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CIRCULATES EVERYWHERE IN CANADA
Alee In Inti BrlSeln, United «tales. West Indies, SomMi A fries end Aostralt*.

CHADIAN CREER
A Weekly Newspaper Devoted to the Grocery, Fruit, Provision, 

Canned Goods and Foodstuffs Trades of Canada.

VOL. XXII. Publication Office: 10 Front St. East, TORONTO, MAY 22, 1908. MO. 21.

.OXFORD 
E3 LU E' V;

Your Trade demands the best in everything—In the laundry blue 
line it always gets “THE BEST” in

lieen’s
Oxford Blue

There is no known blue its equal—There can be nothing superior—IL is a steady and 
ready seller. For sale by all jobbers.

Frank Magor & Co., 403 St. Paul Street, Ai,n" tonw. Dominion Montreal

O Canadian
■ Standards

Benson’s “ Prepared” Corn (for cooking purposes.
the housekeepers' favorite for puddings, blanc manges, desserts, etc.

Edwardsburg “Silver Gloss” Starch
(best for all kinds of laundry work) 
These two brands make for good trade— 
Every Jobber sells them.

1

EDWARDSBURG STARCH CO.,
ESTABLISHED 1858

LIMITED
S3 Fro at St. Est*. TORONTO, Oot. Works. CARDINAL OmL 184 SL Jm SL MONTREAL



THE CANADIAN GROCER

LEMON IS iff: wenT*mi.

IF YOUR JOBBER CANNOT SUPPLY 
THESE GOODS, WRITE TO

MacLaren Imperial Cheese Co., Ltd.
Head Office : TORONTO

They Speak For Themselves

The popularity of Imperial Products requires no 

argument to prove. Inherent merit, liberal profit 

and aggressive, consistent advertising are the cause.

WE CREATE THE DEMAND.



THR CANADIAN GROCER

To Maintain and Increase 
Permanent Trade

We handle only articles of known worth—the tried 
and tested kind—articles whose intrinsic merit has 
raised them far above the commonplace. We do this 
because we like to feel that the folks who buy them are, 
year after year, adding permanent trade to the business 
of the grocer who sells the goods. From our own selfish 
point of view we believe the principle applies with 
telling force.

We know of No Safer or 
Surer Way

There is a good living profit on every article we are 
privileged to represent— each of its kind is, to our way 
of thinking, a splendid example ofhonorable manufacture. 
And because of that important fact we advertise their 
strong features fearlessly, over our own name, in the 
Canadian Grocer and elsewhere, every week of the year.

ARTHUR P. TIPPET & CO.
84 Victoria St. 

TORONTO
7 Place Royale, 

MONTREAL
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When you sell Con­
densed Milk and Evap­
orated Cream, it is 
better for you to

Sell the Best.

Every Can Guar­
anteed.

the CANADA FIRST brand

B
 EVAPORATED CREAM

CONDENSED MILK 
is the Highest in Quality.

It is absolutely pure, wholesome and digestible; and is 
prepared in a modern factory under ideal sanitary conditions. 
It is MADE IN CANADA by a purely Canadian Company. 
The attractive neatness of the package befits the superior 
quality of the contents. It is a brand that your customers can 
positively rely upon.

When ordering Condensed Milk and Evaporated Cream from your jobber, 
be sure and specify Canada First Brand.

fPWQElMSED MILK c<b ENSED MltXC<

Aylmer Condensed Milk Co., Limited
Factory, AYLMER, ONT.

Sales Office, 39 James St. South, Hamilton, Ont.

4
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THE CANADIAN GROCER

Exceptional facilities for quickly pin 
the best trade of the Canadian mar 
of BRITISH and FOREIGN ManufWE OFFER Exceptional facilities for quickly placing amongst 
the best trade of the Canadian market, all lines 
of BRITISH and FOREIGN Manufacture.

We are sole distributing agents for the following well known firms :

GEO. DAUDET & CO. Fruit,
Bordeaux, France Vegetables, etc.

Fruits, AUGUSTE GAILLARD & FILS
Marseilles, France Olive Oil

MADAME DAMAIN
Bar-le-duc, France Bar-le-duc Jelly

WM. P. HARTLEY Preserves and
Liverpool, Eng. Marmalade

FERRAND, RENAUD & CIE. JAMES PASCALL, LTD
Lyons, France Macaroni, etc. London, Eng. Confectionery

We solicit enquiries and offerings from reputable shippers who are not
represented on this market.

EBY-BLAIN, LIMITED
TORONTOWholesale Grocers, Importers, etc.

Encourage Cash Purchases

We have a positive guaranteed plan of drawing new customeis and getting 
cash business that has been proved thoroughly satisfactory in hundreds 
of stores all over Canada. No experiment and no guesswork. Let us 
send you opinions of leading storekeepers east and west. We confine our 
system to only one store in a town and back it up with effective work.

Drop us a card. We want to tell you more about it.

The British Canadian Crockery Co., Ltd., 2SMeii„d.st, Toronto
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THE CANADIAN GROCER

Sugar forms a large percentage 
of every grocer’s business:

The season is rapidly approaching when 
Granulated Sugar will be in active 
demand with you. It will be to your 
interests to supply your customers with 
the BEST, which is the well-known

the standard for excellence and purity.

Redpath’s Granulated Sugar
is the acme of Sugar Refining. Its sale 
by the grocer guarantees satisfaction to 
consumer.

All wholesale grocers keep it. 

The Canada Sugar Refining Co.,
^  ̂ i tuiTrnLIMITED

MONTREAL

6



THE CANADIAN GROCER

REGISTERED

England’s Foremost Fruit Sauce
There le nothing te hide In the oom- 

poeltlon of “O.K.” SAUCE
Mueoatels, fro* Naim 
Cane Sugar,

from Wilt liétii 
Orange», from Seville 
Bed Pepper», from Zanzibar 
Nutmeg», trie Rim« 
Clove», trie Nim* 
Tomate Puree, frea Italy 
Shallot»,

tria CUimI mndi

Baleine, tria fihicli
Mangoes,

tria Wilt I liai 
Clnger, tria Jiailci
Capaloume, trie ZuzlUr 
Maoe, trie Nim
Cinnamon, fne Cirtoi 
Cartloe, trie I lily
Soy, tria Ilia
Lemons, tria MiuWi

Virgin Malt Vinegar
A select proportion of the above constitute* 

the delicious ‘‘O.K." Sauce.

$5000 Challenge
We Guarantee every ingredient of the

“O.n." SAUCE
to be absolutely pure and of the finest 
quality only, and the above sum will be paid 
to anyone who can prove to the contrary, 
whether by analysis or otherwise.

MASON’S ‘O. K.’ SAUCE
Medals and Diplomas:. London, 1885, 1888, 1889,1890, 1904 / Borlln. 1890, Parlm, 1890 , 

Edinburgh, 1890, Newcastle, 1903, We/eee, 1903.

BETAILS 25 CENTS PER LARGE BOTTLE.
Bv McTevish ©. Wert», GEO. MASON ®. CO., LTD.,

74 Yonge Street Arcade, Toronto. LONDON, Eng.
Telephone. Mein 6265

WRITE FOR LAID DOWN TERMS, CANADIAN PORTS OR RAILWAY DEPOTS.

7



THE CANADIAN GROCER

LEA’S
The Pickle with the

Our doubts are traitors, don't doubt, but 
try a small quantity of our TID-BIT PICKLE 
when we put it on the market in August. This 
is the only way that we can convince you that 
our goods have a flavor that can only be pro­
duced by a woman, and that once tried by the 
consumer, become a household necessity.

A Canadian Pickle of Quality, made 
in Canada from Canadian Products.

PACKED BY

The LEA PICKLING
SIMCOE,

8



THE CANADIAN GROCER

LEA’S
thaHome-Made Flavor

We could by the use of Vinegars, Spices, 
and Mustards of a lower grade, greatly increase 
our profits. We could by the use of Saccharine 
in place of Sugar (of which we use nothing but 
the best Granulated) again increase our profits, 
we could by allowing the processing of these 
goods to be done in a slipshod manner again 
increase our profits, we do not do these.
Made from Mrs. Lea’s Home-Made Recipe.

RESERVING CO., Ltd
ONTARIO

9



THE CANADIAN GROCER

OF

N

1 PRIDE OF CAN ADA
® SYRUPS AND SUGARS

In your own interest you should know these facts

<fl Every producer from whom we purchase must give a signed statement 
that every gallon maple syrup we buy from him is absolutely pure, that 
it is made from the sap of the maple tree only.

ffl Our factory is right in the heart of the maple forests, in Quebec 
province, the largest producing district in the world.

<1 You have our absolute guarantee that the sugars and syrups offered 
you are not adulterated in any respect. The recent inspection of 
maple products taken from stores all over Canada, showed that Pride 
Of Canada goods alone proved their claim of absolute purity.

IVe lay stress upon PURITY, because 
it pays you to sell PURE GOODS

Pride Of Canada Syrups are put up in glass and tin (as illustrated), in 
pints, quarts, l/t gallons, gallons and 5 gallons, and in 

15 and 25 gallon barrels.

PRIDE OF CANADA MAPLE SUGAR
A READY SELLER

This line is put up in neat boxes, 54 cakes to a box. Each cake 
retails with good profit at 10 cents.

The majority of good Canadian wholesalers all over Canada sell Pride Of 
Canada goods. Prices and samples gladly furnished 

representative wholesalers.

Retailers who have trouble in getting Pride Of Canada products
should write us direct.

MAPLE TREE PRODUCERS’ ASSOCIATION, LTD.
WATERLOO, QUE.
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GOODS
THAT
ARE

GOOD
GOODS

Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s
Greig’s

White Swan 
White Swan
White
White
White
White
White
White
White
White
White
White
White
White

Swan
Swan
Swan
Swan
Swan
Swan
Swan
Swan
Swan
Swan
Swan
Swan

Blend Coffee 
Jelly Powders
Spices
Baking Powder
Flavoring Extracts 
Cocoanut
Cream of Tartar 
Flaked Wheat
Rolled Oats 
Buckwheat Flour
Wheat Kernels 
Graham Flour
Whole Wheat Flour 
Gluten Flour

THE ROBERT CREIC CO., LIMITED
WHITE SWAN MILLS Toronto

JAPAN TEAS
Lead the Market

BECAUSE climatic conditions in Japan are conducive 
to highest perfection in tea cultivation.

BECAUSE they are purest in method of preparation.

BECAUSE they are uniform in quality.

BECAUSE no teas grown elsewhere possess the many 
qualities of Japan Teas.

Grocers handling Japan Teas always hold their tea trade

11
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THE CANADIAN GROCER

The Perfect Food

Malta-Vita is made from the best 
wheat and malt extract.

A healthful and delicious food, com­
bines moderate cost and high quality.

No better cereal can be bought at 
any price.

Pays the grocer a good profit, and 
pleases his customers.

Order from your wholesaler/) or 
write direct for quotations. J} J

Hlalfa-Tita
m Éâmt

“ The Perfect Food ”

^ CONCENTPATED
/Aalted 
^ FoodruRL ^

. A*»

a»***

Malta-Vita 
Pure Food Co.

TORONTO, ONT.



THE CANADIAN GROCER

;n,7 j. L.MATHIÉÜ Co'Y

MATHIEU MATHIEL

121 it

>n"'i5S0^ROf»

iGOUDRON| -»f-
D HUILB OB

FOIE DE MORUE
De MATHIEU

E*rtt«iU * Oiu*a,Ciowù,tt
WM*OgtO».X-V.

MATHIETTS
Syrup of Tar

GOD LlÏR OIL
"“WJ»!1

J. L. EATHUD,

>WS;+,

The Constantly Increasing Sale
of Mathieu’s Syrup of Tar and Cod Liver Oil and

obliged us to erect this large new building. Our aim has 
ever been to make the best possible products. The increase in our 
business—the lasting success achieved by our preparations are due to 
our constant efforts to satisfy our customers.

Mathieu’s Syrup of Tar and Cod Liver Oil
This is a perfect combination for strengthening and building up 

constitutional weakness. It is particularly effective in preventing, 
fill, \iating and curing all chest and throat troubles. It not only cures the cold—but so tonifies 
tin: system as to make its return almost impossible.

1 ll‘a.*8 a magic cure for all headaches, nerve pains, neuralgia, etc. They contain no opium, 
in " phine, chloral or any other dangerous narcotic or poison. Hence their safety for family use.

||' y relieve insomnia, soothe the nerves and give restful sleep. When taken in conjunction 
"nil Mathieu’s Syrup they are the quickest cure for any feverish cold.

SOLD BY ALL WHOLE»ALE DEALER».

J- L. Mathieu Co., (Props.), Sherbrooke, P.Q.



THE CANADI A N GROCER

PACKARD’S
“SPECIAL”

SHOE DRESSINGS
UNEXCELLED FOR QUALITY 

EVERY PACKAGE GUARANTEED

Box Calf Combination box caif, viewed and
all Black Shoes.

13 ■ /''i ___Ie For all kinds of Russet andIxUSSCt Vomblnation Tan Boots and Shoes.

Ladies’ Special 
French Glycerine 
Black O

For Ladies’ and Children’s Fine Boots 
and Shoes.

To retail at 10c. For Ladies’ and 
Children’s Shoes.

A Black Liquid and Paste combined to retail at 10c. 

Tan A Tan Liquid and Paste combined to retail at 10c.

Cream ^or po*'s^'-8 anc* keeping s°-an(* pi'at>ie

Special Paste
all kinds of Patent and Enamel Shoes.

In Black and Tan for polishing Box Calf, 
Vici Kid or Russet Shoes of any kind.

FOR SALE BY

F-'tir .1

ALL WHOLESALE GROCERS 
AND JOBBERS

MANUFACTURED BY

L. H. Packard & Co.
PACKARD BUILDING 

9 to 17 St. Antoine St., - MONTREAL

MANUFACTURERS OF 
HIGH-CLASS

SHOE DRESSINGS

Limited

H



THF. CANADIAN GROCER

Our Famous 3c.
(Silver finished)

Very popular package. Gives your tack business a big spurt.
Packed in half gross and gross boxes.

I CARPET |
AND

IsH O E
I TACKS |

All our tacks are CLEAN CUT and UNIFORM. Are DEPENDABLE.
Always the same.

Prices and samples gladly furnished jobbers.

THE BAZIN MEG. CO.
94 Arag'o St., Quebec

E. W. Hicheon, 77 York. St., Toronto, Selling Agent for Ontario

Bank Package
(Gold finished)

15



THE CANADIAN GROCER
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W H OL-E

C NICHOLSON

cooes
ABC 4rJ& 5ZfCoition

IVes tern 9n/on 
Arms by s /90/& /907

L' H bain

cable aodntss 
N/QNOLSON WINNIPEG 

CALÔAPY. 
EDMONTON

Edmonton Branch

Nicholson & Bain

CalsaryBranch

Nicholson &B«i

BAN N AT V NE AVE EAST 
TRANSFER TRACK

THE CONSTANT GROWTH
Of Western Canada, makes it an exceptionally desirable place for the introduction of new 

lines of reliable merchandise.
There is a chance here, for progressive manufacturers, to develop a trade that will increase 

from year to year.
You can do it, and we can help you.
We have been selling merchandise, throughout this territory, for a quarter of a century. We 

know the needs of the people and how to reach them.
We could take your products on a commission basis, store, sell and distribute them, ami see 

that you got your share of the business.
Write us. We shall be glad to discuss details with you.

NICHOLSON £•
CALGARY WINNIPEG

Storage for oil classes of Merchandise also cars distributed at Winnipeg,
Calgary and Edmonton.

BAIN
EDMONTON

16



THE CANADIAN GROCER

1 H BAin

tINNIPE 6 
'.ALQPPY. 
\DMON TON

CAL6ARY Branch

Nicholson &6i

iction ot new 

; will increase

century. We 

them, and see

1 Winnipeg

‘Plates used by courtesy oj Christie

V'.
' v >

APPETIZING ADS.
vreate a desire for possession, and are the only kind 
worth while in the grocery trade. Can you imagine 
any other printing process which shows form, texture, 
* olor almost the flavor—of your product with such 
fidelity as our THREE COLOR PLATES. The 
above page taken from a large catalog just issued is a 
lair sample of what we have done for others. We can 
do as well for your goods.
i hink it over and write for estimates.

THE TORONTO ENGRAVING CO.,
92-94 BAY STREET 
ILLUSTRATORS

LIMITED

i6a
DESIGNERS ENGRAVERS



THE CANADIAN GROCER1
ESTABLISHED 1840

Pansy Broom
H. W. NELSON & CO.,

Toronto, Ont.

■iv ' 1

They are as good 
as they look.

They look good

; r- > l*i3 y -



THE CANADIAN GROCER

ESTABLISHED 1840

The men who sell

PANSY BROOMS

Geo a

The present day representatives of

H. W. NELSON (EL CO. Limited
•CE AND WAREHOUSE. THDONTfl FACTORY.

^2 ADELAIDE W. 1 * V/ 13 17. 1», 21 JARVIS ST.

l6f
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The Essex Canning & Preserving Co., Ltd
28 Wellington St. E., TORONTO, CanadaFACTORY AT ESSEX. ONT

THE CA X ADI A X GROCER

DO YOU WANT

CANNED GOODS
that retain the natural flavor and will please your customers ? 
If so, insist on having the

ESSEX BRAND
put up at the factory shown below.

FRONT VIEW OF MAIN BVILMNO

REAR VIEW OF FACTORY



THE CANADIAN GROCER

XtX Coffees XiXv We Have the BEST SELECTION
V

-

The Mecca The finest coffee the world produces. Recommended by connoisseurs.
A coffee equal to any on the market, superior to many offered at 

Damascus higher figures.

Cairo A rich, smooth coffee, just the grade for good hotels and boarding houses.

Old Dutch RiO A pure Rio, roasted from high-grade coffee.

The Mecca, Damascus and Cairo Coffees are put up in 50 and 25 pound hinge-lid crated tins, also in 
cases containing 15 tins, each 2 pounds. The Rio Coffee is sold in 50 and 25 pound tins only.

James Turner & Co., Limited
Hamilton, Ontario

fOPHUHT^
STANOAOo 

COFFEE DRINKERS

Vlt BEST T0»/C 
ro*

BREAKFAST A LUXURY

EXCELSIOR
OU* FACTO*V tQUlFNMT I* THS LATSST IMPROVED OU* COPPESS A** 
DIRECT IMPORTATIONS. SELECTED SPECIALLY PO* THEIR OBINEINQ 
MERIT W* QUARANTE* THE HIGHEST EXCELLENCE AMO BEST

OBTAINABLE VALUE

Coffee ,
Toohunter Mitcheue C°Coffee ImportersToronto

Satisfaction



THE CANADIAN GROCER

OFF fOUR GUARANTEE

Established 184 5

OF QUALITY

You frequently find it difficult to secure ABSOLUTELY PURE spices. With adulteration so practised as it is to-day it is not 
always possible to buy PURE spices and to be sure they are as labelled.

Always LooK for Our Name and Trade-MarK
BARING POWDER 
WHITE PEPPER 
GINGERS 
NUTMEGS

CREAM TARTAR 
BLACK. PEPPER 
ALLSPICE 
CLOVES. Etc.. Etc.

Spices of every nature, whole or ground as required, guaranteed by us to be THE BEST OBTAINABLE- We ought to 
know-OVER HALF A CENTURY ESTABLISHED.

CORKS AND CAPSULES

S. H. EWING ca SONS
96-104 King Street, Montreal 20% Front Street East, Toronto

Phone»: Bell Main 65 and Bell Main 155 Phone Main 3171

TO SEE
OUR NEW

LINE»

Before Ordering
XMAS CRACKER»,
XMAS STOCKING», 
XMAS NOVELTIES,

ETC., ETC.

We are showing a very fine assortment 
of English Confectionery — manu­
factured by Batjer Co., London.

IE YOU CAN'T AWAIT OUB CALL, 
W BIT E FOB PABTICLLAB».

Rose & Laflamme, Limited
Montreal and Toronto.

Canada’s Best

Am,/"

Flavor
Put up in 
glass, a 
few hours
after
being
picked
and
nothing 
but the 
finest

Fully
Ripened
Fruits

being used 
they are
delicious

Appearance
They look 
tempting and 
taste as good 
as they look.

One
Glance

and your
customer will 
buy the first 
jar. Then 
you have only 
to fill the 
orders.

AftRts : ROSE à LAFLAMME, Limited, Moitreel end Toroito



THE CANADIAN GROCER

TO THE TRADE
The Tea You Can Sell Quickest Is

CEYLON
TEA

Because It

Pleases The Palate
Because It

Answers the Needs
Because It

Saves the Money
OF THE CONSUMER

And All Good Merchants Mnow That

THE TURNOVER S THE THING

*9

••



THE CANADIAN GROCER

The Man with the Big Coffee 

Business is the Man who sells 

High Grade Coffees such as 

Chase & Sanborn’s because 

consumers appreciate quality 

and uniformity in their coffee

probably more than in any­

thing else.

Chase & Sanborn

IMPORTERS MONTREAL

30



THE CANADIAN GROCER

"■ 1 " 1,1 ■'*

Canada*» Oldest and Best
Wholesale Grocery Mouse

For nearly 75 years we have been Canada’s 
leading wholesale distributors of foodstuffs.

During that time we have sold millions of 
dollars’ worth of groceries, and never have we 
given our customers anything but the highest 
satisfaction.

We are direct importers of high-grade Teas, 
Coffees, Spices, Raisins,Currants, Sauces, etc.,etc.

Quaker Canned Goods
We are sole agents for the Province of Quebec for this 

famous line of Canned Goods. If you want to learn what 
really first-class canned fruits and vegetables are like, secure a 
trial stock of these Quaker Brand Goods.

Quaker Brand Salmon
We are the proprietors of this new and extra fancy salmon, 

put up in tall and flat tins. It is just the salmon for those 
customers of yours that require the finest fish procurable. We 
claim Quaker Brand Salmon to be superior in quality to any 
fish ever offered to grocers in Canada. Only by sampling it 
can you appreciate it.

Not only is the fish the finest packed, but the manner in 
which it is put up surpasses anything heretofore attempted.

Try our Japan Tea to retail at 35c*
It’s the right tea to sell if you desire to give your cust­

omers continued satisfaction.
We are maker» of Quaker Baking Powder, better than whloh there le none obtainable. Our 

traveller» will tell you about It.

MATMEWSON*S SONS
202 McGill St., who,l5stir.S5,ce" Montreal

J

Established 1834



THE CANADIAN GROCER

Thomas Wood & Co.
Importers and Jobbers of

—TEAS—
Importers and Roasters of

COFFEES
428 St. Paul Street, - MONTREAL

Our travellers cover the majority of Canadian and United 
States Territory and will he pleased to make your acquaintance. 
Your direct orders wdl have our faithful care.

üü»

WSm
forrs<

ornas woo
itmontston

PURE

MAY QUEEN PRIMROSE
FLEUR-DE-LIS

THOMAS WOOD & CO.. Importers
BOSTON 555 MONTREAL

Packed only in half-pound 
Tin Cubes.

These package goods are given preference for quality all 
over this continent Orders for private brands of both Teas 
and Coffees solicited.



THE CANADIAN GROCER
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The Standard of Pure Jams, Jellies, 
Marmalades and Sealed Fruits in 
Canada to-day are

WAGSTAFFE’S
$500 Reward will be paid anyone 
who can prove that Wagstaffe’s 
Limited have ever bought one pound 
of glucose since they commenced 
business in Canada.

Every pound guaranteed pure and better than the imported goods

TO BE HAD OF ALL WHOLESALE HOUSES IN CANADA

WAGSTAFFE Limited
Hamilton ■ Canada

te*—-—-—-■-I



THE CANADIAN GROCER

HOLBROOKS DENY RUMOUR
We have received the following letter from Mr. H. Gilbert Nobbs, the Canadian Manager of Holbrooks 
Limited, denying the rumour which is current in some quarters that they intend starting a large 
factory on this side.

HEAD OFFICE AND MANUFACTORY1, BIRMINGHAM. ENGLAND

*t ' i

>'-AW

iSSiiüîîsmirnma

e*KlNG POWDER "*e saucb

h >

^ • Bkeht.bs orPiiwK MaltVikegah ♦ ^

MAKERS of HOLBROOK’S WORCESTERSHIRE~SAUCE
PURE PICKLES. JELLY & CUSTARD POWDERS.&C.^X^

V ~ Ç? Z----------- 5jC--- --- ------ S-------

PHONE MAIN 4229 _
Canadian branch: Vw 4/, May 6, 1908

The Editor of The Canadian Grocer,
Toronto

Dear Sir:—
The rumour seems to prevail in some quarters that on account of the 

rapid growth of our trade in Canada we are on the lookout for a factory 
site for the purpose of manufacturing on this side.

We wish to emphatically deny this rumour.
For 109 years our goods have been manufactured in that part of England 

which has now become so famous as the home of our products and we recently 
enlarged our works to allow for the expansion of our trade on this side.
It is our intention to continue to supply the Canadian demand direct 
from our English factories and you may, therefore, assure the trade that 
our goods will continue to be MADE and BOTTLED in England and that no 
alteration will be made in that high grade of pure goods for which our 
name is a guarantee.

Yours very truly,
FOR HOLBROOKS LIMITED
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Eastern Townships Grocers

Save Freight !

When You Buy in the Large Cities

you must pay freight on your shipments, and as you do not 
buy in large quantity the rate you pay is high. We can save 
you the greater part of this expense. We are located in the 
centre of the Townships, and we buy all fancy and staple 
groceries in car lots. In consequence we can let you have 
them at a price minus the big freight rate ! Our quotations 
are Montreal figures.

We carry everything in groceries, domestic and imported.

No matter what you want we can supply you. It will pay 
you to give us a trial order at least.

Write us if you would like further particulars

T. A. BOURQUE & CO., Reg.
Proprietors of the Famous 
Duchess Brand Goods Sherbrooke, Que.

Agents : D. S. PERRIN & CO., and VIAU FRERE, Biscuits and Confectionery.

■ '
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REMEMBER We represent ONLY the BEST houses in 
their SPECIAL lines.

Clark, Nickolls and Coombs, Limited - London, England
For Crackers, Santa Claus Stockings, Confectionery, etc., etc.

Midland Vinegar Co. - - Birmingham, England
For H.P. Sauce, H.P. Pickles and Pure Malt Vinegar

J. Bromley & Son Leeds, England
For Finest Coffee Extract

Stavanger Preserving Co. - Stavanger, Norway
For Crossed Fish Brand Sardines

Cerebos Salt Co. - - Newcastle-on-Tyne, England
For “Cerebos.” The Finest Table Salt in the World.

E. D. Smith Winona, Canada
For Pure Jams, Jellies and Marmalade

We invite our Customers and the Trade to inspect our fine
display of

Xmas Crackers and Table Decorations 

Santa Claus Stockings
German and French Xmas Novelties and Confectionery
SHELLED NUTS are Headquarters for Walnuts, Almonds, Peanuts, Filberts,

Pecans, Brazils, Cashew Kernels, Pignolias Pistachio, etc.

— also for —

French Cherries, Assorted Fruits, (’berries in Marischino, French Peas, Mushrooms,
Capers, Olive Oil, etc.

WRITE FOR QUOTATIONS.

W. G. PATRICK & CO.
Montreal, Que. Toronto, Ont.
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Seeded Raisins
to retail at 10c. pkg.

We are offering.

MALAGA SEEDED RAISINS
Freshly Processed and 

In Excellent Condition
At a Popular Price------

The Malaga Raisin possesses the delicious flavor which is 
characteristic of all Spanish grown grapes. In use it cannot be 
surpassed. Those that we are now offering are the latest result 
of an entirely new process, and will give your trade entire 
satisfaction. Before ordering Seeded Raisins it will undoubtedly 
pay you to ask us for particulars and samples.

We will ship 5 case lots and over for 
account of wholesalers, ex. store, Montreal

Rose & Laflamme, Limited
Montreal Toronto



Down with Labor !
A revolution affecting 

Trade, Commerce and the Home.

We guarantee that you can reduce a tiresome ten 
hour wash-day to a pleasant one of five hours 
by using

YOUNG TOM
Washing Powder

----- and------

PURITY
Laundry Soap

Labor Downed!
FOUR bars of Purity Naptha Soap (not cheap 
resin soap) will do more washing than SIX bars 
of any other soap and give better satisfaction.

Our Motto is “QUALITY”
You Ought to Sell Purity and Young Tom.

MADE BY
THE YOUNG-THOMAS SOAP CO., Ltd.

REGINA, CANADA
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P. O. BOX 112 Phono 3576

MASON & HICKEY
Manufacturers’ Agents

Agent* for
E. D. Smith

Pure Fruit Jamm, Jollloe, Preserves

Gorman, Eckert d Co., Ltd.
Coffee, Sp/oes anc# Olivo»

Wallaceburg Sugar Refinery 

E. D. Smith
Canned Fruit» and Vegetable»

Sarnia Salt Co. 

Ingersoll Packing Company 

Standard Computing Scales 

and Cheese Cutters 

Millar's Paragon Cheese 

Suchard’s Cocoa and Chocolate

WRITE US FOR QUOTATIONS—WE CAR SATE YOU NONET

Traok Warehouse— Write U» tor Storage Faollltle». Correspondence Invited with 
Manufacturer». All Good» Carried In Stock at

108 PRINCESS STREET, - WINNIPEG, MANITOBA

It pays to havo proper oonnootlons In

The West
We have first-class facilities for distributing cars and we 

make a specialty of this line.
Consign your cars to us and please your customers.

Our storage facilities are complete—plenty of room In our 
new quarters.

Ohara** N*a**nabl* SatJmfmotton fluawwtMS

R. B. WISEMAN & CO.
■tarage, Warehousing and Dlstrlbmt- 

lag Agents

” —MtZ .... WINNIPEG, MAN.

I Offer,
For Shipment May and June

French Shelled Walnuts, perfect halves, 
French Shelled Walnuts, broken, French 
Shelled Walnuts (Chabertes) very fine.

Quotations and Samples from

ANDREW WATSON, MONTREAL

Tel Mein 4409.

ROCK SALT
Selected Lumps for Horses and Cattle

Every farmer should have a supply.

FOB SALE BY

GANDY & ALLISON
Direct Importers and Packers of All Descriptions 

of Salt and General Merchandise.

St. John, N B.16 North Wharf,

P. POULIN <6 CO.
Poultry Feathers

Montreal’s largest poultry and game houae. 
Finest turkeys, geese, chickens, etc., in sea­
sons when the dependable kind are required.
We buy in large quantity and can sell at 
attractive prices. Aiao can fill your everyday 
wants.

»uy*r* and seMre of 
«Mam Mattere *r*M kind*

Bonsooours Market, - - MONTREAL
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Empire Teas, Coffees, Spices, 
Baking Powders, Extracts, 
Jelly Powders, Etc.

EMPIRE BRAND Quality Like the EMPIRE Itself

free 
’Phones 

—use them
■
I

If you want samples advise us. It will 
pay you both as to price and quality.

LUCAS, STEELE & BRISTOL,
Whol«aal« Grocers,

HAMILTON. - ONTARIO

the A 1 SAUCE
A Fine Tonic and Digestive.
An Excellent Relish For 
“FISH, FLESH or FOWL.”

Simply A 1.
Pleases everyone.
The Public WILL have it.
Sold all over the world.

For particulars and prices writs our Agent

H. HUBBARD, 27 Common St.,
MONTREAL.

BRAND & CO., Purveyers to H.M. the King, Mayfair Works, Vauxhall,
LONDON - ENG.

A 30
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BRANDSIGN OF PURITY

You always have the best and highest quality
of Canned Goods when you handle Tartan. 
All goods under this brand fully guaranteed 
by

’Phone 596
Write or wire for information. 

Mail Orders promptly executed.

BALFOUR, SMYE & CO.
WHOLESALE GROCERS HAMILTON

Thos. McCreody & Son, Limited 
Bonded Vinegar end Piokle Manufacturer» 

Products sold throughput Canada 
3*
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By far the largest sale of any 
Shoe polish on earth is enjoyed by

ri

m

2 in 1 factory in Buffalo, N.Y.

SHOE POLISH
It meets the up-to-date requirements for compact con­
venience. It produces an instantaneous and lasting 
polish which can’t be duplicated by any other brand. 

Any and every grocer who stocks 2 in 1 Shoe Polish can rest assured that he will sell 
every box of it in short order. Its intrinsic merit, combined with our aggressive advertis­
ing policy brings trade to every dealer.

What 2 in 1 is to shoes,

Black Knight Stove Polish
is to stoves. There isn’t another stove polish on the market which can compare with it 
for one single instant. With the minimum of labor it 
gives to stoves the most brilliant and durable polish.

It is clean to handle !
It is economical. It is packed in a very attractive box, and 
brings you an excellent profit.

Order to-day from your Jobber.

The F. F. Dailey Co., Limited
Buffalo, U.S.A. Hamilton, Canada

m
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SANITARY CANS
RAISE THE STANDARD OF QUALITY 

OF ALL CANNED GOODS

Sanitary Enamel Cans Preserve the Flavor and Color
of Strawberries, Red Raspberries, Black Raspberries,
Blackberries, Blueberries, Sour Cherries, Beets, eto.

V

■
 Sanitary

Cans 

Sealed 

without 

Solder 

or 

Acid

Entire End Open for Filling.

SANITARY CAN COMPANY, Limited
NIAGARA FALLS, - ONT.

Sanitary Can Sealed— “Bottom like the Top.

32*
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Merchants prefer selling goods that give their customers unquestionable satisfaction. That is what

MELAGAMA TEA
does. Here we assure you that we have the only Automatic System in existence that sells 
goods without talking. If you are desirous of advertising your business and increasing 
your profits through the sales of the best package Tea on the market, order on a 00 or 1(H) lb. ho\ 
assorted at once. We prepay freight. One trial is all we ask. A steady customer will he the result.

A SPRING HOUSECLEANING IN BULK TEAS
We IVant to do Two Things: —

» 1st.—Have you one of our numerous satisfied customers. »
* 2nd.—Make room for some large shipments shortly arriving. “ 1

In order to accomplish this end we quote the following :—
67 chests (EXTRA SPECIAL) Meddecombra Orange Pekoe, a well known garden - - 25 c.
350 chests and half-chests, Ceylon or Indian, extra tippy flavor y, Orange Pekoe - - 20 c.
430 chests and half-chests, Ceylon or Indian, tippy flavory, Orange Pekoe - - - 19 c.
294 chests, Ceylon or Indian, Pekoe (draw and leaf guaranteed) ..... /Sic 
680 chests, Ceylon or Indian (Black or Green) - - - - - - - - 18 c
284 caddies, 30 to 40 lbs. ea., Gunpowder (nice draw and make), original cost 17c. to 20c. (to clear) 16jc. 
130 half-chests, Japan Fannings, basket fired and sun dried, 80 lbs- each - - - 13 c

If you wish to take advantage of the above bargains we would advise you to send in your order- 
early and avoid being disappointed. Terms 30 days net delivered on MELAGAMA TEA. Hulk- 
4 pel- cent, cash, 3 per cent. 30 days or 3 mos. net f.o.b. Toronto.

Samples cheerfully forwarded, Write, Telephone or Telegraph at our expense.
Filling Letter Orders a Specialty.—If you are not already receiving our Monthly Special

Quotation Card, let us hear from you and we will he pleased to place your name on our mailing list. 
P.S.—See Price List on last page of this issue.

Toronto IVIINTO fi/?0S« Buffalo
Telephone Main 353
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SOMETHING ABOUT PEAS
CANNED PEAS are sold in four grades 
or qualities—

Grade 1, known as Extra Fine 
Sifted Peas, or Petit Pois (Tresfins.)

Grade 2, Extra Sifted Peas, known 
as Sweet Wrinkle.

Grade 3, Double Sifted Peas, known 
as Early June.

Grade 4, Sifted Peas, known as Stan­
dards or Marrowfats.
Prices for these Peas vary according to 
Grade.

The brand Is not an Indication of 
the Grade. Make sure that you get 
the grade you pay for.
You cannot mistake Aylmer FaultlOSS 
Peas as they have a wrapper label. 
These are the finest Peas on the 
Market at the price.

They will realize a Splendid margin 
Of profit. All you have to do is to call 
your customers’ attention to them to 
make quick Sales.

CANADIAN CANNERS, Limited
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GOODS
Packed by

TEe Bloomfield Packing Co
at Bloomfield, Ont.
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OLD
HOMESTEAD

BRAND
Is The Magnet Which Draws 
Dollars To Your Cash Drawer

High quality and unimpaired natural flavor is the 
attractive power. One can of Old Homestead 
brand sells many other cans. When you sell a 
customer Old Homestead brand you can bank on 
it that she’ll specify Old Homestead as the brand 
she wants next time. Are you satisfied with the 
brand you are handling now ? Does it possess posi­
tive, sale-creating merit? The wise grocer is he 
who seeks the b6St lines—not merely the good 
enough ! Old Homestead Brand is the best, con­
taining only carefully selected and expertly packed 
fruits and vegetables.

The Old Homestead Canning Co.
Picton, Ontario
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More Profit In Canned Goods
is only possible to the grocer who handles a brand 
which is so good as to excite commendation. The 
news of an extra good brand of canned goods soon 
spreads in any locality, because, as you know, a pleased 
customer is a splendid advertisement.

RJVERDALE BRAND
is the Brand of Unparalleled Excellence

Our policy is to use only the highest grade of sound, 
properly-grown, full-tiavored fruits and vegetables 
grown in the acknowledged garden district of Canada. 
Our factory is a model of up-to-the-minute complete­
ness, containing every approved scientific appliance 
for the better packing and preserving of fruits and 
vegetables. Result, a product so good that

Every Grocer Is Protected

who is wise enough to handle it. from the loss which 
he might easily sustain by handling inferior goods.

ALL THE BEST JOBBERS HANDLE RIVERDALE BRAND!

The Lakeside Canning Co., Limited
Wellington, Ontario
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Mr. Grocer—Think This Over
Our Goods have given the best satisfaction for 16 years.
We Sell only Freeh Goods. Each season’s pack is disposed of long before the next 

season’s pack begins.
Our Qoode are always Uniform. We are our own processor. We pack the goods 

ourselves. You run no risk of getting a new processor’s goods each year.
You are not bothered with “Swells.” Our cans are hand made at our own Factory, 

and we guarantee fewer swells than any brand on the market.
You get the Beet Goode procurable, for our long experience in canning enables us to 

be thorough judges of Fruit and Vegetables, and we select and pack only the choicest.
Our Label le a Beauty, Gilt Edge, quite in keeping with the quality of the goods.
Our Goode do your advertising, and you get the profit.
Why not, when placing your order, specify

“Queen Brand”
Belleville Canning Co., - Belleville, Ont.

You Can’t Lose Money
on canned goods if you specialize on

FARMER BRAND
That's because Fanner Brand quality is really excel­
lent. The man who stocks Farmer Brand finds it is 
his briskest selling line. We maintain the superiority 
of Farmer Brand by using only the finest fniits and 
vegetables from the garden section of Prince Edward 
County, Ontario, \Vhere we have the pick of 3.000 
acres. Our packing equipment is highly sanitary and 
right up-to-date ; and our employes skilled, cleanly 
people.

Farmers’ Canning Co., Limited
Bloomfield, - Ontario
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Tilbury 
Brand

means the Very Best 
in Canned Fruits and 
Vegetables

One of the best-equipped factories on the continent, 
situated in the heart of the best Tomato district in 
Canada—the garden of Ontario—assures the perman­
ent superiority of this Brand.
Our present stock consists of Tomatoes, Pumpkin, 
Beans and Apples.

The Tilbury Canning Company, Limited, Tilbury, Out.

The Pure Food Wave
is sweeping over the continent. The man who sells impure 
goods is not only unwise, but right out of date. Stock

E.D. S. Brand 1E
Jams and Jellies j

M
The Government Analyst declared that E.D.S. Brand is the 
purest in Canada. w

Agents : W. G. Patrick & Co., Toronto ; W. H. Dunn, Montreal ;
Mason & Hickey, Winnipeg; W. A. Simonds, St. John, N.B.;
A. & N. Smith, Halifax, N.S.; J. Gibbs, Hamilton.

E. D. Smith’s Fruit Farms, Winona, Ont.

ÜE Sir
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Your Customers 
Will Buy

No other fruit jar when they hear about the

Schram Automatic Sealer
A fruit jar that is easy to seal—Easy to open— 
and an absolute perfect SEALER every time.

They are better made than other jars. Clear 
Glass—no sharp edges. Every one perfect. 
8,200,000 Schram jars sold in 1907.

Ask your jobber, if he cannot supply you, 
write us.

“The Price is Right.”

Schram Automatic 
Sealer Co.,

of Canada, Limited
WATERLOO, ONTARIO

aaa

To Seal—Merely place cap 
over jar and press gently 

into place—That’s all.

la:, y
TO

OPE.N

To Open—Insert the blade 
of a knife and raise the 

edge—That’s all.

-

Ro wat’s have through the superior quality of their brands 
made a reputation for themselves in Canada—Every 
dealer and handler of

Olives

Ontario & Quebec—Snowdon & 
Ebbitt, Montreal.

Halifax—Warren & Co.
St. John—F. H. Tippet. 
Vancouver—Jarvis & Co.

will find it to his advantage to stock Rowat’s—Put 
up in all sizes of olives and styles and sizes of bottles 
etc. In

Pickles
there has never been an imported brand that has 
taken such a strong hold upon dealers and consumers 
as Rowat’s It will be to your profit to stock 
Rowat’s. Ask your jobber for Rowat’s
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Something Special in Coffee
It will pay you handsomely to see our 
travellers about your high-grade Coffee in

50 and 100 lb. lots
Our offer will surprise you.

W. H. GILLARD & CO. "M««I HAMILTON

We offer you the finest

TOILET SOAPS
Our range includes the favorites :

“Mother's Choice" 
“French Cream"
“Our Pets "
“ Angel Soap"

“Glycerine Soap"
Also

“ Glycerine " Oval 
“ Glycerine " Red 
“Carbolic Acid" Transparent 
“ Carbolic Acid " for Surgeons

and others
Soap

We have just been appointed agents for a famous French house, making 
Castile Soap 72% best ; all sizes. Can quote you lowest prices for 
direct importation or ex-warehouse.

WRITE US

SAVONS FRANÇAIS
C. PAGNUELO, Manager

MONTREAL
Factory - 1653 Notre Dame St E.
Office - 235 Coristine Bldg.
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Build Up Your Business on Quality

The following is one of many firms’ opinion on quality.

Windham Centre,
May 11th, 1908

P. C. Larkin & Co.
Toronto

Dear Sirs :
Kindly duplicate last order. Can’t keep store 

without “SALADA.”
Yours truly,

Thomas & Lounsbery

In reply to our letter asking if we might use this for an advertisement 
they wrote :

Windham Centre,
May 14th, 1908

P. C. Larkin & Co.
Toronto

Dear Sirs :
You may use our card in any way you like to 

get more business. Your goods have helped us and 
we would like to help you.

Yours truly,
Thomas & LounsberySALMA1

Helps Everyone Who Handles It
41
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BANISH 
“BLUE MONDAY

SELL

» SUNNY MONDAY
to customers and make them YOUR customers.

Your stock is not complete 
without our new LAUNDRY SOAP

SUNNY MONDAY
SUNNY MONDAY is made almost entirely from 

vegetable oils with enough ammonia incorporated to 
make it cleanse quickly and thoroughly, with less rubbing 
than ordinary laundry soaps.

Vf OUR CUSTOMERS should try it 
* and avoid the aching backs which 

cause “Blue Monday.”

SUNNY MONDAY
tAVFt LABOR, TIME, CLOTHES 

FUEL, TEMPER, MONEY
THERE IS PROFIT IN IT FOR YOU

“SUNNY MONDAY BUBBLES WILL WASH AWAY YOUR TROUBLES.’

GENUINE MERIT

and good value are the 
reasons why all women 
prefer to buy

Paterson’s
Worcester
Sauce

All grocers should sell it 
—if they don’t they miss 
sales.

ROSE & LAFLAMMB, LIMITED 
Agents, Montreal and Toronto

“EDINBURGH’S PRIDE”
EVERY BOTTLE OF

Symington’s
“Edinburgh”

Coffee Essence
does credit to the makers and the city ci 
production. Every bottle gives satisfac­
tion and helps to create further deman.: 

Our BBSBHCB OF COFFBB ABO CHICORY 
gives wonderful value. One bottle makes 40 cups 
delicious coffee fit for any connoisseur.

Recommend it for camping parties and Summt 
outings. It always pleases.

Thos. Symington A Co.
EDINBURGH

Agents for Ontario—
Messrs. W. B. Bayley & Co., Toronto.

Agents for Quebec—
Messrs. F. L. Benedict & Co., Montreal.
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The Public are entitled to receive Foods in the 
Purest form which science and shill can produce.

The highest perfection is

L
* / ice X

~l. FWÔV

i V 'ïïrf;'-^r.'f

imperial Extract Ca 
TORONTO

reached in

SHIRRJFF’S
GOODS

Shirriff’s Concentrated 
Fruit Essences

Shirriff’s Jelly Powders

Shirriff’s Orange 
Marmalades

Manufacturers

Imperial Extract Co. - Toronto, Can.

Western Representative: Harold F. Rltohle
Montreal “ W. S. Slloook, 33 St Nloholae St.
Quebec “ Albert Dunn, 67 St. Peter St.
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Make the 
Whole Store 
a Showcase.

Luxfer Prism Co., Limited

This cut shows how 
goods can be brought 
out in clear, white light.

Every detail coming 
out. Back of store 
being lighted as well as 
front.

This is the advan­
tage of having Luxfer 
Prisms in your front 
transom and frequently 
does half the selling.

See us for 
Information

Toronto, Ont.

ROWLEY’S
Finest Selected Valencia Raisins

Place your open orders early and ensure the best brands and
EARLY DELIVERY.

Rowley’s Valencia Shelled Almonds
Specially Selected for the Canadian market in 14 lb. and 28 lb. boxes.

Rowley’s Seedless Valencias ARE Seedless.

UNDERDOWN and CRICHTON,
London, England Valencia, Spain Dénia, Spain

AGENTS—Wm. C. Christmas, Montreal ; E. T. Sturdee, St. John, N.B. ; Grant, Oxley & Co., Halifax, N. S.;
Eugene Moore, Toronto ; Carman, Escott & Co., Winnipeg.
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1896 1908
2 Travellers 24 Travellers
And a record of growth for 12 years that has never 

been equalled in the history of the tea trade.

The
Largest

and
Best

Equipped
Tea

Warehouse

You have found in your own business that 
good, rapid, healthy growth is not an accident ; it is 
a result —a result of constantly serving your trade 
well ; in fact, giving your customers a dollar’s
worth for a dollar.

Starting a few years ago with the best blend 
of tea on the market, and a firm determination to 
always keep it the best, and doing It, has won the 
fullest confidence of the merchant and his cus­
tomers, so that to-day it is a household word with 
thousands of people that Red Rose Tea “ Is 
Good Tea.”

When recommending a tea to your customers, 
you should know that it is the best on the market ;
you cannot afford to recommend any other.
Just take a package of Red Rose Tea home with 
you to-day (say 40c. Black) and try it. We will 
then have another grocer using and recommending 
it with confidence to his trade, and you will find that

Red Rose Tea is a Business “
Recommend it to your customers and watch 

your tea trade grow.
branches

3 Wellington St. E., TORONTO.
315 William St., WINNIPEG, MAN.

T. H. ESTABROOKS, 
St. John, N.B.

45
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HEADQUARTERS FOR

flAPLE SYRUP 
nAPLESUGAR

ilWBfti

El
MAPLE SYRUP. 
MAPLE SUGAR. 
MOLASSES 

CONFECTIONERY 
SPECIALTIES. 

CANDIED PEELS 
6cflc.

|NconPORATEo
<s^'"l907

CANNED FRUITS 
JAMS a 

MARMALADE 
TOMATOES. 

KETCHUP. 
PICKLES. VINEGAR

L ÔC.6C.

Partmenais.St. cor. St. Catherine.

J
s2so.oob

PURE FRUIT JAMS
JELLIES and

PICKLES
SUGARS & CAHNERS, UNITED, “ ' Canada
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We help the 
grocer SELL JELL-0

Advertising matter for store display and recipe books to give to customers sent pre­
paid on request. This offer applies also to

JELL-0 ICE CREAM POWDER
JELL-0 FLAVORS—Lemon, Orange, Raspberry, Strawberry, Chocolate,

Peach, Cherry.
Retails 10c. per package

90c a doz.

JELL-0 ICE CREAM POWDER FLAVORS
Chocolate, Vanilla, Strawberry, Lemon and Unflavored. $1.25 a doz.

Retails 15c. a package

If your jobber does not handle these products, write us and we will tell you how to
get them.

THE GENESEE PURE FOOD CO., Bridgeburg, Canada and LeRoy, N.Y.

Worcester Sauce

V / £?/ WE 
/ *Sv ask YOU/ ft/ to write 
Çj / us for 
/ Prices and Samples

/ JOHN CASSON CO. 

57 Front St. E.
TORONTO

Worcester Sauce

“GLOBE” with Ptoo tutor
This pot speaks for itself. When tea 

is drawn take the Percolator out and tea 
remains free from tannin.

We make seven sizes of this, also 
The Champion Tea Pot. Send for price 
list.

R. CAMPBELL’S SONS
HAMILTON F0TTI1Y

HAMILTON, ONTARIO

47
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m

The Davidson & Hay Limited

Wholesale Grocers

Toronto

AND FOR EVERY PURPOSE

SALT
AND

SALT

MONTREAL

ONLY

Behind the straight-forward honest 
and reliable advertising talk of

COW BRAND”
BAKING [SODA

Church & Dwight

lies the great fact that the soda is 
absolutely the purest, strongest 
and most perfect that can be made.

It has no equal and 
can have no superior.

Every package is guaranteed. 
Demand “Cow Brand” when order­
ing Baking Soda.

MONTREAL

J. B. RENAUD £> CIE

The largest exporters of BEAUCE MAPLE SUGAR 

118-140 St. Paul Street, Quebec.

Wholesale Grocers
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THE WORLDS STANDARD

WHITTEMORE’S POLISHES
ONCE USED ALWAYS USED

The Oldest and Largest Manufacturers of Shoe Polishes in the World

8

OIL PASTE for all kinds of Black Shoes

„ BLAUrx snuca

OILPfkSTEg
qxvb.blachs.

Oils, blacks, polishes, softens and preserves. Con 
tains no turpentine or acids. Never dries up. Boxes 
hold double any of the Ola’s.
Price per gros»..........................................

Excellent for old rubbers.

r
'" t' /,- , ,

Quick
whiti
HAM DIRTY 

CARv ' bHHi
iIMS khiu

Af hlLD

A-'; Hi,A

Dirty Canvas Shoes
made perfectly clean and white by 
using Whlttemore’s “Quick White” 
Compound. In liquid form, so can 
be quickly and easily applied. No 
white dust No rubbing off.
A Sponge in every package, so al­
ways ready for use.

Large size, per gross, 
10c. size, per gross.

Also the following colors for can­
vas shoes : baby blue, Alice blue, 
red, green, pink, lavender, cham 
pagne, coral, purple, light and 
dark gray, black, khaki, russet and 
brown, in the same sizes and ai 
the same prices as ‘‘Quick White.”

L f.DCL 
DHISSINC.

I IM 'llul x

COtOR LU'.IRl

«.ii. r i n,,,

“GILT EDGE”
The only black dressing for 
ladies’ and children’s shoes 
that positively contains oil. 
Softens and preserves. Im­
parts a beautiful lustre.
Largest quantity ; finest qual­
ity. Its use saves time, labor 
and brushes, as it

Shines Without Brushing
Always Ready to Us#

Also for gents’ kangaroo, kid, 
etc.

Per gross ....

1
-
I

“SUPERB” Patent Leather Paste

sS-

For giving all kind* 
of Patent or Shiny 
leather shoe» a 
quick, brilliant and 
waterproof lustre, 
without injury to 
the leather.

m3* size per gros*

boxes' per gross 
Per doz. % lb. boxes 
Per doz. Vx lb. homes

“BOSTON” Waterproof RolUh
A black liquid for men’s and boys* shoes. Produces a 
patent leather shine without brushing. Largely used by 
Boot Blacks for polishing heels and edges of shoes.

“BOSTON JUNIOR”
1 Oc. size, per groaa..........................................

Also in Russet and OxlBlood

boxcalf I 
hviCIHIOg

LATENT I
:naMEL I1

i

&na
Sim 'DANDY

“ ELITE
Combination ”

The only first-class article 
for ladies' and gents’ “Box 
Calf” ” Vici Kid" and all 
black shoes. The only 
polish endorsed by the 
manufacturers of “ Box 
Calf” leather. Contains 
oil and positively nourishes 
and preserves leather and 
makes it wesr longer. Blacks 
and polishes.
Per groaa . . •

“BABY ELITE” 
Combination

1 Oc. size per g^oss

"DANDY" Russet 
Combination

For cleansing and polish­
ing all kinds of russet, tan 
or yellow colored boots and

Large size, per groaa . .

Star Russet 
Combination

1 Oc. size per groaa .

Russet Pastes
Dandy, Urge per groaa 
Red Box. medium "
Per doz., 1-4 lb- tins . . . 
Per doz. 1-2 lb. tins . .

Elite. Ox Blood and 
Brown Pastes same sizes 

and prices

IF INTERESTED WRITE FOR CANADIAN PRICES

WHITTEMORE BROS. & CO.,
20-22-24-26 ALBANY STREET, CAMBRIDGE, MASS., U.3.A.

Whlttemore's Polishes won the “GRAND PRIZE” at St. Louis overall Competitors.

49



CEYLON

\ V)v NWVtVVV

2b C F NTS LÀ bCilt I

»

THE CANADIAN GROCER

FOR TEA YOU CAIN'T BEAT LIPTON'S

Mathieu’s Nervine Powders
For the coming season ? Do 
not forget to stock up with 
these “quick-as-lightning” sell­
ers. They are one of the little 
things that tend to make your 
store the chief distributing 
point in your locality. Send us 
an order please !
Mathieu's Syrup of Tar and Cod 
Liver Oil sells throughout the 
summer—don’t run short.

J, L. Mathieu Co., Sherbrooke, P.Q.
Proprietors

L. Chaput, Fils & Cie, Wholesale Depot, Montreal

V—

YOR TE.N 
NONA CMAT

UYTONS

One of the beet reaeons why, among others, Is the seated, air­
tight, germ-proof, dust-proof tins In which

CANADIAN OFFICE : THOMAS J. LIPTON, 75 Front St. East, Toronto

SCÙDDER 
M.4 R.

STICK LICORICE

ACME PELLETS
M. A R. WAFERS

and a complete line of LOZENGES) ETC.
Hard and Soft Licorice Specialties

Price Lists and Illustrated Catalogue on request.

National Licorice Co.
Brooklyn, N. Y.

Toronto Sales Agent—
a 8. MoINDOE, 120 Churoh Street

Montreal Sales Agent—
J. M. BRAYLEY, 55 St. Paul Street

Winnipeg Sales Agency—
Wleeman-Aehley Company.

St. John Sales Agent—
H. 8. Daly.

Vancouver Sales Agency—
J. F. Mowat â Company.

Canadian orders filled at our Montreal factory, Ernest Street and 
Dealardlnes Avenue (Maisonneuve).

UPTON’S TEA
Is packed. This scientific package keeps the full, rich flavor of the Tea In the Tea. It prevents the 
“leakage" of aroma and strength so common among ordinary teas.

OVER TWO MILLION PACKAGES SOLD WEEKLY.
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ARTHUR P. TIPPET & CO. 
Agents

3 C 2L

V“Thistle
Brand
Haddies

Full weight in 16-oz. lined 
tins, containing no skins, no 
bones, no waste, no dirt or 
slime—nothing but the freshly 
caught, carefully cleaned and 
cured genuine Haddock.

‘•Thistle” brand will in­
crease confidence in any 
grocer’s general stock. It is 
a “builder" of confidence.

“Thistle
Tunny
Fish

Heretofore a luxury, but now 
put up in one-pound oval tins 
in this country—superior in 
flavor and containing no waste.

For a while Spain furnished 
it in limited volume. The 
|)opular demand compelled 
the ways and means adopted 
by the Thistle Company.

FOR SALE BY ALL THE BEST DEALERS

8 PLACE ROYALE 
flONTREAL

84 VICTORIA STREET 
TORONTO

IV
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As Pure as Windsor Salt

$1.00 Sold $25 Worth It waa a thirty mile trip to town 
and the instructions of Mrs. Smithof Groceries husband John were to get a dollar’s worth of

Windsor Salt at the grocer’s—naturally husband John 
secured hi a entire list of groceries at the store that was stocked with “ Windsor.” 
He spent twenty-five dollars in that particular store.

The reason why Mrs. Smith was determined to have Windsor Salt was and ia plainly 
evident - its uniform excellence, purity, white­
ness and dryness. It pays to sell the salt that 
helps to sell other goods in the store.

CANADIAN SALT COMPANY, LIMITED, 
Windsor, Ont.

Windsor
Salt

CLEAR
SLC WHOLES

pOLDENETTf
pURE CANE
ltE sVR

Montreal.

Molasses
Extra Choice Porto Rico 

Lion
Fancy Trinidad 
Fancy Barbados 
Open Kettle Circle 6 
Open Kettle Circle 7 
No. 5 Special 
Extra Choice Porto Rico 

Beaver

Molasses
Extra Fancy Trinidad 
Choice Barbados 
No. 7 Choice West India 

Molasses
No. 4 Strong Bakers 
No. 1 Golden Cane 

Syrup
No. 2 Golden Cane 

Syrup
The above supplied in puncheons, tierces, barrels 

and half barrels. Also

Gingerbread Brand Molasses—
In tins—2’s, 3'e, 5’s, 10’s and 20’s. Also Pails l’s, 
2’s, 3’s and 5 gallon.

Golden Sling Syrup—
Also supplied in the same style packages as Ginger­
bread Molasses.

Agente
C. 1. Faralla. - - Quebec. ■Illlae Fatlas, - Ilian.
C. OaCaitarat, Ilagilea. (aa. Mu,ion 4 Co., Taraata.
J. W. Sickle 4 - Haelllio. S. M.SIIIeeple, LiaJen
Cinein Escott Co.. Wlaalgag. 1. (.Mllaftsa 4 Co., • talgar,
Tm 4 horn. Elauln. ■Him 4 MclataiS. liacaaia,

Dominion Molasses Co.,
UMITIO

Halifax, - Nova Sootla
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1908 Vinegar Season
Everybody knows that first-class quality only can be depended on to bring first-class 
trade, and to keep it.

PURNELLS
Sauces Vinegar Pickles
Have quality, reputation and piquant charm, carrying them above and beyond 
all others.
Over 150 years making and perfecting Pure Malt Vinegar, with the result that there is 
none so fine, pure, rich and full flavored as ours.

PURNELL ŒL 
PANTER, Limited

Bristol, England

ORDER TO-DAY FROM OUR AGENTS

I. MoMlohael 
N. Haazard 
trb 4 Rankin,
C R. Harding 
Kyle A Hooper 
Blokle 4 Greening 
Carman Eeoott Co. 
C I. Jarvis 4 Co

St John, MB. 
Charlottetown, P I. I. 

Halifax, H.B. 
Quebec 4 Montreal 

Toronto, Ont. 
Hamilton, ont. 

Winnipeg, Man. 
Vanoouver, B.C.

WARNING!

0
**ade

Crescent Brand

SODA-CRYSTALS (WASHING SODA)
Foreign Soda Crystals—and some of English 

manufacture—are being extensively offered for sale in 
this country which are grossl^adulterated^ith^Glauber- 
^jaltMSuljjhatejjf^JodaJ^^^heaji^jjroducMwhich^Js^not
^JjJjJ^^ntirel^jseles^or^ashingjnirjJoseSjjHi^j^^ven
likely to injure the fabrics with which it comes in
rüntactnS^^TdÂîîtëratêr Soda-Crystals, although 
nominally lower in price than BRUNNER MOND'S 
PURE SODA CRYSTALS, are in reality much dearer 
owing to the large quantity of useless and injurious 
matter which they contain.

BRUNNER, MOND & CO., LIMITED 
WINN & HOLLAND, Agents 

MONTREAL

Stock44 
the 
Best.

J9

COFFEE.
CHICORY

KII (.OH i t r
uuvan uiASuOn

KIT
COFFEE
BEST In Quality 
SMARTEST In Finish 
KEENEST in Price
KII is an up-to-date extract, 
entirely free from the bitterness 

objectionable in ordinaryso
essences.

By sheer force of ment it 
has achieved a remarkable 
success in the Home Market, 
and Merchants in the Dominion 
introducing KIT to their cus­
tomers are laying the foundation 
of satisfactory repeat business.

HmIi la Its fceiiiee -k.ilr.il Cib, Rilliwws's See,.
■M2 McGill Si.i Oi.kicC.I,, ilk.il I. Dm., «7 Si. MirSl.
Oalirio. A. I. Sowroi. IS Iiu VlUlie Si., iielll.il
VIuIhA. Hum * lIckiilM fiiscin Sinn
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TEAS
If you desire to increase your tea trade, we would advise you to try the following established brands :

Coat Ceylon Japan, 60-lb. boxes.
A Blend Ceylon, 50-lb. boxes. B Blend Ceylon, 50-lb. boxes.

Thomas Kinnear ®> Co.
Wholesale Grocers TORONTO And PETERBORO

AGENCIES
FOR

Montreal, Quebec Province 
and Eastern Ontario
I am open for a few first-class 
grocery agencies for Montreal 
and district. Would like

Canned Goods Catsups 
Tea

Biscuits Bottled Lines
or any high-class specialties.
A1 connection, especially with 
best trade.
Correspondence solicited.
Satisfaction assured.

Addre»»

J. Walter Snowdon,
413 St. Paul St., MONTREAL

All Code* Used

BOYD & CO., TRINIDAD, B.W.I.
Late Watson, Boyd & Co.

General Commission, Export and Import Merchants
Export—Cocoa, Coffee, Cocoanuts and other Produce.
Import—Codfish, Flour, Oats, Split Peas, and all classes of Provisions.

SAUCE
TO SETTLE DOUBT

Drop a postal to our Canadian Agents (mentioned below) for 
free full-sized tasting bottle of H.P. Sauce.

Try it on your own plate, and then you will see why your eus. 
tomers want it.

Wide-awake Grocers are making H.P. Sauce their leading line. 

Our bright Canadian advertising tells the people all about 
H.P. and what it is made of. how good it is for the appetite, 
palate and digestion.

Large and quick turnover on H.P.

W. 0. Patrick A 0o., Toront and Montreal 
I. B. Seaton A Co., Halifax. N.B.
The Oodvllle-Smlth Co., Ltd., Calgary, Alberta 
Kelly, Douglas A Co., Ltd., Vancouver, B.O. 
lllle A Co., Ltd., St. John’s, N.F.

Midland Vinegar CO., Birmingham S London, Eng. if:

Cable»—BOYD, TRINIDAD

»•*••** ,t ».V« »

Correspondence Invited. London and New York, Frame & Co.
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TOLEDO SCALES The Ends of the Meat Will 
Pay for ItSPRINGLESS and AUTOMATIC

Si

The Toledo System of weighing saves you time and money.
Toledo Scales are designed upon an entirely different prin­
ciple from all other scales ; and are constructed in different 
styles for the weighing of goods and compuVng of values, 
for the Butcher, Grocer, and Confectioner. They are all 
automatic and built on the same principle with a view to 
quick and accurate weighing and comput'ng Because of 
their being automatic they save you downweight. Toledo 
Scales are fully guaranteed and sold on their merits. Phone 
Main 535*1 and ask to have the system explained to you.
Prices, $50.00 to $100.00. Sold on easy terms.

The Upton St Reed Specialty Go.
149 Queen Street West, TORONTO

Also Agent» for Sterling Meat Slicer ; Eureka Refrigerator» ;
Climax. Cheese Cutter, Etc.

THE STERLING SUCER
Cuts perfectly Bacon, Boiled Ham and Boneless Meats of 
all descriptions. It is e<|ual to any one hundred dollar 
slicer on the market and has the additional advantage of 
being able to slice the ends.

A High Grade Slicer at a Low Price

Write us for illustrated booklet containing testimonials from 
prominent grocers and butchers who are using it.

HOWARD BROS. Brantford
CANADIAN AGENTS

equipment GOOD? 
BETTER.

BEST

sharpening device

Th experience of all users proves that the 
“ 1 .lerprise ” Rotary Smoked Beef Shaver 

greatly increases the sales of smoked beef.
es uniform in thickness, from tissue thin- 

m to i » of an inch.

AUTOMATIC ADJUSTABLE FEED 
SELF-SHARPENING DEVICE

Wiite us for catalogue describing and 
c. Hand, Steam and Electric Power 

( uppers and Rapid Grinding Mills, Enter- 
P1 . Food Choppers, Improved Self-Priming 

Measuring Pump, and other specialties 
di , anded by enterprising grocers

The Enterprise Mfg. Co. of Pa. 
rBILADELFBU, u.s.a, • $22.50 No. 129, (with 1 blidt)No. 125, (with 2 bledeil
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Made in 10 sizes.
Silver Medal Quebec Exhibition. 

Diplomas:
Ottawa, Montreal and Toronto

C. P. Fabien
Manufacturer
Montreal

Toronto Sample Room: Stewart & Co. 
Representative, 178 Victoria St.

It is possible to stimulate trade and increase 
your business in spite of general trade con 
ditions. Surprising results will follow an 
installation of

WALKER BIN FIXTURES

The manager of a large Western Departmental Store shown 
above writes: —

“ They (Walker Bins) are splendid Silent Salesmen ; 
our grocery business has increased over 50 per cent, 
since we installed them .. We consider the money 
put into them a splendid investment.”

Write for Illustrated Catalogue : “ Modern Grocery Fixtures."

The Walker Bin & Store Fixture Co., Limited
Designer» and Manufacturers of 

Modern Store Fixtures Berlin, Ontario
Representatives : Manitoba, Stuart Watson & Co., Winnipeg, Man.

Saskatchewan and Alberta, J. C. Stokes, Regina, Sask.

Queen City Water 
White Oil

GIVES PERFECT LIGHT

The most economical high-grade oil ever 
sold in Canada.

FOR SALE EVERYWHERE

Mr. Grocer, Be up-to-date'and use 
the

Aubin’s
Patent
Refrigerator
Perfect Dry Air Circulation.
Highest testimonials from leading 

grocers in Canada.

Keeping Books By Machinery
There was a time 

when the only way to 
harvest grain was by 
means ofa hand 
sickle. Then came the 
cradle, and finally the 
self-binder.

Some firms still 
stick to the old 
fashioned way of keep 
ing their books; and 
this in spite of the fact 
that the

Allison 
Coupon 
System

works automatically and like a piece of machiner y 
and is as much cheaper and better as is the self 
binder and thresher better than the sickle and 
flail. Here is how it works :

If a man wants credit for 910.00 and you 
think he is good for it, give him a 
$10.00 Allison Coupon Book, and have him sign 
the receipt or note form In front of book, which 
you tear out and keep. Charge him with $10.00 
No trouble. When he buys a dime’s worth, tear off 
a ten-cent coupon, and so on, until the book is 
used up. Then he pays the $10.00 and gets another 
book. No pass-books, no charging, no lost time, 
no errors, no disputes. Allison Coupon Books are 
recognized everywhere as the best. For sale by 
the jobbing trade everywhere.

Manufactured by

ALLISON COUPON CO.
Indianapolis, Indiana.

Thm MBY.BLAIN CO., Ltd. 
Canadian Agantm
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The
Elgin National 
Coffee

40 81*9* and Sty I**

They ire the
Foeteit Grindmrm 
Caa/aat Runnmrm

isk ui wttlinli green, lea ni elfin heme it jitter fir irlcei

WOODRUFF & EDWARDS CO.
MAKERS

ELGIN, ILLINOIS, U.S.A.

WE WILL
6ET YOUR MONEY

We do not care how difficult you find 
it to make collections. We can collect.
That is what we are in business for.

Money is tight these days. You really 
need the services of an up-to-date collection 
agency. We have won a reputation among 
business men for collecting the most dif­
ficult accounts in the most satisfactory 
manner.

Satisfaction is guaranteed. If we do 
not collect, you do not pay.

Manufacturers, wholesalers, brokers, 
retailers, all served equally well.

We want to tell you more. Drop us a line.

The Beardwood Agency
313 NEW YORK LIFE BUILDIN6

Montreal

PAYS FOR ITSELF EVERY 90 DAYS
LASTS A LIFE TIME

Ilw PtrtaiiM Cweputini 
Chttst Cutter

Docs ibis. Ask one of the many 
thousand grocers who use it

SIMPLE ACCURATE 
ATTRACTIVE

Sold hy all up-to-date jobbers 
or shipped direct from factory.

Shipped f.o.b. Hamilton 
Ont. Send all orders to

THE AMERICAN C01MJTINI Cl. ia-d2o m^sl.
OF CANADA HAMILTON, Ont-

YOUR AWNING 
MR. GROCER

should be up or ready to put up now.
You cannot afford to wait until the 
summer is actually here, to look after 
this important matter.

Write us to-day and we will show you 
why you should have an awning—have it 
up now. Saves your stock and makes 
your profit greater.

All our awnings artistic, attractive and 
durable. Made by skilled workmen who 
know their business. Prices the best.

Also tents, awnings of every kind, horse 
covers, tarpaulins, etc.

Capital Tent and Awning Co.
SANDERS & FETCH, Proprietors, 

OTTAWA.................................. ONTARIO

HAVE YOU BOUGHT YOUR AWNING?
The time is rapidly approaching when 

you will need it. Our awnings sre not 
only attractive, but are durable, well 
finished—the kind that aland aunshine 
and rain, calm and storm; are the same 
at the end of the season as the day bought. 
Only expert help employed; and finest 
materials. No matter for what purpose 
you need an awning we can supply you, 
also tents, tarpaulins, horse covers, etc.

Send for Prices end Particulars.

THOMAS SONNE, Sr.
JAS. F. SONNE, Proprietor end Manager

193 Commissioners Street, Montreal

Y ¥

Do You Know
One of the most worrying things in 
a merchant’s business is his book ac­
counts. Why not use our make of

COUNTER CHECK BOOKS
and make business a pleasure.

WE MAKE THE MERCHAHTI* TAGS

The Merchants' Counter Cheek Book Co., Ltd,
TORONTO - MONTREAL 

Canada
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You are Losing Money
With that old fashioned oil tank, you can’t help it.
But put a Bowser Oil Tank in your store—Then oil will be one of 

your best money makers.

Send for Catalog B.
It gives you reasons why and describes the different styles of 

Bowser Tanks.

S. F. Bowser & Co., Ltd.
66-68 Frazer Ave., - TORONTO

If you have an old Self-Meaauring Tank and want a new one, write for our liberal
exchange offer.

The ARCTIC
REFRIGERATOR

FOR BUTCHERS, GROCERS 
AND HOUSEHOLD USE

If you want a strictly high grade up- 
to-date refrigerator write for our 
catalog, or call and see us if con­
venient.

We carry the greatest assortment of 
sizes and styles in Canada and 
guarantee them to be perfectly dry 
and cold.

John Hillock & Co., Limited
154 GEORGE ST. TORONTO, CANADAFor Grocer or Restaurant.

Cut 6—“ Under the Floor ” Outfit

Five hundred neatly printed Business Cards, Bill­
heads or Dodgers one dollar. Full line of Price Tickets 
and Window Cards. Samples and price liston applicationand Window Cards. Samples and price liston application

FRANK H. BARNARD, PRINTER
246 Spadina Ave. Telephone Main 6367, Toronte

FIXTURES, COUNTERS AND 
SHOW CASES

designed and made to suit your business at 
surprisingly moderate prices. Before fitting up 
or making alterations, write or phone me

J. HOWELL JAMES
333 Lippincott Street, TORONTO

PHONE COLLEGE 2880

Arm you Intmrmmtma In any or tne 
llnmm that arm astvmrtlmmd ?

A Put Card will bring you prtoo 
Hot and full Information.

Don't forgot to montlon Cana­
dian Grocer.

8FRA0ÜB

CANNING MACHINERY CO.,
OHIOAOO. HL., U.8.A.
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THE HAM & NOTT GO.
LIMITED

Brantford, Canada

The Premier Refrigerator Manufacturers of 
Canada.

One hundred 
different styles 
and sizes of 
Household and 
Grocer and Com. 
bination Refrig, 
erators.

One of our Household Line.

Our Line is sold by all the leading Furniture and 
Hardware Dealers in the Dominion. If no one handles 
them in your town write us direct for catalogue.

One of the stiles of our Opel Qlass Line. 
(Pretty, isn't it.)

Opal glass 
lined, genuine 
enamel lined, 
pure white enamel 
lined, galvanized 
steel lined.

Our Model Qrocer or Institution Refrigerators, 
Four Sizes,

Our Combination Mc de I Grocer and Butcher Refrigerators 
Four Sizes,
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NO. 70 MODEL

BEFORE

COMPUTING

SCALE

Find out all about the STIMPSON—the only 
automatic computing scale that will weigh 100 lbs., 
therefore the only one that will handle all your 
business.

A post card sent us will bring complete in­
formation or a call from a representative.

STIMPSON COMPUTING SCALE CO. 
DETROIT, MICHIGAN

No. 16 St. Viateur St.. - OUTREMONT, QUE.
“ 53 Scott Block, 274 Main St., - WINNIPEG, MAN.
“ 15 Court House Block, Robson St., VANCOUVER, B.C. 

A. L. DENT, - - WOODSTOCK, ONT.

“GET THE BEST”
SOMETHING NEW IN

COUNTER 
CHECK BOOKS

Our “Duplex” Book in various 
sizes. Alternate White and 
Colored Checks. Original White 
Paper ; Duplicate Colored.

Specially adapted for Grocers’ 
use. Samples and prices on appli­
cation, or will send representative.

WE MAKE ALL KINDS OF CHECK BOOKS.

THE

CARTER-CRUME COMPANY,
LIMITED

TORONTO and MONTREAL
Mention this paper.

----- BUY------

Star Brand
COTTON CLOTHES LINES

-----AND-----

COTTON TWINE
Cotton Lines are as cheap as Sisal or Manila and much better.

Tor Sale by All Wholesale Dealers.
8KB THAT TOO GET THEM.

BBI
ivvmnnrviWf

O.L.ak.L CQ

Every burner carefully inspected and guaranteed. Orders 
solicited through the jobbing trade.

ONTARIO LANTERN AND LAMP GO., LIMITED, HAMILTON, ONT.

Banner Lamp Burners

1 Ml" "M,

Boston Special

Absolutely Automatic

All that is necessary to 
get the value of a piece of 
merchandise at any price per 
pound shown on the chart, 
and at any weight up to and 
including the full capacity 
of the scale is to put the 
merchandise on the plat 
form of the scale.

Plate glass platform. Full 
jewelled Siberian agate and 
ball-bearings.

Plain Figures Show 
Value

No mistakes or errors 
are possible. Down weight 
not possible.

Thm Dayton
Over 210,000 Selles sold. Are you Raya tor Itmolt

one o, the user»?

The Gomputlng Scale Go. of Canada, Limited
Toronto, Ont.
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Long Years

BOfttw

of honest quality and scientific manu­
facturing progress are behind every 
one of

BOECKH’S
BRUSHES and BROOMS

It pays to sell goods with such a repu­
tation. Are you handling them ?

UNITED FACTORIES, LIMITED
TORONTO, CANADA

IT is only about five years since 
* we began to push the Broom 
business, yet to-day our Brooms 
are found in the largest and best 
wholesale and retail establish­
ments in Canada, from coast to 
coast.

They have the reputation of being
strongly built, uniform in qual­
ity, and unequalled in style and 
finish.

II We solicit a trial order.

| Stevens-Hepner Co., Ltd.
Manufacturers of Brushes end Brooms

Port Elgin, Ontario, Canada

EN MUR
f GLOBE
SAVES half THE WORA

BEN HUB 
SOLID BACK 
IMPROVED 
GLASS KING 
BRASS KING

^ Have you had a sample BOSS WASHER, 
I over 12,000 sold. Try one.

WALTER WOODS & CO.
WHOLESALE WOODEN WARE AND SUNDRIES

and WINNIPEG
61
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See our Salesmen before buying other 
package Teas. They will most surely 
be able to interest you.

Retail prices from 25c. to $1.00.

The Blue Ribbon Tea Co
Limite)

TORONTO : 8-10 Adelaide St. West 
MONTREAL: 266 St. Paul St.

6a
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FIRE WORKS
Rumors are current that we are to see Fire Works 

this year in

CANNED VEGETABLES AND FRUITS
Canners realize that financial stringency and high 

prices do not harmonize. Whatever happens, you 
will find us in the business larger than ever.

We are to-day prepared to sell at definite prices 
or at opening of the market.

Before placing your order for 1908 Pack, send 
us a memo of quantity and assortment, and we will 
submit you an interesting proposition to consider.

We have several popular Brands to offer as 
usual.

We appeal to large and small buyers.

If open for spot goods, write or wire for 
prices.

CANADA BROKERAGE CO.,
9 FRONT ST. E., TORONTO lihited

6« „ ]
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A. J. YOUNG LIMITED
WHOLESALE

GROCERS and PROVISION MERCHANTS
NORTH BAY ONTARIO

We carry a large and well assorted stock and cater to the trade in 
New Ontario. Write, Wire or Phone us. We can serve you well.

GOOD GOODS RIGHT PRICES PROMPT SHIPMENT

Profitable Goods

Are the goods that are a little 
better than the others : goods 
that will make sales where the 
others won't. Oao Brand Pickles 
are good pickles, and show their 
quality. We have special faci­
lities for turning out the best 
pickles, and we have made the 
most of them. For instance, we 
provide the seed from which the 
vegetables are grown and so get 
the best from the start ; the cu­
cumbers go straight from the vine 
to the factory, so that none of 
the fresh crispness is lost. We 
mahe our own vinegar and it 
cannot be beaten for pickling 
purposes. It will certainly pay 
you to specify that you want our 
goods when ordering pickles.

THE OZO CO., Limited 
Montreal

BASKETS
You can make money a* well a» 

oblige your customer» If yon handle 
our

Butoher Basket»,
Clothe» Basket», 

Grain and Root Baokets 
and Patent Straw board 
Berry Box.

We can supply all your basket 
wants and guarantee satisfaction 
because we guarantee the goods 
Orders receive prompt attention.

The Oakville Basket Co.,
OAKVILLE, ONT.

AN INFLAMED TENDON
NEEDS COOLING.

^BSORBINE
Will do it and restore the circulation, 
assist nature to repair strained, rup­
tured ligaments more successfully than 
Firing. No blister, no hair gone, aid 
you can use the horse. $2.00 per bot i lu, 
delivered. Book 2-ti Free. « 

ABSORBINB, JR., for mankind, fl 00 
1 Dottle. Cures Strained Torn Ligaim », 

Varicose Veins, Varicocele, Hydrocele, < a- 
larged Glands and Ulcers. Allays pain qui< i iy

W. F. Y0UN6, P.O.F., 204 MoniRQutb St, Sp lagfield, Mast
Caaaiiaa Agents, LYMAN SONS 4 CO, Maltreat

Maple Sugar
Grocers, I want your orders for 
Maple Sugar. I am right in the 
heart of the Eastern Townships 
where the best and purest maple 
products ars made, and can 
supply you with the best at 
correct prices.

Write me.

P. d. GIRARD
RICHMOND, • QUE.
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Canadian Made Licorice
Now Obtainable in Canada

We wish to take this opportunity of informing our Canadian customers of 
the fact that we have opened our branch factory in Montreal, and are now able 
to take care of their commands promptly and satisfactorily.

The well known high quality of our product, which has earned a reputa 
tion for superiority among all discriminating users of licorice for the Confectionery 
and Drug trades, will be maintained in the Canadian made goods.

The subjoined list of specialties will give an idea as to the range we manu­
facture. All prices f.o.b. Montreal. Our Montreal office will furnish price lists 
on application.

Bricks ............................................................. .................................About 1,200 to box

8
Cooa
e2

Triple Tunnel Tubes ........ ................
Indian Plug ..........................................
Navy Plug .......... ................................
Buffalo, hollow sticks .........................
Whips ...................................................
Cigarettes ........ ................... ...............
Golf Sticks (glazed), solid sticks . . 
Flexible Sticks (glazed), solid sticks 
Pan Pipes ............................................

Favorite, large penny stick ................................................
Dulce, large penny stick ......................................................
Curved Stem Pipes...............................................................
Straight Stem Pipes ............................................................
Cigars (banded) ...................................................................
A.B.O. Blocks (containing best lozenges)..........................
Lozenges No. 2, in barrels (bulk)
Lozenges No. 1, in barrels (bulk) best glazed.
Lozenges No. 1, in 5-lb. paper boxes.
Lozenges No. 1, in 6-lb. glass front cans 
Acme Pellets, in 5-lb. glass front cans.
Purity, pure penny stick, 100 to box.
Y. & S. Stick Licorice, in 6-lb. boxes.
Y. it S. Stick Licorice, in bulk, 26, 60 and 100-lb. cases. 
M. & R. Wafers (48 flve-cent bags to box).
Greek Mass, in 10-lb. boxes.
Greek Mass, in 50-lb. boxes.
Select Bundled Licorice Root.
Powdered Spanish and Greek Extracts.
Powdered Spanish and Greek Root.

100, 200 and 300
100
100
100
100
100

100 bundles
100
200
200

100 to box
100
200
100
100
100

National Licorice Company
Brooklyn, N.Y.
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With this issue is presented the An­
nual Spring and Kxpurt N militer of The 
Canadian (irocer. A particular feature 
in regard to this number is that its cir­
culation is not confined to its regular 
list of subscribers. Representing, as it 
docs, the foodstuffs trade in Canada, 
from the products of which Canadian 
exports are to a great extent composed, 
the importance of spreading the news 
and conditions of the trade wmld-wi lc 
is fully recognized, and the circulation 
is considerably enlarged. Particular at 
tention is paid in this nutter to coun­
tries where Canada’s products arc n >vv 
largely going and when- business i> 
being built up. Selected lists are secur­
ed from well informed local representa­
tives of the best dealers in these coun­
tries, and copies of the paper go to 
them with the hope of interesting them 
in Canadian products and trade. This 
fact is particularly applicable to tirent 
Britain, the West Indies, Australia, the 
Vnited States, France, Switzerland and 
the British Colonies.

Not only is this issue of the paper 
largely circulated among these dealers 
abroad, but a very large number of 
copies go to the grocers in Canada who 
are not yet readers of the paper. An 
attempt is made to cover every grocer 
worth while in the Canadian trade, from 
the Atlantic to the Pacific.

* * *

As representing the grocery and food­
stuffs trade of Canada, the paper at 
tempts to be worthy of that trade. 
After studying the best English and 
United States grocery papers, we be­
lieve we can say without hesitation 
tiiat The (irocer stands among the best, 
and yet we are not satisfied. We want 
to make a better paper, both for our 
readers’ and our own satisfaction. In 
this desire you can help us. We have 
several things in mind to improve the 
paper which will be carried out just as 
soon as we can afford and arrange to 
do so. Some of these are coming short­
ly. There arc other things, however, 
which may have occurred to you, and 
which we may not have thought of, 
which could be readily arranged. While 
we do claim to be authorities in the 
newspaper business, we do not profess 
to know all about the grocery business 
and are very anxious to receive sugges­
tions. We may not be able to do what 
you suggest or would like, but will try

mighty hard, and if we can’t, we’ll let 
you know the reason why.

* . *
While The Grocer's news service 

covers the grocery trade of all pro­
vinces in Canada pretty fairly, there are 
still a number of towns and districts in 
which we have no representatives. We 
would be glad to hear from anyone in 
the trade in these places who would 
undertake to send us the news of the 
district in, say, a monthly letter, or 
each week, if the district justifies it.

* . *

Newspapers that are successful are so 
because they print that which pleases 
their readers. We have always aimed at 
this, ami that we have not been amiss 
in our aim is evident from the wide 
•irculation and slicing influence that 
characterize .McLean's trade newspapers. 
To attain this position, the best news­
paper men and women have been seem 
ed and large sums of money have been 
spent and are being spent. To-day our 
editorial staff is unsurpassed in effici­
ency and numbers by any publishing 
house in Canada. Twenty editors and 
reporters are regularly attached to the 
newspapers and magazines published by 
us, while of specialists and correspond­
ents in Canada, Great Britain and 
France there arc 133. Each paper has 
its own stall of editors, correspondents 
and specialists.

* . *
Newspapers cannot live on their edi­

torial staff alone any more than man 
can live on bread alone. There must be 
the co-operation of efficient advertising 
and subscription staffs as well. it is 
when these pull together and pull to­
g-ether well that the newspaper makes 
headway. On the staff of the MacLean 
Publishing Co. the aggregate number of 
men employed in either selling, adver­
tising or soliciting subscriptions is 5fi. 
This enables us to systematically cover 
every part of the country. No other 
newspaper publishing firm in Canada 
has as large a selling staff as this, and 
we doubt, whether it is equalled by any 
other on the continent. We do not say 
this boastingly, but merely to show our 
readers the extent of our organization.

* . *

That the business men of Canada have 
confidence in the . future of the country 
is evidenced by the advertising they are 
doing in MacLean’s Trade Newspapers.
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New business for January was t 
largest by 26 per cent, of any previ. 
month in the history of the compui 
and the increase for the first tin -c 
months promises to be equally grati 
ing. These increases are significant, in 
view of the marked falling off in le­
ad vert isements carried by many won v 
newspapers and magazines in Can, in 
and the United States. Profits, unfoiin­
nately, do not show any such gain. 'I m- 
increase in publication costs prévint 
such a desired consummation. But .vc 
have faith in the future, and faith is the 
substance of things hoped for.

* . *
It is significant that the growth in 

circulation has kept pace with tluii in 
advertising. From all parts of the coun­
try there has been a steady inflow of 
new subscribers since the new yar 
opened, while old subscribers are renew­
ing in a way that indicates that tinw­
are well pleased with our papers. T i- 
is the proof of the pudding.

* . *

But we are never satisfied. The n re 
circulation we have the more we w.ml 
We have recently added several new n.rn 
to our subscription canvassing si.iff. 
This will enable us to simultaneo -l> 
work every Province in the Domic wi. 
so that every probable subscriber lio 
has come into existence since the c in 
try was covered last autumn will It 
waited upon before the end of fie ir 
by a trained solicitor, and no n her 
publishing house in Canada has ici 
carried on such an extensive sub-- . i|* 
tion campaign through trained per ml 
canvassers.

Art as an adjunct to advertising ..is 
become a recognized fact. Art inc-. 
the effectiveness of advertising. I ice 
or four years ago the Maclean Pul -h- 
ing Company established a staff of ex­
pert ad.-writers whose services re 
placed at the disposal of adveri ers 
free of charge. The results in the ay 
of increased attractiveness of advei se- 
ments have been so gratifying thaï we 
have now created an art departmen fur 
the purpose of further augmenting ihe 
effectiveness of the advertising cat ietl 
by the nine trade newspapers and n a 
zines published by us. The chief of 'lie 
art department has done some of : Re 
most effective art advertising worl in 
Canada, and we are looking for ig 
things.

■
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A Review of Canadian Exports
THE PAST, THE PRESENT, AND POSSIBILITIES OF FUTURE DEVELOPMENT.

••Canada, I lie land of promise”; 
Hie realm of wheat and gold”; 
| Ik- world's breadbasket.” These are 
few signiHeant titles attached to this 

,-lily-endowed portion of the Western 
Hemisphere by those who have spoken 
, ,„re or less seriously of the country's 
j. i-seiil and of its prospects.

The world recognizes the magnificence 
i Canada’s resources. Stories are being 
-Id. and most of them are true, all 

, , r 110th hemispheres, of the possibili­
té > of this country. The eyes of the 
.nions are turned to Canada. But 

v,.mi the world is wailing for is to see 
li.,w these possibilities will be taken ail- 
x.mlage of,

\s a thermometer of prosperity and 
-h xclopinent the exports of a country 
.in accepted as a pretty fair index. And 
from this standpoint, Canada, for a
......paratively new country, will rank
among the leaders. A review of the 
loci> and lignres presented herewith will 
allow the formation of a pretty correct 
idea as to what Canada’s export trade 
Ina heeil, its present conditions and 
in.at the future will bring forth.

25 Years of Expansion.
flic exports of Canada during the

i :

j- i.'i 25 years show a surprising record 
expansion. In 1885 the total exports 

i merchandise from Canada were $84,- 
' '5.707; while in 19(H) (the last Gov- 

■ in en t fiscal year which ended on 
I h- 39) they had reached a total of 

-,483,95(1. Of these the exports to 
it Britain jumped from $39,538,- 
iii 1883, to $127,456,485 in 1906; 

h- the exports to the United States 
eased from $36,096,501 in 1883, to 
-46,3lHi in 1906; the business with 
ii Britain being proportionately 
h greater than that with the United 

les. The following table will show 
lliese increases are made up:

and the Held. The exports to all other 
countries increased from $8,651,1.39 in 
1883 to $24,481,185 in 1906.

Last year (1907) there was a falling 
off, compared with the previous year, 
the total being $226,512,063. The out­
put of the Canadian farm during 1907 
was less bountiful than in former years, 
and lielow the normal, owing to unfavor­
able climatic conditions, especially in 
I be Northwest, where the wheal yield

i> still considerably above the export 
level. Cheese exports are nearly four 
limes greater than during April, last 
year, and there are signs of recovery 
in the butter trade. Provisions and 
dairy produce generally are showing an 
encouraging revival.

The following table gives some ex|iorl 
ligures for April, compared with the 
previous month, and with the corre­
sponding month last year:

* April, March. April,
1998. 1998. 1997.

Cattle .......................................... .............. C 46.819 t 82.682 t" 92.31s
233.527 112.695

79.412 96,86.5
I'eas, ewts.................................... .............. 395 8,984 3.924

169,935 183.329
Hams, ewts.............. ................... .............. 34,942 43.287 25.5.58

tilt 2.932
Cheese, ewts...................... .......... ............... 149,435 149,468 iUi.Htifi
ifursvs 699

1.189

(."587,399 (."761.597 (.".559.845

was reduced in quantity and inferior in 
quality, due to late maturity and frosts. 
This condition of affairs may have tem­
porarily checked expansion, but no se­
vere or prolonged recession of trade is 
likely to occur. That Ibis is so may In- 
judged from the (ioveniinent's re|nirt of 
exports, including coin and bullion, for 
the liscal year ended March 31, last, 
which were valued at $246,!Mi0.lt00, an 
increase of $7,346,000 in a year. This is 
a remarkable increase, when we lake 
into consideration the crop failure of 
last year.

Present Year Beginning Well.
The trade with Ureal Britain during 

April of Ibis year shows encouraging 
increases. Wheat exports increased in 
quantity fifty per cent, over the corre­
sponding month last year, while the

G. B.
' gricult tirai products ........ $ 9,474,740
mimais ami their produce.. 13,158,194

- isheries ................................ 2,337,072
"•est products .................... 13,027,337
iannfactures ... .................. 1,211,189

dliterals .................................. 309,794

I lie above table shows the enormous 
i case during the past 25 years in ex- 

1 is to Britain of produce of annuals

1883
U. IS.

$11,989,280
6,567,588
3,186,218
9,916,040
1,603,274
2,332.051

1906. 
G. B. 

$42,305,048 
57,758,417 
6,139,577 

12,498,738 
7,233,232 
1,475.839

U. S.
$ 5,779,964 

7,259,329 
4,880,407 

23,085,040 
9,052,328 

32,809,004

value of this wheal increased sixty- 
three per cent. Hour exports, however, 
have shown a large contraction, but it
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Exports Principally Agricultural 
Products.

Canada, of course, is an agricultural 
country, and. naturally, her ex|mrls are 
largely agricultural, grains, eiqierially 
wheat, oats and barley, and Hour, arc 
the heaviest lines, with apples, cattle 
anil sheep, bacon, hams and canned 
meats, hay. and leather and paper dose 
up. These are ex|Mirted principally to 
Great Britain. Timber, agricultural im­
plements, drugs and chemicals, manu­
factured articles of iron and wood, and 
cop|ier and nickel ore, also figure large­
ly. These, however, do not go so ex­
tensively to Great Britain, but rallier 
to tin- Coiled States and foreign coun­
tries. Great Britain and the Coiled 
Stales are our best customers, but a 
yearly-increasing trade is being doue 
with the British West Indies, Cuba. New 
Zealand, Newfoundland, Argentine, 
France and Germany; and Australia and 
Belgium, though not increasing Uieir 
buying of Canadian goods, are still 
splendid customers. Japan, China ami 
the Far Fast, also, might lie considered, 
as the |nissihililics for trade look very 
bright.

Development of West Indian Trade.

One of the brightest features is the 
development of trade with the British

I
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Wcsi Indies. Despite I In- laid llml 
Canada has no reciprocal arrangement 
with tlie West Indies our trade with 
I lie islands is rapidly inereasing. and 
the steamers going out from Hasten, 
Canadian ports are eafrying larger and 
larger cargoes of farm produce. A 
great deal of fish, too, is being taken. 
Itt fact, our fish exports are almost 
wholly sent to the West Indies, the 
I'nited States and Brazil. These en­
couraging signs are a fair indication of 
what might he done under reciprocity 
if Canada obtained a preference on 
farm products in the different islands 
and in British Guiana. Recently it was 
found necessary to send a special 
steamer with a full load of Canadian 
products to Bermuda, and no doubt a 
market for Canadian manufactures id 
various kinds, as well as for farm pro­
duce. could he Imill up if closer rela­
tions were established.

Flour is one of I he lines especially 
called for in the West Indies, and Cana­
dian millers have found that this will 
he a great market in future. There are 
no mills there, and Hour must he im­
ported. Labor is cheap enough, but the 
fact that there is no demand for the by­
products—bran and shorts—would mili­
tate against the conducting of a milling 
industry on the islands.

Cuba Takes Her Share.
Cuba, too, is a pretty good buyer of 

Canadian goods. For the ten months 
ending January 21, last, Cuba took 
goods valued at $1,115,089.

An .interesting point is contained in 
the table of exports during these ten 
months. The total exports were valued 
at $245,9(»5,22(i. Of these the British 
Empire took $120,282,004; the remain­
ing $11"),">82,172 being divided among 
all other countries. Great Britain took 
$119.442,281, the colonies $20,929,772. 
the United States $100,242,170. and all 
other countries $15,241,002.

What the Government is Doing.
To build up our export trade the 

Dominion Government has a chain of 
trade commissioners and commercial 
agents in Australia, New Zealand., 
British West Indies, China, Japan, 
Corea, France, Norway, Mexico, New­
foundland and South Africa, besides 
centres in Great Britain whose busi­
ness it is to keep Canadian exporters 
and importers in touch with trade con­
ditions and trade matters generally in 
the various countries in which they act 
as Canadian Government representa­
tives. The Canadian immigration agent: 
in Belgium, France and Great Britain 
also supply the Department of Trade 
and Commerce at Ottawa with informa­
tion which may be useful to the Can­
adian trade. A monthly report is issued 
by the department, supplemented with

a weekly bulletin, containing this in­
formation. but in regard to this report 
and bulletin service we are still be­
hind the daily consular reports pub­
lished by the British and United Stales 
Governments. Doubtless our service will 
be improved in time and Canada, too, 
will have this daily trade bulletin.

Another aid In the promotion of Can­
adian trade is the Exhibition Branch ofi 
the Dominion Agricultural Department, 
which was formed after the close of 
the I'an-American Exhibition at Buf­
falo iu 1901. Both at Chicago and at 
Buffalo the Dominion and the various 
provincial governments conducted their 
own exhibits. Now the Dominion Gov­
ernment undertakes to look after all 
exhibits and thus prevents wasteful 
duplication and expense and during the 
past few years this branch has conduct­
ed the Canadian exhibit in Osaka 
(Japan), Si. Louis. Milan (Italy), Glas-

F. C. T. O’HARA.
Recently Appointed Deputy Minister of 

the Canadian Trade and Commerce 
Department.

gow, Dublin, Wolverhampton, Falin 
burgh and those in New Zealand and 
Belgium. At present this branch is 
looking after the Canadian exhibit at 
the Anglo-French Exposition iu Lon­
don and trying to bring Canadian goods 
to the attention of prospective cus­
tomers.

There is an “Extension of Markets’’ 
Department, at. Ottawa, whose business 
it is to compile lists of exporters and 
their products and supply these lists 
through commercial agents abroad, t> 
traders and probable buyers in other 
countries.

Another aid to the Canadian export 
trade is the cold storage stations, the 
refrigerator car service and cold stor­
age compartment service on steamers 
inaugurated several years ago for the
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forwarding of perishable goods, esp. 
cially fruit and dairy produce, to tin 
British market. This has enabled tl, 
small shipper to enlarge his field . 
operations to some extent, allowing hi 
to enter a foreign market and tint 
compete for business at home ai. 
abroad.

As regards the cold storage system 
I lie ammonia process of cool air cii 
dilating through pipes has proven il*, 
to be better than the ice réfrigérai, 
scheme ; but as to the success of lh. 
sending forward of fresh fruit uii.l 
vegetables to the British market by (In - 
or any plan there appears to In- son., 
doubt. Tomatoes, especially, are said 
to have suffered somewhat in Iransii 
These goods and all Canadian good*, 
sent to Britain, are going to the world'- 
greatest market and are meeting in com 
petition the choicest products of lie- 
world. Too much care cannot he Ink, ii 
in preparing and forwarding our inn 
chandise.

During the early part of the la>i 
century and while the country was In 
ing settled, the principal product of 
Canada was timber, and this was c\ 
ported largely to Europe. The timber 
trade is not now so all-important a- 
it once was and what exports there are 
go largely to the I’nited States.

Filling the World’s Breadbasket.
With the tilling-up of the country 

the wheat fields gradually extended and 
as the golden grain took the place of 
the forest, wheat soon, occupied the 
primary position. At lirst the I'nited 
States was a good customer, bid »iili 
the abrogation of reciprocity in 1 Midi 
and later the passing of the McKinley 
tariff in 1890, we had to look for otln-i 
markets for our wheat and Grc.it 
Britain’s demands began to he entered 
to. The opening of the West by I lie 
C.l’.H. made possible the cultivation "f 
immense tracts of prairie suitable for 
the growing of grains, and so Canada 
entered the lists as a world’s wlval 
producer.

Meeting New Conditions.
The older parts of the country n •«' 

began mixed farming, and as Div.it 
Britain was already taking Canad n 
cheese there was an opportunity a u 
to add beef and bacon, poultry, c. -, 
butter and fruit. The British mar. I 
presented new conditions and new 
mauds, and Canadians had to adj -t 
themselves to this work. As an 
stance of this, Mr. C. C. James, Dep v 
Minister of Agriculture for Ontai 
cites the case of barley, which, up "> 
the time of the passing of the McKinCy 
tariff, was an article of export to the 
United States. “British maltsters u>e 
enormous quantities of barley,” ao
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us, “but we simply could not change 
t|,i, consignment from Oswego or Buf- 
i;i|„ to Liverpool. Canadian barley 

id not suit (lie British malting pro- 
ss; it was not of tbe right kind.” 

S, the new conditions bad to be met 
nd the new buyer bad to be given what 

.. wanted. This applies to all our 
x ports. The wishes of the buyer must 

i,. respected and tbe conditions of the 
market met, so far as possible.

In (902 the barley exported to
I ritaiti was valued at only $172,028. 
i n 1900 it rose to $420,917; and last 
war to $710,445. Kver since 1890 this 
.lain lias shown an advance every year.

Increase in Wheat Exports.
Alton! two years ago .1. J. llill, the 

American railway magnate, made a 
>|,ccch in which he tried to frighten 
Minnesota wheat growers and Hour 
millers by telling them that in ten years 
i anadu might monopolize the British 
market with her wheat and Hour. 
Whether or not lie intended to frighten 
the millers^ Canada's export of wheat 
alone to Britain has shown a rapid and 
steady increase. In 1902 wheat was

nl. valued at $18,024,257, and in 1907 
•T 11,204,798 worth, as against $50,254,. 
till in 1900; and the prospect is for 
larger e.x|>ort Hgures this year. Littl 
Belgium also bought of our greatest 
export last year to the value of $995,- 
785.

Bran valued at $228,084 was sent to 
Ho English market in 1907, as com­
pared with $155,298 in 1900. This by­
product of the. Hour mill is steadily and 
laphlly rising in export to tirent Britain 
•onl the Failed States, also, is a good 

■'Ioilier, taking $185 007 worth last
ear.

Flour Rising Steadily.
Hour has steadily risen in cx|iort 

due from $2,290,050 in 1902, when 
'”*•199 barrels went forward, to 1,- 

920 barrels valued at $4,525,549 
i year. Newfoundland in 1907 took 
“i us 240,214 barrels of Hour valued 
-1,178.9.)4; the British West Indies 

barrels, worth $288,412 and the 
bed States 20 090 barrels, valued at 

• "9.251.
1 anadian wheat and Hour meet with 
Mpeiilion from all the world in tbe 
"i'h market, hut it s|>eaks highly 

1 the Canadian product when the ex­
it values come up so remarkably. The 

! ,! t competition comes from Argen-.
’1 "• the United States, Russia and 
•ulhern Europe, but the high standard 

the Canadian grains makes an in-
II • using demand. The Canadian miller 

■i exporter should keep up the quality 
iiis goods and make his sjieeial brands

Hcd for, as there is no business to

be done nor money to lie made in com­
petition with tbe cheaper grades

Canadian Miller’s Opportunity.

On the Hour situation some of tbe 
smaller Canadian mills are afraid of 
the competition on the British market 
and cite the increased number of mills 
which have gone up all over Scotland 
and England, but those familiar with 
the milling business on both >ide> of tbe 
water say Canadians have the bet let 
of the argument. There may be soma 
very large buildings and plants in the 
Old Country, but these only mean an 
increased outlay on eapi.nl account 
which cun be made good in one way mil 
—a high price for the output of the 
mill. Then there is tbe matter of offal 
—bran and shorts. There is a much 
better market here for these by-products

• TAIL" KM) OK A BARREL OF CA 
NADI AN EXPORT APPLES.

than in the Old Land, although we do 
send an increasing amount of these to 
the Old Country every year. Of course 
labor must lie considered, but the Hum 
her of hands employed in a mill seem 
t > cut but a sorry item. The machiner, 
is either bought in America or is built 
in Britain from American patents. All 
in all, the balance is in the Canadian 
millers’ favor.

Argentine up to a few days ago had 
quite a call on the British market, ow­
ing to its cheapness and the partial 
failure of the Canadian and United 
Slates crops last year, but a change has 
developed Argentine is running short, 
and Canadian wheat and Hour are again 
it; demand. The pro|xirtion of gluten is 
much greater in our Northern wheat 
then in the grades coming from 
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our South American conqietitor, .uul 
so better bread is obtained front it. At 
present there is a call in Britain for 
Ontario patent, which is a good paMrv 
Hour and there is a growing demand for 
rolled oats and breakfast foods of all 
kinds. Canada might, and should, di 
much more exporting in the various 
lines of grains.

The Railways Participating.
Canadian railways are encouraging 

tile export grain trade by making it 
easier to carry goods to the seaboard 
The C.P.R. i> building a large elevatou 
on tieorgian Bay and constructing a 
new straight rail line therefrom to 
connect with Montreal. Tbe tl.T.R. i> 
putting up two elevators, one at the 
head of the lakes and the other on 
lieorgian Bay, and tbe Canadian North 
era is working for the completion of 
its line to tidewater at (Quebec. Add d 
to these we may exjiect in tbe not dis 
taut future, a railway in the West t< 
Fort Churchill, on Hudson's Bay.

Canadian Shipping Ports.
An interesting (mint arises here as 

to the imjMirlaneu of our Canadian slop­
ping | sir Is. A corres|MUident in St. 
John, writing this week, says : "The 
past season (1907-8) saw the larges, 
winter port business in the history of 
Ibis |Nirl. The previous liesi year was 
1895-li, when ex|mrts totalling $25,915, 
001 were sent out, while during the 
past season we shipped exports valued 
at $25.085 100. The shipment < f grain 
i'mounted to 0.577.974 bushels, nearly 
double the amount sent out the previous 
year. Live stock shipments the past 
season decreased to only half the 
amount sent out in 1000-7. but the 
amount of package freight was one 
half greater .ban tbe previous year.

Montreal is our principal shipping 
|H>rl, and the following table shows the 
jHishion held by that city as regards 
e\|Mirts last year compared with former
years:
\ ear. Vessels. Freight tonnage.
1905 ................. 802   1.890,904
1904 ................. 790 ............... 1,850.097
1905 ................. 8.45   1.940.050
1900 ................. 820   1,975,224
1907 ................. 740 ............... 1,924,475

A slight decrease is shown in outward 
freight last year as compared with the 
previous year. This is accounted for 
by the fact that live stork butter, 
cheese and other export lines, owing 
to the unfavorable weather conditions 
prevailing last year, were not offered 
so freely as usual. Only 90,977 head 
of cattle went out. compared with 128, 
100 in 1900: sheep exports were 11.585 
compared with 10,791. and 174 horses 
compared with Oil in 1900. drain
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shipments amounted to about 32,000,000 
bushels, the largest on record. This 
year, owing to the high freight rate on 
grain between Buffalo and New 1 ork 
an increased shipping business is ex­
pie ted in this commodity at Montreal

Butter and Cheese Trade.
()ur export trade in butter and cheese 

with (treat Britain fell off very largely 
last year, the decrease being somewhere 
ii. the neighborhood of 30 per cent., but 
fortunately this was not due to keen 
competition in the English market so 
much as to the fact that we did not have 
butter and cheese to offer. Demand in 
Canada with the increasing immigra 
tien, is growing so rapidly that the pro 
ducers. having a much smaller output 
last year found themselves only able to

supply the home demand. There can 
be no doubt but t lia I as soon as 
Canada can provide her own market 
with ample supplies, anil have some left 
over, then will she be able to throw 
down the gauntlet to New Zealand and 
the other colonies in the British mar­
kets. The general conditions in the 
British trade in these products last year 
were much the same in many respects 

Now tliât Canada must awaken to the 
competition in the English markets of 
New Zealand and Australian products, 
which have passed the experimental 
stage and are now assured factors in 
the British situation, we have to con­
sider also the debut of a new competi 
lor in the markets across the seas. This 
new entry last season was Siberia, and 
some have seen cause for a grave re- 
flection in this event. At the present) 
moment, having the necessary natural 
assets, it only remains in Siberia for

a greater civilization to assimilate these 
qualifications and evolve from the pro­
cess proper facilities for placing their 
products on sale throughout the world.

Vp to the present, owing to the primi­
tive methods which they employ, they 
have not been regarded very seriously, 
as their butter brings a lower figure in 
London than the make of other coun­
tries.

Much has been said about the utility 
of silos where fodder can be stored 
during the winter that will greatly 
augment the yield of milk and also be 
cheaper than feeding the cows on hay 
It is regrettable that the high price of 
hay and feed led so many farmers to 
slaughter their cows both in the autumns 
of 190(1 and 1907. Such action on the 
part of the farmers precludes the pos­

sibility of very rapid growth of the in­
dustry.

Present Conditions.
The butter and cheese markets olj 

(treat Britain are at present stationary 
and no change is noted since the but­
ter scarcity of two months ago. Then 
butler sold as high as 3(1 cents a pound 
Just now Danish and other foreign but­
ters can be bought in London for 24 
cents, some four cents cheaper than 
English butter. The Britisher is unable 
to provide an article of uniform qual­
ity, which gives Danish, Canadian Irish 
New Zealand and Australian butter a 
chance throughout England and Scot­
land.

Canadian export butter in Britain 
showed a serious shrinkage last year— 
about $1,000,000, compared with $5,459, 
300 in 1902, which rose irregularly to 
$11.802,003 in 1906. In fact, it was the 
smallest showing since 1895.
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With butter there is always 
element of chance present. With ehe- -»• 
it is different. During the canned m it 
scare in Britain a great run \ ,s 
made on cheese, with beneficial resi ■$ 
to the Canadian exporter, for a ta c 
was created for Canada’s product a .1 
now a number of people ask for it n 
preference to the Old Country ma <■ 
The weather conditions in England ; ,| 
on the continent generally since t c 
beginning of the year have been c - 
tinctly against anything like a non .il 
season of cheese-making in Europe i i> 
year. An English provision journal s - 
of Canadian cheese: ‘‘The Canadi; n 
product lias got llie good opinion of ie 
market here. Its quality is recogni d 
to be more anil more uniform as . n>- 
years pass. Il is pretty well agreed tl ,ii 
there is little difference ill the real vu u> 
between any summer ami autumn make 
now, and buyers know they are gelling 
on to a good article when they buy Can­
adian cheese, whether it be June or 
September, July or August.”

London retains its position us Hu; 
chief market for Canadian cheese with 
Liverpool, Bristol, (ilasgow, Leith and 
M a ncliest er following.

Cheese exports to Britain which li.nl 
increased from $19,020,239 in 1902 in 
$24,300,908 in 190(1, last year tin>pp> d 
to $22.001,332.

Egg Trade Fell Off.
In the egg trade during the past yar 

somewhat the same conditions have pre­
vailed as in the butler and cheese si ni­
ai ion, which lias not made it the brijil- 
est of years for this business. Tin: 
keepers of liens in many eases, m\ ng 
I i the lofty prices of feed, have thou In 
it wise to kill them off. There was • ■ >n- 
siderable talk about the prosper! > of 
trade with (Ireat Britain during In' 
past season, but our prices were ton 
high. Therefore, the exporters f aid 
no material inspiration in the Bi isli 
markets.

Changing Conditions.
A remarkable change has come ver 

the egg trade of Canada during die 
past seven or eight years. Ten n> 
ago English buyers came to Canau in 
the Spring and contracted for I ge 
shipments, probably 80 000 to 10' 11111 
cases in the fall. At that time eg g tin 
pickling could be obtained for ! <>r 
10 cents a dozen, while to-day nn 
14 to 17 cents has to be paid, the me 
demand and curtailed production I i ng 
responsible for the increased price. Die 
result is that egg exports have gi ll.V 
declined and England now gets, hi 1rs 
the Irish and Danish article, eggs "in 
Southern and Eastern Europe.

In 1902 Canada sent Great B ain 
$1,091,024 worth, while in 1906 o»i 4gs

PICKING APPLES FOR EXPORT IN A CANADIAN ORCHARD.
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England were valued at $448,463 
. last year at only $270,567.

Poultry Business Increasing.
: .'ssed poultry exports to Britain 

, led $101,808 last year, an in- 
, e of $20,000 over the preceding 
v Though not so high as in 1902, 
v Canada exported poultry valued 
a! -316,503, the amount sent to the 
I iish market is increasing yearly. 
,|. lie the fact that a strong home de- 
„ .1 has arisen within the past few
\. -. Live poultry valued at $68,276,
v exported in 1907 to the United 
Su.es.

Could Develop Meat Trade.
ill hough at present one of Canada's

...... important exports, the live and
ili , ->ed meat trade, could he consider- 
al,l\ developed. For one thing, fihe 
embargo on our cattle compelling them
10 l><‘ killed within ten days of their 
arrival on British soil works injurious- 
I' against Canadian trade and should
h, lifted, for the animals at the time 
nl slaughtering are not in satisfactory
.....lition, owing to the long sea voyage
they have just undergone. We may 
reasonably attribute the falling off in 
call h exports last year to the un­
favorable weather conditions which pre­
vailed all over the American continent 
llu greater part of last summer causing 
ill ought and scarcity of feed.

Ureal Britain took Canadian live cat­
tle over one year old valued at $8,382,- 
"hfi last year, compared with $9,742,588 
in 1902 and $11,044,248 in 1906; anil 
li'. -Iieçp valued at $266,019, compared 
with $430 055 in 1902 and $244,053 
ii; 1996. The United States was a close 
» ■ d in sheep last year, taking $228,- 
181 vorth.

Bacon Trade Declining.
1903 Canada appeared to have

i. nl its high-water mark in the ex-
|i"i if bacon, that year’s figures being 
$1 >39,122. Since then the exports 
Ini' declined yearly, last year’s total 
h" $9,907,734. Beef, too, has de­
ck since 1902, when we exported
$ '94 worth. Last year the figures
" only $71,935, but even that total 
i 900 greater than in 1906.

| lorts of ham have been see-saw-
11 mi $237,306 in 1902 to $343,370 in
1! the highest export values being 
■t > 17 in 1903. In fact the year 1903
" anada’s best year in the dead meat
o u trade. There is, however, an

demand for Canadian hams and
in South Africa, where they have 

a! vellent reputation.
Some Strong Opposition.
British market for hog products 

J vcs a lot of study and careful
" mg. Denmark is a strong com-
T v of Canada in this Une of meat

and has the advantage of closer proxi­
mity to the market. It takes two weeks 
after killing to ulace Canadian goods 
on the London market whereas, but two 
ii. ys are required l'or the Danish ar­
ticles, which, consequently, are put on 
sale in a milder and fresher condition, 
and probably are more palatable to the 
English taste. There is this to be said, 
however, that the Canadian products 
are better cured and can be more easily 
kept if necessary.

When the Ixmdon market is over­
stocked a telegram to the Danish pack­
ers will suspend killing until a demand 
again exists. This scheme could not 
very well work in Canada. Two weeks’ 
goods are already on the way by tiie 
time the order is received, and if there 
is a continued glut on the English mar­
ket it is the Canadian exporter who 
li ses. Their although both Canada and 
Denmark are agricultural countries, the 
comnmnLy-of-interests idea seems to lie 
working more harmoniously in the lat­
ter country. The farmer and raiser of 
hogs knows he has a profitable line of

Canned Meats Decreasing.
i‘.lolled tongues, which had been in­

creasing in- value up to 1905, when Can­
ada ’s exports junqied to $3,525,270, have 
as .-uddenly declined to $1,349,880 in 
1906, and $135.844 in 1907. This ex­
traordinary decline is, no doubt, due ti­
the effect of the campaign carried on 
during the beef trust arraignment in 
the United Stales, and due, loo, to tin- 
articles which appeared in the. public 
press during the past couple of years 
This also applies pretty generally to al, 
canned meats.

Enormous Fish Shipments.
Of export fish a most important line 

is dry sailed codfish, which goes in large 
quantities to Brazil and South Ameri­
can countries; to Cuba and the West 
Indies, ami the I'nitcd States and (ireal 
Britain. Brazil alone last year look 
$7118,206 worth, while the British West 
Lillies hold the record al $735.941.

The United Stales took $239,253 
worth of pickled mackerel, and $144.- 
984 in fresh and frozen herring. The 
West Indies-took $118.695 worth of

PACKING CANADIAN APPLES FOR EXPORT
BARREL.

SHOWING MARKED

work and is aided and helped by the 
packer, and the farmer and packer are 
both aid 3d by the government.

A Record in Mutton.
Canadian mutton, which seemed to be 

going under in competition with Argen­
tine, New Zealand and Australian meat 
last year took a brace and established 
a record, Canadian exports to Britain 
being valued at $40,488. The Southern 
countries above mentioned have first- 
class refrigerator services and are able 
to lay down mutton on the English mar­
ket in an almost fresh condition, thu 
giving them a good hold on the British 
buyer. All praise is due the Canadian 
exporter when he is able to increase 
his sales in the face of this strong com­
petition.

7i

herring, and the United Stales $.‘143,934 
in sea-fish of various kinds.

Fresh lobsters, valued at $405,593. 
and canned at $962,471. were taken by 
the United States. The British market 
for lobsters has declined to almost noth­
ing for fresh and from over a million 
dollars in 1996 to $613,428 last year for 
canned goods. This decline is no doubt 
partly due to the enforcement of the 
law regarding the size of lobsters to be 
caught. France took from us last year 
$844,865 worth of lobsters.

Fresh salmon exports to Great Bri­
tain have declined, the United States 
heading the list at $135,070. In canned 
salmon, also, British exports declined 
to $1.813,672, a drop of over two mil­
lion dollars in one year. This is due 
greatly to the shortage of fish and an-
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other small export shipment may be ex­
pected this year. Australia took $199.- 
088 worth of canned salmon last year.

United States Demand Increasing.

An interesting feature is the increas­
ing export of fresh water lish to the 
United States. Fishermen aver that 
enough lish is caught in Canada in a 
week to supply the Canadian market 
for a year. Last year the United 
States look fresh lish valued at $1,124.- 
887. Some of the fish, like carp, cattish 
and blue pickerel. which particular 
Canadians would not buy at any price, 
find ready sale at good prices among 
the foreign element in the larger Ameri­
can cities. Great Britain still buys our 
whale and tin- furs of marine animals, 
last year taking $199.900 worth of the 
former, and $111.fill!) worth of the 
latter.

The Export Fruit Trade.

A resume of the export fruit busi­
ness of Canada almost resolves itself 
into a history of the apple trade with 
foreign countries. The apple industry 
in Canada during the year 19117 was 
particularly satisfactory. The crop did 
not exceed all records, and, perhaps, 
might be below the average, but this 
condition is amply compensated for by 
the fact that the quality of the year's 
production was excellent. One peculi­
arity which might be noted was the size 
of the Ontario apples, which were a lit­
tle small, hut this fact did not militate 
against their sale, as their quality left 
nothing to be desired. A combination 
of circumstances in the United Stales 
and England contributed largely to the 
good prices which were obtained by the 
Canadian shippers in foreign markets. 
In the United States there was a com­
parative shortage in It he crop and a 
similar condition of anShrs prevailed in 
F.ngland. These circumstances acted as 
a stimulant to the Canadian exporters, 
who were anxious to take full advantage 
of the situation. Under ordinary con­
ditions the apple crop for export pur­
poses passes through Montreal, but last 
season, owing to the strong demand in 
the United States for Canadian apples, 
a large volume of the business went to 
other points of outlet. A specially large 
number found their way across the 
boundary at Niagara Falls, and ulti­
mately were offered for sale in Boston 
and New York.

Last year Canada exported $1,234,290 
barrels of apples, valued at $3.69(1.977, 
to the English market, against 1,029.418 
barrels, valued at .$3.470,82') in 1906. 
Though our exports to Great Britain of 
green and ripe apples are increasing 
yearly, we have not yet reached the 
figures of 1904. when we sent $4,379,- 
826 worth. The United States last year

bought apples from us to the extent of 
$312,761.

There is some slight competition on 
the London market from Tasmanian 
and South African apples, but the sup­
ply of these is somewhat limited. A 
demand for Canadian apples exists in 
Germany, and some effort should be 
made to take advantage of that trade. 
The present method of non-uniformity 
of grade packing prevented the placing 
of a quantity of Canadian apples with 
some German houses a year ago, when 
buyers were sent out to pick up some 
choice brands. These buyers were dis­
appointed with the way Nova Scotian 
apples were set out and placed their 
orders with United Slates growers in­
stead.

Dried Apples Going to Holland.
Last year Great Britain took but 

7.37)7) worth of dried- apples, compared 
with $12.204 worth in 1906. There has 
been a decline in the export of these 
goods since 1903. when the record stood 
at $29,143. But if the exports to Bri­
tain are declining, we are sending large 
orders to Holland. Last year that coun­
try took dried" apples valued at $68,442.

Fresh berries of all kinds are going 
to the United Stales and practically 
none to Great Britain. Canned anil 
preserved berries, however, are again 
increasing in export to Britain, last 
year about $250,000 worth going for­
ward. against $248,619 in 1906. We are 
still, however, behind the $370.973 re­
cord of 1903.

Carned Gccds Aggregate Well.
Canned goods exports generally arc 

about normal, canned apples being the 
most prominent fruit. Other lines close 
up are tomatoes, peas, corn, peaches 
and strawberries. The total value of 
these exports to Britain last year was 
$241,003,

Maple sugar was bought in the Old 
Country more freely last year than for 
the several previous years, but the 
United Slates is still the buyer of this 
maple line, importing in 1907 $214.317 
worth, compared with Britain’s $4.482.

The United Stales continue to buy 
our turnips, and last year there were 
sent across the line 1,073,302 bushels, 
valued at $160,485.

Cereals Are Sold Widely.
Canadian cereal foods were introduc­

ed into Great Britain several years ago. 
Last year exports to that market totalled 
27,438 tons, valued at $356,172. This 
is a falling off compared with 1906, 
when the value of cereal exports was 
$860,363. The West Indies and some 
of the other European countries are be­
coming large buyers.

Great Britain look practically all of 
Canada’s oatmeal last year. Our total
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export was valued at $666,130, of whi , 
Britain look $611,2)51 worth. This is i 
line that has been steadily rising 
value as an export article. In 1902, 
sent $329.042 worth to the English m - 
ket, while in 1906 the value had ri- 
to $492,084.

Agricultural Products.
Our beau exports to Britain arc 

dining rapidly, owing to increased ho 
demand, though the United Stales . 
also buying largely.

Buckwheat, though not making 
good a showing last year as in 19iNi. . 
still going ahead, in 1902 we sent $7‘i,- 
094 worth, while last year the exp ,i 
of buckwheat had increased in valm > 
$147,653.

Oats last year went forward to ,c 
value of $2.448.800. compared » u 
$762,503 in 1906, and $1,861.661 in 
1903. This grain fluctuates much in . \ 
port yearly, and depends a great deal 
on the demand and prices to be obtn - 
ed in the European markets.

Whole peas, too. are continually .-re­
sawing. in 1902, $1,105,814 worth went 
to the English market, while last year 
we sent but $313,542, which, with the 
exception of 1905, was the poorest year­
ly record to date.

Hay is still declining in export, due 
principally to short crops. Britain look 
$356.172 worth last year, but liii- 
amount is very small compared with ihe 
$952.728 in 1906. and but a nmuliiliii 
compared with $1.702.538 bought by Bri­
tain in 1902. The United States in 1907 
took hay valued at $240,687.

Exports of hops are up again a, n r 
the declines of the past six year- In 
1907, $32.259 worth was sold, with is 
tin- highest in a decade.

Some Miscellaneous Features.

One of the great features id" t .ui- 
ada’s export trade in the line of n,.mu- 
fact tires is the increasing den .mil 
abroad for agricultural implcn !-■ 
Germany. Australia, France and < eat 
Britain being very large buyers, t (»<•- 
writers to Britain and linotype nia- 
chines to South Africa are also sp rial 
export features. Cordage and clia -ml 
are going forward in growing quin »■> 
to the United Slates, as also arc ils 
and chemicals and electrical apptn ,|1-- 
fertilizers, ice and manufactur. "f 
steel and tin. England is taking uu- 
inum, musical instruments, oil cak. ami 
leather, the latter to the value o: 81.- 
491.572.

One of our large export items is till­
ing paper. England last year h glti 
this to the value of $842,641 tl'p 
United States $677,894, and Au- alia 
$600,607; the total value of ship) mts 
in this line being $2,500,635. The I • tld 
Slates besides look $3,263.735 wor "f 
wood pulp. One very interesting tea-
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ihit is that while Canada imports from 
I treat Britain great quantities of ale 
,iid beer, last year $924,(114 worth of 
whiskey was sent to the United States.

One or two facts which have been im­
pressed in various ways throughout this 
in-tide deserve comment.

h is very evident that as Canada’s 
population is increasing and the coini­
n' is developing, the demand at home 

for several lines which were formerly 
, xported very largely has increased to 
-nidi an extent that local consumption 
approaches the aggregate production 
and the markets abroad which would 
:licrwise be open to such products can­
ot he supplied. This will account for

woods rooters” raided the cook tent and 
ate everything that was edible and some 
other things that weren’t.

For several moments after his return 
from the spring Mose could find no 
words to express his feelings.

“Wall,” he finally exclaimed, “de 
good Lawd aulitainly knowed His busi­
ness when He named liawgs ‘liawgs’! 
Dev sho is liawgs!”—Philadelphia 
Ledger.

DOESN’T PAY TO SCATTER 
ORDERS.

Not a few merchants have the idea 
that the shrewd way to buy goods is

your account in one basket, you can 
watch that basket. Moreover, by cen­
tralizing your trade, you build up a 
solid reputation with that house for 
credit ; you are recognized as a valuable 
customer, to whom the concern can af­
ford to make concessions.

The representatives of that house, 
when they come to your town, will see 
to it that you are put next to all the 
things that you ought to know; the 
close inside information which the re­
presentatives of the big wholesale 
houses have is not distributed nit or 
miss, but goes to the concerns in which 
that house has an especial interest. If 
there are any inside figures to be given

_
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decrease last year in several lines 
> export.

Ibis condition will become more evi- 
n as the country continues to grow, 

d it is incumbent on exporters and 
Government departments interested 

lake all possible steps to increase pro- 
el ion in these lines of goods.

“ DEY SHO’ IS HOGS.”

Mose, the darky cook of a party of 
veyors in Eastern Texas, wad greatly 

iloved by the razorback hogs that 
amed around the camp. One evening, 
aile lie was at tile spring, a partieu- 

•oly ravenous band of these “piny

to keep eight or ten different firms in 
the same line dangling along with 
small orders to each one, rather than 
concentrating the orders with one 
firm, and trusting to that firm to pro­
tect them on prices.

Commercial travelers themselves 
will tell the honest seeker after in­
formation that the man who scatters 
orders doesn’t get as good treatment 
as the man who throws his trade to 
one house as long as that house treats 
him right.

Consider just the one item of build­
ing up credit for your establishment. 
It is better for you to do your busi­
ness in one place, as far as [mssihlc, be­
cause it is better for you to owe money 
to one house than to a dozen. Having
____  73

out, you will get your share of them. 
While a drummer may now and then 
make a special cut to a new customer 
to get his trade, he won’t keep the sys­
tem up. and he will plan to get his 
money back in due time.

By concentrating orders, too, a mer­
chant is able to make up enough of an 
order to save in freight shipments. If 
the merchant is patronizing a number 
of places, he may try to make up enough 
for a profitable shipment from each one 
of these concerns, taking the risk of 
over-ordering in some lines with the ob­
ject of saving freight. The result is 
that he is “stuck” with some over­
stock, and loses more than his freight 
savings for a year.—Merchants’ Jour­
nal.
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How Canning Is Done
A TRIP THROUGH A TYPICAL CANADIAN PLANT.

There isn't anything much more 
familiar in the grocery store than a 
display of canned goods. The grocer, 
too, when he buys his ill) or 40 cases, 
talks away with the traveler about 
“swells'' and “leaks," and yet how 
many of them are familiar with the 
processes which are gone through in 
the production of the goods. A repre­
sentative of The Grocer had the pleasure 
of visiting several typical canning fac­
tories in Ontario some time ago, and 
in one of them was fortunate enough to 
secure some photographs of the plant 
which show pretty clearly how the busi­
ness is done. Something of the story 
of the trip and the photographs are

given herewith. No attempt is made 
to give a technical description but 
rather to put the story in a practical 
and interesting way and to give points 
which grocers can talk to their customers 
about.

The importance of the Canadian can­
ning industry is shown by the large 
number of factories, most of them spe­
cially built and most of them kept in 
admirable condition, as regards clean 
liness and sanitation, which are de­
voted to the trade. In practically every 
factory machinery and appliances are 
at work which our grandfathers never 
dreamed of.

For purposes of illustration we’re go­
ing to follow, say. a bushel of tomatoes

from the point where they are unloaded 
by the farmer, through the factory till 
they are deposited in the warehouse 
awaiting shipment.

The tomatoes, which are usually 
brought to the factory in baskets, are 
first emptied carefully into a machine 
usually situated outside the factory 
proper, near the unloading platform 
which washes and scalds them and by 
means of a moving elevator passes them 
into the factory ready to be peeled.

A machine has recently been invented 
which is said to peel tomatoes quite ef­
ficiently but as yet it has not come at 
all into general use and the work is done 
by hand, usually by women who are em­

ployed in large numbers during the sea­
son. The peeling is done in a surprising­
ly rapid and efficient manner at a so- 
called “table,” the extensive piece oï 
machinery which is shown in the first 
engraving.

The Peeling Table.
The machine, as will be seen, is real­

ly a circular series of small bins or com­
partments fitted on either side of a 
framework, while between these runs an 
endless belt of flexibly-connected metal 
plates which is kept continually moving. 
The women sit or stand around this 
table and the tomatoes, which are placed 
in pails after coming from the scalding 
machine, come to them by the pailful.
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Each woman lifts off a pail of sealdv 
tomatoes as it comes to her, places i 
beside an empty pail in the small con 
part ment in front of her and places lli 
peeled fruit into the empty pail, and th 
peelings drop into the first one. Whe 
a pail is tilled it is placed on the lim­
ing table' along with the pail of peel 
ings and passes along around the eirrh 
the peeled fruit going to the tilling m.i 
chine and the peelings to another ope 
at or where ii goes through another pi. 
cess.

With from 7(1 to 80 women work in 
around one of these tables, and tin 
work remarkably fast, the scene is n, 
tlier an active one. In most factori. - 
inspectors are engaged in watching tin 
peelers, seeing that the peeling is dom 
properly and that all unfit fruit is dm 
carded. These inspectors, too, carry lli 
checks which in most factories are gin 
with each pail of peeled fruit and din- 
tab is readily kept on the amount ■> 
work done by each employe.

How Cans Are Filled.

After being peeled the tomatoes g 
to the tilling machines. These are main, 
factured in different designs and m 
continually being improved, so that 
is difficult to describe all systems use 
In general, however, the fruit is empli, 
into a hopper in the top of the in. 
chine and is fed automatically in exam 
ly the proper quantity to the cans, whi* 
pass and stop for the amount requin 
for tilling below the hopper. If salt is u- i 
it is sometimes squirted in in solution I. 
the machine before the can is filled, 
is sometimes fed in in its crystal stai 
A large amount of the tomatoes, ho- 
ever, are canned without even the a 
diiiou of salt.

One of the latest machines for tilli 
cans, and a most interesting one to > 
and hear, in operation, shows a lm 
down over the can as it comes benea 
the hopper, pumps the air out and tl. 
forces the fruit in, doing all this 
an instant and causing in the opera I i 
a noise something like a man walki 
in a swamp with long boots on.

The Sealing Process.

After being filled the can, which In 
either a large hole in the top, or h 
the top entirely open, according to tl

ENGRAVING NO. 1—THE MOVABLE PEELING TABLE.
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i vie iisud, tlie latter being a later de­
uil, goes to the soldering machine, or 
, a crimper to be sealed.
With the open-top can the sealing 
achine automatically applies a cover 

nd this is again automatically crimped 
H-,nmd the top of the can in such a

.iv ax to provide fi hcrmetical seal, with 
iliis style of can no solder whatever is 
■sell 'in sealing.

The soldering machine, which seals the 
partially-covered cans, is a remarkable 
piece of apparatus. As the cans pass 
.dung on a track entering the machine 
the small tin caps are applied. In the 

achine a small amount of spelter is 
\ stematieally smeared on and then the 
Ideriug irons, circular in form and 
rking in sets, automatically drop 
nu on the cans, turn partially round 
complete the seal and then rise, re- 

ising the cans which pass out and 
mg the track. The whole process is 
ne very rapidly and the machines arc 
markably efficient.
1 >ne other point, however, deserves 
rial mention. A tiny hole is punch- 
in the can top before soldering to 

■iw the escajie of the heated air. This 
sealed by a touch with a soldering 
i by a man who supplements the 

"■bine and who also carefully inspects 
*-h can as it moves past him.
Krmn the soldering machine the cans 

to a tester which assures the com- 
teness of the seal.

Two Ways of Cooking.
he next process is an all-important 
that of cooking. Two methods of ap- 

i ores are generally used for this, one 
which is illustrated in engraving No.

This shows a number of retorts, 
'cr being tested the cans are placed 
mndred or so at a time, in a sort of 
til cage, and by means of a derrick 
I overhead tram are swung oyer these

retorts and lowered inside. The covers 
are then clamped on, the steam turned 
01. and the cooking process begins. The 
time consumed in the cooking u|>eration 
varies of course with the kind of fruit 
and its condition.

The other system of cooking, which.

to the uninitiated is a more novel one 
is entirely automatic. The machine in 
this case consists of a huge wooden 
chamber or covered trough from sixty 
to a hundred feet long, in which boiling 
water is circulating and through which

an endless belt of wooden slats moves 
The tilled cans are dumped on the slatted 
belt*, pass down into the cooking cham­
ber, and continually moving, pass along 
to the other end where they again 
emerge. The passage through this cook­
ing chamber is necessarily very slow and
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the machinery is arranged so that it 
may lie adjusted to a nicety to allow 
the fruit to remain the proper time in 
I toiling water. The mechanism may be 
adjusted so that the cans take from but 
a few minutes to an hour and a half or 
more to pass through the cooker.

The Final Processes.
When the cans of fruit are cooked 

and this is common to both systems, they 
pass to another endless belt which car 
ries them through a chamber of cold 
water for the purpose of cooling.

After cooling the cans are loosely 
packed in cases and are then transferred 
to the storehouse in connection with 
the factory, where they are allowed to 
remain for some time before shipment 
for the purpose of detecting any 
“swells" or imperfectly sealed goods, 
which would probably cause trouble 
later.

When an order comes in from the 
broker or jobber the number of cases 
required is brought into the factory 
for labelling. This work is done by u 
special machine which automatically 
pastes the label a ltd slaps it on the can 
with an accuracy and rapidity scarcely 
believable.

It will lie seen that through the pro­
cesses already described the fruit is not 
touched by hand after it leaves the 
peelers.

How Other Fruits Are Treated.
Fruits, such as apples, peaches, pears 

and. plumes, pass through practically 
the same processes, though the earlier 
stages are somewhat different. Plums, 
of course, are not peeled, but are very 
carefully picked over and the imperfect

ENGRAVING NO. 2-RETORTS FOR COOKING.

ENGRAVING NO. 3-COPPER KETT LES FOR BOILING JAMS.

.. t-„
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ilUttlf ««Mill

is (Iivii run into large tanks from which 
die bottles are tilled by means of spe­
cially designed cocks, as is well illus­
trated in engraving No. 5. A machine 
for cooking and capping (lie bottles is 
also shown here.

Cleanliness in Evidence.
The delightful cleanliness in the cloth­

ing of the employes and the premises

every possible effort is made to prox !<• 
for sanitation and cleanliness in the | 
cesses of the canning industry. ’I i* 
photograph would appear, from the d 
tv aprons and clothing of the woe u 
employed, to have been a “fixed” i 
lure, but the writer found just the >. 
conditions existent, and they surpi d 
him considerably, too, when he loo d 
on the same scene some months ago.

For the photographs used in ill 
trating the above article we are ind.M- 
ed to the Aylmer Vanning Vo., llamili ,, 
—Editor.

fruit discarded. Insteail of passing to 
a machine tiller they are dumped into 
a large shallow box, the bottom of which 
is full of holes, corresponding to the 
openings in a number of cans which 
are placed beneath. A few oscillations 
of the box"serve to shake the fruit info 
the calls..........

Applgs are peeled on small hand-ma­
chines arid quartered by hand. Fears

‘•Thomas,” said Major Hartigan. .1, 
he gazed into his son’s eyes with a - ,1- 
searching look, “have you eaten any d 
those canned peaches 1 put in the clip­
board?”

“Father,” said Tommy, “l caiiimt 
tell a lie. 1 have not touched one.” .

The major eyed him wrathfully. .1- 
he plunged his hand into the poekei of 
his coat and drew forth five incrimii.fil­
ing stones, which had each one boon 
enshrined in the luscious llcsh of .1 
peach but which were now staring in 
all their horrid nakedness.

“Then how is it,” said the parmi, 
“that l find these pearhstones in your 
bedroom, and only one peach left in 
the cupboard ?”

"Father,” said Thomas, as lie >il- 
cntly but swiftly left the room, and

Jam Manufacture.
One of .lie departments of practically 

every canning factory is that given over 
to the manufacture of jams and jellies. 
Fart of this is illustrated in engraving 
No. 3. he fruit products entering inti: 
the composition of the jams are boiled 
with the syrup in large copper kettles 
which are steam-healed and after being 
brought to the desired consistency are 
canned or bottled in the usual way.

The process of putting the labels on 
bottled goods is illustrated in engrav­
ing No. 4.

Catsup-making.
The making of catsup involves an­

other department which usually finds a 
place in every factory. The tomate 
“pulp,” as it is called, the lower grades 
of which are made from the skins and 
cuttings of the tomatoes and the bet­
ter grades from the tomato itself, is 
boiled in large copper kettles and is 
seasoned with a variety of spices. It

ENGRAVING NO. 4—LABELLING BOTTLED GOODS.

are Iniinl-pe.eled and. in some factories 
peaches are* also peeled by hand. Of 
recent years, however, a remarkahhl 
machine has been designed which peels 
the peaches without damaging the fruit r

With these fruits a syrup is added 
and, in the case of apples, a chemical 
compound is used to prevent deteriora­
tion.

After the cans have been filled they 
pass through the various processes be 
fore described.

as shown in , this' last engraving, is but 
av. eyidence .of they attempts made in 
the great "majority of the Canadian 
factories to carry on the processes of can-

ENGRAYING NO. 5-BOTTLING CATS VF.

ning under conditions which are as far 
as possible ideal. While all departments 
of the factories cannot be kept so clean 
as the one depicted here, it is but fair 
to say that in the majority of cases

placed a chair in such a position 1 it 
his father would fall over it if he 1 1- 
lowed too quickly—“father, that is .: 
one I never touched ! ”—Philippi 1 
Gossip.
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The Mission of the Wholesaler
By FREDERICK W. HANNAHS.

The question whether I lie wholesaler 
imiihl or sliouhl not he the recognized 

, ,-ieal medium ot' distribution between 
in* manufacturer and the retailer has 

lung been a matter of discussion. It 
li.is created a feeling of unrest and to a 
. vrlain extent distrust among all classes 
.,r' business, but probably in none has 
iin.- been more apparent than in the gro- 

iv trade. Arguments have waxed 
» arm pro and eon, but the weight of 
me logic appears to he largely in favor 
.,1 the wholesaler.

From time immemorial in the nuinu- 
I'aeiuriug business there has been such 
a recognized medium of distribution 
through which small buyers have been 
enabled to purchase goods in quantities 
suited to their business. In dry goods 
circles it is an accepted fact that niami- 
I'acturers of dress goods, linens, etc., 
shall not sell direct to the retailer. The 
china, crockery and glassware trades 
have a custom of their own, which 
divides their buyers into several classes, 
each with discounts of such gradation as 
to make it more profitable for the retail­
er lo buy through the jobber, who in 
turn is protected by the manufacturer 
iu a minimum profit of at least 10 per 
cent.

The Jobber an Important Factor.

I lie grocery jobber—or more proper- 
l> >peaking, the wholesale grocer—is a 
much more important factor in the com­
mercial life of the country to-day than 
is renerally known. Many years and 
vasi fortunes have been spent by the 
great wholesale grocers of the country 
in developing their plants," which of tie- 
re- it y 'must be large, commodious and 
ad . . ed to handling a great amount of 
m* nandise at the smallest percentage 
"I \pense. The wholesale grocer has 
at ; ted to his establishment the food 
pi ids of the world and is in a posi- 
ti to distribute them to the retail 
tr at a much less percentage of ex-
lH than can possibly be done by the
un inclurers direct. The wholesaler’s 
'a. “Vit have at their command tlinus- 
ai f articles from which the retailer 
m.. -elect in small lots just what he 

For that reason, if for no other, 
tlu iiolesaler is in a position to be of 
in uable service to the manufacturer.

*nr manufacturer of staple food pro- 
dtti - must to-day have an immense in- 

icnt in his plant to meet the de­

mands for the article which lie makes ; 
but it would take infinitely larger capi­
tal and’ untold expense for him to deal 
with the retailer direct. It is a gener­
ally recognized moral impossibility for 
most manufacturers to even attempt 
carrying the necessary credits in such 
a distribution of goods. It is much pre­
ferable for the manufacturer to deal 
with the wholesale grocer in a large 
way, get his money promptly and meet 
the demand for his goods with the help 
of the wholesale grocer. It is to the 
manufacturer's interest to market his 
goods through the wholesaler, not only 
because he can move his stock from his 
warehouse more expeditiously, but also 
for the reason that he can realize on his 
investment more promptly and in larger 
amounts than he could if he sold in such 
quantities as might be desired by the 
retailer, who, in most cases, would de­
sire long credit.

A Help to the Manufacturer.

The prompt handling of merchandise 
and the quick return on his investment 
allows the manufacturer to. keep the 
price of his commodities at a figure 
more attractive to the consumer than 
cpuld be done in any other way. To 
attempt to supply the retail trade direct 
would require a tedious and burdensome 
system, even if sales were confined to 
t|ie larger retail buyers, who form only 
aj very small percentage of the whole 
number of retail merchants.

! The wholesale grocer has a legitimate 
field. He cannot be eliminated. Just 
sp long as it is more convenient and 
economical for the retailer to get from 
one sdurce from a dozen to fifty differ- ! 
ent commodities than it is to get them 
ffom a dozen to fifty different sources, 
jnst so long will there be a need for the 
wholesale grocer. He carries a multi­
plicity of goods. His representatives 
go into localities which it would not pay 
the manufacturer to visit. No printer’s 
ink advertising, however potential, can 
do the work of the wholesale grocer, be­
cause he is constantly and systematically 
in touch with the wants of the retailer 
through salesmen almost every day. His 
judgment is generally relied upon by 
his customer.

Jobber Should Be Protected.
Publicity from the manufacturer and 

the highest type of salesmanship on the
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part’ of-the wholesaler are both neces­
sary factors in business and should go 
hand in hand. Owing to the fact that 
the capital of the wholesaler is largely 
tied up with the retailer, the manufac­
turer who looks to the wholesaler for 
the exploitation of his profits should 
afford him proper protection. It is to 
the mutual interest of both that the 
wholesaler receive a fair margin for the 
use of his capital and the plant that dis­
tributes the product of the manufac­
turer. Working as he does along lines 
of least resistance and commanding the 
widest distributive machinery, the job­
ber is not alone the most valued adjunct 
of the manufacturer, but the friend of 
the retailer as well—one to whom belli 
should cater rather than harass.

Day of Wholesaler Not Passed.

The day of the wholesale grocer has 
certainly not passed, notwithstanding 
the spasmodic effort of a few disgruntled 
retailers to eliminate him. He is logi­
cally a necessity to both manufacturer 
and retailer and from an economical 
standpoint must continue to be the 
mainstay, especially of the manufac­
turer. It is generally admitted that 
from 85 to 90 per cent, of the staple 
food products of to-day are distributed 
through the wholesale grocer. If this 
be true, it is manifestly; unfair that a 
manufacturer should select 10 or 15 per 
cent, of the large retailers through whom 
to distribute a part of his goods at a 
lower cost than the large .majority of 
retailers must pay. A larger volume of 
business always accrues to the indivi­
dual or firm best equipped and having 
the best advantage for doing business. 
All such are bound to get the lion's 
share of trade. Where, then, is the jus­
tification for according the small class 
of large retail dealers a preferential 
over the large majority of merchants in 
the same line? Rather is it not to the 
manufacturer’s interest to see that his 
large distributors have a fair return 
for the work they render him in the 
distribution of his product Î When 
manufacturer and wholesale grocer re­
cognize this great mutuality of interest, 
much good will result to the retail gro­
cers everywhere. In those sections of 
the country where the retail grocer looks 
to tlie-jobber as his friend and business 
protector, the retail merchant is the 
most successful and prosperous in the 
land.

It is easy to invent seemingly logical 
arguments to show the retailer that he 
can buy more cheaply directly from the 
manufacturer than through the jobber, 
but both careful analysis of the logic 
and actual experience show that it does 
not always work out in that way. The 
retailer who delegates his purchasing to 
an exchange is not only losing his own 
independent position, but is simply elim-



inating one jobber by creating another, 
who is no better able to supply him than 
t lie jobber already existing.

Run Your Own Business.
In my opinion, the retail grocer is an 

important enough individual to stand 
on his own basis to do his own business 
and not delegate it to any single indivi­
dual or any association. It seems to 
me a very serious mistake when retail 
grocers will draw their supply from an­
other retail grocer, even though he does 
a large business, for the reason that they 
are only building him up. and if he is 
an honest, up-to-date merchant, he will 
sell their good customers just as cheap­
ly as he will sell them, and it is to his 
interest to do it. I have never known 
of any retail grocer who turned his 
brains with his business over to some­
one else to run, that ever made a suc­
cess.

The Retailer's Position.

My claim is that the retail grocer is 
entitled to an honorable position in busi­
ness life to-day, and he should not be­
little himself by delegating it to some­
one else, because no one knows as well 
as he the needs of his particular cus­
tomer. Understand me, I am in favor 
of retail grocers’ organizations for mu­
tual benefit and social intercourse. It 
is a great thing to know that your 
neighbor has the same difficulties to 
contend with that you have and you 
can do him a lot of good and he can do 
you a lot of good without agreeing on 
any price or in any way delegating the 
main functions of your business to him. 
There are general lilies on which you can 
all work to the mutual advantage of all.

The Wholesaler’s Influence.

As has often been said, the influence 
of the wholesale grocer for the distribu­
tion of manufacturer’s goods is more 
potent than that of the manufacturer 
himself. On the other hand, the retail­
er is best served by the wholesale gro­
cer for the reason that, as a rule, he is 
the best judge whether articles offered 
are salable, and will "take” and be a 
success in that section. The wholesaler 
judges because of his greater experience 
and larger knowledge of business than 
generally falls to the lot of the average 
retail grocers.

The Logical Distributor.
The wholesale grocer is the logical 

distributor, because no one manufacturer 
can possibly produce all the products 
now in demand any more than he can 
distribute them all. There is, therefore, 
a place in trade for the wholesale grocer 
that cannot be filled by either manufac­
turer or retailer. And while that place 
exists the jobber will remain and flour­
ish.—New York Journal of Commerce.
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CARE OF DELIVERY HORSES.
Every retail grocer should be aware 

of the importance which attaches to 
the appearance of his delivery horses. 
A horse ill-fed and poorly kept betrays 
the slip-shod methods of its owner, and 
worse than this, it brands him in the 
eyes of discriminating customers as

A TRIBUTE TO THE 
PUBLISHERS.

The following letter was recent­
ly received from Mr. Edward 
Brown, Mayor of Portage la 
Prairie, who was chosen leader of 
the Liberal party at the big con­
vention held in Winnipeg. It will 
be noticed that he writes after 
reading two of our papers regular­
ly for fifteen years. During a re­
cent visit to Toronto he called at 
our office to make the personal 
acquaintance of the president and 
managing editor. On May 5 he 
writes as follows :

Mayor’s Office,
Portage la Prairie, 

Manitoba, May 5. 1908. 
J. B. MacLean, Esq.,

Toronto, Ont.
Dear Mr. MacLean,—During the 

Id years in which I was actively en­
gaged in the retail business here af­
ter coming to Portage la Prairie, 
I considered ‘The Canadian Gro­
cer” and ‘‘The Dry Goods Re­
view” among the most valuable 
newspapers that we received, and 
always looked forward to the 
weekly numbers with the greatest 
interest. The information furnish­
ed was a distinct help in the con­
duct of our business, and I certain­
ly think that every retailer in 
Canada should be a subscriber.

During the last five years my at­
tention has been devoted more 
particularly to financial matters, 
and in so far as ‘‘The Post” is 
concerned I cannot speak of it in 
terms too eulogistic. It covers a 
particular field of its own, and 
should be of immense value to 
anyone who is attempting to study 
at close range the financial situa­
tion. I feel assured that the views 
presented are of a disinterested 
character, and so long as its pre­
sent policy is pursued of discuss­
ing in an independent way all mat­
ters bearing on the questions of 
finance, it will continue to be more 
and more appreciated by men who 
desire to get at the true inward­
ness of things.

Yours truly,
(Sgd.) Edward Brown, 

Mayor.

that meanest of all mean men, the one 
who abuses and neglects the dumb beast 
that serves him.

The delivery horse is the faithful 
worker of the retail grocery store. In 
the morning he goes to market and on 
his return he is taken around the order 
route that the customers may get their 
groceries in time for dinner. After a
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scant time for dinner at noon he is taken 
out again to cover the order route ami 
at night he is all too often given no 
attention except a feed of oats and a 
little hay and left ungroomed to sleep 
all night in a dirty stall. Every minute 
of the day he is serving his master 
end every minute he is just as surely 
advertising the kind of a master hr 
serves.

No grocer should allow immature boy 
to have the care of his horses. Pretty 
nearly every healthy boy likes to se. 
l.ow much speed he can get out of . 
horse; very few boys have the judg 
ment necessary in feeding and waterin 
a horse at any time, and least of ai' 
when the animal is in a heated comb 
lion. Get a man to handle your hors» 
and discharge those who do not hamli 
them right. Cruelty is one of those ol 
lenses that admits of no excuse.

The feet of city horses need frequci 
attention owing to the hard pavement 
The horse that draws a load should h> 
rough shod and will require the alien 
lion of a good blacksmith, about uiiit 
every three weeks if proper care is 
given.

The stable in which horses are kept 
snould be clean and light ; it should lie 
we!! \militated at all times, but should 
be built so that the animals are pr. 
t re ted from drafts. The stalls should 
be eared for night and morning ami 
at night the horses should he bedded 
down with straw. On coming in at night 
the horse should be carefully cleaned 
with a currycomb and a good brush 
and tbe same treatment should be giv.n 
him in the morning after having cleaned 
the stall and while the horse is eatii.g 
his ration of oats. Let your horse ha u 
plenty of water at all times except win u 
he is heated, »t which time give ln;u 
a few swallows in the bottom of a buck t 
and then wait an hour before givi 
him more. Treat your horse well a I 
he will abundantly repay you.

GIVE THE BOY ANOTHER CHANCE
Don’t fire the boy. Keep him a I 

make a better boy of him. If you do 
will be a better man. Boys are all rig 
if you understand them. In every 1 

of them rightly handled there is a gv. 
of manhood and possibilities of migl 
success in the future. Grown up un. 
kindly influences the excess energy ti 
made them enjoy their boyish escapa. • 
will be directed to the accomplishnn 
of great things. So don’t fire the b 
Talk to him. Get him interested in ! • 
work. Tell him of the things bet', 
him in life. Teach him thrift and 
dustry. Remember he is just a lit: >• 
raw material, out of which you c. 1 

fashion a better man than you are. ■ 0 

matter how good you are.—Exchangi
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The Traveler and the Grocer
A CONSIDERATION OF MUTUAL RELATIONS FROM BOTH STANDPOINTS.

I'lie question us to the relations which 
iiild exist between the traveler and 

retailer is one which is exceedingly 
l cresting. To provide for a satisfac- 
; v treatment of the subject, the ideas 
practical men, authorities in their 

i c, in both departments of trade, 
,ie been secured, and are presented 
icwith. It should be interesting for 
nibers of both professions to read

sion among them, and that a definite 
knowledge of the peculiarities of every 
individual customer is considered by 
I hem as good and valuable information. 
And, on the other hand, merchants are 
not slow to make known to each other 
their likes and dislikes of the represen­
tatives of business houses who call 
upon them. While these conditions exist 
it is a well known fact that many of

doors to represent them before he 
is properly trained, no matter how 
much natural ability he may posess, 
is following a short-sighted policy 
and is risking a leakage of business 
which very materially affects the divi­
dends of the annual balance sheet.

True, some salesmen have made for 
themselves and their house a measure 
of success in spite of their negative 
qualities and shortcomings, but it is a 
simple thing to realize that this same 
man, properly trained and equipped, 
with all his better (positive) faculties 
and qualities developed to a marked 
degree, would possess such a power in 
himself that approved business methods 
would be to him as tools in the hands

A MODEL (IKOVERY FRONT—STOH E OF DRIVE & SANDERSON, TORO NTO.

■ r the man on the other side thinks 
it it.

TB TRAVELER’S STANDPOINT.
i One of Ontario’s Most Successful 

City Salesmen.
is commonly known and generally 

•'■'stood as a privilege among the 
! * -dits of the grip, that the tempera- 
1 ' "*> characteristics, habits and man-

■ °f men upon whom they call to 
b.ii their goods, are topics for discus-

both classes consider some of their best 
friends among those of the other class.

The question as to how the merchant 
should receive the traveler, answered 
correctly, we believe, altogether de­
pends upon the traveler. If he be not 
well received, first call, last call, and 
all the time, he has not made himself 
the master of his profession, and while 
we have every sympathy for the novice, 
and all must be beginners some lime, 
the business house that allows a repre­
sentative to pass out of their
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of a giant, to build and make for him­
self and his house a business that as­
sures success and makes him equally in­
dispensable to his customers.

What Makes Up a Transaction.

Let the commercial traveler inquire a 
little into the factors, or elements that 
combine to make up a transaction, and 
he will find out, if he never knew it be­
fore, that the mere outward acts in­
volved in selling, the signing of orders,
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delivering oi goods and payment of 
money, do not constitute a transaction; 
that these are but evidences of business, 
the results of a business deal.

Let him look a little further and he 
will discover that this business deal has 
a beginning. That it has its various 
stages of growth and development, and 
that it has a finishing, if successful, 
just as any other performance has. Here 
is where the question of the attitude oi 
the customer, or merchant, is of the 
most importance.

The beginning of the transaction L 
the basis upon which we must depend, 
and from which point we must build. 
This “beginning” is of greatest possible 
importance, and unless the start is 
rightly made the ending is guaranteed a 
failure. There arc so many, epigram­
matic statements that stand ' in nuns 
pathway and prevent success. For in­
stance : “A bad beginning makes a good 
ending.” If this is true, and some men 
act as if it were, then let. us by all 
means be systematically poor beginners. 
Begin at the wrong end with delibera­
tion, for of course we desire “a good 
ending.”

]a?t us begin every transaction rightly 
and, studying the matter from the 
standpoint of the traveler himself, we 
will find that while conditions vary, the 
traveler who fails to realize this to the 
degree of fitting up in a way to meet 
and sail with the varying winds—the 
mental winds of the customer and those 
of his environment—deserves all he gets 
in the way so-called of “unfair” treat­
ment at the hands of merchants.

But let us look at the question of 
courtesy on the part of “the man who 
buys” toward “the man who sells” in 
another light, and let us lift the dealer 
out of the “nickel in the slot machine” 
class, where from the head of the estab­
lishment down throughout all depart­
ments there is a humble submitting to 
the clamor of the public for this, that, 
and the other popular article, regardless 
of what profit is being made, but simply 
to hand out what is asked for, being 
satisfied with small or no profits and 
poorly paid employes.

Credit a Necessary Factor.

No factor is so necessary in building 
up business as credit, and no factor is 
so necessary in building up credit as 
truth. It is comparatively easy to start 
credit, but the art is to keep credit. 
The young business man who says: “I 
want no credit, I buy and sell for cash” 
makes a mistake. It is all right to pay 
promptly, but do not establish a spot 
cash payment basis, for later on, when 
you ask credit, your creditors will 
think something is wrong. Establish a 
credit, whether you need it or not. It 
is a good advertisement and a frequent

help, and the man on the road is the I 
one who can very materially help to es-l 
tablish that credit, and he is the manj 
who trades for this purchasing power] 
the goods the dealer wants to buy.I 
Therefore it is quite clear to every I 
thinking man that the dealer should! 
meet this “purchaser of his power toj 
buy” with the glad hand, and make him| 
very welcome.

To Be “Put Next" the “Good Things’
There is only one right way and the! 

sooner the dealer appreciates the force I 
of this the sooner will he advance the! 
value of his purchasing power and bel 
“put next” many “good things” kept! 
for the “good fellows" who appreciate! 
what a traveler can do for him by way| 
of “specials.”

This salesman of his money or in-J 
fluence or power to purchase in thel 
world of trade should not forget thatl 
the man who has the goods is just asl 
susceptible to a kind word, a hearty re-1 
ception and a pleasant smile, as he him-l 
self, and as prices are not always fixed,! 
and pointers are continuously on tap, hel 
may prove as good a persuader to sell! 
his cash for higher value than the tra­
veler to sell his goods at higher prices. 
It is just as much the dealer's duty tol 
himself as to the traveler to be amiable! 
to the man who is before him! 
representing his firm and offering] 
his goods, which doubtless the deal­
er needs, as it is the place of] 
the traveler to overlook occasional dis-J 
courtesy and lack of business etiquette} 
which it is sometimes their lot to en-j 
counter.

THE GROCER’S VIEWPOINT.

Uikelihood of the market rising or di 
[dining, and in giving them the prefei 
fence when he has a bargain to offer.

Business relations should be considci 
led strictly private, and the traveler wli, 
[talks freely of his sales in your ejtj 
(apt to lose the chance of “closing 
■with you unless it is to your special ad 
■vantage to buy from him. No merehai 
[likes his business proclaimed from I 

housetops.

Something About Order Taking.

It is particularly annoying to have 
[traveler take an order and then not i 
ible to till it. A traveler should kno 

[his firm's stock thoroughly. Somctim - 
[orders are taken for articles which can 
[not be secured simply to get the ot In 
[items on the list. Then you rely . 
[their arrival, perhaps advertise them, 
[but they never arrive.

Although “increasing” sales, that 
enlarging an order, from say five to t... 

|. ases, without the merchant’s eonsen:. 
lis a rare occurrence, yet it has happn 
fed too often to be pleasant. The writii 
[had a tea traveler attempt it and you 
[may be sure never had confidence in him 
[again.

Travelers should be careful not to 
[urge storekeepers to overstock or buy 
[heavily of new goods for which there i- 
[not a created demand. A copy of every 
[order taken should be given the mei 
chant and signed by both parties. It 
prevents future disputes. When a travel­
er promises to give a merchant complete 
control of an article in his city, lie 
should live up to it. Selling other inn 
chants, no matter under what pretext, 
is positively dishonorable.

By a Successful Western Ontario Re­
tailer.

Grocery travelers, as a class, are as 
fine a collection of gentlemen as you 
will meet in any walk of life, and the 
treatment accorded their customers, in 
most cases, is all that could be desired. 
Yet there are always exceptions, and as 
a practical grocer, I feel that I could 
give a few suggestions as to how the 
grocer likes to be treated by his friends, 
“the knights of the grip.”

No merchant likes to feel that if a 
traveler comes into his store when he is 
out that he will lose half an hour of his 
clerk’s time on account of a traveler’s 
gossip and stories, nor does he care to 
have much of his own time wasted. 
Modern life has not a great deal of use 
for extended sociability in business 
hours. Beyond the hearty hand clasp and 
the expression of friendship that is felt 
rather than spoken.

Loyalty to Good Accounts.
A traveler should be loyal to his good 

accounts in advising them as to the 
8o

Small Editions of “Ginger Talks
A traveler who is thoroughly up i > 

his business would scarcely indulge in 
the luxury of smoking in busim -< 
hours. Most merchants object as,it i- 
annoying to ladies. Even if times me 
a little dull in other places the gru 
doesn’t want to hear of it. He i ,s 
“troubles of his own.” He prefers t.,r 
bright, optimistic fellow, who chi - 
him up, inspires him with courage . I 
hope, and finally sells him a nice t 
order of seasonable trade-bringing go. i>.

And that's just what the vast ma, - 
it y of our traveling friends do. T1 > 
are small editions of "Ginger Tal 
and always smiling.

Come to think of it—the disadv i- 
ages, the rebuffs a traveler meets 
way he always manages to keep vln r 
ful stands for a good deal in his fa
It’s easy enough to be pleasant 
When life glides by like a song,
But the man worth while,
Is the man who can smile,
When everything goes dead wrong
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Good Profits from a Meat Table
ByiOURl GUELPH CORRESPONDENT

The question as to whether a meat 
counter is a profitable department in 
the general grocery of to-day is one 
which has been much discussed. Num­
bers of the grocers say. “We handle 
meat only as an accommodation to our 
best trade, because we really do not 
gel our own out of it.”

You know yourself that you cannot 
cut up a ham and give So and So the 
flout end and someone else the shank 
end and show a profit. Now, for a long 
tiiue it has been quite fashionable to 
have a meat counter or meat table and 
the majority of first-class grocery stores 
are right in line and some claim a pro­
fitable business can be done, while just 
as many claim the opposite. Your cor­
respondent, having been given an oppor­
tunity to examine the books and sales re­
cords of two entirely different stores in 
different neighborhoods for the purpose 
nt’ getting at least a rough estimate of 
what business was done in this line, took 
off-hand the two months of July and 
February and set to work to find out the 
(wisihilities or rather what these two 
stores had done in these two months in 
their meat department.

You will admit that those two months 
are considered to be two of the quietest 
in the year. In one of these stores they 
have the reputation of doing a first- 
class trade in this line and the other 
i humi d there was no money in selling 
imat. Instead of giving each one the 
credit of their own sales and for the 
purpose of getting at or somewhere near 
the facts. I added the two together 
and divided up even and found the fol- 
I wing results:

February Sales.
uea
5 éc

Cl .tid ham, 150 lbs... .10 $1.50 $13.50
R;i ham, 140 lbs........ .4 .80 4.80
B; -> >ii, 270 lbs. . .3 1.00 7.10
Sai -age, 210 lbs. .2 1.00 3.20

1 ana, 70 lbs. . .3 .50 1.60
l'l; chops, 225 lbs... .2 1.00 3.50
Pi, ided pork, 25 lbs... -2* ••• .63

■ owing after good allowance
for waste, net profit for
month ........ $34.33

As will be noticed, some of the meats, 
such as cooked ham, runs away up in 
the warm weather, while sausage and 
pork chops drop back. Then in the cold

weather some of the others vary a good 
deal, so I think in taking those two 
months you have a good fair average.

July Sales.

Cooked ham, 400 lbs...

42.
_ ai
S£ -Se e
a. is
.10 $4.00

eccu
Ce

"5
$36.00

Raw ham, 250 lbs. ... .4 2.80 12.20
Bacon, 380 lbs.............. .3 2.00 8.40
Sausage, 70 lbs............. .2 1.40
Bologna, 140 lbs........... .3 1.00 3.20
Pickled pork, 80 lbs... •2j 2.00
Pork chops, 50 lbs. ... .2 .. . 1.00

Showing net profit for July.. $64.20
And for the two months........ $98.53

One might safely calculate $50 per 
month after a very large allowance for 
waste, etc., which there is not the slight­
est need of doing. Say, 12 months at 
$50 or $600 a year. This, indeed, would 
pay a handsome salary for one clerk, 
even if he did not sell any groceries for 
you at all and when you consider the 
fact that it is only at or near meal time 
that this department requires the ser­
vices of one man those grocers who can­
not see any money in it must have 
missed something.

The Equipment Needed.
To do a business of this kind in con­

nection with a grocery store you need 
first, if you feel you can afford it, a 
neat, marble-top table or counter to 
suit the size of space there is to spare 
in the store. You can manage without 
it if necessary. This will cost you ac­
cording to size, from $15 to $25, but 
to be what I will call extravagant, we
will say:
Table .............................................. $20.00
Two good knives, say $1 each ... 2.00
One good steel .......................... 1.50
Two maple boards, about 1 foot

long, 25 cents each..............................50
One saw .......................  1.50

Total cost for equipment of, say $25.50
The scales you use for groceries will 

answer for meat as well. If you can 
not afford a marble-top table use marble 
oilcloth, which makes a good clean sub­
stitute.

Plates or platters come in handy for 
displaying your meat and these are gen 
erally found around an up-to-date store. 
After cutting up your meat for display 
a little garnishing of parsley or mint 
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very often helps the sale. The above is 
about all the equipment that is neces­
sary but more can be added if you feel 
inclined. A good refrigerator is a nice 
thing to have but most grocery stores 
are already supplied and the meats, if 
properly looked after, will not interfere 
with the other articles in it. A small 
meat chopper for cutting up the odd 
pieces of cooked ham, which costs about 
$2, will soon pay for itself and please 
many customers.

A Few Hints.
There are a few facts to remember in 

connection with a meat table:
First: Buy your meat from a first- 

class, reliable firm who will protect your 
interests and exchange anything that 
comes into stock not up to the standard.

Second: Keep your knives, table, boards 
and platters always exceptionally clean.

Third: Put your meat all in the re­
frigerator at nights even in winter.

Fourth: Sell the ends of ham quickly.
I ton’t stick for price.

Fifth: Don’t get into the habit of 
cutting up for display purposes more 
than you can conveniently sell.

Sixth : Always cut up the ends of 
bacon or other ends early in the morn­
ing or when your customers are not 
watching you.

A few other lines of meat that can 
be added to those already mentioned 
which are good sellers and show a good 
profit are headcheese, pressed beef, 
tongue, spare ribs and tenderloin in 
season. You will be astonished how 
many people will come into your store 
for just a half-pound of cooked ham for 
tea or lunch and will very often buy from 
$1 to $5 of groceries that never 
thought of such a thing as groceries 
when leaving home. The grocers all 
handle lard and this really belongs to 
the meat department and shows an ex­
cellent profit and is easily handled. 
Above all things get the best of every­
thing when buying as no grocer can ex­
pect to build up a trade by buying in­
ferior goods just because they are cheap 
and this applies more noticeably to this 
department than to any other in the 
store. Cleanliness is next to goodliness 
it is said, and cleanliness should be the 
watchword in a grocer’s meat depart­
ment. I have noticed in several stores 
a large box under the table for scraps 
etc., and would not advise any good 
grocer to provide any such means of do­
ing away with odds and ends as it only 
gets employes into the habit of need­
lessly throwing away a lot of good profit. 
The bits of fat and also the skins from 
cooked hams can be sold for soap grease 
It also pays to have the bone taken out 
of the hams, which you desire to slice 
up and save time.

This article would not be complete 
without a special reference to the latest

t
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device and money-saver in this depart­
ment which has come into popular favor 
recently; namely, a meat sheer. There 
have been and are still a variety to 
choose from. The sheer that will cut 
up the ends of cooked ham, bacon, etc., is 
a most profitable article for a grocer to 
buy and while the first expense looks 
large they soon pay for themselves.

The meat department is all the year 
round a money-maker and especially at 
Easter is a great drawing card for any 
grocer and makes the Saturday before 
Easter Sunday almost as good as a 
Christmas eve.

“WHEN THE WELL RUNS DRY.’’
You fellows whose wives help you in 

your business may think you fully ap­
preciate ’em, but you don’t.

It’s a harder thing than you think to 
properly size up a good -wife, particular­
ly if she helps you in the business.

Until you lose her.
You can’t lose some wives. You try, 

but—well, never mind.
I know a grocer out in the Western 

part of Pennsylvania who's up against 
a lot of trouble.

It comes from appreciating his wife 
too much. And too late.

He had a dandy wife! 1 always said 
she was the real head of his business. 
They had no children, and they lived 
in nice rooms over the store. She had 
nothing much to hinder her, and so she 
was able to be in the store the most of 
the time.

That wife was one of the best busi­
ness partners a fellow could have. She 
kept all the books and did some of the 
buying. As a matter of fact she could 
have done it all as well if not better 
than her husband.

She helped wait on trade, too. She 
was all right, and I told her husband 
when she died about three years ago 
that he’d never in the world be able 
to replace her. He pretty soon found 
it out, too.

Yes, that woman was all right. But 
site worked a lot harder than she had 
a right to. What’s more, her husband 
let her.

As I say, she died. It hit her hus­
band fearfully hard. They had been 
practically one person in everything, 
and when she dropped out of the busi­
ness it meant a whole lot more work for 
him.

Just how much he had no idea of until 
he had to do it.

A couple of years ago he married 
again. The second could give the first 
cards and spades on a lot of things She 
was a better looking woman and a good 
deal younger, and she liked to fling her 
hoof.

Liked to go and have a good time.

With the other one the store was all the 
good time she ever asked for or gut.

The grocer knew his second wife was 
pretty skittish, but thought to himself 
she’ll settle down and help some a little 
later. The little later’s never come. 
She’s hotter after a good time to-day 
than she’s ever been before, and as 
for helping in the store—not guilty!

She simply won’t do it. Her argu­
ment is that she can’t do it—has no 
knack that way—and I believe she’s 
right.

What would you do if you were up 
against a contrast like that? The 
first wife was faithful, hardworking, in­
terested in the business, able to run it 
and indispensable in it, and the second 
no good at all? At least no good in 
that way.

I guess you’d do just as he does. 
You’d tell her. And you’d keep on tell­
ing her. And you’d tell her again.

And she’d have scraps and things 
would all go to hen.

That’s exactly what things have done 
there. That grocer is trying to change 
a leopard’s spots. He’s trying to com­
pel his wife to take an interest and do 
some work in something that she has no 
interest in and don’t know how to work 
for.

Will he succeed? He will not.
But maybe the poor devil don’t ap­

preciate his dead wife now! Didn’t he 
appreciate her while she lived? Not 
half. But if the poor dead soul has a 
jealous disposition she’s getting her re­
venge now, all right, for her memory 
and her reminiscences are making the 
life of her successor a regular bear­
garden.

The other day I stood looking at the 
cashier in another grocery store not very- 
far away from the other one. She was 
a woman of about thirty-five and a hard 
worker, as 1 know from periodical visits 
to the store.

The night I was there she looked 
tired. It was a sweaty night and there 
was perspiration all over her forehead.

I didn't say, did I, that she was the 
wife of the proprietor?

“Your husband certainly ought to 
appreciate you,” I said as I looked 
down at her sweaty little face.

She laughed a little.
“I hope he does,” she said, “but I 

don’t feel sure. I think he takes it 
as a matter of course.

“We’ve been married five years,” she 
went on, “and in the beginning I had 
nothing much to do in the daytime—we 
board—so I thought I’d like to be in the 
store. John liked the idea, so I came. 
Sometimes I think I work harder than 
anyone else in it. I don’t mind it, 
though. ’ ’

The grocer just then came back—I’ve 
known him for years—and I said:
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“See here, old man, you’re working 
this little woman to death.”

He thought it was a joke.
“Pretty healthy looking corpse, ain't 

you, Jen?” he said with a laugh, aid 
that was all the good it did. •

Some of these days Jen may die. 
These overworked women have a w. v 
of doing that.

Will John realize then that she v. 
overworked ?

He sure will.—The Stroller in ti,e 
Grocery World.

DON’T LET OLD GOODS 
ACCUMULATE.

One of the greatest sources of loss in 
retail stores is the accumulation of nl<l 
stock which through age has become un­
salable, or, at least, has lost a portion 
of its value. Look over your stock this 
month and if you find you have still m. 
hand part of a lot of goods received, 
say, last O.ctober, it is time to make ex­
traordinary efforts to get rid of them. 
If necessary, make a job lot of such 
goods and offer them at a price that will 
move them. It is better to stand a par­
tial loss than a total loss. This rule of 
keeping goods as short a time as pos­
sible will work to your advantage great­
ly in keeping your stock clean and fresh, 
and will insure the minimum of profit 
on a given amount of invested capital.

A great many sales are lost and a 
great deal of dead stock is carried by 
stores which are in the habit of having 
places behind or under the counters in 
which to place goods. These are prob­
ably never overhauled except at stock­
taking times, and these drawers and 
hiding places are an excellent cat mi- 
basin for “stickers,” which ought to i»e 
on the counters where they can be push­
ed more than ordinarily.

Do not have any place in your si ne 
where goods can be stuck away out of 
sight. If you have plenty of room it is 
better to have all the goods above ne 
counters, on the shelving. Have no 
shelves below, so that there will be no 
opportunity to put things away oui >f 
sight. Many stores, however, cannot In 
this, as they are crowded for room, . :id 
it is, therefore, necessary that a part of 
the goods should be kept below the c> in­
ter board.

If this is necessary, see that all gi h 
not in easy access are looked over nd 
examined and brought to the light at 
least once a week. If the goods re 
kept out where they can be seen they 
are very much more apt to sell thaï if 
hidden away. Assistants are usu. iv 
careless about goods which are not c. -y 
to reach, and they very seldom t,.ke 
pains to look into any of these d 
drawers or under the shelves to find he 
goods to sell.—The Storekeeper.
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The Story of Smyrna Figs
J. M. P. MAINETTY, OF SMYRNA, IN THE PREMIER ENQUIRER.

I ni- lig tree grows almost wild, and 
requires very little cultivation. Al- 
lli,,i-li certain varieties are grown in 
vanmis parts of the world, those of 
Asiatic Turkey, commonly called 
Smyrna figs, for the reason that they 
arc packed and shipped from Smyrna, 
are the best. The growing district is in 
die Province (Vilayet) of Aidin, the 
plantations extending from Ayassolnk 
i„ Ortakehi, a valley over one hundred 
miles long, spreading far on both sides 
of tlic line of the Ottoman Railway, 
which runs through it, affording direct 
transportation from the interior.

The nature of the tree and me quality 
of iin* fruit is not the same throughout

The Erbeily and Deirmendgik fruit is 
the finest in every respect. The Balagik, 
while of a tine quality, is small, and the 
Carabounar, Naipli, etc., is large but not 
as thin-skinned.

The Ayassoluk variety grows in a 
low, damp country, and this quality is 
very fine when the season is dry. If, 
however, rains prevail during the grow­
ing, the fruit is not sound.

The principal varieties of the district 
of Aidin are: Aidin, Omurlu, Kiosk- 
Dere, Sultan Hissar, Nazli, Ortaxi, etc. 
The Sultan Hissar and Omurlu are the 
best, but as a whole this district’s fruit 
is not very juicy and is of a yellowish 
color and rather of thick skin.

tree being done by cuttings, one should 
think that the luovassi varieties should 
be introduced in the other districts. 
This has been tried for years; cuttings 
from the luovassi district have been 
planted in other districts, sometimes 
only eight or ten miles away. The best 
of care has been given to the young 
trees, which bear fruit in the fifth year. 
The first yield resembles a little the 
variety of the cuttings: each following 
crop, however, for the next three years 
looks more and more like the fruit of 
the district the tree grows in, and on the 
tenth year, which is the period of the 
largest production, the fruit becomes

THE STORY OF SMYRNA FIGS-A SELECTION ROOM.

iliv wing district. In fact, the varie­
ties extremely numerous, but the fol­
io" i ,ire the four principal classifica­
tion uat is: Ayassoluk, luovassi, Aidin 
uttil iiaili, bearing the names of the 
<lisi: > where they grow.

1 luovassi fruit is the best, being 
"f i t color, rich and juicy, of thin 
skii, ,-d very fine flavor. The principal 
varivi.es growing in the Inovassi dis- 
triv .ire: Balagik, Deirmendgik, Er- 
"e'l> Naipli, Carabounar, etc.

The varieties known as Odemish, 
Thyra, Payamboly, Bosdoghan, Boude- 
mia, Kaymaxi, etc., come from the 
Tchaili district. Some of these varie­
ties are good, but, barring a few excep­
tions, the fruit dries up and loses its 
richness after it is packed in boxes. All 
these denominations are the names of 
the different villages around which the 
fruit is grown.

The Inovassi district, giving the best 
fruit, and the reproduction of the fig

83

identically the same as the tig of that 
special district. If these tine varieties 
cannot be successfully planted ten miles 
outside of the districts where they na­
turally grow, it is not likely that the 
attempts of the California planters to 
produce a fig similar to the Smyrna 
varieties will ever be a success. Enorm­
ous quantities of cuttings of the finest 
Turkish varieties have been imported 
and planted in California, and although 
the tree thrives in that country, it de-
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generates and gives a fruit totally dif­
ferent from the Turkish fig.

The fig tree grows to a height of eigh­
teen to twenty feet and spreads its 
branches like an apple tree. The best 
fruit is obtained the first three or four

are ripe between the tenth and fifteenth 
of June, they are gathered, strung, and 
a string of them hung on the branches 
of every female tree. Here occurs the 
same process of fertilization as between 
the Boghas and Eilek. From the Eileks

going to waste. The commercial rigs, 
thus fertilized, ripen 'by the beginr.ing 
of August. They are not picked, hut 
when they reach a certain maturity, they 
begin to dry, and consequently drop ,,n 
the ground.

THE STORY OF SMYRNA FIGS-ONE OF THE PACKING ROOMS.

years, both in size and quality. Its life 
is quite long, some trees bearing after 
they are forty years old.

There are two kinds of trees, the male 
(Eilek) and the female, the latter pro­
ducing the commercial fig (yemish.) The 
female fig does not mature unless a cer­
tain quantity of male figs are hung on 
the female tree between the tenth and 
fifteenth of June, as the caprification 
takes place at that season. This is very 
interesting, and let us mention here that 
the male fig (Eilek) has its male itself 
(Boghas).

The Eilek, after having matured its 
fruit, loses its leaves, and before losing 
all its sap, towards the end of October 
sprouts a certain quantity of small figs 
(Boghas), which resist the coldest wea­
ther and which remain at a standstill 
until the beginning of May., Then they 
begin to grow at the same time that the 
real male fig (Eilek) begins to sprout 
on the same tree. By the time the Eilek 
grows enough to be fertilized the Boghas 
is ripe, and from its orifice come cer­
tain hymenopterous insects of the gen­
era blastophaga and sycophaga, which 
enter the minute orifice of the receptacle 
at the end of the male fig (Eilek), ap­
parently to deposit their eggs, thus con­
veying the pollen to the stigmas, and en­
suring the fertilization and consequent 
ripening of the Eilek. When the Eileks

come myriads of blastophagas, which 
enter the commercial fig and fertilize it, 
the process known as caprification.

This is really one of the most danger­
ous periods of the growing crop, as

SMYRNA FIGS-GRADING.

frosts, heavy rains, etc., occurring at 
that time, kill the insects and only such 
figs as have been caprified ripen, the 
balance dropping before maturity, and
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In the morning everybody on the 
plantations goes around with baskets, 
gathering the fruit, which they carry to 
a certain place where the ground is cov­
ered with dry leaves and straw (Serghi), 
and on which they spread the fruit, ex­
posing it to the sun, and allowing it to 
remain there from two or three days. It 
takes about three days to dry the ng if 
north winds prevail, as the atmosphere 
is then very dry. If, however, westerly 
winds are blowing, which means neavy 
dew at night, the fruit must remain ex­
posed to the sun from five to seven 
days. This is another dangerous period, 
as rain, or even a shower, miglu ruin 
hundreds of tons of fruit lying <>n the 
ground. Heavy dews sometimes are just 
as detrimental. The proper atmu.-nheric 
conditions to insure a crop of targe, 
sound, rich figs, are west winds i:. June 
and July, followed by north win Is in 
August, and from then on an occ : -ional 
west wind every five or six days.

When the figs are dry enough, they 
are packed in camel hair bags twu 
Turkish kintals each (about 250 lbs) 
and carried to the railroad stati is on 
camel back. This is why the crop is re­
ported by camel loads, each load repre­
senting two bags or about 500 lbs. The 
railroad carries the bags to the Curavan 
Bridge station, just outside of Smyrna, 
and from there they are again loaded on
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camels and brought to the fig market 
I |,jgir Ysharsi), where they are exam­
ina and bought by the packers. Mix- 
uiies of the different varieties are made 
in the packing places to insure uniform- 
ii\ in the appearance of the fruit. Wo­
men do the first selection. They sit

in.....id large quantities of fruit, select­
ing four sizes, which they put in separ­
ate baskets. While selecting the fruit, 
they pull it by the stem through the 
|ialm of their hand, thus giving it a long 
shape, called Macaroni, which demon­
strates the size and makes the fig easier 
for the packer to handle. From the sel­
ection rooms, boys carry the baskets to 
tlie packing rooms and place the proper 
sizes before the packers, according to 
the quality they are packing.

There are five kinds of packing: 
J.avers, Locums, Pulled, Macaroni or 
('•donna and Natural.

The packing in Layers is the most 
popular. The fig is split open under­
neath, flattened and given a certain 
shape before being placed in the box. 
One layer of figs is put on top of an- 
othi until the box is filled. Layer figs 
me.. nie in width from one and a half 
to two and three-quarter inches—ac­
cording to grades.

Ti.e Locum is practically the same 
pairing, only done more carefully. The 
tia ' given a kind of die shape instead 
"f ishion, and the idea is to fill the 
b perfectly, leaving no space what- 
evi 1 between the fruit, which makes 
th: packing the hardest and most ex­
pensive.

1 ne Natural packing means figs pack­
ed in their ordinary shape in bulk, 
eiirer in quarter or half-cwt. bags. Gen- 
Pr ’*■>". the common grades and also the 
rer .cp. which means the figs that can­

not be used for packing, are put in bags 
in their natural state, and are bought 
by grinders for baking and confection­
ery. Since a few years, however, large 
quantities of fine grades are imported 
as Naturals in fifty-pound boxes, and 
are repacked here, either in baskets or

jars. Some also are imported in Macar­
oni or Colonna for the same purpose. 
This packing consists of putting the tig 
in the boxes, as prepared by the women, 
one by the side of the other, and all the 
stem ends one way.

All fig packing is dune by hand, and 
there is no process or machinery used.

The packers wash their hands in brine 
while packing, but this is only done to 
prevent their hands from getting sticky 
—salt water being used, as fresh water 
would injure the fruit. The sugar gen­
erally noticed on the figs comes through 
the skin of the fruit from the saccharine

matter, after the natural fermentation 
which occurs after the fig is packed.

Fig packing is one of the principal 
industries of Smyrna. Thousands of 
people find employment during the end 
of August and the months of Septem­
ber, October and part of November, 
more than half a million dollars being 
paid in wages during that time. Pack­
ers are paid on an average of from 30 
to 50 Piastres (which means from 75c. 
to $1.25) per day. and on an average, 
it takes four to five men one day to 
pack a skeleton case, weighing about 
four hundred pounds net. To this must 
he added the expense of selecters, car­
riers, porters, weighers, carpenters, etc. 
Figs to be exported to this country are 
srenerally packet! in boxes weighing half, 
one. eight, leu, twelve, fourteen, twenty 
and fifty pounds; some weighing as 
high as one hundred pounds are used 
for show window purposes. They are 
sold on a Cost and Freight basis per 
rwt.. prices being quoted in shillings, 
and in accordance with the proportions 
of sizes and grades.

The demand for tigs has increased 
considerably during the past two years. 
Some years ago a crop of seventy-five I.» 
eighty thousand camel loads was con­
sidered large, and difficulty was fourni 
in disposing of the goods. With the in­
creasing demand, new plantations have 
been started, and the crops of the las 
two seasons have been enormous, in 
190ti reaching one hundred and twenty 
thousand loads. Notwithstanding this, 
the goods find a ready market, and. with 
the exception of very short crops, at

higher prices than were ever realized 
before.

[For the information and engravings 
in this article we are indebted to the 
Premier Enquirer, of New York, for 
whose courtesy we are exceedingly 
grateful.—Editor.!

SMYRNA FIGS—MARKET IN THE BAZAARS.

SMYRNA FIGS—ANOTHER PACKIN G ROOM.
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Two Hours on a Delivery Wagon
By A GROCERY TRAVELER

Did you ever lake a ride with a gro­
cer’s delivery clerk in a real live town? 
I did once and it will suffice for a life­
time. It happened in an eastern town 
where business dines with its hat on 
and goes to bed with its boots on. I 
was walking up Cherry Street when I 
met the delivery wagon. The driver, 
being an acquaintance, invited me to 
take a ride with him and I accepted 
and seated myself beside him.

“Now there’s a mare that knows ’er 
business,” said the clerk as he hit her 
a crack with the whip that sent my 
feet skyward and my head into a 
basket of potatoes. After regaining my 
equilibrium and pushing the “dints” 
out of my hat, I told the scoundrel that 
it was quite evident that the beast did 
know her business a confounded sight 
better than her fool of a driver knew 
his. and that if he would be kind enough 
to slow up a little T would jump out 
and go with him some time in the fu­
ture when I felt more able-bodied.

“Yes. sir, you bet that mare knows 
her biz,” said the lad, utterly ignoring 
my request. “She’d start right from 
tlie store without a line and make the 
round trip without missing a customer’s 
house or making a wrong turn; and. 
throwing the lines over the dashboard, 
she’ll make a turn the shortest possible 
way if she has to skin a telegraph pole 
or jump a gutter to do it.”

“ Gewillikens, boy! What----- ”
1 was interrupted in my remark by a 

sudden collision between the pit of my 
stomach and the bulled-head of the 
grocer’s boy. The front wheel on the 
side of the aforesaid boy slewed around 
when it struck the curb, and the hind 
wheel ran over the corner and nipped 
the bark off a maple tree. When I 
caught my breath I reminded the gro­
cery slinger that a cabbagehead had 
fallen overboard and been cut in two, 
and out of respect for the vegetable 
family I advised him to stop and gather 
up the remains. But who ever heard of 
a delivery clerk showing respect for 
anything. He said the old mare knew 
her business and would have to make 
the trip before twelve o’clock and 
couldn’t stop for busted cabbages or 
death.

It was at a little house on a back 
street down in Oakdale Park where we 
made our first stop. A peek of peaches 
and a half-dozen eggs were fished out 
and, after blowing off the dust, it was 
discovered that five of the eggs had

It.

collapsed and their contents, mingled 
with the dust of the earth had given 
the peaches a veneering which was 
ghastly to look upon. We turned around, 
ran over the wheelbarrow, and started 
on the home stretch. We had driven a 
mile and a half with that peck of 
peaches and six eggs and delivered them 
within a few rods of two grocery stores. 
I supposed that our customer was either 
at loggerheads with her neighbor gro­
cers or else a mother-in-law to the dis­
tant grocer, and I asked my light-headed 
companion to explain matters. He said 
the lady had formerly lived near the 
store; that “once a customer, always a 
customer,” was a law among grocers, 
and, consequently, a groceryman follow­
ed his customers all over the city, and 
while soliciting these orders they often 
picked up new trade in strange territory. 
I asked the commercial teamster if he 
could cypher in subtraction and division. 
Giving the mare a cut with the whip 
that upset a basket of potatoes and put 
the third kink into my back, he said he 
had no time to fool away with such 
things and wondered why I asked such 
a dumb-foolish question. I said I was 
going to ask him how long it would take a 
grocer, with fifty customers like She 
one at Oakdale, to get rid of a fifteen- 
hundred dollar capital; but as he was 
a stranger to figures and was in a fair 
way of becoming a grocer himself I 
would let the matter drop.

Our next stop was at a house on 
Thomas Street. This time it was a 
peck of potatoes, a bar of soap and a 
gallon of kerosene oil. I waited fully 
ten minutes for the embryo groceryman 
to pop his head out of that back door, 
and when he did pop I saw a change 
had come over him—a change for the 
worse. He had a barbarous look on his 
face and was covered from head to 
foot with soot. My impression was that 
he had undergone an altercation with 
the hired girl and that during the me­
lee the range had bursted.

Springing on the seat he struck the 
mare an angry blow which nearly broke 
my neck. He said the “old gal” asked 
him to help move the cooking stove and 
he had been on the road long enough to 
know better than refuse. He said that 
in spring and fall during house-cleaning 
times, he was frequently asked to help 
move stoves, cupboards etc.; help take 
up and jhake carpets, split kindling 
wood and help the girl lift the boiler 
on and off the stove. He had never
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been asked to rock the baby while its 
mother called on a neighbor, but he 
was subject to such things all the time. 
I looked at my young soot-begrii ,.,j 
friend, aged beyond his years with the 
cares and petty annoyances of his pro­
fession, and secretly resolved that I 
would not again inaudibly consign him 
to the bottomless pit if he filled every 
available inch of my vertebral col min 
with kinks and unhinged every joint 
in my anatomy.

At a fashionable place on Hi ury 
Street the poor fellow really got mud. 
It was a market basket full of email 
packages, among which had been a Mirk 
of eggs. When the basket was lilted 
from the wagon a yellow stream nf al­
bumen exuded from the bottom. B. fore 
the clerk discovered it lie succeeded in 
ornamenting himself with yellow daubs 
and stripes. Dropping the baskei on 
the cobble-stone pavement he dre» his 
handkerchief and began to rub and 
swear—that is, if he had not been a gro- 
cer’s delivery clerk he would certainly 
have used profane language. The more 
he rubbed the more he sweat and de­
corated his pantaloons. It had at last 
come my turn to enjoy the fun and I 
revelled in it. He was in a white heat 
of rage and made a desperate attempt In 
remove the egg liquid from those park- 
ages, but the more he scraped the dirtier 
they looked. He said he wouldn't rare 
a blankity-blank-blank if it had hap­
pened anywhere else but right there at 
Mrs. Van Goldberg’s—but I will spare 
this young man’s feelings, although lie 
showed no disposition to spare my feel­
ings when the fun was on his side.

Our next halt was at a hoq.se on I'nion 
Street, where what was left of a bushel 
of potatoes was delivered. At a house 
within a half-block of three or four 
East Bridge Stree! grocery stores the 
mare halted, and the egg-bedaubed. ait- 
besmeared and dust-covered clerk jump­
ed out, but the ten pounds of bean- had 
broken out of their paper house and 
danced all over the bottom of the », gon 
until they had become so thickly e.uited 
with egg paste that they lost their 
identity and.could not be deliver»

Our next call was at a house on Col­
lege Avenue where a half-bushel o po­
tatoes, a peck of apples and a cal nage 
head had been anxiously looked for -ince 
eleven-thirty a.m. (it was now twelve- 
fifteen p.m.), but not having arrived in 
time for dinner, the lady of the i use 
was in a proper frame of mind to bite 
off the head of the first delivery lerk 
that came in sight. May my head be 
bitten off seventeen times rather (ban 
receive one such curtain lecture as I hat 
unfortunate clerk received on that oc­
casion. When we turned the next cor­
ner she was still shaking her fists at 
us. I was truly repentant by this time
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#n,1 freely forgave my unlucky friend 
f„r all injuries received at his hands.

When I reached bogie my wife took 
,i... into the back yard and swept me. 
>lie asked me if I had been tied behind 
-me wagon and dragged home. I told 
h r never to speak unkindly to a gro- 
,.,.i ’s delivery boy or ask him to rock 
the cradle, turn the grindstone or 
carry in the night wood. I advised her 
never to call at a grocery on her way 
|„,me and order a yeast cake and a lamp 
nick and then make things unpleasant 
al home because she got there ahead of 
the goods. I assured her that her reput­
ation would not suffer if she carried a 
|"iif-pound package of tea in her arms, 
and that it was always safer to carry 
home a package of eggs than order it 
delivered by wagon. In fact, I was so 
impressed with the worries and vexations 
oi the delivery clerk that I actually ad­
vised her to occasionally kiss him for 
his mother.

UNDER NEW MANAGEMENT.
Many, many times I see this sign con 

spicuously displayed on some retail busi­
ness house, not as often on a grocery 
store as on a saloon or restaurant.

Advertising that “here some man has 
made a failure—but come in now and 
sue how much better I will be.’’

This sign makes food for thought.
It almost always means a history of 

failure, I think. Somebody has gout 
in there as owner or manager, put ir 
his best licks, but failed to make good

Ilis successor, unwilling to shoulder 
iliu other man’s failure, seeks to remove 
I lie sligma of it by loudly announcing 
I lie change.

Is there anything to business man­
na ment besides buying right, finding 
buyers and then selling right? I’ve 
beard men contend that that was all 
and that anybody who gave proper at- 
t'in inn to those things would succeed; 
ai"I I’ve heard others contend that there 
was something more.

I believe I agree with the latter. If 
il re is nothing more than those three 
fmulamentsl elements, why do some 
nu h get so much more out of their 
hi ness than others?

i am inclined to believe that the real 
n .mager is born and not made.

'•ike the real farmer. Some farmers 
in careful enough, and apparently 
In rough. Their results are moderately 
ü i- Others, with poorer soil and 
p rer facilities, get twice as much.

'hey simply seem to coax the stuff 
ii; rough the soil.

-•'-s a business manager the Jew is 
• ■ rybody’g model. You can give him 
a poor little business, rocky and rough 
*' 'he last degree, and the results he

will get from it will astound you. Other 
men may make it go, but the Jew will 
squeeze from it every drop of success 
it contains.

You can say what you please about 
the Jew, he may not even be able to 
write his name—but he knows business

What is his secret? What is the 
secret of any born manager, Jew or 
Gentile? I verily believe it lies in 
watching the little things. The things 
that a lot of us think too trifling for 
any use.

With a Jew nothing is too trifling for 
any use. Everything that concerns his 
business is important. I’ve heard Jews 
argue an hour to avoid the payment of 
interest amounting to $1.50. Meanness 
you say? They don’t think so—it’s 
business. Business to save every cent 
they can—business to turn every piece 
of string to account—business to stop 
every pinpoint loophole—business to 
make every item of their business give 
a good account of itself.

So fàr as I know every large Hebrew 
fortune which exists to-day had its 
foundation laid that way.

To be sure, a business run that way 
becomes a great deal heavier^burden 
than a business where one isn't strain­
ing after the little things. But, other 
things being equal, it is almost sure t< 
yield more money.

Of course, to the merchant who puts 
money last, this argument will not be 
impressive. Nevertheless, thousands of 
men who failed could find the main 
cause of their failure right there.—E 
J. B. in Grocery World.

SPEAK WELL OF YOUR EMPLOYER
If you work for a man, in heaven’s 

name work for him. If he pays you 
wages which supply yon your bread and 
butter, work for him, speak well of him 
think well of him stand by him, and 
stand by the institution he represents.

I think if I worked for a man I would 
work for him. I would not work for 
him part of his time, but all of his 
time, I would give undivided service or 
none.

If put to a pinch an ounce of loyalty 
is worth a pound of cleverness.

If you must vilify, condemn and 
eternally discourage, why resign your 
position, and when you are outside 
damn to your heart’s content. But I 
pray you, so long as you are part of an 
institution, do not condemn it. Not that 
you will injure the institution, not that, 
but when you disparage the concern of 
which you are a part you disparage 
yourself.

Think it over.—Fra Elbert us, in the 
Philistine.

THE BOY ON THE DELIVERY 
WAGON.

The one who drives the delivery 
wagon may think that his work is not 
of very much importance to the busi­
ness, but iu this he is mistaken. While 
he may not realize it, or hear much said 
about it, he is of as much value to a 
business as almost any other employe, 
especially if it is a grocery business.

If he is kind to his team, sees that his 
harness and wagon are properly cared 
for, he is doing his employer a good ser­
vice. If he is neat in his dress, courte­
ous and polite to customers, handles his 
goods properly, he will make and retain 
friends for the business,

It is true that some people to whom 
goods are delivered seem to show very 
little appreciation of courtesy or kind­
ness, and if allowed will impose on the 
deliveryman, but this class are not in 
the majority.

A dirty, careless, disrespectful deli­
very boy can do a business considerable 
injury. The leaving of gates unfastened 
and doors opened when they should 
have been shut ; the entering a room 
with muddy feet ; the careless handling 
of packages, are things that customers 
will not long put up with, and there will 
he either a change in delivery boys or a 
change of places to trade.

Some of the most successful business 
men got their start on the delivery 
wagon. It is a hard job, but it is a 
splendid educator. The knowledge ob­
tained iu this part of the work may be 
turned to a decided advantage when 
promoted to a clerkship in the store and 
taken off the delivery wagon entirely.

We have known of some young men 
starting in this way in order that they 
might become acquainted with their cus­
tomers, and the most successful sales­
men arc those who know and understand 
the wants and needs of their trade.

In one certain Texas town a young 
man worked for several years on a de­
livery wagon, and as he was a thorough 
business man he made it a point to cul­
tivate the acquaintance and good will 
of all his customers and especially the 
ladies. Promotion followed promotion 
until he became a head salesman, and 
during this time was growing older and 
wiser, and at a city election decided to 
offer himself as a candidate for city 
secretary.

His good will of the ladies stood him 
in good place in this, for they remem­
bered how courteous and attentive he 
was when a delivery boy on a grocery 
wagon, and how he had maintained this 
same character all along, and they used 
their influence with their husbands, and 
the result was that he was elected by a 
good majority.
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From the standpoint of the grocery 
trade no more interesting place can 
be visited, by anyone in the business, 
than the tea-testing room of the Depart­
ment of Customs, at Ottawa. Former­
ly ii was located in the basement of the 
western block, but within the past few 
months the establishment has been mov­
ed in the top floor of the custom house, 
mi Wellington Street, in the building 
next to the Rideau Club. R. C. Allan, 
who for over ten years has tested all 
tin teas for the department coming into 
Canada until a few months ago, when 
testers were appointed for Hamilton, St. 
John and Halifax1 is an unique person­
ality. He knows the grocery business 
from the ground up and probably has 
not his equal in the Dominion as an 
authority on teas. He was born in the 
little town of Lachnte on the 27th day 
of May, 1836, but has lived the greater 
portion of his life in the Province of 
Ontario.

A Lifetime in the Trade.
After a few months spent, when quite 

a young lad, in a general store at St. 
Andrews, P.Q., Mr. Allan secured a 
situation in the grocery business in 
Prescott, but moved to Dundas at the 
time the Asiatic cholera was preval­
ent in the little town on the St. Law­
rence. Several yeajrs were spent in 
Dundas, Brantford and fiait, during 
which time the future tea expert was 
lying up a store of commercial know­
ledge which has stood him in good stead 
in subsequent years. The determina­
tion to make the tea trade a life study 
came after he had secured a position 
as traveler for Cramp, Torrance & Co­
ol Toronto. Tt was with some hesitancy 
that the firm gave the young grocery 
man. without any knowledge of the 
y aid, an opportunity of proving his 
metal, but so successful was he in his 
chosen occupation as a lea traveler that 
lie remained an honored representative 
of the firm until Cramp, Torrance & 
Co. went out of business.

First Experience in Tea Testing.
A somewhat curious incident was the 

beginning of Mr. Allan’s knowledge of 
tea-testing. He had gone into a new 
territory with his samples and had 
tackled the big grocery man of the 
town for an order. “T want a special 
tea,” said the merchant, at the same

.1. J. ALLAN, GOVERNMENT TEA TESTER AT WORK IN HIS OFFIC'i

house in Toronto 1 showed our buyer, 
Mr. Lamb, the sample I had brought 
with me. At that time there were only 
three importing houses in Canada, all 
of which kept in stock every known 
variety of tea. Mr. Lamb examined 
the sample which I had brought with 
me, and in a few minutes had selected 
one which he thought was its equivalent. 
He asked me to draw both samples, the 
firm’s and the merchant’s, and they 
turned out to be the same. They were 
Ping Sueys, and from that day on I 
never forgot what a Ping Suev was. 
That was my first experience in tea test- 
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mental officials knowing the name of the 
importer, but this information is with­
held from Mr. Allan. All the tea-U.-ter 
receives is the report sheet from the 
department, numbered in the first col­
umn with the equivalent numbers of the 
samples accompanying. These may run 
4,200, 4,201, 4,202 and so on. The re­
mainder of the columns on the sheet 
are blank, and in these Mr. Allan has 
to embody the result of his researches.

When the samples are received in the 
tea-testing branch and the teste; is 
ready to commence business, the gas is 
turned on and the kettle put on the

Dominion Government Tea Tester
By OUR SPECIAL OTTAWA CORRESPONDENT

time handing a sample to Mr. Allan. 
“1 got only one chest of it and have 
been trying for months to secure more, 
hut without success.” ‘‘You shall have 
it,” replied tlie traveler, and in a few 
weeks’ time Mr. Allan, when he called 
upon the merchant again, said he was 
prepared to furnish him with any num­
ber of chests of the tea the grocery man 
required. A large order was the re­
sult..

‘‘How did ymi find the tea that you 
wanted?” asked the representative of 
The Canadian Grocer of Mr. Allan. 
‘‘Well, whjen 1 returned to the ware­

ing, and from that day I added to my 
knowledge of teas, and the districts m 
which they are grown.”

How Testing is Done.
Mr. Allan’s office is not an elaborate 

affair. The principal feature of it is 
a circular table which revolves on a 
pivot. Piled up on this table, and on 
others in the room, are scores of small 
tin boxes in which are the samples which 
reach Mr. Allan from the Customs De­
partment. These samples have come in 
from all parts of Canada. Each sample 
is numbered consecutively the depart
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bracket to boil. Thirty to forty plain 
white wedgewood cups without handles 
are placed on the circular table, and 
behind each one is the little tin from 
which the sample is to be taken and 
listed. First of all, there is a careful 
examination of the teas by the olfactory 
process. A small quantity, the weight 
nf a five-cent piece, out of each tin is 
balanced on a tiny pair of scales, and 
placed in a cup. Then the boiling water 
is poured upon the tea, and after a 
lapse of from three to five minutes, and 
von ask the "questistî-^Where is that 
sample fromf" MXAMi sips the de­
motion and immediately you get your 
answer, "That iiyfrom Ceylon," or In­
dia or Ningchow, as the case may be.

For an infusion of green tea Mr. Allan 
always uses these cups, but for draw­
ing black tea small pots are used, the 
quantity in this latter case being equal 
In the weight of a ten-cent piece.

“The best way to make tea," said 
Mr Allan, in conversation, "is to have 
(lie water fresh and boil it thoroughly. 
The vessel in which the tea is to be 
nude should also be hot. Pour the boil­
ing water on and let It stand for five 
inimités. Some people prefer three min- 
iilcs, but all the tea will be extracted 
fimii the leaf in five. A longer time 
limn that draws out the tannin, which 
is most injurious to the stomach."

A Summary of Canadian Imports.
“What kind of teas are consumed in

Canada t"
‘‘In the east green tea is still the 

favorite. Considerable green tea was 
formerly used, but now it has given 
place in many parts of Canada very

< • > Ion, and even the greens of China 
I Japan are being attacked by the 

i --liters of the British East Indies, who 
a> sending to Canada excellent green 
*• as To show what persistent adver­

tising will do I may call your atten­
tion to the figures of last year. The 
table is of striking significance when 
contrasted with the figures of ten years 
before.

Thus last year there were imported 
into Canada 15,570,046 pounds of black 
tea and 6,377,835 pounds of green tea. 
Now contrast this with a decade ago. 
In the year 1897 the total importation 
of black tea amounted to 11,256,437 
pounds, of a value of $1,712,641. Of 
this total quantity 5,102,444 pounds came 
from Great Britain. These may have 
been either China, Japan or India teas. 
The tables show that of black tea com­
ing direct from India or Ceylon in 1897, 
the total was 1,487,883 pounds, and even 
assuming that all the British importa­
tions from Great Britain came from In­
dia or Ceylon, which is hardly likely to 
be the case. There has been an increase 
in the consumption of India and Ceylon 
teas in Canada in the ten years to the 
amount of in round figures, 10,000,000 
pounds. Correspondingly the consump­
tion of green tea has fallen off. The im 
portations ten years ago of green tea 
totalled 11,152,202 pounds of a value of 
$1,502,616. Ten years ago China sent 
us 1,119,824 pounds of green tea. Last 
year China sent, as will be seen by the 
above table, 538,679 pounds, a decrease 
of over 50 per cent. Japan, on the other 
hand, ten years ago, sent us 9,624,375 
pounds, and last year only 3,952 001 
pounds.

"How do you account for this extra­
ordinary turnover t” Mr. Allan was ask­
ed. "Well, principally to persistent ad­
vertising. You know the old saying is, 
"Judicious advertising is the keystone

of success." The men who are handling 
the India and Ceylon teas have made 
full use of the columns of representa­
tive trade papers like The Canadian 
Grocer, as well as of the daily press
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In addition the public demonstrations 
of the Indian teas at great public ex­
hibitions like Toronto, Ottawa, London, 
Hamilton and other places, which draw 
the attention of the public to the quality 
of the British product have been very 
effective. I know many instances in 
which people who were accustomed to 
drinking green tea have changed to the 
Indian blacks through the cup present­
ed to them at public exhibitions. Of 
course, in some sections of Canada it 
would be difficult to effect any change. 
The Province of Quebec is the greatest 
green tea drinking province of the Dom­
inion. Different sections of the coun­
try hah-e their preferences. For in­
stance, west of Kingston the people 
use a much finer quality of tea than 
they do east of that city. Most of the 
low grades are Nagasaki teas. The 
green tea from Yamashira is probably 
the finest flavored that is grown. We al­
so get good qualities from Yokohama. 
China now sends us no green tea tc 
speak of. Japan captured the trade, 
and now Ceylon and India are cutting 
out Japan. The black tea from China 
has been pushed almost entirely out of 
the market by India and Ceylon tea. 
The China teas are very desirable in 
quality, but the people here do not 
drink them on account of the price. The 
fancy China teas are, however, very 
popular in Britain, where quality more 
than cost is studied.

Some Pointers on Tea.
"The finest green tea in China is 

probably Moyune. Fychow supplies a 
fine green, but not as good as the other. 
The black tea from Kneemum is very 
fine. Ningchow and Moning teas are 
also very good. My favorite is Ning­
chow which possesses a sort of smoky 
flavor. Pekoe-Shushing is an admirable 
tea.

Black teas are fermented with the 
object of giving them a certain flavor. 
Green teas are not fermented. Gypsum 
and soapstone are used by the Japanese 
to give their late teas the color and 
appearance of the early picked vari­
eties, which are the best. There is a 
great difference between China and Cey­
lon teas, as much difference in fact as 
between beer and whiskey. Ceylon tea, 
when it cools, will cloud. China tea, if 
sound, will never cloud. Age injures 
tea, and tea from Japan will lose in 
quality on this account as much as 25 
per cent, in one year. China black tea 
will keep better than any other variety, 
but I dc not suppose there is 10 per 
cent, consumed in this country. As I 
have already said, we get most of our 
teas from India and Ceylon; They are 
more liable to must on account of the 
climate of the countries of j production 
and do not nearly possess the keeping 
qualities of China black."

largely to the black teas of India and

Imported.

Ira iif India, blacld imported 
bond in United Kingdom .,

direct, or purchased in
Lbs.

7,415,335

Value.

$1,024,178
lea of India, green, imported 

bond in United Kingdom ..
direct, or purchased in

336,944 39,414
1 a of Ceylon, block, imported 

bond in United Kingdom ...
direct, or purchased in

7,663,946 1,136,496
i a of Ceylon, green, imported direct, 

bond in United Kingdom.................
or purchased in

1,550,211 217 835
1 - a of China, black, imported 

bond in United Kingdom ...
direct or purchased in

490,765 70,706
i i of China, green, imported 

bond in United Kingdom ...
direct, or purchased in

538,679 84,294
i of Japan, green, imported 

bond in United Kingdom ...
direct, or purchased in

3,952,001 684,164

Total ..................................... $3,157,087
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The Modern Retail Grocer
By John A. Green, President National Retail Grocers’ Association of the United States, 

in the New York Journal of Commerce.

In treating the subject, “The Retail 
Grocer,” it is my object to point out 
his desires and aims; the problems which 
confront him : his social position, and 
his position in the political and com­
mercial world.

Anyone embarking in the grocery 
business to-day must be a master of de­
tail and have a thorough knowledge 
of the business, if not, an unlimited 
supply of capital with which he may 
buy his experience, before beginning to 
be what is commonly known as a “suc­
cessful merchant.” The demands on 
the retail grocer to-dav are greatly in 
excess of that of former years. That 
the expense of doing business has mate­
rially increased is well known. The de 
inands on his resources for up-to-dat* 
fixtures, telephone service, better deliv 
cry outfits and prompt delivery of goods 
eat up his profit to such an extent that 
unless he be thoroughly posted in his 
business and keeps accurate accounts 
as well as seeing that collections are 
prompt and losses kept at a minimum 
he will suddenly find himself not pro 
porous, but in an adverse position.

Control Neighborhood Business.
Everyone in the business should ain 

to control the business in his neighbor 
hood. In every town and city there is 
one retail store that holds the best posi 
tion, and the aim of each is for that 
position. This position is achieved by 
giving close attention to every detail: 
by polite and courteous treatment, which 
treatment, coming from the head of th< 
business, cannot help but influence those 
associated with him. This high position 
can be attained by keeping the best 
goods, serving customers with the best 
quality rather than the lowest price. I 
have seen grocers urging goods on eus 
turners other than that which they want­
ed simply because there is a little 
more profit in it sometimes losing the 
sale, and if not losing that particular 
sale, driving the patronage of those 
customers away from the store. While 
it is always compulsory to wait on each 
in turn, a merchant should never be so 
busy that he cannot give a cheerful 
word to those in waiting and a promise 
to serve them at the earliest moment.

Should Know Human Nature.
The problems of the retailer are many 

The temperament of the trade, the

satisfying of the different tastes, the 
gauging of his purchases to meet re­
quirements and the collection of ac­
counts are all problems which are dif­
ficult to solve to a greater or lesses 
degree. A man to understand different 
temperaments must be a good judge 
of human nature. This is one of the 
greatest problems and close attention 
to it will mean more to him than any 
other thing, for through this means he 
will be able to satisfy his customers on 
every point. If he is a shrewd judge 
of human nature he can see how to pro­
vide for their wants and how to ap- 
pioaeh them in the matter of collec­
tion.

A Factor in Political World.
The retail grocer can be a large factor 

in the political world. In fact, there 
is no business man who has access to 
every family in the same relation as
the retail grocer. Every door is open 
to him with a cordial welcome. He 
holds in his hand a powerful influence 
if used with diplomacy and in the right 
direction. If a successful merchant he 
has the entire confidence of every person 
with whom he has trade dealings. If 
the influence that he can [Hissess is
turned in the right direction, it will 
spread out through the entire neighbor- 
'hood and place him in an enviable 
position from a political standpoint. Tlui 
publicans will seek his assistance; great 
men will trust him implicitly, and the 
advice given hv him will be heeded.
He can wield this influence in many 
directions, civic, religious or commer­
cial. Hut first of~ all, and more than 
all. lie must have within himself the es­
sentials of “character.”

This part in the commercial life 
played by the retail grocer is too often 
looked upon as one of drudgery. I
say that the retail grocery business 
is one of the pleasantest and most lu­
crative that anyone might engage in 
The constant going and coming of the 
trade, the different characters with 
whom he comes in contact the many 
jines of goods that are continually 
changing and many other things that 
might be referred to, keep him fully 
alive and abreast of the times.

The Condition of the retail grocer 
has improved to a very great extent, 
over that of former years, brought about
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mainly through his organization. Tin, 
coming together in the meetings, dis 
cussing methods of conducting busin. <s 
has, through an interchange of opinion 
brought about an improvement both 
conducting business affairs from a stand 
point of selling goods, the cost of do 
ing business, the percentage which mus 
In realized to conduct a successful busi 
ness, and the collection of accounts. It 
is positive proof of their improved con 
dition that we find that the best das 
of citizens are now turning to it for 
occupation and investment.

An Esteemed Class.
While the rise to a prominent place 

in the commercial world may be slov, 
for the retail grocer, yet it is neverthe­
less sure. Hundreds of grocers can lie 
pointed out who, after a business career 
of twenty years, are looked upon as 
the mainstay of the community and 
prosperous to a degree of independence. 
1 know of no class of business men who 
so generally hold the friendship and 
esteem of their fellow citizens as the 
retail grocers. It is the retail grocer 
who meets his fellow citizen every 
day in a close relation which is essen­
tially domestic. It has always been 
the “corner grocery” where political 
campaigns have been fostered and na 
tional destinies fought out. In fact, the 
retail grocer is a sort of pivot in the
community around whom revolves ...... It
of the social and political life of his 
town, ward and city. Given the public 
confidence and friendship it lies entire­
ly within the making of the grocer him­
self what shall be his distinction a- a 
citizen.

Necessity of Taking a Holiday
One of the greatest mistakes in the 

career of the retail grocer is that he 
thinks it impossible to leave his b si- 
ness for a few days of recreation. I low 
many men with every essential emh- ied 
in their make-up for a successful en ver 
have failed because of . their neglect In 
take the needed rest and recreatiot at 
the proper time!

It is true that “worry shortens n my 
lives.” It impairs energy. Too n ny 
of us get the idea that business v tld 
go to the bad if we should withd aw 
our hand for a week or month. ' his 
is a very great mistake. A good clerk 
is worthy of confidence, and it w 'tic
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Tropical Fruits for the Grocer
By A NATIVE WEST INDIAN

pav well sometimes to try him. Get ont 
ii,to the open, under the blue sky. Na- 
iiire will suggest something that can 
|„. carried back to the store and thoughts 
will spring from a rested mind, open 
up new avenues which will help on to 
success.

The Greatest Essential in Business.
The greatest essential for a success 

till business life as a l'était grocei 
must be individuality. To originate, to 
iliink to do. He is prone to follow 
m other people’s footsteps. To think 
what other grocers are doing.

A leading retail grocer once said to 
a clerk in the hearing of the writer, 
in answer to an assertion that certain 
prices were quoted at another store, 
i lint he should bear in mind there were 
no stores in the city other than the one 
in which he worked. While this may 
I» a broad assertion, it covers the ground 
entirely. We must have a thorough 
knowledge of detail, cost of goods, the 
expense attached to the sale thereof 
and an individuality that wilt impress 
itself on the customers, that will gain 
iicir confidence ami make them feel that 

von are dispensing your products at the 
lowest possible cost. Individuality, in 
fact, is the root of success and many
I n us permis retail grocers would never 
luve attained the position they hold to­
day were it not for their individuality
II is through a combination of such in­
dividuality that the retail grocers’ as 
-, eiutions have been able to bring aboui 
i' forms which will be of lasting benefit 
i the retail trade.

POINTS TO REMEMBER.

I tetter sell a customer too little than 
1 much. The man who buys too little 
« II come back for more. The man you 

■ ersell may never come back.
lust remember that people may think 

1 - the price while they are making the 
! .rebase, but they think of the quality 

i en they are using the goods. Sell 
highest possible quality every time. 

It doesn’t pay to recommend goods a 
h higher than they will stand. A cus- 
1 i-r fooled that way once won’t give 
> i a second chance.

Greet every customer as soon as he 
< • -lues in. If you cannot wait on him 

1 once, at least find out if possible 
« at he wants so as not to keep him 

■ ling needlessly.
Misrepresenting goods is taking 

- dices with your reputation. There 
ii ay be ways in which it is worth while 
1 take chances, but never with your
reputation.

Almost every grocer throughout the 
country will be found handling tropical 
fruits. In noticing this one is inclined 
to ask: Is there any money to be made 
by so doing f Whether it is found pro­
fitable to a great or lesser extent to sell 
these tropical fruits, than it is to handle 
the fruit which is grown in Canada, 
must depend on the following: How the 
grocer purchased the fmit, in what con­
dition they reached him, and the scarcity 
or abundance of the supply which ob­
tained at the time he made his deal.

Purchasing tropical fruit in Canada 
is attended with as much risk as in 
purchasing Canadian fruit in the tropics. 
Apples, which the Canadian grocer buys 
and sells to his customers at, say, one 
cent each, would, if exported, bring

five times that amount. Nor does this 
apply only to apples. It is equally ap­
plicable to several other fruits which 
are grown in temperate climates, and 
which cannot be grown profitably, and 
in some cases not at all in the regions 
of the Equator. The percentage of profit 
which is gained by the Canadian grocer 
in handling tropical fruit; namely, ban­
anas, oranges, pineapples, etc., is equal 
to that obtained by the West Indian 
grocer or fruit dealer in handling fruit 
grown in Canada and other countries 
producing the same species. The irregn- 
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lar transportation of fruit and other 
cargoes to and from the West Indies— 
irregular—in that goods are in transit 
foi as long as four weeks—causes an 
enormous loss to such cargoes, particu­
larly those consisting of delicate fruit. 
It is, therefore, to be hoped in behalf 
of both sides of the trade that better 
transportation facilities will be brought 
in to use and the sooner the better.

How Bananas Grow.

While on the economics of the subject 
it may be interesting to learn how ban­
anas and pineapples are grown:

Bananas like a rich clayey soil, moist 
but well drained. The tree is produced 
from a sucker, which in turn is obtained

from another tree. This sucker is 
buried in the earth about two feet deep, 
after this is done the earth is plowed 
about it, and provided rains fall in due 
season, nine months from the time of 
planting, a full grown tree will produce 
a bunch of fruit. The size of the bunch 
depends on the fertility of the soil, the 
care and cultivation which is given the 
tree during its growth, and the number 
of other trees which are allowed to 
spring up around the parent tree. Nine 
hands is reckoned the maximum bunch, 
but they produce bunches as low as only

TROPICAL FRUITS FOR THE GROG ER—BANANAS GROWING ON AN 
EAST INDIAN PLANTATION.

*• — *
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four hands which are of no value for 
export.

Pineapples Require More Attention.
Unlike the banana, the pineapple will 

not produce in a clayey soil. This de­
lightful table delicacy, the best of which 
is the Ripley, does best in a friable, 
sandy loam, easily drained and contain­
ing a certain amount of pebbles. When 
the plant has borne its fruit a number 
of small suckers are thrown out around 
the parent stock. Each of these form 
a separate bearing plant, so that the 
profitable reproductive aspect of this 
is at once seen. Unlike the banana in 
every particular, this plant has to be 
very carefully looked after if the best 
results are to be obtained. The speci­
mens seen in Canada are of the poorest, 
in fact, the Ripley is not known. The 
class that seem to get here are of the 
turnipy or what is known in the islands

where they grow, as the “Cowboy” 
kind, which name they have probably 
derived from the fact that they grow 
uncultivated in open lands where cattle 
arc pastured, and are reaped by the 
cowboys. Foreign and English writers 
have described this fruit as being the 
finest known, the flavor of which is at 
once acquired.

How to Handle Citrous Fruits.
A temperature of about 40 degrees will 

be found ideal for the preservation of 
citrous fruit, such as oranges, limes, 
lemons, and grape fruit. During the 
summer months when the demand for 
these is greater than at other times, the 
grocer generally has to stock more than 
when the thermometer registers a low 
temperature, and he is then exposed to

greater danger of loss from the summer 
heat. As a remedy for this damaging 
effect of the high temperature on the 
fruit, it would be advisable for him to 
purchase frequently from his dealer, and 
in small quantities according to immedi­
ate requirements. In any case, he should 
place this portion of his stock in the 
coolest and best ventilated portion of 
his store-house. The fact may be ob­
served from the Italian fruit dealer 
who carries a large percentage of his 
stock outside where the air can get at 
them also and protects them with an 
awning which keeps off the sun.

Give Bananas Fresh Air.

The banana, being of a more hardy 
nature, is perhaps one of the most pro­
fitable lines to handle, but even this 
fruit should have care and attentiop. 
The best way lo stock this fruit is to

hang it up by the stalk or stem so that 
a pure current of air may reach it. Ex­
cessive heat or excessive cold will have 
a damaging effect on this fruit but the 
average temperature of the store will 
not do much harm to it. The consumers 
of bananas are of the opinion that the 
bright golden fruit is the best, and 
will pay 5 or 10 cents a dozen extra 
for this; whereas, the fruit is in its most 
wholesome state just when it begins to 
get a little black, provided the blackness 
is not caused from any damage which 
it has sustained in handling. This may 
be a good point to impress on customers, 
who are not familiar with it, and at 
the same time will often save money.

The banana, in its stage of decay, 
makes one of the strongest and purest 
vinegars known, and the process is very
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simple. By placing about fifty or a 
hundred "fingers” of the fruit—as each 
one is called—into a cask for about 14 
days after they have started to decay, 
they will soon melt to a watery state 
which is itself, pure vinegar.

Keeping Pineapples.
A few suggestions as to the best way 

to preserve pineapples from decay will 
be helpful. The fruit should always 
be carefully covered with paper to ex­
clude as much as possible any actioi 
of wind or air. A fairly warm temper 
ature suits them best. They cammi 
stand rough handling, as the slightest 
damage done to any one part of the 
fruit—except the swordlike leaves on tin 
top—will penetrate the entire fruit 
Cuba and Florida supply the bulk of 
the pineapples to the Canadian mar 
ket, but it is regrettable that bettor 
transportation and other facilities d- 
not allow Jamaica, R.W.T., to offer sum, 
of her “Ripley,” which is the best of 
pineapples.

SUGAR CRISIS IN RUSSIA

Industry in Serious Position Through 
Operation of Peculiar Local Con­

ditions.
A correspondent writing from St 

Petersburg to an English paper recently 
says: “A serious crisis has developed 
in the Russian sugar market, and a! 
ready several small manufacturers an 
bankrupt. I hear that a prominent 
member of the Right party of the 
Duma is very deeply inviolved. The 
causes of the trouble are unconneced 
with natural economic laws, and arc 
those which have always operated in 
Russia. The sugar industry as it Inis 
always been entirely in the hands of 
the native Russian, has suffered more 
from Government interference than any 
other industry. The country would 
gladly take six to ten times more than 
the amount of sugar allowed by fiuv 
ernment to be produced every year, hut 
it assists the operations of the Russian 
excise to keep down the production and 
artificially raise prices thereby. Ï i- 
prevents small cultivators from com­
peting, and the history of sugar pro­
duction in Russia shows the rapid -«• 
to fabulous wealth of one “sugar kin." 
after another, each in turn falling with 
a suddenness that is even more mailed 
than his rise. The situation in-Ki ff 
the great centre of the sugar indus ry 
is on of panic; banks have stopped 
credit, and the extent of the misci ef 
cannot yet be appreciated, as it is not 
known how far banks are themse‘ es 
involved in the all-round collapse. In 
Kieff alone business in sugar amounts 
to the annual sum of over nine milli ns 
sterling, a very appreciable item in die 
commercial balance sheet of Russia.

TROPICAL FRUITS FOR THE CROC ER-NATIVES LOADING BANANAS
ON STEAMER.
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The Rival Grocers
THE STORY OF A WAR IN CUTTING PRICES AND ITS RESULT.

Said Mrs. Miller to Mrs. Scott. “Do 
vm know, my dear, I am just revel­
ing in the fact that a new grocery 
More has opened across the street from 
our old reliable Simpson’s.”

“WhyT” said Mrs. Scott. “We’ve 
traded with Simpson for twelve years 
and have always got the best of treat­
ment, haven’t you?”

“Surely, but the new store is going to 
cut prices, and Simpson told me yester­
day that he guessed he could meet any­
body’s prices, and that we should keep 
our eyes open for bargains.”

“Is that sot Isn’t it greatÎ I’ve al­
ways traded with Simpson, although he 
has never offered bargains, because he 
was so reliable and kept such good 
I hings, but now, if he is really going 
to give us some low prices, it will be 
simply grand.” The two friends part­
ed in sweet anticipation of the slaughter
10 come and their own prospects of 
loot.

The war was on. Jenkins, the new 
man. had newly made signs in front of 
hi;' store every day giving lists of tre­
mendous bargains. Simpson felt a little 
too high-toned for that, but did have 
beautifully arranged piles of goods in 
his show windows with neatly lettered 
cards telling what opportunities there 
were for low prices.

Women would go to Simpson’s, order 
what bargains attracted them there, and 
• hen across the street to Jenkins’ to gob- 
id, the bait there. Business hummed in 
b'dh stores. For a while all was well; 
b th men simply shaded prices a bit with 
tin idea of recouping their profits in a 
larger business; but, strange to say, af­
in a few days, almost nil the sales 
>| med to be of the articles offered as 
-• cial bargains at a ruinously small 
margin of profits. Simpson noticed the 
a I - -nee of many familiar faces—those 
l'iuple who cared more for reliable goods 
than for bargains; the quiet, well-to-do

men who liked to shop in peace and
I ..... what they were getting. When
blmpson’s store became a battleground,
11 • se women, his best customers, began

leave and purchase elsewhere. Still, 
-iutpson was apparently doing a hun-
II ed per cent, more business than ever 

I. ; ore when the salesman of the Blank 
1 c lining and Packing Company came to

il him his annual bill of goods. The 
I'iunk Company put up a very fine class 
>u goods and they had been favorites 
with Simpson’s high-class trade.

Seeing the apparent prosperity of 
Simpson, he felt that he ought to land an 
order about twice ns large as usual, and 
was greatly surprised when Simpson said 
that he wanted only twenty-five per 
cent, as many cans as he had the year 
before. “Why, how is thatf” said the 
salesman. “Yon seem to have at least 
twice ns much trade as you had a year 
ago, and yet you order only one-quarter 
as much from me.”

“It’s this way.” said Simpson, “I’m 
in the midst of a war with the man 
across the street and I must have canned 
goods which I can cut prices on. Your 
goods are too good and cost too much for 
that, so I have just ordered a big lot 
from Smith, Brown & Jones under a 
special label. These goods are very 
cheap and 1 can sell them for just half 
of what I must get for goods with 
your label. I need some of your goods 
for the people who ask for them and 
will take nothing else.” “But,” said 
tin salesman, “Smith, Brown & Jones 
isn’t a first-class house, and you know 
it.” “Of course I know it, but I can’t 
help it. I must offer bargains, tremend­
ous bargains, and when women are on 
a bargain hunt quality doesn’t cut so 
much ice.” .

“Better cut it out now while you 
can,” said the salesman. “Let the other 
fiel low catch the bargain-hunters and 
yon keep after yotir reliable trade.” 
“Can’t do it,” said Simpson ; “I’m 
in this fight and I’m going to fight it 
to a finish.”

And so the merry war went on. On 
one side of the street, “Six cans of 
tomatoes for 18c,” and they were real 
tomatoes, too; on the other side of the 
street, “Two pounds of best Java 
Mocha coffee for 35<S with a coffeepot 
thrown in,” and it was real coffee—-at 
least part of it was.

Prices went down and quality went 
down—down. The traveling salesman 
with a job lot of goods so poor that the 
ordinary reliable grocer wouldn’t have 
them on his shelf could be sure of 
selling on one side of the street or the 
other. Standard brands of canned and 
package goods remained on the shelves 
and cheap substitutes filled the coun­
ters, show cases and windows, bearing 
price labels of wonderful cheapness. 
The crash came finally. Jenkins ad­
vertised a slaughter sale at prices less 
than cost, and when the sale was over 
Jenkins was down and out.
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Simpson survived the wreck because 
his years of steady, reliable business 
had given him a fairly good bank ac­
count. Simpson won his fight, but about 
this time Mrs. Miller met Mrs. Scott 
in a grocery store some little distance 
from the scene of our war. “What,” 
said Mrs. Miller, “do you trade beret 
1 thought you were a customer of Simp­
son’s.” “I thought you were, too.” 
“1 was, but it got so awful there that 
I couldn’t stand it. The clerks were al­
ways trying to shove off some cheap 
bargain on me, and I had to fight my 
way to the counter to get anything. ” 
“Yes, and when I thought I was getting 
some tremendous bargain Mr. Scott would 
say, * What in the dickens is the mat­
ter with this coffee 1 ’ or 1 These canned 
[was are rotten—where do you buy this 
junk anywayt Don’t you have enough 
money to get decent things to eat t If 
Simpson doesn’t sell them any more 
go to someone who does. ’ ”

Such is the story of the war of the 
grocers. One general was slain and the 
other grievously wounded. Many follow­
ers of both leaders were more or less 
injured, and many more deserted.

Simpson is still running his store, and 
a model store it is now. He has got 
back most of his old trade and a good 
deal of new trade. He is prosperous 
again but it was a long hard struggle 
to get back where he was when the war 
began. I should hate to be the drum­
mer to offer hi n a bargain lot of second- 
rate substitute goods. He has been bit­
ten by that flea once.

HINTS ON SALESMANSHIP
The cultivation of a good memory is 

necessary to good salesmanship.
A good memory means remembering 

what we should at the right time.
The first requirement to have a good 

memory is concentration—attention—on 
what we desire to remember.

The most useful book for a grocery 
salesman to concentrate his attention 
upon is his price list.

A real, earnest endeavor to become 
familiar with costs, prices and qualities 
brings the best reward. It gives the 
salesman confidence in himself and con­
fidence in his merchandise.

It pays to be thorough, to take a real 
live interest every day in the line you 
are selling.

Thinking out new plans, keeping post­
ed on advances, declines and new goods 
varies the pleasure of selling goods. It 
is the salesman who enjoys his work 
who beats the man who works because 
he is obliged to—who takes work just 
as it happens and who always has to 
be told how.—J. C. Rahning in Inland 
Grocer.
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What to Do Next Month

Julie represents in a grocer’s routine 
the period of many actual changes and 
alterations, which is due to the fact that 
the city folk are leaving for the coun­
try in large numbers and the grocer in 
the country must make preparation for 
the additional influx of trade which this 
invasion of their rural domain brings 
with it. In the city the problem pre­
sents itself chiefly in the form of how­
to get more business to make up for the 
loss which he sustains by his customers 
transferring their trade to the grocers 
at the watering places and resorts.

Get Hold of New Customers.
There are various ways of accomplish­

ing this end, but it must be remembered 
that to achieve the best result special 
effort must be put forth. Sometimes 
where it is customary to take orders the 
salesman can substitute a new family 
on his list which may be remaining in 
the city for those whom he has lost by 
their withdrawal to the country, in other 
words, if it is customary for the order- 
taker to call, say, upon twenty custom­
ers in a day, let him keep up this num­
ber, where possible, calling on a new

With these special personal efforts a 
small advertising campaign could be in 
dulged in, which is always sure to brim 
its good results, and the publicity thu 
gained will remain an asset to tin 
grocer.

Get Beady for the Fruit Season.
June is essentially a fruit month, an, 

especially a strawberry month. Th, 
ability to buy this fruit or any otbei 
fruit at an advantageous price remain 
with the grocer, and if he can make , 
particularly good deal and get into tin 
market first he will find his receipts wi! 
amply repay him for his efforts. It i- 
not necessary to comment upon the use 
fulness of window displays which ai 
ways are without speculation insofar a 
the beneficial results accruing therefrun 
are concerned.

Some grocers in the city have a com, 
try delivery, and in this way they retail.

MODERN STORE INTERIORS—ONE OF THE DEPARTMENTS OF R. HIGGINS & SON.

Whilst the grocer cannot in many cases 
hope to retain the same volume of busi­
ness he can greatly augment his income 
if he puts forth a little effort to reach 
new customers and in this way the new 
business which he finds if he knows how 
to retain it, will continue with him dur­
ing the whole season, and in this way 
the total volume of his business for the 
year will be greatly enlarged.

family in place of each one of the old 
ones which he loses.

It is always a difficult matter to get 
new business, but sometimes the busi­
ness can be started in your direction by 
a few specially good lines at a price 
which renders them attractive, and once 
you get them started it is not so difficult 
to hold them and then you have a new 
customer.

the trade which they would others 
lose if this enterprising feature of tli- i 
business was absent and in these wai 
ing places there is always an oppori 
ity of getting new customers, as m. 
of the people may be going there 
their first season, and have had to <i 
continue their connection with th 
grocer in town if he has no out-of-to u 
delivery, and if they can be approac, I
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vltfii they lirai arrive, llie chances are
.... ,1 tor the lirai one who solicits them.
i itainly the problem which presents 
,! ,.|f to the city grocer is much graver 
U,an that which confronts his country 
. .iit'rere, although he also may feel a 
>l,aht depression during the months of 
,1alx and August, owing to a certain 
an,mint of holiday tripping, but gener- 
a- iy ilie losses which he sustains in this 
a ax' are compensated by the advent of 
i),,. city folk, who, as a rule, are a source 
„i mi small revenue in most country
lull IIS.

For the Country Grocer.
In the month of June the country 

uimcr should have his store cleaned 
and brightened up, generally, and should 
In- alive to the change in the character 
nl foodstuffs and the grocer should al- 
xxax s remember that it is better to anti­
cipate these changes sufficiently early 
rather than have his customers come in 
and call for them and then have to dig 
I In-in up from beneath a pile of unsea­
sonable goods.

Nowadays, when the country stores 
am daily increasing the variety of their 
slocks, owing to the more complex char- 
ad cr of their customers’ wants and re- 
i|iiircments, many things which miglil 
have been formerly thought incompat­
ible or inharmonious with their business, 
arc eagerly grasped as they may present 
a means of enhancing their revenue.

How About Refreshments?
In many places a very paying adjunct 

lo a grocery may be established by open­
ing a soft drink and ice cream parlor. 
Tin- margin of profit in this line of 
business is very good, and if properly 
managed lhe results of the venture will 
In- found to be highly gratifying.

A.-x may be done by their city breth­
ren. ibe preparation of specially appe- 
lirim: picnic hampers are sure to find 
read\ customers. In many ways it is 
pn.- ible to cater to this tourist trade, 
will,., generally is more lucrative than 
lin i dinary, as people are always more 
liai,, in buy things when they are holi­
day making.

I' sometimes occurs that a special 
eon, mity may produce a particular 
|>i". ,-t and the wise grocer will take 
udx . ilage of [his fact to load up the 
eiix ' ,1k well with it before they return, 
gen illy effecting the sale at a good 
I" As an example, I might mention 
>b. parts of the Eastern Townships 
"In specially tine maple sugar is pro- 
dm . : The fame of this locality for the 
l-Xl nee of its maple sugar is so great 
ilu,; numberless people who visit it in 
ll‘- .miner months take home with them 
sun of this toothsome product.

1 u°k After the Wedding Business.
1 ' fact must not be lost sight of that

is designated by arbitrary custom

ns the month of matrimonial adventures 
and that the bride at the head of her 
own household is a good prospect for 
future revenue if her favor can be cul­
tivated.

The festivities incidental upon these 
events are sure to result in the addition­
al expenditure of money in the home, 
and any special attention which may 
be paid to their wants will be appreciated 
by the customers. Last, but not least, 
perhaps, it is the month of the year 
which brings with it so many bright 
things that the appearance of the store 
should be assiduously attended to and 
everything made to look bright and 
clean.

A WELL-ARRANGED EQUIPMENT.
The engraving on the opposite page 

gives a good idea of the up-to-date 
equipment and arrangement of the store 
of H. Higgins & Son, Toronto. Unfor­
tunately it was impossible to photo­
graph the whole store. This view shows 
practically only half of it, the depart­
ment at the other side of the partition 
oil the right being almost as large and 
just as tastefully titled up as the sec­
tion of the store shown. Mr. Higgins 
carries a large slock of potted and cut 
Mowers, and has lately begun to supply 
Moral designs for xveddings and funerals. 
The store is always bright, is as clean 
as a grocery well could lie. and attracts 
a high class of trade.

GIVING ADVICE.
“1 know how to run my store. I 

don’t want to lie told what to do,” said 
a merchant, referring to the advice given 
by trade papers.

A great engineer was constructing a 
bridge. He was confronted by a difficult 
problem, and he had worried over it day 
and night, without reaching a satisfac­
tory solution. One day a small hoy, 
watching the engineer puzzling over his 
plans, suggested that he do so and so. 
It was a simple suggestion from a hum­
ble source, but instantly the engineer 
saw its practicability and adopted it, 
with necessary modifications.

A noted landscape painter used to 
make it a custom to invite criticisms 
from the unlearned. He said he fre­
quently got valuable points from people 
who knew nothing of painting.

A great manufacturing concern in the 
east offers cash prizes for suggestions 
from its employes, and many of the 
thousands of suggestions which are made 
every year have proved of value.

No one man is omniscient. No one 
man knows everything. No one man 
can afford to slight suggestions and ad­
vice. What if he does know how to 
conduct his business? Is there abso­
lutely no room for improvement? We 
think the best conducted business in the
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world might lie improved somewhere. 
No two minds work exactly in the same 
channels. Two men of equal ability, 
struggling with the same problem, will 
reach conclusions which involve different 
methods. If they compare they discover 
that both have decided on advantageous 
things, and the two may combine to 
benefit the plans.

When xve suggest our advice, we do 
not mean to hint that the readers are 
deficient in knowledge or understand­
ing or experience. On the other hand 
they may lie successful and prosperoui 
and wise and skilful. But is it not pos­
sible that they have overlooked some 
particular point which would prove 
beneficial to try? We think so.

Then, it must lie borne in mind that 
the trade papers* advice is prepared 
for a large number of (icople and that 
its readers are not all alike. What may 
be good for one mail may not lit tin- 
case of another. Ih> not refuse the 
good simply because something in it is 
not advantageous for you. And, sup- 
1 losing there is a merchant xvlio under­
stands his business so thoroughly that 
no advice obtainable through the columns 
of his trade paper can bcuelit him.

That is not all the trade paper con 
tains. There are other departments 
where he may graze to advantage 
There are news items of interest, glean­
ed from all sorts of sources. He learns 
there xvliat experience call not give.him

xvhai the state of I lu- market is, w hat 
output may be. what conditions are in 
trade centres.

With every deference to tile skilled 
and able merchant, we believe that ad­
vice is a good tiling for all. If it does 
not suit your particular conditions, you 
are- under no obligations to adopt it. 
If it might do you good, it will do you 
no barm to try. and much of it is pre­
pared by men who have experienced the 
fortunes of merchamlising and know 
the trials, the difficulties and the dan 
gers. The trade pa|H-r is prepared with 
a special desire to cheer, to benefit, to 
assist and to widen the scope of the 
iiierchapt. Oregon Tradesman.

HOW TO KEEP POTATOES.
An experienced grocer, who has had 

considerable trouble in keeping potatoes 
from rotting as a result of dampness, 
hit upon the following method, which 
he declares to be successful :

Place a soap box in each corner of the 
cellar half full of lump slacked lime. 
This absorbs the moisture which would 
otherwise settle on the potatoes and 
cause them to rot.

A trial of the foregoing plan would 
do no harm and might result in the sav­
ing of considerable money.
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HELP THE RETAILER.
A revision of Goldsmith's “Desert 

ed Village, ’ ’ to suit the needs of the 
twentieth century community, appears 
herewith, reproduced through the 
courtesy of the Iron Age of New York 
Read this story and laugh if you like, 
but remember that there is a big sub­
stratum of truth beneath it all. The 
mail order houses in the big cities are 
undermining the business of local re­
tailers in a serious way.

The press must in its own interest 
take up the battle for the retailers. 
Its prosperity depends directly on the 
prosperity of its own business commun­
ity. Reduce the profits of the local 
trade and you reduce the available sup 
port for the local newspaper proper 
tionately.

Education is the remedy. Use yov 
columns to prove to the public that 
buying at home is more profitable than 
spending money in a distant city. The 
public doesn’t see this fact now. Its 
eyes are blinded by the glittering array 
of fancy prices in the mail order cata­
logues. But show that in the long run 
the home price, though it may appear 
higher, is in reality lower than the mail 
order price and the public will begin 
to see things differently.

In this educative campaign a repro­
duction of “The Deserted Village’’ will 
do good. Write in to The Canadian 
Grocer for an electro at cost price, and 
run it in your paper. It will be read 
by every reader of your paper and will 
set them thinking. It will please the 
retail trade in your town and strengthen 
your hold on your advertisers. In fact 
it will be a profitable move for you.

Send your reporter out among the 
trade to look up facts and figures. Se­
cure copies of mail order catalogues, 
compare prices and tabulate results, 
and we are much mistaken if you do 
not discover that in the end, you will 
be able to make out a strong case for 
the local merchant. Several papers 
have done this. Some give space to a 
discussion of the problem every week 
and these are the papers that are mak 
ing good in the advertising depart 
ment.

It is the ignorant salesman who is 
timid, who does not remember what to 
say at the right time, or, if he does, is 
afraid to mention the article because he 
is not posted.

The man who is posted on his line has 
the feeling that he has something that 
will benefit others, and he goes after 
his customer with an enthusiasm that 
wins.
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Toe Plowman lived on a lection farm 
Not far from a prosperous village ;

He worked late and early and calloused his palm. 
But thrived by industrious tillage.

He saved up some money and stood very well, 
His luck would have lasted for all we can tell 

If he never had heard of Chicago.

One day a big catalogue came through the mail 
That told of a wonderful heater ;

The figures were tempting.Tom swallowed the tale. 
Says he, " Mr. Merchant’s a cheater.

His profit must be near a hundred per cent. 
I’ll just call his bluff and unless he’ll relent 

I’ll order a stove from Chicago."

__V

liage a
With an air that was lofty and knowing, 

ays he, " Mr. Merchant, please tell me oncem 
The price of that stove you were showing.’

‘Thirty-five, cash or credit, the best one in town." 
Tom turned on his heel and went out with a frown. 

And sent off a check to Chicago.

He bragged to hit neighbors and they in a trice 
Sent away for whatever they needed ;

They often were stuck, but they got a low price. 
Which, of course,was the one thing they heeded.

ifeB
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The merchant soon failed and sold out hit store. 
And this was the notice he left on his door:

“ Gone to look for a gib in Chicago."

Tom’s mail order stove didn't work very long, 
But no one in town could repair it ;

At last he was forced to admit he was wrong. 
His neighbors weren't slow to declare it.

ill

With no stores there was no one to buy or to sell, 
The drummers stopped coming, they closed the 

hotel,
"Twas surprising how quickly the town went to— 

well
A very long way from Chicago.

The lawyer, the doctor, the editor, too,
They all got cold feet very quickly ;

The parsou soon noticed the way the wind blew, 
He left, for his children were sickly.

At last Tom decided to sell his old farm.
But no one, he found with the greatest alarm.

Would buy one so far from Chicago 
When blank desolation stared Tom in the face

His courage grew weaker and weaker,
Till he made up his mind to get out of the place 

And go on a jaunt as home seeker.
So he put on his overcoat, packed up his grip. 
Says he, “ I’ll be giving my neighbors the slip. 

For I must be off to Chicago."

When he got to the station to Tom’s great surprise 
He found it deserted and dusty.

Inhabited only by spiders and lies,
, And Use siding was crooked and rusty.

The trains flew by whining, Tom waited in 
vain,—

Says he " Neither merchant nor doctor nor train 
Will stop any place but Chicago.”

ÉÛ Hggjgfo
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A Modern Grocery Warehouse
By HARRY FRANKLIN PORTER, C.F.

The largest grocer’s warehouse in 
America has recently been erected in 
I liihidelpliia. and in addition to being 
noteworthy for its size, it stands forth 
as ilie embodiment of high engineering 
„kill, in design, construction and equip­
ment.

This model building which is shown 
In rewith in process of construction, is 
I'm the Acme Tea Company, of Philadel­
phia and is to be used as the receiving 
Mini distributing centre, and executive 
others for their vast system of retail

walls of brick carried on concrete beams. 
Windows have metal frames and sashes, 
glazed with wire glass; doors are metal 
clad and all openings of the loading 
platforms and driveways are guarded 
by rolling steel curtains. The body of 
the building is thus as fireproof and 
decay-proof as modern engineering skill 
can devise. To further protect the 
building, and more especially its con­
tents, and to secure the absolute mini­
mum insurance rate, there is provided 
a complete overhead, automatic sprink-

building and contents are practically 
impregnable to fire, and the concrete- 
sleel being the most durable material 
available to the builder to-day there 
will be practically no outlay required 
for maintenance or repairs, and no de­
preciation. The meaning of these facts 
in dollars and cents may well be ap­
preciated.

The Machinery Equipment.
The building is equipped with a com­

plete power and lighting plant, located

... '&WÊÊ -
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TI1E ACME TEA CO.'S NEW WAREHOUSE IN PHILADELPHIA.

grocery stores, about 175 in number, 
l"< : h d in qvery part of the city. It is 
>-U i stories above ground and one be- 

Anting on N. Fourth Street, Wil­
low Street, York Avenue and Noble 
blu'vt. covers 30,000 square feet and has 
a lolal floor area exceeding six acres.

Concrete-Steel Construction.
It is of concrete-steel throughout— 

columns, beams and floors, with panel

1er system, fed by a 45,000 gallon tank 
on the roof. Connected with this tank 
by powerful Are pumps, is a 100,000 
gallon reservoir in the basement, which 
i-i fed from the city mains. Each floor 
is also equipped with fire hose through­
out, and a complete fire-fighting outfit 
is provided on the roof for the purpose 
of extinguishing possible fires on ad­
joining properties. Protected thus, both
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in the basement the floor of which, be­
ing eight feet below water level, neces­
sitated special measures to make thor­
oughly water tight.

There are also complete refrigerating 
and coffee roasting plants. To handle 
the goods both in receiving and distri­
buting, the building is equipped with 
fifteen fast running elevators, operated 
eledtrically. These elevators are ar-



■■■

fcg&ï*- I*

LARGEST GROCER’S WAREHOUSE IN AMERICA-SHOWING PROCESS OF CONSTRUCTION,

THE CANADIAN GROCER

ACME TEA CO.’S WAREHOUSE-SHOWING STEEL AND CONCRETE CONSTRUCTION.
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..i.sed in groups of three each, en- 
r-ed in fireproof towers and guarded 

I, steel doors of the Jackknife type. 
, ling upwards, thus requiring mini- 

ni room.
Shipping Facilities.

liroughout the York Avenue side 
, i he building on the ground level, is 
a stone-paved driveway, 30 feet in 

ill by 200 feet in length, unobstruct- 
, l>y columns, protected with rolling 
s I shutters between the exterior col- 
u is, which may be closed in stormy 

uinli v weather, thus giving a warm 
,, spree for loading and unloading 
v s ms. The main portion of the first 
II i is 31 feet above the driveway level 
a tints forms a platform for the
W.i ullS.

t’.i receive shipments, a siding from 
tl,, Philadelphia and Reading R.R., 
Willow Street branch extends right

of saw-tooth skylights. On this floor, 
also, are two large fireproof vaults, for 
safe-keeping of the records, etc., and a 
large well-appointed lunch room where 
all employes are served at noon hour.

For the engravings and information 
concerning this building we are indebt­
ed to William Steele & Sons Company, 
of Philadelphia, who were the archi­
tects, engineers and constructors.

THE WORLD’S MATCH DEMAND.
The civilized nations of the world 

strike 3,000,000 matches every minute 
of the 24 hours. Nearly one-half of 
these are ignited in this country. Ameri­
cans use up the enormous total of 700, 
000,000,000 a year and have a largei 
match bill than any nation in the 
world.

Hundreds of factories over the country 
are engaged in this industry. Some of

A< i TEA CO.’S NEW WAREHOUSE-CONSTRUCTION OF ELEVATOR
DOORS.

:h the Willow Street end of the 
ng, on the level of the driveway, 
i right angles to it. This is ear- 

i n the reinforced concrete floo,'. 
riiout the length of this side of 
ihling, door openings extend from 
i to column, provided with steel 

shutters. This enables almost 
in of cars to be unloaded at one

goods, as received, are carefully 
icd and sorted on the first floor, 
distributed for storage through- 
e various floors.
building is equipped with two 

is fireproof tower stairways, and 
sanitary toilet rooms for male 

■male employes on all floors and 
us locker rooms.

Passenger elevator runs to the 8th 
on which is located the executive 

made especially light by a series

the plants are very large, one on the 
Pacific coast covering 240 acres, with 
32 miles of railroad which supplies the 
match machines with 200,000 feet of 
sugar pine and yellow pine logs a day

A statement of the number of cubic 
feet of wood which actually is con. 
verted into matches each year would 
convey only an inadequate idea of the 
number of trees required for the indus­
try.

For the manufacture of the match 
the best grade of wood is necessary. 
Sapwood, knotty or cross-grained tim 
her will not do. This makes it neces 
sary to search the best forests and pick 
out the choice tree only, and nothing 
but the choice portions of the choice 
trees go to the match machines. It may 
be seen that the lumberman sweeps over 
a wide area in search of suitable tim­
ber to feed into the match machines.
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Seldom is the little splinter tipped 
with sulphur, or some other substance 
t.i be ignited by friction given even 
scant mention in the consideration of 
the depletion of the world’s finest for­
ests, yet the manufacturers of these little 
fire sticks are as much concerned over 
the timber supply question as any other 
class of men engaged in an industry 
whose welfare depends on the use of 
forest products.

It might be supposed that because 
matches are small the makers of them 
would utilize scraps and left-overs. This 
is never the case; matches are not by­
products. The match machine takes the 
finest timber and what it rejects goes 
to the by-product yard and the by­
product end of the match business be 
comes the largest end, so far as bulk 
is concerned. Among the by-products 
turned out by the large Pacific coast 
factocy/just mentioned are 1,000 doors 
and 800 sashes daily.

As a matter of fact, it would be im­
possible to carry on the match busi­
ness at all at present prices if the re 
jected lumber were not worked into 
something else. The room where the 
matches are made is frequently the 
smallest department of a match fac­
tory. The larger portions contain thq 
sawmills.

Matches are manufactured in many 
ways and with numerous kinds of ma­
chines, and for that reason a descrip­
tion of an operation in one factory 
would not apply to another. Nearly 
every manufacturing company has ma­
chinery made specially for its use and 
covered by patents and it also employs 
processes discovered or devised by its 
own chemists and mechanics, and kept 
secret to prevent rivals from obtaining 
and profiting by them. A single ma­
chine has been known to turn out 177,- 
926 400 matches in one day—boxed and 
labeled ready for shipment.

Some matches are shaved with the 
grain from sawed blocks, some are cut 
both ways by saws. In some factories 
the blocks are boiled to make them cut 
easily. By some machines a boiled or 
steamed log is revolved on its own axis 
and a shaving—the thickness of a 
match—is cut round and round. This 
shaving is at the same time cut into 
lengths and split into match sticks. 
There is hardly a limit to the varieties 
of methods employed.—Commercial Bui 
letin.

A Delphic response. “It’s hard,” 
said the sentimental landlady at the 
dinner table, “to think that this poor 
little lamb should be destroyed in its 
youth just to cater to our appetites.” 
“Yes,” replied the smart boarder, 
struggling with his portion, “it is 
tough. ’ ’—Congregationalism
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Some Advertising Problems
Suggestions for the Grocer in Country and Suburbs Further Chats on Some Specimens—Conducted by W. F. Ralph.

It is conceded by most advertisers 
that the newspaper is, by long odds, the 
best medium in which a retailer may ef­
fectively talk to his public. But what 
of the retailer who has no newspaper 
at hand in which to advertise?

This is a problem which is faced by 
a considerable number of Canadian Gro­
cer readers.

A store may draw its trade from a 
large, but scattered, population. There 
are many such stores in Canada, which 
form the nucleus of a small hamlet— 
almost large enough, in some cases, to 
be termed a village, yet not large 
enough to support a local newspaper.

Advertise they must, if such stores 
are to prevent a good deal of their 
trade from escaping to stores farther 
alield in larger places.

The newspaper published in a town 
several miles away may circulate among 
a certain number of such a store-keep­
er’s customers, but probably not by any 
means the greater part of them. Per­
haps the greater part of them read only 
a weekly paper published in one of the 
larger cities.

In the first case, were our storekeeper 
to take space in the paper taken by a 
minority of his possible customers he 
would be paying rates for a great deal 
of circulation which is of no use to him. 
In the case of the greater part of his 
possible customers who take only the 
large city weekly the same objection 
arises in an infinitely larger degree.

The Country Merchant's Dilemma.
What must be do? This was the 

question put to The Canadian Grocer a 
little while ago by a subscriber whose 
case was similar to that of the store­
keeper above mentioned.

1 have in mind at the present time a 
small village of two or three hundred 
population situated in the midst of a 
fine agricultural district. About twelve 
miles east of this village is a city of ten 
thousand people, where two daily and 
weekly newspapers are published. And 
about twelve miles south is a town of 
four thousand people where two 
weeklies are published.

Here are four papers which have more 
or less of a circulation among the na­
tural storekeepers of the village, carry­
ing the store news of other stores more 
or less completely among them. But if 
the merchants of that village—and there 
are six or seven stores there—were to

advertise in all four of these papers, 
they would not, even then, properly 
cover their natural field. The cost of 
so doing would be prohibitive anyway. 
The trade of the village merchants is 
more or less casual at the present time 
because even the farmers within a half- 
mile of it save all their larger purchases 
for one or other of the larger towns to 
which they make a regular trip for sell­
ing, as well as buying, purposes.

Although it is hardly to be expected 
that the village merchants would, in any 
event, receive all the trade of farmers 
within two or three miles, it is reason­
able enough to suppose that they could 
get considerably more of it than they 
actually do, were they to advertise for 
it.

But how to advertise?
Two Solutions Suggested.

There are two solutions. One is, that 
lhe merchants of a hamlet where no pa­
per is published, persuade the publisher 
of the nearest or otherwise most avail­
able newspaper, to issue a special edi­
tion containing news of the locality and 
local advertising, and endeavor to work 
up a circulation for it among the popu­
lation contiguous to that hamlet. The 
other solution is, informative circulars 
issued and distributed periodically.

The first plan is a very good one if 
it could be carried out. But unless the 
expense of drumming up a fair circula­
tion for the special edition was consi­
derably less than the advertising and 
subscription revenue from that special 
edition, it would be impossible. But 
the scheme is, nevertheless, quite feas­
ible in many cases.

Periodically issued circulars seem to 
be a very good plan for the hamlet un­
served by the press. If the circular is 
carefully gotten up, contains trade-in­
ducing descriptions and prices, is well 
printed and gets into the right hands, it 
ought to bring business.

In a circular plan, the problem of a 
good deliver}’ looms fairly large. A 
trustworthy boy on a bicycle seems a 
feasible, as well as an economical plan 
of delivery.

For the Man in the Suburbs.
A grocer who carries on business in a 

suburb of a large city is somewhat sim­
ilarly situated with regard to adver­
tising as his brother of the small vil­
lage.

The suburban grocer has to cope wiih 
the large down-town department stoivs 
who can afford to use expensive space in 
the city daily, because they draw trade 
from all parts of the city instead of one 
corner of it.

Few suburban stores can afford daily 
newspaper space 'because their opera­
tions are necessarily restricted to their 
own suburb. An ad in the daily would, 
doubtless, reach many of their custom 
ers, but the rate charged would be fur 
the entire circulation of the paper, 
most of which would be quite useless lu 
them.

Therefore, in the suburbs of large 
cities, circulars are frequently resorted 
to by grocers with considerable sucre.--.

An Attractive Circular.
One of the best of these suburban cir­

culars that has yet reached the Cana­
dian Grocer is from J. Skelton’s 
“Maple Leaf Grocery,” 2012 Queen Si. 
East, Toronto.

It is a neat four-page pamphlet. The 
cover contains the title: “The Maple 
Leaf Cash Grocery. J. Skelton,” and 
the address, a half-tone of the store 
front, with delivery sleigh drawn up to 
the curb, all of which occupies the n-p 
half of the cover. The bottom half is 
occupied by the following captions, 
neatly arranged:

Not “How Cheap,” but “Jluw 
Good.”

Quality the first consideration. Null­
ing too good for our customers.

Prices as Low as Any Regular Prices 
Anywhere in the City.

Full Weight, Full Count, Full Ma­
sure.

Satisfaction Guaranteed. Prompt and 
Attentive Service

Orders Called For and Delivered 
Promptly.

A Trial Order Solicited.
The second page enumerates a i> w 

specialties. The third page is liea d 
with this caption: “Next after qimD.v 
comes price economy. Do these pi Ax 
interest you?” Then follows a nun.lier 
of staples with prices attached. i'he 
back page gives a crisp talk on ihe 
store’s history and policy. All the wav 
through, this circular is a model produc­
tion, well calculated to pull busincs-.

L. B. Cochran, of Medicine Hat, Al­
berta, has sent in a circular which he

too
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says brought Mm direct results from 
|,vuple who were not regular customers. 
\s it thus performed the main function 

,,f advertising it must possess merit. It 
s printed on a sheet of blank note 
paper, headed, “New Goods Just 
I-laced Into Stock at Cochran’s.” It 
tlieu goes on to state that Mr. Cochran 
has just received a large consignment 
„f fresh vegetables, etc. There is only 
„ne priced item on the page.

This circular strikes us as being a 
hi lie uninteresting. The subject of it 
,-uiild have been made much more of 
with ease. There seems to be very little 
‘•ginger” in it. We fancy that three 
or four more priced items accompanied 
I,y appetite-creating descriptive para­
graphs about the newly arrived dainties, 
would have brought in better results. 
The matter on the circular is of almost 
hio general a nature to produce the 
maximum of result.

It is a well known fact that the mere 
recital of the arrival of a list of goods 
doesn’t make so great an impression on 
the human mind as will a few specific 
items, each dealt with separately. It 
stands to reason that the more interest­
ingly a fact is stated the more people 
can appreciate its importance.

Mr. Cochran tells us that his adver- 
lising in the newspapers has not been a 
success, while his circular brought in 
results. May we venture the opinion 
I lint perhaps his newspaper ails were of 
loo general a nature? A newspaper ad 
designed to sell groceries must interes* 
i lie reader personally. There must be 
something in it to appeal to his desire. 
A generality on quality and right prices 
run hardly be expected to pull very 
hard. The ad must deal with specific 
offers at specific prices for specific rea­
sons. That’s the only kind of an ad 
a hirh really pulls hard.

What About Quoting Prices.
i'. T. Farmer, of Perth, Ont., doesn’t 

lx lieve in quoting prices in every ad. He 
mentions the fact that in many of the 
-mailer places farmers come into town 
P-'ddling apples, potatoes, etc. If you 
.ne advertising these articles at a cer- 
i iin price, the farmer can cut under it, 

lling the people that his goods are the 
|iial of yours, although the price is 

lower. Whereas if you are not adver­
ting prices on these goods the people 

i not so easily persuaded that they 
v getting a bargain from the peddling 

farmer.
This seems to be a point well taken, 

loit. the price-quoting rule is none the 
h " sound for an occasional exception, 
■i' Mr. Farmer readily agrees.

Some Ads From Perth.
We have several times had occasion 

lo commend Mr. Farmer’s excellent ads, 
and the batch just received is no excep­

tion. Mr. Farmer invariably uses small 
space and makes the best possible use 
of it. In fact, some of his ads—the one 
headed “California Celery,” for in­
stance—is worthy of larger space, if by 
so doing it would be seen by more peo­
ple. This ad is really excellently word­
ed. It has a “swing and a ring” to it 
which convinces. The set up on Mr. 
Farmer’s ads is about as good as could 
be expected in such limited space (3 
inches).

Some Helpful Hints.
A. Girard, jr., of the Co-operative 

Grocery Co., Montreal, sends in an ad 
which suffers considerably from over­
crowding. It is an extremely well con­
ceived and well-worded ad, but the space

CALIFORNIA CELERY
We have been fortunate in se­

curing another crate of California 
Celery. It is much superior to 
Florida celery and the price, 2 
bunches for 25c., is no higher.

LILY WHITE LARD
Idly White Lard has been our 

first quality lard for the past 5 
years. In that time we have not 
had one complaint as to its qual­
ity. Try a pound at 15c.

POTATOES
Regular supplies of potatoes are 

now coming to hand. The quality 
is good, the price 75c. a bushel.

We sell the famous California 
Seedless Lemons and Oranges.

Apples—every apple sound—Bald­
wins and Russets by the peck, 
barrel, or 4 barrel.

Cranberries, Cocoanuts, Cab­
bage, Dates, Figs, &c.

C. A. FARMER.
Groceries, China, Confectionery & 

Fruit.

occupied is much too small. The special 
proposition to sell butter at 31c per 
pound to purchasers of tea over 30c is 
worthy of more space. We fancy it 
would have attracted many more people 
if it had been given more prominence. 
But considering the fact that the gen­
eral price of butter at the time this ad 
appeared was 35c, the reduced price in 
itself would probably be attractive, 
however crowded in with other things.

The layout on this ad is rather con­
fusing, owing to the multiplicity of long 
lines of small print set solid. The ad 
would have been much more readable 
if set in single column style, thus 
shortening the length of the lines, with 
headings set across both columns. Three 
and a quarter inches is long enough for 
any line of body type; these lines are 
four inches, set in agate.

The legibility of an ad has a consider­
able effect on its success. People don’t

like to reed eye-confusing masses, but 
something which can be run over with 
the least effort, which makes it incum­
bent on the grocer who would have a 
well set ad to get his copy into the prin­
ter’s hands in lots of time to receive a 
proof and correct it to his liking.

ADVERTISING BUTTER.

Started the Career of One of America's 
Best-known Ad. Writers.

In a recent issue of Profitable Adver­
tising Manley M. Gillam; advertising 
manager of John Wanainaker’s depart 
ment store, Philadelphia, tells how he 
became an ad.-writer. At the same time 
he enunciates what he has discovered 
by experience to be the best way of 
preparing copy. In essence Mr. Gill­
um’s method is just about what has 
always been advocated as the most ef­
fective one in The Canadian Grocer.

Mr. Gillam says:
Here is my method of working. It 

requires neither genius nor midnight 
oil. It comes as naturally as a river 
Hows, or it cannot be first best.

I do not believe in inosiac advertis­
ing—painfully built up with polished 
hils and tediously worked into a thing 
of cold beauty.

I prefer hot homeliness.
The mission of most advertising is 

to sell something. The advertiser is in 
effect a salesman. Not having tone 
variations and subject to changes to 
play with, not being able to help the 
development of that psychological mo­
ment and watch for the instant when 
conditions favor, he must arrest atten­
tion and bring conviction without help 
other than that he puls in the dressing 
of his subject.

It is now nearly thirty years since I 
wrote my first advertisement. That 
story has been told in one form or an­
other at various times, and as I hark 
hack across this generation of effort 1 
see nowhere in my experience an in 
stance that more clearly demonstrates 
what I consider the right thing in copy­
making. If the same problem were be­
fore me to-day I would not alter tlm 
plan, nor could I improve on the .work.

The Story of the Holsteins.

It is the story of the Holstein cattle 
—the Holstein butter. Mr. William M 
Singerly, the owner of the Philadelphia 
Record, of which I was managing edi­
tor, had a prize-winning herd of a hun­
dred or more Holsteins. They were 
stabled better than most human families 
are housed—scrupulously clean, fed on 
ensilage their milk cooled in spring 
houses, the cream taken out by centri-

IOI
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fugal separators, butter made from it 
in the most approved way.

That butter was put on sale twice a 
week in Twelfth Street market—at 
market pripe—and it didn’t sell well. 
Those who got it might come again, but 
it simply ranked as “good butter.”
A1"Don’t you think you could advertise 
mat butter and make it sell?” asked 
Mr. Singerly, and I said, “I’ll try.”

Here was the novice facing a prob­
lem. I knew how excellent, how sani 
tary, the butter was, but I dug deeper. 
There’s a vital point—go to the very 
bottom of your subject. “What are 
Holsteins?” I asked myself. Then I 
read and read. And I found it was 
the oldest variety of cattle in the world 
that for more than a thousand years 
the Holstein had been a clearly defin­
ed breed—that the Dutch farmers had 
housed them in their homes and blanket­
ed them on their dyke-bordered pas­
tures for five hundred years before 
America was discovered. I found a wealth 
of other things about them, and I quick 
ly decided on three advertisements to 
be used in the Record alone. “Antiqui­
ty of the Holsteins,” “Ilolsteins in 
Europe,” “Holsteins iu America,” to 
be set single column width, in old style 
pica, and, for an eye-catcher in the mid­
dle of each advertisement an outline 
cut of a prize-winning Holstein cow.

The first advertisement was about half 
a column long, and not a single scale 
of an advertising snake appeared in 
it—nothing but snappy, newsy words 
of the Holsteins and how they began 
to cut a figure in the darkest of dark 
ages—and had been cutting it deepei 
and cleaner ever since. At the end of 
the story an agate paragraph said 
“Butter from a herd of Holsteins will 
be on sale at Stall No. — in Twelfth 
Street market at 10 o’clock this morn­
ing.

Surprising Results.

At noon not a pound of butter re­
mained. The other two advertisements 
were written as planned—each about 
one-half column long. But there was 
no need for them.

Some time later Mr. John Wanamaker 
came to the Record office to get “the 
man who wrote that Holstein adver­
tising.” He got him.

I repeat, that nothing emphasizes my 
ideas on copy-making beyond what a 
careful weighing of this Holstein episode 
will suggest. First of all, I tried to 
master the subject to see why this Hol­
stein butter ought to get favor. Then 
I tried to use a type and a picture that 
would arrest attention. My handling 
of the subject must do the rest.

No matter what the advertising prob­
lem, the same process applies to it.

If a business proposition has a right 
to succeed, there is something of novel­
ty, of peculiarity, somewhere in the 
background; some feature of special in­
terest that can be used as a peg on which 
to hang the spirit of the advertise­
ment. That is the point to develop. 
If there are several of these points, so 
much the better—if you are doing a 
series. But for a single advertisement 
1 would prefer a single point. Thrust 
it forward as you would speak of it to 
a friend.

I am called upon surely once a week, 
on the average, by graduates of adver­
tising schools who want advice and help. 
The glibness with which these visitors 
name type faces and sizes, and the con­

Florida Celery
Fresh crisp stock, 2 bunches 
for 25c.

Cranberries
The best quality we can buy— 
every berry firm—15c. a quart.

Apples
All varieties—Greenings, 25c. 
a peck—Other varieties 25c. to 
50c. a peck. Special prices for 
bbl. or è bbl. lots.
Our six varieties of

Mixed Biscuits
at 3 tbs. for 25c. are splendid 
value. We are still offering 1 
pound tins of

Art Baking Powder
for 15c. '
4 pkgs. regular 10c.

Bee Starch
for 25c.

C. A. FARMER.
Groceries, China, Fruit and Con­

fectionery. Phone 147.

fident manner in which most of them say 
what shape and display an advertise­
ment should have, carries a sad moral 
to my mind. Such knowledge present; 
only the shell, the husk, of the adver 
rising question—a part that is practical­
ly valueless without the kernel of in­
terest that must form the heart of any 
winning announcement. These visitors 
are, as a rule, hopeless failures as ad­
vertisers—will always be so—and yet a 
majority of them can talk more know­
ingly of the mechanics of an advertise­
ment that I can.

The “Clothing” of an Ad.
Mind you, I am not meaning to say 

one word in disparagement of artistic set 
up and type harmony. I believe in both 
—pictures, too, very often. But they 
are the apparel. There must be some­

thing worth the clothing before there i 
excuse for putting it on. That some 
thing is the real advertisement. It i 
the steam in the engine, the life in tl, 
body. It is the vital spark, and it 
just what the imitators miss. They mi:-, 
take the form for the fact.

There is a fearful lot of soulless a. 
vertising in sight all the time. It is i 
the trail of such advertising that th 
wrecks and skeletons of business ai 
found.

No Belief in Patching.
When I speak of imitators I do n 

intend to argue for a copyright ■ 
expression. Hundreds, maybe thousan.: 
of phrases that I have set going ai 
still on the wing, and I am flatter, 
by the fact. What I do shy at, howvvc 
is the work of the mental or pliy- 
cal scissors man who snatches bits . 
brightness from here and there an.i 
tries to patch them together as an on 
inal. It is like bedecking a beggar wr 
a hodgepodge of finery; it hurts I. 
alms-getting, and makes him more c. 
spicuously than ever a tramp. On ti 
other hand, a happy turn of thougl 
minted by one mind, if it strikes cu 
genial soil, inspires other pretty win 
plays, and may even be itself put in : 
a new fabric with credit to all rm 
cerned.

The mission of advertising copy is 
inspire interest.

“Ho fellows, here’s a snake!”
Every boy within hearing is head; -I 

for the cry. Strike the right string ai. 
it matters little how you strike it—ti 
music will be fetching. Head an u.i 
■eilisement of solid agate with one (•■ 
sp’cuous word “Rheumatism” and ev<, 
sufferer of that sort who sees the po 
will notice the advertisement and re i 
it.

Belief and Enthusiasm.
Back of all really successful adv<. 

tising copy is belief and enthusiasm.
I used to hear now and then < 

preacher who droned on of eternal fii - 
and sizzling souls—with his audien 
half asleep. Let the weakest sister 
a congregation shout “Fire!” becai. 
there is a fire, or she thinks there 
fire, and something will happen. !-■> 
odds what the sister wears, or if L r 
voice be full or cracked, her word si 
just the same.

I do not believe in big copy or lit 
copy. I would avoid anything li 
a monotony of copy. I would no nm, 
assign an arbitrary amount of space 
the protean interests of a depart me 
store than I would to the news of 
city. Everyone connected with a new 
paper knows how news values fluctuai 
Half a dozen pages for “locals” m.

102



THE CANADIAN GROCER

l„ |„o few one day. two pages may be 
many another day. It is best to err 
the side of condensation in adver-

oig as well as in news.

..WSPAPBR8 AND MERCHANTS.
i it is true—and it certainly is true 
,at the modern newspaper would find 

Ü ,ard to exist without the advertising 
merchants, it is no less true that the 

„ iern merchant can not get along 
v u»ut the newspaper. The merchants 

. my locality and the newspaper pub- 
1, !,ers of that locality certainly have 
uiuiual interests.

; liis fact is becoming recognized more 
in ! more every day. Consequently it is 

natural that the newspapers should 
.... <1 some considerable thought on how
lii advertising copy of their patrons 
, he improved and made more result- 
ful.

I lie following article^ entitled “IIow 
!.. Write Retail Advertising Copy” is 
in of a series which has been pub- 
1, -1.,,I in the columns of the Toronto 
World. It is well worth reading.

HOW TO WRITE RETAIL 
ADVERTISING.

it Herbert Kauffman, in the Toronto 
World.

\ skilled layer of mosaics works with 
St,,.ii fragments of stone—they fit into 
in. . places than the larger chunks.

I lie skilled advertiser works with 
si-, i! words—they fit into more minds 
il, liig phrases.

simpler the language the greater 
ci nty that it will be understood by 
II; .i'ust intelligent reader.

construction engineer plans his 
r,.. 11,vd where there is a minimum of 
gi he works along the lines of least 
re nice.

advertisement which runs into 
nr luinous style is badly surveyed— 
all inds are not 'built for high level
III ing.

ertising must be simple. When 
it i ricked out with the jewelry and 
si "f literary expression it looks as 
in mit of place as a ball dress at the 
hi last table!

buying public is only interested 
ii, is. People read advertisements 
lil i out what you have to sell.

advertiser who can fire the most 
1 "in the shortest time gets the most 
r ' s- Blank cartridges make noise, 
b hey do not hit—blank talk, how- 
e* ‘ lever, is only wasted space.

a force your salesmen to keep to 
f i facts—you don’t allow them to sell 
a iin with quotations from Omar or

trousers with excerpts from Marie Cor­
elli. You must not tolerate in your 
printed selling talk anything that you 
are not willing to countenance in per­
sonal salesmanship.

Cut out clever phrases if they are in­
serted to the sacrifice of clear explana­
tions—write copy as you talk.

Sketch in your ad to the stenographer. 
Then you will be so busy “saying it” 
that you will not have time to bother 
about the gewgaws of writing. After­
wards take the typewritten manuscript 
and cut out every word and every line 
that can be erased without omitting an 
important detail. What remains in the

Maple Syrup.
We have now on hand a quantity 
of first quality pure Maple Syrup. 
Let us sell you your supply at 
$1.00 per gallon.

Smoked Herring
Cooked, ready-to-eat. Put up in 
25c. glass-covered boxes containing 
about 2 doz. boneless, skinless 
Fish with head and fins removed. 

Try a box.
Cranberries

Fine firm stock. Every berry 
sound. 15c. per quart.

California Celery
Crisp solid heads—2 for 25c.

Apples.
Every one sound, prices 25c. to 
50c. peck. Special rates for bbl. 

or 4 bbl. lots.
C. A. FARMER

Groceries, China, Fruit and Con­
fectionery. Phone 147.

end is all that really counted in the 
beginning.

Cultivate Brevity and Simplicity.
“Savon Français” may look smarter, 

but more people will understand 
“French Soap.” Sir Isaac Newton’s 
explanation of gravitation covers six 
pages but the schoolboy’s terse and home­
ly “What goes up must come down” 
clinches the whole thing in six words.

The reader must be searched out by 
the copy. Big space is cheapest be­
cause it doesn’t waste a single eye. 
Publicity must be on the offensive. 
There are far too many advertisers who 
keep their lights on top of their bushel 
—the average citizen hasn’t time to 
overturn your bushel.

Small space is expensive. Like a one- 
flake snowstorm, there is not enough of 
it to lay.

Space a Comparative Matter.
Space is a comparative matter after 

all. It is not a case of how much is 
used as how it is used. The passengers
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on the limited express may realize that 
Jones has tacked a twelve-inch shingle 
on every post and fence for a stretch 
of five miles, but they are going too fast 
to make out what the shingles 
say, yet the two-feet letters of 
Brown’s big bulletin board on top of 
the hill leap at them before they have 
a chance to dodge it. And at that it 
doesn’t cost nearly so much as the sum 
total of Jones’ dinky display.

Just so one ad, well written and at­
tractively displayed continuously every 
day or every other day, for a year in 
one good newspaper, will find the eye 
of every reader, no matter how rapidly 
they may be “going” through the ad­
vertising pages.

ADVERTISING.
It is impossible to place a marked 

dollar in advertising, trace all its evo­
lutions in the business world and finally 
sum up its effect upon the income side 
of the ledger. That’s why, it requires 
nerve for some inexperienced advertis­
ers to invest money without being able 
to see the day when the money will be 
returned with profit.

With the experienced advertiser it 
is different. He knows that advertis­
ing pays, although it may not pay every 
Saturday night. By consistent and per­
sistent advertising he continues to roll 
up business with a steadily increasing 
velocity. The only uncertain part about 
his advertising profits is the ultimate 
limit to which profit may pile up. But 
that’s the one uncertainty that pleases 
because of its uncertainty.—Trade.

DON’T BOTHER HIM.
Some local merchants—no, call them 

storekeepers, because they keep store— 
merchants advertise, do business, are 
wide awake—are like the fellow who 
was dozing in his store one day when a 
little girl with a pitcher appeared in the 
doorway and asked for a quart of 
molasses. The storekeeper yawned, 
stretched himself, half opened his eyes, 
and then, in an injured tone, said: 
“Ain't there nobody in town that sells 
molasses but met” Cobwebs, ancient 
goods—say you’ll never find that fel­
low’s name in a newspaper only in an 
insolvent notice or a sheriff’s sale. He 
wouldn’t be missed if he were buried. 
Don’t bother himl

A. Shamass & Son. grocers, Blind 
River, Ont., are erecting a fine new 
store building. It will be 52 feet deep 
and 2 stories high, with a 46-foot front­
age.
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Grocery Window Dressing
EXAMPLES OF ATTRACTIVE DISPLAYS FROM DIFFERENT SECTIONS.

The ability to dress attractive gro­
cery windows is certainly not confined 
to any district in Canada as the photo­
graphs reproduced herewith are an evi­
dence. The importance of this branch 
of tiie grocer’s business is coming more 
and more to be recognized and with 
this an improvement is taking place in 
tin artistic and trade-drawing features 
of the Canadian grocery window.

The four specimens here reproduced 
are pretty good specimens of what may 
be done with different classes of goods 
under different circumstances.

A Window From Ferme, B.C.
Window No. 1 comes from Fernie, 

It.C., and is one which came nearly 
winning a prize in The Grocer’s Christ-

covering on the floor lending a touch 
of daintiness to the whole window.

The tissue paper napkins as they are 
arranged on the glass plates and the 
table in the centre help to take away 
a touch of stiffness which might other­
wise be present. The row of china along 
the window front was another good 
idea.

A Fruit Window From Guelph.
Window No. 2 comes to us from 

Guelph, where it helped to sell a few 
extra orders of goods for Wesley Field­
ing during Easter week. The window 
was dressed by Wm. McRae. As will 
be noticed, it is a display of fruit and 
flowers with a few vegetables thrown in 
as an incidental suggestion. In this case

Campbell & Co., Montreal, ilast fall, 
gives an excellent suggestion regarding 
this kind of work.

The business of Campbell & Co. Iui> 
since the photo was taken, been taken 
over by Kingsley Harrison, who is doing 
some good work with the windows him­
self. A correspondent writes regarding 
this window: The front of this window 
was composed entirely of ferns, and lie- 
hind on a higher level were arranged 
boxes of orange meat. The main centre 
piece of the window was also its chief 
attraction, being a huge fancy basket 
laden with fruit. The back of the win­
dow was made up entirely of bags of 
Ogilvie’s flour. The sides and back of 
the whole display were enlivened by

• Si S
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AN ATTRACTIVE WINDOW FROM FERNIE, B.C.

mas competition. It was shown in the 
grocery department of the Fink Mer­
cantile Co., of Fernie some time last 
year and no doubt proved very attrac­
tive. This window, in a good many 
points, brings out the principles adopt­
ed as authoritative by those who know 
how in wondow-dressing. In the first 
place, it shows only one or two lines 
of goods and there is no confusion. 
Again, there is not too much in the 
window. The pails of jam and bottled 
goods are remarkably well arranged 
with no suggestion of overcrowding. One 
of the best points of all is that every­
thing is scrupulously clean, the white

the dresser has followed the “mass” 
plan and filled the window with the 
goods he wished to display. In some 
cases this may be advisable but in our 
opinion it tends to make the window 
look overcrowded and take away the 
tasty effect which could be obtained by 
using fewer goods. Mr. McRae tells us. 
however that this window did the work 
in bringing people in and inducing them 
to buy", so it must be alright.

A Montreal Cereal Window.
While the early summer isn’t perhaps 

the best time to display cereals, window 
No. 3, which graced the store of P.

flowers and sheaves of grain. Tin mp 
of the window was made of while and 
red ribbons arranged on a light wm den 
framework and electric lights gn ily 
added to the beauty of the eu mg 
scene.

The doorway entering beside the dis 
play window was extended bv plant:' 
and grain into a very attractive ■' i'll 
way.

The business returns were of stu b a 
nature as to leave Campbell & Co. amply 
repaid for their work and convinced 
that tasteful window-dressing can not 
be neglected by the grocer who seeks 
the highest success.
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AN EASTER FRUIT WINDOW FROM GUELPII.

Another From Moose Jaw.
While window No. 4 can scarcely 

|>c called an example of window-dress­
ing, it gives a good idea of what an ef- 
liclive display may be made with fruit 
ii' baskets and is particularly season­
able with the summer fruit season com 
in'.' mi. It shows also something of 
how much Ontario fruit goes to the 
West, coming as it does, from Moose 
.law, from the store of T. J. McCammon. 
Ii. explanation of the photograph Mr 
Mel 'amnion writes as follows:

MORAL EFFECT OF GOOD WINDOW 
DISPLAY.

Once there was a boy whose dis­
tinguishing characteristic was the fact 
that he would never keep his hands 
clean. In despair his mother showed 
him a pretty ring which she promised 
him as a reward for carefully washing 
hit: hands three times a day for a 
month. At the end of one week of 
religions observance of his promise to 
do so the allurements of the old life

claimed him for a victim and he fell 
from grace with a great crash to the 
extent that soap and water seemed put 
out of his life forever.

Whether or not this brilliant scheme 
of the mother was the demonstration 
of the faculty which philosophers (and 
women) are pleased to call woman’s 
“sixth sense,’’ it failed, as demonstra­
tions of the sixth sense usually do. The 
fatlier then came to the rescue with a 
little common sense and gave the boy 
the ring. Thereupon he became so 
proud of his hands that they have never 
been known to be dirty in company 
from that day until this.

It is a well-known fact that in manu­
facturing concerns clean surroundings 
tend to a higher standard of workman­
ship among the employes. If this is 
true of a factory which is usually hid­
den away from the public gaze, whai 
must be the moral effect of clean sur­
roundings in a retail business which 
has to depend upon the public for its 
welfare! If neatness in the store and 
display window is attractive, elegance 
must be decidedly alluring. That this 
latter is a fact is proven by the elegant 
stores of many twentieth century deal 
ers who have taken advantage of the 
popular demand for cheerful surround­
ings to incorporate into their places 
of business* a tone of elegance which 
would have been the wonder of trades­
men of thirty years ago, the majority 
of whom believed that a store should 
consist of a few counters and shelves

••One afternoon last summer we were 
hiisy unloading a car of Ontario grapes 
ni il as our display was being arranged 
a gentleman came along, just off the 
11 :■ in, and he was attracted by the very 
mugiiiticent, he called it, display of 

Milt. Ill his remarks he said he had 
' ni all over Ontario pretty much and 
I» did not think that he hail ever seen 
a liner display of fruit, adding that he 

"iild like to have a photo of this dis­
play to take back to Ontario to show 
H people that while we do not grow 
liait out here we have it for sale in 
i.lntiidanee. This is why we had it 
i'holographed.

1 might say that a display of this 
I n:d is nothing unusual with us. Had 
ii been wa would have had it photo- 

iplied long ago. Eastern people are 
1‘iider the impression that fruit is al-

■ • si a luxury in this western country 
i'ai it is not. Any kind and all kinds
■ i fruit can be had here that can be 
1 “i in any other country and the same 
''‘ight be said of vegetables. We have 
ih' in in abundance, but we grow these

h selves.”

PCA;llP^Li.lC
ELL&CU

A MONTREAL CEREAL WINDOW.
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and a stock of goods (there are many 
of them still in business).

The growing tendency of the times, 
especially in the cities, is one that de­
mands modern methods. And in adopt­
ing these methods it is but natural that 
the window should receive the first shart 
of attention, as it is a magnet, having 
power to convert the indifferent publie 
into interested customers.

Starting with the display window, 
many a merchant has discovered that 
the- interior of the store has gradually 
taken on a more modern aspect, until 
in course of time the entire store has 
undergone a radical change from the 
result of a small beginning. For a good 
window display has a greater effect 
than the direct sales which it will be 
seen to accomplish from day to day. It

A HARVEST SALE WINDOW.
Window display is advertising of the 

best kind, and should always be classi­
fied as su^h. The window setting 
should never be so elaborate as to be 
confusing, or to detract from the goods 
on display, yet a window that simply 
shows a selfish desire to sell goods does 
not make the best impression. In the 
best trimmed windows the color scheme 
season and general effect are in true 
harmony. There must be changes in 
your decorative scheme, as the public 
soon tire of sameness, and then your 
windows will lose a great deal of theii 
true value.

Just a touch of flowers, fruit, foliage, 
etc., suggestive of the season or sale 
makes the best possible guide for your 
setting. Next, one must take into con-

•>_<
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A FRUIT DISPLAY FROM MOOSE JAW.

influences clerks in the store, encourag­
ing them in habits of neatness and in 
keeping the stock clean and in systema­
tic order to correspond with the win­
dow. The public looks upon the store 
having tasty window displays as one 
in which a complete and well arranged 
stock, polite and well-dressed clerks and 
other attractive features, will be found.

But they do not look for these things 
behind unclean and disorderly win­
dows.

The effects of these things on trade 
is so enormous as to defy reasonable 
estimate. The merchant who wishes to 
prove this will not have far to seek, as» 
examples of such stores abound on every 
hand.—Bent Twigley, in Hardware.

sidération, simplicity and practicabil­
ity.

With very little effort, a trim can be 
placed in a number of graceful positions. 
To still further carry out the harvest 
effect, a row of wheat can be placed 
at the front of the window against the 
glass, and vases or sheaves of wheat 
can be placed artistically throughout 
the trim.

Corn, oats, pumpkins and cornucopias 
of vegetables or fruit can be effectively 
used, instead of wheat, or in conjunc­
tion. This decorative scheme can also 
be used as an interior decoration, es­
pecially along the side walls above the 
shelving. The sheaves of wheat in 
connection with the yellow and tan 
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ribbons make a very pretty color effec
In getting the wheat, be sure to sele. 

well-formed and clear-colored stalk 
as they will add much to the beauty • 
the design. Poor, scraggy-lookii 
sheaves of grain will be anything b 
effective.—Winnipeg Commercial.

A SHOE POLISH WINDOW.
A seasonable window at present is ■,> 

of shoe polishes.
Cover the floor and back with cr. • 

paper. Cover an ordinary soap box wi 
crepe paper and lay in the back of ! 
window at the centre.

Lean a board covered with en e 
paper against this box; on this box p I 
two shoes, one dusty and dirty and t..- 
other polished.

Draw a couple of hands and pi t 
“before” on one and ‘after” on ! c 
other. Tack these on the front of i i,i- 

box.
Run a number of streamers from 

the box to the top of the window.
Stand several boxes of blacking ; ,1 

a blacking brush on top.
Pile several kinds of blacking, wl.ii 

cuing and tan polish around the II i 
of the window with the prices on - 
Grocery World.

A BALLAD OF VEGETABLES
A potato went out on a mash 

And sought an .onion bed;
“That’s pie for me!” observed tlm 

squash,
And all the beets turned red.

“Go ’way!” the onion, weeping, cri"l;
“Your love I cannot be;

The pumpkin be your lawful bride,
You cantaloupywith me.”

But onward still the tuber came,
And lay down at her feet;

“You cauliflower by any name 
And it will smell as wheat;

And I, too, am an early rose,
And you I’ve come to see;
So don’t turnip your lovely nose,

But spinachat with me.”
“I do not carrot all to wed,

So go, sir, if you please!”
The modest onion meekly said,

“And lettuce, pray, have peas!
Go, think that you have never seen 

Myself, or smelled my sigh;
Too long a maiden I have been 

For favors in your rye!”
“Ah, spare a cuss!” the tuber pra\ ;

“My cherryshed bride you’ll be;
You are the only weeping maid 

That’s current now with me!”
And as the wily tuber spoke 

He caught her by surprise,
And, giving her an artichoke,

Devoured her with his eyes.
—Philadelphia Record
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Successful Canadian Retailers
Life Stories of Grocers in Various Parts of the Country who have Fought 

and Won Success.

V .at qualities spell success in the 
-, , ry business t With a view to an- 
sv ■ mg this question, tile life stories of 
s, mI leading Canadian retailers have 
|„ : secured and are given herewith. A 
st ,iy of these will be of interest, as 
v\, as profitable to every aspirant for 
h. is in the grocery business.

FO'LTY YEARS IN THE SAME STORE
l ily years continuously in the gro- 

ei i x business at the same stand is the 
si'ii ••«list unique record of Robert Mc- 
Cnn II, ÜU3-609 Main Street, St. John
NT

Ci.irting out in a small way on May 
1. :i>8, Mr. McConnell by untiring
eimt-ry and close attention to business 
has imilt up his present trade and he 
mu. lias one of the most important gro­
in -lands in the north end of the city.

Naturally in forty years a merchant 
si- many changes in the methods of 
duiii business and in the class of goodr 
oil... I for sale, so a representative of 
Tin- lirocer called on Mr. McConnell to 
heai I'rom him something of his experi- 
enri .

I' ions to starting in the grocery 
'i; -s Mr. McConnell was employed 
in ft limber ponds at St. John, for 
in i .-e days wooden shipbuilding was 
one the big industries in the Mari­
time 1‘mvinces and especially St. John 
ami hat is now being utilized fo 
«h.i -., warehouses, railway tracks and 
stiv. . etc., was 40 years ago a series 
of li her ponds and shipbuilding yards 
Nov big steel ships come up to the 
wli.i s and tie up where the big 
«'in. vessels were formerly con- 
stm i.

’If .-.tore in which Mr. McConnell 
stai i out is now used for meats and 
P1" -us in front and storage pur- 
Pl' iu the rear while a larger store 
adj. mg secured twenty-two years ago 
b.v i si m of increasing business, is 
ulil for general groceries. Both 
boil s are owned by Mr. McConnell 
and is also the owner of several near­
by i ,ierties.

as pretty hard, uphill work for 
*b' i few years,” said Mr. McCon­
nell ' nit I stuck to it and worked night 
aim iv, often starting out at 5 o’clock
'n i morning and working until mid-
nigh.

I i ere was no delivery system those 
days if a man wanted a bushel of po­

tatoes or apples or something of that 
sort he carried them home on his back, 
now we have to keep two or three horses 
and the team out with half a pound of 
tea. In those days we could make a 
fair living profit, now it is so cut up, 
there is practically no money in it.

‘‘Forty years ago if we had a couple 
of cases of canned goods we thought we 
were well fixed, now everything nearly 
is in cans or packages. When I start­
ed in business I had the first plate glass 
windows that were placed in the north 
end.”

Mr. McConnell is probably older in 
the grocery business in St. John than 
any of the other dealers, as he can re­
member when nearly all of them opened 
up. He can look back over a succession

Robert McConnell.

of heavy losses through bad debts, and 
feels that he has been extremely lucky 
to come through as well as he has. He 
would like to see business conducted on 
a cash basis, but cannot see how this 
can come about under present conditions 
and can only profit by past experiences 
to exercise caution in not getting too 
much on his books.

He attributes his success to honesty 
and fair dealing; giving the people 
what they want, careful attention to 
all orders and selling good goods at the 
lowest possible price, keeping a fair 
profit.

He is assisted in his stores by a son, 
Robert, a lady book-keeper, two clerks 
and a teamster, while several other sons 
assist in the Saturday night rushes.

Mr. McConnell is now in his 67th
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year. He has six sons and two daughters 
living. One son, George, is traveler for 
Jones & Schofield wholesale grocers, St. 
John and another, Robert, works with 
his father.

Mr. McConnell is still vigorous and 
will no doubt continue for some years 
yet to supply the wants of his many 
customers in Canada’s winter port.

A MONTREAL GROCER'S SUCCESS.

The subject of this sketch was born 
in Montreal May 10, 1842, and is there­
fore sixty-six years of age. His par­
ents were sturdy Scotch pioneers, who 
settled in Montreal at the beginning of 
the last century. Mr. Robertson has 
always resided in Montreal, with the ex­
ception of a few years, during which 
he lived in Ottawa and Picton and 
about a year, which he spent in and 
around the city of Memphis during the 
stirring times of the American civil war 
Mr. Robertson engaged in the grocery 
business at a very early age, and has re­
mained in it ever since. His first experi­
ence was gained in the store of a Mr. 
McCready, who kept a grocery on St. 
Antoine Street, and for his services there 
he received the sum of two dollars per 
month, board and lodging, and it was 
here that he laid the foundation of that 
knowledge which has contributed to­
wards his splendid success as a grocer 
Subsequently be engaged in business for 
himself, having a store on Phillips 
Square, ocupying a central position on 
the ground now covered by the Birks 
Building.

The transaction by which the Birks 
firm acquired this property to complete 
their extension took place nine years 
ago and then Mr. Robertson moved his 
business to its present location on St. 
Catherine St. west. Mr. Robertson was 
married in 1864 and by this union has 
two sons, both of whom are associated 
with him in business. He is a member 
of the Presbyterian Church and of St. 
Andrew’s Society.

Consistently adhering to the tradi­
tions of his race in his pleasures, as 
his creed, Mr. Robertson is a member 
of the Caledonia Curling Club, a sport 
which he has participated in for a great 
number of years, in fact, all his life, and 
he has many times curled for the Gover­
nor-General’s prize.

Mr. Robertson is no exception to the 
general rule of successful men as re­
gards his personality. That magnetism 
which seems highly necessary to suc­
cess in those who are forced to meet 
the public and conform to their ever- 
varying and vacillating moods is not 
an absent quality in this man with 
a face and a bearing which corresponds 
exactly to what our minds might con-



jure up on the mention of the adjective 
venerable. He possesses, as an efficient 
adjunct, a perfect modesty in all mat­
ters except his health, which seems to 
be a vulnerable point in the character 
of their reminiscences with most men 
of comparatively advanced ages. That 
oft-repeated little boast, “I could make 
many a young man hustle even at my 
age,” is an excusable little conceit be­
cause we know in the large majority of 
cases the ability to make this boast is 
the fruit of a life of right living and 
observation of the laws of common 
sense.

When questioned about the elements 
of his success there was no flowery 
dessertation on original or striking 
methods, but a simple adherence to the 
good old rules of perseverance and 
dogged determination to make the most 
of what he had at hand and perhaps 
the best example of this would be the

JOHN ROBERTSON.

attractive window displays which have 
always caused a lingering in the pass­
ing mob in front of his store. He is 
steadfast in his faith in this means of 
advertising, and then, what is better 
than all, his store of things to eat al­
ways looks delectable, because that 
quality next to godliness pervades 
everything.

A philosopher has said if a man wants 
success there are two ways of obtaining 
it. One is, “To do the ordinary extra­
ordinarily well” and the other is “To 
do the extraordinary” and there seems' 
to be not many better examples of those 
who have won success by the former 
means than Mr. Robertson.

Once in a reminiscent mood he told 
of the stirring times in the Southern 
States during the Civil War, of his 
experiences in Memphis, Tenn., and the

difficulties which beset their movements 
and the obstacles to be overcome when 
they wished to leave Memphis, which 
in times of war, was a dangerous un­
dertaking. However, finally he and 
Ins comrade succeeded in passing beyond 
the war zone. With these experiences 
there passed from him the promptings 
of the wander lust and he returned to 
his native land and resumed his labors 
as a grocer, which has been his own 
particular sphere of activity ever since. 
It seemed almost superfluous to ask how 
he occupied his moments of relaxation 
from business, knowing his religion to 
be Presbyterian, his nationality Scotch 
and his vocation business.

The query elicited a delightful resume 
of the various contests for the Governor- 
General’s trophy and many other 
keenly-contested encounters in the curl­
ing world. Mr. Robertson has been an 
ardent admirer of this good old Scotcli 
sport since his young days anil for many 
years has been a member of the Cale­
donia Club. In view of his life-long 
residence in Montreal with a few short 
absences he has watched the develop 
ment of this city from an inconspicuou 
position among the great cities of the 
world to the metropolis of a country 
which has already taken its place among 
the great nations of the world and here 
it may be said that this progress has 
been due in a large measure to men 
who have possessed those sturdy qual­
ities which ultimately win and which 
insure steadiness of advancement to a 
young nation.

A SASKATCHEWAN PIONEER.
Saskatchewan’s history is a short 

one, it being only a comparatively few 
years since the first settlement was 
made in that part of the west, but i« s 
development has been rapid and already 
it is of interest to discover the pioneer 
merchants of that province. J. B. Pres­
ton, of Carnduff, whose photograph ap­
pears herewith, claims the distinction 
of being the pioneer merchant of South­
ern Saskatchewan and it is a di-tine- 
tion of which he has every right to be 
proud. The proprietor now of one of the 
best stores in the west, he can rega) d 
with complacency the early stinggks 
against the disadvantages that belong 
to a new and thinly-settled country. He 
can feel that he is rightfully entitled to 
the rewards that come to the enter­
prising merchant who grows up with a 
new town in a new country.

We have in our possession, which un­
fortunately will not permit of photo­
graphic reproduction, the first invoice 
of goods shipped to Southern Saskat­
chewan, and the original is highly prized 
by Mr. Preston. He was one of the early 
settlers in the west, having been in the 
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milling business in Pilot Mound, Man , 
as early as 1879. Having lost his plant 
by fire and having had the misfortui 
to lose an arm in a sawmill accident, 
he gave up the milling business in 188 - 
and moving farther west, settled nc;u 
the site of the town of Carnduff, wltii it 
has since come into existence.

While here, he conceived the idea .,i 
starting a small store, and the first it, 
voice of goods, amounting in all i., 
$105.30, was bought July 18, 188-1 from 
Baird Bros., who conducted a “whole 
sale and retail” business in Pilot 
Mound. With this stock was started tin- 
first store in Southern Saskatchewan, 
and it was carted by ox team several 
hundred miles over almost trackl. . 
prairie.

From this small beginning Mr. Pn-,- 
ton has built up a prosperous busim -s, 
which has grown and developed as the

J. B. PRESTON.

Southern Saskatchewan district has 
grown. He has reaped the reward which 
is the just due of the pioneer.

Always a public spirited citizen, Mr. 
Preston has held many position.-- of 
honor and trust in his community Un 
Sept. 13, 1905, he was elected the lirst 
mayor of the newly-incorporated town 
of Carnduff and at each succeeding - lec­
tion he has been returned by acclima­
tion.

“She seemed to be very parlicular 
about those goods she bought,” remark­
ed the merchant.

“Yes,” replied the salesman, “she 
said she wanted to be sure they were 
the real thing; she didn’t waul any 
cheap imitation.”

“But they were a cheap imitation."
“Oh, no; I raised the price.’’— 

Philadelphia Press.
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Men Who Sell Things
From a Book Written by Walter D. Moody, Chicago, Serial Rights for Canada purchased by the MacLean Publishing Co.

CHAPTER H.

lie who sleeps beneath the fruit 
lire must be contented with wind­
falls. The one who climbs the lad­
der plucks the choicest fruit.

* . *
Pure grit constitutes one of the most 

essential elements of successful sales­
manship. It is the best there is in a 
man; it is that line quality that whis- 
pei's in our ear in moments of discour­
agement, “Never lie down.” When ex­
hausted and sinking in the mire of Des­
pond, it calls cheerily from the banks 
of Hope along the shore : “Don’t give 
up ! I'll pull you out.”

11 does not fall to the lot of the 
a usage man to have more hard knocks 
than he can stand. If he has Pure Grit 
and a sound heart, there is always open 
lo him an avenue of escape, by which 
he tan avoid the knock-out blow that 
would put him down and out for good.
I i lie does lie down, there is a lack of 
manliness in him.

Pure Grit Required.
The journey over the flinty pathway 

of the business life is not unlike a ride 
on a lumber wagon over a roadway 
strewn with boulders in a mountainous 
country. There is a constant jolting and 
danger of being thrown from the seat; 
axles creak and groan as you rattle 
on over bogs and rocks; now and then a 
precipitous plunge into one of Nature’s 
dit'In s causes a shiver to run through 
>0111 stanch vehicle from stem to stern, 
Ian all goes well until a sharp turn in 
the road brings you face to face with a 
lan e boulder square in your path. Be­
fore you can rein up and put on brakes, 
snap goes the axle. You climb out to 
examine the break, and with an excla­
mation of dismay you wonder what you 
an going to do next; then, looking 
about in your perplexity, your see a 
hhoksmith coming toward you in the 
fora, of a good genie, Pure Grit. You 
huh.I to notice him, his little shop 
h. mg been hidden from view by the 
tuui in the road. The damage repaired, 
"itii a smile of encouragement the good 
gem,, sends you on your way rejoicing, 
earn inning you to drive more carefully. 
Everything goes all right for a time, 
hiu the journey grows tiresome and you 
relapse into carelessness, with a light

grip on the rein; or, seeing a smooth 
strip ahead of you, you whip up at a 
reckless pace, unmindful of the deep 
gully just beyond, until suddenly snap 
goes something else. This time the 
break is in all likelihood more serious. 
In despair, the realization is forced 
upon you that you are a long way from 
home, darkness is coming on, there is 
no shelter, nor any provisions for either 
man or beast. With many a misgiving 
you set about making repairs alone; it 
is hard work, and the experience is new 
and rough. You scarcely know how or 
where to begin; the task seems a hope­
less one. Just as the last hope is giv­

THE EASIER PATH.
The traveler's path is general­

ly easier to tread if his prospect 
already knows something about 
him or the Arm he represents. It 
makes the retailer familiar with 
the traveler’s house—when that 
house is an advertiser.

A wholesale house or manufac­
turing establishment which ad­
vertises well in the trade paper 
devoted to its branch of business 
activity, siands higher in the 
estimation of the retailer than 
the house which does not.

Stands to reason, doesn’t itf

ing way, you look up and perceive 
standing before you in the doorway of 
his little shop the good genie, 1'ure 
Grit. lie is beckoning you to come in; 
you wonder why you had not noticed 
him before. Once more he comes to the 
rescue and repairs the break, caution­
ing you the meanwhile to drive more 
carefully. You mount the seat more con­
fident than ever that the road can hold 
no more terrors, but the good genie 
knows the road better than you do, and, 
not trusting you to drive alone this 
time, he climbs up on the seat by your 
side and rides along until he is con­
vinced that you are determined to keep 
a sharp outlook to the end of the jour­
ney.

* * *

Robert Collyer, in a famous lecture 
touching this subject, said :

“Clear grit is the power to say 
’No’ to what seem to be a multi­
tude of angels, when they would 
counsel you away from a downright 
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loyalty to your instant duty. . . 
Simply determine once for all that 
any torment for being a true man 
is to be preferred to any bliss for 
failing.”
Mr. Collyer lived in Chicago when the 

population numbered about one hundred 
thousand. During his twenty years' re­
sidence there he became quite inti­
mate with the life of that great city, 
and in the early times knew every man 
who had come to the front and was 
wielding a real power of any sort for 
good. He says :

“I do not remember one among 
them who did not begin his life as 
a poor man’s son. They all came 
up, so far as I could trace them, 
without any good time at all, ex­
cepting as boys ought to have a 
good time in growing strong as a 
steel bar on plenty of wholesome 
work and what we should call hard 
fare; fighting their way to an edu­
cation through a great ileal of ef­
fort, and then, when they are 
ready, coming out west from the 
east with that half-dollar in their 
pocket, and that little lot of things 
done up in a valise that you will 
notice every young fellow is said to 
start with who ends up by making 
his mark or making a fortune.”

* . *
Perhaps the first characteristic, of 

Pure Grit lies in the power to do a 
good honest day’s work, and this power 
to do a good honest day’s work lies at 
the root of every true life.

And yet it is just what a great num­
ber of salesmen try not to do, as if 
they felt that the best thing is to get 
the most money possible for the least 
work possible, and very often for the 
poorest work possible too, and that the 
best success they can attain in this 
world is that which comes through 
what we call good luck. It seems as if 
young men began their life in this, the 
twentieth century, dazzled by “get-rich- 
quick” opportunities that seem open be­
fore them on every hand. A few, a very 
few, seem to strike it “lucky,” but the 
great majority who coquette with the 
chances to get along easily, which seem 
as plentiful as flies in summer time,, 
generally And themselves at last either 
in the penitentiary or the poorhouse. 

They will try this and then that, and



generally fail at everything they do try, 
if this is all they want to do; then they 
wait for something to turn up, instead 
of turning something up for themselves. 
The man who sat down on a log wait­
ing to get warm enough to chop down 
a tree, froze to death.

Commercial achievement does not 
come to the drone, neither is it a pro­
duct of luck or chance.

“The career of every successful busi­
ness man is a ladder of effort and re­
sults, and the strength of the effort is 
the measure of the result."

Luck and chance do not enter the 
struggle at any stage.

Your present position may not be 
congenial; but all that can be changed, 
if you but set your goal post far out 
in the field of endeavor and strive with 
all your might to reach it.

The stock-boy that sets his mind on a 
general salesmanship position is bound 
to have his desire gratified. The general 
salesman that sets his mind on heading 
the list in the sales of his house will as 
surely realize his ambition as the morn­
ing’s sun follows the deep shadows of 
night.

"Where there is a will there is a 
way," and that way is not the way of 
the thoughtless, the ignorant and the 
indolent, but is the way of the striv­
ing, the intelligent, and the ambitious.

How well I remember my first em­
ployer I He was the hardest taskmaster 
in the world, I thought, when I got my 
start in life; but now I know he was 
one of the best. 1 would prefer to write 
about your experiences, but not knowing 
them, I hope you will be interested in 
mine.

No experience of my lifetime has been 
so thoroughly and indelibly stamped 
upon my memory as was my first three 
years in the wholesale dry goods house 
of S. L. & Co., of Detroit, my boyhood 
home town. I began at three dollars 
per week, with a raise of one dollar in 
the second year, and two the third. I 
had the linen and white goods stock. 
The work was heavy and the hours were 
long. We had it drilled into us in those 
days that orderliness was—if not next 
to godliness—next to the next step in 
promotion. We were taught that a good 
stockkeeper was a logical candidate for 
a house salesmanship, after which, the 
road.

Idleness a Crime.
There was no standing around in 

cliques discussing the latest sporting 
edition, no prevailing idea, as now, 
that working when there was nothing 
to do was a mere pretence for work. 
Idleness amounted almost to a crime 
then; it does now, but plenty of young 
men do not realize this truth.

The covers removed from the piles of 
goods, the dusting finished, which took
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about an hour, for it had to be done 
thoroughly, bringing down the reserve 
stock was next in order. The tables re­
arranged, we set about repairing broken 
covers of boxes, or we re-wrapped goods 
which had been in stock a long time. 
Everything had to be spotless and in 
apple-pie order; so when this result was 
attained, we started in to dust all over 
again, even polishing the edges of tables 
and counters with a cloth. There was 
keen rivalry among the boys to see 
whose stock could be made to look the 
best. By the middle of the forenoon 
work began to get pretty scarce, but 
there was no getting away from it, for 
if one of us began to take an idle stroll 
in the next boy’s stock, the floor man­
ager would appear around the corner of 
an aisle to make his usual morning in­
spection. It used to bother us a great 
deal to know how he figured out to spot 
us right to a dot, which he did with 
unerring accuracy.

Having satisfied himself that there 
was really nothing more of importance 
to do, he would order an entire table 
of goods to be torn down and rearrang­
ed. We hated him for it, but it wras 
good exercise and kept us out of mis­
chief, the twin brother of idleness, be­
sides teaching us the lesson of “ever­
lastingly keeping at it,” which was 
then, as it is now, one of the cardinal 
principles of success. But there is a vast 
difference now as to the modus oper- 
andi.

Not Afraid of Dirty Work.
There were no janitors or scrub­

women in those days. Twice a week 
each stock-boy was obliged to sprinkle 
and sweep the floor in his stock, and 
even wash the windows and clean the 
woodwork. We rather balked at this; it 
hurt our pride a little, but beyond that 
no harm was done.

Things have changed; whether for bet­
ter or worse must be argued elsewhere. 
One thing is certain, the bright, indus­
trious stock-boys of a decade or two 
ago are the successful merchants and 
salesmen of to-day. History repeats it­
self, and no doubt the future will take 
care of itself; but a grave danger con­
fronts the merchant in the too rapid 
promotion of the boys in stock, the 
tendency being to “nip the flower in the 
bud." There is plenty of good raw ma­
terial, but too rapid growth and not 
enough care in selection. The demand 
for high-grade men is ever on the in­
crease; it behooves the boys in the 
ranks to keep their feet on the ground 
—which is the humble position the rest 
of us occupy—to have something to set 
them down on when they become tired.

My first desire to sell goods amount­
ed to almost a longing. It attacked me 
early. I had been wrestling with dry 
goods boxes and feather dusters for
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about a year and a half, when all of a 
sudden the seed burst forth, unfolding 
the petals of a new life, the freedom 
and brilliancy of which fairly dazzled 
me, young as I was.

One day a handsome, finely attired 
chap, with a flow of English that sound­
ed to me like a lesson in rhetoric, ap­
peared in the store. He hailed from New 
York with a line of linens. When he en­
countered the buyer in my department 
there commenced at once a contest of 
wits that to this day I have never 
heard equalled.

Selling Germ Got Him.

Sheltered by a pile of friendly damask 
I eagerly listened to all that was said, 
making mental blueprints of the whole 
dialogue, even jotting down some of the 
good points. In the selling talk of that 
dapper salesman lurked the germs of a 
new life for me. I became inoculated 
with a burning desire to do something 
and be something; the determination to 
become a salesman seized me on the 
spot; my future was sealed; I knew it, 
felt it, breathed it, and was content to 
bask in the rays of its stimulating in­
fluence.

I was at the foot of the mountain, 
and the way up looked steep and strewn 
with boulders, but the strength of my 
determination made the pathway seem 
easy and gave me a glimpse of the 
glorious outlook at the top.

At last an opportunity came to make 
my first step. It was just a little one, 
so small that some would have passed 
it by, not realizing that it really was 
an opportunity, it happened that one of 
the house salesmen who looked after the 
German trade had a small customer 
from a side street in the house buying 
white goods. Having been called away 
to meet a more important buyer, he 
turned his little customer over to me 
with the joking side remark, “Sell him 
a good bill, my boy. He’s good for 
it," and was gone. I was frightened 
half out of my wits at being left alone 
for the first time with a real customer. 
I had handled many in fancy since the 
great event of the New York salesman's 
visit. I stood for a moment helpless and 
undecided, but was promptly brought 
to by Hans, who, having noticed my 
backwardness, said with some spirit, 
“Vill you do me sometings T" The 
spark ignited the powder, and the way 
I lighted into that poor little side 
street merchant was worthy of better 
results than the amount of his bill af­
terwards showed. I had my notebook to 
prompt me with my New York friend’s 
ideas, and many a furtive glance I stole 
at it when Hans was not looking. He 
must have thought I was suffering with 
St. Vitus’ dance, for the contortions of 
salesmanship I went through in a vain
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effort to make him take two pieces of 
bird’s-eye linen in place of one would; 
with a little more polish and experience, 
have landed a contract for a suspension 
bridge.

does on the Road.

Two years of waiting, and my dream 
became a reality when I secured a posi­
tion on the road with a neighboring 
wholesale millinery house, and my cup 
of happiness was filled to overflowing 
at the thought of becoming a real sales­
man and closing the old life forever.

I was fortunate in securing a little 
business in my first town, and when I 
had finished writing and mailing the 
order to the house that night, I went 
up to my room and literally threw up 
my hat in giving vent to my feelings. 
1 regarded my subsequent sales for 
weeks as corner stones in the super­
structure of my building toward suc­
cess, and the final results of each month 
whether large or small, as filling-in 
stones to its completion.

My salary contract for one year was 
at six hundred dollars. The salesman 
ahead of me was getting one thousand, 
and I said to myself I must have that 
much next year. It seemed a fortune, 
and the thought was ever with me that 
if I could earn one thousand dollars per 
year I would have reached the end of 
the rainbow. Having secured that, I 
wanted fifteen hundred, then eighteen 
hundred. Finally arriving at two thou­
sand five hundred, I paused and looked 
back over the six preceding years in an 
effort to measure the future by the past. 
The thought occurred to me that but 
<uie-third of my life had been spent in 
climbing, figuring it from the usual es­
timate of "threescore years and ten," 
and why stop there Î The mountain was 
high, and the distance to the top yet 
a long way up.

As a Man Thinketh.
That was years ago, and I expect to 

keep on climbing until I die. But I have 
not engaged to write a history of my 
life. In passing, I wish merely to em­
phasize the words of James Allen in his 
most excellent little book, "As a Man 
Thinketh

"Into your hands will be placed 
the exact results of your efforts. 
You will receive that which you 
earn—no more, no less. Whatever 
your present circumstances might 
be, you will fall, remain, or rise 
with your efforts, your visions, your 
aim.

“To desire is to obtain; to aspire 
is to achieve. The thoughtless, the 
ignorant, and the indolent, seeing 
only the apparent effect of things, 
and not the things themselves, talk 
of luck, of fortune, and of chance. 
Seeing a man grow rich, they say,

‘How lucky he is I' Observing an­
other becoming intelligent, they ex­
claim, ‘How highly fortunate he 
is I*

"They do not see the trials, the 
failures, the struggles which these 
have encountered; have no know­
ledge of the sacrifices they have 
made, of the undaunted efforts they 
have put forth that they may over­
come the apparently insurmount­
able, and realize the goal of their 
ambition. They do not know the 
darkness and the heartaches; only 
see the light and joy, and call it 
‘luck;’ do not see the long and ardu­
ous journey, but only the pleasant 
goal, and call it ‘good fortune;’ do 
not understand the process, but only 
perceive the result, and call it 
‘chance.’ "

Cannot Serve Two Masters.
Successful salesmanship is the pro­

duct of intelligent, earnest effort. There 
is no serving two masters, Indolence 
and Industry. It is climb, climb, climb, 
all the way, exercising watchful care; 
but the summit of the mountain is your 
reward. The pleasure is not all in win­
ning, by any means; the real exhilar­
ating fun, or two-thirds of it, is in 
the climbing.

Self-deception is responsible for more 
than three-fourths of the so-called "un­
explained failures" in salesmanship. 
Many salesmen in the race for success 
explain their shortcomings as they do 
in a game of tenpins. If they fail to win 
something is wrong with the alley, or 
the pins are not spotted, or their arm 
is out of whack. The trouble is never 
with themselves.

You cannot afford to fool yourself. 
Your success depends absolutely upon 
the amount of skill and energy you 
throw into your work.

If you are always on the anxious seat 
about your position, the fault is with 
yourself, not with your house, your ter­
ritory, or your line. Just as the poor 
workman always finds fault with his 
tools, so does the poor salesman com­
plain of his surroundings.

Your light will not be hid under a 
bushel, your capabilities will be recog­
nized. The good salesman will succeed 
with a weak line and a poor territory, 
and then hunt around for something 
better with which to fit the growth of 
his expanding powers; but the poor 
salesman is a poor salesman still. The 
best line in the universe cannot supply 
the missing link in his negative make­
up.

Don’t imagine you are kept down by 
lack of your employer's appreciation. If 
you do, you fool yourself, and will re­
main a dwarf forever.

Of all the disgruntled failures, those 
who deserve the least sympathy are the 
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ones who gather in foolish little cliques, 
praise each other, deceive each other, 
and fool themselves. It is a great thing 
to know yourself and acknowledge your 
mistakes.

Have Fai*h in Yourself.
Have faith in your own ability to 

win. Cut loose from the weakness that 
prompts you to say :

"I am not appreciated;" “I have had 
bad luck all my life;” “Others have had 
a better chance;” “I wish I could have 
the good fortune of Jones or Smith or 
Brown."

Remember that there may be undis­
covered diamonds in your own back 
yard.

Determine that in your case you will 
not recognize failure, and that ‘‘ex­
planation is damnation.”

Success lies in your ability to dis­
cover and apply your own powers. Ex­
cuses and the admission of failure are 
the thieves that rob you of your 
strength, causing you to play against 
yourself and fool yourself in the bar­
gain.

A salesman is what his spirit and his 
determination are. Nothing hurts except 
that which weakens our minds by weak­
ening our courage.

The salesman should say, “I will 
stand what comes, I won't give in. No 
matter what the discouragements, I 
am going to climb this mountain Suc­
cess, from the bottom up, just as well 
as I know how. No matter what hair- 
pens, 1 am going to reach the top, if 
possible, with just as much Pure Grit 
as I had when 1 began the journey."

Don’t Get Discouraged.
The “Chicago Examiner," in an edi­

torial on courage, related the following 
story :

“In this street of Life, walking in 
the darkness of the shadow, hungry 
old Satan was out hunting with his 
dogs, the little imps of human weak­
ness.

"A man came walking through 
Life's street.

"Satan said to the little devil, 
with a bitter face, ‘Go, get him for 
me.*

“Quickly the imp crossed the 
street, silently and lightly hopped 
to the man’s shoulder. Close in his 
ear he whispered :

“ ‘You are discouraged.’
“ ‘No,’ said the man, ‘I am not 

discouraged.’
” 'You are discouraged.’
"The man replied this time, T do 

not think I am.'
“Louder and more decidedly the 

little imp said again : 'I tell you 
you are discouraged.*

"The man dropped his head and 
replied ; 'Well, I suppose I am.’
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“The imp hopped back to Satan 
and said proudly : T have got him, 
he is discouraged.'

Another man passed. Again old 
Satan said, ‘Get him for me.'

“The proud little demon of dis­
couragement repeated his tactics.

“The first time that he said, ‘You 
are discouraged,' the man replied 
emphatically, ‘No.’

“The second time the man replied,
‘I tell you I am not discouraged.'

"The third time he said: ‘1 am 
not discouraged. You lie.’

"The man walked down the street, 
his head up, going toward the light.

“The imp of discouragement re­
turned to his master crestfallen.

“ T couldn't get him. Three times 
I told him he was discouraged. The 
third time he called me a liar, and 
that discouraged me.’ "

Reverses Become Benefit.

Make up your mind, Mr. Salesman, 
that the little demon whispering dis­
couragement in your ear shall always 
get from you the answer, "You lie."

Temporary reverses are good for the 
spirit, strengthening to the mind; not 
calamities, but real benefits, if we re­
ceive them in the proper spirit.

A certain business man told the fol­
lowing story of a clerk in his estab­
lishment. The clerk was asked why he 
remained in a poorly paid position, 
when, by working a little harder and 
taking a little more interest in the 
business, he might get into a place that 
would lead to a salary three or four 
times as large as he was receiving.

“Oh,” he said, “there’s no chance for 
a fellow to make a bit here; all the 
good positions are taken, and whenever 
there’s a prospective vacancy there are 
three or four fellows waiting to step 
into it. No; it’s a poor chance a fellow 
has here, so what’s the use of killing 
yourself ? I’m not such a fool; I’m just 
hanging on here until I get something 
better. I’ve got my lines out in two or 
three places, places where there are 
plenty of good chances for a fellow to 
start in and dig his way up. Just as 
soon as I get answers to my applica­
tions you’ll see me get out of here so 
quicklv that it’ll make your head swim 
to watch me. When I get into a good 
job in one of these other places is when 
I’ll begin to work. What’s the use of 
killing yourself here f There’s no chance 
for you.”

Put Heart Into Your Work.
What a delusion ! Poor dunce, play­

ing against yourself and fooling your­
self ! Employers are not looking for 
professional floaters, and if you cannot 
succeed where you are, you will never 
succeed anywhere. The place you are in

right now is just the place for you, if 
you mean business. If you don’t, you 
will not be wanted long anywhere. From 
this very class of young men is recruited 
the vast army of ne’er-do-wells. You must 
first prove to your own satisfaction 
and that of your employer that you are 
a success at what you are doing, before 
you can hope for something better.

The salesmen who are traveling on 
limited trains, making large cities, 
living in first-class hotels, and drawing 
monthly pay-cheques beginning with the 
figure 3 and up and ending with two 
ciphers, started where you are and 
stuck to it.

Where are you on the mountain, 
reader ? If you have climbed for all 
you are worth and feel tired and a 
trifle discouraged, look up; safety is 
there. Remember when on an eminence 
there is danger in looking down. If the 
way is more rugged than you thought,

do not give up. You may still have re­
serve strength that you know not of. 
No man can tell what he can do until 
he tries. And it is a moral certainty 
that “the reason why most men do not 
accomplish more is because they do 
not attempt more."

Cast off the dead weight that is drag­
ging you down; throw overboard every 
pound of unnecessary ballast; let your­
self soar in the thought that you pos­
sess powers that are yet undiscovered. 
Make a draft on your reserve force. 
Exercise new faith in yourself and 
your surroundings. You cannot navigate 
far without faith, and some of the best 
of salesmen have gone down for lack of 
it. Cut away from the influences and 
the company that can do you no good.
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Seek only the approval of those above 
you in authority, and you will surely 
win success.

(To be Continued).

TO REMOVE SCRATCHES FROM 
GLASS.

It may be interesting to our readers 
to know how to remove scratches from 
show cases, and the following is sug­
gested as a practical method.

“Dissolve one ounce of white wax in 
a pint of pure turpentine. To dissolve 
the wax place the vessel containing the 
turpentine over a burner and warm, and 
apply with a soft cloth. This will in 
every case greatly improve the sur­
face.”

For cleaning glass, a good method is 
as follows:

“Mix one ounce of whiting, one ounce 
of alcohol and one ounce of water of 
ammonia in a pint of water. Apply

with a soft cloth, allow to dry and then 
wipe off.”

Numbers of glass cases are ruined 
yearly from lack of proper attention. 
Small cracks appear, caused by heat or 
contact with hard, heavy bodies, and it 
these cracks are not at once attended to 
they soon spread. An excellent method 
to prevent a crack from spreading is to 
draw a short scratch at right angles 
with a diamond or a glass cutter. This 
will prevent a crack from spreading in 
every ease. Cases should be set per­
fectly level which, if this is not done, 
are certain to warp. If these methods 
on the care of show cases are followed 
out they will likely repay owners for 
the care taken by retaining a better ap­
pearance for some time.—Supply World.

CANADIAN STORES—THE CHRISTMAS INTERIOR OF JOHN McCOR- 
VIE & SONS, CHATHAM.
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Grocery News From Coast to Coast

BRANTFORD.
May 18.—'The co-operative movement, 

familiar in Britain, is gradually 
lliaking headway in Canada and at last 
has asserted itself strongly in Brant- 
1, ,rd in an enterprise that for scope and 
energy is of particular interest to the 
grocery trade and to merchants gener­
ally. While the movement is not new 
,ii Canada it may yet be said to be “in 
the making,” for nowhere in this coun- 
11 y has it attained the extent that has 
a tended its spread in the old land. The 
growth here, nevertheless, is steady, in 
liroof of which a few facts concerning 
the new “Brantford Co-operative Asso­
ciation, Limited,” may be somewhat 
1 iniely.

The association is operating under a 
provincial charter which empowers it 
to carry on business in various lines in 
this city, for which purpose a co-opera­
tive company has been organized, Oeo. 
Keen being president, J. P. Van lame, 
secretary-treasurer, and T. M. Cham­
bers, manager. The prime features of 
the organization are : Members must 
hold at least one share of $5; not more 
Ilian 5 per cent, interest is allowed on 
, apital; profits are distributed by way 
of dividends on each member’s pur- 
, hases and half dividends to non-mem- 
1,ns; all members are equal, one man, 
,,ne vote, and a strictly cash basis of 
business is maintained.

The operations in Brantford thus far 
.m: confined to a grocery business which 
has been opened by the association in 

i ll equipped and fully stocked premises 
,n Dalhousie Street. The movement for 

i In- organization was launched about 
ix months ago and the store has been 

open for about a month. About 130 
members are stock holders. It is ix- 
pected that this number will be largely 
increased.

The basis of the venture is cash sales 
and the distribution of profits to the 
members in the shape of dividends on 
purchases. Local prices prevail, tharo 
being no attempt to slaughter t*-e mar­
ket . Not only do the members patron­
ize the firm, but practically all classes, 
according to the statement of the man­
ager. Little opposition, it is claimed, 
has been encountered. The trade is 
brisk, the company conducts its own

‘Comribuiiooe ere inviiad from mercheois, grocery 
iruvclen or clerk* le pieces where there Is eol e regu 
1er correepondeoi el this peper.

purchasing and does its own delivery, 
and prospects are bright for the future.

A novel feature in connection with 
the business is the publication each 
month of a neat pamphlet, “The Brant­
ford Co-operative News," which gives 
valuable information about the move­
ment, together with items of interest 
to the members of the association. This 
is an aid to business.

The association is now contemplating 
an extension of its operations and is 
asking for offers from merchants ami 
others “for the supply direct to its 
members of articles of domestic or per­
sonal necessity or utility other than 
groceries and provisions.” The terms 
offered are “That in consideration of a 
percentage to be agreed upon ami paid 
to the association it will make arrange­
ments with one firm only in each line, 
thus justifying the expectation of a

The Brantford correspondent 
writes of the new co-operative gro­
cery recently established in that 
city.

Vancouver grocers have decided 
to curtail the period of credit.

Chatham may have a central 
automobile delivery system.

A (iuelph grocer has purchased 
a book of baseball tickets for his 
clerks.

large volume of trade warranting the 
concessions granted as the membership 
of the association is rapidly increasing 
and will assume large dimensions.”

If this policy is successfully carried 
out the effect will be important on 
many lines of trade. Discussing their 
lilans in this regard, the local direct­
ors say : “It is no part of our policy 
to antagonize private traders. All we 
claim is the right merchants have al­
ways exercised by buying in the r.hea|i- 
est market ami, having paid for the 
goods, disposing of them in any way we 
please. If the trade rivalry introduced 
by co-operators permanently improves 
the merchant’s service to the public, no 
one will be better pleased than the av­
erage co-operator, lie is not in the 
business for profit-making purposes. The 
merchant has the advantage in every 
way and whatever competition exists 
will, on the part of the co-operators, be
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straightforward and aboveboard. Uo- 
operators have no interest in misrepre­
senting the value of goods sold or in 
otherwise deceiving a customer. Co­
operation will be to the merchant pre­
ferable to an unscrupulous private coni 
petitor. The economy in distrihul ion ef­
fected by co-operation improves the pur­
chasing value of a man's wages to the 
extent of the dividends he receives on 
his purchases. Co-operation will attract 
to the city the best class of workmen 
because the wages paid will purchase 
more here than elsewhere. The saving 
represented bv the dividend will, when 
the movement becomes general through­
out Canada, mean to that extent a 
greater demand for the manufacturers' 
goods and the farmers’ produce, thus 
ensuring larger profits to both and more 
work for the artisan and laborer.”

* • *

The grocers of the city have not yet 
decided what will be done this summer 
in the matter of the usual half holi­
days. In the past it has been customary 
to bbserve Wednesday afternoons dur­
ing July and August. Some of the 
clerks this summer wanted June. This 
is considered too much by employers, 
but the July and August privileges will 
likely be granted.

Brantford has also experienced an ad­
vance in the price of meats for reasons 
similar to those reported in other cen­
tres. There is somewhat of a scarcity 
of meat here and that has the most to 
do with the prevailing prices. With the 
advent of warm weather thedemaml will 
be red need and the stringency relieved 
as a result.

• . *
The demand for fresh fruits and vege- 

taides here is very brisk. Strawberries 
and pineapples find a ready sale, while 
the early vegetables are also much 
sought. The prices are moderate for the 
season of the year.

* . •
The price of milk has been reduced by 

the retail milk men of the city from 7 
to 6 cents per quart. The action is con­
sequent upon a reduction to the retail 
ers on the part of the supply men.

* . •

The formal opening of the new radial 
line between Brantford and" Hamilton, 
known as the Brantford and Hamilton
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Railway, takes place on Saturday, May 
23. Fium the standpoint of the grocery 
and provision men, as well as of mer­
chants generally, the inauguration of 
this road is of the greatest importance, 
for it will bring more trade within 
their reach and will also put them in 
more direct competition with Hamilton 
dealers. The effect of the road on the 
local market, by reason of the greater 
number who will likely bring produce 
here by radial, will also be consider­
able, although as yet it is too early to 
judge accurately along these lines. The 
run between the two cities, a distance 
of 25 miles, will be made in 45 or 50 
minutes and the return fare will be a 
dollar.

* . *
The Brantford Horticultural Society 

has distributed two thousand packages 
of seed among the school children of 
the city. This seed is taken by the chil­
dren and planted by them in their own 
plots, thus assisting in the beautifica­
tion of the home surroundings. In the 
fall the society will hold an exhibition, 
when the flowers which the children 
have grown from the seed will be placed 
oil view and prizes will be awarded for 
the best specimens. The scheme has re­
sulted in a great deal of interest among 
the children.

CHATHAM.
May 18.—Retailers last week took a de­

cided step toward following up their re­
cent action with reference to double 
cartage charges. The matter was a lead­
ing theme of discussion at the regular 
meeting of the Retail Merchants’ Asso­
ciation.

D. G. O’Keeffe, a local grocer, urged 
that Chatham seek the co-operation of 
the general board and that the matter 
be brought before that body at their 
forthcoming meeting. After some dis­
cussion, on his suggestion, the follow­
ing resolution was unanimously passed.

“That the secretary be and is hereby- 
instructed to formally bring the question 
of cartage charges before the provincial 
association and ask them for assistance 
and co-operation in abolishing the pre­
sent system of paying cartage charges 
at both ends.”

it should be steadily borne in mind 
that the opposition of the local retail­
ers is solely to the cartage charges at 
the shippers’ end of the line.

* . *

The proposed central delivery system 
has taken on a new phase. Though no­
thing further of a definite nature has 
been done toward investigating the 
various Michigan systems, a local man 
is making a proposition to a number of 
grocers. The gentleman in question, who 
was formerly associated with the local

automobile factory, proposes to estab­
lish an automobile delivery. He intends 
to start with two or three autos, and 
will seek the co-operation and patron­
age of local retailers in working out a 
definite scheme. The proposition is, 
from all accounts, a little hazy as yet. 
There is at present only one auto de­
livery in Chatham, that established a 
year or more ago by II. W. Ball & Co., 
dry goods merchants. Mr. Ball states 
that it has been very successful.

• ••
The new railway bills of lading came 

up for discussion at a meeting of the 
railway committee of the Board of 
Trade last week. It was decided to re­
commend Secretary Landon to attend 
the Canadian Manufacturers’ Associa­
tion meeting in Toronto on May 20, 
when the subject will be discussed. 
Steamship bills of lading were also dis­
cussed, but action was deferred.

• ••
Now that housecleaning time is here, 

housecleaning windows are the order of 
the day among the grocers. Displays 
range all the way from mere soap pyra­
mids to a comprehensive display of 
everything in the housecleaning line, 
from brooms to stove polish.

* . *

Geo. Kerby, who has been conducting 
a successful confectionery business in 
I’etrolea for some time past, has sold 
out to Roy German, of London. The 
new proprietor has already taken pos­
session. In addition to his confectionery 
lines he will also carry fresh vegetables 
and fruits in season.

• ••
R. Y. Anderson, Wyoming, is making 

extensive improvements in the Rye pro­
perty before opening his ice cream and 
fruit store.

* , *

The new Wyoming cheese factory, 
under the management of Mr. Doane, 
has commenced operations. A public 
opening was held on Saturday.

GALT.
May 18.—Trade conditions in Galt 

continue unaltered! although the volume 
of business transacted on Saturday was 
considerably in advance of previous Sat­
urdays. The attendance at the market 
was large. Butter remained station­
ary at 30 cents per pound, while eggs 
were 15 cents per dozen. It is doubt­
ful if the floral display on the Galt mar­
ket is exceeded in any market in On­
tario. The florists’ section resembles 
a conservatory, and the demand for 
their products is always brisk.

H4

Allan Deans, of the Red Front, has 
recently been confined to the house f. 
several days suffering from a seven

A If. Radigan, the Main Street grocu, 
is a busy man these days. He is wm ; 
in" hard for a testimonial fund for „i 
local clergyman, is representing it,,, 
council in the matter of interswitchi. 
in addition to his own large basin. -s 
affairs.

* . *

The corner stone of the new Sunday 
school building of Knox Church will lie 
laid on Monday next. Alex. Sloan, of 
Sloan Bros., has been an energei ..• 
worker in the interests of the new build­
ing.

* . *
There is a big demand for pineapples. 

Buy now when they are cheap, advise 
the grocers.

* . *
Local fruit dealers report an un­

usually large demand for oranges, which 
they state, are rapidly succeeding ban­
anas as the popular fruit.

• • *

There will be a big Victoria Day cele­
bration in Galt on May 25th. The feed­
ing of 500 soldiers and possibly 5,null 
visitors should be of some advantage In 
local grocers.

GUELPH.
May 18.—Thirty-five grocers have 

signed the petition agreeing to close on 
Thursday afternoons, whether the otliei 
stores do or not. There are yet five in 
couie into the fold.

* . *
The many friends in the trade of the 

late I. J. Wilson, grocer, on the corner 
of Elizabeth and Queen Streets will 
regret to hear of his death, which oc­
curred on Tuesday, May 12. He former­
ly ran a grocery store on Waterloo 
Avenue, then went to Mitchell and con­
ducted a grocery business there, hut 
last fall returned to Guelph and bought 
out the present stand.

« • *

McLaren’s Imperial cheese, peai. it 
butter and jelly powder are being de­
monstrated this week at Benson Bros, by 
Mrs. McDermid.

• . *
Archie Benmallick, a clerk in Pei i 

Anderson’s grocery store, met with a 
painful accident this week. He had toe 
top of his finger torn off by getting it 
caught in a bicycle.

• . •
One local grocer has set a good < <- 

ample by buying a season ticket, cosli ;ii
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$10, for bis clerks to take turns in at­
tending the International baseball 
matches in the city. There will be about 
three games a week.

* . *

Saturday "s market was a bumper one 
and trade was good all over the city 
Prices remained about the same except 
butier, which dropped from 28 to us 
low as 23 cents. The farmers around 
here are not through seeding yet, in fact, 
in some cases have not got started, but 
now the fine weather has come at last 
they will get busy.

* . e
(iuelplt City Council sprang a sur­

prise, not only on ihe merchants, but 
also on the public generally last week 
by giving us a 14-mill rate of taxation 
I his year. This is not only the lowest 
in the history of (Iuelplt but is thought 
in be the lowest of any city in the I>om- 
inion. That is what running your own 
waterworks, gas and electric light works 
mid railways does.

* . *
Mrs. E. Chick, demonstrator for 

Ncslle’s and Peter’s goods, is in Ihe 
city and for the past week has been at 
Ihe Kandy Kitchen, but this week goes to 
tico. Williams.

LONDON.
May 18.—Trade the past week showed 

a litile improvement over the preceding 
week, both wholesale and retail. Brokers 
report sugar still very firm. Teas are 
advancing, very fine going up Id. per Ih. 
and mediums jd. to id. Ollier staples 
remain firm.

* * *

A conference between representatives 
ol the United Canners and the Whole­
sale Grocers’ Guild was held at the of 
lice of Elliott, Marr & Co., on Saturday. 
The tooic discussed is not made public 
lull it is understood that Ihe condition 
of Ihe canned goods trade was under 
consideration. Owing to the fact that 
local retailers were pretty well stocked 
up at cut prices by the failure of Lind, 
Kerrigan & Co., other wholesalers find 
ihemsclves with an unusually large stock 
on hand for this season. It is said the 
wholesale men ask a deduction either on 
last fall purchases or on goods for fu- 
uire delivery. What understanding was 
reached at the conference no one seems 
inclined to divulge.

* . *
There appears to be a good deal of 

adulterated maple syrup hereabouts at 
present and it is not improbable that 
a' least one local grocery firm will be 
called to task for selling stuff which 
had been represented by the producer as

pure. A sample was handed to the 
Medical Health Officer a few days ago. 
“There was no need to analyze it,-’ said 
that official, “the smell of it was enough 
to convince anyone that it was vile 
stuff.” The doctor added that akhough 
it was an easy matter to detect the 
presence of glucose in aduiieruted maple 
syrup there were certain points in the 
analysis which rendered the task a.very 
difficult one. Adulterated maple syrup 
is becoming so very prevalent in all 
Canadian cities that it is felt by many 
that the health department should take 
hold of the question and put a stop 
to the adulteration which is so wide­
spread.

The London Ice Cream Company, a 
concern which hud been but a short time 
in business, has made an assignment to

THOMAS SHAW.
A Leading Ixmdon Grocer, Recently

Elected President of the London 
Retail Grocers' Association.

W. R. Meredith, and a meeting of the 
creditor's is in progress to-day.

* . *
Butter look a decided drop on the 

local market on Saturday, best creamery 
declining 1 to 2 cents and dairy 2 to 3 
renia per lb. With the splendid pasture 
there is throughout Ihe country, there 
should be a further drop.

MONTREAL.
May 18.—Now that Montreal has 

emerged from its marine hibernation 
the slate of trade has acted as a reflex 
of this welcome event. Already many 
businesses which did not feel like taking 
upon themselves fresh obligations until 
ihe opening of navigation, have no'* 
settled down to their usual even way. 
Although there is no speculation about

IIS

Montreal being open to the sea within 
a variable length of time, there is al­
ways a certain tension among men in 
certain lines of business. Of course 
his is most noticeable among those who 

are direct exporters or importers, how 
ever, the accelerated life which is ob 
servable on the harbor front sends a 
sympathetic thrill throughout the entire 
city.

• • •

It is somewhat of a coincidence that 
two ships with Montreal for an objective 
|K>int collided with other vessels on llieii 
voyage, one outward bound ami the other 
inward. The Milwaukee, of the V.P.R 
line, with a mixed cargo collided with 
a government steamer in Quebec har­
bor and reached Montreal with her star­
board bow broken in. The other boat 
outward lanind, to meet with an accident 
was the Dominion liner, Ottawa, which 
collided with the Thorold below Quebec, 
and hail to put back to that port ti 
undergo repairs.

• . •
The yield of maple products seems to 

be quite up to the average, and the 
quality is especially good this year.

This city is the recognized distribut­
ing point of this product for the world 
and every year the demand is becoming 
greater. Montreal’s supremacy in I hi; 
field is due to her close proximity to 
the Eastern Townships, which is th 
greatest maple sugar producing locality 
in the world.

* . *
The business men of the lower part 

of the city are anxiously awaiiing Ihe 
result of the deliberations of the city 
council on the recommendations sub­
mitted to them by Ihe Board of Trade 
relating to the question of freighting 
by the street railway. At present there 
is a deplorable stale of congestion in 
some quarters of the city and it is hoped 
that the provisions of this recommenda­
tion will obviate further trouble.

• . •
Some grocers report that the char­

acter of their business which is gen­
erally confined to the Easter season, is 
persisting this year wonderfully. This 
condition is due to a certain unusual 
combination of circumstances which ren­
dered Easter delicacies preferable even 
out of season.

• . •
Kingsley Harrison, corner of Bum- 

side and Victoria Streets, has had a 
very tine display of plants in his win­
dows which have added greatly to the 
appearance of his store and which he 
slates have been also a good invest* 
ment.

Mr. Harrison has opened a branch
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store on St. Catherine Street west, where 
he is doing a good trade also.

* . *
Mr. Richer, manager of the grocery 

department of Kcroggies, lias developed 
an unusually good business in cooked 
ham and bacon, which he attributes to 
the up-to-date machinery that has been 
set up in this department and to the 
new methods of putting up the meat 
after it has been sliced.

* * *

Fraser Viger & Co. are busy filling 
out of town orders, a phase of their 
business which they have developed to 
a remarkable degree. They cater to 
country club, resort and hotel trade.

This business keeps them busy at a 
time when other grocers may be experi­
encing dull times, as it sandwiches in 
very nicely at ‘just a season when r 
dull time may be expected.

* * *

Walter Paul has started his Lake­
side delivery.

• . *
A special meeting of the Montreal 

Retail Grocers’ Association was held on 
Thursday evening, May 14. This meet­
ing was called to receive the reports of 
the committees which were appointed t 
inquire into the relative merits of the 
two places which were suggested for a 
picnic at the last meeting; namely, 
Lachute and Lamoraie. The committee 
reported unfavorably regarding Lamor 
aie and it was found that certain trans­
portation difficulties would have to be 
overcome if they went to Lachute and 
they would also be obliged to pay an 
exorbitant fee for the grounds. As a 
result of these investigations it was 
finally decided to go to St. Scholastique.

The picnic will take place on July 8. 
No other business was discussed. Among 
those present were : A. Laniel, A. Lan­
dreville, G. St. Denis, R. Bernard, A. 
G abois, E. H. Therrieu, G. Hogue, H. 
Dube J. Labonte, U. G union, N. Char- 
brand, A. Dionne J. Belisle, 0. Noel, 
J. J. Lussier, E. P. Lalande, H. Laniel, 
A. Malo, J. Dore, J. Boileau, G. Girar- 
din, V. Boileau, H. P. Dubuc, H. Des- 
marais, J. A. Duhamel, C. Specter.

NEWS OF NEW BRUNSWICK.
At the monthly meeting of the St. 

John Board of Trade on May 8th sixty- 
five new members were enrolled as a re­
sult of the energy displayed by the re­
cently appointed “Booster Committee.” 
J. 1). Rolland, president and G. M. Mur­
ray, secretary, of the Canadian Manufac­
turers’ Association, addressed the mem­
bers.

William R. McMillan, Margaret E. 
McMillan, Irvin II. McNair, Mary Ellis, 
Robert E. McMillan and I). Evan Mc­
Millan, of Durham Centre, Restigouche 
county, have been incorporated as The 
McMillan Company, Limited, capital 
stock, $60,000, to carry on fishing and 
canning business.

* . *
Application is being made by Edgar 

W. Mair, Edgar R. Teed, A. Wilmot 
Hay, Arthur G. Bailey and C. Duncan 
Johnston, of Woodstock, for incorpora­
tion as Cold Storage, Limited, capital. 
$20,000, to establish a cold storage plant 
in Woodstock.

• * *

Alderman J. W. Van wart, the Char­
lotte Street grocer, with John Lipsett 
proprietor of the “Blue Store,” Geo. 
W. Slocum, commission merchant and 
Don Hunt, clothier, went up to a lake 
back of Clarendon last week ar.d re- 
I i.rned home after a day on the lake, 
with 160 trout. Not a bad catch?

* . *
Harry W. Ganter has been appointed 

manager of the National Drug and 
Chemical Co. ’s branch here in succes­
sion to the late Henry W. Barlçer. 
Louis W. Barker has been made assist­
ant manager. Mr. Ganter was former­
ly assistant and Mr. Barker had charge 
of the city trade.

* . *
The official statement of the valuation 

of exports by the 114 steamships doing 
winter port business from this port, 
shows the total valuation to be $23,- 
674-404.

The following shows the value of 
Canadian and foreign goods, viz. :
Canadian goods ..................$16,123520
Foreign goods ...................... 7,561,884

Grand total .......................$23,674,404
Grand total for 1906-7... .$20,120,430 
Gain for 1907-8 ................. $ 3,553,974
The past season was the banner season 

in the history of the winter port to date 
In the season of 1905-6, which was also 
a great wheat season, the value of ex­
ports amounted to $23)615,001, or $59,- 
403 less than this season.

The five steamships to South Africa 
iick away during the season the follow­

ing goods, viz: 150,463 bags flour, 7,584 
bags wheat, 18,830 cases Quaker Oats, 
12,940 cases canned milk, 734 cases agri­
cultural implements, 524,263 feet pitch 
pine lumber, 200 standard deals, 4,229 
rolls paper, 666 cases furniture 801 
bundles doors, 105 cases roofing, 800 
bundles handles, 96 eases organs, 10,195 
eases meats, etc., 1,557 packages min­
ing machinery, 1,428 packages poultry 
(in cold storage), also other general 

u6

goods. Value, $815,012. Last season 
exports lu South Africa were $1,026 
424.

* . *
Business has been very good lately, 

with wholesalers and retailers. Last 
week rolled oats advanced 35 cents and 
beans went up 25 to 30 cents a bushel 
American plate beef has touched tin 
high-water mark and is now being sold 
at $20.50 a barrel. Cornmeal is up 15 
cents a bag and is now worth $1.80 
Molasses went one cent higher last week 
and another advance of a cent is looked 
for this week. The quotation is now 34 
cents a gallon. There has been no change 
in the price of flour but the jobbers du 
not expect it to go any lower. Feed i 
very scarce and it is difficult now to oh 
tain middlings or bran.

MARKETS OF NOVA SCOTIA.
Business here is very active in all 

lines, and the wholesalers are turning 
over large quantities of goods. Con 
sidering the high prices in most lines 
business is considered to be remarkably 
good. Collections on the whole art 
quite up to expectations.

* . *
There is little change to note in tin 

butter market as regards price or re 
ceipts. Dairy butter is scarce for this 
season. Most jobbers had expected thaï 
lots of dairy butter would be on tie 
market now, but the receipts ire verv 
disappointing. Some of them say tha: 
early in the season many of the farmers 
killed off their cattle owing to the high 
price of feed, and that this fact in a 
large measure accounts for the present 
conditions. The present high prices how 
ever cannot hold much longyr.

Eggs are in good demand and the 
price is very firm. Commission men 
early this week wired their represent 
tives in the country to send in all the 
eggs available, but the receipts weie 
far below expectations. Nova Scotia 
eggs are quoted at 19 cents and Prince 
Edward Island at 18 cents.

* . *
All seasonable fruits are in good sup 

ply, but prices are high. California 
seedless oranges are retailing at 60 to 
70 cents per dozen. American straw 
berries of average quality are retailing 
at 30 to 35 cents per box. Banana- 
are in good demand. The stock is oi 
fair quality and they are quoted at 
$2.50 per bunch for the best. Sugar at 
present is steady and no immediah 
change is looked for. Quotations hen 
are cut loaf in barrels $5.75, extra 
granulated $4.90, bright yellow $4.80 
No. 1 yellow $4.50.

* . *
Flour is very firm and a further ad­

vance on the present high prices would
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not surprise those in close touch with 
the markets, Scarcity of wheat is the 
cause attributed for the high prices. 
Hard wheat patents are quoted at 
$6.40 to $6.60, seventy per cent, at 
$5.50 to $5.60, and eighty per cent, at 
$5.30 to $5.40.

• . *

Jobbers complain of the high price of 
beef and the difficulty that they experi­
ence in having their orders filled 
promptly. This refers particularly to 
American beef. The best beef is quoted 
.it $19.50 to $20.50. American pork, 
clear fat back, is quoted at $22 to 
$22.50, and P. E. Island mess at $21 
to $21.50. Roll bacon is quoted at 12 
cents, sides 15 to 16 cents, and hams 
15 to 16 cents. Lard is firm, being 
iiuoted at 12} cents for pails and 13J 
cents in cases.

VANCOUVER.
May 16.—Onions have been a feature 

on the local market of late, but with 
i he advent of Californias, the prices will 
.non get down to normal. For the past 
month or two, the quotations have been 
high, climbing from the usual price of 
24 and 3 cents to four, and last week to 
live. Onions have been coming alto­
gether from Australia, and have been of 
line quality. This week, however, the 
first shipments are in from California, 
mid there has been an immediate drop 
m the price to about 3 cents. The north­
ern trade up to the present has kept the 
market tight.

* . *
California is a big supply point for 

i lie coast cities at this time of year. 
New potatoes, cucumbers, and general 
- rcen stuff, and now cherries and straw­
berries are arriving. The last have 
dropped considerably with the last ai 
i ivals, and are now jobbed at about 16 

■ cuts. When they first came in they were 
is high as $3.25 for a crate of 15 boxes, 
but the drop is to $2.50. Cherries are in 
ten-pound boxes, which net about eight, 
■uid bring $2. The season in these lines 
'ill now come along rapidly.

• . *

There was a slight flurry in tomatoes 
i bis week. The early ones have been ar- 
living from Florida, the prices being 
from 12J to 15 cents per pound. A 
lew days ago there happened to be none 
"ii the market, but a local firm secured 
some hothouse tomatoes from Victoria, 
and being the only ones in possession, 
lumped the price to about 25 cents. As 
i here were none other available, the 
figure was obtained, and when more ar­
rived from the south, back the price 
went.

• . *
Fruit growers are now taking up the 

question of express rates. They claim

and give figures to support their con­
tention, that the charges of American 
companies are so much lower than the 
companies in Canada, that the handicap 
is a serious one in the trade with the 
country east of the mountains. When it 
comes to distances of 200 or 300 miles 
the difference is about $1. Under such a 
tariff, the growers in British Columbia 
operate at a disadvantage in the home 
markets, and they see no present way 
out of the difficulty. The market for the 
smaller produce in the northwest is a 
large one, but retailers are apt to pat­
ronize the article which is the cheapest.

• ••
Grocery clerks in Victoria may not 

have a weekly half holiday on Thursday 
afternoons after all. Two of the leading 
firms take the position that it would be 
injurious to trade to close on Thurs­
days, and propose instead that there 
shall be a specified vacation period 
some time during the warm weather.

* . *
The Victoria Fruit Growers’ Associa­

tion and Exchange is getting its busi­
ness down to a good working basis un­
der the new manager, James Drummond. 
Fruit grown on Vancouver Island finds 
its way all over the west and is handled 
by retailers as far as Winnipeg, with 
shipments of apples, etc., to foreign 
PQints. Not only will the association 
find a market for all fruit produced, but 
its headquarters in Victoria will also be 
a bureau of information for all interest­
ed in the business of fruit raising.

• ••
The story that the New England Fish 

Company, which has for a number of 
years operated out of this city, will 
move to "Ketchikan is borne out by the 
presence in the north of three of the di­
rectors of the company. Time was when 
halibut could be caught close to Van­
couver, but as the lower grounds have 
become depleted the boats have had to 
go farther north, and since the fish are 
now secured in Hecate Straits, to make 
the base of operations in the north 
would at least be more convenient. 
Ivarge quantities of fish are shipped, not 
only to the New England States, but to 
points in Western Canada. Not only is 
trade done in halibut, but with the de­
velopment of the province other com­
panies are gradually expanding, and 
other food fishes are dealt in. Cod and 
herring are the two which are receiving 
most attention, excepting, of course, 
the lordly salmon and the reliable hali­
but. The fisheries of British Columbia 
have more room for expansion perhaps 
than any other industry, and with an 
increasing market in the western pot 
tions of Canada, those companies now 
operating here, and those which will 
surely follow, will build up an industry
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greater than any on the Atlantic coast. 
The planting of lobsters, if successful, 
will also add another branch that at 
present does not exist. Oysters, too, 
are being experimented with. But with 
the other fishes, they are here, and with 
the market opening, they will be uti­
lized.

• . •
Vancouver merchants have decided to 

curtail the period of credit, and at the 
meeting of the Retail Grocers' Associa­
tion on Tuesday evening of this week, 
the action was taken that hereafter a 
settlement of accounts will be insisted 
upon at least once a month. The causes 
of this are that the wholesalers for a 
year past have been pressing for quicker 
settlements, and moreover people are 
inclined to let their accounts run into 
large amounts when allowed to go al­
most indefinitely. The retailer has now 
to settle every fifteen days with his 
supply houses, and in demanding pay­
ment of his accounts every thirty days 
he is only doing what is necessary to 
prevent financial embarrassment. In a 
great majority of the cases of failure, 
the book debts are often more than suf­
ficient to meet the liabilities, yet as­
signments are forced by'non-payment of 
those who have secured the goods and 
fail to realize that they are living on 
the snail capital of the grocer.

LAVAL HONORS A GROCER.
I*. M. Girard with lludon, Hebert & 

Co., Montreal, has received from the 
University of Laval, his Diploma of 
Li*erpture, having passed his examina­
tions very creditably after pursuing an 
extra-mural course extending over a 
period of two years. Mr. Girard is one 
of those gentlemen possessed of business 
ability which has made him a success 
and who has at the same time cultivated 
his aesthetic qualities with the above 
gratifying results.

WINNIPEG PURE FOOD SHOW.

Promises to be Most Successful Event of
the Kind Ever Held in the West.
Preparations are now practically com­

pleted for the opening in Winnipeg on 
June 8th of the most successful exhihi 
lion of groceries and foodstuffs ever 
held in the West. The management aru 
advertising it extensively and public in 
terest is being aroused. Last year’s 
show was a big success but there is 
every reason to believe that the exhibi 
tion this year will be much superior in 
every respect.

Phelps & McCormick, general mer­
chants, Minnedosa, Man., have dissolved 
partnership.



THE CANADIAN GROCER

The Canadian Grocer
Established ..... 1886

The MacLean Publishing Co.
Limited

JOHN BAYNE MACLEAN Prealdemt

Publishers of Trade Newspapers which circulate in 
the Provinces of British Columbia, Alberta, Saskat­
chewan, Manitoba, Ontario, Quebec, Nova Scotia, 
New Brunswick, P.E. Island and Newfoundland.

OFFICES
CANADA-

MONTREAL 232 McGill Street
Telephone Main 1255 

TORONTO - 10 Front Street East
Telephone Main 7324 

W. H Seyler, Manager 
WINNIPEG • - 511 Union Bank Bldg

Telephone 3726 
F. R. Munro

VANCOUVER R. Bruce Bennett
1737 Haro St.

ST. JOHN, N.B. W. E. Hopper

UNITED STATES-
CH1CAGO, ILL - - 1001 Teutonic Bldg

J. Roland Kay
NEW YORK - - - 544 West 145th St.

R. B. Huestis 
Telephone 2430 Audubon

GREAT BRITAIN—
LONDON 88 Fleet Street, E.C.

Telephone Central 12960 
Cable address: “Atabek” 

J. Meredith McKim
FRANCE-

PARIS Agence Havas, 8 Place de la Bourse

SWITZERLAND—
ZURICH................................... Louie Wolf

Orell Fussli & Co
Subscription, Canada and United States, $2.00 
Great Britain, 8s. 6d. Elsewhere - - 12s.

Published everv Friday.

IMPORTANCE OF FOREIGN 
CUSTOMERS.

Canada's export trade is valued at 
about $280,000,000. This is about $35,- 
000,000 more than the total foreign 
trade, imports as well as exports, in 
1807. In the latter year the exports 
were $134,000,000.

An increase of over 100 per cent, in 
eleven years is remarkable. But re­
markable as i. is, no one acquainted with 
the resources of Canada believes that 
the export trade of the country is little 
beyond a fraction of what it will be.

Nature has endowed the Dominion 
with almost illimitable possibilities in 
all those things which are necessary to 
the material up-building of a nation.

Is it in products of the farm f Then 
we have land in quantity and quality 
sufficient to almost supply the require­
ments of the world ; and but a frac­
tion of this land is under cultivation.

Is it in manufacturing? Then we 
have iron and coal and timber in abund­
ance to say nothing of the magnificent 
water powers, whose utility we are only 
beginning to recognize.

But natural resources are not of 
much use without men. It is not na­
tural resources that make nations great 
and useful. It is men, and chiefly busi­
ness men—men who have enterprise and 
ideals.

There is always a possibility that 
those who are born or brought up amid

the great natural resources which this 
country possesses may fail to recognize 
the possibilities of our possessions. Is 
it not a fact that outside capitalists 
have been the first to recognize and 
develop many of our natural resources ?

The home market is undoubtedly the 
best market. It is more accessible than 
the foreign market and as a rule more 
profitable. But in our concern about 
the home market we must not neglect to 
give due attention to the requirements 
of the export market.

In times of prosperity such as we 
have recently been passing through there 
is a tendency to concentrate efforts on 
the home trade and let the foreign trade 
take care of itself. There is no doubt 
about this. The reports of the Can­
adian commercial agents scattered 
throughout many parts of the British 
Empire repeatedly refer to this.

The export market is a depository for 
the surplus products of the farm and 
factory. And unless we cultivate it 
with the same systematic and business 
intelligence that we do the home mar­
ket the development of the natural re­
sources of the country must he retard­
ed.

But aside from the development of the 
natural resources of the country the 
importance of the export trade when 
business is quiet at home must not he 
overlooked.

The more numerous the countries with 
which we do business the more likely 
are we to keep our factories going and 
our farm products moving when trade 
lags at home. Greitt Britain found 
this out generations ago.

There are always some countries in 
which trade is good and fortunate are 
we when these nations are numbered 
among our customers. But if we want 
them when business is poor at home 
we must cultivate them when we are 
not so much concerned about our sur­
plus merchandise.

The Germans are to-day probably the 
most aggressive of the nations in re­
gard to the export trade. They are 
determined to master its every detail. 
Their young men study foreign lan­
guages and then settle down in import­
ing countries the world over to learn 
their requirements and to ascertain their 
methods of doing business.

It does not pay to be self-contained 
in regard to foreign trade any more 
than in regard to home trade.

COMMERCIAL AGENTS’ DUTIES.

There has been some criticism recently 
by Canadians resident in England, who 
are in a position to know whereof they 
speak, regarding the nature of the work
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some of the Canadian commercial agents 
in Great Britain are doing.

These agents are presumably working 
for the development of Canadian expnn 
trade and yet it is reported by authorita 
live parties in England, and a Study m 
the weekly reports issued by the Govern 
ment’s Department of Trade and Coni 
merce would seem to bear this out, thaï 
a goodly part of the time of some of tli, 
agents is spent in calling on Britis: 
manufacturers and exporters, seemingh 
with a view to encouraging their busines 
with Canada and thereby stimulatim 
competition with our own industries.

The weekly Trade and Commerce iv 
ports contain a file of trade inquiri. - 
which one would naturally suppose wool, 
he devoted to the interests of Canadiai 
business. A study of several of these re 
ports the other day revealed the fact that 
out of 197 inquiries, 95 were from Eng 
lish firms who wished to get in tour 11 

with Canadian buyers with a view t. 
disposing of their manufactured pro 
duct.

A representative of a Canadian firm, 
at present in England, tells of Severn I 
instances he met with where the com 
mereial agents had gone to a good deal 
of trouble to procure lists of Canadiai 
buyers for English firms. In some in 
stances, the firms in Great Britain mak 
ing good use of the agents, are not even 
manufacturers of the goods they propos, 
to market in Canada.

Some years ago one of the agents on 
his appointment expressed a desire to 
visit a number of Canadian manufae 
hirers who were anxious to develop their 
export trade, and was instructed by tlm 
Minister then in charge not to do so. II, 
reported the matter to some manufae 
hirers who advised him to see Sir Wil 
frid Laurier. His visit put a new faç­
on the incident, and, as a result, his in 
structions were immediately reversed.

It cannot be the desire of the Govern 
ment that the Canadian commercial 
agents should pursue the policy a fen 
of them seem to be doing. And the mm 
ter would seem to repay some aftentio 
being paid to it immediately.

THE QUEBEC TERCENTENARY

The festivities in connection with ti 
tercentenary celebration in Que'ec tli 
summer will draw thousands of peopl 
from the United States and other fi>, 
eign countries to Canada, and in tl 
coming of this multitude there is oppoi 
tunity for the retailer to benefit.

The fame of historical Quebec i 
world wide, and while the majority ' 
visitors will be attracted by the quail 
character of the celebration, there wil 
be hundreds, in fact, thousands, wh 
will avail themselves of this opportu 
nity to see something of Canada as
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whole, and not alone as it is to be seen 
from Quebec.

This will result in their visiting the 
chief cities and towns, and the smaller 
places of interest. This influx of visitors 
will create a demand for groceries which 
will result in increased trade for he who 
begins to plan now.

When the visitors are actually here is 
not the time to get ready. Stock up 
right away. The higher priced staples 
and many fancy lines will sell freely, 
and they should be ordered early. Ad- 
xertising space in the local papers can 
be used to advantage at the proper time 
telling visitors oft your store and its 
contents, and reminding the housewives 
that you have just what they require 
for those visitors of theirs. Hut plan 
and order at once.

Naturally, the increase in trade will 
not be felt everywhere throughout the 
Dominion, but in Quebec City, Mont­
real, Sherbrooke, the smaller towns in 
Quebec Province, and in the larger 
centres of Ontario there will be an appre­
ciable increase in demand, and grocers 
should prepare to meet and encourage 
it according as their location warrants.

ONE CENT DROP LETTER RATE.

In the House of Commons a few days 
ago a question was asked as to how 
much it was expected the postal reven­
ue would be lessened by the proposal to 
give one cent drop letter rate to cities. 
The Postmaster-General in reply said 
that the department did not expect a 
decrease in the revenue. On the contrary 
they expected an increase.

It is a pity that previous post- 
masters-general since the one cent drop 
late was done away with, twelve years 
ago, were not equally optimistic as 
lion. Mr. Lemieux. In all experiences 
where there has been a decrease in the 
cost of postage there has been more 
than a corresponding increase in the 
revenue. The postal authorities in 1875, 
when they adopted the one cent drop 
rate, were wiser than those of 1897, 
who abolished it.

The post office revenue has certainly 
'offered from the doubling of the rate 
on drop letters in cities. With the one 
vent rate business men found it cheaper 
to use the mails than to have the let­
ters delivered by other means. When 
the two cent rate went into force in 
1897 a great many business men dis­
carded the mails.

The increase in the rate was an un­
businesslike act and Mr. Lemieux is to 
he congratulated on his recognition of 
the fact.

The one cent drop letter rate will be 
a great convenience to business men 
and more so now than when it was 
formerly -in vogue, because since then

the local free delivery system has been 
extended to a large number of towns 
and cities in Canada.

BUSINESS OUTLOOK IN WESTERN 
CANADA.

On May 1st, 1907, seeding had not 
been started in the Western Provinces; 
on May 1st, of this year, it was practi­
cally completed, and the acreage showed 
an increase of at least 25 per cent. Last 
year the West would have reaped the 
largest crop in its history if only there 
had been 10 days’ more ripening wea­
ther before the September frosts. This 
year, with seeding completed a month 
earlier, and with most favorable warm 
weather, there is every reason to believe 
that Western Canada will produce and 
save another “bumper” crop, the pro­
ceeds of which will be more than suffi­
cient to place business once more on the 
substantial footing of prosperity to 
which Western business men have long 
been accustomed.

Undoubtedly the depression of 1907 
hit Western Canada a hard blow, but she 
stood it well and is rapidly recovering 
from the effects. A good crop this year 
will ensure a year of good business. 
Immigration this spring is encourag­
ing, and the immigrants are a better 
class than in previous years. The great 
bulk of the immigration this year is from 
Great Britain and the United Stales, 
and most of the incoming settlers are 
bringing some little capital with them.

It is not too early yet to sum up some 
of the effects of the late depression 
which was caused by the partial crop 
failure and the world wide financial 
stringency. The effects have not been 
wholly bad ; in fact, so much good is re­
sulting that many shrewd business men 
consider the recent “depression” a 
blessing, but very thinly disguised.

In the first place, it put a stop to the 
mania for land speculation which was 
unduly inflating values and diverting 
capital from its legitimate channels. 
There will he more money for regular 
business now that land speculation is 
no longer employing all the spare cash 
of the business men of the country. 
Moreover, there will now be a reduction 
in the cost of living, which should hasten 
the day when the West will do more of 
its own manufacturing.

But, perhaps, the greatest benefit re­
sulting from a little touch of hard times 
has been the death blow given the credit 
system. For years the credit system has 
been the bane of business in the West. 
It was a necessary evil in the pioneer 
days, but it was continued long after the 
reason for it had ceased to exist. The 
farmers had learned the habit of settling 
their store bills only once a year, and 
it was hard to teach them any other
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habits. The merchants were disorgan­
ized, and, under stress of competition. 
(termiMed grave abuses of the credit sys­
tem. They tried to shake off the system 
and for two or three years there had 
been a general tendency towards the 
establishment of a cash system of busi­
ness. But it required some general com­
pelling influence to induce the great ma­
jority of the dealers to join in the move­
ment. That influence was supplied last 
fall «lien the financial stringency was 
most keenly felt. The dealers simply 
had to get their money in and could no 
longer afford to allow indiscriminate cre­
dit. As a result, in every part of the 
West there was at least a resolute and 
substantial curtailment of credit, and in 
at least a third of the Western stores 
there is now a cash system in operation. 
It is not likely that in many places the 
ground gained will ever be lost for the 
dealer who has once shaken off the 
chains of the credit system will not be 
anxious to assume them again. The 
ground gained will be retained and never 
again will the credit system hold un­
disputed sway in the West. The ten­
dency towards the cash system has been 
given a great impetus by the experiences 
of the last year, and, as a result, the 
business of the West will henceforth he 
conducted upon a much sounder basis 
than ever before.

With the evils of the credit system 
greatly lessened and with every indica­
tion pointing to a big crop and a year 
of resulting prosperity, it is small won­
der that the business men of the West 
are optimistic as to the immediate fu­
ture. The experiences of the last year 
have taught the West conservatism that 
was before quite foreign to its spirit, 
but it is an optimistic conservatism.

During the last year buying has been 
light, as it has been restricted to the till­
ing of immediate requirements, and, per­
haps. for two or three months to come 
the buyers will *,e cautious. But once 
the crop is assured, the empty shelves in 
the country stores will be filled and there 
will be a demand for goods which it will 
keep the manufacturers and jobbers 
busy to supply.

STATE REGULATED CLERKS’ 
SALARIES

Australia is a country of peculiarities. 
To the average business man in other 
parts of the world otle of the most 
striking of these peculiarities is the 
Industrial Arbitration Court and its 
methods.

In that country if an employe of a 
retail store is not receiving the salary 
he or she deems adequate, recourse can 
be had to the Industrial Arbitration 
Court.

To read the pleas which are put for­
ward at these industrial courts as to
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why higher salaries should be received 
is interesting. The fact is often reveal­
ed that many of the applicants who 
were trying to secure higher rates of 
wage through the court never received 
from any other employer what they 
deemed they were worth. And yet, in 
spite of this, the court in many instances 
ordered employers to pay considerable 
increases.

To us in Canada such a law seems 
absurd. At any rate it should be car­
ried to a logical conclusion. Retailers 
ought to have the right to bring before 
the court customers who will not pay 
as high a price as they deem their 
goods are worth. Then the wholesaler 
should also have the right to bring up 
the retailer and the manufacturer the 
wholesaler, for the court to fix the price 
which their customers should pay for 
merchandise. Even if a law is silly it 
should be logical in its silliness.

keep track of new ideas.
A prominent wholesaler in discus­

sing ways and means for making the 
best use of new ideas and new meth­
ods in the retail business said re­
cently that he considered a scrap 
book for keeping a record of inter­
esting items relative to the business, 
was one of the most valuable aids to 
the retail merchant that he knew of.

“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 su­
periority. The conditions demand the 
survival of the fittest. The fact that 
yours is an old and well established 
firm has its weight ; the fact that you 
have your own money to back your in­
stitution is much to your advantage ; 
but neither of these conditions will se­
cure 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 
capital to back his enterprise, and his 
peer of strong and timely assertion will 
sooner or later, discount the reputation 
your firm has held in the past.

“The retailer of to-day finds many 
more details that require attention 
than the merchant of ten years ago 
and if your methods have not kept pace 
with progress, you may find that yor 
are conducting your business at a far 
less profit to-day than you were with 
the same methods a few years back.

“Systems you may learn from others. 
They are developed from necessities 
that you with your established business 
do not feel until the other fellow has 
already evolved them and put them into 
practice. You must learn from him.

“If you are watching the trend of

trade methods, you see something every 
day that strikes you as particularly to 
the point. Do not let these ideas go by. 
Get them, preserve them, put them away 
where you will see them again when 
you will have time to think them over.

‘ ‘ The old idea of keeping a scrap book 
is a good one, though in its modern form 
it has developed into a science, the re­
sult of which is the many compact filing 
systems of to-day. No matter how small 
your business may be some system of 
this kind is almost a necessity if you 
wish to succeed in the greatest possible 
degree. You can devise some method 
of filing away valuable helps that will 
be of great service to you if properly- 
looked after. Classify your heads so 
that you can easily find what you want, 
and when you get hold of an idea that 
may apply file it in its proper place at 
once—it may get away. If it does you 
will forget it.

“ ‘Newspaper Advertisements,’ ‘Meth­
ods of Special Sales,’ ‘Handling the 
Sales Force, ’ ‘ Show Window Displays, ’ 
‘Dull Season Sales,’ ‘Business Methods,’ 
‘ General Interest. ’ These are some of 
the heads under which you will find 
ideas coming in daily that can be filed 
away in a minute’s time, where at a 
leisure hour you can look them over and 
study the way in which you can apply 
them to your own business. This is 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 your­
self.”

BUSINESS MEN SHOULD NOT 
HYBBRNATB.

Cut down expenses when necessity de­
mands it, but don’t hybernate. To hy- 
bernate when business is dull is to 
court the sleep that knows no waking. 
When a stringency exists in the money 
market and trade languishes in the fac­
tory, warehouse, or store, all the more 
reason is there for activity, resource­
fulness and enterprise.

It is when the supply exceeds the de­
mand that a business man’s capabilities 
are put to the test. If he can keep 
things going and going well, he is made 
of the stuff that breeds success. But no 
business man is exhibiting these quali­
ties when under stress of trade he runs 
away and hides himself.

It is storms, not fair weather, that 
put the finishing touches on a sailor 
and it is trade storms that put the 
finishing touches upon a business man.

Don’t crowd on too much sail; but on 
the other hand do not try to make 
headway under bare poles. Keep sails 
up, flags flying and let your customers 
know that you are on deck. Advertise 
the fact in the mediums that reach 
your customers or prospective custom­
ers. Have confidence in yourself and 
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your customers will have confidence in 
you. But don’t get pessimistic and hide 
from the eyes of your customers by neg­
lecting to use those mediums for keep­
ing your factory, warehouse or store 
and the merchandise you sell in view.

Of course if hiding from one’s cus­
tomers is deemed wise, let it be done 
thoroughly. Do not stop at removing 
the advertisement. Take down the sign 
and obliterate from all business liter* 
ture the name of the firm or reference 
to the goods it makes.

KEEP THEM BY ALL MEANS.
The Cannington Gleaner, a second 

time asks its readers to submit opinion.- 
as to whether the Woodward Biscui 
Works should be allowed to remove i. 
Lindsay without an effort being mad. 
to retain the works for Cannington. W 
should think that there could be only 
one opinion on this question, so far a- 
Cannington’s citizens and the Gleaner 
concerned, and are surprised that tli- 
Gleaner has not yet taken the stand tha 
the works should, by all reasonable 
means, be induced to remain.

The case as we see it, is simply thi- 
Lindsay, a very progressive town, ha- 
made a proposition to G. II. Woodward 
& Co. to remove their biscuit works t 
Lindsay, and the Cannington Gleam 
does not know whether the coneen 
should be allowed to remove or not.

Unless there are some reasons, or 
which we are as yet not cognizant, ». 
cannot for the life of us understand 
why the Gleaner does not put up a figln 
for the interests of its own town. Ii 
would have the support of all broad 
minded persons, for it is in the best in 
terekts of the country that its industrie 
be scattered over an expanse of territory 
rather than that ehey be hived in one o 
two localities.

QUALITY AS A FACTOR IN BUS1 
NESS.

No one will ever be charged with n< > 
being sound in the faith who preach, 
quality. Quality is the very foundati.- 
of success in business. Capital, knov 
ledge enterprise are important, bi; 
these will not stand when quality is at 
sent.

It is quality that gives character, ai ; 
character is as necessary to a busim .-- 
as it is to an individual.

Customers who have become convert, i 
to quality give in return their confident', 
and this is the sheet anchor which hoL- 
business.

Goods sold on their reputation m; 
not always earn a better profit tli. 
those that are sold on their price, b 
they do most of the time.

Quality is profitable unto all thing- 
in the business world.
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THE SITUATION IN THE WEST
The Western Viewpoint, by our Special Winnipeg Correspondent.

Another week of the most glorious 
growing weather has been added to the 
history of the West. There was 24 
hours of gently light rain all over the 
country but the balance of the week 
has been fine and warm and the oats 
and barley are nearing completion in 
the matter of seeding in the more 
southern sections. Every fresh report 
coming in from the country is encour­
aging, so far as crop conditions are 
concerned. There is a section covering 
part of Southern Saskatchewan and 
Southern Alberta that needs more rain, 
but they got a little last Thursday 
enough to keep them going for the pres, 
eut and almost every other section re­
ports sufficient moisture in the . soil ti 
carry the crop until June.

• . *
The wheat market has been an erratic 

one but the general opinion is that all 
(lie Winnipeg shorts were squeezed out 
on the last sharp advance when some­
thing like 200,000 to 300,000 bushels of 
wheat were bought in at prices ranging 
from $1.17 to $1.18. Since that time 
July has experienced a serious drop, 
selling on May 16th, at $1.131. The 
highest point made by July was $1.191.

The shipments out from Fort William 
have been very large and stocks in 
terminals are now very much below 
those of last year at the same period 
while inspections for the week have 
been of the most limited character. 
Grain dealers are anticipating the quiet­
est June for the past five years, and 
already brokers are leaving on long 
vacations. From the standpoint of the 
big grain dealers the crop of 1907 is 
practically marketed the remainder to 
come forward being too small to make 
any material difference in the world 
conditions.

There is a general complaint on the 
part of interior millers that business 
is bad and that a number of them must 
close for want of trade or rather that 
wheat prices are so high that flour can­
not be sold on the present prices for 
that article at a profit. The big mills 
on the other hand claim an improving 
western demand and that trade in the 
cast is very fair.

•••
The West’s second big industry— 

the cattle—has been extremely active 
for the week. Receipts for the week 
ending May 9th were more than four 
limes those of the corresponding week 
of last year, and the stock offered, taken 
as a whole, was decidedly better. This 
week the receipts have been large and 
there have been several bunches of ex­

ceptionally well finished steers. A 
noticeable proof of what has been said 
in these columns from time to time 
on the value of winter feeding in the 
open, was exemplified this week when 
Donaldson, of Brandon, one of the best 
known feeders of the Wes' and winner 
of the $2011 prize for the best fed beef steer 
at the Winter Fat Stock Show, shipped 
in four cars of steers fed in the open 
on oat straw, a little meal and plenty 
of water and salt and received 31 cents 
per pound, freight assumed by the pur­
chaser. The steers averaged 1,330 
pounds on the scales and were one of 
the thriftiest and smoothest bunches ever 
offered in the Winnipeg yards. The Nel­
son-Morris Packing Company Shipped 
another long train of cattle through 
for Boston en route to Britain and there 
is a decided movement on the part of 
American buyers to purchase Canadian 
Western cattle. There have been east 
eru buyers on the market every day foi 
the past three weeks and they are hav­
ing a tight time of it holding their own 
against the resourceful western men 
who know every cattle man from Dan 
to Gath and think nothing of getting 
on the yards and buying by electric 
light, if a good-looking train comes in 
between two and three in the morning. 
Their presence, however, has given a 
very healthy and valuable stimulus io 
prices. The need of union stock yards 
and a regularly constituted market be 
comes more and more apparent every­
day, but certainly the man who still 
clings to the idea that there is a beef 
combine would have his belief rudely 
shaken if he struck the Winnipeg 
yards about a quarter to half­
past five and found the various deal­
ers trying to get in ahead of each other 
on the purchase of a choice bunch of 
steers. The market of this spring has 
proved what should have needed ino 
proof, and that is, that well-finished 
cattle will have plenty of buyers and 
bring a good price, but scrubs are never 
wanted.

Sheep are among the most profitnbk 
of the lines of stock offering this season. 
Wool, of course, is very low, owing to 
the closing of many of the Eastern 
woollen mills but mutton is more than 
making up for it. Grant, of Moose Jaw, 
rgte of the first men to see the profit 
in feeding sheep on screenings, has sold 
1,000 head to Gordon, Ironside & Fares 
at 7 cents a pound, Winnipeg. These 
sheep are being delivered in bunches 
of 200 to 300. A bunch of 300 the past 
week averaged 127 pounds off cars, Win­
nipeg. It is calculated that at the ex­
treme outside these sheep did not cost 

121

Mr. Grant more than $3.30 to put on 
the market and as Ihsy averaged 127 
pounds he had a clear profit of some­
thing over $3 per head. Not a bad turn­
over for the period it takes to raise a 
2-year old sheep.

Figures like these should put it so 

strongly to farmers that it will soon be 
unnecessary to bring our mutton from 
Prince Edward Island as we have been 
ib iug in the past.

• . *
A matter of great importance to busi­

ness men in small towns is the new “C” 
tariff of the Board of Fire Underwriters 
oil which they have been working for 
months and which was announced dur­
ing the past week, though as a matter 
of fact, it really came into force on 
May 1, for tariffs issued by the Fire 
Underwriters really govern to a great 
extent those of other companies. There 
is always a feeling on the part of the 
assured that rates are too high and there 
i< equally a tendency on the part of 
companies to increase rates in small 
towns because of inadequate tire pro­
tection.

The tariff of minimum fire insurance 
rates for risks in class “C” applies t 
towns and villages in all three western 
provinces not specially rated by the 
Board. It was revised first in October 
of 1904 and again in March of the 
present year and the new “C” tariff 
now presented is supposed to be up- 
to-date in every particular. Its general 
trend is rather to lower than increase 
rates. Dwellings are unchanged. It is 
in the matter of “exposures” that the 
Board have seen fit to reduce the charges 
a little and though the decrease is small 
it will, nevertheless, be welcome.

* . *
People continue to talk hard times 

and tight money in Winnipeg but as 
a matter of fact people have bought 
ns many automobiles this year as they 
did last and have paid more cash for 
them and autos hardly .come under the 
head of necessities.

There are some lines in which collec­
tions are better than others. For ex­
ample, wholesale grocers find it much 
easier to get in their accounts than do 
lumber merchants, just why, it is a 
little difficult to explain. One thing is 
sure, that from the districts of Sas­
katchewan, where crops were supposed 
to be almost a total failure last year, it 
is simply surprising how well money is 
coming in. Dry goods houses report 
the same good conditions as the grocers. 

• . e
Everything considered, the outlook- 

in the West is most encouraging and the 
splendid start the crop has received will 
put it in such strong and healthy con­
dition that it will be in a position to 
withstand minor ills later in the season
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Markets Market

QUEBEC MARKETS
POINTERS—

Butter—Further decline.
Cheese—Declined.
Fruits—Decline in pineapples.
Beans—Firmer.

Montreal, May 20, 1908. 
There is not much to comment upon 

during the last week outside of some 
rather sharp declines in butter and 
cheese.

The dealers appear to be holding off 
for still lower prices in butter and 
cheese, buying just enough to satisfy 
immediate demands. The weather has 
improved the pasturage, with the result 
that supplies are arriving from the coun­
try in largely increasing amounts.

The fruit market has had a few de­
clines, which is due to perfectly natural 
conditions, as this is the season when 
we can expect such things in fruits. 
Beans still show an upward tendency, 
which, as stated last week, is due to 
the manipulations of the market by 
some of the large operators. Receipts 
of maple products continue good, and 
the price has remained practically un­
changed.

The very latest advices from Japan 
indicate a shortage in the high grade 
teas, but importers say that prices will 
be practically the same as last year, 
although there will be some indication 
of a stiffer tendency.

SUGAR—There is nothing of any im­
portance to comment upon in the sugar 
market. The demand remains only fair 
and the market steady.
OisnuUted, bhlf ............................................................  Sf 90

" *-bbU...........................................................  lb«
" bags ............................................................ 4 85

Parle lump, boxes, 100 lbs..............................................  6 76

•' 26 lbe................................................... SM
Extra ground, bbls ......................................................... 6 30

" " 50-lb. boxee............................................. 6 50
" " 25-lb. boxee............................................. 5 70

Powdered, bbls................................................................. 5 10
“ 60-lb. boxee..................................................... 6 30

Phoenix ........................................................................... I 65
Bright coffee ....................... ............................................ 4 69
No. 3 yellow....................................................................... 4 60
NO. t " ... ............................................................... « 40
No. 1 " bbls................................................................ 4 51
No. 1 *' bags................................................................  4 45

SYRUPS AND MOLASSES—The mo­
lasses market is not exceedingly strong, 
and dealers are looking for changes. At, 
present the prices remain practically the 
same as last week in both syrups and 
molasses.
Baibadoee, in puncheons......................................... 0 31 0 35

" In barrels...................................  0 334 0 35
" in half-barrels .....................................  0 344 0 S6|
" fancy.............................................................. 0 34
" extra fancy.................................................... 0 364

New Orleans.............................................................. 0 22 0 35
Antigua .............................................................................. 0 30
Porto Rico .......................................................................... 0 40
Corn syrups, b^le...............................................................  0 08|

Cases, 2 It 8 6-lt 
" 10-lt
" 20-11

MAPI 
arc arr

while practically the same prices hold 
for this week as quoted last week.
Compound maple syrup, per lb................... ..........  0 041 0 05
Pure Townships sugar, per lb.....................X.... 0 (84 t 094
Pure syrup, 841b. tin .........................................vx 0 60 0 65

TEA—The demand for gunpowders is 
very good. Japans and Ueylons are only 
in fair demand. Prices remain practical­
ly the same as last week. The latest 
cables from Japan indicate scarcity in 
high grades, but advices say prices will 
rule about the same as last year, with 
a stiffening tendency in the market.
Choicest.........................................................................  0 38 0 45
Choice............................................................................ 4) 32 0 37
Japans—Fine ...........................................................  0 27 0 20

Medium.......................................................  0 22 0 23
Good common............................................. 0 21 0 22
Common.......................................................  0 20 0 51

Ceylon —Proktn Orange Pekoe................................v 20 0 38
Pekoes........................................................... 0 19 0 20
Pekoe Souchongs ................................... 0 19 0 20

Lidia—Pekoe Souchongs ......................................  0 174 0 18
Ceylon green*— Young Hysons..................................  0 19 0 254

Hysons .......................................... 0 18 0 20
Gunpowders.....................................  0 17 0 25

China greens—Pmgsuey gunpowder, low grade. .0 1S| 0 16
n " pea leaf... 0 19 0 27
" pinhead 0 30 0 45

COFFEES—The expected advances ow­
ing to higher French cables and Brazil­
ian shortage have not yet materialized, 
and the market remains featureless, 
with praetically the same prices ruling. 
The consumption of coffee is increasing 
on the whole, and the present demand is 
good.
J amaica......................................................................  0 16 0 20
Java............................................................................. 0 20 0 30
Mocha.......................................................................... 0 184 0 25
Rio. No. 7..................................................................  0 19 011
Santos .............................................................................. 0 114
Maracaibo..................................................................... 0 14 0 17
Roasted and ground 20 per cent, additional.

DRIED FRUITS—Prunes still com­
mand considerable attention owing to 
their scarcity. Dealers who have re­
ceived advices from Cal fornia and Ore­
gon state that each letter places this 
year’s crop at a lower figure, so high 
prices are likely to rule for some time 
yet. Apricots and peaches have excel­
lent prospects. Prices remain the same 
as last quoted. The business passing is 
fair.
Currants—

Fïïiatras, uncleaned, barrels..............................  0 06 0 C64
Fine Filiatras, per lb., in cases ........................  0 96 0 064

“ " cleaned............................. 0 064 0 07
M “ in 1-lb. cartons.............. 0 07 0 074

Finest Vostizzas " ..........................................  0 07 0 08
Amalias " ..........................................  0 07 0 08

" 1 lb. packages.............................................. 0 074
Sultana Raisins—

Sultana raisins, per lb...........................................0 10 0 11
" " 1-lb cartons....................................... 6 14

Eleme Table Figs—
Six crown, extra fancy. 40-lb. boxes................  0 094 0 11
Four crown, fancy, 10-lb. boxes................................ 0 08
Three crown .......................................................... 0 07 0 08
Glove boxes, fine quality, per box..................... 0 074 0 08
Fancy washed figs, in baskets, per basket.... 0 15 0 18

“ pulled figs, in boxes, per lb.................... 0 15 0 20
“ stuffed figs. " box ................  0 25 ISO

Valencia Raisins—
Fmeoff-atalk, per lb.............................................  0 064 0 08
Selected, per Id.............................................................. 0 064
Layers, ^   0 06 0 (64

Dates—

..........................  1 *

............................................ 1 40
t>ox....... ............................ 100
lusten,” 4-boxes..............  1 374

boxes.........................
fcete * ................................ 6 10

f ■ ........................... 1H

-

California Raisins—
Fancy seeded, 1-lb. pkgs . ......................
lypose muscatels 3 crown.

California Evaporated Fruits—

Oregon prunes 25-lb. boxes, 30-4ÜS.........
,r " " 40-50».........
" " " 50-6«s..........
" " " 60-70s..........
" " " 70- 0b..........
•• " " 90-100» ..

per lb.

....... 0 9'4 9 i 8

....... 0 664 0 07

RICE AND TAPIOCA—London cables 
seem to indicate a slight stiffening up 
of the market in rice, although up to 
the present this has not affected this 
market, quotations remaining the same. 
No change has taken place in tapioca, 
and there appears to he no indication of 
any change. The demand for rice is 
still rather slow and tapioca decidedly 
so.
B rice in 10 beg lots.........................................................
B rice, less than 10 bags..................................................
C C rice, in 10 bag lots ....................................................
C C rice in less than 10 bag lots.....................................
Tapioca, medium pearl........................................... 0 06

iso 
10

00 
3 10 
0 064

SPICES—The long quiet which has 
prevailed in this market remains un­
broken, as nothing has occurred during 
the last week to disturb it. Prices have 
not shown any disposition to change 
during the week. Business, which has 
not been any too good, begins to show 
some slight brightening up.
Peppers, black.........................................................

white...........................................................
Ginger, whole ...........................................................

'• Cochin .......................................................
Cloves, whole .........................................................
Cloves, ground........................................................
Cream of tartar.......................................................
Allspice.....................................................................
Nutmegs.....................................................................

Per lb.
0 16 0 20
0 22 0 27
0 16 0 ;0
0 17 0 20
0 17 0 30

0 25
0 25 6 32
0 12 0 18
0 25 0 60

BEANS—The bean market continues 
very firm with prices around $2 ami 
$2.10. The demand is good.
Choice prime beans......... *. .............................. 2 0) 2 10

EVAPORATED APPLES — Nothing 
new. Prices remain the same. Demand 
is rather less than fair.
Evaporated apples 0 07 0 074

CANNED GOODS
MONTl|EAL—The demand for can 

lied vegetables is very good. Fruits, 
also, are still on the increase. Fish i 
rather slow, except for sardines, ai 
moderate values.. There is a modérai' 
demand for Canadian brands and tin 
American product is not wholly neglect 
ed. New prices ought to soon be oui 
They are being awaited with much in 
terest.

TORONTO—Demand is fair in ah 
lines but there is no rush. Interest i- 
centred now in the expected new prices.
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which, it is understood, will be issued 
un the first of June.
Group No. 1 comprises—

"Canada First," " Little Chief," "Log Cabin," "Horse 
shoe " and “ Auto " brands, also all private brands. 

Group No. 2 comprises—
' Lynnvalley:1 "Maple Leaf." •'Kent" "Uon, 

"Thistle," and "Grand River" brands.
Group No. 3 comprises—

"Globe,” "Jubilee.Jubilee," and 

FRUITS.

1 White Rose," brands.
Group Groups 
No. f No. 2

Apples, standard, 3's...................................... 1 22*
" preserved, 3's....................................... 1 45
" standard gal....................................... 3 30
" preserved, gal ....................................4 v.0

Blueberrie*—
2’s, standard................................................  1 20
2 s, preserved.............................................. 1 7o
Gals., standard............................................ 6 2)

Grapes—
2 s Preserved ............................................  1 55
Gals. Standard...........................................3 80

Ohernee—
2s. red, pitted.......................................... 2 30
2's, " not pitted......................................  1 SO
Gals., red pitted.................................................

" " not pitted............................................
2 s, black, pitted.......................................... 2 SO
2's, " not pitted................................... 1 80
2's, white, pitted............ ...........................  2 45
2's. " not pitted...................................  1 85

Currants—
Gals., red, solid pack........................................
Gals., red, standard...........................................
2 s, red preserved.......................................... 2 15
2 s, red, H.S..................................................19»
2s, black, H.8..............................................  2 05
2's, black, preserved....................................  2 27*
Gals., black, standard........................................
Gals. " solid pack..........................................

Gooeeberriea- -
2 s, H. 8........................................................2
2's, preserved............................................... 2
Gals., standard.................................................
Gals., solid pack .............................................

Plums, egg-

Rhdbarb--
2’s, preserved .. 
3's
Gal., standard . 

Raspberries, Red

2’s, preserved.......
Gals., standard ... 

" solid pack ., 
Raspberries, Black—

1 20 
1 421 
3 1
3 S

421 
274 
87 f

1 17* 
1 6/1 
5 17*

1 62* 
3 77$

1 27*
1 77 
8 92 
7 42
2 27 
1 42 
292
1 77

7 65 
5 40
2 121
1 92j
2 02 
2 25
5 92*
8 42$

2 27* 
2 50
6 77* 
8 77$

Lawton berries—
2's, H.8........................................................... 2
2's, preserved...............................................  2
Gab. standard........................  7

Peaches —
l*'s, yellow (flats) ......................................  2
2 s, yellow ......................................................2
2*’e, yellow................................................... 3
3a, yellow .................................................... 3
3's, yellow (whole)........................  3
2’s, white ...................................................... 2
2*'a, white......................................................3
3a, white......................................................  3
3's, not peeled.............................................  1
Gal., pie. peeled..........................................  7
Gal., pie, not peeled................................... 5

Pears—
2’s, Flemish Beauty...................................  1
2*'s, Flemish Beauty...................................  2
3’s, Flemish Beauty..................................... 2
2 s, Bartlett.................................................  2
21s, Bartlett................................................  2
3's, Bartlett..................................................  2
3's, pie,.........................................................  1
Gal., pie, peeled.......................................... 4
Gal., pie, not peeled...................................  3
2's, light syrup's...................................................
3 s, " “ .................................................

Pineapple—
2's, sliced.....................................................
2'a, grated.................................................... 2 05
whole...........................................................  2 15

Plums, Damson—
2’s, light syrup............................................. 1 35
3’s, light syrup .......................................... 1 90
2's, heavy syrup.......................................... 1 50
2*'s, heavy syrup.......................................... 1 85
3 s, heavy syrup .........................................  2 15
Gal., standard............................................. 3 65

Plums, Lombard—
2's, light syrup............................................. 1 40
3's, light syrup............................................. 1 92*
2’s, heavy syrup........................................... 1 55
2*’s, heavy syrup.......................................... 1 90
3 s, heavy syrup.............................................2 15
Gal., standard...............................................3 85

Plums,

3 (
2 32*
3 22$
3 57*
1 77* 
7 1 
5 !

un
ï “i
2 47?
2 52 
1 <7
4 52
3 77l 
1 4 1 
1 97$

1 3J 
1 87*
1 42 
1 82
2 12 
3 62

1 37* 
1 9:

Strawberriei 
2’s, heav
Gals.
Gals.

preserved., 
standard .. 
solid pack.

. 1 45 1 121

. 1 6l) 1 571

. 1 90 1 87*

. 2 17* 2 15

. 4 15 4 12*

. 1 87* 1 85

. 2 17$ 2 15

. 2 50 2 47)

1 77*
2 55 2 52$

. 3 55 3 52*

. 2 15 2 12)

. 2 30 2 2 *
2 52V,

. 7 80 7 77*
lu 52$

. 2 30 2 27*

. 2 65 2 12i

. 7 80 7 n\

.10 55 10 52$

i S|
7 77*

10 52$

VEGETABLE
Asparagus—

2*'s, tips, California................................... 3 83
Beets—

2's, sliced, sugar and blood red.........................
2 a, whole, " " ....................
3 s, sliced, " " ....................
3's, whole, " " ....................

3 77*

2's, golden wax.............................................  0 95
3 s * " .............................................. 1 10
Gals. " " .............................................. 4(5
2’s, refugee or valentine (green)............... 0 95
2’s, crystal wax........................................... 1 05
Red kidney, 2's .........................................  1 10
Lima x’s.................................................... 1 35

Corn—
2's...............
Gal., on cob..

Carrots—
2 s ...............
3 s................

Turnips—
Ss, ....

Cabbage—
3 s........

Cauliflower—
2 s........ TT^r......
3 s............................

Succotash—
2’s..............................

Parsnips—
2 s..............................
3 s................................

1 00

1 03 
1 13

1 50 
1 90

. 1 00 
1 10

0 97%
4 92*

0 97* 
1 07$

1 10 1 07* 

0 95 0 12%

1 47V, 
1 87 V*

1 27 Vs

0 97% 
1 07 Vs

1 s, extra tine sifted ................................... 1 10
2's, standard................................................... 0 95
2's, early June.............................................. 1 05
2's, sweet wrinkled......................................  1 10
2 s extra tine sifted..........................   1 4 i
Gals., No. 4................................................  3 75

Pumpkins, 3'a.................................................
“ Gal............................................... 3 05

Spinach—
2‘s......................................................
3 s......................................................
Gals..................................................

. 1 55 

. 2 05 
5 2d

GaL.".'.
Tomatoes—

2 s ....................
3'a. all kinds----
Gala , all kinds..

. 1 10 
1 30 
3 83

. 1 22*
3 55

1 07* 
0 92 
1 03 
1 07 
1 37 3 72$ 
U 9i 
3 12*

1 52*
2 02$
5 17*

1 20 
3 52%

1 07V, 
1 27* 
3 17%

Baked Beans— Per doz.
I s baked beans, plain, 4 dcz.............................. $) 50
Is 
Is 
2 s
2 s 
3’s 
3’s
3 s 
3 s

in tomato sauce, 4 doz............ 0 50
in Chili sauce, 4 doz............. 6 50
plain......................................... 0 30
in tomatoe sauce...........  — 0 8>
in Chili sauce......................... 0 83
plain ........................................ 10)
in tomato sauce..................... 1 00
in Chili sauce ......................... 1 00

Brandi—Red Cross, Little Chief, Log Cabin. Aylmer 
Delhi, Simcoe. Clark s,etc.

Catsup—
2's tomato catsup, tins, Red Cross............
2 s
Gal.
Gals.
Gal.
Gal.
Gal.
% P'»

Pta.
Pts.
Sf*

Delhi
“ ' (ïcrew tops) ...
" Tiger..........................

kegs GO gals ) per gal
jug*......................................
Delhi "New Process" . 
Aylmer, ' Canada Fir»t" ... 
Biiucoe, "Lynn Val ey". ...
Lalo , 1 Monarch...............
Delhi, "Epicure"...............
Delhi. "Epicure ...............
Red Seal.............................
Delhi, "Epicure" ............
Red Seal..............................
Delhi "New Process .........
Aylmer, 'Vaniida First" ... 
Sim^oe "Lyon Valley ". ...
Lalor,," Mouarch"...............
Tiger ......................................

0 75 
0 g.", 
5 00 
5 50 
4 50 
0 *5 8 no 1 00 
1 00 
1 no l no 
l 20 l so
1 50 
3 UO 
3 00 
3 00
2 00 

00
2 00 
1 75

ONTARIO MARKETS.
POINTERS—

Sugar—Steady.
Prunes—Scarce.
Beans—Firm.

Toronto, May 21, 1!I08.
The wholesale markets continue quiet 

this week with few changes or new fea­
tures to report. This seems to be a 
sort of off season, and this quietness is 
not wholly unexpected. It is expected 
that business will pick up somewhat 
during June, with the orders for sum­
mer business coming in. The financial
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side of business is fair, collections be­
ing in some cases better than expected. 
It is true that all the wholesalers have 
exercised more than the usual eare in 
placing accounts this year and as a re­
sult there, perhaps, is less trouble than 
usual. Some members of the trade think 
that this fact accounts to some extent 
for the present quietness in wholesale 
grocery circles. In a good many cases 
where accounts have proved more or less 
unsatisfactory in former years such ac­
commodât ion has been cut off and less 
goods arc sold as a result.

Sl'OAR—Business is quiet and the lo­
cal market is a waiting one. Any 
change is certain to he an advance, but 
when that will conic is rather problema­
tical at present. The Canadian refined 
market is steady. Large cargoes of raws 
are on the way to the Canadian market 
from the West Indies, but this is scarce­
ly expected to affect the situation.

The situation in raws for the past 
week is summarized by Willett A: dray 
as follows :

•‘limier a weakening European sugar 
market during the entire week carrying 
beet sugar quotations down from 11s 
8?d. to 11s. 5]tl. at the close, it is a little 
singular to find the quotation of Centri- 
week, 4.3th: per lb. Uti degrees test, but we 
must add that this is a result of no actual 
we must add that is a result of no actual 
business in spot sugars having been put 
through and lienee the present quota­
tion is more or less nominal.

“During the same time sugars for 
shipment have sympathized, with the 
European tendency and have sold down 
from :i-:L‘c e. & f. (4.4ôc duty paid) 
for May shipment to 3c c. & f. (4.3<>e) 
for June clearance. The present un­
easy feeling home ami abroad about 
I lie sugar situation seems to be caused 
more hy a sensation of nervousness 
which sometimes comes over people lban 
by any real change in the statistical 
sit nation tending to lower values ex­
cept temporarily, hut when such fluidity 
cimes it must run itself out before t 
stability takes its place again.

“At the close of the week the mar­
kets were quiet without suggestion of 
any improvement for awhile at the basis 
already quoted, hut rather, of some tem­
porary weakness.

“Further business has been done in 
Philippine sugar bringing the total 
amount sold up to 40,000 tons of present 
crop, the last sales at current relative 
value with other sugars.

“The total, production in t'uba to end 
of April. 824,449 tons, with total stock 
in the Island of 239,217 tons, proved 
larger than anticipated and assures a 
total crop of at least 923 000 tons as 
estimated by 11s.’’

Prices quoted at Toronto are as fol­
lows:
Pine lampe, m 35-lb boxe, .........................................  6 15
r»iii lurnie, in jV-lb. ovin.................................................. ; *

Psrte lump*. In IL 5-lb. boxe*......................................  7 10
hl Liwidooe mnulnua, bnnele.................................... ;
Rr1rivt>,s grsniililil................ ..............*....................... 5 06
Acadia granulated, (bags and barrels).........................  4 90

*sm............................................................ j $
BSteE::::::::::::::::::::::::::::::::::: g

Q. I yellow.................................................. ................. 4 86

Granulated and yellow, 100-lb. bags 5c. leas than bbla.
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SYRUPS AND MOLASSES—Busi­
ness passing is fair though not active. 
A steady demand is felt for maple syrup. 
Prices are as follows :
Sirups—
Dark................................................................................................
Medium...................................................................  0 SO u »
Bright .........................................................................  0 16

Per case.
8 lb. nos. 3 doe. in ease ............................................. 3 40
8 • •» “ ............................................... 3 75
10 " " 1 ...................................................................... 0 65
» - " 1 “ “ .......... ................... 8 Mi
Barrels ............................................................................... 0 03|
H-lf Barrrls ......................................................................  0 031
Quarter “ ....................................................................... 0 03
Pails, 884 lbs. eaoh .......................................................... 1 75

" 85 “ " ............................................................ 1 »>
Maple syrup—
Gallons, 6 to case...............................................................  4 504 “ 12 •• ........................................ * 8v
Quarts, 24 " ............................................................... 4 8 *
Pint», 34 " ...............................................................  3 tO

New Orleans, medium.............................................. 0 30 0 36
•< bbls.....................................  0 28 0 !0

Barbadoes, extra fancy............................................  0 37 0 45
Porto Rioo.................................................................... 0 45 0 60
West Indian............................................................... 0 SO 0 86

DRIED FRUITS—Business continues 
fair. Prunes are reported short by some 
houses, notably in mediums and one or 
two of the other sizes. This is perhaps 
a reflex of the discouraging reports re­
garding the California crop. Currants 
are firm, with good business passing in 
Vostizzas. Advices from England re­
cently regarding Valencia raisins re­
port reduced stocks and a jump of 3s.
Prunes, Santa Clara—

Per lb
100-12QS.......................... 0 U6
90-1008,50-lb boxes 0 J6 0 07 
80-908 “ 0 I7f U 08

Per 1...
33-10,25-s. 50-lb. boxes.. 0 17*
iO-SUB “ .... 0 18
60-708, 50-lb boxes 0 < 7è 0 90
*-50 " .... X) 09

Note—25 lb. boxes *c. higher than 50 lb.
Candied and Drained Peels—
Lemon..................0 11 0 11* Citron..................
Qrange.................0 11 0 12

Fig»- . 0 08 0 16 
. 0 03* 0 04 
. 0 04* 0 05Bag Pigs...................................................................

Currants—
. 0 09 0 C9*

Pmtru.................. 0 08 0 08i
Unoleaned, *c less.

........................................
.. 0 11 0 12*
. 0 14 0 16

........... 0 11*
“ 16 oz. packets, choice......................................... 0 11

Dates—
Halloweee........... 0 05* 0 05* Fards choicest..
Sairs....................  0 04*___ " choice....

..0 08 0 09

RICE AND TAPIOCA—Al steady
staple demand is felt at prices last not­
ed. Shipments of B rice from Montreal 
were due to arrive by steamer Dundurn
on Wednesday.
Rice, stand. B...................................
Rangoon...................................................................

Per lb.
0 03* 0 0M
0 03* 0 0M
0 06* 0 C5f
0 05* 0 06*
0 06 0 07...........................................

!e$i tspiocs ...........................................................
Tapioca, medium pearl .......................................

0 06* 0 06*

0 05* 0 05$

SPICES—Business continues fair at 
old prices with no changes of note to 
report.
Peppers, blk p ire.....................................................

T< white pure.................................................
Ginger........................................................................
Cinnamon.............................................................
Nutmeg....................................................................
Cloves, whole........................................ ...................
Cream of tartar........................................................

Mace ground ..........................................................
Mixed pickling apices, whole................... ..............
Cassia, whole...........................................................

M ground.........................................................

0 16 0 20 
0 25 0 30
0 18 
0 30
0 30 
0 26

0 26 
0 40 
0 75 
0 35

0 22 0 25 
0 19 
0 20 
015 
0 20 
0 25 
0 35

0 17 
0 70 

160 10 
0 25

BEANS—There are very few beans to 
be had on Ontario markets at present. 
Hand-picked were quoted at $2 f.o.b. 
Chatham this week, which is something 
unusual, if not unprecedented. Under 
these conditions jobbers have been forc­

ed to advance again, and*!are now quot­
ing prices at $2. Hand-picked arc 
scarce. Hungarian beans have been
brought into United States markets in 
large quantities recently and it is like­
ly that local houses will attempt to 
sell some of these goods here, ft can 
scarcely be estimated where prices will 
go before the new crop is available.

EVAPORATED APPLES — Stocks 
are held fairly firm at 7J to 81, cents.

HIDES AND WOOI,—Markets con­
tinue quiet at prices noted last week.
Hides, inspected, cows and steers, No. 1.....................  0 OR*

“ 'r “ " No. 2...................... 0(5*
Country hides, cured ....... ....................................... 0(5
City Calf skins.............................................   0 10
Cou try Ca’f skins................................................................ 0 (.9
Dekins....................................................................................  0 70
Sheep skins.................................................................  0 70 0 80
Horse hides, No. 1 ........................................................ 2 50
Rendered tallow, per lb............................................ 0 04* 0 O’*
Horse hair, per lb...............................................................  0 21

TEAS—Local markets continue quiet 
with no new notable features. Thomp­
son Bros.’ weekly circular, dated, Lon­
don, May 7, contains some significant 
news as follows :

“The announcement from the Chancel­
lor of the Exchequer as regards the 
duty concerning tea has been anxiously 
awaited, and clearances meanwhile are 
being confined within the smallest pos­
sible compass, but nevertheless demand 
has shown further expansion and the 
movement which has hitherto been con­
fined chiefly to the medium grades, has 
now spread to all descriptions ; so that 
the general position of Indian tea prom­
ises well for the reception of the new 
crop, which may be expected in fair 
quantities about the beginning of Au­
gust. Semi-final and final invoices are 
now more in evidence every week and it 
seems probable that after this month 
there will be less “old tea” to be offer­
ed than there has been for some seasons 
past. Telegrams from India report that 
tin to the end of April the outturns in 
Upper. Central Assam and Darjeeling 
were normal in the other districts poor, 
while the outlook for the present month 
is but little better, being fair for Up- 
ner Assam. Darjeeling and Sylhet, but 
in Lower Assam, Caehar. Dooars and 
Tcrai. bad ; all pointing to quite mod­
erate supplies at the beginning of the 
season. From Ceylon, though the busy 
time is now on, no very heavy ship­
ments are advised or even estimated.”

In the budget speech on May 7. the 
First Lord of the Treasury announced 
that there would be no alteration in the 
duty on tea.

COFFEE—Local business continues 
fairly good, with demand fairly active.

MANITOBA MARKETS

(Market quotations corrected by telegraph up to 9 a.m. 
Thursday, May 21, 1908.)

Weather conditions throughout the 
western provinces continue to be ideal 
for the growing crops and prospects arc 
of the brightest. With easier money and 
a greatly improved outlook, business is 
showing considerable revival.

SUGAR—Prices continue steady.
Montreal and B.O. granulated, in bbls......... .........

“ " in sacks........................................
" yellow, üi bbls...................................................

Wallaceburg, in bbls................................................... .
" in sacks.....................................................

Berlin, granulated in bbls .................. .........................

B.O. qunnies granulated, 6-18*8 to bale, per cwt — 
“ “ 5-2 j’s “ “ ....

5 50 
5 45 
5 10 
5 «5 
5 40 
5 45 
5 30
5 35
6 55 
6 55
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" hard pressed lump, 25*s. per cwt.......................  6 65
“ “ “ half bbls., per cwt................ 7 00
“ icing.................................... ............................ 6 30
“ bar sugar .................................................................. 6 10

Icing sugar in bbls........................................................... 6 10
" “in boxes......................................................... 6 30
" “ in small quantities....................................... 6 70

Powdered sugar, in bbls..................................................  5 90
" “ in boxes................................................. 6 10
“ “ in small quantities.............................. 6 15

Lump, hard, in bbls......................................................... 6 45
- •• in i-bbls.......................................................  6 45
“ ** in 100-1 o cases............................................ 6 15

MINCE MEAT—
Mince meat, 7 Id. pails, per lb.....................................  $

** “ 12 oz pkgs., pet doz.................................. 1 05

ROLLED OATS—
Rolled oate, 80 lb sacks, per 80 lbs........................... 3 9>i

“ 40 “ " 80 ........................... 2 96
•• 30 “ “80 ........................... 3 II
" 8 " “80 ............................  3 -0

CORNMEAL — Quoted at $1.!10 pei 
sack.

POT AND PEARL BARLEY — Pol 
barley, $3.(it) per sack; pearl barley, U, 
per sack, and $2.55 per half sack.

MAPLE PRODUCTS—New syrup and 
sugar arriving in Winnipeg are quoted 
as follows :
Sugar, 25 lb. boxes Js. and *i........................................... 3 Ou
Syrup gallons * doz. to c»se, ier case................ .......... 5 O'

è “1 doz. to case, “ ......................... 6 15
“ J “2 doz. to case " ........... — 6 5

FOREIGN DRIED FRUITS-
Australian raisins—
Rrown Lexias, per lb....................................................... 0 08
Extra brown ‘ ................  ............................... 0 0
Sultana raisins, bulk, per lb........................................... 1 W

“ cleaned, *' .......................................  ü It*
" 1 lb pkgs " ....................................... U 12

Table raisins, Connoisseur clusters per case.............. 2 HU
“ extra dessert, “ ••• 3 40
" Royjti Buckingham. " ..............  4 (Mi
“ Imperial Russian T ............... 5 25
" Connoisseur clusters, 1 lb pkgs, per

case (20 pkgs).........................................  3 35
" Connoisseur clusters, boxes (5* lbsl ... 0 80

Trenor’s Valencia raisins, f.o.s, per case, 28 s........... 2 00
•* ' 14's............ 1 (5
" " selects “ 28’s........... 2 20
" “ " “ 14 s........... 1 15
" “ layers " 28 s........... 8 25
«• “ “ '* 14 a...........  1 20

California raisins, choice seeded in f-lb.packages
per package...............................  0 07*

'< " fancy seeded in 1-lb. packages
per package................................ 0 0,

" " choice seeded in 1-lb packages
per package.............................. 0 09*

" " fancy seeded, 1-lb. packages,
per nackage................................ 0 I 9|

Raisins, 3 crown muscatels, per lb............................... 0 08
“ 4 “ ** “ ................................ 0 081

Prunes 90-100 per lb ................................................... . 0 i5s
“ 80-90 “ .....................................................  0 C6
“ 70-80 "   0(6*
" 60-70 " .....................................................  0 07
" 50-60 “ ..................................................... 0 OK
" 40-50 " ..................................................... 0 C8i
•• 3040 " ....................................................... 0 08Î

Silver prunes...................................................................... 0 09?
Currants, unoleaned, loose pack, per lb....................... 0 U»J

" dry cleaned. Pillatras, per lb......................... 0 07
" wet cleaned, per lb..........................................  0 07*
*' Filial ras in 1-lb nkg. dry cleaned,per lb — 0 08

Uncleaned vostizzas. per lb............................................ 0 US
Wet cleaned " “ .......................... ........... 0 08*

GREEN FRUITS AND VEGF 
TABLES—
Winter Apples—

Straight grade No. 2, per bbl...........................
North-ro spies No. 1, “ ...........................

do. No. 1 .............................................
Oranges and Lemons—

Washington navels. 96's, per case..................
“ “ 112s to 126‘s per cafe ..
“ " 176 s to 250’s....................

California lemons, 330's, 360's, per case.........
Bananas—

Per bunch, by express only...........................
Grapes—

Almeria grapes kegs, per keg........................
Strawberries—per 2 doz. ca»e..............................
Pears-

Fancy Columbia, " .........................
" “ half cases,....................

Cranberries—
Jersey cranberries, per bbl..............................

Vegetables—
California celery, per doz ...............................

" “ per ase ..............................
Sweet potatoes, per bbl.................................
Va’encia onions, large cases, per case........
Native or ions, per lb.......................................

Tomatoes, 6-basket crates, per crate.................
per basket ....... .............................

New California cabbage. 150 lb. crates, per lb. 
Cabbage (native), '* “ “
Lettuce, 1* doz., per box........................................
Radishes, per doz ...............................................
Green onions, per doz...........................................

... L 5: 

.... 5 00 
....... 6 0

___  3 25
....... 3 50
....... 3 75
....... 5 00

2 60 3 50

.... 5 50 
........ 3 00

___ 4 00
.... 1 CO

....... 12 00

0 9l 
6 (0 
6 00
4 OC 
0 03 
6 0U 
0 90 
0 02 
0 «3. 
0 75 
U 80 
0 SO

EVAPORATED APPLES—Quoted . 
8}c per ft.
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ARRANGING FOR ANNUAL PICNIC

Toronto Retail Grocers Discuss Details 
of Summer Outing.

And now it’s a picnic. Those sociall/- 
in<-lined fellows, the members of the To­
ronto Retail Grocers’ Association, are 
not happy unless organizing some func­
tion to give a lot of people a good 
time. Their annual picnic.is always a 
highly enjoyable affair and it was chiefly 
the details of this that were discussed 
at their meeting on Monday evening of 
this week in their cosy rooms in Lite 
Temple Building.

The date had already been settled, as 
Wednesday, July 15, and the place of 
destination, as usual, is to be Buffalo. 
Secretary D. Bell reported that the 
contract with the Niagara. Navigation 
Company and the International Railway 
Company was closed. The rates will be 
very moderate, tickets to the Falls 
being $1.25 and to Buffalo $2. The lat­
ter will include a trolley ride through 
some of the choice bits of Buffalo on 
the return trip.

You may guess these grocers will do 
everything to assure their guests a 
good time. Witness the following from 
the secretary’s minutes : “On motion 
ol Vice-President Clark, seconded by 
Frank Johnston, a committee of two 
was appointed to visit Buffafa) and to 
make arrangements for the entertain­
ment of the association’s visitors 
there.” President Thorneyand Secretary 
Hell were appointed on tnx_pommittee 
and they will take an early morning 
trip on the Chippewa some day before 
duly and lay a few plans across the 
line.

The report of the committee in charge 
of the recent very successful “At Home” 
was presented. While a few tickets are 
still unredeemed, when all is considered 
a pretty fair surplus should be shown.

A printing committee—of course Ben 
Punter had to be on this—and B. Snow 
was appointed, to look after tickets and 
other details of the excursion. A sou­
venir committee, made up of Vice-Pre­
sident T. Clark, B. Snow and Frank 
■ lolmston, was also appointed. These 
committees are counting on doing big 
things for the picnic.

Later in the meeting the peddler's 
law was discussed with a good deal of 
interest, but no action was taken.

The presence of several new members 
was very encouraging and shows that 
the association^ beginning to become 
valued among the city retailers.

plant to the new premises with the ex­
ception of the soap department. At the 
same time a number of new machines 
will be installed, including one of the 
latest coffee machines and new spice ma­
chinery. The lines already manufac­
tured will be extended and it is likely 
that several new lines will he added.

WANT UNIFORM BILL OF LADING.

Meeting of Shippers in Toronto on 
Wednesday.

At a meeting held on Wednesday, May 
20, in the Board of Trade Building, To­
ronto representatives of shippers from 
all parts of Canada, unanimously passed 
a resolution expressing their desire for 
a more simple form of bills of lading 
along lines suggested by the Canadian 
Manufacturers’ Association and the To­
ronto Board of Trade. It was at the 
suggestion of Judge Mabee, Chairman 
of the Dominion Railway Commission, 
that the shippers of Canada should get 
together and express their opinion on the 
subject, that the meeting was called by 
the Canadian Manufacturers’ Associa­
tion.

The/need of a less complicated sys­
tem, iKis claimed, has long been felt by 
shippersXsand suggestions were offered 
by which olean bills of lading could be 
made possible. Under this system the 
transportation companies would guaran­
tee to carry tW goods right through to 
their destination\according to the provi­
sions laid down bVv law. A committee 
to go into the details of such a system 
is to be appointed and the results of 
their work to be sent to the Railway 
Commission. IT. W. Rowley, of the E. 
B. Eddy Co., Hull, was appointed chair­
man, and Mr. J. E. Walsh, of the Cana­
dian Manufacturers’ Association, secre­
tary of the committee, the remaining 
members of which arc being appointed 
as we go to press.

Geo. Bristol, of Lucas, Steel & Bristol, 
and Fred. T. Smye, Balfour, Smye & 
Co., Hamilton, and T. Kinnear. of T. 
Kinncar & Co., Toronto, attended the 
meeting as representatives pi the Ontario 
Wholesale Grocers’

MOVING TO NEW PREMISES.
The offices and warehouse at 11 Front 

Street east, Toronto, are being exten­
sively re titled and will be occupied about 
■July 1st by Dalton Bros., spice and gro­
cery sundries manufacturers.

The firm will move their complete

charter two extra steamers, which are 
now en route to that city and before 
the importations are over, which will 
not be for two or three months, they 
will have six or seven extra sailings. 
Five sugar-laden steamers are now on 
their way to this port, their cargoes ag­
gregating 9,100 tons. These steamers, 
which are sailing from various ports, 
are named, with the amount of cargo, 
as follows : The Talisman, from St. 
Kitts for Halifax, direct, with 2,500 
tons; the Tanariva, which sailed from 
Trinidad yesterday, direct for Halifax, 
with 2,000 tons, and also has 2,000 
tons for Montreal; Ocamo, now due at 
St. John, from Demerara and the West 
Indies, which will, after landing cargo 
at Montreal, come here to discharge 
1,500 tons of sugar; the Boston, also 
on her way here, which has 600 tons of 
sugar to discharge; the Ix>bo, which 
sailed from Barbados yesterday for 
Halifax via Bermuda and St. John, 
with 2,500 tons, will discharge her car­
go here. The importations of sugar have 
been fairly heavy for some time, but 
during the next two months the rush 
will be at its height. The crop this year 
is reported to be an average one, but 
was a little backward.

SUGAR SHIPMENTS FOR CANADA.

9,100 tons in Cargoes on the Way From 
West Indies.

A correspondent writing to The 
Grocer from Halifax on May 16, gives 
some very interesting information re­
garding heavy sugar cargoes which are 
coming from the West Indies for Can­
adian consumption. He says :

“Over eleven thousand tons of sugar 
are now on the way to Canada from 
the British West Indies. So heavy have 
the shipments become that the Halifax 
steamship agents have been obliged to
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HINTS TO BUYERS.
Reading notices under this heading will be accepted at 

10 cents per agate line.

Laporte, Martin & Co., Montreal, are 
offering the trade, through their ad. in 
this issue, several excellent lines, to 
some of which they draw especial at­
tention. They are the Canadian dis­
tributors of the ever-increasing in popu­
larity brands of tea “Victoria” and 
“Princess Louise.” These brands are 
excellent in quality and the prices are 
right, which render them justly favorite. 
They draw attention also to their Can­
adian and imported (Soleil Brand) 
canned goods, present stock of which 
is of the canning of 1907. At present 
they are booking orders for the can­
ning of 1908 (Soliel Brand) Minerva 
olive oil is another line which they have 
ready for immediate shipment. The at­
tention of the trade is also directed to 
their very tine stock of choice pastes 
from the firm of Blanc Fils, Valence 
sur Rhone. This stock includes maca­
roni, vermicelli, sphaghetii and other 
fancy pastes.

T. Maeara, chief analyst for Thos. J. 
Lipton, of London, Eng., spent several 
days in Toronto during the week and 
with A. E. Carson, Canadian manager, 
visited several other cities. Mr. Ma- 
cara is looking into the possibilities of 
the jam and pickle business in Canada.

W. J. Wilson, with S. H. Ewing & 
Sons, Montreal, has returned from a 
good trip through the Maritime Pro­
vinces.
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DEATH OF WILLIAM KINLOCH.

Familiar Figure Among the Trade in 
v Montreal.

Once more death has claimed its own 
in the person of William Kinloeh, who 
passed away on Saturday. May lli. Mr. 
Kinloeh was a native of Stonehaven, 
Scotland, and came to Canada when he 
was a lad of sixteen. Shortly after his 
arrival in Canada lie entered the grocery 
business, and in 1843 became a member 
of the firm of Kingan & Kinloeh, which 
he and his partner organized. He con­
tinued in the business until 1893, when 
he retired. Upon the death of Mr. Kin­
gan. the firm was known as Kinloeh, 
Lindsay A Co., under which style it con­
tinued until Mr. Kinloeh"s retirement. 
Mr. Kinloeh was a familiar figure in the 
business district of the city up to al­
most the day of his death, as he found 
it difficult to relinquish his old habits 
and haunts, although well past the age 
when men generally retire to enjoy in 
the evening of their days a well earned 
rest. Those who frequent the reading 
room in the Exchange llall of the Board 
of Trade saw his familiar figure there 
not more than ten days before his de­
mise, and he might have been observed 
about his old haunts very recently. Mr. 
Kinloeh has seen Montreal advance from 
a comparatively inconspicuous position 
to one of great importance among the 
cities of the continent. Among the many 
changes and improvements which have 
taken place during his life, though one 
of the most vital importance to the com­
mercial life of this city probably has 
been the evolution of the ship channel 
between here and the sea. In 1850 ships 
with a tonnage of 400, made their way 
with difficulty up the 11-foot channel to 
Montreal. In those early days people 
had not dared to think even of many of 
the accomplished facts of to-day and 
which have contributed so largely to the 
progress of the city.

In days gone by Mr. Kinloeh was one 
of the most familiar figures in the gro­
cery world, and he watched the evolution 
of the foodstuffs trade during many im­
portant years. He was known to most 
all the older grocers who were glad to 
number him among their friends. ^

ACME CAN WORKS PURCHASED.

Jas. Campbell and Wm. Pratt Still Re­
tained in the Management.

The contemplated change in the affairs 
of the Acme Can Works, Montreal, has 
become an accomplished fact, and the 
firm will be known in the future as the 
American Can Company. The capacity 
of the plant will be greatly enlarged 
with the result that a more complete 
line will be offered the trade than here­
tofore. The same gentlemen who have

directed the destinies of the old firm 
will continue with the new organization. 
Jas. Campbell will have charge of the 
sales department and William Pratt will 
continue as factory superintendent. M 
A. Reap will be associated with the 
above gentlemen in the capacity of of­
fice manager. Mr. Heap’s headquarters 
will be the Montreal office of the com­
pany.

COMMISSION DEALERS’ ASSOCIA­
TION.

Will Make Shippers Pay Uniform Cart­
age Charge.

The majority of the wholesale fruit 
and commission merchants of Toronto 
have recently formed th&uselves into 
an organization known as “The To­
ronto Fruit and Produce Association.’’ 
The president is II. W. Thorpe, of Mc- 
V\ il liant & Everist, and the association 
is formed for the ostensible purpose of 
mutual protection. A circular signed by 
the members of the organization has 
been sent to the growers and shippers 
of fruit and vegetables, which stated 
that, “owing to the high and increasing 
cost of handling goods and delivering 
them, a uniform cartage charge will be 
made to the shippers on all goods on 
commission.” Then follows schedules 
for Canadian and foreign goods, which, 
with the exception of carload lots of po­
tatoes, range all the way from half a 
cent each for all packages smaller than 
11-quart baskets to five cents for bar­
rels, sacks and large cases.

According to correspondents in Bur­
lington and vicinity, the shippers and 
growers around Clarkson, Oakville, 
Bronte, Merton and Lome Park resent 
the action of the association, and at a 
joint meeting held at Clarkson last 
week a resolution was passed to the 
effect that they would “refuse to sub­
mit to any such imposition,” and if no 
further agreement could be reached they 
would place a man in Toronto to act 
as salesman for the fruit from these 
places, or the fruit would be sold f.o.b. 
at stations.

Just how the matter will result can­
not as yet be ascertained, and the mem­
bers of the so-called association are 
rather reticent about discussing the 
situation. The claim is made that with 
the increase of wages, feed for horses, 
and expenses generally, it is too much 
to ask the commission men to pay for 
delivery out of the commission they re­
ceive for making sales, especially when 
the rate of commission is no more than 
it was seventeen years ago. Delivery 
charges sometimes eat up all the pro­
fits and the dealers think these charges 
should properly be borne by the grow­
ers, seeing that they get an increased 
return for their goods over what was 
received some years ago.
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DEATH OF BROCKVILLE CONFBC 
TIONER.

John Grant, of Abbott, Grant & 
Co., proprietors of the Brockville Bis­
cuit and Confectionery Works, Brock 
ville, Ont., died in that city on May 13. 
He had been feeling unwell and under­
went an operation the day before his 
death. Mr. Grant was a native of 
Brockville, sixty years of age, and 
leaves a large grown-up family.

NEW TELEPHONE NUMBER.
Owing to inability to secure a suffi 

fient number of lines into our Toronto 
office, in consecutive numbers, it has 
been found necessary to change the 
telephone numbers for that office. The 
numbers are Main 7324, 7325 and 7326

NEW TORONTO OFFICES.
Rose & Lallamme, of Montreal, hu\c 

moved their Toronto offices to more con 
venient premises. They are now situated 
in the Carrie Building, 65 Front St reel 
east' on the corner of Church, where \\ 
T. Merrick, the Toronto manager, will 
b.' glad to see the firm’s customers.

The United Factories, Limited, To 
routo, have just issued a neat illustrated 
I older showing the various lines ol 
i’oeekh’s brushes for housecleaning pm 
puses, such as scrubbing brushes, hail 
brooms, waxing brushes, closet bow i 
brushes, cornice dusters, bannister 
brushes and several other useful lines. 
Space is also left on the front cove 
for the address. Any of the trade do 
siring these circulars to send to tlicii 
customers may have them on applica 
lion by mentioning the name of Th 
Canadian Grocer.

use OVAL WOODEN 
BUTTERDISHES

OAKEY’S The originel end only Genoa, « 
Preparation for Cleaning Cut 
tery, 6d. and la. Caniate r

'WELLINGTON’
KNIFE POLISH

JOHN OAKEY ISONS,Limit..!
Manufacturer» of

Emery, Black Lead, Emery, Glue ari 
Flint Cloths and Papers, etc.

Wilton Mills, Moo, Enulffl
Agent:

JOHN FORMAN, • 64* Craig Street
MONTREAL.
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ONE DAY S SHIPMENT TO LONDON. ENG. OVER A MILLION 
FEET OF PAPER.

FOR CANADIAN OR 
EXPORT TRADE

STAUNTON
SVraUORVALL PATERS

offers exclusive advantages in beauty, quality and adaptability. 
Made for a purpose beyond selling —it comprises the best 
selling patterns made in Canada.

Competes successfully in England with English manu­
factured paper.

Superior shipping facilities for the Colonies and South 
America.

Correspondence solicited from wall-paper dealers through­
out the world.

STAUNTONS Limited
Executive Offices, 929 Yonge Street,

TORONTO - - CANADA
Represented everywhere in Canada

LONDON. ENGLAND. MELBOURNE. AUSTRALIA.
DUNEDIN, NEW ZEALAND. PORT OF SPAIN. TRINIDAD.

Talking to the Point
CLASSIFIED WANT ADS get right

down to the point at issue. If you want 
something, say so in a few well-chosen 
words. Readers like that sort of straight- 
f rom-the-shoulder-talk, and that is the rea­
son why condensed ads are so productive 
of the best kind of results.

CLASSIFIED WANT ADS are always 
noticed. They are read by wide-awake, 
intelligent grocers, who are on the look-out 
for favorable opportunities to fill their 
requirements.

TRY A CONDENSED AD IN 
THE CANADIAN GROCER.

“The Confection of Quality**

We believe we have the finest 
values in

High-Grade
CHOCOLATES

to be secured in Canada.

We call particular attention to 
our

“ Chocolate Bordeaux ”
as being in a class by itself.

Purity and unvarying good qual­
ity have made it the foremost 
chocolate line on the market.

It’s not a matter of luck to sell 
“Chocolate Bordeaux.” The
quality has created an enormous 
demand ; the goods sell at sight, 
and the dealer makes a hand­
some margin of profit.

“ Chocolate Bordeaux " should 
be carried in stock by all wide­
awake dealers who want the best 
and quickest-selling Chocolate 
specialty manufactured.

Every taste a delight. Each 
piece eaten produces a desire for 
more. You don’t have to take 
our word for it. Write us for 
tasting samples and full partic­
ulars, and judge for yourself how 
well we can serve you. Refuse 
all substitutes. Get the genuine.

Write us. Do it now !

The Montreal Biscuit Co.
Montreal

Manufacturer* of the Purest and Most 
Wholesome Confectionery in Canada.

12/



HOW IS YOUR STOCK OF TEAS ?
Our stock of Japan, Green “Gunpowder” and Black Teas is complete in all 

the different lines and grades. We are in a position to fill orders for all grades required by 
the trade. We offer exceptional values in the different grades at prices interesting to the 
trade. We especially recommend

“Victoria” and “Princess Louise” Japan Teas
brands which we guarantee to be strictly pure and of superior quality and for which there 
is a great demand.

CANNED GOODS
We are now booking import orders for Canadian Canned Coeds also for Imported 

Canned Goods “Soleil” Brand canning of 1908. We have a large and varied stock of 
Canadian and imported “Soleil” Brand Canned Goods canning of 1907 and we are pre­
pared to fill immediately all orders which we may receive for same.

We are in a position to fill all orders for this celebrated Olive Oil 
renowned for its purity, its rich and delicate flavor and for its origi­
nal packing ; each bottle bearing the seal of guaranteed purity from 
the Municipal Laboratory of the city of Marseilles. The sale of this 
superior Olive Oil is constantly increasing. We are HOW booking 
import orders for same.

These Pastes have acquired a high reputation on account of 
their uniform quality. We have a complete and varied stock of 
these goods for immediate delivery and we are now booking 
orders for importation.

These Castile Soaps “La Vertu” and “La Mouche” brands are 
highly appreciated in Canada where great quantities are used—We 
are in a position to take orders for immediate delivery. It is also 
the right time to give us your import orders for same.

of the highest quality : we sell them at correct prloes.

For all information, quotations, etc., write, telephone or wire at our expense.

LAPORTE, MARTIN <6 CO., Limited
WHOLESALE GROCERIES, WINES and LIQUORS

562 to 568 St. Paul St. (formerly College St.) MONTREAL, Canada

Castile Soap
from the house of 

J. Tourasse of 
Marseilles.

All these goods are

CHOICE PASTES
from the firm of Blanc 
et Fils, Valence sur 

Rhone.

Minerva 
OLIVE OIL
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A Grocer's Flower Department
GOOD PROFITS WITH HIGH-CLASS TRADE, BUT FIRST EXPENSES

HEAVY.

The question as to whether the sell­
ing of flowers can be made a profitable 
part of a grocer’s business has become 
a very interesting one recently in all 
parts of Canada. In the cities, particu­
larly, the grocer who regularly carries 
a line of flowers is most in evidence, 
but in the larger towns and in the 
country also a window decorated with 
plants and cut flowers is coming to be 
frequently seen. With a view to finding 
how profitable a department this was, 
and what opportunity it offered for the 
average grocer, some inquiries have 
been made.

Good Profits With High-Class Trade.
The general opinion of those who 

handle flowers is that such a depart­
ment can be run satisfactorily and with 
good profit where the trade the store 
draws is of a high class. Flowers, of 
course, arc considered more or less as 
a luxury, and unless customers have a 
little more money than they need to 
live on, they are hardly likely to buy 
many flowers.

For the grocer in the former class, 
however, the business has several fac­
tors of inducement. Nothing brighten-, 
up a store so much as flowers, 
and their very presence in the 
store *is sure to be considerable 
attraction. Again, the profits that can 
he secured on these goods are rather 
better than on the staple groceries. 
People have been accustomed to paying 
rather high prices to the regular florists 
and when the grocer, by reason of facts 
which will be mentioned later, is able 
to sell them a little below the prices 
the florists regularly ask, they are quite 
ready to pay this.

Economy in Delivery.

various kinds, such as geraniums, fus- 
chias, spireas and others, bought for 
20 to 35 cents, sell for 50 to 65 cents. 
Pretty fair profits, those.

Some Difficulties.
Of course there are drawbacks to this 

as well as any other line of the business. 
Flowers are perhaps the most perish­
able stock a grocer can carry. He can­
not calculate on carrying any of the eut 
flowers over more than one night, and 
even then he runs a risk. The ideal way, 
of course, is to get the goods fresh 
from the wholesale florist in the morn­
ing and clear the whole stock out by 
night, reducing prices a little, if neces­
sary, at the end of the day. This ques­

will always stop to look at flowers and 
perhaps a carnation, or a rose that is 
just at the danger point, given away, 
occasionally will work wonders.

if the flowers are held over one day, 
of course considerable refrigerator space 
is necessary. This is another drawback. 
They require considerable attention too, 
but a young lady clerk usually knows a 
good deal about handling such goods. 
If you have one who doesn’t send her 
out to the greenhouse some quiet after­
noon to have a talk with the florist 
about it.

A Few Hints.
According to the testimony of several 

grocers, it doesn’t seem to pay to dis­
play flowers outside the store. Even 
though they are not in the sun, the 
wind dries them up very quickly.

One grocer who does a nice little 
trade in this line, has a large tin pan 
about five feet by six, which just fits 
his window. When he is showing flowers 
he simply sets this in the bottom of the

SUGGESTION FOR A GROCER’S FLORAL WINDOW.

Of course one of the large factors in 
the good profits in handling flowers is 
the fact that the same delivery suffices 
for both flowers and groceries. When 
Mrs. Brown comes in to order her gro­
ceries and green stuff for the next two 
or three days, she is attracted by the 
window or the inside display and orders 
a dozen carnations or some chrysanthe­
mums for her dinner table. These goods 
are sent out in the same rig with the 
groceries and there is no additional ex­
pense for delivering. Ontario grocers 
this spring have been able to buy car­
nations at a cent apiece, and some­
times less. These sold readily at 25 .to 
40 cents a dozen. Easter lilies were 
bought at 7 and 8 cents a bloom and 
sold for 15 cents. Potted plants of

tion of the perishable nature of the 
goods is one a grocer must consider 
carefully before he begins to handle 
flowers. The trade in this line must be 
cultivated. It cannot be worked up all 
in a Saturday. And at first, before the 
regular customers are induced to buy a 
certain amount of flowers, the depart­
ment is likely to lose more or less 
money. It is a case ol investing a 
little now to get handsome returns 
later on.

It is astonishing too, as some grocers 
tell us, how regular customers can be 
induced to buy flowers. A little educa­
tion carried on steadily, with hints and 
suggestions thrown in as the customers 
are examining the stock, and women 
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window, with the pots and vases of cut 
flowers in it, and he can then water the 
stock—and the law won’t prevent him 
either—as much as he pleases.

Some grocers keep a small edition of 
a ribbon counter with a view to making 
the outgoing sprays of flowers look as 
dainty and presentable as possible. This 
is scarcely necessary, however, unless 
special attention is given to this de­
partment.

Several city grocery stores have re­
cently gone more or less extensively in­
to supplying floral decorations and 
schemes for weddings and holiday de­
corations and even wreaths, sprays and 
built-up designs for funerals. In these 
cases, of course, someone has to be in
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chaige who understand* this side of the 
florist's business.

For the Country Grocer.
For this grocer in the country or in 

a small town, some distance away from 
the greenhouses, the foregoing will 
prove of little service. There is a 
branch of the business, however, which 
can be developed to yield a revenue well 
worth while. That is the handling of 
flowers on commission.

A druggist in a small town in West­
ern Ontario told the writer that he had 
cleared between $30 and $40 during two 
weeks at Easter simply over the busi­
ness he did by special order and through 
the sale of Easter lillies. He telephoned 
the orders to the nearest florist and se­
cured the goods promptly, with no 
trouble and at little risk to himself. 
This, of course, can be easily held to 
a strictly cash business.

There is no reason why a grocer in 
the same town should not have had this 
business. He has better facilities for 
looking after and delivering the goods 
and they are more in accordance with 
the lines he regularly carries. The mat­
ter of securing business of this kind, not 
only at holiday time, but also for wed­
dings, funerals, church decorations, 
parties, etc., might well be considered 
by the country grocer. The people in 
your town may need educating but the 
business is sure to grow and be profit­
able, if energetically pushed.

THE WINDOWS ILLUSTRATED.
The first engraving illustrating this 

article is from a photograph of the win­

dow of F. Simpson & Sons, Toronto. 
The window was dressed by R. Riegel- 
meier, who has charge of the flower de­
partment. The second engraving illus­
trates a window in the store of Robert 
Barron, Toronto. Both these firm have 
been handling flowers for some years.

IMPERIAL SYRUP CO.’S NEW 
HOME.

Modern Factory and Equipment Recent­
ly Completed in Montreal.

The engraving shown herewith is 
from a photograph of the new factory

of- the Imperial Syrup Company, Mont­
real, which is located at 29 to 31 Vitre 
Street West, in the centre of the city.

Although only eight years established 
in Montreal, the business of the Imperial 
Syrup Company has grown very quick­
ly, and the wonderful increase in sales

necessitated the procuring of larger 
quarters in which to manufacture the 
goods to fill these orders. The present 
factory was acquired last October, and 
has been remodelled to suit the needs 
of the company, so that it stands to-day 
one of the finest of its kind in Canada.
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The building is 140 feet long and 50 
feet wide, being live storeys high, and 
containing 30,000 square feet of flour 
space.

The ground floor is used as a ware­
house, there being two doors affording 
excellent receiving and shipping facili­

ties. Back of the warehouse is the steam 
plant, and the engine which supplies 
power. The next floor is devoted to 
the workers having charge of the fill­
ing of packages with syrup and the 
packing thereof. At the front of the 
building on this floor will be found the 
commodious offices. The third and 
fourth floors are used for the manufac­
ture of confectionery, while the fifth 
floor is where the syrup is refined.

Throughout, the equipment is most 
modern, each floor containing some piece 
of machinery which is righl up to the 
minute, the last invention to facilitate 
manufacture and cheapen cost of pro­
duction.

One of the finest plants in the build­
ing is that for the coating of choco­
lates. It is made by Werner & Co., 
Rochester, N.Y., and so regulates the 
temperature of the chocolate in use as 
to ensure a perfect confection.

Everything is spotlessly clean.
It is largely through the efforts of 

Col. Walker that Imperial Maple, 
Kitchen Molasses, Goldenette Table 
Syrup and other lines made by this 
company are in such steady demand 
from Halifax to the Klondike. G. H. 
Ramsay, is manager of the present busi­
ness, and has done much toward mak­
ing it as successful as it is. There are 
agents in Winnipeg, Calgary and Ed­
monton, while the Pacific Coast busi­
ness is looked after by Ramsay Bros. &

A WELL DRESSED FLORAL AND FISH WINDOW.

>9(M[

NEW FACTORY AND WAREHOUSE OF IMPERIAL SYRUP CO., MONT­
REAL.



THE CANADIAN GROCER

i Vancouver, of which the Montreal 
î,<mse is a branch.

The making of chocolates is a new 
lieparture with the company. This fall 
they will be turning out their own choco- 
l.iie confectionery, and Manager Ram­
say says he is going to make the goods 
such as to warrant their causing more 
lulk than the Merry Widow hats are at 
I : csent.

TRADE NOTES.
Wm. Willison, grocer, Ayr, Ont., ha-, 

a-signed.
Harry B. Kelly, grocer, Bancroft, 

Hut., has assigned.
Wm. .1. McFarland, grocer and fruiter, 

Toronto, has assigned.
McCoy & Boa, grocers, Montreal, 

have dissolved partnership.
It. Warren, grocer, East Bay, Man., 

lia- moved to Million, Man.
.1. W. Brown, grocer, 176 Christie 

Si., Toronto, has sold his business.
A. Ooodman & Co., fruit merchants, 

Montreal, have been registered.
It. Watson, general merchant, Birnie, 

Man., is retiring from business.
K. A. Bruce & Co., produce mer­

chants, Montreal, have been registered.
.1. Wylie & Co., grocers and commis­

sion dry goods merchants, 561 Bloor 
Street West, Toronto, have assigned.

S. Brownscombe’s grocery store, 
Owen Sound, was damaged by fire last 
week, duo, it is said, to a stock of fire- 
xx .irks in the show window being ignited 
b> the sun. • ■

K. Denning, for years with A. W. 
Hi ant, the produce house, Montreal, 
:.a- started in business for himself, 
having opened an office at B29 Board of 
I lade Building. He will represent Kear- 

k-x & Tonge, London, Eng.
A writ has been issued by the Eze 

Manufacturing Co., Limite I, manufac­
turers of Star Ammonia, against the 
l nion Chemical Co., for an injunction 
against imitation of the packages and 
labels which arc used in the sale of 
Star Ammonia.

C. H. McDonald, direct tea importer 
and blender, St. John, N.B., has re- 
i loved from 12 Water Street to larger 
(piarters at 55 Dock Street, where his 
package tea, Red Clover, will be out 
up in larger quantity than ever, to take 
'are of the increasing demand for the 
line.

The Regina Fruit & Produce Co., Re­
gina, has just started business, carry­
ing on a general wholesale and retail 
produce trade. G. Pepper, the manager 
< i the new concern, has had consider­
able experience in this line, both in the 
west and in England. He was formerly 
in the same business in Cambridge, 
England.

New Calgary Wholesale Houses
MODERN BUILDINGS AND EQUIPMENT IN THE WEST.

The engravings shown herewith are 
from photographs of two large grocery 
warehouses recently erected in Calgary 
and are a good evidence of the grow­
ing importance of that town as a com­
mercial centre.

The larger engraving shows the splen­
did new wholesale grocery, offices and 
warehouse of I lie (leorgeson Co., Limit­
ed. The building is of four stories, of 
brick with red brick and cement front, 
xv'iieli presents a very handsome ap­

ed makes the building practically fire­
proof.

The smaller engraving shows the new 
xxareliouse of Plunkett & Savage, fruil 
and produce dealers. It is of brick 
and stoue construction, also with of­
fices in the front of the ground floor 
ami is well adapted lo the handling of 
llie lines of goods the company carries.

Next to the Plunkett & Savage build­
ing may lie seen the wholesale grocery 
warehouse of Campbell1 Wilson &

NEW GROCERY WAREHOUSE OF THE GEORGESON CO.

pearance. The construction bas been 
particularly thorough in every way and 
the interior equipment is quite complete 
A handsome suite of offices occupies 
the front of the ground floor. Excellent 
shipping facilities have been provided 
and the system of construction follow- 
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Horne Co., another of the large jobbing 
houses of the city.

Calgary’s growing importance as a 
wholesale centre is becoming very evi­
dent.

There are in the neighborhood of 150 
ebmmercial travelers who make their
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head-quarters In tin- city. The greater 
portion of these represent local firms 
while some are traveling for Eastern 
Canadian houses.

Thirteen hanks, one hundred whole­
sale houses and over forty industrial 
and manufacturing plants go a long way 
to make Calgary the commercial rnetrop- 
lis of the last west.

The wholesale houses include the fol­
lowing: Groceries, dry goods, men’s 
furnishings, hoots and shoes, fruit and 
produce, bread, biscuits, candy and con­
fectionery, furniture, agriculture impie 
meats, harness and saddlery, paints and 
oils, glass, wagons, buggies and sleighs 
hardware lumber, building materials, 
rubber goods, stoves, cement, cigars. 
li<|Uor. meats, flour, plumbers’ supplies 
drugs, electrical goods, paper and sta­
tionery, tents and mattresses.

Among the industrial and manufac­
turing plants there are a soap factory.

SOME ORDINARY HAPPENINGS.
An ordinary man usually thinks it a 

very easy thing to run a grocery. Easy 
to stand behind a counter all day? Of 
Course. It doesn’t look to 'be very hard, 
hut just wait until a crank comes into 
the store with a frown on his face; next 
a taster who tastes and prices for half 
an hour, and gets a good square meal 
and doesn’t buy a cent’s worth, says an 
exchange. Then others come in and tell 
you how much cheaper other stores are 
selling groceries and refuse to trade with 
you unless you cut. Then comes an or­
der over the ’phone thick and fast in a 
woman’s high-keyed voice, who rings off 
without giving her name. In an hour 
or two she rings you up again and asks 
why you haven’t sent those groceries. 
While you are explaining matters to her 
in comes a man who sings off an order 
of flour, potatoes, sugar, coffee, etc., and 
who shoots out of the door and down the 
street. If you haven’t caught the order

yourself you call up Mr. A. and liml 
that he owes $100.

Then there is this kind of a customer 
—a man who has always paid cash, wlm 
meets with reverses and asks you for 
credit. You can’t turn him down, as lie 
has been a good customer. You let him 
have the goods. The bill keeps growing 
larger and larger and finally gets so 

large the man goes elsewhere to trade. 
Then you are out again.

I have found that the man who owes 
the largest bill is the one who can take 
in all the theatres, circuses and excur­
sions.

Then there is the customer who rings 
up just before dinner and wants you to 
deliver a package of yeast foam Li 
blocks away at once.

Another thing we have to contend 
with is the girl who comes in to call up 
her sweetheart and talks for 15 or 1211 
minutes when our regular customers are 
waiting to use the telephone.—Grocers' 
Advocate.

NEW CALGARY WAREHOUSES—BUIUHNU OF PLUNKETT & SAVAGE, 
FRUIT AND PRODUCE DEALERS.

a biscuit factory, three confectionery 
factories, two iron works, two brewer­
ies, two cigar factories, a meat packing 
plant, a breakfast food factory, a eemenll 
works, three brick-making plants, three 
harness and saddlery factories, three 
flour mills, a coffee and spice factory 
two tent and mattress factories, a bed­
ding factory, two dyeing and cleaning 
plants, two cold-storage plants, two 
electric light and power plants, two 
electric power plants, a gas plant, a 
natural gas plant (at present under 
(construction), two lumber mills, two 
show-case and office fixture factories 
and several planing, sash and door fac­
tories, including the largest one in Can­
ada.

you are expected to guess at it ; then 
there is a roar.

Next comes a man who wants credit. 
He has traded at other stores and paid 
cash, and now has a job where he gets 
his pay only every two weeks. He pays 
promptly for several weeks, then he has 
a small balance. This keeps on for a 
while and finally his bill is all balance.

The next customer who comes in and 
asks for credit you politely ask where 
lie traded last. He says : “I used to 
trade at Mr. A.’s, but he cheated me, so 
I thought I would try you.”

“Shall I call Mr. A. and ask him if 
you are all right?” I ask. “No, you 
needn’t go to that trouble.” he says. “I 
don’t have to trade here.” And he goes 
out and slams the door. Just to satisfy 
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SELL WHOLEHEARTEDLY.
Do you really believe that you pay 

sufficient attention to the art of sales­
manship in your daily transactions?

In the retail grocery business, it is a 
fact, that too many merchants, take it 
for granted that their customers come 
into the store to purchase certain things, 
and when supplied with those articles 
or their equivalent, there is, no neces­
sity for any further effort to sell some 
other commodity.

A writer who takes a keen interest in 
the art of salesmanship as practiced by 
the retail merchants, states in an ex­
change, tiiat he has been making trips 
to various stores in his home city re­
cently, buying small articles, one at a 
place, solely for the purpose of studying 
the methods of salesmen. They are piti­
fully wanting. I11 ten stores visited only 
one salesman made any real, whole­
hearted effort to sell goods not asked 
for. We did not resist his blandish­
ments, but bought several additional 
articles. By eight of the others the 
article requested was produced and 
wrapped up, the change given, and that 
ended the transaction. In the ninth 
the salesman inquired in a perfunctory 
manner, “Is there anything more?” 
There is need for a stirring up in stores 
among the salesmen. This is not the 
way to make a record as a clerk nor is 
it the way which leads to promotion and 
independence. Not one of the ten was 
rude or discourteous. Not one showed 
neglect. But only one made a real effort 
to interest the buyer in other goods. He 
did it in an intelligent manner.

Ellis & Steward, general merchants, 
Wolseley, Sask., are succeeded by Stew­
ard & Co.
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“Beaver Brand" Ingereoll Hams and Baoon are to-day more widely and favorably 
known and consequently in better demand than any other brand of pork products sold in Canada. 
You have to spend no time in introducing this brand to your customers. Every piece bears 
the government mark "Canada Approved." Combined with this safe-guard is the careful 
selection of every ham and side of bacon, the guaranteed Sugar OUre, the uniform quality. 
The price is a little higher but then the proved results, a satisfied and regular customer and 
an increasing trade. If you are not selling Ingereoll Products give them a trial. Ask your 
friends who are selling them, communicate with our representatives or write direct to,

The INCEBSOLL PACKING COMPANY, Limited
Pork Packers
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Dairy Produce and Provisions

CHEESE AND BUTTER BULLETIN

With the wave of warm weather which 
is prevailing fairly generally through­
out Eastern Canada at the present time 
some considerable activity has been en­
gendered in the butter and cheese mar­
kets. From reports received from the 
country the pasturage is improving very 
rapidly, indeed, and the cows are be­
ginning to display evidence of this favor 
of nature. During the last week prices 
for butter and cheese have eased off 
considerably, quotations to The Grocer 
for fresh creamery being around 24c as 
against 26ic and 27c for the same time 
last week. Dairy tubs are now at 17c 
and 18c, instead of 21c to 24c as last 
week. Fresh, large rolls have also join­
ed in the downward tendency, now being 
quoted at 20c to 21c, as against 22c. 
and 23c for last week. There is a feel­
ing among dealers that the prices arc­
going to continue in their downward 
tendency, therefore, many of them are 
holding back to take advantage of this 
anticipated condition. Thia together 
with the fact that supplies are arriving 
in large amounts from the country, has 
depressed the prices to their present low 
levels.

Cheese has fairly well duplicated the 
behaviour of butter during the past 
week and is much lower. Large, new 
cheese is now quoted to The Grocer at 
11 Sc to 12c, as against 12c to 121c last 
week, and new cheese (twins), which 
was selling at 12jc to 121c last week is 
now quoted at 12c to 121c. Old cheese 
remains practically the same at Lie to 
15tc to the retailer.

The demand in the cheese market can­
not be said to be more than fair. The 
Board, of Trade receipts for the week 
ending May 16 for butter were 2,391 
packages, as against 3,710 packages for 
the corresponding period last year, while 
the total up to the same time is 4,118 
packages against last year’s total of 
10,651 packages for the same period.

Cheese receipts show the same con­
dition of affairs, practically.

For the week ending May 16, total 
receipts were 15,794 boxes, as against 
25,954 boxes for the corresponding 
period last year. The totals compare 
unfavorably also being up to the pres 
jenl time 36,798 boxes, as against 56,915 
boxes for the total of last year. The

shipments of cheese to the Old Country 
have been very small during the past 
week as compared to the two previous 
seasons, showing a falling off of nearly 
two thirds for the corresponding week 
of last year.

According to advices from England 
there is not much interest displayed in 
the Canadian market, as the lethargy 
which seems to have taken hold of them 
appears to still hold them in its grasp 
There is very little of the Canadian pro­
duct in England, and the small ship­
ments which are arriving there will not 
alter this situation if the production here 
does not soon improve.

In Brockville there was not much ac-

There has been little change in condi­
tions in the Canadian packing industry 
since last week. The English market re­
mains stagnant and with the continued 
heavy imports of Danish bacon is not at 
all encouraging for the sale of Canadian 
pork products, and while some export 
business has been done during the past 
week by one or two firms, this has been 
at a disadvantage and has not been at 
all general. Not only does the condition 
of the English market affect this trade. 
At present the number of hogs coming 
in is not much more thab sufficient to 
provide for the provinciaFdemand which 
has been fairly active during the past 
week and until this is supplied there is 
not much chance of doing export busi­
ness.

There is always a demand for a cer­
tain amount of Canadian bacon on the 
British market, but of late supplies 
have been short and holders aie sus­
taining high prices.

The whole matter seems to fall back 
on the Canadian farmer who is certain­
ly seriously neglecting his opportunities 
as regards hog raising. If the farmer 
continues to pursue the same policy he 
has done for the past year or so, Can­
ada’s bacon trade in England, decreas­
ing as it has been, will become practi­
cally nil.

A correspondent, writing from Eng­
land recently, regarding the matter, 
says : "It seems to be the case that
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tivity displayed at the recent 'Board 
meeting, and buyers and sellers heir 
widely divergent views in regard t, 
prices. These conditions lead to de 
cidedly slow bidding. The uniform <>i 
fer for choice of 10ic was turned down 
by the sellers, so the Board was closed 
without any sales being effected.

Shipments of cheese from Montreal 
for the last week make a very poor 
showing compared with the same week 
of the previous year. For the week 
shipments to Great Britain were 11,41 ; 
boxes, as compared with 32,758 box. 
for the same week of the previous year 
Total exports since May 1 are 49,970 
boxes as compared with 74,919 boxes 
for the corresponding period of iasi 
year.

the Canadians think that to sell at big 
prices even for a small amount is the 
best plan. The Danish and Irish ship 
pers are satisfied to work on the oppo­
site basis."

The way the Danish farmers and ship 
pels appreciate the opportunity afford, 
ed by the British market and the man 
ner they have built up this trade, ha- 
been shown by the continued heax 
shipments, aggregating 37,000 to 54,0oo 
weekly, during the past few month- 
The United States packers also hav. 
been doing heavy business", but tin. 
has fallen off seriously lately on accourt 
of significant, local conditions. Condi 
tions prevalent in American market 
are given in the following summarv 
from the New York .Journal of Com 
merce :

"There has been very little interc-i 
in these markets within the last week 
either legitimate or speculative. Re 
ceipts of hogs have been larger and 
prices lower both east and west, l> 1 
demand has not been stimulated by tl 
decline. Packers have favored low,1 
hogs and bought sparingly at the sa:: 
time, not supporting the market fn 
products, though not selling sufficient! 
to produce much decline. The short 
have been about the only buyers of fn 
lures and that demand has not her 
general, leaving the markets very dull 
Spot demand has been no better tha 
for some weeks past and prices hav.'

THE PROVISION SITUATION
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weakened on all articles, both specula­
tive and non-speculative. Exporters 
have practically been out of the market 
except for a little city lard, while a 
leading refiner said he never knew it 
duller. Nobody is buying anything but 
for immediate wants and this charac­
terizes the whole trade, causing a de­
pressed feeling. The increased receipts 
of hogs have been attributed in part to 
the weather being so wet that the 
farmer could not plant his corn and has 
marketed hogs more freely. The larger 
proportion of light weights and smaller 
proportion of heavy weights seem to in­
dicate that they are marketing quite 
freely, especially as corn keeps advanc­
ing and offers a bigger inducement to 
>(>11 than to feed, though the receipts of 
corn have not materially increased, 
owing to bad roads and wet weather.”

Local packers this week are offering 
$5.75 to $5.85 f.o.b., with a slight 
tendency to firmness. For hogs off cars 
at factory, $6.10 is offered. Deliveries 
arc light with apparently no prospects 
of improvement.

PROVISION MARKETS
MONTREAL.

PROVISIONS—No change since last 
week. The demand is good. Business 
which is passing is steady in character 
and very even in volume.
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. IM>. tube
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RUTTER—A fairly sharp decline may 
In- recorded in the butter market, which 
i- due to the increasing supply, and to 
ihe fact that dealers arc not buying 
more than is necessary for their im­
mediate needs, all anticipating a still 
treater decline if they wait a little 
while. Roll butter is plentiful and the 
prices arc much lower.
Freeh Creamery,.................................................. o 94
n.inr tub,............................................................. 0 17 8 18
Freeh large rolls .................................................. o 21 n *1

CHEESE—Cheese has eased off some 
during the week. The demand, however, 
L only fair. Export returns show a very 
small business passing as yet.
CkMM.rtd........................................................... 8 15 IIS

new, Urge........................................... f 111 0 13
Owl"............................................ « 1* 0 11

HONEY—This product is still very 
arce and very little business is being 

done in this commodity. Prices remain 
the same.
Whit, clover comb bout,..................................... 6)4 » 16
Buckwheat. sxtractedLT....................................  ( 08 8 11
Clorer, strained. bulk.......................................... 8 18 8 111

EGGS—Eggs have declined slightly
nice last week, due to increased re­
ceipts. The demand is fair.
N,,leM...................................................  it ou

TORONTO.
PROVISIONS—The market is quiet 

this week and prices remain unchanged, 
except that dressed hogs have dropped 
half a cent. The prospect is only fair, 
though it is expected a few warm days 
will dissipate whatever gloom seems to 
pervade the trade. Sales are made in 
small quantities only, the buyers hop­
ing and waiting for lower prices later 
on.

Loaf oleer beoon, oçr lb.....................  0 10) 0 li)|
Smoked breskfeet beoon, per lb.....................0 14 0 l.i
Ron beoon, per lb........................................ 0 10) 0 10f
Smell beau per lb.............................................. 0 14 0 16
Medium heme, per lb................................ 0 13 0 14
Lergebems per lb.............................................0 12) 0 13)
Shoulder heme, per lb......................................  0 C$t) 0 10
Beoke, plein, per lb................................ u 16)

pee meel............................................ . . u 1?
Beery mess pork, per bbl.......................... 18 V) 11 n
Short oat, per bbl..........................................  21 lO 22 ‘>0
Lerd, tieroee, per lb.................................................. • 1»)

T* tabs " ................................................... o 12
• pelle M ................................................... 011)
" oompounde. per lb......................................  0 9 0 10

plste hW. per 200-lb. bbL.............................  1» 00 14 V
Dreseed hogs...........................................................0 8 o 08)

BUTTER—A drop of one cent in al­
most every grade of butter is reported 
this week. The supplies are fair, but 
the demand is light. Changes arc ex­
pected during the week and traders arc 
buying economically because of the ten­
dency towards lower prices. Very lit­
tle, if any, creamery solids are being 
offered. The following prices prevail on 
the market at present :

Par lb.
nrumity print...............................................  « M 8 1»
Oreemery solids—......................................... 0 27 0 28
Farmers' separator b liter.............................. 0 26 0 27
Dairy prints, choice.......................................... 0 24 0 15

** " ordinary................................... • 23 0 24
Large rolls ..........................................................  0 23 0 24
Baker’s butter .................................................... 0 20

EGGS—Like butter, traders are hold­
ing out for lower prices, and the pros­
pect is that egg prices will decline with­
in the week. They arc at present firm,

and though the demand is rather light 
the supply is increasing daily and is at 
present more than the demand. Prices 
arc the same as reported last week.
Eggs, new laid ............................ .................. v 18

CHEESE—Prices have a slight up­
ward tendency, especially for old cheese, 
which is now getting scarce. Xew 
cheese is coming in a little better but 
the demand is not heavy.
Cheese, large, prime oM................................................ * 14)

•* “ “ new................................................. 0 11
** twins, new .......................................................  0 13

HONEY—A light demand prevails and 
though last season’s output was small, 
supplies on the market seem sufficient 
for the demands made. Honey is firm 
in price, considering the competition 
with maple syrup and the small num­
ber of inquiries received compared with 
a year ago.
Honey, stroned, 60 lb tin. ...............................8 13 8 13

10 lb tin.................................. 8 1318 131
“ " 6 lb tins......................................... «13
“ in the comb, per do*............................S SO 2 2i

Buckwheat honey, per lb..................................... 0 1 S 10
" " in comb, per dot...................  1*S 1 80

POULTRY—The market for poultry is 
again opening up and quite a few lots 
of fowl have been offered during the 
week. The turkey gobblers arc not so 
good as they will be later on, being a 
little (lobby on the breast, and are, con­
sequently, marked lower in price, but 
spring chickens are in splendid condi­
tion.
Hen......... .............................................................  o 10 « 13
Chickens................................................................  0 15 0 17
Turkeys ..............................................................  0 II 0 ÎO
Spring chi'kuus, lire we ghl .......................................  0 40

WINNIPEG.
BUTTER—Dairy butter is not in very 

good supply as the farmers have been so

...ESTABLISHED 1849...

Capital and Surplus, 81,600,000. Offices Throughout the Civilised World
Executive Offices : Noa S48 and til Broadway. New York City, Ü.S.A.

THE BRADSTREET COMPANY gather. Information that reflects the financial condition and 
the controlling circumstances ot every seeker ol mercantile credit. Its burine*, may be defined a* of the 
merchant*, by the merchant*, for the merchant*. In procuring, verifying and promulgating Information no 
effort 1* 1 pared and no reasonable expense considered too great, that the result* may justify Its claim* a* an 
authority on all matters affecting commercial affair* and mercantile credit. It* office* and connection* have 
been steadily extended, and it fivnlsbes information concerning mercantile person* throughout the 
civilised world.

Subscript! eus are based on the service furnished, and are available only by reputable wholesale. Jobbing 
and manufacturing concern*, and by responsible and worthy flnandal. fiduciary and business corporations. 
Specific terms may be obtained t y addressing-the Company at any of Its offices. *------—* 1—“—1

-----OFFICES IN OANADA-

CALtiART, ALTA. HAMILTON, ONT. 
QUEBEC, QOS. 
TANOStfTBB, S.C.

www « tenu» 1

LONDON. ONT.
81. JOBN, N E. 
wmnrse. MAN.

r*e>— 8>s*4a N*

MONTREAL. QOS. 
TORONTO, ONT

WILSON'S
FLY PADS

Pay retail Grocers a much larger profit 
than any other well-advertised article.

I

Wilson’ s Fly Pads arm so d by all Canadian Who le sals
Qrooers
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CORONA
BRAND

*i
*
*

BACONHAM AND
IS ONE OF YOUR

CONSTANT SELLERS

Thv exiptisite flavor and juicy tenderness of 
Corona brand simply can't lx- duplicated. 
Trv a s’ice of Corona brand for your break­
fast. Uien you'll understand why it is so 
popular with your customers.

THE MONTREAL PACKING CO.
Limited

MONTREAL, P. Q.
WE HAVE NO RETAIL STORES.

New Butter
Creamery or Dairy. Supplies are 
coming in more freely, and prices 
are lowèr.

New Cheese
are now on the market—not so 
good as old cheese, but lower 
in price.

New Hams and Bacon
Always new, because we keep no 
old stock.

F. W. Fearman Co.
Limited

Hamilton, Ont.

THE

WHYTE
Packing Co. Ltd.

Beg to notify their customers throughout Canada of 
their removal to Ayer’s Block

33, 35, 37 William Street,
MONTREAL

Here they will be in a position to take care of your 
wants, expeditiously and to your complete satisfaction. 
Splendid large warehouses fully equipped with most 
modern cold storage facilities.

Consignments of

BUTTER.
POULTRY.

EGGS
and other produce solicited. Quick and satisfactory 
returns. Large connection.

WRITE TO-DAY.

Particular People Prefer

Ryan's
Short Roll Bacon
At once the cheapest and the most delicious 
meat on the market. You really don't know 
how brisk your provision trade can become 
until you start selling this ideal bacon. Made 
only from the most carefully fed young hogs, 
mild-cured, sweet and tender.

ORDER SOME TO-DAY.

Prices Mailed on Request I

The WM. RYAN CO.
LIMITED

70-72 Front Street Cast

TORONTO, - ONT.
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BACON The opinion of the public 
and your trade with the

BOLOGNA
PORK SAUSAGEHAMS public go hand in hand.

PURE LARD The public have the highest HAM BOLOGNA
LEAF LARD opinion of NEW ENGLAND
SHOULDERS
ROLLS 0'MARA'S BACON

HAM
HEAD CHEESE

PICNIC HAMS
And you can increase your 
trade by stocking it.

COOKED HAMS
BONED HAMS COOKED ROLLS
PLAIN BACKS My price list will be sent you JELLIED MEATS
PEAMEAL BACKS on request and I will gladly 

quote you prices delivered
COOKED FEET
WEINERSLOINS your station.

TENDERLOINS JOSEPH O’MARA
MESS PORK

HOCKS LONG CLEAR
SPARE RIBS Pork Packer PALMERSTON ETC , ETC.

CLARK’S SPECIAL 
OX-TONGUE CAMPAIGN

in all leading newspapers from coast to 
coast commences this week.

Over 1,000,000 people will read 
these advertisements.

Be prepared for the demand this 
will create.

Send in your orders now for
Clark’s Ox Tongue. Specify 2s as 
that is the size which is pushed.

WM. CLARK
Manufacturer

MONTREAL

There is only one

BOVRIL
the Standard preparation of concentrated beef. It will 
always do you credit. Do not load your shelves with 
inferior imitations which even when sold will not please 
your customers.

BOVRIL LTD., have the honour to hold the appoint 
ment by special warrant to

H.M. King Edward VII.
H.M. the King of Spain.
H.M. the King of the Belgians.

S«pp//ea can be obtained from—
■0VRIL LIMITED,  MOWTRIAL

27 8t. Peter Street
A. B. MITCHELL........................................... HALIFAX, H.S.

Mitch'll'e Wharf
R. R. MolHDOE.................................................................T0R0HTR

120 Church Street
W. L. MoKENZIE A CO..................................................... WIHHIPEC

806 Rosa Avenue
A. C. URQUHART A 00............................................... VAHCOUVSR

836 Hastings Street West

and from all wfwfesofe houooo 
throughout Canada
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BUTTERFLY BRAND

FUSSELL’S
‘GREEN BUTTERFLY' MILK

BEST KNOWN—BEST LIKED. 
Sometimes children and others who would benefit by 
a milk diet have trouble in digesting milk, owing to 
its curdling on the stomach.This milk is immediately 
assimilated with splendid results. Insist on Fussell’s. 

,Keep your Labels to get a Gold Watch Free

FUSSELL &■ CO., LTD., LONDON &■ NORIVA Y.

Prices and Particular 
of the Agent

( John W. Bickle & Greening, 
Carman Escott & Co.,

J. S. Creed. ...
C. Fairall Fisher 
Sol. Oppenheimer

- Hamilton, Ont.
- Winnipeg, Man. 
. Halifax, N.S.

Montreal 
Vancouver, B.C.

bus)- seeding that marketing of dairy 
supplies has been neglected. For No. 1 
produce houses are paying 24c per lb., 
and for good No. 2 20c to 21c per lb. ; for 
poorer grades 18c per lb. Prices all f.o.b. 
Winnipeg.

EGGS—Produce houses are paying 
1.3c f.o.b. Winnipeg.

CHEESE—Ontario cheese is selling to 
the retail trade at 13y2e to 14c per lb.

T. .). Leary, the chocolate man, 
Montreal, has opened another store, 
this time at 464 St. Iienis St. Mr. 
J.eary has now three retail stores in the 
city to cater to his growing number of 
consumer customers.

Flour, Pork, Grain, 
Smoked Meats

and

General Provisions
also

Hay and Oats 
GEO. TANGUAY,

Lower Town, - QUEBEC

FRUIT AND PRODUCE CO

Saskatchewan

Trial order» and correspondence solicited

REGINA MARKET
Get highest CASH prices on the

(and prompt returns) for your

by shipping direct to

THE REGINA

Flour, Crain, Provisions, 
Teas and General 

Crooeries

General Brokers and 
Commission Merchants

THE_ _ _ _ _ _ _

Canadian Vinegar Ce,
HIGH GRADE

Vinegars and Pickles

MONTREAL

ALWAYS A BUYER AND SELLER 
WHOLESALE

GEO. W. PROUT, Winnipeg

Leading Firm in

Butter, Cheese, Eggs, Pork 
Hams and Bacon.

BUYERS AND SELLERS
Before either buying or selling 

communicate with us

22 St. Peter St., - Quebec

EMOND & COTE
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SALT
Car lots of Fine, Medium or Coarse, 
in Barrels, Sacks or Bulk.

TORONTO SALT WORKS 
126 Adelaide Street E.. Toronto

The GRAY, YOUNG 1 SPARLING CO., Limited
SALT

MANUFACTURERS
Granted the highest awards in competi­

tion with other makes.
WINGHAM ESTABLISHED 1871

We want to Buy 
EGOS from YOU

If you have any to sell, better 
f write or phone us. Our policy 

is: “A square deal every time.”
ECC CASES SUPPLIED

Mirfirt Haitian i Ci.
Whataeala Prague* tUrckauU.

TORONTO.

EUGENE RICHER & CO.
Buyers and Sellers of

BUTTER EGGS CHEESE
LARDa-td DAIRY SUPPLIES 

GRAIN and HAY 
Grain Dealers Please Write 

87 DALHOU8IE STREET, QUEBEC
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Cereals and Confectionery

The past year has been a rather re­
markable one in the flour markets of the 
world, due to certain circumstances in 
i he wheat production which had its in- 
rvliable result on the flour markets.

The most salient feature of the last 
season’s wheat production was the gen­
ual shortage in the crop of the world, 
and especially Canada, and the United 
States.

While this condition was most mark­
ed here and in the United States, Rus­
sia, India and the Argentine all failed 
to produce enough to fill up the defic­
iency caused by the shortcomings of the 
former countries, and the result was 
higher prices for wheat. No sooner was 
this fact well established than the flour 
market commenced its upward climb, 
and with almost mathematical precision 
the price has mounted higher and high­
er until the close of the last season, 
when firsts were quoted at $6.10 a bar­
rel, and seconds at $5.fill, as compared 
with $4.60 a barrel for firsts, and $1.10 
for seconds for the previous year. These 
advances, which finally led to the above 
high quotations, were generally from 10 
to 20 cents at a time. Notwithstanding 
the shortage in Canada of wheat, there 
was an increase in exportations of flour 
of 113.959 sacks and 3,558 barrels. The 
year’s export returns were 1,128,256 
sacks and 182,333 barrels.

At the present time markets in all 
lines of flour and cereals are very quiet. 
The high basis at which flour is held 
practically prohibits any export busi­
ness and with light demand from local 
markets and very light deliveries of sup­
plies there is not much to talk or write 
,i bout.

Reports of good prospects for all 
grain crops are being received with en- 
: husiasm as an earnest of better busi­
ness later on.

MONTREAL.
FLOUR—There are no further ad­

vances in flour, the market remaining 
ihr same as last week. There is a very 
good local demand, but not much ex­
port call.
Winter wheat paient*.......................................................  6 60
Straight roUeie.............................................................  « 70 « SO
Eilri.............................................................................. 4 M « 10
Royal Household................................................................... 8 SO
Gtenora.................................................................................. 8 TO
Manitoba spring wheat patents......................................... 6 10

" strong bakers....................................................... 8 50
"*»e Rzwe .................................................................. .... * >0
llarr, st Queen .................................................................... 5 50

FEED—There is nothing new passing 
in this market and prices remain prac­
tically the same as last week. The de­
mand is good.
Ontario bran.............................................................
Ontario short»...........................................................
Manitoba short»......................................................

" bran............................................... «........
MouiUie, milled........................................................

" straight grained.............................. ...
Feed flour

93 M 24 (0 
25 M 17 «I 
2S 00 17 00 
. .. 23 00 
17 00 31 no 
27 on 33 01 
HO 160

ROLLED OATS—There is nothing new 
i his week. Prices remain the same. 
Fair demand prevails.
Fine oatmeal, baai.................................. ....................  3 10
Stsndsrd ontmanl. bngs .................................................. I*
Gr.nut.tsd " "   IK
Holddust noram*!, 98-lb bigs....................................... 118
White oemmeel...................................................... 1 86 1 76
(tolled osts. 80-lb. bn*..................................................... 3 «

■Mb. b*S.............................................. « 76 1 80
" bbls..........................................................6 IS ( CO

TORONTO.
FLOUR—The market continues quiet, 

with no new features to report. Local 
demand is only fair and at present 
prices there is no chance of any export 
business. Prices are unchanged.

Manitoba Wheel.
80 per o#nt, p.tents...................................................  « «I 5 70
•• " " .................................................... 5 .70 5 50
Strong bakers.............................................................  | 90 5 10

Winter Wheat.
Straight roller............................................................. 4 so 4 60

CEREALS—Dullness continues in all 
lines, with no changes to report. Local 
demand is light and supplies are com­
ing in rather slowly. General reports of 
good crops in all grains are received 
with enthusiasm by dealers, in the hope 
that this means better business later 
on. Prices are unchanged.
Rolled wheat JV» barrels. 100 ihe .......................... 2 90 1 nn '

*' oats in bags per bag 00 ihe ......... ...... 9 85
Oatmeal, standard and granulated, in bags 98 lbe. 3 00

FOLEY BROS. SOLE OWNERS.

Winnipeg Wholesale Firm Loses Part­
ners.

Important changes have been made 
in the wholesale arrocerv firm Folev 
Lock & Larson. Winnipeg. The T.oek 
brothers in Ihe firm have sold their in­
terest to the Foley brothers and have 
retired from the business. Foley 
brothers are now the sole owners and 
proprietors of the business.

About five years ago the wholesale 
grocery firm of Folev. Lock & Larson 
commenced business in Winnipeg. The 
members of the firm included Peter I,nr 
son. four Foley brothers, John, Thomas, 
Timothy and M. !>., and four Lock 
hrot hers. T. IT. Lock, W. G. Lock, .1. A 
Lock and A. S. Lock. During the last 
few months three members of the firm 
have died, Peter Larson and John and 
Thomas Foley. By the present nr 
rangement Timothy and M. D. Folev 
who reside in Rt. Paul, are the sole 
owners of the business. They are large 
railway contractors with thousands of 
men engaged in work on the O.T.P. con 
tracts.

In addition to their wholesale gro­
cery and fruit business, Foley, Lock & 
I.arson have built up a big manufac­
turing business in biscuits and eon fee 
tionery.

H. C. Beckett, of W. H. Oillard & 
To., Hamilton, is making an extensive 
business trip through the Canadian 
West.

Mooney’s 
Perfection 

Cream Sodas
are the sodas which parti­
cular people insist on 
having. That's why more 
grocers sell Mooney’s than 
sell any other brand. To 
sell one box of Mooney’s 
to an appreciative customer 
is to create at once an 
active demand. They are 
the self-advertising sodas. 
Their delicious, lasting 
crispness is their recom­
mendation.

ÛMMMg 1

The Mooney 
Biscuit & Candy 

Company,
LIMITED

STRATFORD, - CANADA

6ELATINE

' ' 7 vi mi» utu/iimc is
GUARANTEED by Me»» COX. who 
themselvea both MANUFACTURE .id 
PACK their Brand under scientific 
supervision

Cnnndina Aient» i
C. I. Cels* â Ses, Henlrsal
D. Usas* A Ce..
A. 7. TInpel A Ce .

J. & G. COX, 
u.

Gor*e! Milk 
IDHIMCI
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MR. C. A. PARADIS

Quebec’s Leading Flour 
and Feed Firm

C. A. Paradis, 81 Dalhousie St., Quebec,
has established for himself an enviable reputation as an 
up-to-date flour, feed, grain and provision dealer. Though 
only 38 years of age he has made himself a power in the busi­
ness field which he entered in Quebec. Mr. Paradis 
believes that his business cannot be successfully carried on 
unless his establishment is modern in every respect. He 
has several warehouses, aggregating 40,000 square feet of 
floor space. He has fitted these up in the most up-to- 
date fashion to give his clients the best possible service. 
He has at his disposal, among other things, a large vault 
for the storage of provisions. He has the best organization, 
the best of facilities for handling trade, that a man can 
desire.

FLEUR

—3 &§"

w/§â ,n
C A PARADIS 1

XÎÎE*

POISSONS.S.FOIN

VIEW OF THE OFFICE WAREHOUSE OF C. A. PARADIS. QUEBEC
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BELL TELEPHONE 1324 BELLECHASSE 1008

C. A. PARADIS
Commission Merchant and 

Wholesaler.

Flour, Grain, Seeds, Provisions and
General Produce

Buyer and seller of all qualities of Flour from Ontario and Manitoba Millers ; 
also Canadian and American Corn ; Quebec, Ontario and Manitoba Oats ; White Beans; 
Peas ; Seed Grains of all kinds, Middlings ; Barley ; Bran.

Corn Meal, Oat Feed, Barley Feed, Wheat Feed
A Specialty.

Full line of Groceries
Canadian and American Pork in barrels ; Pure and compound Lard ; Salt Fish 

of all kinds ; Pressed Hay to suit every buyer.

Open to accept agencies for 
grocery and allied lines. Home 
and foreign manufacturers are 
guaranteed up - to - date and 
thorough representation.

Small Profits
Quick Returns

Orders Promptly Attended to 
Satisfaction Guaranteed.

81 Dalhousie Street, 
Quebec
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The Grocer's Confectionery Department
HINTS FOR BUILDING UP PROFITABLE BUSINESS.

There seems to be a tendency in a 
good many grocery stores at present to 
neglect the confectionery department. 
Some grocers pay no attention to this 
whatever, and a good many others, who 
do carry a small stock, leave the depart­
ment to take care of itself and as a 
consequence what little business they did 
1 uve dwindles away. This is a serious 
mistake.

A Lesson From the Druggists.
What the grocers are losing in this 

respect the drug stores are gaining and 
it is a lesson to see how extensively Can­
adian druggists are taking up the con­
fectionery trade. This is something the 
grocer should not let escape him and 
he need not if the business is properly 
handled. There is no reason why a 
young man, say on a Saturday evening, 
after getting his half-dozen oranges at 
the grocer’s, to do him over Sunday, 
should call at the drug store two doors 
down for a couple of packages of cho­
colates.

The Children’s Trade.
A good many grocers wil say: “Oh.

I can’t be bothered with the stuff. Thu 
youngsters come in for a cent’s worth 
of trash and it takes more time than 
it’s worth.”

While there’s a good deal in this 
there’s another consideration, and that 
is, that if you get the youngsters com­
ing to your stoie the fathers and mothers 
are pretty sure to come, sooner or later, 
and, looking at it from this standpoint, 
i. pays to treat the youngsters pretty 
well also. Whether the benefit derived 
from this fact is large enough to pay 
for the trouble it causes is something 
the grocer will have to settle for him­
self. In some stores the middle of the 
forenoons and afternoons are rather 
slack times and it is then when the most 
of this juvenile purchasing is done.

An Example Quoted.
Hut if the retailer does not care to 

bother with this class of business there 
are other ways in which good profits 
can be realized. A store which comes
II mind at the moment, and which does 
a mighty fine business, too, carries a line 
of first-class chocolates in a show case 
placed suggestively near the door so 
that one can’t well get in or out of the 
door without seeing them. The goods are

arranged tastily in a fair-sized show case 
and the various piles of the different 
lines are kept clean and tempting in ap­
pearance. Only good chocolates are 
sold and the name of the maker, a name 
that carries weight, is well displayed. 
Many a half-pound of these goods has 
found its way into the writer’s pocket 
before he left the store, even though he 
had no thought of them when entering. 
The sight of the goods, like the “fizz” 
to a soda fountain, created a hankering 
and after all, that’s the best part of 
the sale.

This is simply quoted as an instance 
of what one bright store does. That 
confectionery department certainly pays 
It requires little attention beyond keep­
ing the goods looking fresh and dainty, 
which can be done in odd moments.

Some Hints.
The stock carried should not be large 

i i order that they may be sold before 
they get stale. This is not such a hard 
thing, either, as a good many suppose. 
Really good chocolates require a little 
time to ripen and if they are gotten 
from the manufacturer a short time af­
ter dipping they can be kept several 
months without any deterioration. Don’t 
expect to sell chocolates, though, which 
have been lying around your store in 
a pasteboard box absorbing foreig 
odors ami drying up for a year.

The matter of wrapping, too, is one 
that will repay attention. Don’t put 
good chocolates, or in fact, any good 
candy in a bag. Its enough to shock its 
self-respect and the results, particular 
ly in warm weather, are likely to be un­
satisfactory to the customer. Boxes 
labelled with your own name are not 
prohibitory in cost, if a fair order is 
given. These are preferable to buying 
the ready-filled boxes in two or three 
ways. First, the customer sees the box 
filled and is quite satisfied as to the 
freshness of the goods. Second, you 
can often give the buyers a choice of 
various lines they like which they would 
not get in the ready-filled boxes. Third, 
your own name on the box is, if you 
sell really good candy, a bit of crack­
ing good advertising which you might 
as well have.

If the customer lias lots of time don’t 
handle the goods with your fingers or, 
least of all, with a scoop, but take a 
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small pair of candy tongs which come 
in workable shape with the larger boxes 
The moral effect of all this trouble i> 
well worth while.

Seasonable Suggestions.
It is at holiday time, of course, when 

the confectionery department has its 
biggest chance, but other times offei 
good opportunity. Lots of people do a 
deal of buying on Saturday night, and 
usually take home some candy of sonir 
kind for the Sunday treat. Here’s a 
chance to get in a good suggestion and 
to dispose of many a choice half-pound

It will help, too, to keep changing 1 

new lines and to let the people know 
about them. A certain class of eus 
turners are always looking for novel 
lies, even in luxuries, and the mere men 
tion of a new line of candy makes the- 
people anxious to test it.

Some of the best fun the writer ha- 
had in the way of an outing has been 
toasting marshmallows over the Inn 
coals of a camp fire in the country. Win 
not lay in a stock of these and make .1 

suggestion of the kind to people yon 
know are preparing for a picnic. Ii 
should be very easy to send half a pound 
along with the bottle of olives and tin 
ham for the sandwiches. Be sure Hu 
marshmallows are fresh, though, or thex 
won’t give satisfaction.

The summer season offers a good 
chance to develop the confectionery 
department. Visitors are always more 
or less numerous in every town and they 
nearly all are ready to buy a box of 
chocolates particularly if they are mad. 
to think about it. A tasty window tli> 
play occasionally might help. Don’t li­
the sun get at the goods, though, m 
woe betide them.

The smaller package goods, such li­
the drug stores arc beginning to handl. 
should also show a good profit. Don 1 

get too many lines of these but stick 
to a few good ones which represent fan 
value.

If the confectionery department i- 
siallied and given an amount of attei 
tion commensurate with its importune, 
it should be a source of satisfactm 
profit in the general run of groceries

ANOTHER INDUSTRY FOR CHILLI 
WAGE.

Messrs. Fiedenhagen and Wetzel, oi 
the Mount Vernon Condensed Cream 
Co., a United States concern, are en 
deavoring to interest dairymen aboui 
Chilliwack, B.C., in the matter of a 
condensed cream plant there. The com 
pany wish to manufacture and sell in 
Canada to escape paying the present 
duty of $1.50 per case.
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Where Cowan’s Celebrated Perfection Cocoa is Made.

COWAN’S
PERFECTION

COCOA
Maple Leaf Label

The Cowan Company Limited
Stirling Road, Toronto

%
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The Phillips & White Company, Limited
ST. JOHN, - N. B.

Manufacturers of High Grade Chocolates and Fine Confectionery.
We manufacture a big line of Original Specialties, Package 
Goods, Bottled Goods, Caramels, Kisses, Penny Goods, Etc.

The Phillips & White Company, Limited
ST. JOHN, - N. B.

The GOLDIE MILLING COMPANY, Ltd
AYR, ONTARIO, CANADA

Millers ot

Ontario and Manitoba Wheats
Makers of Famous “Star” Blended Flour

AT LAST

NATIONS
TON-NIK

LEMONADE POWDER

Non-lntoxleating but a “pick me up."
Always Ready in Vi lb. Tins.

Agmnt* i GREEN & CO., 25 Front St., E. Toronto

CARMAN-ESCOTT CO.,
141 Bannatyne St. WINNIPEG 

Manufactory-BRISTOL - ENGLAND

THE DOMINION WAFER CO.

44 St. Viaceat Sired,
MONTREAL

Dealers ia

Ice Cream Ice Genets,
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Meurisse Chocolates
Include

Tablets
Assorted
Cream

Croquettes 
Deluxe 
Pure Milk

also the famous

Orange Chocolate Cream Bar
and a variety of other lines.

Most fastidious customers have pro­
nounced these confections the finest. 
Manufactuied by the old established 
firm of Meurisse, in Antwerp, Belgium.
We are advertising extensively to help 
you introduce the goods. You should 
be prepared for the demand there will be.

CHOCOLATS MEURISSE
J A HERREBOUOT, Manager

22 Lemoine 8t. Montreal
Ainu Agt iite: MulhvwaottH Song, Montreal; T. E. t'harvet ljueliee. ami W 

V Scott 76. (/nevn St . Ottawa

CANADAi 
Is ksttsr 

Cssatrjr

Hen’ll 
Ns Mtsf

All the year round

Mott’s
“Diamond” and “Elite’

brands of

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

EVERY JOBBER SELLS THEM

John P. Mott & Co.,
Halifax, N.S.
SELLING AGENTS)

j A. Taylor R. S. Mdndoe Jos. E. Hazier Arthur Nairn
Montreal Toronto Winnipeg Vancouver

Arthur M. Louche R. G. Bedhnetoa
Ottawa Celeary

BUDA FLOUR
Is a Good Seller !

Mr Dealers and Customers satisfied

It is a splendid blend of Ontario and Western wheat, 
and sold at a price which leaves the Dealer a good profit.

Buda Comes Nearer Bleating 
Every Family Than Any Flour 

on the Market.

Buying at our prices, and under the guarantee of the 
Millers, it is to your advantage to handle BUDA Flour. 
May we have the honor of filling your order ? Why not 
wire it to-day, at our expense ?

SHIRK A SNIDER, Millers
Bridgeport end Beden, Ont.

Branch lalee Office, Plotou

Wire
J. S. MARTY, Sales Manager,

p/c rot/, W.S.,
Maritime Provinces and Newfoundland

We are continually receiving Repeat Orders

from last year’s SUCCESSES
for the

Fruit and Fountain Syrups 

Crushed Fruits 

Confectioners’ Flavorings 

Ice Cream Powders

the T. A. LYTLE 5ST
TORONTO
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DUSAULT’S
Biscuits

and

Confectionery
The goods manufactured by this firm 
have long been standards of excellence. 
In turning out 400 varieties of biscuits 
and candy only skilled help is employed 
and the factory, which is large, airy 
and sanitary, is equipped with latest 
and most expensive machinery. In­
gredients the best.

It’s Quality from 
start to finish

Manufacturing being as perfect as years 
of experience can make it, the packages 
are exceedingly attractive—help the 
grocer to make first sale, after that 
QUALITY does the rest.

It’s economy on your part 
to secure our splendid price 
list before ordering.

BEST QUALITY —BEST PRICES 
PROMPT SHIPMENT

Factory and Head Offices i

The Dusault Co.
JOLIETTE, QUEBEC Limiled

OUR AGENTS-
Ottawe Valley—Jo*. Grant, Ottawa 
Quebec—Latulippe, Chouinard * Co.
Sherbrooke—V. Archambault 
Toronto—Green * Co.

"its All in the Shreds1*
THE GROCER

WHO niXES BRAINS
WITH HIS BUSINESS

is always trying to make “satisfied customers”— 
and the easiest way to make them in these pinch­
ing times is to recommend

Shredded Wheat Biscuit and Triscnit
the food that supplies all the energy needed for 
work or play at smallest cost. The cleanest, 
purest, most nutritious and most economical of 
cereal foods.
A Good Profit for You, and a Satisfied Customer 

—What More Can You Ask ?

The Canadian Shredded Wheat Co., Ltd.
Niagara Falls, Ont.

TOASTED
■corn!
FLAKES

Signature.

TOASHO^g
ionoSTcaiBTO^™

Sonnas

W. K. KELLOGG

on a package is your absolute protection 
in getting the original genuine.

Head Office and Factory, London, Ont.

Branches, Carman, Escott & Co., 141 Ban 
natyne St., Winnipeg, Man.

Shalicross, McCaulay & Co., Vancouver and 
Victoria, B.C.
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MACES
ORIGINAL ICE CREAM POWDER

The present is the time to stock this fast selling specialty, which was invented, and is now put up, by A. H. Mace, in 
Montreal.

Makes a delicious ice cream by simply adding milk. Once sold it is always a household necessity. Put up in popular 
priced packages yielding the dealer a fine profit. Inquire further, or better, send in a trial order.

MACE’S ICE CREAM FREEZER

You have the powder—you want the freezer also. This is undoubtedly the most practical, simple and most econom­
ical freezer ever put on the market. Half the labor of other machines; none of the dirt; a child can operate it. Made in all 
popular sizes.

SEND FOR OUR CATALOGUE.

A. H. MACE & CO. - - MONTREAL
746 NOTRE DAME ST. W.

YOU GET A

SQUARE DEAL
-ON-------

“FORCE”
We give YOU as good a profit on “PMftBE" as any com­

petitor can get. No deals or schemes of any kind. We 
know you can and will do us good, so we give you a 
good clean profit and keep moving by
extensive advertising.

The average profit is

33À %

The Swn or PtRrtcnoN

gâte*:

LC

fe* | it
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M'LEANS
WHITE MOSS

UNADIA* I O' OAHU 1

PHONE: MAIN 777 107 WEST LAGAUCHETIERE STREET

SPECIALTIES t

White Aloss Coooanut, Essential Oils,
Extracts, Colorings, all kinds Shelled

Nuts, French Fruits and Pulps, Egg
Powder, toe Cream Powder, Icing

and Marshmallow Powders.

CANADIAN COCOANUT CO., - MONTREAL
Grocers, Bakers and Confectioners will do well to send in their orders at early date as possible.

L

SUCHARD’S COCOA
This is the season to push SUCHARD’S CO­
COA. From now on cocoa will be in demand 
daily. It pays to sell the best. We guarantee 
SUCHARD’S cocoa againat all other makes. 
Delicious in flavor ; prices just right.

FRANK L. BENEDICT & CO., Montreal

POT
AND

PEARL
John MaoKay Limited

CALEDONIA MILLS

BARLEYX FEED
Bowmanvllle, Ont.

E.M. Lennon & Go.
Wholesale Dealers in

FLOUR, GRAIN AND
PROVISIONS

Opposite Grand Trunk Station, 
Wellington Wharf, Lower Town,

QUEBEC.

48 Highest Awards In Europe and America

WALTER BAKER & CO.’S

EPPS’S GRATEFUL
COMFORTING

IN 14-LB. LABELLED TINS. 14-LB. BOXES

Special Agente for the entire Dominion, C. E. COLSON A SON, Montreal 
In Nona Bootle, E. 0. ADAMS, Halifax. In Manitoba, OUCHANAN A CORDON, Winnipeg

THE MOST AAAAA 
NUTRITIOUS

BODES CHEWING GUM
High Quality and absolute Cleanliness Guaranteed.

Largely advertised and good profit. Private brands to order.
THE BODE’S 6UM CO., LIMITED, » St. George St, MONTREAL

CHOCOLATE 
& COCOA

Our Cocoa and Chocolate 
pre parafions are Ab­
solutely Pur e— free 
from coloring matter, 
chemical solvents, or 
adulterants of any kind, 
and are therefore in full 
conformity to the require­

ments of all Pure Food Laws.

Keep Posted on Sugar
Having been identified with Sugar for the past thirty years, and being in constant touch with all 

sections of this country and foreign markets, we are in the best possible position to keep you posted by 
mail and wire of any actual or contemplated changes and genera) gossip of the markets. Some of ti e 
largest concerns are subscribers, and we should like to place our proposition before you. For further 
information write

SMITH â SCHIPPER. No 38 Front Stroot, NEW YORK.

TRADE WINNERS.
Pop Corn Poppers, 
Peanut Roasters and 
Combination Machines.

Many Style*. 
Satisfaction Guaranteed. 

Send for Catalog. 
KINGERY MFG. CO..106-108 E. Pearl St..Cincinnati,C

H. CONSTANT
First and mole maker in Canada 

of all kind* of

MACAI0N1, YEIMICELLI AND PASTES
92 Beaudry Street MONTREAL

1 pw“ nig

Walter Baker & Co., Limited
Established mo, Dorchester, Maos. 
Branch House, 86 It. Rotor St.

MONTREAL, CANADA

MEGS
NUTMECO AT FIRST-HAND. Tl wMtttll My

C. H. BINKS A CO., MONTREAL

OPEN TO BUY
Feed and Seed Oats, Wheat and Barley

Quebec’s leading Flour and Grain 
House.

C. A. PARADIS, Quebec
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Three famous brands well known in Canada as the

jOTRcoir loURICHARlf

c0NOENS£-0

M 1

Purest and Best for All Purposes
Made in Ingersoll, Ontario, and sold by all progressive 
Grocers. No trouble. No loss. Always ready and 
never fails. EVERY CAN GUARANTEED.

THE ST. CHARLES CONDENSING CO.
FACTORIES : Ingersoll, Canada. St. Charles and Chemung, 111., U.8.A.

We have the most up-to-date mill in Canada for the manufacture of

Rolled Oats, Oatmeal, Split Peas, Flaked Wheat,
White Corn, Flour, Gold Dust, Cornmeal, Etc.

All Kinds of Feed.
MIXED CARS A SPECIALTY. EXPORT BUSINESS SOLICITED

McCann-Knox Milling Co., Limited
Cable Address : TORONTO, CANADA Office and Mills :

“Eureka”—A.B.C. 5th Edition. Foot of Jarvis St.

The Champion Feed Mill
Grinding capacity greatest, pro­

portionate to power used, of any 
mill on the market.

Presently giving greatest satis­
faction to hundreds of millers 
throughout Canada. Its wide use 
la the best guarantee of its 
unquestionable merits.
REQUEST US TO MAIL YOU 

CATALOGUE AND PRICE 
LIST.

S.VESSOT & CO. 
Joliette, Que.

MANUFACTURERS

!

3!

CAPSTAN BRAND 
PURE MINCE MEAT

Package Mlnoe Meat 
Fut up In 14 g rose oases.

Bulk ie 7-lb. hill, 
l/2 Be»i ia cnti.

25-lb hili ui 75-lb. Tuba.

Capacity one ton per boar.
Sold by ill Sale Dealers

The CAPSTAN MFC. CO., - Toronto, Ont.
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PINEAPPLES
This is the week to get your 
customers to take their 
Canning Fruit, they now be­
ing at their best. Our im­
ports are arriving in fine 
shape—are offering some 
fine trades in oranges, 
Murcia's, Sorrento’s, Pat- 
erno’s, Bloods and Paterno 
Ovals, any of these will fill 
the bill for Holiday Trade. 
Kindly get your orders in 
early.

McVVILLIAM

Mc. / E
EVKKIST

a|-»7 Church St., TORONTO

QUEEN QUALITY PICKLES

.JeenOualih

I’ll MIS
PdlNCLE Cu

Sound Oni

Sweet—Mixed and Chow 
Bulk Pickles um">|

Tomato Catsup
Worcester Sauce

Buy and use the best Pickles

TAYLOR & PRINGLE CO., Limited
OWEN SOUND

Fruits, Vegetables and Fish

Pretty good business is now being 
done in the different lines. The weather 
is more favorable and as the days grow 
warmer a greater variety of fruits, 
vegetables and fish is offering.

Although the markets do not show 
the activity of a year ago in that the 
demand is not so heavy, for which our 
old enemy “Financial Stringency," is 
held responsible, the quality and quan­
tity of goods offering is fully equal to 
that of a year ago, and the prices are 
much easier.

The navel orange season is about done 
and there is a consequent tightening in 
price. Valencias, too, are a little stif- 
fer, in Toronto, at least, hut the re­
cent sale of 11,00(1 boxes in Montreal 
should bring down the price again. 
Lemons are firm, with a very good qual­
ity being offered for sale. Pineapples 
and bananas are coming in freely and 
the former are being taken up not a lit­
tle by the housewife for preserving. 
Strawberries continue firm, though sales 
are frequent and large quantities are on 
the market. The feature of the market 
is the first arrival of this season’s 
cherries. They come by express from 
California and are more of a novelty 
than a selling line. Cocoanuts, loo, are 
new, and Canadian rhubarb has com­
pletely displaced the southern States 
variety. Strawberries are now coming 
from Missouri and Alabama.

Canadian early vegetables are now ar­
riving more freely and already we have 
new Canadian onions, carrots, celery, 
lettuce, cucumbers, radishes, spinach, 
and asparagus on the market. These 
will supplant the green lines we have 
been importing from the southern and 
eastern States. New potatoes are eas­
ier and the old variety are firm. Florida 
tomatoes are nearly over and though the 
prices are much higher, the demand is 
still good. Cabbage has come dome 
some more, but there are rumors of an 
advance, though we are unable to find 
any reason in the rumor. Beans of all 
varieties are now being offered and small 
lots of cauliflower, too, are seen.

The brook trout season is now open 
and these and all fresh lines are being 
asked for more frequently daily. In 
fact, in the interior markets they have 
quite displaced the compel ng lines of 
standard varieties. The market is fair 
and the outlook blight. Fresh salmon 
is high on account of the dearth of sup­
ply from both the Pacific and Atlantic 
coasts. In the larger fish centres the 
market prices remain about the same.

MONTREAL
GREEN FRUITS—Pineapples have ex­

perienced a considerable decline since 
the last quotations, now being quoted 
at from $3 to $3.25. Strawberries have 
not altered during the week, with the 
exception of a lower minimum price by 
one cent. Other lines remain practical­
ly the same. Dealers report a fair busi­
ness nassing Express cherries are now 
arriving in small lots from the south

ISO

They will he coming in by freight in a 
few days.
Banana* floe st%Lk....................................................  3 00 2 36
Ooooanuts, new, per beg................................................... 4 50
Lemon» .....................................................................  1 85 3 00
Narel oranges ........................................................... 3 0J 4 25
Florida oranges, box...................................   3 50
Mexican oranges......................................   3 60
Porto Rioo oranges, box.................................................. 2 60
Jamaica oranges, bbl....................................................... 4 00
Valencia oranges........................................................ 4 00 5 60
Pineapples, case......................................................... 3 00 3 25
Grapefruit, box.............................................  3 36
Almeria Grapes, keg........................................................... 6 00
Strawberries, qfc.......................................................... 0 7 0 20
Apples ..................................   3 75 6 50
Bitter oranges.................................................................. 1 26
California Blood Oranges.........................................3 CO 4 26

VEGETABLES—Although the season 
is right for rapid changes in this mar 
ket, nothing very startling seems to 
have taken place in the last week. The 
prices remain practically the same 
Trade on the whole is very good, the 
demand being about normal for this 
time of the year.
Panley, per do*, bunenee...................................................  0 40
American parsley, large bunches, doz............................. 1 00

::::
Cabbage, bbl.......................................................................... 2 60
Turoipe. bag.............................................................   0 75 0 15
Celery, doz.................................................................... 0 35 1 00
Water cress, laifce bunches, per dos..............................  • 71
Spinach, bbl.................................................................. 1 00 3 26
Green peppers, crate.......................................................... 3 50
Boston hot house cucumbers, doz.......................... .. 3 00

difornia asparagus, bunch....................................  0 60 0 75
katoee, per bag...........................................................1 05 1 10

t Potatoes, basket......................................................  126
____i bag .................................................................... 0 71 1 00
Carrot», bag................................................................. 0 60 0 75
Tomatoes, Florida, crate........................................ 3 60 4 f 6

Somatoee, hot house, per lb.............................................. 0 30
panish onions, small crates..................................... 0 70 1 8S

" " large crates................................................ 3 00
Canadien onions, lb............................................................  OH
Egyptian Onions...................................................... 0 03
Boston lettuce, hot house, per doz......................... 0 25 1 00
Radishes, dez............................... ........................................ 0 40
Bermuda parsley, crate.......................................................  3 01
Mushrooms, per lb...............................................................  0 75
Horseradish, per lb............................................................  0 15
Beane, green, basket.................................................. 3 00 S 25
French beans, wax.............................  6 36 6 60
Etre plant, doz...................................................................... 2 6u
California cauliflowers, per crate of 16............................  8 00
New cabbage, crate............................................. ............. 3 75
Florida Celery crate.........................  2 76 3 00
New potato*s, per lb............................................................  0 06

FISH—Fresh salmon continues high 
owing to the fact that there is nothing 
arriving from the Pacific coast, and 
eastern salmon is not yet plentiful. 
These two conditions continue to keep 
the price very high. Oysters have eased 
off a little, choice Malpeques now sell­
ing for $5. They were quoted around 
$11 at our last quotation. Haddock also 
has declined in price slightly. Other­
wise the fish market remains about the 
same as last week.

Fresh and Frozen Fisb.
Haddock, per lb........................................................ 0 4 0 04*
Fresh halibut ..........................................................  0 02 0 10
Maokerel, " ................................................................. 0 08
Dore, " ........................................................... 0 07 0 18
Fixe, lb ..................................................................... 0 04 0 (6
WEltefish. lb .......................................................... 0 05 0 09
Flounders, lb...................................................................... 0 08
Blueflsh, lb......................................................................... 0 15
Shad, each.......................................................................... 0 40
Striped Bass, lb................................................................. 0 12
B.O. talmon, lb......................................................... 0 09 0 10
Qualls Salmon, lb ..................................................  0 07 0 08
Smoked and Salted—

H addles, boxts. per lb...................................... 0 67* 0 08
Kippered Herring, 60 in box.................................... 110
Yarmouth Bloaters, per box................................... 1 10

Prepared and dried—
Shredded cod, box of 2 dozen cartons.................. 0 91
Skinless cod, 100 lb. caeee...................................... 6 10

Strictly boneless pure cod, boxes.......................  0 08 0 13
Bonelee cod. 20 lb. boxes........................................ 0 06*
Boneless fish, 20-lb. boxes, block»....................... 0 061
Bonele»» fish, 26-lb., boxe», per lb.......................... 0 04%

Oysters and Lobsters—
Malpeques, bbl ......................................................... • 00
Standards, bulk, per Imp. gal................................  160
Standards, quart tins, sealed.................................  0 40
Paper pails, 100, pint sise........................................ 110

,r 100, quart size...................................... 1 10
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f>'C*Na labrador herrins, per hill bbl.....................  1 00
Si 1 Kwrws................ 1»
Or.ro cod, Urge. lb................................................... •

gaStei&i'twi::::.'.’ v.v. !£

TORONTO.
(ihEEN FRUITS—A more than fair 

business has been done during the past 
week, and activity seems to be the or- 
,ler around the market. Navel oranges 
are still going up with the end of the 
season in sight, and an advance of 50c 
is noted during the week in this line 
Valencias are now bring sold in half 
eases only, a slight advance in price 
being asked. The other varieties, prin­
cipally Mediterranean lines, are priced 
about the same with an easier tendency 
in sight. The few Canadian apples yet 
left on the market are higher priced 
than last week, but pineapples and ba­
nanas are coming in well and are low­
ering in price. Cocoanuts, too, are ar­
riving and the first California cherries 
are offered this week. Coming in small 
hits hv express the price is rather high 
foi I he general trade and are more of a 
novelty than anything else as yet. Our 
own Canadian rhubarb seems to have 
completely shut out the imported ar­
ticle Strawberries are arriving plenti­
fully, but the prices remain rather firm
Oranges, Navel*. ..................................................... 3 25 4 00

Valencias, half cases..................................  1 50 3 U0
" Bahamas.......................................................  3 00 3 35

Oranges, Blnod....................................................  3 00
lemons. California, 340, 3u0, 360, 410 .................... 3 50 3 00

“ Messinas, new crop..................................... 3 60 3 50
Lemons, California, new.................................................... 3 85
Orape fruit. 64 s 30 s. 90 s ...................................  6 75 6 36
Orape fruit Bahamas.................................................. 3 Oh 4 00
Apples, No. 1 winfc* r fruit, fancy spies................... 4 00 6 50

•• No. 3 " ..........................................* 86 3 00
Apples, fancy spies ................................................... 3 60 4 60
bananas Jamaica*, eights...................................... 1 75
Bananas. Jamaica firsts, per buntih ......................  1 76 3 00
Bananas, Jumbo bupohee .................... ................  3 3 35
Almeria grapes, per keg............................................... » 60 7 06
Tangerines............  ..................................................... 3 f0 4 00
Pineapples................................................................. 3 7s 3 25
fit rawberries, qts .................................................... 0 17 0 1*
Rhubarb, Canadian per do*..................   0 25 0 50
Cherries California, per box .......................  8 75 3 6°
Co.-’anut*. per 1°0   4 «5

VEGETABLES—From week to week 
we have to note new lines of Canadian 
given stuff being placed on the market. 
This week we have Canadian cucumbers 
and asparagus being offered. Old po­
tatoes remain stationary in price and 
new potatoes are easier. Delawares 
were expected to go out rather freely 
for seed, but inquiry seems to show that 
the seeding is now over and our farmers 
seeded again with the Ontario variety. 
I lie farmers, as a rule, are rather con­
servative and perhaps feel it is better 
to try to raise a proven variety than to 
take chances on a kind that, though 
silling better, might not be so well 
miapted to Ontario soil.

Vs in the case of rhubarb, so it is 
tilt the early greens, and the imported 

v .nifties are being replaeed gradually 
but surely with the Canadian kinds. 
Speaking generally, all the Canadian 

vens are easier and are coming on the 
market in increased quantity. Imported 
cabbage is much easier and a great many 
ea.-es are offering.
i*ww Brunswick Dels wares, per bag............................... 1 10
Poifttoes, Canadian, per bag.......................................... 1 05
Potatoes. new, bbl ..................................   6 00 6 50
Pu aloes, Bermudas, per bash.............................. 3 01
Sweet Potatoes (Jersey), per bbl..................... 3 00 4 00
Onions, Bermudas, per 60 lb. orate................................3 00

per bag............................................................... 1 46 1 60
green, ter doz., Canadian....................... Il «I 30

Ornons, Pgyptian, per sack......................................... 3 00 3 35
Cabbage, new, per c ate..........................................  1 76 3 CO
Jirrots, Canadian, per bag......................................... I 60 0 7»
Garrots, new, per dos. bunches...................................... 9 81
1 urnips, per bag........................................................ 0 4i 0 4S
rarsnlp,, per bag ...................................................  0 76 0 86
Parsley, per do*.................... ................................  910
£el«ry, Florida, per crate ..............................................  8»
*>lery. California, orate...................................................  4 76

(?ANcY Rlpe
Pineapples, all sizes

Bananas, fat fruit
LOWER PRICES THIS WEEK 

almo
FLORIDA TOMATOES, Fine Quality

CAROLINA STRAWBERRIES, quart boxes
Send us your orders

HUGH WALKER <6 SON
GUELPH, ONT.

Our Man on the Spot (Montreal)
wires

“ Have carefully examined Fremona cargo—“St. Nicholas" 
and “Home Guard” exceptionally superior November cut fruit.

W. B. Stringer & Co., soie Agents, Toronto

The Uniform 
High - Grade 
Quality of

has built up our reputation and steadily increased our 
business until now our sales amount to fourteen million 
dollars yearly, a fact that will prove R1DGWAYS 
TEA is a business-getter.

CANADIAN OFFICE: VANCOUVER, B.O.

is*
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CANADIAN
FRUITS

WANTED

We desire to secure from you 
shipments of Canadian fruits, for 
which we will pay highest mar­
ket prices.

Let us know what you have 
to sell and we will quote you 
prices. Get into communication 
with us at once.

We are importers of Bana­
nas, Oranges, Lemons, Straw­
berries, in fact all fruits in 
season and we can fill your 
orders promptly and satisfactorily 
at attractive prices.

Send us an order next time 
you are in want of any line.

Auction* 3 Times A Week

Dominion Fruit Exchange
52 Nioholas Street, Ottawa

fci vmg

Butter Fruit
The best is always satisfactory.
We handle Butter, Cheese, Eggs, 
Fruits and Produce.

Let us handle your stock.

We buy, we sell.

When handling on commission 
we get best possible price and 
make prompt returns.

Write us to day.

NICKERSON & HART,
HALIFAX, N. S.

P. 0. BOX 352

“Sun Burst ” *«<■.
“Non-Pareil" «.g*

“Salad, Edible and Cooking Oils"
WINTER PRESSED

—Highly recommended.
—Guaranteed under the Pure Food Act.
—A substitute for Lard.
—The Quality of these Oils is their recommendation. 
—Be sure and specify these brands when ordering 

from your wholesaler.

Stock carried at Montreal.
Prices and Samples on application.

Phone M. 8785

J. M. BRAYLEY,
MANAGER KENTUCKY REFINING CO. Incorporated 

55 ST. PAUL ST„ - MONTREAL
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■ “ We are Fishing for Your Business ” ■

LEONARD BROS.
20, 22, 24 and 26 Youville Square, - MONTREAL

Curers, Smokers, Packers

Fresh Fish every day in the year.

Fish and

Prompt Shipment.
Prices Quoted on Request.

and Producers of all kinds

Oysters
Bulk and Shell Oysters in season

Mail Orders a Specialty.
Get on Our Mailing List for Regular Quotations.

P.O. Box 639.
FIVE
LONG
DISTANCE
TELEPHONES

a Branches :
Phone, Write or Mail inquiries receive prompt attention. Montreal

ST. JOHN, N.B. 
GRAND RIVER 
GASPE, QUE.

Brunswick Brand

Smouus Quauty
Aûhua

we now offer

NEW PACK

Sardines
yK Oil Sanitary 
yK Oil Hand 
yi Mustard 
% Mustard

WRITE FOR SAMPLES

Connors Bros., Limited
Blaok's Harbor, N.B.

There is a lot in a name
This is particularly so in the matter of 
Sardines. The name of

“King Oscar ”
Brand of

Sardines
is a guarantee to the buyer that the best 
Norwegian Sardines, packed in perfectly pure 
Olive Oil (not cotton seed oil) are contained 
in the tin.

This guarantee makes for easy and repeat 
selling by the dealer.

Ask for “KING OSCAR” SARDINES
and you will get the REST.

J. W. Bickle <Bb Greening
(J. A. HENDERSON)

Canadian Agents, HAMILTON
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Celery, Canadien.per doz..........
Lettuce, imported “ ............
Lettuce, Canadian, doz.............
Cucumbers, Canadian, per doz 
Cucumbers, imported, per doz.. 
Tomatoes, imported, per crate .
Mushrooms, per lb.......................
Radishes per irz., Canadian —
Spinach, Canadian, bush.........
Asparagus, Canadian, per dozen 
Asparagus, imported, per doz ...
Beets, dozen bch ........................
Carrots, dozen bch......................
Egg plant, each .......................
Beans, wax, per bush..................

“ lima, per lb ......... .........
Cauliflower, per doz. ................

. 0 55 0 «0
. 1 00 1 50
......... 0 3#

1 25 
. 1 76 2 25
........  4 00
......... 0 65
........  0 50
. 0 51 1 (0

0 75 1 75
........  1 50
........  0 75
........  0 T5
........IS 20
......... 2 $5
........  1 75
. 0 C6J 0 07
........  2 50

FISH—Fair business and increasing 
supply of all kinds of fresh fish are rul­
ing the market these days. Another 
tumble in prices is noted, an average 
of a cent being taken off nearly all 
lines. Lake Erie and Georgian Bay fish 
are leading sellers, and certainly these 
lines look very tempting to the buyer, 
even when shown along with the many 
other varieties offered for sale.
Perch, large, per lb............... ............................. 0 06 0 07
Blue pickerel, per lb.............................................• 05 0 07
White fish, Georgian Bay, per lb................................ 0 09
Herring, medium, per lb............................................. 0 06
Whitefish, Lake Erie................................................... 0 10
Cod, fresh ..................................................................... 0 08
Finnan Had die....................................................  0 07 0 61
Trput, freeh. p§r lb.................................. ............. 0 09 0 10
CHsobes. per basket....................................................... 1 60
Halibut, fresh caught.................................................. 0 10
Shredded cod, per doz.................................................. 0 00
Lire lobsters.................................................................  0 18
Blueflns, small white, per lb........................................ 6 07
Oysters, in shell, per lw.................................  1 01
Haddock, fresh ........................................................... 0 07

NEW FISH CAR.
The Intercolonial Railway Co. will, 

during the summer, one day a week, at­
tach to their Maritime Express a special 
fish ear. This innovation by the com­
pany is greatly appreciated by the

dealers in Montreal, as it enables them 
to open their consignments in a much 
fresher condition than when they de­
pended on slower methods of transporta­
tion. The new arrangement went into 
effect on Wednesday, May 12.

BUSINESS SOLD TO UNITED 
STATES CAPITALISTS.

Bright & Johnston, wholesale fruit 
merchants, Winnipeg, have sold their 
business to a number of American capi­
talists represented by Herbert Emery, 
of tlie Fruit Dispatch Co. A joint stock 
company, to be known as the Bright- 
Emery Co., will carry on the business 
in future.

LOW PRICES AT FRUIT SALE.
During the week ending May 1(5 two 

fruit auctions, which were the first of 
the season, were held. The first one was 
the cargo of oranges and lemons of the 
Danish SS. Nordboen. Unfortunately 
the stock on this boat did not turn out 
satisfactorily, owing to its had condi­
tion. Large and extra large eases of 
oranges were sold at prices ranging be­
tween 75c and $2 per ease, and the lat­
ter price was the highest figure reached 

The small cases of oranges from the 
Nordboen which were in good, sound

condition, brought from $1 to $1.75 per 
case being almost as much as the large 
cases. Tlie stock was sent to Montreal 
on consignment and owing to the bad 
condition of the fruit sales were made 
with considerable difficulty.

The cargo of the S.S. Fremona wa­
in prime condition with the?result thaï 
the sale Friday was a greater success 
This boat had on board the enormous 
number of (15,000 coses of oranges and 
lemons, being one of the largest cargoes 
which have come into Montreal. Oranges 
brought from $1 to $2.25; half boxes. 
75c to $1.50. Lemons, $1. to $2.50. 
Prices obtained Friday were from 25c 
lo 50c better than New York prices.

NEW BRUNSWICK GUILD MEETS

Elect Officers to Attend Quebec Meeting 
in June.

A meeting of the New Brunswick 
Wholesale Grocers’ Guild was held a 
St. John, N.B., on Wednesday, May LI. 
Among other business the following 
delegates were elected to attend the 
meeting of the Dominion Wholesale 
Grocers’ Guild at Quebec on June 17: 
IL F. Randolph, Fredericton ; A. I. Teed. 
SI. Stephen; G. Ernest Barbour, An 
drew Malcolm and A. P. Patterson, S;. 
John.

Toronto Warehouse.

WHITE (EL CO., Limited
Wholesale Fruit Importers
Auctioneers and Apple Exporters

ALSO

Wholesale Produce and Fish Dealers

LONG AND FAVORABLY KNOWN TO THE TRADE

Bananas, Pineapples, Oranges, Lemons, Tomatoes, 
Cucumbers, Cabbage, Butter, Eggs, Cheese, Lard 

and Fish of all Kinds in season.

BRANCH AT HAMILTON
32-S4 YORK ST.

Cable Addra.i. WH1TCO

Toronto
Church & Front Sts.

Phone Mein 6305
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The Progressive Merchant
Supports the Pure Food movement. He under­
stands the consumer’s demand for quality and 
meets it by handling honest goods.

He knows the regard in which

HEINZ
57 VARIETIES

PURE FOOD PRODUCTS
(the kind that contain no preservative»)

are held by the public and that they are known 
by State and Federal authorities everywhete 
to meet the requirements of all Pure Food 
Laws.

That is why Heins products are always 
found in up-to date stores where the principles 
ol high quality are observed.

Anything that’s “HEINZ" is Safe to Sell.
Ask us about our free Retailers’ Advertising Service.

I

New York

H. J. HEINZ COMPANY,
Pittsburg Chicago London

Royal Salad 
Dressing

has been made for 35 years. Last year's 
sale was largest. It is easy to tell 
why ; holds old friends and makes new 
ones. It’s the old story of quality and 
merit. The finest stores throughout the 
country furnish to their finest trade ROYAL 
SALAD DRESSING. Manufactured in Canada 
only by

Horton-Cato Mfg. Co.
Windsor, Ont.

Canners, Manufacturers
Do You Sell In Ottawa?

If you do you require storage. We have the best. Our warehouses are 
commodious, convenient to rail and water navigation, equipped with all 
modern conveniences to facilitate the handling of your warehousing busi­
ness in a satisfactory manner. Bond and Excise Warehouses, Insurance, 
etc. Rates, which are fair, on application.

If you are doing business in Ottawa, or in the Ottawa Valley, it is wise 
for you to have our rates before you. Having the largest and most 
modern storage warehouse in the valley we can assist you.

DOMINION WAREHOUSING Co.
52 Nicholas Street, - OTTAWA

J. R. SOUTH. Meeeger
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Attractive Labels and Their Selling Effect
By H. A. SOMERVILLE, WATERVILLE, QUE.

Nowadays when everyone who has some­
thing to sell is striving after those means 
which may increase their sales a sharp 
ovtlook is kept for anything new, which 
is feverishly embraced and sometimes in 
the wild haste to conquer new fields and 
achieve new results, the old and primary 
essentials to a complete success are for­
gotten. Frequently these novel ideas 
present such alluring features that it is 
difficult to keep from falling a prey to 
their excesses and fantasies, whilst in 
some of them we recognize rediscovered 
truths presented in a new light.

Proof in Experience.
In a long experience as a grocer I 

have tried many experiments with more 
or less gratifying results, but from tha 
sum it is not difficult to isolate a few 
of the more salient lessons which these 
experiments have taught. In this ar­
ticle I want to discuss the efficiency 
of the attractive label and package as 
a factor" in helping to make a sale.

Now we appreciate the fundamental 
principles of good tasie in any of the 
various phases of our experiences be­
cause it is gratifying to be the pos­
sessor of it and is highly pleasing to 
others, which, in an ordinary way, 
makes it present only a dual aspect 
whereas in this instance it will be shown 
to have a value commercially.

An Experiment With Labels.
To satisfy my conjectures in this re­

spect I tried two experiments which 
proved conclusively the expediency of 
following this plan.

First, I placed two packages of rais­
ins on the counter within the easy reach 
of any lady who might come in. These 
raisins were the same in price and so 
far as I could learn, the same in qual­
ity, but differed very largely in the 
package. One was cheap and tawdry 
in appearance, due to the decoration 
on it, while I am sure it was the more 
expensive of the two. The other pack 
age was clean and neat in its appear­
ance with a simple trade mark in two 
colors and bearing the name of the 
packers.

Invariably, if the customer had no 
preferences, she would select the attrac­
tive. simple package.

Same Applied to Pickles.
To still further satisfy myself I 

placed two bottle's of pickles on the

counter. One bottle was the product 
of a house comparatively widely known 
in Canada, whose reputation had been 
founded on a basis of honesty and good 
value. Their bottle was of the orthodox 
style, round, with nothing original in 
its form and the label was cut into a 
meaningless shape ami on its face was 
a wild riot of glaring colors not blended 
hut thrust together quite oblivious of 
any proper color scheme whatever, and 
into this mad medly was introduced 
the usual legend about purity, and the 
name of the firm was almost indecipher­
able except on the closest scrutiny. I 
never doubted the veracity of their state­
ment regarding the purity of their 
pickles and the vinegar in which they 
were packed, but sometimes it seemed 
to me it would have been a lesser fel­
ony to have employed a bleaching agent 
rather than preserve the distinctly dark 
appearance which they had.

In striking contrast was the other 
bottle, which was the product of a re­
cently established house who had not 
yet had sufficient time to make a name 
and enjoy the prestige of an old insti­
tution ; but they had been in business 
long enough to learn one valuable les­
son. which was so well illustrated in 
the product which they knew would real­
ly adorn the shelves of some grocery 
store.

Their bottle and label were excellent 
and their pickles, light in color had 
a firm, fresh appearance, neatly packed 
and suspended in a crystal clear, lightly 
colored vinegar.

The bottle displayed originality and 
yet could not have been called freakish. 
It was square and smaller at the bot­
tom than at the top, so well made that 
it had the appearance of cut glass with 
a top always neatly sealed. The label 
was extremely simple and very striking, 
conveying ils message tdxlhose who look­
ed upon it without a suggestion of con 
fusion ami without effort to decipher it 
It was plain, heavy, glared while paper 
bearing in a good imitation of copper 
plate engraving the words “Mixed 
Pickles,” and underneath the single 
word “Pure.” These few words oc­
cupied the upper half of the label and 
the centre contained a heraldic design 
clear cut and definite, with the firm’s 
name at the bottom, whilst running 
across the entire front in a similar style 
but larger and printed in violet was 
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the name ot the brand. In addition in 
these qualifications the utmost care had 
been exercised in pasting these lainls 
on the bottles, as they were absolut.-lv 
uniform in position.

As a result of my experiment 1 found 
that almost invariably the customer 
would select the bottle of pickles with 
the more attractive label, although I 
was fully convinced in my own mind 
that the quality of the former was 
slightly superior to the latter. How. 
ever, this seemed to make no difference 
1 have cited these two eases as example, 
and could mention numerous other eases 
where the sale of an article was greatly 
assisted by its appearance.

Light Colors Desirable.
In a store where no stock stands on 

the shelves for any length of time, the 
brightest effect may be obtained by dis 
playing goods with light colored labels 
One reason why white or light colored 
labels are best is the fact that they 
convey to the mind an idea of cleanli 
ness. As regards cost, the simple white 
label relieved with one color or perhaps 
two, is much cheaper than the multi­
colored lithograph. Therefore, it should 
recommend itself to the manufacturers: 
but, what they must do is to display a 
little originality and good taste, and 
then they will have a label which will 
be quite as serviceable fifty years from 
now as at the present time. The an: 
of putting goods up in attractive pack 
ages is the same as any other art It 
is not necessarily the expenditure of 
vast sums of money which accomplish 
the best results, but the exercise of a 
little taste anil judgment. It is always 
well to follow prevailing styles, hut 
sometimes it pays to stand at a safe 
distance and exhibit a little originality 
rather than be continually shackled to 
this arbitrary dame. There is vast room 
for improvement among the manufac­
turers in this respect, and if they do 
bestir themselves they will find a won­
derful return for their efforts because 
in the large majority of eases the pur­
chaser is a woman and the same quality 
in her which makes her select a horse 
ai a meet because it has a pretty name, 
will inevitably predispose her in favor 
of Ihe product which has the nicer ap 
pearanee.

CONTINUED EVAPORATIONS
“Look here,” said the indignant lady 

customer, “I 'bought a pound of evapor­
ated peaches of you yesterday and '.lien 
I got home I discovered that I only had 
about three-quarters of a pound. I low 
do you account for iff”

“Oh, I gave you a full pound, all 
right,” answered the grocer, “hm I 
suppose they evaporated some mon on 
your way home.”



PUTf F y R [

It is good storekeeping to sell only 
goods which you know to be reli­
able and to keep only such goods 
on your shelves.
All grocers should carry a full 
stock of Royal Baking Powder.
It gives the greatest satisfaction to 
customers and pays the grocer a 
greater profit, pound for pound, 
than any other baking powder he sells

ROYAL BAKING POWDER CO, NEW YORK

%
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Good Profits From Bottled Drinks
SOME IDEAS THE GROCER MIGHT CONSIDER.

Su narrow are the profits on groceries 
becoming, dwindling as they are every 

. year, grocers are being forced to carry 
— side lines in greater number than ever 

—varieties of goods which give them a 
better margin for their investment and 
labor in selling.

There has been the tobacco depart­
ment in the grocery store for years, 
confectionery has been sold for ever so 
lung also, while there are numerous 
other specialties which are finding a 
place in the store every few years.

Une of the lines which is meeting with 
much favor is aerated waters, which are 
being sold freely in almost every part 
of the country in the grocery and gen­
eral stores.

In the city it is understood that such 
a line dues not meet with as much favor 
on the part of the grocer as might be 
desired—so close is the competition of 
saloons and “ice cream parlors” where 
soft drinks are served up in style.

The Family Trade Pays.
But it is not the “over the counter” 

sales of soft drinks that are desired by 
the grocer pushing aerated waters, lie 
is after the family trade, and he is find­
ing this a paying proposition, more so 
every year as his customers increase in 
number.

There are such a number of really 
excellent soft drinks manufactured in 
Canada to-day that it is opportunity 
lust for the retailer who does not carry 
some slock if he is located in the coun­
try-

In most cases it is simply a matter of 
educating customers to the fact that 
these goods are obtainable in the store. 
It is an undoubted fact that many a 
household would always be supplied 
with a ease of soft drinks, but for the 
fact that these must be ordered from 
some hotel or saloon—and what house­
wife is going to give the order?

The writer knows of one grocer in 
a town of about 1,500 who is doing a 
remarkable business in just one line of 
soft drinks. He has secured the agency 
for his town, and he has let his towns­
men know that he has the goods. As a 
result he has worked up a summer trade 
which is rapidly growing and yielding 
him splendid profits. He has not sunk 
large sums in stock, having begun on 
two or three cases, which were quickly 
sold. To-day, during the summer 
months,- his business in soft drinks

amounts to almost as much as his whole 
grocery trade.

Hints on Stocking.
In stocking up it is advisable to pro­

cure such lines as are extensively adver­
tised in your neighborhood. There must 
be consumer demand for these drinks 
if at all possible. But for a progressive

grocer the lack of it need not be a 
hindrance to his taking up the goods.

Most of the manufacturers have any 
amount of cards, hangers, illustrated 
booklets and advertising literature 
which they will send gladly with the 
smallest orders, that their goods may 
be introduced. They will co-operate all 
they can.

Such lines as ginger ale, ginger beer, 
lemon sour, cream soda, birch beer,
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sarsaparilla are popular and sell frei-ly 
while there are a number of excellent 
non-intoxicating beverages put up un­
der copyrighted names.

A Window Display Will Help.
A number of these registered brands 

are advertised extensively and by lil­
ting the people know you have tln-m 
sales are sure to result. A good plan is 
to run a window display once in a while, 
using the various colored goods for an 
artistic arrangement which attracts tlie 
attention of passersby. An exceedingly 
pretty “night” window can be secured 
by pyramiding the bottles on a series of 
shelves and placing a light behind them. 
This shows up the clearness of the

liquids and makes the pile so attraciive 
that few can resist the impulse to slop 
and examine more closely.

The illustration accompanying this 
article gives one an idea as to the na­
ture of a display it is possible to make.

Caledonia waters and mineral waters 
are lines worth touching upon also, as 
are lime juices and lime juice cordials. 
These drinks are in demand during the 
summer from June to October. The

AN ATTRACTIVE DISPLAY OF BOTTLED DRINKS.
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earlier they are stocked up and the 
sooner the grocer begins to prepare for 
i|n* business there is awaiting him, the 
•.'renter will be his profits.

A SUCCESSFUL COLLECTION 
LETTER.

The collection of accounts is one of 
i lie bugbears of the grocer who does at 
all an extensive credit business. While 
a personal call is, of course, the most 
effective way to reach the delinquents, 
a letter will often do the business.

The following is a sample letter which 
has been adopted for this purpose with 
exceeding success by a Cleveland gro­
cer. It is tactful, polite and yet strik­
ing, and its arguments are quite con­
vincing:

Dear Sir,—Looking over our ac­
counts we find that you owe us. It 
is not a pleasure for us to ask you 
to make settlement, but conditions 
of the times prompt us to press 
payment on all accounts. In fact, 
we are pressing all customers to 
work close to cash payments. 
Wholesalers are hard pressed for 
money, not being able to make 
loans from the banks to carry on 
their business. They have organ­
ized and are demanding close settle­
ments from all men in business. 
Commission merchants ask ns to 
pay bills every Monday, even if the 
goods have been bought the previous 
Saturday. Flour men ask us to 
pay previous bills before sending 
out a fresh lot. Wholesale grocers 
are a little more lenient, giving us 
thirty days, 2 per cent, fifteen days.

This 2 per cent, is quite an item.
It means an extra profit to us. For 
example: If you owed us $10 for 
one year and we lose this 2 per 
cent, every fifteen days, our not 
being able to use this money in our 
business means a loss to us of about 
L'O cents each fifteen days, 40 rents 
each month or $4.80 per year.

The total of your bill and the 
condition of your account cost us a 
pretty penny in lost discounts. The 
saving of this percentage almost 
pays our operating expenses, if 
figured on all outstanding moneys.
A quick settlement at this time 
would be very much appreciated.

Respectfully,

—Grocery World.

It. It. James Norris has taken a posi- 
*ion on the traveling staff of Mela- 
gama Tea and will represent Minto 
Hros. in the eastern ground. The addi­
tion of this traveler to the territory is 
an evidence of Melagama's growth.

N0XIE-K0LA

noxie-ko

••nSSi

["ran? Canada’s most 
popular temper­
ance beverage.

The drink that 
everybody likes

Brewed from 
healthful Roots 
and Barks and 
is absolutely 
free from al­
cohol.
No first-class 
Grocer should 
be without it to 
supply his 
family trade by 
case or bottle.

Send to-day for 
prices.

Ad vertlsi ng 
matter free with 
first order.

Correspondence Solicited from 
Jobbers where agencies are not as 
yet established. Made by

Crystal Spring Bottling Works
WATERLOO, QUE. 

lain Iris. Ltd , Hilltu, I S„ isiata fit NOVA 
SCOTIA ll< limed Hinds

C. 0. GENEST & FILS
Wholesale
Groceries

Flour, Grain, 
Provisions,

Seed Graine,
Timothy, Clover, 

Oats, Barley, Etc.

Leading Wholesale Houae of the 
Eastern Townships.

SHERBROOKE, - QUEBEC

Your orders wtl have prompt 
and oereful attention.

Ship your

DRIED APPLES
before warm weather eete In

O. E. ROBINSON & CO.
Eetabllehod 1660

IngertoU - Ontario

118t. Sacrament St.,Montreal
Tml, main 1977
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ifftLEOOMA

P'l TR TYQ CALEDONIA WATER
X VJL^ is rapidly finding favor as a

“SELECT TABLE WATER”
Nature to begin with has produced in it a good article—every virtue of which has been brought 
out by expert bottling.
The result is that for PURITY, APPEARANCE, TASTE and EFFICACY it is unexcelled. 
GUFfb'S CALEDONIA, like CURD'S Ginger Ale, will soon be popularly known as

“THE BEST”

Charles Gurd & Co., Limited Montreal

Z
“Montserrat” Weather

is coming around

“Montserrat” Lime Fruit 
Juice is so satisfying—so 
refreshing—so thoroughly 
enjoyable—that it has come 
to be everybody's favorite 

summer drink. “Montserrat” is the pure juice of ripe West 
Indian limes — with all the natural flavor of the fresh fruit.

“Montserrat” not only makes delicious limeade and other hot 
weather thirst quenchers, but also mixes perfectly with Mineral 
Waters, Wines and Liquors. Your customers will want 
“Montserrat.” See that your order to your wholesaler calls for

“Montserrat” Lime Fruit Juice
CANNED GOODS

_/
We handle exclusively “ Old Homestead Canned Goods.” Communicate 
with us. We will make it interesting for carload buyers.

S. J. CARTER CEL CO.
56 McGill Street. - MONTREAL
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■ GINGER ALE 
SODA WATER &c
hOUEBEC*##

They Are Really Delicious

The public demand for a true non-alcoholic beverage with a distinctly original 
character, a clean palate taste and fulness of bouquet and flavor is now satisfied by

LIMLITHA
(REGISTERED)

u The Drink of the Gods ”

We are offering the trade a new natural mineral water,

“CLAIRE FONTAINE” *hi<* » «i™premises, from an
artesian spring ‘271 feet deep in solid rock, and of the finest quality. It is clear, 
soft, sweet and refreshing. A sparkling delicious, healthful table water, and is 
superior to any imported waters as per report of Government analyst.

Ask Us For Samples

M. TIMMONS & SON
Quebec - P.Q.
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ESTABLISHED IN 1842

Brusson’s Macaroni
3,000 Boxes just received into store, including :

VERMICELLI, SPAGHETTI, FANCY LETTERS, FANCY PACKAGES 
The Best brand to-day on this market.

The reputation of BRUS SON is known the world over.

L. A. PRICE, Bordeaux.
This large shipment just received, including the highest class of table delicacies.

500 Cases
PEAS, tins and glass, MUSHROOMS, tins and glass. ASPARAGUS, tins and glass. 

OLIVES, Queens, stuffed and pitted. OLIVE OIL, bottles and tins. 
ANCHOVIES, PATES DE FOIE GRAS,

GAME PATES, HORS D’OEUVRE, Etc., Etc.

SARDINES to arrive in a few days.
500 CASES of the best brands, in £s, Amer. £s, and is, in oil and tomato. 

Also Norwegian, nicely smoked.

OZ>#/AIJFQ—ONE CARLOAD, Choice “Oregon” to arrive end of this month.
All sizes, 25 lbs. 30/40, 40/50, 50/60, 60/70, 70/80. Quality Al.

Water is Very High Everywhere To-day.
except CRYSTAL SPRING, of libertyville, ill., u.s.a.

50 Quarts, per case, $3.50 cases. 100 Pints, per case, $5.00 cases.
100 Splits, per case, $4.50 cases.

WE HAVE THE STOCK. WE HAVE THE ASSORTMENTS.
PRICES CORRECT. WE SOLICIT YOUR ORDERS.

L CMAPUT, FILS & CIE
SOLE AGENTS, MONTREAL
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: lespite the numerous crusades against 
tin' use of tobacco in all forms, and es- 

ially in the form of cigarettes, the 
consumption of this product is on the 
increase in nearly all the countries of 
the world. It would be difficult indeed 
to get at the reason of this and at the 
same time without our special province 
to attempt to do so. In the tobacco 
tiade, as in all other branches of com­
mercial life in Canada, the demand is 
Incoming more varied every year, with 
a tendency for a better grade. It is 
not a long time ago that European 
manufactured tobacco was comparative­
ly tare in the average tobacco stores of 
this country and to-day, even in the re­
mote quarters of the country, may be 
observed a demand for Russian, Turk­
ish or Egyptian cigarettes, and several 
well known British brands of smoking 
tobaccos are kept for sale in nearly 
every tobacconist’s shop in Canada.

Industry Developing.
It may be thought by this that the 

introduction of European goods to the 
Canadian market may have decreased 
the sale of the home product, but such 
is not the case, however. Owing, per­
haps, to the wholesale distribution of 
literature by the Department of Agri­
culture throughout the country, treat­
ing the subject of tobacco culture, this 
industry, which some years ago was 
comparatively inconspicuous, has devel­
oped into a very considerable national 
industry. While the farmer of days gone 
past was accustomed to plant only a 
small patch o? his garden with tobacco, 
now in passing through certain portions 
of the country whole fields may be ob­
served which arc given up to its culti­
vation, and it may be remarked that 
the enormous increase in the demand 
bo domestic tobacco has been a vast 
fii inrial asset to the farmer. With the 
im,ease in skill of manufacture and the 
an of blending, it has found its way 
into many mixtures, and to-day we can 
P - hase it in almost every form in 
" eh tobacco is offered for sale. It will 
b- -ven that the dealer to-day must keep 
a ide range of varieties, calling to- 
g Per almost from the four corners of 
ti earth the various growths of these 
c dries which individually possess 
s e quality different from the other 
t* t recommend them to the consumer. 
In any brochure on the tobacco trade 
Sl h localities as Havana or Virginia 
- f [rest themselves to us in the Western 
H nisphere, and in the manufacture of 
fir 'rs wc know that to produce a first-

claas article it is necessary to bring 
at least a part of it from far-off Su­
matra.

Cigarettes From Turkey.
The stock which enters into the cigar­

ette comes chiefly from Turkey and Vir­
ginia. We speak of Egyptian and Rus­
sian cigarettes, but this should not im­
ply that these countries grow the to­
bacco which seems to bo largely an er­
roneous idea that is extensively enter­
tained to-day by many. Turkey grows 
the tobacco, and the Egyptians, who 
are probably the most expert blenders in 
the world of cigarette tobaccos, manu­
facture the Turkish product into cigar­
ettes and place it on the market under 
the Egyptian Uovernment stamp. The 
Russians also possess some peculiarities 
in the art of blending which recommend 
their goods to the taste of some.

In very few of the commodities of life 
does it become necessary in the produc­
tion to draw upon so many sources of 
supply. These conditions have led to 
varied results and the people to-day 
who use tobacco are as a rule well 
versed in the generalities of its produc­
tion so that the dealer must exert him­
self to offer every inducement to his 
customers, and especially the grocer, 
who keeps it only as a part of his whole 
stock.

Tobacco Pays Well.
Tobacco, with a reasonable amount 

of attention, is a source of considerable

Handle

OLD CHUM
Cut Plug 

Smoking 
Tobacco

It’s a Trade Bringer

The best in the world are made bv
Mcdolgall»

Insist upon this make

D. McDOUlALL S CO, «322:

CLAY PIPES

and watch your sales jump.
The cigar is right. Your profit is right. 

The Tercentenary is working for your bent

JOS. COTE, QUEBEC

Display a Few Boxes of the

CHAMPLAIN 
» CIGAR

Established 1887

When writing to advertisers, kindly 
mention having seen the advertisement 
in this paper.

BLACK WATCH
The Big Black Plug 
Chewing Tobaooo.

Already a Big Seller 

Sold by all the Wholesale Trade

it>5
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revenue, especially in the country where 
it would not be profitable to carry this 
line alone. To obtain a successful and 
profitable trade in tobacco, a few of the 
absolutely necessary essentials to suc­
cess in any sphere of business must be 
observed. Great care should be taken to 
keep the stock clean and prevent it be­
coming too dry. The latter difficulty in 
the sale of cigars and cigarettes can be 
overcome by the use of humidors and 
other apparatus which is made for the 
purpose. It* might be stated here, how­
ever, that the successful dealer also is 
a keen observer of individual tastes. 
Some like their tobacco extremely 
moist, while others prefer it rather dry.

Care of Chewing.
With chewing tobaccos, which are 

packed in caddies, care should be exer­
cised in taking away the individual 
plugs not to disturb the others, because 
by so doing the entire surface of the 
next plug may be exposed to the air 
and this both dries it and removes its 
fresh appearance.

Catering to Customers.
As a rule a man will buy his tobacco 

at the nearest place to which he may 
be for the greatest length of time, and 
it is only a matter of a little thought 
and interest in him to anticipate his 
peculiarities and pamper his desires, 
if a customer wants a certain brand of 
tobacco, whether it be a cigar, cigar­
ette, or chewing tobacco, and you do 
not have it in stock, it very frequently 
pays to tell him to call again and you 
will have it for him then. Of course in 
catering to individual tastes it is a 
matter of judgment who you should do 
it for as for example it would not do 
to get a special brand for a customer 
whose trade you would have no oppor­
tunity of cultivating afterwards. It 
appears to be the experience of all to­
bacconists that men appreciate the fact 
that all they are required to do is to 
walk into a store and before they reach 
the counter have their favorite brand 
ready for them, and this becomes a 
far greater pleasure when they find it 
is not too moist or too dry, but pre­
cisely what they want. Every season 
brings with it its novelties in the to­
bacco business, with their advantages 
and disadvantages, and it is the suc­
cessful merchant of to-day who picks 
his way among them, always well 
abreast of the times, but never indulg­
ing in their excesses.

Study Personal Tastes.
f’erifaps after more than a cursory 

glance at the factors which constitute 
success in this line of business it might 
lie wise to emphasize the feature of per­
sonal and individual tastes and the an­
ticipation of their various shades, as 
this makes the customer feel that he is

not going to be disappointed. It may 
be safe to say that men who are habit­
ual users of tobacco prefer a bad dinner 
to a bad cigar, as they regard the lat­
ter as the great soother of all the disj 
gruntling events of the day so it be­
hooves the dealer to cater to these in­
dividual fancies and foibles and thereby 
incorporate in his business the salient 
features of success.

WILL IMPROVE CANADIAN 
TOBACCO.

Government Said to be Arranging Cam­
paign for This Purpose.

The Government is said to be taking 
in hand a campaign for the improvement 
of Canadian tobacco. Two years ago a 
tobacco expert, Felix Charleau, was 
brought from France to see what were 
the possibilities of the Canadian to­
bacco. He has been conducting careful 
experiments with selection, raising and 
curing of tobacco in Quebec, Ontario 
and British Columbia, and is said to 
have found that a high grade of tobacco 
can be produced, and that the methods 
of production and curing followed in the 
past have been defective, thus prevent­
ing the Canadian leaf from taking the 
place to which it is properly entitled.

The recent changes in the excise law 
which place the Canadian leaf on a par 
with the imported leaf were made for 
the benefit of the grower. Now the Gov­
ernment is going to undertake a cam­
paign of education for the benefit of the 
producer, M. Chevallier, an expert in 
the growing and curing of tobacco, has 
been secured, and will soon arrive from 
France to assist Mr. Charleau in the 
work. An English-speaking expert is to 
be hired for Ontario, and it is expected 
that next year there will be a man for 
British Columbia. Last summer the de­
partment leased a number of plots from 
tobacco producers, and had them plant­
ed with the proper sort of seed, and at­
tended to in the most scientific way. 
Remarkable results were obtained, and 
there was an object lesson afforded the 
tobacco growers of the neighborhood, 
who could contrast the results obtained 
from the experimental plots with their 
own fields in the neighborhood.

There will be many more of these 
plots this year in different parts of Can­
ada, and demonstrations and lectures on 
the way to cure tobacco will be con­
tinued.

MACARONI FOLLOWS IMMIGRANTS
The customs house returns in the Un­

ited Stales show, according to a recent 
Canadian Trade and Commerce Report 
a large increase in the importation of 
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macaroni into the country. This cm 
dilion is due to the fact that the Italian 
who comes to America has to deny hin 
self in a large measure of this nation; 
delicacy in his own country, but win 
he arrives in America the increased wag. 
which he receives renders it possible f 
him to enjoy a greater imlulgeney i . 
his favorite dish. In spite of the !■ 
per cent, duty on this product the Italia 
wauls the best product of his own lain' 

As previously observed in this pap< 
Canadian wheat is finding its way ini 
this product as it has been found h 
the Italian manufacturers that Camni 
produces the variety of wheat which . 
peculiarly adapted to the product in 
of this article. In 1904 the value of II. 
exports of macaroni from Naples in. 
Castellnmare to the United Slates al.> 
amounted to .‘108,1511. This in 1905 i 
creased to 415,8481. and in 190fi to 5:;j 
4001. The figures for 1907 are expect, d 
to amount to 600,0001.

NEW FIRM OF WINNIPEG 
BROKERS.

S. C. Richards, broker, Winnipeg, Inn. 
taken into partnership Arthur il 
Brown, who was formerly conned, d 
with the National Cash Register < ■■ 
and more recently with the National 
Drug & Chemical Co., manufacturers m 
St. George’s Baking Powder. The n. » 
firm, known as Richards & Brown, is 
conducting an aggressive campaign m 
pushing the sales of the various lin» 
handled. Among other lines they In •• 
control of St. George’s Baking Uow.h r, 
from Winnipeg to the Pacific Cu.i-i 
This entire territory will be covn..I 
twice a year.

Kidgway’s Limited, of London, Eng 
have opened a branch in Winnipeg for 
I lie sale of Ridgways teas and eoft - 
They have appointed S. C. Richard- » 
manager.

NEW COMPANIES INCORPORAT!:!).

A charter has been granted to t 
Dominion Agencies, Limited, with he I 
office at Toronto, and a capital of $h 
000, to engage in business as comn 
sion merchants, etc. The provisioi I 
directors are F. H. Potts, A. R. Bn 
erstaff, T. A. Silverthorn, Mary 
Carroll and Edith M. Carruthers.

A charter has been granted to i 
Beaver Mfg. Co., Limited, with hr i 
office at Galt, Ont.,. and a capital t 
$100,000, to take over the business 
M. Griffin, and to manufacture fo. I 
products, flavoring extracts, coffee 
cereals, etc. The provisional directr. 
are IL M. Griffin, W. Griffin and -I. I 
MacGregor.
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LEA & PERKINS' 
SAUCE

GREATEST

GLOBE TROTTER

OF THE

CENTURY

WELL

KNOWN AND

APPRECIATED

THROUGHOUT

THE WORLD

Making the dinners in millions of homes 
more Lasty and appetizing.

Lea L Perrins* Sauce gives a rare relish 
to Fish, Meats, Game, Salads, Cheese, etc. 
Look for the signature !

* We advertise to the general Public in 
Newspapers and Magazines that this fam­
ous Sauce can be had from all Grocers.*'

J. M. DOUGLAS & CO.
EM.. 1857, - MONTREAL

HIGH GRADE EMBOSSED

CAN LABELS
One of the largeet manufac­
turers of emboeeed Can Labels, 
Cigarette and folding boxes In 
the world.

Write for Samples and Prloes.

STECHEB LITHO. CO.
ROCHESTER, N.Y.

FRUIT CANS
Two and one-half pound size.

We are now equipped to 
furnish any quantity of this 
package in the standard 
American diameter, pro­
files and height, for fruits 
offered in competition with 
California goods.

Lacquer lined or plain,

Norton Manufacturing Co.
HAMILTON

Canadian Agents.
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ALEX. CAIRNS & SONS
(PAISLEY, SCOTLAND)

JAMS, JELLIES, MARMALADES
THE QOODS WITH THE HMH REPUTATION

Such goods as these win you trade. Put up in the finest factory in Scotland in 
the most scientific manner. Every pot a jar of delight for your customers, and a 
source of profit for you. Canada’s largest wholesale grocery house stands behind 
each package, guaranteeing its quality.

JAMS JELLIES MARMALADES
1 lb. Patent Glass Jars 

Cases, 2 doz.

Plum ........................................
Blackberry .............................
Damson ...................................
Gooseberry ..............................
Apricot ................................
Assorted .................................
Red Currant ...................
Strawberry ............................
Greengage ..............................
Raspberry and Red Currant
Black Currant .....................
Raspberry ..............................
Strawberry, cases, 12-7 lb.

tins .................................
Raspberry, cases 12-7 lb.

tins ...................................
Assorted, cases, 12-7 lb. 

tins ...................................

$1 90 
2 10

2 20

1-lb. Porcelain Pots 
Cases, 4 doz.

Apple .................................... $2 00
Gooseberry ............................. 2 00
Plum ....................................... 1 90
BRAMBLE ............................ 2 10
DAMSON .............................. 2 20

1-lb. Patent Glass Jars 
Cases, 2 doz.

Black Currant ..................... $2 80
Red Currant............................ 2 80

PURE CALVES’ FEET TABLE JELLY
Orange .................................... $2 10
Lemon ..................................... 2 10
Vanilla ................................... 2 10
Plain ....................................... 2 10

1-lb. Square Glass 
Patent Air-tight Caps.

2-lb. size, same flavors___ $3 75
Champagne ........................... 2 50
Cognac .................................... 2 60
Maderia .................................. 2 60

1-lb. Patent Glass Jars 
Cases, 2 doz.

Scotch Orange ......................
Home-made Orange.............
Tangerine Orange ...............
Apricot ...................................
Fig and Lemon.....................
Ginger ......................................
Ginger and Pineapple.........
Green Fig ..............................
Green Fig and Ginger___
Pineapple ...............................
Scotch Orange, 2-lb. glass

2 doz. in case....................
Scotch Orange, 2-lb. pots, 

2 doz. in case
Scotch Orange, in 7-lb. tins, 

12 tins in ease ................

3 00

Send in your Order. Remember the Name
Port ......................................... 2 60
Sherry .................................... 2 50

1-lb. Square Glass Jars 
Cases, 2 doz.

Net within 30 days. No discount.
In lots of Five Cases or more, 5 per cent, oft above prloes.

AGENTS FOR CANADA :

HUDON, HEBERT & CO
MONTREAL

The Host Liberally flanaged Firm in Canada

LIMITED
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Quality Counts
Keep up your Prestige by selling the BEST

Canned Fruits and Vegetables
THE BRANDS ARE:—

Auto Kent Lynnvalley

Canada First Lion Maple Leaf

Grand River Little Chief Thistle

Horse Shoe
•

Log Cabin

PACKED AND GUARANTEED BY

Canadian Canners, Limited
Head Office, - Hamilton, Canada
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—AGENCIES WANTED
For

Pickles, Canned Goods, Jams, 
Biscuits, Molasses and other Grocery 

Staples and Specialties

First class representation bv a live up-to-date 
house in

Quebec City and District
Splendid connection. Established fourteen 
years. Successfully placed already many lines 
on this market. Only Al agencies desired. 
Your enquiries will receive prompt attention. 
Best attention to your business personally, and 
through our travellers.

Write to

AGENT,—Canadian Grocer, Montreal

MADE IN CANADA

R. Ü.
Selling

NAPTHO SOAP?
If not, it will increase your trade 
to carry it.

For Quality
Appoaranoo
Price

Naptho is the Best

The Welcome Soap Co.
limited

8t John, - N.B.

Dawson Commission 
C ompany

RECEIVERS AND HANDLERS OF

Foreign & Domestic Fruits, Vegetables
Poultry, Butter, Eggs and 
other Country Produce

APPLES one of our specialties.

THE DAWSON COMMISSION COMPANY
TORONTO

Correspondence and consignments solicited.
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Talking About Purity!
We want every grocer in Canada to know that

DAI A I Jams, Jellies, Marmalades,BALMUKAL Preserved Fruits, Etc.
(REG.)

are guaranteed

AB-SO-LUTE-LY PURE
If all the strictest Government analysts were 
to apply the most conscientious tests upon 
these goods they could not do otherwise than 
pronounce them the purest it is possible to 
produce.

Made from the finest selected fruits, care­
fully preserved, and, as for cleanliness, it 
is reduced to a science.

Write for prices and particulars about these 
goods that will interest you.

J. W. Windsor
Packer and Preserver of the largest assortment of Jams, 

Jellies, Marmalades, etc., etc., in Canada.

Montreal



How About Soup?
You cannot get anything better than

“CONNOISSEUR” and “GLENCAIRN” Brands

Real Turtle
Mock Turtle
Ox Tail
Tomato
Julienne
Macaroni
Game

*
20 others

ox tail

Cock-a-leekie
Hotch-Potch
Mulligatawny
Kidney
Chicken Broth
Vermicelli
Giblet

*
20 others

FINEST QUALITY
Put up in Glass and Tin

Cunningham & Defourier Co., Limited 
London, Eng.

Canadian Agents :
ROSE & LAFLAMME, LIMITED, Montreal

THE B E S T way to advertise

(jBS Monarch

EVERY ONE 

IT IS SECRET:

IT IS CHEAPEST:

The Monarch Visible

is by pointed, per­

sonal typewritten 

letters addressed 

to customers.

reads personal let­
ters ; few, news­
paper advertise­
ments.
Your competitor 
cannot know the 
lines you are push­
ing or the prices 
you are quoting.
A little time and 
effort and postage 
is all that is re­
quired.
is simple, easy to 
operate and most 
durable. With it 
you can write your 
invoices and state­
ments as easily as 
your letters.
Write for Booklet C.

The MONARCH TYPEWRITER COMPANY, Limited 
98 Kinj Street West - Toronto, Ont.

William *. . . . . & Son
Wholesale Grocers

80-82 St. Peter St., - MONTREAL

Teas
Coffees

Raisins
Currants

Prunes
All at bottom prices and quality guaranteed. 

Write for quotations.

KftRANfl,

We are now having weather suitable for

House Cleaning
and Scrubbing Brushes will be in demand. 
We give you

115 lines to cho°se fr°m-
Book your order with us.

Stevens-Hepner Co., Ltd.
Port Elgin, Ontario, Canada
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Classified Advertising
Advertisements under th;s heading, lc. a word each 

insertion.
Contractions count as one word, but five figures (as 

$1,000) are allowed as one word.
Cash remittances to cover cost must accompany all 

advertisements In ne case can this rule be overlooked. 
Advertisements received without remittance cannot be 
acknowledged.

Where replies come to our care to be forwarded five 
cents must be added to cost to cover postages, etc.

Yearly Contract Rates.
100 words each insertion, 1 year........  $30 00
“ “ “ 6 months 17 00
“ “ “ 3 months .. 10 00
50 “ “ 1 year......... 17 00
“ 11 6 months. . 10 00
25 11 11 1 year......... 10 00

AGENCIES WANTED.

PARTY starting a jobbing and commission business 
would like city agency forsome good lines. Best 
of references. Box 355, Moncton, N.B. (21)-

WANTED -Wholesale grocery broker in Montreal 
is open for few more lines, canned goods a 
specialty. Highest connections, fifteen years 

experience. Apply Grocer Office, Toronto. (46)

FOB SALE

FOR SALE —Second-hand National Cash Register, 
six drawers, used two years, in good condition. 
Bargain for cash. Apply to W. C. Latimer, Beaver­

ton, Ont.

MAPLE SUGAR—Guaranteed pure. Woodman & 
McKee, Coaticook, Que. (22)

SITUATIONS VACANT.

WANTED—First-class grocery clerk. Apply to Geo. 
Benger, Port Arthur, Ont. (21)

BOOKS FOB THE GROCER.

TEA BLENDING as a fine art, by J. M. Walsh. 
This work is especially designed for the use and 
instruction of those engaged In the tea and 

grocery business, containing formulae for the scientific 
and judicious combination of the different varieties 
and grades of tea. Price, $2.00 postpaid.

TEA, its history and mystery, by J. M. Walsh. The 
contents of this practical and exhaustive work 
include cultivation and preparation ; adulteration 

and detection ; arts of testing, blending and preparing ; 
chemical and medicinal properties, etc. Price, $2.00 
postpaid.

COFFEE, its history, classification and description, 
by J. M. Walsh. This interesting and instruc­
tive book deals with the commercial classification 

and description, adulteration and detection, and the 
art of blending and preparing of coffee. Price, $2.00 
postpaid.

SALES PLANS-This book is a collection of 333 
successful plans that have been used by retail 
merchants to get more business. These Include 

special sales, getting holiday business, co-operative 
advertising, money-making ideas, contests, etc. 
Price, $2.50 postpaid. MacLean Publishing Co., 
Technical Book Dept., 10 Front Street E., Toronto.

_________MISCELLANEOUS._________
CTORAGE suitable for out of town manufacturers or 

brokers, central in Toronto. Office room if 
required. Address “Storage,” THE CANADIAN 

GROCER, Toronto. (tf0)

THE WHAT, THE WHY, THE WAY.-lfyou want 
to get well and stay well you can—without drugs 
or medicines. Learn the wonderful mission of 

the INTERNAL BATH. Our free booklet proves that 
90 per cent, of human ailments are due to one cause, 
and tells you how to remove it. Write to TYRRELL’S 
HYGIENIC INSTITUTE, 285 Fifth Ave , New York, 
N.Y.

HIGH CLASS COLOR WORK-Commercial sta­
tionery, posters. The Hough Lithographing Co., 
Limited. Office, No. 3 Jarvis St., Toronto. Tele­

phone, Main 1576. Art, good workmanship, business 
methods.

MERCHANTS—Have you accounts hard to collect? 
Try cur> up-to-date system. It brings results, 
costs little, saves money and worry. Write for 

particulars to Imperial Collecting Agency, 315 Mein 
tyre Block, Winnipeg, Man.

BUSINESS CHANCES.

OHN NEW, Real Estate and Business Broker 
156 Bav Street, Toronto. Established fifteen 
years. No charge unless sale effected.

GROCERY BUSINESSES-l have several choice 
grocery buainesses for sale In Toronto, good 

stores and dwellings, rent reasonable, genuine money 
makers, stocks from seven hundred to twenty-five 
hundred. John New.

(fevi Ê^fk/V-GENERAL country stock for sale, 
tp^UV/v fifty miles from Toronto, splendid 

farming community, all new goods, 
satisfactory reasons for selling, eighty cents on invoice. 
John New.

$i-8oo^,Ro?=c.E-RdY'
three hundred weekly.

splendid stand, excellent 
dwelling, trade exceeding 
John New, Toronto.

IFvouwant to buy or sell a business, write, John 
New, Toronto.

WANTED.

WANTED A computing scale that will weigh fifty 
pounds. Box 503, Havelock, Ont.

PERIODICALS.

ADVERTISING writers and business men interested 
in good printing should subscribe to Canada’s only 
printing trade paper, THE PRINTER AND PUB­

LISHER. Subscription price $2 per annum. Address, 
10 Front Street East, Toronto.

THE BUSY MAN’S MAGAZINE is the most popu­
lar periodical of its kind. Why? Because each 
issue contains a strong list of original articles of 

interest to every Canadian. It also reproduces the 
most timely, instructive and interesting articles appear- 
ing in the other magazines and periodicals of the 
month. The cream of the world’s periodical press is 
too valuable to overlook. BUSY MAN’S is on sale at 
all news-stands. Better still, send $2 for one year’s 
subscription. Mail it to-day. THE BUSY MAN’S 
MAGAZINE, Toronto.

COMPLETE information on books, stationery, fancy 
goods, music, photo supplies and kindred lines is 
given each month in THE BOOKSELLER AND 

STATIONER, of Canada. Subscription price $1.00 
per annum. Address, 10 Front Street East, Toronto.

Tut market reports make HARDWARE AND 
METAL a necessity to every hardware merchant, 
paint and oil dealer in Canada. It is mailed every 

Friday. Subscription price is $2 per year. Address 
HARDWARE AND METAL, Montreal, Toronto or 
Winnipeg.

CANADIAN MACHINERY AND MANUFACTUR- 
V ING NEWS, $1 per year. Every manufacturer 

using power should receive this publication regu­
larly, and also see that it is placed in the hands of his 
engineer or superintendent. Every issue is full of 
practical articles, well calculated to suggest economies 
in the operation of a plant. Condensed advertisements 
for * Machinery Wanted ” inserted free for subscribers 
to the GROCER. “Machinery for Sale” advertise­
ments one cent per word each insertion. Sample copy 
on request. CANADIAN MACHINERY, 10 Front St. 
East, Toronto.

OFFICE SUPPLIES.

■H-H-I-H-I-i-H-I-H-H-H-H-I-H-:-
Good

PAPER
will increase your businessW„

Headquarters for

PAPER, BAGS, TWINE, 
BUTTER PAPER, Etc.

WVWVW»

| Geo. Powley St Co.
Wholesale Paper Merchants and 

Importers
* • Toronto —an<l— Hamilton

Ridgeway’s Collecting Agency 
11 8t. Sacrament Street, Montreal 

Established 1880
Has the confidence and patronage of the banks 
and leading merchants such as Forbes Bros., 
S. J. Carter & Co., John Robertson & Son. 
Overdue claims collected everywhere, no 
collection, no charge. Tel. Main 1677.

Executors’ Sale
Tenders will be received by the undersigned until 1. 

o'clock noon of Monday. June 1st, 1908, for the purchase of 
the Dried Apple Exporting portion of the business of tin 
W. A. Gibb Company, Hamilton, as a going concern, in 
eluding all machinery and plant, good will, right to usi 
name, and registered trade brands “ Exeellenz," “Non 
pareil," “ Magnitica," ami “Majestic." This is an old 
established business with valuable British and German con 
nections. Purchaser van obtain new lease of present pre­
mises if desired.

Terms Marked cheque payable to undersigned foi 
10 per cent, of tender to accompany tender ; 40 per cent 
in cash on completion of sale ; balance on approved notes ui 
three and six months at 6 per cent. For further particulars 
and inspection of plant apply at the office of the Company 
7 Market Street, Hamilton, or to

NESBITT. GAULD & DICKSON,
Canada life Chambers. Hamilton

The evaporating plants of the Company will lie adver 
tised for sale as soon as Inventories are completed. 21

THE PEOPLE OF

ELLIOTT-FISHER ADDING 
TYPEWRITERS

Elllott-Fisher Limited, ill Bay St., Toronto

WANTED
A first-class Pork Packing-house 
Man to act as Assistant Manager. 
One with experience of the Canadian 
trade in all its branches preferred. 
Apply stating experience, salary 
expected and give references. Ad­
dress Box 195, care of Canadian 
Grocer, Toronto.

JAMAICA
are now buying things in the 
United States which they ought 
to buy in Canada. They don’t 
know what we can do. A etna# 
advertisement in the

KINGSTON
•’GLEANER."

might bring inquiries. Better 
write for rates to

I. C, STEWART, ■ellfas.
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TALBOT FRERES
BORDEAUX, FRANCE

Were it not for their superiority over other lines, and their incomparable excellence, these 
goods would not have the hold they now have on the Canadian public. The strong 
demand there is for them is the best guarantee of merit for the grocer.

GREEN PEAS —On the spot for im­
mediate delivery.

Sur—Extra—Fins, case 100 1-lb. tins,
................................................. 17.00
Extra Fins, case 100 1-lb. tins 15.00 
Fins, case 100 1-lb. tins - 13.00
Mi-Fins, case 100 1-lb. tins - 11.00
Extra Fins, case, 2 doz., glass 
jars, doz. - - - 3.50
Fins, case, 2 doz. glass jars, doz. 3.10

FRENCH ALIMENTARY PASTES—
Boxes 25 lbs.

1-lb. Packages—
Assorted - - 8c
Letters and Figures - 8c
Nouilles - 8c
Spaghetti - - 8c
Macaroni - - 8c
Vermicelli - - 8c
Alphabets - - 8c

TERMS—Net

Loose—
Macaroni - - 7$
Nouilles - - 7j
Vermicelli - - 7$
Spaghetti - 7$
Coudes - 7£

GREEN PEAS—New pack, delivery
June—July

Sur—Extra—Fins, case 10O 1-lb.
tins ... 16.00

Extra Fins, case 100 1-lb. tins 14 00
Fins, case 100 1-lb. tins - 12.00
Mi-Fins, case 100 1-lb. tins 10.00

Also Packers of—
Asparagus, whole 
Asparagus, tips 
String Beans 
Mushrooms 
Artichoke (Bottoms)
Lima Beans (Flageolets Fins)
Brussels Sprouts
Mixed Vegetables (Macedoines)

30 Day»

HUDON, HEBERT & CO.
CANADIAN AGENTS: limited

MONTREAL
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f BROKERS' DIRECTORY
Manufacturers and merchants cannot expect to develop, maintain 
and get the best out of the Canadian market without the assist­
ance of local agents. The following is a representative list of reput­
able agents. The service department of Tne Canadian Qrocer is at 
the disposal of firms wanting agents or of agents wanting agencies.

■DMONTON. NEWFOUNDLAND TOBONTO.

RICE
CHOICE PATNA 

224s
Now on Spot.

Anderson, Fowls & Co.
Agents

16 Wellington Street East, Toronto

HALIFAX, N.5.

HAfllLTON,

BBOINA,

klaeLAREN IMPERIAL CHEESE CO.
Limited

AGENCY DEPARTMENT

Agente 1er Orocere' Specialties

TORONTO, Ont.

T. A. MACNAB & CO.
MANUFACTURERS* AGENTS

and COMMISSION MERCHANTS 
Importers and exporters. Prompt and 

careful attention to all business. Highest 
Canadian and foreign references. Cable 
address : " Macnab, St. John's.

Codes i A, B, C, 6th edition, and private.

A. R. McFarlane Wm. Field

McFARLANE & FIELD
HAMILTON, ONT.

Wholesale Grocery Brokers and 
Commission Merchants.

TEAS, COFFEES, DRIED FRUITS, ETC. 
Highest references. Prompt attention

Wholesale Manufacturers of
OILS AND ESSENCES

Write for prices and particulars 
MONTREAL QUE. OTTAWA, ONT.

•22 Notre Dame et E. 49 Anlgeses Square

Phene Bell Main

AGENCIES SOLICITED 
107V4 VICTORIA ST. - TORONTO

FRASER & AISTHORPE
Manufacturers Agents

J. W. GORHAM & CO.
JERUSALEM WAREHOUSE 

HALIFAX. N.8.
Manufacturers’ Agents and Commission Brokers. 

WAREHOUSEMEN
Domestic and Foreign Agencies solicited. 

Highest references.

F. J. FOLEY & CO.
Manufacturers’ and General Commission 

Agents for
ALBERTA and SASKATCHEWAN 

Agencies Solicited 
Office and Warehouse— 

LARUE-PICARD BLOCK, EDMONTON, ALTA.

HALIFAX N.8.
Importers, Exporters and General Commission 
Merchants.
Firms wishing to be represented in the Maritime 
Provinces will do well to communicate with us. 

Domestic and Foreign Agencies Solicited. 
Highest References.

Grocery and Fruit Broker 
REGINA, SASK.

J. L. PEPPARD
First to Start. Your Account

Solicited.

J. WALTER SNOWDON
MANUFACTURERS' AGENT 

AND BROKER
Open for exclusive representation of one 
or two more reliable houses with good 
grocery lines. Correspondence solicited. 

Address
23 Burton Ave., Westmount, Montreal

General Commission Merchants 
MONTREAL

Fish, Oils, Beans, Peas and Produce. 
Agents : “Royal Crown ” Skinless Codfish. 

Representing Morris & Co. Chicago, Pork and 
Lard.

ROBERT ALLAN & CO

W. G. A. LAMBE & CO.
Toronto

Grocery Brokers and Agents.
Established 1885.

G. C. WARREN
REGINA

Manufacturers' Agent end Commission 
Merchant. Direct Importer of all grades of 
pure Ceylon Teas, and Dealer in Coffees, 
Spices, Mustard, etc. Established over 10 
years. Can handle more lines.

Box 1036,

FOR SALE
Cheap for cash, Fruit Cleanlnf 

Plant with Date Press. In gooc 
running order.

J.T. ADAMSON&CO
Customs Brokers 

and Warehousemen

27 St. Sacrament Street, Montreal 
TBL MAIM 771 SO*D U

ON SPOT

W. H. MILLMAN A SONS
Grocery Brokers

TORONTO

Currants
Evaporated Apples 
Canned Strawberries 
Valencia Raisins

more agencies will be well looked 
after by the undersigned. Just able 
to take proper care of one or two 
more only. Excellent connections 
in Montreal and Quebec Province, 
and highest references.

Communicate at once.

107 St. Jeme. St.
Room 3 5, Allia:

ONE OR TWO

C. A. Morin
:• Bldg
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Manufacturers' Agents—Continued.
TORONTO. QUBBEC

W. G. Patrick & Co.
Manufacturers' Agent*

end
Importers

29 Melinda 8t., Toronto

THOS. B. GREENING & CO.
TORONTO

Consignees oirect from primary markets, and 
distributors of

GREEN COFFEE
Our samples will Invariably indicate current 

market value.

MOOSE JAW

BUNNELL & LINDSAY 
MOOSE JAW

(The largest city In Saskatchewan)
General Forwarding and Storage Agents. 
Large track warehouse accommodation. 
Goods of all kinds transferred and re-ship­
ped promptly. Moderate charges, corres­
pondence solicited.

ELSOM & WHITLOCK
Manufacturers' Agents and Commission 

Merchants
Wholesale Fruits and Produce 

Large Track Warehouse Accommodation 
Correspondence Solicited

THE MOOSE JAW FRUIT AND 
PRODUCE CO.

J. J. McLean ... Prop.
Manufacturer’» Agent» end Wholesale 

Commiaaion Merchants 
Storage, Forwarding end Transfer Agents
Office, Fairford St. and Third Ave. 

Tel 358 Box 783 MOOSE JAW, 8A8K

JOLIBTTB, QUB.

J. P. THOMAS
WHOLESALE GROCERY BROKER AND 

COMMISSION MERCHANT
TEAS A SPECIALTY

Open for one or two more first-class agencies 
Correspondence invited 

25 ST. PETER STREET, - QUEBEC

WINNIPEG.

Commission Broker* and 
Manufacturers' Agent»

233 Fort Street, Winnipeg
Correspondence Solicited

STRANG BROTHERS

Wholesale Grocery Brokers, Com­
mission Merchants.

First class connection with the trade. Eetebllehed 
1885. Firat-cliee references.

Your correspondence and bualneaa solicited.

GEORGE ADAM & CO.
4305, Main St. W.

WINNIPEG. CALGARY and EDMONTON 
GOODS STORED AND DISTRIBUTED 

Head Office end Track Werehouse,
41 Bsnnaivn. Ave. WINNIPEG. MAN.

GROCERY BROKERS
and Manufacturers* Agents

STUART WATSON & CO.
Wholesale Commission Brokers and 

Manufacturers’ Agenta

WINNIPEG, . MAN.
Domestic and Foreign Agon alee Solicited.

Chevalier, Pouliot & Die. RICHARDS & BROWN
Wholesale Grocers Wholesale Commission Merchants

Proprietors famous “Congo" Brand 
Guaranteed Goods.

Correspondence Solicited. Address us at

and Brokers
34 Arthur St., WINNIPEG, Man.

Joliette, - - Que. Correspondence Solicited

ESTABLISHED 1876

L. Z. MAGNAN
Wholesale Grocer

UOLIETTE, . . . QUE
Prompt shipment of all orders. Pries» 

Just right. Goods Guaranteed. 
Send us your orders 

Correspondence Invited

QUBBEC.

T. E. CHAREST
Manufacturer’* Agent, Quebec

Extensive connection with retail inn 
wholesale grocery trade of this city.

Highest Reference».

5T. JOHN

J. HUNTER WHITE
MERCHANDISE AND CUSTOMS BROKER 

FORWARDING AGENT

ST. JOHN, NEW BRUNSWICK
Wholesale T rade Froat-proof Storage

W. S. CLAWSON & CO.
Manufacturer*’ Agent* 
and Grocery Broker* 

WABiHovsaxax
ST. JOHN, - N.B.

Open for a few more first-class lines

VANCOUVER

F. G. EVANS & CO.
Grocery Broker* and 
Commiaaion Merchant*

I3B Water St., - Vancouver, B.C.
Correspondence Solicited.

L E. DASTOUS & CO.
Grain and General Broker*

Sherbrooke, - - Que.
Correspondence Solicited 
from Foreign Shippers.

Specialty—Grain and Mill Feed.

EXPORT TRADE DEPARTMENT.
Firme Abroad Open for Canedlea Business. 

DAVID SCOTT * CO.
Established 1171 10 North John 8L

I.IYEXroOL, EXOLAXD
Splendid connections and references Try oa with a ship, 
■enl of CANNED GOODS.

T. A.—Scottish. UverpoeL

JAMBS MARSHALL
▲aaSDSEN, SOOTLAJTD,

Invites consignments of Canadian Produce, gl.ee personal 
attention to handling of same, and guarantees prompt 
returns Reference—Clydesdale Bank, Aberdeen Codes— 
A.B.C. 4th and5th Eds.

QUEBEC
MARKET
Any Important 

firms willing to be 
represented in our 
city would do well 
by writing to'

ALF. T. TANGUAY i CO.
Coeeissioi Marchants art Brokers 

18 St. Jaeis Strut
20 Years Experience
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Whenever you want 
really close prices 
on high-grade 
nicely finished

Earthenware
Crocks, Churns, Jugs, Butter Pots, 
Flower Pots, Vases, Fire Bricks, Fire 
Clay, Fire Sand, Rockware etc. 
Just write to us.

Write us anyway about

Hart’s Family Filter
It is a really satisfactory 
filter for people who 
prefer germ proof drink­
ing water.

Belleville Pottery Co.,
BELLEVILLE, - OUT.

EUREKA
REFRIGERATORS

Manufactured by the

Eureka Refrigerator Co.
56 Noble Street, TORONTO

are being used by hundreds <,l 
GROCERS and BUTCHERS in 
all parts of the Dominion.

THE EUREKA PATENTED 
SYSTEM OF DRY COLD AIR 
is the result of nearly 25 Years

t-
devoted exclusively to the 
work, and is superior to 
anything else.

Ask 
anyone 
who has 
used one 
what he 
thinks of it.

The Harris 
Lithographing Co.

Lithographers, Engravers, etc.

Fine Colored

Show Cards 
Calendars and 
Catalogue Covers
Special attention to Canned 
Goods, Coffee, Spice, Extract 
and Grocers’ Sundries Labels.

468 Wellington Street W.
■

Phone Main 3120
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QUOTATIONS FOR PROPRIETARY ARTICLES
Quotations on staple articles, prepared by our own staff, will be found in the market reports in the centre of the paper 
The following are prices of proprietary articles which are supplied by the manufacturers or their agents, who alone are 

responsible for their accuracy. For charges for inserting quotations in this department apply to Advertising Manager, The Canadian 
Grocer, at our nearest office.

Ml) 11. 1901

lskisg Powder.

W. H. eiLLABD à 00.
Diamond—

Mb. tins, I dot. In out........................SS U6
Mb tins, I " "   1 »Fib tlns: « " " .... ..........  0ÏB

IMPERIAL BAEINO POWDBS-
Oases. Sises. Per dos.

4-düi........... 10a  SO 86
Mos....................... 0-os.   1 IS
l-4og.................. ISM.   I SO
Mos.................... lS-oa   I dl

.... IMb .......... to 80

.... Sib....................  19 IS
|-d02
Fdox.

, _ . . _ MAOIO BAKINO POWD1B

Cessa Bises. Per dos

y
ROYAL SA II NO POWDER.

dises. Per Doa
Rossi—Dîme.......................................f 0 96

Tl | lb..............................................  1 40
" 8 os.............................................. 1 es
•• Mb............................................. I Si" Il os............................................ 3 85
M 11b............................................. 4 90
" 81b..............................................  18 80“ 51b................................................n 35

Barrels—When pecked in barrels one per 
cent, discount will be allowed. 

CLEVELAND'S BAKINO POWDER.

Cleveland's—Dima....
Per Dog

:: Ht>......... ......... 1 33
lot.......
lib......... ......... 1 45
13 og ...
1L»-.......
Sib...................................13 30

. S lb...................................tl 65
barrels -When pecked in barrels one per 

cent, discount will be allowed.
T. EINNXAR ft OO.

Grown Brand—
| |b. tins, 2 dos. In cm.. ..........................  $1 30
| lb. " 3 " “ ........................... 0 Mlib. “ 4 *• •• .......................... 0 «9

TDK ROBERT OKEIO CO., LTD.
White 8wan Baking Powder—

1-lb. tins, 3-dos. in case, per do*......... 3 to
-.lb “ " .........  13

Mb. “ •• •• .......... 0 8

■la*.
Kwn, Oxford, par lb............................ <0 If

In 10-box lot. or omo .................... 0 16
OUlett s Mammoth. | grow box........... I 00

Brooms
Nelsons- Perdox.

................................................ «1 65
£“>lle................................................... 3 35

Bamboo A............................................  3 95
" g.............................................. 3 65

g.............................................. * 10
K.............................................. 1 95

Oerealo.
Wheat 08, J-lb. pkgx, per pkg........... 0 0.

7-lb. ootten ban. *>*r bsg.
» , , , *BY, BLAIN OO. LTD.
Meat Wheat, per case...................... 4 SO
Wheat OS, 16 lb. bag»......................  0 19

nckA-unney" Buck Wheat Flour
_ dog 1 00
Pancake Flour, 1 00
Pastry Flour, M 1 00

THE ROBERT OREIO 
OO., LIMITED 

White Swan Breakfast 
Food, 2-doz. In case, 
per case. S3 60 

The King’s Food, 2-dos.
in case, per case. $5. 

White Swan Barley 
Crisps, per dos., SI. 

White Swan Self-rising 
Buckwheat Flour, per
doa, SI. 20.

Swan Self-rising 
•ke Flour, per

White

White Swan Wheat Kernels, per doz., #1.40 
White Swan Flaked Rice, per doz , #1.
White Swan Flaked Peas, per doz., SI

UDoeOisi.ee sue uoeos*
THE OOWAN OO., LIMITED.

Perfection 1-lb. tins per doa............ #4 50
Perfection, 4-lb., per doz. ................2 40

;• è lb., " .............. 1 30
10c. size " n 90

" 5-lb. tins per lb.................0 37
Condensed cocoa,cream and sugar,doz 2 35

Soluble, bulk, per lb.............................0 18
, * M M ........................... 0 15
London Pearl per lb.............................. 0 23

neoial quotations for Cocoa in bbls.,keen.etc 
Unsweetened Chocolate— Per lb.

Plain Rock, 1-lb. cakes, 12-lb boxes. 0 40 “ fib. 0 40

f Per case 
f 94 56

'J Parisian 8s. lb.

Royal Navy.i's. |'a 12-lb. boxer per lb.O 33 
Diamond, 7's, 12-lb. boxes, per lb... 0 24

“ I s............................ .0 2i
•* Is........................... ..0 28

Icings for oaEM—
Chocolate, white, pink, lemon, orange, 

almond, maple and cocoanut cream, in 
4-lb. pkgs., t-doz. in case.

Chocolate-
Maple buds, 5-lb. boxes, lb.............  0 31
Vanilla wafers, " * ............ 0 35

“ *' nonpariels,5-lb. box 0 35
“ " Is. £lb. boxes, lb.. 0 78
'* “ 2'g nonpareils “ .. 0 28

Ginger, 5-lb. boxes, lb..................... 0 30
Milk sticks, box.............................. 1 35
Milk cakes, 5c. size, box.................  1 35

EPPS’S.
Agents, O. B. Colson ft Son. Montreal 

In ^4 And 1-lb. tins, 14-lb. boxes, per^ ^

Smaller quantities ........................0 87
BE VIDOR P S OOOOA

A. V. MaoLaren, imperial Ubeeee Co, 
limited. Agents, Toronto.

10c. tlna 4 doa to case....... per doa, I .90

I" " 4 M “ .... " 140
.........................  H M .... M 175

*• w I " M .... - 9 00
JOHN P. MOTT ft «».

R. 8. MoTndoe, Agent. Toront-, 
Arthur M. Loucks, Ottawa.
J. A. Taylor, Montreal.

Joe. B. Huxley. Winnipeg.
R. J. Bedlington ft Co., Calgary, Alta. 

Standard Brokerage Co.. Vancouver, B.O.
Hite, | s (for 
cooking),doz 0 90 
Prepared 

cocoa, |'s 0 32 
Prepared 

K » ......... 0 30

Mott's breakfast cocoa, f'l........... .... 0 42
" M “ is.................... 0 42
" No. 1 chocolate, |s....................  0 36
" Navy " lb.................... 0 32

Vanilla sticks, per groes .........  1 03
' Diamond chocolate, fs............. 0 25
‘ Plain choice ohocolete liquors 0 34 
" Sweet Chocolate Coatings__ 0 25

WALTER BAKER ft OO., LIMITED. Per lb.
Premium No. 1 chocolate, i and ilb.

cakes ................................................. $0 43
Breakfast cocoa, 1-5,4.1. 1 ft 5-lb. tins 0 43 
German Sweet chocolate, § and 4-lb.

cakes, 6 lb. boxes............................. 0 30
Caracas Sweet chocolate, 1-lb. cakes

6-lb. boxes......................................... 0 35
Auto Sweet chocolate, 1-6 lb. oakee,

3 and 6 lb. boxes..............................  0 36
Vanilla Sweet chocolate, 1-6-lb. oakee

8-lb. tins.................................    0 47
Soluble cocoa (hot or cold soda

14b. tins........................................  0 38

I 20

Cracked cocoa, 4-lb. pkgs., 6-lbs. bags 0 38 
Caracas tablets, 100 bundles, tied Be,

per .............................................. 3 00
The above quotations are f ab. Montreal

Cooosnut.
CANADIAN COCOANUT OO., MONTREAL.

5c., 10c, 30 and 40c. packages packed In 
16 lb. and 30 lb. cases Per lb.

1 lb. packages..........................................  0 26
lb M ..............................................0 27

ib. "  0 28
1 and 4 b. packages assorted ..............  0 264
land# b M M .............0 SI

>4 lb. packages assorted in 5 lb. boxes 0 28 
fib. “ “ .... 0 29

B 4 jb. M in 6,10,15 lb. cases 0 ft)

In 15
White Mi 0 21 0 17 

0 16 
0 15 
0 17 
0 15 
0 14

Sweet ihcoolsta— 
igueen's Dtweevr 4-lb. 

cake , 12-lb. boxes,
per lb............  ft 38

Queen's Dessert. 6’s, 
12-lb. boxes, $0 4) 

Vanilla, 4-lb., 12-lb. 
boxes per lb. # 135 

$0 30

IS lb. pails and 10, 15 and 50 lb.
Pails. Tina Bbls. 

White Moss, fine strip. 0 19
Best Shredded.............0 18
Special Shred ...............0 17
Ribbon.............................0 19
Macaroon.......................0 17
Desiccated...................  0 16 ___ ___
White Moss in 5 and 10 lb. square tins. 21c.

THE ROBERT UREIO CO., LTD.
White Swan Cocoanut—

Featherstrip, pails................................ 0 16
Shredded................................................. 0 15
In packages 2-og, 4 os., 8-oz., lb 0 23

Condensed Milk.
TRURO OONDSNeSD MILE CO., LIMITED. 

“Jersey" brand evaporated cream
per case (4 doa.)..................................|l 65

“Reindeer ' brand per oaee (4 dos).... 545

JERSEY CREA*

.15

Coffees.
EBY, BLAIN CO. LIMITED. 

Standard Coffees.
Roasted whole or ground. Packed in damp- 

proof bags and ting
Club House.....................................
Nectar.............................................
Empress ................................................ 0 28
Duchés».................................................... 0 6
Ambrosia................................................ 0 25
Plantation ............................................. 0 22
Fancy Bourbon......................................  0 20
Bourbon.................................................. 0 18
Crushed Java and Mocha, whole... 0 17

" " " around. 0 174
Golden Rio............................................ 0 14

Package Coffees
Gold Medal 1 and 2 lb. tins, whole

or ground....................... ............ 0 30
Cafe, Dr. Gourmet's, 1 lb. Faniy

Glass Jars, ground .................... 0 30
German Dandelion, 4 and 1 lb. tins,

ground.......................................... 0 22
English Breakfast, 1 lb. tins, ground 0 18

THOO. J. LIPTON retail wholesale 
Upton's “Special” blend 

coffee, 1 lb. tins, ground 
or whole................................ 0 40 0 30

JAMES TURNER ft OO. Per lb
“«OS............ ............................................#9 II
Damascus.................................................. o 28
Cairo......................................................... 0f0
8'rdar........................................................  o 17
Old Dutch Rio.........................................0 ll|

PATTERSON 8 “CAMP" COPPER ESSENCE 
Agents, Rose ft Laflamme, Montreal an 

Toronto.
5 ox. bottles, 4 doz, per doz................ 1 75

10 '* " 4 M “ .................. 3 00
Rep. quarts, 1 “ " .................. 6 50
Imp. “ 1 “ *' ................. • 00

THE ROBERT OREIO CO., LTD.
White Swan Blend.

OCHA*** J4WAV
is COFFEE Net
»i eosrei oeno cow­

l-lb. decorated 
ting 32c. lb 

Mo Ja. 4-lb.tins 
30c lb.

Mo-Jo, 1-lb. tins 
28c.lb.

Mo-Ja, 2-lb. tine 
28c. lb.

Cafe dee Epicures—1-lb. fancy glass jars, per 
dog. $3.K0.

Cafe 1'Aromatique—1-lb. amber glass Jars, 
per doz.. #4.

Presentation, (with 3 tumblers), #10 per doz

THOMAS WOOD ft OO.

“Gilt Edge In 1 lb.
tins........................ #0 33

“Gilt Edge” in lib
tins........................ 0 32

Canadian Souvenir 
1 lb fancy litho­
graphed canisters 0 3

Cheese
Imperial—

Urge size Jars, per dos. 
Medium size jars, " ... 
Small size jars, ** ... 
Individual size jam per <

Imperial holder—
Urge size,doz. 18 00 
Med. size M 17 00 
Small size “ 12 00

Roquefort—
Urge size, dog 1 40 
Small size. " 8 40

Confections
TEE COWAN CO , LTD

V.r^^,BarSl 6U e' Assorted flavors, box 1 80 
Milk Chocolate Stickg 36 in b«<x “ 1 35

* " 10c rakes, 36 m bo* " 2 55
Chocolate Wafers No. 1. 5-lb. boxes, lb. 0 33

Maple Buds 5-lb. boxeg lb................. 0 34
Nut Milk Chocolate, 4-lb. cakes. 13 lb.

box. lb.................................................... o 40
These prices are F.o b. Toronto

Coupon Books—Allison s
For sale in Canada by The Eby Blais u© 

United. Toronto, a O. Beauchemln ft 
FUg Montreal

•f S3 #6. 910. r 5 sod tx>
All same pr'ce one size or assorted.

I’N-NT MBEEE D
Under IV books.............................. each 04
1UL books and ov'r....................... each ( 11
5)0 » ooks to V1* 0 books........................... if*

For numbering <over and each coupon, 
extra per bcok H cent.

Cleaner.
Per dog 

4-og cons # 0 99 
Boo. “ 1 M

lbog “ 1 «
I 75 

10 00
Quart " 
Gallon “

Wholesale Agent.
The Davidson ft Hay, United, Toronto

Xztrnet el Beef.
LAPORTE, MARTIN ft CIS, LTD.

'Vita ’ Pasteurized Extract of Beef. Per case.
b of 3 doz .............#3 30

THOMAS J. LIPTON 
Prices on application.

Jell-O
IC[[REAM POWDER
FOR MiklNC ICE CREAM

P<yv SO Pr«•**!

Contains 2 doz.42.50 
Contains 2 doz..#2.50 
Contains 2 doz. $2.50 
Contains 2 doz..$2.50 
Contains 2 doz. 42.50 
Contains 2 doz.42.50

Assorted Case.
Chocolate (Straight)
Vanilla (Straight)
Strawberry (Straight)
Lemon (Straight)
Unfavored (Straight)
Weight 8 lbs per case. Freight rate 2nd class

Infante1 Feed.
Rob'naooi patent barley k-lh. tins .... #1 »

“ f-lb Mm.... I *
" •* groats Ub Mm.... 1 *" Idbtins. .. IM

Flavoring Sxtraota.
sHiRRirr's

1 nx l all Aston) dot 1 00
1.............................ITS
H “ “ 1 00... . ~ 300
» “ “ “ J 75
I * M 560
«“ “ “ MOOas................... is oo
OlKOlim, OO application
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COFFEEREINDEER condensed

A CUP OF COFFEE

SPLENDID SELLER
TRURO CONDENSED NIL* 00., Lliitri, TRURO, W.S

#••••••# eeertieeeiMeeee#

ré-'mv ■*'/.*

Tomato Pulp
(HIGH GRADE)

May we submit sample 

and quote you?

Write us.

J. H. WETHEY, LIMITED
ST. CATHARINES

Jams and Jellies.
BATGBRS WHOLJC FRUIT STRAWBERRY JAM 

Agente, Rose A Laflamme, Montreal and 
Toronto.

1-lb. glass jar, screw top, 4 doz., per doz 2 20 
THOMAS J. UPTON 

Prices on application.
T. UPTON 4 00.

Compound Fruit Jams—
12-os. glass jars, 1 doz. in case, per dos. $1 00
S-lb. tins, 1 dos. in case..............per lb. 07t
I and 7-lb. tin pails, 8 and 9 pails in

orate.......................................per lb. 0 07
7 and 14-lb. wood palls.............per lb. 0 07
104b. wood palls......................... 0 OS!
Compound Fruit Jellies—
18-os. glass jam,! dos. in case, per dos. 1 00
1-lb. tins. 1 dos. in case per lb............. 0 07!
7 and 14-lb. wood palls,Spalls in orate

per lb. 007
10-lb. wood pails........................... ' 0 OS!
Pure Jams—1-lb. glass jars (16-os.

gem) 1 dos. in case.............per dos. $1 81
in 8, 7.14 and 80-lb. pailr.

"Jelly Powder,
GENESEE PURE FOOD CO.

THE ROBERT GREIG
White Swan, 15 flavors. 
1 doz. in handsome 

counter carton, 
doz., 90c. Per

Assorted Case, Contains 4 doz..$3.6u 
Assorted Case, Contains 2 doz..$1.80 
Lemon (Straight) Contains 2 doz. .$1.80 
Orange (Straight) Contains 2 doz..$1.80 
Raspberry (Straight) Contains 2 doz..$1.80 
Strawberry (Straight) Contains 2 doz..$1.80 
Chocolate (Straight) Contains 2 doz..$1.80 
Cherry (Straight) Contains 2 doz..$1.80 
Peach (Straight) Contains 2 doz..$1.80 
Weight 8 lbs. rer case ; freight rate 2nd class

IMPERIAL DESSERT JELLY
Cartons each 1 doz. 
Ca es each 12 

artons, per
gross............$10 50
Terms net SO days, 
or 1 p c. 10 days. 
Flavors — Lemon, 

Orange, Vanilla, 
Pineapple, Rasp­
berry, Strawberry, 
Red Currant, 
Cherry,Calves Foot 

MaoLaren Imperial Cheese Co., limited.

Lard.
the N. K. FAIRBANK OO. BOAR’S HEAD 

LARD COMPOUND.

Tierces....$0 09i 
44>bls. .... 0 OSH 
Tube ,60 lbs. 0 09) 
10-lb. Pail». 2 00 
10-lb. tins.. 1 90 
Cases S-lb.. 0 If 

" 6-lb..0 II
" 10-lb.. 9 11

Lieorlee.
unoau lioobjcz oo. 

Mb. boxM, wood or papM—per lb.
Fanoj bom. IX or 60 «dota)__par box
"Binged’1 Mb. bozo,.......... .dm lb.
"Ion»' pellets,Mb. oau ...peroan 

" “ (fancy boxea 40) per box
Tar Uoorloe and Tolu «fen, Mb.

oao*.............. ....................par oan
Uoorloe loaengee,5-lb.glare lan....

“ » Mb. ............
" Parity " Uoorloe ID etloki............." uoadebi.........
Daloe large cent Wicks, 100 In box....

Lye (ConcentraU4).

*!S
0 40 
100 
150

too
1 15 
1 50 
1 45
on

loeaeof 4 doe... 
• ceeee of 4 doe.. 
6 oaeer or non . . e 4f

Marmalade.
J. W. WINDSOR, MONTREAL

List price 
‘ Shirriff’s” (all 
flavors), per dos. 0 90 
Discounts on ap-

Green Fig and Ginger ‘ 
Lemon

Scotch Marmalade, 1 and 1 lb. glass jars 
1.4,6 and 7 lb. tins.

Orange Jelly Marmalade, 1 and 1 lb. gla* 
C and 7 lb. ttoe

Preserved Ginger Marmalade, 1 lb. glass jars. 
Pineapple " 1 '•

1
_____ 1
Grape Fruit " 1

Prices and special quotations.
T. UPTON à OO.

U-os. glsse jars, S doapase... .per dos.$ 1 ( 
Home-made, in 14b. glass jam ' 1 10
In 5 and 74b. tins and 7-Ib. pails, per lb.
Golden shred marmalade, $ dos. case,

per dos.......................................... 1 76

SHIR RIFF BRAND
"Imperial Scotch’’—

1- lb. glass, doz... 1 55
2- lb " "
4-lb. tins, "
7-lb. " "

"Shredded”—
1- lb. glass doz...
2- lb. " "...
7-lb. tins, " ...

007

2 80 
4 65
7 35

1 90 
3 10
8 25

THOMAS J. UPTON
Prices on application.

Wetheys condensed,

180

anil Mind, par gran net. ..fU 00 
pernnqfdoe.net........ 100

■uterd.
OOLMAP'r OB Iim

D.8.F., 4b. tins......................PM ioM 1 4t
" Mb. tins.................... 150

14b. tins.................... " 5 00
Durham 44o. Ur....................... pm 1m U 16

» 14b. JS......................... •' 0*
F.D 4-lb. tier.........................per dos. OK

Olive Oil.
LÀ POSTS. MARTIN * CM, LTD 

Miner,* Brand—
Minerva, qta ll’s.............................  45 75

" pu. M l.............................. ! 50
•• fpte.M'i.............................. 16

•aneee,
PATERSON’S WORCESTER SAULE. 

AgnwhM, Rose k Laflamme, Montreal sod 
Toronto.

4-pint bottles, IA 6 dos., per dos...... 8 N
Pint " 9 dos............................ 1 71

THOMAS J. LITTON

Sods.
OOW BRAND.

Case of l-lb. contain 
ing 80 packugea pe 
box, fl 00oT Hk (ooo 

dug Ut pep.

lb. I
----- l -lb. and
«mufiÜSïX

SAHO BRAND. rer omm

mra -{SE » £••••>»
— *    100—10-oa. pk..Vo. 5 Magio

1 55 
115

•osp and Wishing Powder.
a. ». TirrsT t oo., Agents. _

5
Oriole soap............. ..................  " IS IIGlorSoUaMeeT.......... " H »
Straw bat poUBb........................ " 1* *

ttersh.
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Satisfaction
That is what you want to get and give.

James Dome Black Lead
a Stove Polish that gives satisfaction to every householder. It contains no dirt or grit, it’s all lead. 
Gluts a quick brilliant lasting shine, always in use, always a chance to please. Sort up your stock, 
all jobbers carry it.

W. O. A. LAMBE & 00., Canadian Agents

Canada laundry...............
au»« glow, Mb. draw-lid — 
BUrergloaA 64b. tin oukun. ... 
Hwâiï'r itiwt doe, Mb. «kg. 
Kk> iUf« doa.UK* oneuf....
Benson', sarin. 14b. MM.........
No. 1 vUtTbblk lad Mm-.......
Ciosds White tiloa, 14b. BhgA.. 
be:n jo • eooael... .pa box 1 SO to

OohDMiSUreb-_____________
Beuioa » Oo.'a Pns*n4 Oom....
C.aeda Pur* Oora .............

Eice 3 la rob—
KdwardsbufF Ho. 1 white, 1-tb.

" " 1 »
41b. lumpa...*

0 06
• I 
Q IS 
0 LI

' '
I 00

:si
oar. • It

• •i
BXANTTOB1# STARCH VOBO, LIMITED

Ontario and Qosbeo.
Lsondry Stanshaa—

Canada Laundry, boxai oI 4Mb. SO 01 
home Otoe Stsroh—

Mb.oartooa. be**of IIlb*....
Finest Quab'w White Laundry- 

Mb. Oanleten, oaeee of « lb....
Barrels 901 lb.......................... ....
fueTwi It.............. .........  ....

Lilr White Gl*s-
1 lb. fence oartone, oaeee St lb.
8-lb. tor trunks, I In case..........
8-lb. mameled tin oanletoie, •

In

Boxer of 40 fin*f pkga. p» r ea « 
OUrlo'd etamb—

Boxes of 45 cartons, per case..., 
Culinary Starches—

Challenge Prepared Corn—
1-lb. packages, boxee40lb......

Jo. 1 Brantford rl Prepared Corn -
l ib. paokagee, boxee 401b..., 
ntalMaleeCorn Starch—Orysti_________________

1-lb. paokagee, boxee 401b...
■A» SOT STARCH.

vxgee, oaeee 6 doe., per eoee..
Steve Polish.

p.
Using bun, do*. oekM, igne bone 
Bbty ban, kn o*k«A groe bou* 
Ban Pu e. IOu lise, kgroe boxee.... 
Ban Puts So. die, Hgee bong....

M
\r0x 4wre64x\4 m* \0, 

%u\\w fe VrvA* u»w>\\tA^

6» size
2a -

.-.iLKLX PLATE STOVE POLISH.
nuts.... o on
Quarts ...............................................taf.«ïUn..

gallu.

» «0 
5 10
* 90 
« 50

•in»
>! lâHDSBÜee RANCH OO.. LTD.

R... ‘ Brand Perfection Syrup.
Barrel., ax' I be........................... 0 ON ner b.Half.tj-.ela, 350 lba.................. |3 ••

HS^-glb........................ 1 «Mob

Plaini tics. with label - p«. .....
V lln'i4r ‘-‘■r*.......... **»« :: » - :::::::::: Î «

f " ■ on
IS. Il -J so lb. Una here wire handle. I 
*T- 1 ■ *1»0« RAICH 00., LIMIT!D 

’’fa H*’» Brand Oom Syrup.Umh ............................. 0 6» per lb.

Half-barrel a 380 lb*.................... 0 OM per II
KegA 160 lb*................................  OOJj “
S-g»l. pilla as lb........................... 118 each

" " 381 lb*...................... 1 H "
Mb. tina, Sllncase, per cue ... I 41
5-lb. " 12 •• .... s tS
liVb. ‘ e •• ■ .... * ,5a - b •• 3 " •• .... 8 6j

tee*.

■ VLADA 0*TL0*.

Oraao L*b*l, l a end l’a..........0 2,
Bio* Tsshal, l'a and aa......... 0 *
Had Label 1a 1 a. l a ud 1'a. 0 30 
White Label, 1 a fa and lV. "
Gold Label 1 a aim 1 a........
Purple Label, l'a and la.........
Ewbaaaad. l'a and l’a ..........

• H

:%
a jt

Wholeaale. Retail.

Brown label 1'a l'a ...............N 36 N 30
Qraen label l a audj'a -....... « 21 B 36
Blue Label 1'a l'a. fa and l'a 0 H 0 as
gal label l'a aM 1'a................. ON ON
Gold label, ta..............,.... OM ON

UROM'S IMA

" OM FoaIN

• Stag, Mae.........................
M BobA lA and IN..............
• M 10 oa ban, Bè*. ....
• fair PlAy. N aod& ....
' MHud IN..............
“ Unlrenal IN....................
" DMa Ta................

JOB COTE, QDlBOa

ClgsrA per tbouaand.

........
St. Louie (Union j, i-ld........................

1» Mb...........

MIUOiMiTll.

put up in 60
and 100 lb.

box*.Thomas J.
Lipton

75 Front 86.

Black.Toronto.

Kl Sergeant Pnini* ÜÉMMB XX 
J. O. 01, Havana P. Finos. 1-30.........

Out tobaccos.
Petit Havana, L 1-13-1-1.........
Queenel, 14. I f...............................X.

m 1-t.
Ootei Choice Mixture,1"

Vatannery Samedi..

Packed in air-tight tins only.
wholesale retail

Green label* I s only................ 0 SO 0 86
Blue “ i s and l’s ........... 0 34
Orange " is, i’s and Is .... 0 90
Pink " %shis.tins .... 0 35
Red “ Dominion blend,
i’s and l’s................................. 0 44

Gold " Afternoon blend,
i’s and l’s................................ 0 50

0 30 
0 40 
0 50

0 60

mixed, is............  0 70
{s.............• 55
is.............0 44
1 lbs. ft is. 0 40

ia ..........0 38
1 lbs. A is. 0 36 

I Ibs. is ... 0 30
*ia••••• ••*.■ 0 85

1 lba.........0 34
We pact Japans in all grades 

prioea We pack in 63 and 100 lb. 
delivert d prices.

1 I 
0 80 o n 
o «
0 80 
0 50 
n 40 
0 38 
0 SO 
0 30 
same

w. r. YOUNG
Abeorbine, per dox,, per...... .................
Absorbine Jr., per dozen...

Woodanwara.

$l«Ï3

j amis' dome black lead
Per gross

............................................. ll 40
................................................... 3 50

Ceylon Tea. in 
1 and 4-lb. lead 
packagea black 
or mixed.

Blaok Label 14b.. rataU atN*............N 20
Bina Label ratAli u No......................  e 22

;; «00.......  ISO
" gM.................... «35
“ gx............... •«lEEYLON JE

Blue Label, Is.

n Label, I s and i% ...
¥9 ................
fi audit.... WOOD A CO.

Montreal and
LA POETE, MARTIN « OEB, LTD.

o, 80 ibe
^KSoriaJkf-o, 90 lba 
Prince* Louise, hf

Ceylon Green^H
Lady, ceseeSTlbs* 
Duone* oases 60 lbs........... Wood s Primroee, per lb. 

^^■Ooldet» Bod^H

Pack in i-lb. tina

________ retail
0 40 0 80
• 88 0 88
8 80 048

All grades—either

Tehases
THE EMFIEE TOBACCO OO., LIMITED

•0 48
Yellow Label, l’s........

" " !■

Smoking—Empire, 4a 6a and 18s 
Amber, Is and 3s ...

" Ivy.Ts................
- Ro*bud. 7s....

081 
• 80 
0 18

BOBCIH 8 BAM BO CARPET 1 BOO MR

Made of extra selected fine carpet brush. 
Decorated bam bo handles, very light and 
strong. Per dos.
A—4 string, plush finish.................... $4 70
B—4 M fancy ** ..................... 4 00
0—4 " plush " ..................... 4 10

O-S M - ................. 3 5
i-3 - .............. S

CANE S WIRE HOOP WOODEN TUBE.

No. 0, per dox. $11 00 No. 1, per doa 0 00 
No. 8. H 7 50 No. 8, • 0 80

CANE’S WIRE HOOP WOODEN PAILS.

No. 1, 2-hp. pails................................. fl 90
No. 1, 3-hp. palls.................................. 8 5

CANE’S WASHBOARDS.

Pony per dos........................ ............. $ no
Crown..................................................... i 75
Improved Globe.................................... 135
Original Globe...................................... 9 2
Superior Globe.................... 9 *
Newmarket King.............8 70

Diamond King Qlaea.............".V.'". | j|
OAME'a cloth gay IMA

5 cam. atngl.
5 gnu looaA par oau ........ 0 86 Tfl
« j. fNHAMr--.. •« {«j

Teeet. . 11:
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INDEX TO ADVERTISERS.
This index is made up on Tuesday. The insertion of the advertiser’s name in this index is not part of his advertise­

ment, nor does he pay for it, but it is placed here entirely for convenience of readers. We endeavor to
have the index as complete as possible.

Aecoun ants A Au liters...
Au ams, Geo à Co . -...........
Adamson, J. T., & Co........
• Agencies Wanted "..........
Allan, Rout., Co........-.........
Allison Coupon Co .........
American Computing Co....
American Tobacco Uo.
Anderson, Powis 4 Go. • • • ■ 
Aylmer Condensed Milk Co

B
Baker, Walter, 4 Co............
Balfour, Smye 4 Co .
Batger & Co.......
Barnard, Frank H
Bazin Mfg Co........
Beardwood Agency.
Belleville Canning « o..
Be leviile Pottery Co.
Bell Tt lepho e Co.......
Benedict, F. L............. ...................
Biukle. J. W.. 4 Greenmg............
Biuks, Chas. H., 4 Co.....................
Bligh, Howard 4 Sons...................
Bloomfield Packing Co..................
Blue Ribbon Tea Co.......................
Bode Cum Co.................................
Bourque, T. A. 4 Co......................
Bovril. Ltd......................................
Bowser, S. F. 4 Co...........................
Bradstreet ......................................
Brand 4 Co.....................................
Brayley 4 Co........ .................. .
British American Assurance Co.,
BritisoCauadian Crockery Co.......
Bunnell 4 Lindsay........................

Campbell’s, R., Bone..............................
Canada Sugar Refining Go................. • •
Canadian Oannere............................ i
Canadian Cocoanut Co.............................
Canada BrokerageCo............................
Canadian Halt Co................. .................
.Canadian Shredded Wheat Co............ {
Canadian Vinegar ............................
Capital Tent 4 Awning Co.......... —
Capstan Manufacturing Uo....................
Carman, Escott Co................................
Carter. Crume Co.................................... .
Carter S. J. 4 Co ....................................
Casson, John, 4 Co.................. .............
Ceylon Tea Ass n...................................
Charest, T. E—................................... ..
Chaput, Fils 4 Cie....................................
Chase 4 Sanborn ..................................  .
Chausse A Co.........................................
Chevalier, Pouliot 4 Co......................... -
Chocolats Meurisse................................ ■
Christmas, W. C.....................................
Church 4 Dwight.......... ...................
Clark, W........ outside back cover and .
Clawson 4 Co .... ...................................
Computing Scale Co...............................
Connors Bros......................................... :
Constant, H...............................................
Cordon, ffm.......................................... .
Cote, Joseph.......................................... :
Cowan Co................................................  ■
Uox. J. 4 «3...........................................
Cream, R. F....................  ]
Crystal springs Bottling Co.................... J
Cunningham 4 Defourier...................... 1

D
Dailey, The F. P., Oo„ Limited............
Dastons, L. E............ ........................... ^
Davidson « May.... • ............................
Dawson Commission Co.......................... J
Dominion Molasses Oo............................
Dominion Fruit Exchange...................  1

184 
, 1/7 

176 
170 

. 1/6 

. 56 
57 

, 165 
. 176 

4

Dominion Wafer Co............••••............144
Dominion Warehousing Co..................  155

J M * Uo   167
Dusault 4 Co........................................... 146

Eby-Slain Limited................................ 5
Eckardt. H. P., 4 Co................................161
Edwardsburg Starch............................ 1
Elliot t-Fieher Co .................................  174
Elsom 4 Whitlock.................................. 177
Emond 4 Cota........ ............................... 138
Empire Tobacco Co.................................. 165
Enterprise Mfg. Co................................ 55
Epps, Jas., 4 Co.....................................  148
Et sex Canning Co.................................  16d
Estabroos’s............................................ 45
Eureka Refrigerator Co......................... 178
Evans, F. Geo........................................  177
Rwlnv H H.. 4 Sons........................... 18
Eze Mfg. Co........................................ 182

Fabien, C. P ........................................... 56
Fairbank, N. K., Co............ ............... 42
Farmers Canning Co.... ..................... 37
Fearman, F. W., Oo ..........................  136
Foley, F. J., 4 Co.................................... 176
Fraser 4 Aisthorpe................................. 176
Fussell 4 Co.............................................  138

Galbraith, Wm., 4 Son...........................172
Gandy 4 Allia on ................................. 29
Genesee Pure Food Co..........................  47
G. Ü. otne.fc..........................................  159
Gillard, W. H.. 4 CO............................. 4U
Glllett, E.W..CO., Ltd. inside back cover
Girard. P. J............................................  H
Gooiiwillie 4 Co.................................... 18
Goldie Milling Co ................................ 144
Gorham. J. W., 4 Co............................... 176
Graham Bros......................................... 126
Gray, Young 4 Sparling......................... 138
Greig, Robt., 4 Co.................................. 11
Greening. Thos. B.................................. V7
Gurd, Chas...............................................ICO

H
Harris L:thc Co........................   178
Harty, J. B............................................. 116
Ham 4 Mott....... ................................ 59
Hainilt n Co ton Co.............................. 60
Heinz, H J. Cj......................................  155
Hillock, John 4 Oo................................ 68
Holbrooks Ltd....................................... 24
Horton CatuCo......................................  155
H OCo..................................................... H7
H itel Dir ctory......................................  184
Hough Litho Co......................................174
Howard Bros........................................... 55
Hadon, Hebert 4 Co ......................168, 175

Imperial Extract Co.............................. 43
Imperial Svrup Oo..................   52
Ingereoll Packing Co................    133

James, J., Howell................................. 58
James Dome Black Lead...................... 181

Klngery Mfg. Co................. *.................. 148
Kinnear, Thos., 4 Oo ........................... 54
Kit Coffee Co....................... ....... 53

La Cie Des Savon Français................... 40
Lakeside Canning Co............................. 36
Laiuue. W. u. A..................................... 176
Laporte Martin....................................  128
Lea Pickling 4 Preserving Oo.................8.9

Lennon, E M........................................... 1*8
Leonard Bros.......................................... 153
Lipton. Thos. J .................................... 50
Lucas, Steele 4 Bristol.......................... 31
Luxfer Prism Co................................... 3t
Lytle. T. A. Oo..................................... 145

Mo
McCann-Knox Milling Co.................. 149
McCready 4 Sons...................................  31
McDougall, D . * CO.....................   165
McFarlane 4 Field................................  176
MacLaren's Imperial Cheese Oo........ 9, 176
McWilllam 4 Kverlst ................. ... HO

M
Mace, A H........................  147
Mahiquei, Domeuech 4 CO .. ......... 183
Mac Kay, John, Ltd................................. 148
MacNab, T. A., A Co.............................  176
Magnan, L Z.......................................... 177
Magor. Frank—   1
Malta Vita Pure Food Co.................... 12
Maple Tree Producers’ Association — 11
Marshall, James..................................... 177
Mason, Geo., 4 Co................................. 7
Mason 4 Hi key..................................... 29
Mason, Geo. A Co.................................. 7
Mathewson’s Sons ............................. • 21
Mathieu. J. L., Co.................................13,-O
Merchants Counter Check Book Co.... 67
Metropolitan Bank................................ 18j
Midland Vinegar Co..............................  54
Millman. W H . 4 Sons........................ 176
Minto'Bros............................................. 32b
MitcheU. H. W....................................... 4
Monarch Tynewrlter Co......................... 171
Mon serrât Lime Juice......................... 160
Montreal Biscuit Co.............................. 127
Montreal Packing Uo.............................  131
Mooney Biscuit and Candy Oo................131
Moo°e Jaw Fruit 4 Produce Co..............177
Morin, O. A............................................. 176
Morse Bros.............................................  184
Mott, John P., A Co................................ 1*5

N
Nation, E. J. 4 Co................................. 141
National Livonce Co............................... 50
Nelson, H. W., & Co................................ 16c
Nicholson 4 Bain................................. 16
Nickerson 4 Hart.................................. 152
Nishimura, S. T. A Oo...........................  11
Nickel Plate Stove Polish Go..................182
Norton Mfg. Oo......................................  167

o
Oakville Basket Oo.................................. 64
Oakey, John, k Sons............................. 126
Old Homestead Canning Oo.................. 35
O’Mara, Joseph.........................................137
Ontario Lamp 4 Lantern Go............... 60
Orel?.......................................................  178
OzoOo...................................................... 64

P
Packard, L. H. 4 Co..............................  14
Paradis, O. A.............................. 119,141,148
Park, Blackwell Oo...............................  42
PatereomB., * Sons.............................. 42
Patrick. W. O., k Oo......... ......... 16,177
Peppard. J. L.......................................... 176
Phil ips A White.................................... 144
Picher, Eugene..................................... 188
Poulin. P . *Oo...................................... 29
Pi out. Geo. W......................................... 138
P- wley, Geo. 4 Co....................................174
Purnell 4 Panter.................................. 63

<3
Queen City Oil Co..................................  56

R
Regina Fruit 4 Produce Co................
Renaud, J. B. k Co............................^
Richards 4 Brown..... ........................... 177
Fidgways Limited.................................  jjj
Ridgeways Collecting Agency.... 1/4, 159
Robinson, O. B. 4 Co........................... ! 159
Rowat 4 Co........................................... 39
Royal Baking Powder Co.....................  157
Rutherford, Marshall 4 Co.................. 133
Ryan, Wm., Oo........................................ 133

8
“Salads Tea Co..................................... 41
Sanitary Can Co.......................................jja
Sanitas Toasted Com Flakes............... 145
Schram Automatic Sealer Co............. 39
Scott. David. 4 Oo................................ 177
Segalerva, Jos........................................  27
Sherbrooke Cigar Co................................164
Smith 4 Schipper................................  14g
Smith. E. D............................................. 33
Snowden, J. Walter........................ . 54
Sonne, Thos., sr..............................  51,116
Sprague Canning Machinery Oo ........ ;g
St. Charles Condensing Co..................... 14g
Staunton Ltd......................................... 127
Stecher Litho. Oo.................................. 157
Steveos-Hepaer Co........................... 61, J72
Stewart, J. 0.........................................  174
Stimpson Computing Oo ....................  60
Strong Bros............................   177
Stringer, W. B.,4 0o...............................151
Sugar 4 Cannera Ltd............................ 46
Symington, T., k Oo..............................  42

T
Tanguay, Alf........................................ 177
Ta'ig ay. Geo ..................... .137
Tay or 4 Pringle.....................................1FG
Thomas. J. P —................................. 177
Tilbuiy Canning Co............................... 38
Timmons, M. 4 Son....................... ... 161
Tippet, Arthur P.4 Oo..............  ... 3.51
Todhunter, Mitchell 4 Co.................... 17
Toronto Engraving Co...........................16a
Toronto Salt Works............................... 178
Truro Condensed Milk Co., Limited 180
Tuckett, Geo. R, 4 Son Oo....................164
Turner, James, k Oo............................. 17

u
United Factories Ltd............................ 61
Upton 4 Retd Specialty Co................ 55

V
Verrefc, Stewart Oo................................. 48
Vet sot, 8., 4 Co............ »......................  119

w
Wagstafle Limited .............................  28
Wetter Bin ft Store Fixture Oo.........  58
Welker, Hogb, ft Son ................. hi
Werren, O O....................................... 116
Watson, Andrew..................................  8
Watson, Stusrt..................................... 117
Welcome 80s» Oo..................................  Ill
Western Ae.urance Co.......................... IS*
Wether, J. H...........................................HI
White too..........................................  li*
White, J Hunter....................................117
Whittemore Bros................................   *8
Whyte Packing Oo............................... 176
Wils n Archdale..................................
Windsor. J. W................................... 171
Winn ft Holland ................................. M
Wiseman, B. B., Oo.............................. J*
Wood. Thom., ft Oo....................... 21
Woodruff ft Edwards ........................  Sj
Woods, Walter, a Ou............................ «

V
Young, Thomas, Soap Oo.....................  *
Vnn.s W W......................................... M
Young, A. J........................................... **

WILL BRING NEW CUSTOMERS TO YOUR STORE

TRY IT

■

SOLD BY ALL 
JOBBERS

M-lb.tlns—3 dor. in csss

THOROUGHLY SATISFIES YOUR 
That’s Maying a good

CUSTOMERS.
dual.

l82



THE CANADIAN GROCER

When Ordering

Valencia Raisins
Remember these Marks-

44BÆ TX D p* ft Special 
Ifl. !/• <X VO. Fancy Quality

“W. Abel” st‘tura.i«y
4 Cr. Layers

Selected
Fine Off-Stalk

They will please you.

Packed by

Mahiques,Domenech &, Co.
AGENTS:

ROSE & LAFLAMME, LIMITED 
Montreal and Toronto

...FOR...

Picnics, Camping, Yachting
ETC.

LIME JUICE CORDIAL
is

JUST THE THING

ORDER FROM TOUR JOBBER
AGENTS:

ROSE & LAFLAMME, LIMITED 
Montreal and Toronto

English Brewed

and Stout
WARRANTED PURE

ALE
GUARANTEED 
BREWED A ji 

xxvN<f> f*°ii the

The most healthful drink of Old England is HOPS ALE, 
brewed from finest Kentish hops. It]is in enormous demand 
in all parts of the world, and our six large breweries situated 
in London, Birmingham, and elsewhere, are kept busy all the 
-year round.

KopsjAle or Kops Stout
will be found the best for luncheon or dinner, and are re­
freshing and stimulating at any time. They have a fine 
bitter taste, but are entirely free from anything of an injur­
ious nature. THEY ARE ABSOLUTELY NON-INTOXICATING. Good for all the year 
round trade. Let us correspond with you and send you Analytical report, with other information.

CANADIAN AGENTS—Hudson’s Bay Co., Vancouver, B C. W. L. Mackenzie & Co., Ross A vs., Winnipeg.
Kenneth H. Munro, Coristine Bldg., Montreal. Kyle Sc Hooper, Front 8t E., Toronto. Royal Stores, St. John's, Nfld.

HOPS BREWERIES, London, S.W.
183
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A CUSTOMER PLEASED

RISING 131 SUN 
SUN PASTE

STOVE POLISH
IN CAKES

STOVE POLISH
IN TINS

means a friend for the grocer. It is just at 
true that the sale of inferior goods in the 
long run loses friends for the grocer. Then 
why take chances of losing trade by pas 
sing out cheap and inferior stove polishes 
when the best stove polishes may be sole 
by you at a good profit and help make 
friends for you every day.

That is a good reason for urging the 
sale of our very popular RISING SUN 
Stove Polish in Cakes and SUN PASTE 
in Tins. Every package is right when 
you sell it and makes friends for you and 
for us day in and day out. Just what you 
want to push. We know you think so.

MORSE BROS., Props. - Canton, Mass., U.S.A.

A BUSINESS CHANCE
is often missed when it might 
have been easily embraced by

Systematic Saving
Begin now to prepare for the day of opportunity by de­
positing your savings in The Metropolitan Bank. In 
the Savings Department $1.00 or upwards opens an 
account. Interest is allowed from date of deposit, and 
compounded four times a year. No delay in withdrawal.

THE METROPOLITAN
Capital Paid Up

$1,000,000.00 BANK Reserve Fund and 
Undivided Profits, 

$1,183,713.23

WESTEiK• • • rn win

Incerpontsd
I8S1

ASSURANCE
COMPANY,

PIRE
AND

MARINE

Head Office—TORONTO, ONT.

Assets over $3,570,000
Income for 1906, over 3,609,000

HON. GEO. A. COX, President,
W. R. BROCK, Vice President

W. B. MEIKLE, General Manager
C. C. FOSTER, Secretary

OP THE T ELEPHONE British America Assurance Company
Is a companion, friend and servant combined.
Invaluable for convenience In the household.

LONG DISTANCE TELEPHONE SERVICE

Hes no equal for the facility It affords In business life.
Fall particulars as to rates and service at the near­
est office of

THE BELL TELEPHONE COMPANY OF CANADA

FIRE A MARINE
Head Office, Toronto

BOARD OF DIRECTOR*
Hon. Geo A. Cox, President W. B. Brock, Vlee-Preeldeat 

Robert Blckerdlke, M.P., W. B. Melkle, E. W. Cox. Geo. A. Morrow.
D. B. Hence, Augustus Myers, John Hoeklc, K.C., LL.D. 

Frederic Nicholls, Alex. Laird, Janice Kerr Osborne, Z. A. Lath, K.C. 
Sir Henry M. Pellett, E. R. Wood.

W. B. Me/fc/e, Q.n.ral Manager/ P. H. Sim., Secretary
CAPITAL ....... *1,400,000.00
ASSETS.............................................................. 2.102,753.81
LOSSES PAID SINCE ORGANIZATION, 20.833,020.00

HOTEL DIRECTORY
TOWER HOTELoeoroetown

' BRITISH GUIANA.
This first-class hotel is most conveniently situ­

ated in the coolest and healthiest part of the 
city. Five minutes from railway station and 
steamer stallings, and near to all principal public 
buildings. Cool and lofty bedrooms. Spacious 
Dining and Ladies' Rooms. Billiard Room.

Electric light throughout.

WINDSOR HOTEL

■C £■
e

i y

>
y
2 o 
£-

(/>

HALIFAX HOTEL
HALIFAX, N.S

This house Is pleasantly and conrenientlylo* 
ist side of Queen Street. Thecated on the East side of Queen Street

cheerful. Every attentionrooms are bright and
paid to guests. Billiards and Pool. Hot and 
cold water baths. ▲. MoNiool, Prop.

WINTER RESORT 
Queens Park Hotel

Pojlt or Spain, Trinidad, B.W.I 
JOHN MoEWEN. Manager. For Rates,etc 

apply Trinidad Shipping and Trading Go.,
89 Broadway, New York

VICTORIA LODGE
HAMILTON, BERMUDA 

Mrs. J. F. SMITH Proprietress.
Opposite Victoria Park and Cedar Ave 
Private Board $12 to $14 per week 

Open Nov. Closes in May

ACCOUNTANTS AND AUDITORSTHE GRAND
The most popular hotel in 

OTTAWA, Ont. James M. Paisley, Prop-
JENKINS A HARDY

Assignees, Chartered Accountants, Estate and 
Fire Insurance Agents, 16* Toronto 8t, Toronto ! 
^^■466 Temple Building, Montreal
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