

Elected First

The president’s and secretary’s re-
ports not only do muech credit to the
efforts of these two officials who from
first to last have gone at everything with
untiring energy and never flagging zeal,
but also on those who have worked with
them towards the common goal. Follow-
ing is the President’s address in full:

)

and a strong Associ-

of O.R.G.A. for

President’'s Report.
Gentlemen of the Ontario
cers’ Association,—

I am sure that you, the retail
cers of the province gathered together
here in convention, feel that this is a
great day in the grocery trade of the
provinee. This, our first annual conven-
tion, marks a new and greater era in
the history of the trade in Ontario. This
is a realization of a hope and desire that
has been foremost in many of our minds
for many years.

It was one year ago that the Ontario
Retail Groeers® Association came into
existence—an organization that is bound
to do a great deal for thé advancement
in the standard of grocery merchandising
as well as righting many of the griev-
ances at present existing. This can truly
be said to be one of the proudest days

Retail Gro-

oT0-

ED. HAZELL, *
President of the Hamilton R.G .1,

Elected to Erecutive Roard of OR.G A,
1913-1914,




in my life and 1 am sure it no less so
to many of you. A year ago you did the
honor of electing me the first president
of this association. At the time I felt
backward in accepting it as I felt I
couldn’t- give the needed time to the
work, but having been elected, I decided
that I would justify the trust
you placed “in me, and I have
put forth my best effort. The
first year in any line of endeavor
is never the easiest to travel but with an

able executive and the assistance of the

associations in different cities and
towns, and the individual efforts of
members of the trade, excellent progress
has been made. 1 think the present
convention, before it draws to a close
will fully justify my statement. Our
sueccess demonstrates in a convineing
manner that the retail grocers feel the
need of getting together in an assoeia-
tion such as ours where our specific
needs and requirements can be dealt with
by men who understand them and who
are direetly interested.

Foundation of Association Well Laid.

We started off by drawing up a plat-
form of our aims and objeets which we
submitted to the trade throughout the
province. The manner in which it was
received and approved gave us great en-
couragement in our work. A good deal

of time and labor has been spent during

the first year in what might be styled
‘ground’ work. In erecting a building
vou know how mueh work it takes in
geiting the foundation laid. . It is the
same way in laying the foundation of a
big organization such as ours. Direet
results cannot always be seen from a
good deal of association work. It might
be likened to your show window—you
may not be able to see it brihging in di-
rect business, but it is working for youn
just the same. However, we have en-
deavored during the year to take up a
few problems which would bring im-

W. J. MELLEN,
Exz-President of the Brantford R.G.A.
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mediate benefit to our members. Two of
the most' important matters of legisla-
tion on which we have been concentrat-
ing our efforts are amendment to
‘‘weights and measures act’’ and to the
‘‘garnishee law.’”” There has been a
great deal of work and some delay in
getting petitions from all sections sent
in and pressure of business at Ottawa
makes it necessary to leave the weights
and measures question in abeyance un-
til next session. In regard to the gar-
nishee law, which is a provineial enact-
ment, we have been unable to get any
one up to the present to introduce this
legislation. We are waiting on the pro-
vincial secretary, however, to get a
pledge from him, and in the meantime
every member of the association should
see his representative in the legislature
and urge him to support this amendment.
The garnishee law, as it stands at pres-
ent, is as you know, grossly unfair to the
retail grocer. ‘
Other Questions Taken up.

There are many other questions of di-
rect concern to the retail grocer that
have to be dealt with. During the year
application was made to the: Wholesale
Groeers’ Guild to have discounts allowed
on all aceounts paid before the 15th of
the month, but up to the present we have
had no reply from that body. Then
again there is the presen: business tax.

W. €. MILLER,

Neevetary of the Ontarvio R.G.A, and the busiest
man at the convention,

Re-elected Necrctary of Ontavio R.G A, for
1913-1914.

I would suggest that a committee be ap-
pointed to decide on a plan of tax re-
form that will be suitable and more just
to the retail grocer. Parcel Post is also
looming up before us. While this may
not affect the groeers in the city to any
great extent, it would no doubt prove
detrimental to merchants in the small

83

CANADIAN GROCER

centres and for this reason we should
do all in our power to keep it from be-
coming law.

Importance of Trade Organization.

A great deal has been said in regard
to the value of different branches of the
grocery trade getting together, but prob-
ably even more can be done by the re-
tail grocers themselves getting together
and co-operating to adjust matters be-
tween them, eliminate general grievances
and make their business more pleasant
and profitable. Every groeer should put
forth an effort to organize a local assoc-
iation in his town in affiliation with the
provincial body. Where there are not
enough grocers to from an association,
several neighboring towns might get to-
gether and organize. T might refer to the
work done by the members of the London
Association, in going out to nearby
distriets and organzing several small vil-

JAS. MAIN,

of Hamilton, one of the vice presidents during
the first year,

lages into an association. A good deal
of work along this line might be done
by assoeiation members in other paris
of the province. Remember that in un-
ion there is strength.

Appoint a Permanent Secretary.

There is a great deal of work in con-
ducting and organizing an association
such as ours and I think it is unfair to
ask any man to undertake all the work
that a secretary has to do. It seems too
great a sacrifice to his business. For
this reason, I would be strongly in favor
of appointing a paid organizer and as-
sistant secretary who would be paid on
a commission basis.

Many Valuable Suggestions.

There are several things I would like
to suggest that might be worked into our
association to advantage. It would be
well to have a good reporting agency to
act as a guard against delinquents who




move from place to place. We should
co-operate in order to reduce loss by
bad debts to a minimum. We might
also have an employment bureau where
clerks might be secured at a small fee
and where clerks in quest of employment
might enroll. I would strongly advo-
cate an apprenticing system in Canada
similar to that in vogue in the old coun-
try as such training tends to make bet-
ter grocers and better business men.
There are too many men entering the
grocery business who have no knowledge
of it. Wholesalers should discourage
those who have had no experience from
entering the business as it has a ten-
deney to lower the standard of the
trade.

On account of entering another field
of endeavor, E. J. Ryan, of London,
elected as our first viee-president, found
it necessary early in.the year to resign
his office. Although regretting the loss
of his servieces, we are glad to know we
still have his support. - John Diprose,
elected to his position, has proven an
able successor.

In conelusion I wish to thank you for

the honor of being your first president,.

and I also wish to thank the executive
for their able assistance during the year.
1 feel that a good start has been made
in .an organization which I expect to
1erform great things for the grocery
trade of the province.

D. W. CLARK,

President,
- * L ]

SECRETARY MILLER’'S REPORT.

Toronto, April 15, 1913.
Mr. President and Gentlemen:—
" In submitting this, the ‘‘First Seec-
retarial Report’’ of the Ontario Grocers’
Association, I do so with a great deal of
pleasure.

Organized a little over a year ago, the
new association has already made its
influence felt from one end of the Pro-
vinece of Ontario to the other. The
labors of the Association during the
past year have been given over mostly to
the work of organization, and at the
same time, guarding any legislation
which might- erop up detrimental to the
interests of the Retail Groeers’ trade.

Rapid Growth of Association.

Since organization, a year ago, we have
affiliated with us associations of Toronto,
London, Hamilton, Brantford, Guelph,
Windsor, Barrie, Woodstock and Dor-
chester, together with the voluntary in-
dividual membership which we have re-
ceived since our last general meeting.

Petitions Met With Favor.

The petitions, re the Weights and
Measures and Regarnishment of Wages,
have been widely circutated throughout
the Provinece of Ontario. A splendid
average of these have been returned
fully signed, accompanied by letters of
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encouragement from every source. Al-
most five thousand signatures are attach-
ed to the two petitions.

The consensus of opinion seems to be
that the desired legislation is a long
looked for relief for the retail trade.
Those petitions are now ready to be pre-
sented to the Local and Federal House,
at such time as our solicitor deems op-
portune.

I would recommend that the Associ-
ation, at its Annual Convention express-
ed to the trade through its ‘‘Trade Jour-
nals’’ their appreciation of the co-opera-
tion and assistance extended to us in
our endeavor to bring about the set
amendments, at the same time express-
ing to the trade journals our sincere
thanks for the valuable space and earnest
appeals made to the trade through the
columns of their papers, and to the
publicity given to the deliberations and
work of the association during the year.

Favors a Permanent Organizer.

As it is almost impossible for anyone
directly identified with the trade to de-
vote any great amount of time to the
work of organization, of whieh there is a
great opportunity, T weunld recommend
that the application of Mr. B. Cope,
whose communication will be presented
to ‘this body and convention, be given
due consideration. Mr. Cope comes from
the West, where he has bheen identified
with the work of organization, and from
papers in his possession appears to have
been successful in that direetion.

Unity is strength, and if the Associ-
ation expects to procure any important
legislation, we must be numerieally
strong. It has also been a source of
zratification to the members of the exe-
cutive to have received several volun-
tary requests from outside points desir-
ing to organize and affiliate with the
Ontario body.

Organization 500 Strong.

We have at the present time about 500
paid-up members and feel confident that
during the coming year our membership
will not only double, but treble itself,
before the next annual meeting. The
inter-visitations of the different Associa-
ations during the year have been econ-
ducive of good.results and the binding
together of closer friendship ties.

A regrettable feature of our work is
that in some parts of the country our
Association has been unfortunately con-
nected with the Retail Merchants’ As-
sociation, a few officers of which have
been discredited in different parts of the
province, with having deliberately made
statements regarding our as.sociltion
which were absolutely untrue and un-
called for. It is a regrettable feature
that this organization eannot work to-
gether with us in unaniminity of pur-
pose, and of progress for the trade.

B4

_reached me.

Our work is now assuming large pro-
portions, and is distributed over a wide
area, thus making it impossible for the
secretary or any other officers of the
association to reach all points in the
provinee, and as we have had on different
occasions to mail matter to all parts,
we see many places where the association
can do good work. %

The experiences of the year have been
many and varied, and as the corespond-
ence will show, various queries have
In every instance I have
endeavored to give the. requisite atten-
tion with all possible care and prompt-
ness. Whatever success may have at-
terded the efforts of the Association ean
be largely attributed to the faet that
we have had the most loyal and hearty
co-operation. From all quarters have
come manifestations of encouragement,
together with the greatest kindness and
consideration, and these have been the
source of satisfaction and inspiration to
the association. ‘

To all of the executive officers and
other members who have so generously
assisted me in the work of the associ-
ation, which devolved on me, my thanks
are due and tendered. To President
Clark, I owe much for his optimism, en-
thusiasm and encouragement.

Trusting that the convention may be
one of greatest possible pleasure to the
delegates, and profit to the association,
all of which is respectfully submitted.

W. C. MILLER,
Secretary.

Owing to the necessity of this iseue
going to press before the conclusion
of the convention, further particulars
are being held over, and will appear
in next week’s issue,

+
CATALOGUES AND BOOKLETS.

A handsome illustrated catalogue has
Just been issuéd by Cole’s Mfg. Co.,
Philadelphia, deseriptive of new model
coffee grinders direct and automatie
current driven, of both ecounter and
Pedestal type, also of large single meat
chopper and combination coffee mill and
meat chopper.

O

Joht E. Hill, of Hill & Son, grocers
and butchers, Waterford, Ont., has re-
tired. Business will be continued by the
son, D. A. Hill.

Clark & Sons, grocers, of Ridgetown,
have found it necessary to enlarge their
store. The store room at the rear has
Leen added to the main store, giving a
thirty-foot extension, and another pro-
perty has been rented for store room
purposes.
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Panoramic view of the handsome grocery store of Robinson & Co.,
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Winnipeg, Man., showing loocation of the numerous counters, stands, silent

salesmen and pillars om, in and around which enormous cvarieties and quantities of goods can be displayed.

A Business That Grew Up With the West

MONG the pioneers in the Western
A Canadian grocery business is the large

firm of Robinson and Company, Main
Street, Winnipeg. The head of the firm,
““Jerry Robinson,”” — as he is familiarly
called by those who know him well, began busi-
ness in a small way with the beginning of the
city. With a well grounded belief in its future, a
keen insight into its demands and energy and
ability to push along, Robinson & Co. has grown
with the West, Its history is one of phenomenal
expansion.

Space for the inereasing business has always
been one of the difficulties facing the manage-
ment, and last year extensions were made involv-
ing an outlay of some $50,000. In this new annex
the grocery department is installed.

With good light, ample space and a stock that
comprises cverything, W. Ketechen, manager of
the grocery department, is able to have things
the way he wants them and there are few men
who have higher ideals of what a store should be.

People Buy What They See.

Mr. Ketchen is a great believer in display.

‘‘Let the people see what you have’’ is one of

his mottoes. He believes in the show window
being utilized to the utmost. ‘‘You must show
merchandise and show it well before you ean
sell it.”’

‘T am a great believer in demonstration,’’ said
Mr. Ketchen recently. ‘‘We generally have four
demonstrators at work here all the time. The
old proverb, ‘the proof of the pudding is in the
eating,’ should be taken to heart by every
grocery man.

‘I believe in the demonstrator and in giving
him or her a fair show. If a manufacturer has a
new line that appeals good to us, and which we
think should go, I believe in giving it time. I
would sooner have a demonstrator at work for
a month or two months than for a week or a
fortnight.

2]

Show Seasonable Lines.

‘‘Follow the seasons’’ is another maxim of the
management. It is jams and spring ecleaning
specialties to-day—Lent is just past. Hot weather
will soon' be here. There are always lines for
special features. It is of great importance to
bring certain lines to the front at the right
time.”’




Demand Created for Quality Canned Goods

Iustances Where an Edmonton, Alta., Firm Introduced Expensive Line of Canned
Tomatoes—Fact That They Were of Solid Pack and Good Quality Used as Talk-
ing Points—Many Cases of a High Priced, but High Quality Line of Preserved
Fruits Also Sold Since Last Fall—How The Business Has Grown— Written Rules

For Clerks

Written for The Canadian Grocer by J. E. Livingstone.

KINDLY allow

me space in
your valuable paper
to state a few facts
re the high-class
trade and the de-
mand which ean be
created for the ar-
ticle of good qual-
ity. I hold the firm
opinion that the re-
tailer ean create
the demand for
fhigh-class  fancy
groceries, which
I have proved
in the store by
which I am employ-
ed. Of eourse you
will find the _re-
tailer who will say
that their elass of

give a

Canadian grocery standpoint.

quate service; to-

BEGAN AS APPRENTICE AT 14—MANAGER AT 23.

Jno. E. Livingstone, the author of this article, was made manager
of the grocery department of the big Aecme store in Edmonton, Alta.,
two years ago at the age of 23 years.
when 14 years old in Glasgow, Scotland. He had to serve 5 years there
before he was allowed to handle the
on customers. When 20 years of age, he became manager of the branch
store in which he learned the business. Three years ago he came out
to Edmonton to try his luck on the Western prairies, and worked for
Aitken Bros., in whose store he received his first instructions from a
Two years ago he took charge of the
Acme ‘ﬁrocery department. At that tvme four clerks were sufficient to

day the staff consists of twelve.

Mr. Livingstone in this article gives some striking examples of
the power of the dealer to create demand for quality goods; nis article
should be closely read by every ,

The Acme store won the Silver Shield as first prize for the best
display of groceries at the recent Merchants’ Show in Edmonton.

ocer.

He began his grocery career

eneral grocery line and to wait

_ Introduced a
Dearer Tomato.
Just a few in-
stances—A ecertain
brand of Tomatoes
is sold in this eity
at 20¢ per tin. Now
this is a good pack,
but about two
months ago we
bought a solid paek
tomato which sells
for 25¢ per tin. I
was surprised at
the sala which this
solid pack tomato
had in a few weeks,
and the clerks now
recommend this
brand in almost all
cases and with

business does not
call for certain lines on which a good
margin of profit can be made, but has he
ever tried to sell these lines in his store?
No; he is content to let his customers go
to the larger stores of the city for those
particular articles he states he cannot
sell, and as can be easily seen he has lost
many a sale and probably not the sale
on these articles alone, but whole orders.
In buying fancy groceries the retailer
does not require to place large orders
for same, but can get a small shipment
enclosed of good lines, so that he is not
tying his money up to any great extent,
and the most important point is that you
have got the high-class goods in stock.

The Call is for Quality.

Now I don’t think the consumer will
buy anywhere that is cheapest. The call
to-day is for the Quality and the stores
that eater to this class of business, and
go right after it, will get the price. Any
man will realize at onee that here is
something that will add considerably to
his profits at the end of the year. I main-
tain that the retailer who earries the
good quality lines will sell them and
that his business will be considerably im-
proved.

My own experience has been that
clerks can create sales for these lines of
goods. The store in which I am now
employed is considered the finest in Ed-
monton and our Grocery Department has
made the name for itself of being the
most up-to-date in Western Canada. Two
years ago our business did not amount
to very mueh, considering the size of
the store, and let me state here that at

this time very little fancy groceries were
to be seen on the display cases or shelves.
I made it my aim when taking charge of
this department two years ago to give
the people of this eity the best class of
goods to be bought, and to see that they
would find here all the faney groceries
they would require.

I am glad to state that our sales have
steadily increased month by month, and
now we are doing about 2509, more per
month, which goes to prove that if you
want to maintain and increase your busi-
ness, you must, in the first place, study
closely the requirements of your ecus-
tomers, and then see that you carry the
zoods in stock. With sales’ clerks who
thoroughly understand their business, I
am convineed that suceess will come.

good results. Our

: business demands
the best quality goods and on this
brand of tomatoes alone our profit is
about 35 per cent. as compared with 20
per cent. on the cheaper brands.

8old High-Priced Canned Fruit.

Again in canned fruits.—We introduc-
ed a certain brand which sells for 40¢ per
tin. This seemed a high price for fruit
compared with what our customers were
in the habit of paying. Now we have
a steady demand for them and have,
sinee last fall, sold about 500 cases. Here
again our profit is good. I could go on
enumerating on different goods, but time
and space will not allow, suffice
it to say that the store that carries the
quality goods, which can be depended
upon, is sure to increase its business.

. Redford

. 8. Brown
Section
Bection

My,
Miss Wilkinson

Candy Section
Miss Priestly

and stock in good condit:

O'Cl..ﬂﬂ - OP-IO?#“ [l

department.
Your kind attention lo t

One City Traveler.

NOTICE TO GROCERY CLERKS.

In Charge of Hotel and Cafe business

Fruit ‘ogortuwut case No. 2 and cemtre table display, also
responsible for general display in store. 53
Section 1 and case 1.

2.
Section g and Refrigerator case,
Procuion'dcpartneul.
Telephone order department 9 to 12 and waiting on Ladies
cm-'p afternoon,
COlerks must see that M:a;ocuon allotted to them are kept thoroughly clean
Place all “want orders” daily on desk mot later than 4 P.M.
Each clerk will be held responsible for the stock in their sectionm,
Tal#houa must be used as far as possidle for business only.
During business howrs attend to dusiness only.
Clerks must mot leave the department without notifying the manager of
Feel the responsibility you have and you will dbe successful.

he above will be ap,
work together to make our department a success.

ted by me, and let ws all
J. E. LIVINGSTONE.

Reproduction of a notice Mc: ':! the

t of The Acme Btore, in Edmonton,

grocery departmen
'a,, has posted up for the clerks. .
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Interior view

We display our faney groceries in the
most prominent places in the store. Our
show cases and display tables are always
attractive and arranged in such a manner
that customers are almost led into buy-
ing whether they intended to or not. Each
clerk in this department has his own
particular section to look after, and he
is held responsible for the stock and the
condition in which the stock is kept.
Thorough cleanliness is observed.

Create Demand for Best Goods.

In closing, I would again advise all
retailers to buy only the best class of
goods and create the demand for them
and instruet your elerks as to their super-
iority over the so-called cheap article. I
am certain the business will prosper
month by month and that the net profit
at the end of the year will be consider-
ably inereased.

Best wishes for your paper’s suecess.

——

HARD TO BELIEVE.

The United States Hen laid 20,400,-
000,000 eggs in 1912. This is remark-
able enough in itself. What is still more
remarkable is that every one of the eggs
was at one time strietly fresh,

—i— -

It has been well said that the world
turns aside to let any man pass who
knows where he is going. The world
turns aside to let all leaders pass, al-
ways did, and always will. The leader
is often simply the man who is not
afarid to be in front and who knows
where he is headed for.

THE CANADIAN GROCER

of the grocery department of the Acme Co.’s sgtore in Edmonton.

Confidence of the Customer Necessary

If Recommendations Are to Count for Much—Fort William
Dealer Mantains the Retailer is a Power Towards Increasing
Sales—Gives Examples From His Own Experience.

By W. 8. Johnston,

In order that I might sell goods to the
best advantage it has always been my
poliey to know them thoroughly. Where
they are grown or manufactured, how
packed, ete., i8 necessary knowledge to
a good salesman. We always, too, make
it a point to try travelers’ samples on
our own table and open goods on arrival
and place them where customers can
see them.

Building Up a Jam Trade.

That the retailer can sell practically
any good line he has a mind to is known
to us all. Here is one example: Last
autumn I purchased an assortment of
jam put up in two-pound tins by a To-
ronto firm. The goods were new to me,
but the sample was fine and size right
for my trade. When the goods arrived
I opened a tin on the counter. A cer-
tain baker, who resides near the store,
was in one day buying his house sup-
plies, so [ asked him to sample the jam.
He did so, and added, ‘‘Send me two
tins.”’

Since that time I have sold him two
tins every week. These goods show me
one of the best margins of any in the
store, so I have been building up a pro-
fitable trade. Although the goods were
new to me and my trade, yet because
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Fort William, Ont.

they were all right I have sold them
easily. ;

This is but one instance. I could
quote you somewhat similarly on many
other of the lines carried. When once a
dealer has the confidence of his custo-
mers, as I have always tried to get, he
can sell them anything he recommends.

I have a line of baking powder that
I have introduced to my trade, and am
selling every day. I knew it to be good,
got my customers to give it a fair trial,
and as good results followed, a splendid
trade has been built up.

Specialty Salesmen Know.

I maintain that those who say the
dealer cannot create demand are wrong.
Progressive retailers who understand
their business are doing this every day.
I have had considerable experience as
driver, clerk and proprietor of different
stores, and also head salesman of others,
and I have seen demand worked up for
many goods. Any specialty traveler
who ealls on the trade regularly knows
that the best retail grocers are capable
of introducing goods and creating de-
mand for those goods that appeal to
them.




Cleanliness and Service Get the Business

So Declares Montreal Grocer Who Gives Special Prominence to These Two

Points—If Newspaper Advertising is to Count for Much,

it Must be Backed

By Clean, Sanitary Store—Service Includes Courteous Treatment and Satis-
factory Goods—A Charcoal Deal Emphasizing Latter Point—Power of the

Window,

“A CLEAN store is a far better ad-
vertisement than a page ad.
every day in the dailies,’’ is the opinion
of Alex. Dewitt, proprietor of the
grocery store reproduced above, sit-
uated at the corner of St. Viateur and
Waverly Streets, Montreal, Que.

‘“A .dealer may advertise in the
dailies every day and will get a lot of
new business in that way, but if his
store is not up-to-date and thoroughly
clean he will have a diffienlt task to
keep customers coming to his store for
their groceries. There is one thing that
the particular public demand in a
grocery store, and that is absolute
cleanliness in the handling and storing
of the goods they buy for food.

““The dealer may fool himself by
thinking that because the customers do
not say anything that they don’t notice
the dirt and unsaniary methods he
allows to exist. He may go along in
the old rut for years. His customers
may buy from him just because his
store is the handiest or the only one in
the neighborhood. But the time will
ecome when some shrewd fellow will

start an up-to-date store near by, and
his customers fall away from him like
the leaves from a tree in the, fall. When
he gets alive to the cause of this it is
too late, for his competitor has the con-
fidence of the trade by this time, and
has won for himself a niche in the
esteem of his customers.”” Thus in a
nutshell Mr. Dewitt gives the
of his sueccess.

Quality Goods.

‘“The public like to trade at a clean
store,’’ he maintains; ‘‘it looks so nice
and makes it all the more effective as a
trade gcetter. Customers will purchase
more freely, and will purchase a better
class of goods where the -surroundings
are clean and neat.

‘“And talking about the better class
of goods,”” continued Mr. Dewitt, *‘I
learnt a lesson just this week. I’ve
been buying a good grade of charcoal,
and the other day a salesman came in
and offered me charcoal for less money.
and, as it looked all right, T bought
some. But when I sent this out to my
customers who had been getting the
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Interior view of Ales, Dewitt’s store in Montreal. This has modern
bin fixtures and other wp-to-date equipment.
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other charcoal, I began to receive com-
plaints, and in a majority of the cases
had to take back the bags, even though
the customers were advised when pur-
chasing that it was a cheaper grade.

““Why, after a trial they wouldn’t
have it at any price, and I had to ecall
up my first dealer and pay the higher
price for the charcoal, but it was worth
the difference to please my customers.
That experience has taught me a lesson
that I’ll not forget in a while. Never
again will I venture into the shoddy
lines when I can get a reliableé one, for
[ know that it is not the priee that wins
you customers so much as quality, Of
course, it is essential that your price be
reasonable for the grade of goods that
you are handling, but I would far rather
err on the side of high prices than offer
a shoddy artiele.”’

Neat Arrangement of the Store.

In the arrangement of the interior of
his store, Mr. Dewitt has shown good
taste. As ean be seen from the photo-
graph, it is attractive and exhibits the
goods to good advantage. Canned goods
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oceupy a prominent position on the side
of the store photographed. The other
side displays fruits, econfectionery,
breakfast foods and package goods,
while at the back is the refrigerator
and meat eounter. :

A corner of the case can just be seen
tc the left of the radiator. In this
silent salesman case is displayed the
" different lines of cheese, pickles, relishes,
oysters on one side of the case, while
on the other is shown smoked meats,
sausages, etec. The refrigerator at the
back of the show case has a glass front,
and in it is shown the different lines of
butter—dairy on one side and ereamery
on the other.

‘Show Case for Bread.

A new and commendable feature is
shown on the end of the counter. The
show case filled with bread is an ideal
method of boosting the sales, and tends
to give the customer the impression of
cleanliness. Of course, some will ob-
jeet on the ground that it allows the
bread to dry out too quickly, but if it is
displayed in this manner, Mr. Dewitt

claims it will sell before it dries to any
noticeable extent, and where the dealer
is able to get a fresh supply every few
heurs it is ideal. Bread kept in this
kind of a case should not dry out if
handled properly and the ecase kept

closed.
Glass Front Bins Installed.

By looking closely at the photograph
one will notice the glass fronted bins
behind the display stand, on which are
displayed jars of fruits.  These bins
run the length of the store and accom-
modate all lines of groceries that are
in good demand and called for frequent-
ly. By this arrangement the salesman
is able to serve the customer with the
least waste motion. The importance of
this conservation is one that demands
the attention of every dealer in the
country.

Price Card Sold Cream Cheese.

Mr. Dewitt is an enthusiastic advo-
cate of the price ecard, and to use his
own words, ‘‘It saves people asking
questions and helps to make sales, as
people sometimes see an article that
they would like to have, but go without
it, thinking that it is too mueh of a
loxury when in many cases it is not
nearly as expensive as they imagine.
Six weeks ago I got in a supply of
eream cheese, which hadn’t been selling
very rapidly, and I decided to use a
new stunt. I put it right here on the
counter where you see it now and placed
a price eard on it. It began to sell im-
mediately, and in the last six weeks I
have sold more cream cheese than for
the six months preceding. The price
eard did it.

"
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Mr. Dewitt takes great pains in the
arrangement of his window displays,
and declares they are one of the most
valuable assets the dealer has. If the
displays are properly arranged it will
attract the passing econsumer, who upon
entering the store decided whether to
deal with you regularly or not. If your
store is clean, the arrangement neat and
attractive, the clerks courteous, the ser-

vice prompt and accurate, and, lastly,
but not least, the price right, a retailer
has every chance to win that newcomer
over.as one of his regular customers. Of

. ecourse, one might do this, even if he

falls down on one particular, but if he
has all his forces in line and use the
proper generalship in bringing these
forces into action, he should win the
newcomer every time.

Tea Sale Showing Dealer’s Power to Sell

A Strong Evidence of Capability of the Man Who Comes Face
‘to Face With the Customer to: Make Sales of Goods in Which -
He is Interested—Where Confidence Exists Recommendations

Are Usually Accepted.

A certain grocer in one of the larger
towns of Western Ontario is a firm
believer in the selling power of the man
behind the counter, who has the confi-
dence of his customers, and states that
not only can he sell a line of goods when-
ever he desires, but he can also raise the
standard of staple lines sold. Speak-
ing recently along this line, he told how
he had sold a certain brand of tea and
built up a large trade, in spite of the fact
that he had many calls for others.

‘‘For a number of years,’’ he, said, ‘‘I
had refused to stock the tea of a certain
tea house. The travelers had called on
me continually, urged me to buy, and
finally endeavored to foree me to make at
least a small purchase by threatening
to sample the town. This they claimed
would make it absolutely impossible for
me to get along without handling their
particular brand.
in the brand I was selling, so told the
traveller to go right ahead.

‘‘They sampled the town alright, and
in shorter time than I had expected. Of
all who received samples I noticed that
one family in particular had taken a very
strong liking to the new tea. The next
time the house-wife was in the store, she

ked for a pound of this tea to replenish
her supply.

““T told her I didn’t stock it, and re-
commended to her the kind which I had
been selling regularly.

‘“At first she was quite set on her de-
sires, stated that her husband had taken
a great liking to this particular tea and
now would not drink anything else.

““T felt sure that the tea I was offer-
ing was every bit as good, if not better,
than the one for which she asked. I
told her I eould safely guarantee satis-
faction from it in every way, but that
was not enough to persnade her. Finally
I made the suggestion that she take a
pound of the tea I was offering, give it
every eare in the making, and serve it to
her husband for several days without in-
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I had full confidence

forming him where she got it, or what
tea it was. The suggestion appealed to
her and as there was a difference in
price in favor of the tea I recommended,
she readily conceded to give it a trial and
inform me as to its results.

‘‘Some days later she was in the store
again, and curious to know the result of
the experiment; I approached her with
that aim in view.

‘“Far from being disappointed she
stated: ‘When I asked my husband how
he liked the tea, he replied, that those

people were doing better than ever
and that he was sorry he had not bought
their tea long ago. I told him that he
hadn’t tasted——tea for more than a
week, explained what tea I had been
using, and incidentally remarked on the
difference in price. He was so well
satisfied, that he advised me to buy it
always.’

““‘From that day to this that woman
has been a continual user of that tea,
and would not be without it. This is
only one small instance but it shows
what a dealer can do with his customers
when once he has gained their confidence.
Many of my customers have come to
so place their confidence in me that
upon my recommendation they would
buy almost any line I should offer pro-
vided it was up to or above the standard
of which they were using.’’

COST OF 10-CENT ARTICLE.

‘“We shouldn’t have to pay more than
90¢ for a 10 cent article,’’ stated Harry
Ranahan, one of the London, Ont., retail
groeers. Mr. Ranahan maintains it is
one of the duties of the retail association
to see that such is the case. With ex-
penses running around 16 and 17 per
cent., there was, he considered, little en-
ough margin for the retailer paying 90
cents for a 10 cent artiele.




HIS s an age of doing things systematically. Business methods
have advanced rapidly in recent years and to-day the most suc-
cessful men in every line of endeavor are those who have attend-
ed to the building up of the business on an orderly, systematic
basis.

It s the way with the human life. The man who eats and
exercises in a systematic manner, who attends to his work and
play with system, is the man whose life is not easily snuffed out.

Same applies to the life of a retail business. There are no

doubt many merchants drifting along with the world’s current

in whichever direction it has a mind to take them, and who are making appar-

ent successes. But with the application of sound system to their work, how
much better would be their progress?

In succeeding pages, The Canadian Grocer presents some systematic me-
thods of retail dealers. One of these shows the complete bookkeeping methods
one firm is using to provide that specific knowledge that must go with every well-
appointed business. The System deserves special attention in that it shows the
firm at any time just where any particular portion of the finances stand. Isn’t
that important?

Another illustrates how a dealer keeps absolute tab on what the salesmen
are doing every day. He knows exactly the value to him of each and at the
same time has a complete daily record of the progress of the business from
year to year. He knows, too, by another book, what he has bought of certain
goods in the past and what he paid for them. In short, he has his business
under complete control.

In this issue will be found many similar ideas on the systematic conduct-
ing of a business. The reader will find much of value in them, and we com-
mend them to their earnest attention.




Removing Guesswork in Retail Management

The Complete Bookkeeping System of a Firm Which Aims to Have Absolute

Knowledge Always at Its Disposal—Inventory Struck Off at End of Each Month
—This Gives Approximately Amount of Stock on Hand and Net Assets—Each

HERE is happiness and restful

nights for the man who always
knows where he is at. This is par-
ticularly the case as far as the retail
merchant is concerned. If he knows at
all times the standing of his business,
and is even an average business man
himself, there will be little occasion for
WOrry.

There are bookkeeping systems and
bookkeeping systems. They extend all
the way from the ancient pass book own-
ed by each credit customer to the modern
cash and credit register and loose-leaf
bhook forms. The pass-book should soon
be relegated to the proverbial ash heap.
It’s time is past and gone and in ma-
Jjority of eases is but a faint memory to
those who once used it. Various other
systems in- vogue have their advoeates
and each has its own particular merits.
Exact Information Always Available.

Findlay & Glover, merchants, of Port
Stanley, Ont., a town of 800, on Lake
Erie, elaim to have one of the most ecom-
plete retail bookkeeping systems in the
country. Their chief argnment in sub-
stantiating this claim is the fact that at
all times they know exaetly where they
stand in every department of bookkeep-
ing. Not only do they keep an exact
record of every day’s sales, both ecash
and credit, but they know what they do
every week, every month and every year.
They know exaetly how much they are
owed, and how much they owe. They
_ keep a complete record of all invoices
with the dates on which they fall due
so0 that there is never anything forgotten
which should be paid. They have, too, a
record always of outstanding accounts
and know in a moment just how much
any customer owes them. Probably the
most important book is the ‘‘Complete
Daily, Weekly and Monthly Total Ree-
ord.”’” This, as will be explained below,
is made up from the other books each
day and closed each month, showing the
totals of all the various transactions of
the month, and the firm’s assets.

Day’s Sales Known at Any Time—QCash and Credit Register Used.

. Use Credit Register.

The first book used by Findlay &
Glover in making a sale is the counter
check book. As they have the ecredit
register there is marked on the top line
of each leaf of the counter check the
words ‘‘Past Account.”’” There is a
check book for each eredit eustomer and
the total amount owed by each is brought
forward from last sale and placed oppo-

day, cash received on account, paid out
for stock such as butter and eggs, ete.,
and freight. The ecredit register shows
all eredit sales of the day. From both
these sources the ‘‘Daily Detail Record’’
is made out as shown by the accompany-
ing eut. On Februnary 1, 1913, for in-
stance, the total of the eash register slip
showed that $19,105.95 had ‘been taken
in eash since register was last placed at

DAILY DETAIL RECORD i
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Record of each day’s credit sales, amount received on account and amount paid out for stock
over the counter.

site the words ‘‘Past Aecount.”” On to
this total is added amount purchased
next time so that every customer has al-
ways his or her account totalled up to
date. That eliminates for Findlay &
Glover all the work of transferring to
journal and ledger. Whenever a credit
customer wants to pay his bill, it is
there for him all ready totalled. The
counter sales books used by this firm
have the earbon ecoated leaf.
Work Done by Cash Register.

The cash register in this store keeps

tab each day on all cash sales made that

zero. Subtraeting amount of day before
from that and ecash rang up during the
day is secured.

The eredit sales on the left show that
that day $33.40 worth of goods were
sold on credit. Totals received on aec-
count and from whom are indicated in
the next two columns. That day $37.50
were taken on aceount. The next col-
umn shows the amount paid for stock
to be $2.45 and the fourth, 25 cents for
freight, making total of $2.70 paid out
of the cash register. On the same sheet
is worked out at the end of each day, the

BILLS RECEIVABLR (.0.!' O-a.')

All notes owing this firm are entored in this form with name of maker, endorser, date of maturity, elc.
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total sales. The cash register Las $154.-
42 ready for the bank. Since $2.70 were
paid for stock and freight, the total cash
in the register, February 1, was $156.12.
But $37.50 of this came in on account,
so that by subtracting, it will be seen
that $118.62 represents the total cash
sales for the day. There were, too,
$33.40 worth of goods sold on eredit so
that total sales for the day will be
$152.02. All the above figures are car-
ried forward to the ‘‘Daily, Weekly and
Monthly Total Record’’ shown on next
page over.

Notes Closely Watched.

Findlay & Glover have a ‘‘Bills Re-
ceivable’’ hook whieh gives all informa-
.tion on notes owing the firm. It shows
the date given, name and address of
the maker, the signer, amount, time, date
when it falls due, where payable, amount
of interest and when paid.

Readers will observe that this is keep-
ing pretty close tab on promissory notes.
With such a book continually in use
there is little chance of date of maturity
of any of them slipping the firm’s no-
tice. Absolute knowledge is there in
black and white. In the ecolumn for
‘‘Date When Due’’ there is a space for
each month of the year so that all that

BILLS PAYARLE (3va ¢ +¢)

CANADIAN

do their business on the draft prineciple,
it is devoted to information on drafts.
It will be noticed from the cut that
there are blanks for name of firm from
whom the goods were bought, the loeca-

5

GROCER

The items represent the invoices which
came in during . January. The form
shows the date the invoice was entered,
date of invoice, name of the wholesale
house purchased from, gross amount,

Complete Daily, Weekly and
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This is the most important book of all those kept by
ledge on the progress of the business each day, week,

firm’s assets each month.

tion, amount, freight or express charges,
discount and a space for every month of
the year for the date when due. At all
times the firm know just what is coming
due and are able to meet their drafts at
the proper time. None are overlooked
so that there is no chance of their credit

diseount, if any, net amount, date when
due, when paid and amount paid.

This is certainly valuable information
for the retailer. A page, or if, neces-
sary, two, are devoted to each month’s
purchases and at the end of the month
the total is easily ascertained. This is

BILLS PAYABLE
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A statement showing how the firm stands regarding all its drafts. Date due is found in a moment.

is necessary is to insert the dates of the
month when notes fall due. Each month
the totals of these notes are made up and
the information transferred to the big
Daily, Weekly.and Monthly Record al-
ready referred to.
Keeping Tab on Drafts.

There is a somewhat similarly ruled

book for Bills Payable, and as the firm

being impaired on this account. There
is also a blank space for date when paid.
Information on Invoices.

Still another important book kept is
that showing the invoices received. Tt
is headed ‘‘Reeord of Invoices of Pur-
chases for Month of Al b B
The illustration shown herewith ex-
plains the importance of such a record.

entered in the Daily, Weekly and Month-
ly Record as will be seen on reference to
same. If at any time there is any ques-
tion as to the time, firm, price or date
due of an invoiee, it is only the question
of a moment when the matter ean be put
right.

The bookkeeping system of Findlay &
Glover also provides for looking after

NAME OF FIRM

Record of Invoices of Purchases for.the Month of-

Grow Amount Net
Amount Disc ount Amount
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The monthly involce book showing name of firms from whom goods were purchased, amounts, when due, when poid, eto,
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delinquent accounts.” There is a ‘‘De-
linquent Account Sheet’’ in, connection
with the eredit register. This is ruled
to show the name, amount, when account
began, when account was closed and re-

Monthly Total Record.

—_—

Torar Pan

hand -and in bank by subtracting
amount paid out. . ;
Findlay & Glover take stock at end
of January. The Reeord represented
here begins with February 1, just after
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Amount of Stock on Hand

Fixtures, etc.

Total Purchased for the Month from Cash Drawer

Total Purchased for the Mouth from Invoice Book

Total Stock on Hand, Fixtures, etc,

otal Stock on Hand, Fixtur
Sules for the Month 1953162

Loss

Ext. Gross Profit (29 per cent.) 3q0 | 72

Findlay & Glover. It shows absolute know-

month and year and shows approximately the

marks and is in separate sheets, not in
book form.

The information contained on this de-
linquent account sheet is transferred to
a book on ‘‘Outstanding Aeccounts’’
which is. shown herewith. There is a
space for the amount brought forward
from year to year and blanks for each
month of the year. As this book is kept
up-to-date, the amounts of all delin-
quent accounts are at the finger’s end of
the firm.

The Daily, Weekly and Monthly Ree-
ord already referred to is the eulminat-
ing point of the entire system. This
shows the totals of everything—amount
received on account each day, week or
month; eash sales, total eash, eredit
sales, total sales, amount paid for stock,
amount paid for freight and express, for
miseellaneous, eash in bank, receipts for
each day, total eash on hand and in
bank, total amount paid out, and balanee
on hand.

The amount received on aeccount is got
from the Daily Detail Record already
deseribed. So is the information on
cash and credit sales, and amount paid
for stock and freight.

The total eash on hand and in bank is
obtained by adding eash in bank and re-
ceipts for the day and the balance on

T

i621q0

Cost of Goods Sold from Stock
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stoek had been gone over. In the Month-
ly Statement at the right hand side of
the large cut, the first information is
‘¢ Amount of Stoek on Hand’’ as shown
by the inventory. The next line deals
with fixtures which also includes delivery
outfits and all equipment. The third
shows the total amount purchased dur-
ing the month from the cash drawer, the
fourth the amount purchased as indicat-
ed by the Invoice Book already deserib-
ed. The sum of all these as represented
by the figures $9,583.18, gives total val-
ue of stoek, fixtures, equipment and de-
livery outfit at the end of February.

The next item shows sales for the
month which will be found by adding up
the sixth eolumn from the left—*‘‘Total
Sales.”” The firm figure on an average
margin of 20 per eent. on sales so that
by dedueting this percentage they have
approximately the cost of the goods sold
from stoek which is represented by the
figures $1,562.90. By subtracting this
sum from the total stock, ete., $9,583.18,
the value of the stock at the end of the
month is found to be $8,020.28.

By glancing at the Bills Receivable

hook, the notes due the firm immediately
present themselves, and are entered in
the place ‘‘Notes Due Firm’’  allotted
for them. ‘“Cash on Hand and in Bank’’
is found to be, say $500, at the end of
February. ‘‘Aceounts Receivable,”’ are
$3,685.23 and the sum of these three
items—notes due, cash, and accounts re-
ceivable—added to the total $8,020.28,
representing the stock, ete., on hand, give
the total assets of the firm at the end of
Febrnary to be $13,401.94.

Next is found the liabilities by adding
together invoices to be paid, drafts out-
standing and cheques given by the firm,
but not yet cashed. The total comes to
$2,995.98, which, when taken from the
total assets of $13,401.94, leave a bal-
ance of $10,405.96, representing the net
ascets of the firm.

Readers will note that this system en-
ables Findlay & Glover to carry on a
perpetual inventory throughout the en-
tire year. They know approximately at
the end of each month what stock they
have on hand and their net assets. At
the end of their fiscal year they take an
inventory so that once a year at least
they have absolute knowledge of the
standing of the business. The ‘‘Daily,
Weekly and Monthly Record,’”’ supplies
absolute knowledge on many things. The
sales of any one day of the year, of any
week or any month are known and can
at any time be compared with those of
any day, week or month of previous year.
The page in this book is ruled in five
bloeks of six lines allowing a line for
each working day in the week and a
bloek for each week of the month.

The Expense Account is kept in the
Ledger and includes wages, horse feed,
fael, light, freight, stationery, ete. This
firm are always striet in writing off de-
preciation in fixtures and debts that are
uneollected.

Readers will see that the above pre-
sents many good suggestions on book-
keeping. The article demonstrates
that there are men in the trade who
are keeping so close to the business
that they never allow anything to get
away from them. It should be the
aim o every dealer to have some sys-
tem that wrll provide him with abso-
lute knowledge on how the business
i8 progressing. Only in this way
can he advance with assurance.

Outstanding Accounts.
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A Form which gives the firm all information on accounts that hare not been paid.
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Uses of Cost Book: Daily Trade Statement

How John Diprose, a London, Ont., Grocer, Keeps Track of Cost of Goods in
Every Invoice—Value to Him of Information in the Cost Book—Daily Business
Statements Also of Great Assistance—Shows What Each Clerk Does Each Day
and Gives Total Daily, Weekly, Monthly and Yearly Sales.

WO important features of the office

system of John Diprose, a London,
Ont., dealer, are his Cost Book and Daily
Statement of Business.

The Cost Book is, as the name implies,
for the purpose of keeping track of
goods purchased, quantity, cost, ete. The
diagram shown herewith represents Mr.
Diprose’s Cost Book and shows how it
operates.

In the first place the pages are ar-
ranged in alphabetical order as far as
various kinds of goods are concerned.
This is so that the information it eon-
tains ean be got at with minimum
trouble. There is also an index book
with every article tabulated in alpha-
betical order with the page named on
which each article ean be found in the
Cost Book.

All Invoices Entered.

When an invoice comes in, it is en-
tered in this book. There is the date
first and the firm from whom the goods
were bought next. Mr. Diprose states
that the latter information comes in very
handy frequently. For instance a mer-
chant desired on particular occasions to
purchase. lines not often handled.
Probably they are only ealled for once
a year, so he is apt to forget from whom
they were purchased last. With the Cost
Book this is all overcome. The informa-
tion is there in black and white. Mr.
Diprose has found it necessary several
time to eonsult the book for this pur-
pose.

A description of the goods is given in
the third column. In the case of Olives
it will be observed that he knows that
on a certain oceasion he bought 10 oz.
oval bottles and on another, for in-
stance, 16 oz. pickle bottles. He can tell
from the dates just how well each is

COST BOOK

suitable for his trade, whiech of course
aids him in his buying. The quantity of
the invoice is also an importaut consid-
eration. By watching the dates on which
the goods are bought, he ean tell just
about how much is going to be sufficient
for his trade when the traveler ecalls
around. This, it will be noted, is splen-
did information for preventing too large
or too small a stock of any particular
line.
Knows Previous Costs.

The next column explains why tie
book is called a Cost Book. A dealer
in buying goods is often at a loss to
know just what he paid before. If the
traveler doesn’t know or he is ordering
by mail, he has to dig up his file of in-
voices probably from some dusty eorner
to find out the last price if he is not

equipped with some such book. With the-

Cost Book he simply turns up to the ar-
ticle required and has immediately the
cost at time of last purchase.

There are also blank spaces for
‘“‘freight’’ and ‘‘terms’’ as these are
frequently required. The last column
is for total cost—invoice cost, plus
freight, if any. This book has been kept
up for 6 years by Mr. Diprose and has
been the means of saving him econsid-
erable money. He states that if it were
in loose leaf form it would serve the
purpose better as then pages could be
inserted as desired when new lines come

into stoek.
+

STATEMENT OF BUSINESS DONE.

By means of the other book referred
to in the opening paragraph and whieh
is also illustrated here, Mr. Diprose keeps
close tab on the details of the business
of each day in his three stores. This is
a ‘“Daily Statement of Business as shown

OLIVES.

by the Clerk’s Daily Statements,”’ and
by means of it he can tell just how things
are progressing each day of the year. The
first column is used for listing the clerks,
each having a separate drawer in the
cash register, A, B, D & E, respectively
in this case. The next space is for mark-
ing the amount of cash each night in the
various drawers of the register. The
cash register also tells the amount ‘‘paid
out’’ by each clerk, the ‘‘cash taken in’’
being the total of the first two. The am-
ount ‘‘received on aecount,’”’ is shown
by the fifth column. The sixth column
‘‘refund on cash sales’’ is seldom used
so that the ‘“net cash sales’’ is usually
fopnd therefore by subtracting amount
received on account from ecash taken in.
The eolumns for ‘‘cash over’’ and ‘‘ecash
short’’ are not often used, but oceasion-
ally there are a few cents out one way
or the other. The next two spaces give
information on the credit sales so that
the total eash and credit sales for the
day are easily secured.

Good Gauge on Work of Clerks.

This book keeps Mr. Diprose thor-
oughly informed as to the amount of
work done by each clerk eac