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This Picture Won the Prize of An Artist's Position on the Staff of the Maclean Publishing Co.
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CIRCULATES EVERYWHERE IN CANADA

Alse in @reat Britain, United States, West Indies, South Africa and Australia

CANADIAN GROCER

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.

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

Heen’s

Oxford Blue

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

FranKk Magor & Co., 403 St. Paul Street, AgenufortheDominion Montreal

Canadian
Standards

Benson’s “Prepared” Corn (or 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.

EDWARDSBURG STARCH CO, LIMITED

ESTABLISHED 1858
53 Front St. East, TORONTO, Ount. Works, CARDINAL, Out. 164 St Jemmes S¢. MONTREAL
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The popularity of Imperial Products requires no

argument to prove. Inherent merit, liberal profit

and aggressive, consistent advertising are the cause.

g WE CREATE THE DEMAND.

IF YOUR JOBBER CANNOT SUPPLY
THESE GOODS, WRITE TO

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




THE 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
becavse we like to feel that the folks who buy them are,
year after year, adding permanent trade to the businesg
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.

7 Place Royale, 84 Victoria St.
MONTREAL TORONTO




THE CANADIAN GROCER

When you sell Con-
densed Milk and Evap-
orated Cream, it 1s
better for you to

Sell t.he Best..

Every Can Guar-
anteed.

THE CANADA FIRST BrAND

EVAPORATED CREAM
and

CONDENSED MILK
is the Highest in Quality.

[t 1s absolutely pure, wholesome and digestible; and 1s
prepared in a modern factory under ideal sanitary conditions.
[t s 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.

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

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

o
e




THE CANADIAN GROCER

Exceptional facilities for quickly placing amongst
w = 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. DALIDET & CO.  pui AUGUSTE GAILLARD & FILS

Bordeaux, France Vegetables, etc. Marseilles, France Olive Oil

MADAME DAMAIN WM. P. HARTLEY
Preserves and
Bar-le-duc, France Bar-le-duc Jelly Liverpool, Eng. Marmalade

FERRAND, RENAUD & CIE. JAMES PASCALL, L'TD

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

Wholesale Grocers, Importers, etc. - TORONTO

Encourage Cash Purchases

We have a positive guaranteed plan of drawing new customers 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., zs meinc. s.. Toronto

5




THE CANADIAN GROCER

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

The season 1s 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 1s 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 wholgsale grocers keep it.

MADE BY

The Canada Sugar Refining Co.,

MONTREAL
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REGISTERED

England’s Forcmost Fruit Saucc

There Is nothing te hide in the com- $5OO O Challeng’e

position of ** 0.K.” SAUCE

We Guarantee every ingredient of the
:uwl.t.li, from Malaga :tllllll. from Valencla
ane sugar, angoes, e -
from West Indies from West Indies O.K. SAUCE
Oranges, from Seville  Cinger, from Jamaica to be absolutely pure and of the finest
Red Peppers, from Zanzibar C 8, from Zanzidar quality only, and the above sum will be paid
::2'".‘:"1 ::m :.:“v “"';'g:‘mu to anyone who can prove to the contrary,
E Penang namon, : -
Tomate Puree, from ilay  Carlios, rom Italy whether by analysis or otherwisa.
8hallots, 8oy, from India -
from Channel Islands  Lemons, from Messina et . ‘-
Virgin Mait Vinegar 2, Y 6 s
A select proportion of the above constitutes ﬂ
the delicious ** 0. K. " Sauce. /4

MASON'’S ‘0O.K.’ SAUCE

. London, 1885, 1888, 1889, 1890, 1904 ; Berlin, 1890; Parls, 18890 §

MCdﬂlS and Diplomas' Edinburgh, 1890 ; Newcastle, 1903 ; Nelsse, 1903.

RETAILS 25 CENTS PER LARGE BOTTLE.

REPRESENTED
 McTavish @ Worts, GEO. MASON @. CO.,LTD.,

74 Yonge Street Arcade, Toronto. LONDON, Eng.

Telephone. Main 6385

WRITE FOR LAID DOWN TERMS, CANADIAN PORTS OR RAILWAY DEPOTS.
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LEA’S
The Pickle with thdH

Our doubts are traitors, don’'t doubt, but
try a small quantity of our TID-BIT PICKLE
when we put 1t on the market in August. This
1s 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 =R

SIMCOE,
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LEA’S

thdHome-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 1n a slipshod manner again
increase our profits, we do not do these.

Made from Mrs. Lea’s Home-Made Recipe.

’RESERVING CO., Ltd.

ONTARIO
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PRIDE OF CANADA

SYRUPS AND SUGARS

In your own interest you should know these facts

3
5 ; ¢
h : q Every producer from whom we purchase must give a signed statement 5
i that every gallon maple syrup we buy from him is absolutely pure, that =
it is made from the sap of the maple tree only. .\\
{ S
q Our factory is right in the heart of the maple forests, in Quebec ;’

province, the largest producing district in the world. N

€q You have our absolute guarantee that the sugars and syrups offered S

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.

We 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, % 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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Greig's White Swan Blend Coffee
Greig's White Swan Jelly Powders

Goons Greig's White Swan Spices
Greig's White Swan Baking Powder
THAT Greig's White Swan Flavoring Extracts
Greig's White Swan Cocoanut
Greig's White Swan Cream of Tartar
ABE Greig's White Swan Flaked Wheat

Greig's White Swan Rolled Oats
GOOD Greig's White Swan Buckwheat Flour

Greig’s White Swan Wheat Kernels

coons Greig’'s White Swan Graham Flour
Greig's White Swan Whole Wheat Flour

Greig's White Swan 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
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altal)

“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

i
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Pays the grocer a good profit, and

2

frd
I

rEL
£
[
E

:fﬂ-',

pleases his customers,

Order from your wholesaler, or

4 cit 3 . R
| write direct for quotations. g, ymsss

alfa-li

“The Perfect Food”

Malta-Vita
Pure Food Co.

TORONTO, ONT.
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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.

Mathicu’s Syrup of Tar and Cod Liver Oi

This is a perfect combination for strengthening and building up

constitutional weakness. It is particularly effective in preventing,

ulleviating and curing all chest and throat troubles. It not only cures the cold—but so tonifies
the system as to make its return almost impossible.

'lils is a magic cure for all headaches, nerve pains, neuralgia, etc. They contain no opium,
i phmg, chloral or any other dangerous narcotic or poison. Hence their safety for family use.
llicy relieve insomnia, soothe the nerves and give restful sleep. When taken in conjunction
Wwith Mathieu’s Syrup they are the quickest cure for any feverish cold.

SOLD BY ALL WHOLESALE DEALERS.

J. L. Mathicu Co., (Props.), Sherbrooke, P.(.
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THE CANADIAN GROCER

PACKARD’S

“SPECIAL”

SHOE DRESSINGS

UNEXCELLED FOR QUALITY
EVERY PACKAGE GUARANTEED

Box Calf Combination & %ﬁfWa
all Black Shoe€s.
For all kinds of Russet and

Russet Combination T Boois and shoes.

For Ladies’ and Children’s Fine Boots

Ladies’ Special i shoe

To retail at 10c. For Ladies’ and

French Glycerine Chiirens'Snoes.

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

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

For polishing and keeping soft and pliable

Patent Cream all kinds of Patent and Enamel Shoes.

In Black and Tan for polishing Box Calf,

Spe(:ial PaSte Vici Kid or Russet Shoes of any kind.

FOR SALE BY

ALL WHOLESALE GROCERS
AND JOBBERS

MANUFACTURED BY

x,

LADIES

(PCRRG

L. H. Packard & Co.

Limited
PACKARD BUILDING
9 to 17 St. Antoine St., - MONTREAL

MANUFACTURERS OF
HIGH-CLASS

SHOE DRESSINGS

14
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THE CANADIAN GROCER

Our Famous 5c. Banhk Pachage

(Silver finished) (Gold finished)

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

CARPET

AND

SHOE

TACKS

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

Prices and samples gladly furnished jobbers.

THE BAZIN MFG. CO.
94 Arago St., Quebec

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

e
e e -
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€ NICHOLSON U H BAIy
¥ CABLE ADDRESS
200,
Cﬂags PINE 578 Forrion N/CHOLSON WINNIPEG
WESTERNUNION ; : . CALBGARY
Armsays /90/8 1907 . it sy et - EOMON TON

Eomonton BRANCH CALGARY BRANCH
Nicrol sow & By

NicHoLson & BAIN

F b

FHE : BANNATYNE AVE EAST i :
K P | TRANSFER TRACK %’ ; //
1 : mz/n(/ey/; Utare:

3
7

|  THE CONSTANT GROWTH

bt
i
E : B 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
i from year to year.
, : ¢ You can do it, and we can help you.
si We have been selling merchandise, throughout this territory, for a quarter of a century. We
E 3 ; ' know the needs of the people and how to reach them.
" P We could take your products on a commission basis, store, sell and distribute them, and see

that you got your share of the business.

¥ Write us. We shall be glad to discuss details with you.

NICHOLSON & BAIN|

CALGARY WINNIPEG EDMONTON fai

Storage for aull classes of Merchandise also cars distributed at Winniped, /
Calgary and Edmonton. '
16
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Plates used by courtesy of Christie Brown & Co., Ltd

WNNIPEG
ALBARY.
FOMON TON

CALGARY BRrANCH

Nic rlA,‘SON&El

Vi

action of new

. will 1ncrease

century. We

them, and see

APPETIZING ADS.

reate a desire for possession, and are the only kind

orth while in the grocery trade. Can you imagine
iy other printing process which shows form, texture,
"lul’ almost the flavor—of your producl with such
. ldelity as our THREE COLOR PLATES. The

ibove page taken from a large catalog just issued is a

UIGN lamr samp|e of what we have done for others. We can

do as well for your goods‘

I'hink it over and write for_estimates.

I Winnlped,
IHE TORONTO ENGRAVING (CO.,

92.94 BAY STREET LIMITED
DESIGNERS ILLUSTRATORS ENGRAVERS
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ESTABLISHED 1840

Pansy Broom

MANUFACTURED BY

H. W. NELSON & €O,

g B Toronto, Ont.
. :
: %
f

R They look good s They are as good
u e as they look.

TR R T oo LA
B e T VRSSOt ot




THE CANADIAN GROCER

ESTABLISHED 1840

The men who sell

PANSY BROOMS

¥ v
»,4.’. ..QQ

The present day representatives of

H. W. NELSON @ CO. Limited

CE AND WAREHOUSE, TORONTO FACTORY,

92 ADELAIDE W. 15 17, 19, 21 JARVIS ST.

“,“_
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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.

[i

REAR VIEW OF FACTORY

FRONT VIEW OF MAIN BUILDING

The Essex Canning & Preserving Co., Ltd.

28 Wellington St. E., TORONTO, Canada

FACTORY AT ESSEX, ONT
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Coffees

We Have the BEST SELECTION

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., L

Hamilton, Ontario

toD“u“T["s

e STANDARp {nE BEST TOw,e
FoR FOR
COFFEE DRINKERS BREAKFAST A LUXURY

EXCELSIOR

OUR PACTORY BQUIPMENT IS THE LATEST INPROVED. OUR COPFEES ARE

DIRECT INPORTATIONS., SELECTED SPECIALLY FOR THEIR DRINKING

MERIT WE OUARANTES THE WIONEST BXCELLENCE AND BEST
OBTAINABLE vaLuE

c - — ——

ToowunTer MitcheLLs Co Corree IMPORTERSTORONTO

Satisfaction
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OUR GUARANTEE

THE CANADIAN GROCER

OF QUALITY

Established 1845

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 LooKk for Our Name and Trade-Mark

BAKING POWDER

WHITE PEPPER
GINGERS
NUTMEGS

——ON

CREAM TARTAR
BLACH PEPPER
ALLSPICE
CLOVES, Etc., Etc.

Spices of every nature, whole or ground as required, guaranteed by us to be THE BEST OBTAINABLE. We ougnt to

know—OVER HALF A CENTURY ESTABLISHED.

CORHNKS AND CAPSULES

S. H EWING @ SONS

96-104 King Street, Montreal
Phones: Bell Main 65 and Bell Main 155

WAIT

TO SEE

OUR NEW
LINES

Before Ordering

-—
XMAS CRACKERS,
XMAS STOCKINGS,
XMAS NOVELTIES,
ETC., ETC.

| BATGER'S

We are showing a very fine assoriment
of English Confectionery — mana-
factured by Batger & Co., London.

IF YOU CAN’T AWAIT OUR CALL,
WRITE FOR PARTICULARS.

Rose & Laflamme, Limited

Montreal and Toronto.

207 Front Street East, Toronto
Phone Main 3171

Canada’s Best

Flavor

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

Fully
Ripened
Fruits

being used
they ar
delicio

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.

Agents: ROSE & LAFLAMME, Limited, Montresl and Toroato
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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 Rnow That

THE TURNOVER’S THE THING
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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
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Canada’s Oldest and Best
Wholesale Grocery House

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.

Qauaker 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 1s 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 toreta st 35¢.

Established 1834

[t's the right tea to sell if you desire to give your cust-

omers. continued satisfaction.

We are makers of Quaker Baking Powder, better than whioh there Is none obtainable. Our
travellers will tell you about it.

MATHEWSON’S SONS

202 McGill St., Wholesale Grocers Montreal
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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 be pleased to make your acquaintance.
Your direct orders will have our faithful care.

PURE

PACKAGE

TR

MAY QUEEN PRIMROSE
FLEUR-DE-LIS

THOMAS WOOD & CO. Impor fers
BOSTON AX2 MO

 wo

AR

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.

T oS ——- — —
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THE CANADIAN GROCER

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 befter than the imported goods

TO BE HAD OF ALLL. WHOLESALE HOUSES IN CANADA

WAGSTAFFE Limited

Hamilton - Canada

3
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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.

Q@ HEAD OFFICE AND MANUFACTORY, BIRMINGHAM, ENGLAND

Q6

Y £

5

MAKERS of HOLBROOKS WORCESTERSHIRE SAUCE .
("74\; PURE PlCKLES.JFLLY & CUSTARD POWDERS,&C‘AXV'T

B e

E)

PHONE MAIN 4229 i 2 iy
CANADIAN BRANCH : 2.5 Frant Seet Cail, T oranta, May 8, 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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THE CANADIAN GROCER

Eastern Townships Grocers

Proprietors of the Famous

Duchess Brand Goods

Let

Us
Explain

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

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

Save Freight!

When You Buy in the Large Cities

T. A. BOURQUE & CO., Res.

Sherbrooke, Que.
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W ONLY the BEST h '
REMEMBER " Sh ™=

B

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

8 ;
i Midland Vinegar Co. - - Birmingham, England
T :, For H.P. Sauce, H.P. Pickles and Pure Malt Vinegar
HIEE J. Bromley & Son - - - Leeds, England

s 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
i o We invite our Customers and the Trade to inspect our fine
' display of
Xmas Crackers and Table Decorations
'R Santa Claus Stockings
im German and French Xmas Novelties and Confectionery
B We are Headquarters for Walnuts, Almonds, Peanuts, Filberts
i ’ ) ’ )
'1 ; SHEI'I'En NUTS Pecans, Brazils, Cashew Kernels, Pignolias Pistachio, ete.
* : — also for —
‘ French Cherries, Assorted Fruits, Cherries in Marischino, French Peas, Mushrooms,
| Capers, Olive Oil, ete.
{ WRITE FOR QUOTATIONS.
i &
i :
1 W. G. PATRICK & CO.
; Montreal, Que. Toronto, Ont.

.
s
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Seeded Raisins
to retail at 10c. pkg.

BEEX

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
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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

——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., Lid.
REGINA, CANADA

o s
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P. 0. BOX 112

MASON & HICKEY

Manufacturers’ Agents

Phone 3576

Agents for

E. D. Smith

Pure Fruilt Jams, Jellles, Preserves

Gorman, Eckert & Co., Ltd.
Coffee, Spices and Olives

Wallaceburg Sugar Refinery
E. D. Smith

Canned Frults and Vegetables

WRITE US FOR QUOTATIONS—WE CAN SAVE YOU MONEY

Sarnia Salt Co.
Ingersoll Packing Company
Standard Computing Scales

and Cheese Cutters
Millar's Paragon Cheese

Suchard’s Cocoa and Chocolate

Track Warehouse— Write Us for Storage Facllities. Correspondence Invited with
Manufacturers. All Goods Carrled in Stock at

108 PRINCESS STREET, - WINNIPEG, MANITOBA

it pays to have proper conneotions 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.

Charges Reasonable Satisfactien Quaranteed

R. B. WISEMAN & CO.

Storage, Warehousing and Distribut-
" 7 ing Agents

23 ..'”".".vn".“. HEast W’”N’PEG, M‘”’

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, *' Jsg e

Tel. Main 4409,

—————
_

ROCK SALT

Selected Lumps for Horses and Cattle

Every farmer should have a supply.

FOR SALE BY

GANDY & ALLISON

Direct Importers and Packers of All Descriptions
of Salt and General Merchandise.

16 North Wharf, - St, John, N.B.

e

Bonsecours Market, - - MONTREAL h

P. POULIN & CO.

Poultry Feathers

Montreal’s largest poultry and game house.
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. Also can fill your everyday
wants.

SBuyere and seliers of
clean feathers of ail kinds
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Baking Powders, Extracts,
Jelly Powders, Etc.

EMPRRE BRAND  (Quality Like the EMPIRE Itself

If you want samples advise us. It will

free
’Phones

—use them

pay you both as to price and quality.

LUCAS, STEELE & BRISTOL,

W holesale Orocers,

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 write our Agent

H. HUBBARD, 27 aTReac"
B R A N D & c O.’ T?\? ‘H).u.otn’e\;ung, ua-mir mes: Iv\;ugi'

LIMITED




THE CANADIAN GROCER

SIGN OF PURITY B“AND

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

ool iy BALFOUR, SMYE & CO.

Write or wire for information.

Nl Oviierh Asnituly: sncoumd. WHOLESALE GRocers HAMILTON

MR

Thos. McCready & Son, Limited
Bonded Vinegar and Plokle Manufaoturers
Produots sold throughout Canada

a
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By far the largest sale of any
Shoe polish on earth is enjoyed by

) & /N
5, gty
"ol 1 >ty
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SHOE POLISH

“;%‘ e It meets the up-to-date requirements for compact con-
2 in 1 factory in Buffalo, NY.  yopjence. 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.

Yrps

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. Dalley Co., Limited

Buffalo, U.S.A. Hamilton, Canada

7% . 0@

al




FHE CANADIAN -GR(

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.

Sanitary
Cans
Sealed
without
Solder
or

Acid

Entire End Open for Filling. Sanitary Can Sealed— ‘‘Bottom like the Top.”

SANITARY GAN GOMPANY, Limited

NIACARA FALLS, - ONT.

32a
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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. It 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 60 or 100 1b. box
assorted at once. We prepay freight. One trial is all we ask. A steady customer will be the result.

A sPRING HousecLEANING IN BULK TEAS

We Want to do Two Things:
p < Ist.—Have you one of our numerous satisfied customers. >4
2nd. —Make room for some large shipments shortly arriving.

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 flavory, 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) - - - - - 18ic
680 chests, Ceylon or Indian (Black or Green) - - - 18 ¢
284 caddies, 30 to 40 Ibs. ea., Gunpowder (nice draw and make), origlnal cost 17c. to 20c. (to clear) 16ic.
130 half-chests, Japan Fannings, basket fired and sun dried, 80 Ibs. each - 13 ¢

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. Bulk
{ per cent. cash, 3 per cent. 30 days or 3 mos. net f.o.h. Toronto.

Samples cheerfully forwarded, Write, Telephone or Telegraph at our expense.

Filling Letter Orders a Specialty.—If you are not already receiving our Monthly Specia/
Quotation Card, let us hear from you and we will be pleased to place your name on our mailing list.

P.S.—See Price List on last page of this issue.

Toronto M I N TO BR OS. Bufralo

Telephone Main 353

324
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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.

is what
" A Grade 4, Sifted Peas, known as Stan-

dards or Marrowfats.

e Prices for these Peas vary according to
reasing Grade.

G The brand is not an indication of
‘AS the Grade. Make sure that you get
; the grade you pay for.

You cannot mistake Aylmer Faultless
Peas as they have a wrapper label.
20 . : These are the finest Peas on the

19 c.

18ic Market at the price.

18 ¢
yar) 16ic.

3¢ They will realize a splendid margin
e of profit. All you have to do is to call
your customers attention to them to

Special make quick sales.

1g list.
CANADIAN CANNERS, Limited
ffalo
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QUAKER
CANNED
GOODS

Packed by

The 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 D@8t lines—not merely the good
enough! Old Homestead Brand is the best, con-
taining only carefully selected and expertly packed
fruits and vegetables.

Tre Old Homestead Canning Co.

Picton, Ontario
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ore Profit, In Canned Goods

is only possible to the grocer who handles a hrand

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.

IVERDALE BRAN

is the Brand of Unparalleled Excellence

Our policy is to use only the highest grade of sound,

properly-grown, full-flavored 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, - Ont.ario

s
N
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Mr. Grocer—Think This Over

Our Goods have given the best satisfaction for 16 years.

We Sell only Fresh Goods. Each season’s pack is disposed of long before the next
season’s pack begins.

Our Goods 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 Best Goods 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 is a Beauty, Gilt Edge, quite in keeping with the quality of the goods.
Our Goods 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 FFarmer Brand quality is really excel-

lent. The man who stocks FFarmer Brand finds it is
his briskest selling line. We maintain the superiority
of Farmer Brand by using only the finest fruits and
vegetables from the garden section of Prince Edward
County, Ontario, where 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, Ont.

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

Jams and Jellies

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

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.

38
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Your Customers

Will Buy

9 :
d No other fruit jar when they hear about the

Schram Automatic Sealer

B t ‘ ‘ | A fruit jar that is easy to seal--Easy to open---
es 1 and an absolute perfect SEALER every time.
' To Seal—Merely place cap

and 2 #l They are better made than other jars. Clear over jarand press gently
% Glass-—-no sharp edges. Every one perfect. into place—That’s all.
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
To Open—Insert the blade
WATERLOO, ONTARIO of a knife and raise the

Ont edge—That’s all.
B 886

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

Olives

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

Pickles
Ontario & Quebec—Snowdon &

Ebbitt, Montreal. there has never been an imported brand that has
Halifax—Warren & Co taken such a strong hold upon dealers and consumers
. ' as Rowat’s It will be to your profit to stock

St. John—F. H. Tippet. Rowat's. Ask your jobber for Rowat’s

Vancouver—Jarvis & Co.
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Something Special in Coffee

It will poy you handsomely to see our
travellers about your high-grade Coffee in

50 and 100 Ib. lots

Our offer will surprise you.

W. H. GILLARD & CO. "skocees HAMILTON

We offer you the finest

TOILET SOAPS

Our range includes the favorites :

‘“ Mother’'s Choice”
‘“ French Cream”
‘“Our Pets” ‘ Carbolic Acid” Transparent
‘““ Angel Soap” ““ Carbolic Acid ” for Surgeons
*“ Glycerine Soap” and others

Also Dog Soap

““ Glycerine” Oval
““Glycerine” Red

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.

SAVONS FRANCAIS - MONTREAL

S ————

[ ] —
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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 l1l4th, 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 & Lounsbery

IISAL An A!l

Helps Everyone Who Handles It
————— — = m

41




BANISH
“BLUE MONDAY”

Your stock is not complete
without our new LAUNDRY SOAP

THE CANADIAN

GROCER

SELL

SUNNY MONDAY

to customers and make them YOUR customers.

SUNNY MONDAY

UNNY 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.

OUR CUSTOMERS should try it
and avoid the achmg backs which
cause ‘‘Blue Monday.”

SUNNY MONDAY

SAVE

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 & LAFLAMME, LIMITED
Agents, Montreal and Toronto

“EDINBURGHS PRIDE”

Symington’s
“Edinburgh”
Coffee Essence

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

Our ESSENCE OF COFFEE AND CHICOR:
gives wonderful value. One bottle makes 40 cups ¢’
delicious coffee fit for any connoisseur.

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

Thos. Symington & Co.

EDINBURGH

Agents for Ontario—

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

Mesesrs. F. L. Benedict & Co., Montreal.
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The Public are entitled to receive Foods in the
Purest form which science and sKkill can produce.

The highest perfection is
reached in

"SHIRRIFF’S
GOODS

Shirriff’s Concentrated
Fruit Essences

Shirriff’s Jelly Powders

Shirriff’s Orange
Marmalades

Manufacturers

Imperial Extract Co. - Toront.0o, Can.

Western Representative: Harold F. Ritohile
Montreal - W. 8. Siloook, 33 8t. Nicholas St.
Quebec - Albert Dunn, 67 8t. Pater St.
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Make the
Whole Store
a Showcase.

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

Every detail coming

3 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

Luxfer Prism Co., Limited - 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 1b. and 28 lb. boxes.

Rowley’s Seedless Valencias ARE Seedless.

UNDERDOWN and CRICHTON,

London, England Denia, Spain

Valencia, 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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= 2 Travellers 24 Travellers
me And a record of growth for 12 years that has never
'.?g been equalled in the history of the tea trade.
sdven- You have found in your own business that

" front The good, rapid, healthy growth is not an accident: it is
Jently a result—a result of constantly serving your trade

ling. 5 et
well; in fact, giving your customers a dollar’s

for I_a[ggst worth for a dollar.

on Starting a few years ago with the best blend
a"d of tea on the- market, and a firm determination to
always keep it the best, and doing It, has won the

i fullest confidence of the merchant and his cus-

Best tomers, so that te-day it is a household word with
thousands of people that Red Rose Tea * Is

[ . Good Tea.”
[Iumlled When recommending a tea to your customers,

you should know that it is the best on the market ;

'I'ea you cannot afford to recommend any other.
Just take a package of Red Rose Tea home with
you to-day (say g4oc. Black) and try it. We will

warahuuse then have another grocer using and recommending

it with confidence to his trade, and you will find that

in Red Rose Tea is a Business Builder

canada Recommend it to your customers and watch
your tea trade grow. -

s Wil T e T. H. ESTABROOKS,

315 William St., WINNIPEG, MAN. St. John, N.B.
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PURE FRUIT JAMS

JELLIES and

PICKLES
SUGARS & CANNERS, LIMITED, Montreal, Canada
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paid on request.

JELL-O FLAVURS—Lemon, Orange, Raspberry, Strawberry, Chocolate, ?

THE CANADIAN GROCER

We help the

grocer SE LL JELL"O

Advertising matter for store display and recipe books to give to customers sent pre-

This offer applies also to

JELL-O ICE

Peach, Cherry.
Retails 10c. per package

JELL-O ICE CREAM POWDER FLAVORS

Chocolate, Vanilla, Strawberry,

CREAM POWDER

Lemon

> 90¢ a doz.

and Unflavored. $1.25 a doz.

Retails 15¢c. 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, Camada and LeRoy, N.Y.

Worcester Sauce

JOHN CASSON CO.
57 Front, St.. E.

TORONTO

Worcester Sauce

Fifty years ago

‘““GLOBE"” with Percolator.

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 POTTERY
HAMILTON, - ONTARIO
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The Davidson & Hay Limited

Wholesale Grocers

Toronto

Behind the straight-forward honest
and reliable advertising talk of

“COW BRAND”
SALT -
AND

DWIGHTS

ot

I la=. ~
S A L BAKING SODA
lies the great fact that the soda is

ONLY absolutely the purest, strongest
and most perfect that can be made.
AND FOR EVERY PURPOSE It has no equal and

can have no superior.

Every package is guaranteed.

VERRET’ STEWART & co_ Demand “Cow Brand” when order-

LIMITED ing Baking Soda.

MONTREAL Church & Dwight

MANUFACTURERS

MONTREAL

J. B. RENAUD & CIE

Wholesale Grocers

Flour, Grain, Feed, Provisions, Meat, Butter, and Eggs
The largest exporters of BEAUCE MAPLE SUGAR

118-140 St. Paul Street, Quebec.

Pm ST R DG K NN, 33 Nl 2.
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ited

THE WORLD’S STANDARD

HITTEMORE'S POLISHE

ONCE USED ALWAYS USED

The Oldest and Largest Manufacturers of Shoe Polishes in the World

OIL PASTE for all kinds of Black Shoes “SUPERB” Patent Leather Paste

For giving all kinds

< 3%

s D of Patent or Shiny
Ta leather shoes a
quick, hrilliuln and
y t stre,
mest ;i‘lttfgg:ooimu:x to
g Of the leather.
Ml cine lhiue ta
boxes) per gross
Per doz. % Ib.boxes
- Per doz. !: Ib.boxes
sODA “BOSTON" Waterproof Polish
A black liquid for men’s and boys’ shoes. Produces a
%ﬂemsllc“khe; shinT_wglbouhl bliushi:;.dl_nrlc'l) r:ased by
oot Blacks for polishing heels and edges of shoes
. Per gross q . . , . » >
Oils, blacks, polishes, softens and es. C
tains no tu:pcnline e ailde. Nover E:iecst":p.’ Sarea “BOSTON JUNIOR"
hold double any of the Ola’s. edohpugg . .« 3+ & & o
R G e Also in Russet and OxYBlood
Excellent for old rubbers
“ELITE
Combination ”
la is Dll'ty Canvas Shoes 'rhc] o:_ly _lirsjAclle‘lr(écle
made perfectly cle d white b or ladies’ and gents’ ** Box
1gest. mn.hmmfm-:& 'uwﬁn.l Sl.?h th 'é'%h and '|“
d Compound. In liquid form, so can ‘l'sh . o:z.r d ; °:‘hy
nade. be quickly and easily applied. No fno"'mh_:nr “se . % B°°
white dust No rubbing off. el e ' Coniding
A Sponge in every package, so al- oil and poai(l:cly nouris.k;::
ways ready for use. and preserves leather and
R e v makes it wear longer. Blacks
Large size, per gross, ;’nd polishes.
10c. size, per gross, 'er gross > o o
Also the following colors for can- “BABY ELITE"
rder- vas shoes: baby blue, Alice blue, Combination
red, green, pink, lavender, cham
pagne, coral, purple, light and 10c. size per gross
dark gray, black, khaki, russet and
brown, in the same sizes and al o "
the same prices as “'Quick White BANDY Huss.'
ght ; Combination
¢
GILT EDGE o For l»'lle:.nsding'lnd polish
inga inds of russet, tan
The only black dressing for oryellowcolored boots and
ladies’ and children’s shoes 0
that positively contains oil. Lagge size, per gross . .
B o e it Stax Fumet
utifu ustre. 2 4
rgest quantity ; finest qual- Cqmblnatlon
i —————— 2 ity. Its use saves time, labor 10c. size per grose
:4 and brushes, as it Russet Pastes
B Shines Without Brushing Dandy, large per gross
§ Always Ready to Use ';'d dB°" ;’m“" i
% Also for gents’ kangaroo, kid, P:: aooxlf'lé Ib. ‘:Ln: ”
P etc. Elite, Ox Blood and
5 P Brown Pastes same sizes
? e . . . . and prices
34
Eggs % IF INTERESTED WRITE FOR CANADIAN PRICES
; WHITTEMORE BROS. & CO
% L J . ,
r'
# 20-22-24-26 ALBANY STREET, CAMBRIDGE, MASS., U.S.A.
Whittemore’'s Polishes won the “GRAND PRIZE’ at St. Louis over all Competitors.
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FOR TEA YOU CAN'T BEAT LIPTON’'S

" YORAEN
NOU CANTY
BEKY LIPTONS,

PRPPRYE NARPRAZN ¥ ui i 2y -

One of the best reasons why, among others, is the sealed, alr-
tight, germ-proof, dust-proof tins in which

~LIPTON'S TEA

is packed. This sclentific package keeps the full, rich flavor of the Tea In the Tea. It prevents the
jeakage’” of aroma and strength so common among ordinary teas.
OVER TWO MILLION PACKAGES SOLD WEEKLY.

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

AT SR

e —————T~;

Y. & S.
SCUDDER | smick ucorice
M.&R.

ACME PELLETS
M. & R. WAFERS
and a complete line of I.OIENBES, ETC.

Hard and Soft Licorice Specialties

Price Lists and Illustrated Catalogue on request.

National Licorice Co.

Brooklyn, N. Y.
Toronto Sales Agent—

R. 8. MoINDOE, 120 Churoh Street
Montreal Sales Agent—

dJ. M. BRAYLEY, 55 8t. Paul Street
Winnipeg Sales Agency—

Wiseman-Ashley Company.
St. John Sales Agent—

H. 8. n.l’.
Vancouver Sales Agency—

J. F. Mowat & Company.

Canadian orders filled at our Montreal factory, E d
Desjardines Avenue (Maisonneuve). e Besasy;. Bment Beost 40

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 Qil sells throughout the
summer—don’t run short.

J. L. Mathieu Go., Sherbrooke, P.(.

Proprietors
L. Chaput, Fils & Cie, Wholesale Depot, Montreal
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ARTHUR P. TIPPET & CO.
Agents

F—L_- | I_=¥

“Thistle”
Tunny
Fish

-

“Thistle”’
Brand
Haddies

Full weight in 16-0z. lined
tins, containing no skins, no

| :

wvents the

Heretofore a luxury, but now

ast, Toronto put up in one-pound oval tins

bones, no waste, no dirt or
slime—nothing but the freshly

in this country—superior in

flavor and containing no waste.
caught, carefully cleaned and

cured genuine Haddock.

For a while Spain furnished

“Thistle” brand will in- it in limited volume. The

crease confidence in any

CORICE

popular demand compelled

grocer's general stock. It is the ways and means adopted

a “builder” of confidence. by the Thistle Company.

i8, ETC.
clalties

tquest.

dh Street
ul 8treet

FOR SALE BY ALL THE BEST DEALERS

8 PLACE ROYALE 84 VICTORIA STREET
MONTREAL TORONTO

L9 D IR - I,

51

y.

it Street and
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As Pure as Windsor Salt

‘N} It was a thirty mile trip to town
$l 00 SOld $25 Orth and the instructions of Mrs. Smith
Of r to husband John were to get a dollar's worth of

G Ocerles Windsor Salt at the grocer’s—naturally husband John

secured his 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 is plainly
evident — its uniform excellence, purity, white-

ness and dryness. It pays to sell the salt that e
helps to sell other goods in the store. ln sor
CANADIAN SALT COMPANY, LIMITED, salt

Windsor, Ont.

Extra Choice Porto Rico  Extra Fancy Trinidad

Lion Choice Barbados
Fancy Trinidad No. 7 Choice West India
Fancy Barbados Molasses
Open Kettle Circle 6 No. 4 Strong Bakers
Open Kettle Circle 7 No. 1 Golden Cane
No. 5 Special Syrup
Extra Choice Porto Rico No. 2 Golden Cane
Beaver Syrup

The above supplied in puncheons, tierces, barrels
and half barrels. Also

Cingerbread Brand Molasses—
In tins—2’s, 3’s, 5’s, 10’s and 20’s. Also Pails 1’s,
2’s, 3’s and 5 gallon.

Colden 8ling Syrup—

Also supplied in the same style packages as Ginger-
bread Molasses.

Agents

C. E. Paradis. s Quebec.  William Forbes, - -  Offawa.
C.DeCarterst, - - (Kingsion. Geo. Musson & Co., -  Toreate.
J.W.Bickie & Broening, - Hamilten. 6. H.Glllesple, = = London

Iog, ruea =Y
fPiRing SNWIUP(O i S e

MONTREAL- Dominion Molasses Go.,

Halifax, - Nova Sootia

PR
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THE CANADIAN GROCER

trade, and to keep it.

all others.

PURNELL Q.
PANTER, Limited

Bristol, England

WARNING!

Crescent Brand

TRapg marK’

SODA-CRYSTALS (WASHING SODA)

Foreign Soda Crystals—and some of English
nanufacture—are being extensively cffered for sale in
this country which are grossly adulterated with Glauber-

Salts (Sulphate of Soda), a cheap product which is not
only entirely useless for washing purposes, but is even
likely to injure the fabrics with which it comes in
conact—The ~Kdulisrated” Soda-Crystals, sithough
‘ nmmlnally lower in price than BRUNNER MOND’S
| PURE SODA CRYSTALS, are in reality much dearer

owing to the large quantlty of useless and injurious
matter which they contain.

BRUNNER, MOND & CO., LIMITED

WINN & HOLLAND, Agents
MONTREAL

|

1908 Vinegar Season

Everybody knows that first-class quality only can be depended on to bring first-class

PURNELL'S
Sauces Vinegar Pickles

Have quality, reputation and piquant charm, carrying them above and beyond

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.

ORDER TO-DAY FROM OUR AGENTS

E. MoMichael - - 8t. John, N.B.
H. Haszard - Charlottetown, P.E.I.
Erb & Rankin, B - - Nalifax, N.8.
C. 8. Narding - Quebec & Montreal
Kyle & Hooper - - Toronto, Ont.

Hamiiton, Ont.
Winnipeg, Man.
Vanoouver, B.C.

Bickle & Creening - .
Carman Escott Co. - -
C.E Jarvis & Co B

COFFEE

i I

BEST in Qllallty
SMARTEST in Finish
KEENEST in Price

KIT is an up-to-date extract,
entirely free from the bitterness
so objectionable in ordinary
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.

o e ts in the Domisios —Moatreal City, Ma

A the

ot 4 S ety T Bk SRS
A Niag il

'lul.u. lnu & Hickey108 Priacess ltnot S

CHICORY
ASATY FOR I NSTANT USE
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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-b. hoxes.
A Blend Ceylon, 50-Ib. bhoxes. B Blend Ceylon, 50-lb. boxes.

- Thomas Kinnear & Co.
Wholesale Grocers 1 ORONTO and PETERBORO

AGENCIES

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
TO SETTLE DOUBT Tea

Drop a postal to our C dian Agents (menti d below) for

free full-sized tasting bottle of H.P. Sauce. s a =
Try it on your own plate, and then you will see why your cus_ B lscu lts Bott 'ed L lnes
tomers want it.
Wide-awake Grocers are making H.P. Sauce their leading line, - - P -
Our bright Canadian advertising tells the people all about 01 a‘ny hlg_h'CI&SS Specmltles-
H.P. and what it is made of, how good it is for the appetite, Al connectlon, eSpeCial]y Wlth

palate and digestion. best trade.

Large and quick turnover on H.P. C d : ' ] z t d
W.0. Patriok & 0o., Toront and Montreal S'O:'refsp(l?,'n ence Sodml ed.
R. B. Seeton & Co., ax. N.8. § :
The Godville-8mith Co., Ltd., Calgary, Alberta matisiaction assure
Kelly, Douglas & Co., Ltd., Vancouver, B.0.
Ellis & Oo., Ltd., 8t. John's, N.F. ) e

Midland Vinegar Co., Birmingham & London, Eng.
' J. Walter Snowdon,
413 St. Paul St., MONTREAL

Cables—BOYD, TRINIDAD All Codes Used

BOYD & CO., TRINIDAD, B.W.L

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.

Correspondence Invited. London and New York, Frame & Co.

R —————

Tl
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TOLEDO SC ALES The Ends of the Meat Will

SPRINGLESS and AUTOMATIC Pay for It

VPR
THE STERLING SLICER
The Toledo System of weighing saves you time and money <
l‘oi‘cdn Scales are designcdgupon an entirely different prin- Cuts pcrfeclly Bacon, Boiled Ham and Boneless Meats of
ciple from all olher;cales{: an:il arc‘;'nnﬂruclul in dnhin nt all descriptions. It is equal to any one hundred dollar
styles for the weighing of goods and comput'ng of values, : . ’
for the Butcher, Grocer, and Confectioner. They are all Sl‘Fer on the m..rket and has the additional ud\antlge of
automatic and built on the same principle with a view to being able to slice the ends.
quick and accurate weighing and comput’'ng. Bec .}uw of
their being automatic they save you downweight oledo e 2 -
Scales are fully guaranteed and sold on their merits. Phone A Hléh Grade Sllcer a‘ a l‘ow Prl('e
Main 5399 and ask to have the system explained to you
Prices, $30.00 to $100.00. . Sold on casy terms, Write us for illustrated booklet containing testimonials from
° prominent grocers and butchers who are using it.
The Upton & Reed Specialty Co.
149 Queen Street West, TORONTO HOWARD BROS. Brantford
Also Agents for Sterling Meat Slicer ; Eureka Refrigerators ; CANADIAN AGENTS
Climax, Cheese Cutter, Etc.

Is your equipment. GOOD?
Then make it. BETTER.
Don’t, rest. till you have the BEST—

“ENTERPRISE”

I'h: cxperience of all users proves that the

"1uterprise” Rotary Smoked Beef Shaver
reatly increases the sales of smoked beef.
es uniform in thickness, from tissue thin-
+t0 15 of an inch.

AUTOMATIC ADJUSTABLE FEED
SELF-SHARPENING DEVICE

ite us for catalogue describing and pric-
Hand, Steam and Electric Power Meat
pers and Rapid Grinding Mills, Enter-
Food Choppers, Improved Self-Priming

|

'

. Measuring ump, and other specialties
dciianded by enterprising grocers.

The Enterprise Mig. Co. of Pa.
PHILADELPHIA, USA, No. 125, (with 2 blades) - - $22.50  No. 129, (with 1 blade) - - $22.50
55
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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
s Beriia, Onisrio

Representatives: Manitoba, Stuart Watson & Co., Winnipeg, Man.
Saskatchewan and Alberta, J. C, Stokes, Regina, Sask.

Mr. Grocer, Be up-to-date’and use
the

Aubin’s
Patent
Refrigerator

Perfect Dry Air Circulation.

Highest testimonials from leading
grocers in Canada.

STORE EQUIPMENT AND SUPPLIES The Canadian Grocer

Keeping Books By Machinery

There was a time
when the only way to
harvest grain was by
meansofahand
sickle. Then came the
cradle, and finally the
self-binder.

8ome firms still
stick to the old
fashioned way of keep
ing their books; and
this in spiteof the fact
that the

Allison
Coupon
System

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

If a man wants credit for #10.00 and ye
think he is good for It ive him a
210.00 Allison Coupon Book, and have him sig:
the receipt or note form in front of book, whici
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 ar«
recognized everywhere as the best, For sale by
the jobbing trade everywhere,

Manufactured by

ALLISON COUPON CO.

Indianapolis, Indiana.

The EBY.BLAIN CO,, Ltd.
Canadian Agents

Queen City Water
White Oil

GIVES PERFECT LIGHT

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

FOR SALE EVERYWHERE

Made in 10 sizes.
Silver Medal Quebec Exhibition.

Diplomas:
Ottawa, Montreal and Toronto

C. P. Fabien

Manufacturer
Mont.real

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

e
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STORE EQUIPMENT AND SUPPLIES

The

Elgin National
Coffee Mills

40 Sizes and Styles

They are the
Fastest Grinders
Easiest Runners
Ask any wholesale grocer, tea and coffes house or jobber for prices

WOODRUFF & EDWARDS (0.

MAKERS

ELGIN, ILLINOIS, US.A.

PAYS FOR ITSELF EVERY 90 DAYS

LASTS A LIFE TIME

The Perfection Computing
Cheese Cutter

Does this. Ask onc of the many
thousand grocers who use it

SIMPLE ACCURATE
ATTRACTIVE

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

Shipped f.0.b. Hamilton
Ont. Send all orders to

AMERICAN COMPUTING (9., 18 and 20 Mary St,

OF CANADA HAMILTON, Ont-

| 193 Commissioners Street, -

WE WILL
GET 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 BUILDING
Montreal -

YOUR AWNING
MR. GROCER

should be up or ready to put up aow.
You cannot attord to wait until the
summer is actually kere, 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 Awr;ing Co.

SANDERS & PETCH, Proprietors,
OTTAWA, ONTARIO

HAVE YOU BOUGHT YOUR AWNING?

The time is rapidly approaching when
you will need it. Ourawnings are not
only attractive, but are durable, well
finished—the kind that stand sunshine
and rain, calm and storm; are the same
® attheend 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.

‘1
= = | Send for Prices and Particulars.

THOMAS SONNE, Sr.
JAS. F. SONNE, Proprietor and Manager
Montreal

Do You Knmnow

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

COUNTERCHECK BOOKS

and make business a pleasure.
WE MAKE THE MERCHANTS' TACS

The Merchants’ Gounter Check Book Co., Ltd.

TORONTO - MONTREAL
Canada
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For Grocer or Restaurant.

STORE EQUIPMENT AND SUPPLIES

The Conadian Grocer

The ARCTIC

REFRIGERATOR

i B
i 3
E &

:ﬁé

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, CANADA

i el a3 ¥
Cut 6—"“Under the Floor ” Outfit

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-Measuring Tank and want a new one, write for our liberal

exchange offer.

Five hundred neatlx rinted Business Cards, Bill-
heads or Dodgers one olfu. Full line of Price Tickets

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

and Window Cards. Samples and price list on application
FRANK H. BARNARD, PRINTER
248 Spadina Ave. Telephone Main 83567, Toronte

SPRAGUE

CANNING MACHINERY CO.,
OHIOAGO, ILL., U.8.A.

58

Are you interested In any of the
lines that are advertised ?

A Post Card will bring you price
list and full information.

Don’t forget to mention Cana-
dian Grocer.

AT~
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. One hundred
\:1 ﬁ 1 difTerent.nyles

and sizes of
\l ”}ll \ IH‘Y } Household and
. )

Grocer and Com-

' bination Refrig-
erators.

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

One of our Household Line,

THE HAM & NOTT CO.

LIMITED
Brantford, Canada

B et ”

The Premier Refrigerator Manufacturers of
Canada.

P s
Our Line is sold by all the leading Furniture and
Hardware Dealers in the Dominion. If no one handles
5 them in your town write us direct for catalogue.
9 One of the styles of our Opal Glass Line
(Pretly, isn't it.)
ne of — TEEEeLE
g:j &"—"ﬂh I ; = i | e
,,, A ; B VR 48 !
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Our Model Grocer or Institution Refrigerators, Our Combination Mcdel Grocer and Bytgher Refrigerators
Four 8Sizes, Four Sizes,
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BEFORE

YOU

A

COMPUTING

SCALE

NO. 70 MODEL

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

business. g
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.

Star Bérand

COTTON CLOTHES LINES

—AND—

COTTON TWINE

Cotton Lines are as cheap as Sisal or Manila and much better,

For Sale by All Wholesale Dealers.
BEE THAT YOU GET THEM.

The Canadian Grocer

“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.

CARTER-CRUME COMPANY,

LIMITED

TORONTO and MONTREAL

Mention this paper.

Banner Lamp Burners

7'rm

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

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

Boston Special

Absolutely Automatic

All that 1s 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 8how
Value
No mistakes or errors

are possible. Down weight
not possible.

The Dayton

Over 210,000 Scales sold. Are you
one of the users ?

Pays for Itself

The Gomputing Scale Co. of Canada, Limited

Toronto, Ont.
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Long Years

;" of honest quality and scientific manu-
e facturing progress are behind every
one of
BOECKH’'S
2l
BRUSHES and BROOMS

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

UNITED FACTORIES, LIMITED

TORONTO, CANADA

B G IO AT

=
sial i B
' 6L |
SAVES HALF THE WORR !
i |
! \
cessary to
& e of | SULID BAcK
|

ny price per
| the chart,

t up to and : L a ‘

il capacity T is only about five years since |

to put the we began to push the Broom
th lat- .

s s business, yet to-day our Brooms

,.f — are found in the largest and best ! GLASS KING
tform. ru |
: l

| agate and wholesale and retail establish- ——
ments in Canada, from coast to
)8 Show b | BRASS KlNG
e They have the reputation of being
i . g 5 J
e i strongly built, uniform in qual-
own weight i ity, and unequalled in style and Have you had a sample B0OSS WASHER,
finish. ¢ over 12,000 sold. Try one.
4
Iteelr i We solicit a trial order.
|
!

. Limited | Stevens-Hepner Co., Ltd. WALTER WOODS & GO.

Mot of Beuches sud Bysssms WHOLESALE WOODEN WARE AND SUNDRIES
Port Elgin, Ontario, Canada HIM“.TUN Illd wm“lPEG

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.

Limited
JORONTO: 8-10 Adelaide St. West
MONTREAL: 266 St. Paul St.

)~ /_/;44///4’/./“ :
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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

CANADA BROKERAGE CO.,

9 FRONT ST. E., TORONTO LIMITED
b :




GROCERS

GOOD GOODS

THE CANADIAN GROCER

A. J. YOUNG LIMITED

WHOLESALE

and PROVISION
NORTH BAY ONTARIO

We carry a large and wel) assorted stock and cater to the trade in
New Ontario. Write, Wire or Phone us.

RIGHT PRICES

MERCHANTS

We can serve you well.

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. Oso Brand Pickles
are good pickles, and show their
guality. 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 nome of
the fresh crispness is lost. We
make 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 pichles.

THE 0ZO CO., LmmiTep
MONTREAL

BASKETS

You can make money as well as
oblige your customers {f you handle
our

Butcher Baskets,
Clothes Baskets,
Graln ana Root Baskets
and Patent Strawboard

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.

A AN INFLAMED TENDON

ABSORBINE

‘Will do it and restore the eirculation,
assist nature to repair strained, rup-
tured ligaments moresuccessfully tin
Firing. No blister, no hair gone, 1
you can use the horse, $2.00 per bottl 3,
2% delivered. Book 2-C Free. .
ABSORBINE, JR., for mankind, €100
pottle. Cures Strained Torn Ligamci s,
Varicose Veins, Varicocele, Hydrocele,
larged Glands and Ulcers. Allays pain quici iy

W.F. YOUNG, P.D.F., 204 Monmouth St., 8p.ingfield, Mss
Canadian Agents, LYMAN SONS & CO., Montrea\.

Maple Suga'_

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

Write me.

P. J. GIRARD

RICHMOND, - QUE.

b e i SR S
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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.

AENT 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.

1T S The subjoined list of specialties will give an idea as to the range we manu-
d

facture. All prices f.o.b. Montreal. Our Montreal office will furnish price lists
on application.

as well as
you handle
W e R SR RN cereeessasssessssso.About 1,200 to box

| TR TUDEE ... .coiivervnenonnesosse ceievie.....100, 200 and 300

;:tt:’ 3 Trinle Tunmol Tubes . ...........ccouevecconcasans ; 100
Ba.':. ts B | S e S s o S T s IR 100
S } T S R RS e N 1 R o . 100

wbhoard f Buffalo, hollow StCKS ...................cconveenn. . 100
= | L RS R e T RN, 1o ul § (i A R 100

our basket g ‘ L R e KIS RN P LS Tt e 100 bundles
:;:l-fagg;: B | Golf Sticks (glazed), solid sticks .................... 100
e Flexible Sticks (glazed), solid sticks ... .............. 200

attention.
B P s s e s AR R T e ie e ; 200

'ket Co" i Favorite, large penny stick ................covvnnn. 100 to box
\T. Dulce, large penny stick ...................cciinen. g
] s S A AR SR R TR e s 200
R T RN e R S S e DR 100
!J;I;ENDON T T A R e A o o (R i SRl 100

. A.B.C. Blocks (containing best lozenges) .............. 100
Lozenges No. 2, in barrels (bulk)
Lozenges No. 1, in barrels (bulk) best glazed.
“‘.grggfc‘.\"“,‘“;}: Lozenges No. 1, in 5-1b. paper boxes.
accessfully th.n Lozenges No. 1, in 5-1b. glass front cans

air gone, «id !
$2.00 per bottls, Acme Pellets, in 5-1b. glass front cans.

ree.

+ mankind, $1.00 Purity, pure penny stick, 100 to box.

Q;Trijfﬁm . Y. & 8. Btick Licorice, in 5-1b. boxes.
¥8 pain quicy Y. & 8. Stick Licorice, in bulk, 25, 50 and 100-1b. cases.
£ PRI, fast M. & R. Wafers (48 five-cent bags to box).

W TR Greek Mass, in 10-1b. boxes.
S Greek Mass, in 50-1b. boxes.
I Select Bundled Licorice Root.
uga Powdered Spanish and Greek Extracts.
Powdered Spanish and Greek Root.

orders foi
ght in the
fownships
rest maple

| National Licorice Company
ARD Brooklyn, N.Y.

QUE.
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THE CANADIAN GROCER

The

Canadian Grocer and Its Publishers

With this issue is presented the An
nual Spring and Kxport Number of The
Canadian Grocer. A particular feature
in regard to this number is that its cir-
culation is not confined to its regula
list of subseribers. Representing, as it
does, the foodstufis  trade in Canada,
from the produets of which Canadian
exports are to a great extent u;mp()m‘tl,
the importance of spreading the news
and conditions of the trade world-wile
is fully recognized, and the circulation
is considerably enlarged. Particular at
tention is paid in this matter to coun
tries where Canada’s products are now
largely going  and  where bhusiness  is
being built up. Selected lists are seeur-
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 Great
Britain, the West Indies, Australia, the
United 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 numhber of
copies go to the grocers in Canada who
are not yet readers of the paper. An
attempt 1s made to cover every grocen
worth while in the Canadian trade, from
the Atlantic to the Paecific.

* LS
*

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
['nited States grocery papers, we be
lieve we can say without hesitation
that The Grocer stands among the best,
and yet we are not satistied. We want
to make a bhetter paper, both for ou:
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 are 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
covers the grocery trade of all pro-
vincees in Canada pretty fairly, there are
still a nwnber of towns and districts in
which we have no representatives. We
would bhe glad to hear from anyone in
the trade in these places who would
undertake to send us the news of the
distriet in, say, a monthly letter, or
cach week, if the district justifies it.
* > *

Newspapers that are sueeessful are so
hecause they print that which pleases
their readers. We have always aimed at
this, and that we have not been amiss
in our aim is evident from the wide
drculation and  strong influence that
characterize Mel.ean’s trade newspapers.
To attain this position, the best news-
paper men and women have been secur
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
Twenty editors and
reporters are regularly attached to the

house in Canada.

newspapers and magazines published by
us, while of specialists and correspond-
ents in Canada, Great Britain and
France there are 133. Kach paper has
its own staff 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-
gether well that the newspaper makes
headway. Or the staffi of the MacLean
Publishing Co. the aggregate number of
men employed in either selling, adver-
tising or soliciting subseriptions is 56.
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.

* . E

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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service

New husiness for January was
largest by 26 per cent. of any previ
month in the history of the compa
and the increase for the first th .
months promises to be equally grat
ing. These increases are significant, i)
view of the marked falling off in
advertisements carried by many wor
newspapers and magazines in (Can..y
and the United States. Profits, unfoii -
nately, do not show any such gain. "I i
increase in publication costs prevint
such a desired consummation. But
have faith in the future, and faith is 1¢
substance of things hoped for.

* .
*

It is significant that the growth
circulation has kept pace with that i
advertising. From all parts of the ¢oun
try there has been a steady inflow i
new subseribers since the new o
opened, while old subscribers are rencu
ing in a way that indicates that tli
are well pleased with our papers.
is the proof of the pudding.

* *
-

But we are never satisfied. The o
circulation we have the more we w.ui
We have recently added several new i1 on
to our subseription ecanvassing staff
This will enable us to simultanco. -l
work every Province in the Dominion
so that every probable subseriber - ho
has come into existence since the ¢
try was covered last autunn will e
waited upon before the end of the «u
by a trained solicitor, and no « he
publishing house in Canada has o
carried on such an extensive subs (ip
tion eampaign through trained per- nal
canvassers.

Art as an adjunet to advertising ‘s
become a recognized fact. Art incro ses
the effectiveness of advertising. I ree
or four years ago the Macl.ean Pul ' -h
ing Company established a staff of ex
pert ad.-writers whose services re
placed at the disposal of advert: crs
free of charge. The results in the ay
of increased attractiveness of adver se
ments have been so gratifying tha' we
have now created an art departmen o
the purpose of further augmenting the
effectiveness of the advertising car ‘el
by the nine trade newspapers and n. :a
zines published by us. The chief of ‘he
art department has done some of the
most effective art advertising wort in
Canada, and we are looking for 1ig
things.

o B S
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THE

CANADIAN GROCER

A Review of Canadian Exports

THE PAST, THE PRESENT, AND POSSIBILITIES OF FUTURE DEVELOPMENT

“(‘anada, the

[he world’s breadbasket.”’

land of promise’’;

w  realm of wheat and gold’’;

These are

few significant titles attached to this

I

dy-endowed portion of the Western
nisphere by those who have spoken

re or less seriously of the country’s

|

d, and

esent amd of its prospeets.

he world recognizes the magnificence

Canada’s resourees. Stories are bheing

most of them are true, all
¢ hoth hemispheres, of the possibili-
of this country. The eyes of the
(Canada. Bul

the world is waiting for is (o see

ons are fturned to

these lmssil!ililiv.\ will be taken ad-

ade llt..

\s a thermometer of prosperity and

i

ong  the

|

m  this standpoint,

clopment the exports of a country
accepied as a pretty fair index. And
Canada, for a
paratively new country, will rank
leaders. A
< and figures presented herewith will
w the formation of a pretty correet
t as to what Canada’s export trade

review of the

heen, its present wonditions and

the future will bring forth.

25 Years of Expansion.

he exports of Canada during the
25 years show a surprising record
spansion. In 1883 the total exporis
erehandise from Canada were $84,-
707; while in 1906 (the last (lov-
ment  fiseal year whieh
30) they had reached a total of
183,956. Of these the exports to
Britain  jumped from $39,538.-
i 1883, to $127,456,465 in 1906;
the exports to the United States
ased from $36,096,501 in 1883, to
16,306 in 1906; the business with
«t Britain  being proportionately
i greater than that with the United
s. The following table will show
these inereases are made up:

ended on

G. B.
cricultural  produets .....$ 9,474,740
amals and their produce.. 13,158,194
HUOENIE- 5 S eva s ey ek 2,337.072
rest produets ........... 13,027,337
imufaetures ... ......... 1,211,189
PRI e 309,794

Ilie above table shows the enormous

rease during the past 25 years in ex-
ts to Britain of produce of animals

and the field. The exports to all other
countries inereased $8,651,139 in
1883 1o $24 481185 in 1906,

Last year (1907) there was a lalling
off, ecompared with the
the total being $226.512,063. The oul
1907

from

previous  year,

put of the Canadian farm during
was less bountiful than i former years,
and below the normal, owing to untavor
conditions, especially in

able elimatie

the Northwest, where the wheat vield

Catile
\\'Ill‘il|. ewl., 5
Meal and Hour, ewis

Peas, ewls.

Bacon, ewls
Hams,
Butter,

(heese, ewls.,

CwWis.

OWIR Ve usssensine v

Horses Reny
Sheep and lambs

was redueed i quantity and inferior |
quality, due to late maturity and frosis
This condition of affairs may have lem
porarily checked expansion, but no se
vere or prolonged recession of trade s
likely to oceur. That this is so may be
judged from the Government’s report of
exports, ineluding eoin and bullion, to
the fiseal year Mareh 31, last,
which were valued al $246,960,000, an
inerease of $7,346,000 in a year.

ended

This 1s

a remarkable inerease, when we take

into eonsideration the failure ol

last year.

1‘|\|ll

Present Year Beginning Well.

The trade with Great Britain during
April of this year shows encouraging
inereases. Wheat
quantity fifty per cent. over the corre
year, while the

exports inereased In

sponding month lasi

1906.
U. S. a8 B U. S.
$11,989.280  $42.305,048 $ 5,779,964

1883

6,067,588 AT, TH8,417 7,259,329
3,186,218 6,139,577 1,880,407
9,916,040 12,498,738 23,085,040
1,603,274 7,233 9,652,328
2,332,051 1475 42,869,004

wheat inereased sixiy-

Flour exports, however,

value of this
three per cent.
have shown a large eontraction, but it

67

s still eonsiderably above the

expol

level Cheese exports arve nearly fow

times  greater than during Apnily las

vear, and there are signs ol recovery

in  the butter trad Provisions  and

dairy produee generally arve showing a

encouraging revival
I'he following table gives some export
figures for April, compared with
previous  month, i 1 Wi e \
sponding month sl vea
\pil, Mar \n
1908 1905 1907
¢ 46819 £ 82.682 £ 92008
IS4.967 2T 112,695
VT.087 9412 96,50
L S, 84 W24
151,954 1694955 183,320
A2 L3287 25058
Ho 2,002
140,435 140,468 36,865
B0
1180

CART .00 L0840

Exports Principally Agricultural

Products.
Canada, ol course, 15 an agrienltura
country, amnd, naturally, he CXporis are

largely agrienltural, grams,  especially
wheat, oats and barvley, and Hour, are
the heaviest lines, with apples, eatth

and  sheep, bacon, hams and canned

meats, hay, and leather and paper elos

up.  These are exported prineipally

Gireat Britain.  Tiwber, agrienltural im

plements, drugs and  chemieals, manu

factured articles of ron and wood, and

copper and niekel ore, also figure larg:
Iv. These, however, do not go so ex
tensively to Great Britain, but rathe

to the United States and foreign eoun
U'nited

eustomers, but a

tries Gireal Britain and the
States are our besl
vearly-inereasing trade is being done
with the British West Indies, Cuba, New
Zealand, Newfoundland, Argentine,

Franee and Germany; and Australia and

Belgium, though not inereasing their
buying of Canadian goods, arve still

splendid eustomers.  Japan, China and
the Fa

as the possibilities for trade look very
bright.

East, also, might be considered,

Development of West Indian Trade.

One of the brightest fealures is the
development of trade with the British
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Wesi Indies.
Canada has no reeiproeal arrangement
with the West Indies our trade with
the islands s rapidly inereasing, and

Despite  ihe  faer  ihat

the steamers going out from KEastern
Canadian ports are carrying larger and
larger cargoes of farm produce. A
oreat deal of fish, too, is being taken.
In faet, our fish exports are almosi
wholly sent to the Wesi Indies, the
United States and Brazil.  These eun-
couraging signs are a fair indication ol
what might be done under reeciprocity
if Canada obtained a  preference on
farm produets in the different islands
and in British Guiana. Reecently it was
found uecessary to send a  special
steamer with a full load of Canadian
products to Bermuda, and no doubt a
market for Canadian manufactures of
various kinds, as well as tfor farm pro-
duee, could be built up 1t eloser rela-
tions were established.

I"l"“l' i.\ one ‘]Il ‘h(' Iil“‘.\ l'ﬁl“'('iilli‘\
called for in the West Indies, and Cana-
dian millers have found that tins will
he a great market in future. There are
no mills there, and flour must be -
ported.  Labor is cheap enough, bui the
fact that there is no demand for the hy-
products—hran and shorts—would mili-
tate against the condueting of a milling
indusiry on the islands.

Cuba Takes Her Share.

(‘uba, too, 15 a pretty good buyer of
(‘anadian goods.  For the ten months
ending January 31, lazt, 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 $245,965,226.  Of these the British
Empire took $130,382,054; the remain-
ing $115,583,173 being divided among
all other countries. Great Britain took
$119,442,281, the ecolonies $20,939.773,
the United States $100,242,170, and all
other eountries $15,341,002.

What the Government is Doing.

To build up ouwr export trade the
Dominion Government has a chain of
trade commissioners and  commereial
agenis 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 aect
as Canadian Governmeni
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 irade. A monthly report is issued
by the department, supplemented with

representa-

THE CANADIAN GROCER

a weekly bulleting eontaining  this in-
formation, but in regard to this report
and bulletin serviece we are still he-
hind the daily consular reports pub-
lished by the British and Unifed States
Governments. Doubtless our serviee will
bhe improved in time and (‘anada, 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 tormed after the close of
the Pan-Ameriean  Exhibition at  Buf-
talo in 1901.
Ruffalo the Dominion and the various

3oth at Chicago and at

provineial governments condueted their
own exhibits. Now the Dominion Gov-
ernment  undertakes 1o look after all
exhibits and thus prevents . wasteful
duplieation and expense and during the
past few years this braneh has conduet-
ed  the Canadian  exhibit  in Osak:
(Japan), 8L Louis, Milan (Italy), Glas-

; F. C T OHARA.
Recently Appointed Deputy Minister of
the Canadian Trade and Commeree
Department.

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

There is an ‘‘Extension of Markets’’
Department, at Ottawa, whose business
it 1s to compile lists of exporters and
their produets 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 produece, to tl
British market. This has enabled tl
small shipper to enlarge his field .
operations to some extent, allowing hi
to enter a foreign market and th
compete for business at home
abroad.

As regards the cold storage syste
the ammonia process of cool air ¢
culating through pipes has proven its
to bhe hetter t(han the ice refrigerat
scheme; but as to the success of (i
sending forward of fresh fruit w
vegetables to the British market by il
or any plan. there appears to be son
doubt.
to have suffered somewhat in {rans
These goods and all Canadian good
sent to Brifain, are going to the world
areatest market and are meeting in con

Tomatoes, especially, are s

petition the choicest produets of il
world.  Too mué¢h care eannot be tak
in preparing and forwarding our nu
chandise,

During the early part of the lasl
century and while the country was I
ing settled, the prineipal produet
(‘anada was timber, and this was
ported largely to Europe. The timbe
trade is not now so all-important -
it onece was and what exports there ar
go largely to the United States.

Filling the World’'s Breadbasket.

With the filling-up of the country
the wheat fields gradually extended and
as the golden grain took the place o
the forest, wheat soon_  occupied [l
primary position. At first the United
States was a good customer, but wilh
the abrogation of reciproeity in 1806
and later the passing of the MeKinley
tariff in 1890, we had to look for othi
markets for our wheat and Greal
Britain’s demands began to be cate
to. The opening of the West by
C.P.R. made possible the eultivatio
immense traets of prairvie suitable
the growing of grains, and so Canu
entered the lists as a world’s wh
produeer.

Meeting New Conditions.

The older parts of the country
began mixed farming, and as (i
Britain was already taking Canad
cheese there was an opportunity
to add beef and bacon, poultry, e
butter and fruit. The British mai
presented new econditions and new
mands, and Canadians had to ad
themselves to this work. As an
stanee of this, Mr. C. C. James, Dep
Minister of Agriculture for Onta
cites the case of barley, which, up o
the time of the passing of the MeKini v
tariff, was an article of export to tie
United States. ‘‘British maltsters ¢
enormous quantities of barley,”’
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gl)<>1l>, esp
luce, to tl
enabled |
his field

illowing hi
t and th
home a

s, ““but we simply eould not change be done nor money to be made in com onr South American eompetitor, and
consienment from Oswego or Buf- petition with the cheaper grades so better bread is obtained tfrom it Al
to Liverpool. C(Canadian barley present there is a call in Britain for
Canadian Miller's Ovportunity. Ontario patent. which is a good pastry

not suit the British malting pro-
«s: 1t was not of the right kind.”’ =

. lo md there 1s oro 1 ymand for
s I the flour situatron some of the ' ‘I“ amd there 1 'd growing de llr.x d

} new ¢ L * me ' 3 : fons : lled oats weakfast foods of a
the now eonditions Bhad ".’ ‘e met o aller Canadian mills are afraid of Yelled « s . bre fl‘[ o i
d the new buyer had to be given what kinds. Canada might, and should, d
wanted. This applies to all our

ports. The wishes of the buyer must

the competition on the British market
- ]
4 " miueh HOre exporting 1] L RIT Vvarmous
rage systc and eite the mereased number of mills !

ool ilil' ¢

: lines « rrall
which have gone up all over Seotland : g -

and England, but those familiar witl The Railways Participating.
the milling business on both sides of the

respeeted and the conditions of the
e irket met, so far as possible.

In 1902 the barley exported to
itain - was valued at only $172,028,
1906 it rose to 1-'4‘_’0)',!.!]7: and last very large buildings and plants in the
e to $710,445.  Ever sinee 1890 this Ul‘l.

g ( l | i bet Canadian rvalwavs are encouraging

< T » : et ter

weess of walter ay anadian 1ave fe el : ' | : et
‘rui f the argument There mav be soma "¢ ¢Xport gra rade by making

h froit w 0 ¢ arg . a)

rket |)_\ 1
to be son

casier to earry zoods to the seaboard

\ he (LP.R. is butlding a
Country, but these only mean The PR ;
. p p ANECE OVEr . : Creorgian
i has shown an advanee every yean inerensed outlay on ° eapiial account teory

y, are sa
e ; : 1 stratght
. 2 " which ean be made good one way ol o

i Ll Increase in Wheat Exports. SRSV P S0 W B ane W
idian  good

wet with Montreal I'he
a high price for the output of the
up two elevators,

the worll \bout two years ago J. J. Hill, the 411, Then there is the matter of offal }
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shipments amounted to about 32,000,000
bushels, the largest on record. This
vear, owing to the high freight rate on
grain between Buffalo and New York
ar: inereased shipping business is ex-
preted in this eommodity at Montreal

Butter and Cheese Trade.

Our export trade in butter and cheese
with Great Britain fell off very largely
last vear, the decrease being somewhere
it. the neighborhood of 30 per cent., but
fortunately this was not due to keen
competition in the English market so
n:uch as to the faet that we did not have
butter and cheese to offer. Demand in
Canada. with the Inereasing immigra
ticn, is erowing so rapidly tha! the pro
ducers, having a much smaller output
last vear found themselves only able to
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a greater civilization {o assimilate these
qualifications and evolve from the pro-
cess proper facilities for plaeing their
produets on sale throughout the world.

Up to the presen{, 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 eoun-
tries.

Much has been said about the utility
ol silos where fodder c¢an bhe stored
during the winter that will greatly
augment the vield of milk and also be
cheaper than feeding the cows on hay
It is reerettable that the high price of
hay and feed led so many farmers to
slaughter their eows both in the antumns
of 1906 and 1907. Such aetion on the
part of the farmers precludes the pos-

PICKING APPLES FOR EXPORT iIN A CANADIAN ORCHARD.

supply the home demand.  There can
be no doubt but that as soon as
(anada can provide her own market
with ample supplies, and have some left
over, then will she be able to throw
down the gauntlet fo New Zealand and
the other colonies in the British mar-
kets.  The general eonditions in the
British trade in these produets last year
were much the same in many respeets

Now that Canada must awaken to the
competition in the English markets of
New Zealand and Australian produets,
which have passed the experimental
stage and are now assured factors in
the British situation, we have to econ-
sider also the debut of a new competi
tor 1n the markets across the seas. This
new entry last season was Siberia, and
some have seen cause for a grave re-
floetion in this event. At the present
moment, llil\i]]f_" lhp ”“1‘(‘,\\‘;]['.\ ]li];lll';ll
assets, it only remains in Siberia for

sibility of very rapid growth of the in-
dustry.
Present Conditions.

The butter and cheese markets of
Great Britain are at present stationary
and no change is noted sinee the but-
ter scareity of two months ago. Then
butter sold as high as 36 cents a pound
Just now Danish and other foreign bul-
ters can be bought in London for 24
cents, some four cents cheaper than
Fnglish 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 Seot-
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
$6,802,003 in 1906. In faet, it was the
smallest showing since 1895,
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With butier there is always ‘
element of chance present. With che: ¢
it is different. During the eanned m. i
scare in Britain a great run v
made on cheese, with beneficial resi '
to the Canadian exporter, for a ta
was created for Canada’s produet :
now a number of people ask for it
preference to the Old Country ma
The weather eonditions in England :
on the eontinent generally since
beginning of the year have been
tinetly against anything like a non
season of cheese-making in Europe 1
vear. An English provision journal s .
of Canadian cheese: ‘‘The Canad
produet has got the good opinion of 1/
market herve. lIts quality is recogni.
to be more and more uniform as

vears pass. It is pretty well agreed 1
there is little difference in the real va
between any summer and autumn m:
now, and buyers know they are gett
on to a good article when they buy (
adian cheese, whether it be June
September, July or August.”’
London retains its position as 1l

chief market for Canadian cheese witl
Liverpool, Bristol, Glasgow, Leith
Manchester following.

(heese exports to Britain which 1l
inereased from $19,620,239 in 1902 10
$24,300,908 in 1906, last year dropped
to $22.001,:332.

Egg Trade Fell Off.

In the ege trade during the past \
somewhat the same conditions have |

vailed as in the butter and cheese s

ation, which has not made it the bri
est of vears for this business. It
keepers of hens in many cases, oving
19 the lofty prices of feed, have thou ht
it wise to kill them off. There was
siderable talk about the prospee o
trade with Great Britain during he
past season, but our prices were oo
high. Therefore, the exporters fo nd
no material inspiration in the Br ish
markets.

Changing Conditions.

A remarkable change has come e
the egg trade of Canada during
past seven or eight years. Ten » s
ago English buyvers ecame to Canad v
the Spring and econtracted for | g¢
shipments, probably 80000 to 10« 100

cases in the fall. At that time egg o

pickling could be obtained for or
10 cents a dozen, while to-day m
14 to 17 cents has to be paid, the | me
demand and curtailed produetion | g

responsible for the inereased price. he
result is that egg exports have g1 Iy
declined and England now gets, be des
the Irish and Danish article, eggs om
Southern and Eastern Europe.

In 1902 Canada sent Great B, am
$1,691,024 worth, while in 1906 our g5
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o England were valued at $448,463
last year at only $270,567.
Poultry Business Increasing.
ssed poultry exports to Britain
od $101,808 last year, an in-
of $20,000 over the preceding
Though not so high as in 1902,
(‘anada exported poultry valued
216,503, the amount sent to the
ish market is inereasing yearly
te the faet that a strong home de-
has arisen within the past few
Live poultry valued at $68,276,
‘\lml'l(’tl in 1907 to the United

Could Develop Meat Trade.

hough at present one of Canada’s
important exports, the live and
.l meat trade, could be consider-
developed. For one thing, the

wrco on our cattle eompelling them

killed within ten days of then
al on British soil works injurious-
vainst Canadian trade and should
itted, for the animals at the time
langhtering are not in satisfactory
lition, owing to the long sea voyage
have just undergone. We may

-onably attribute the falling off in

I+ exports last year to the un-
able weather conditions which pre-
d all over the American continent
oreater part of last summer causing
iwht and searcity of feed.
reat Britain took Canadian live eat-
ver one year old valued at $8,382,-
last year, compared with $9,742,588
1902 and $11,044,248 in 1906; and
sheep valued at $266,019, compared
$4300055 in 1902 and $244,053
6. The United States was a close
d in sheep last year, taking $228,-
orth.
Bacon Trade Declining.
1903 Canada appeared to have
d its high-water mark in the ex-
f baeon, that year’s figures being
9,122, Sinee then the exports
leclined yearly, last year’s total
$9,907,734. Beef, too, has de-
since 1902, when we exported
4 worth. Last year the figures
niy $71,935, but even that total
000 greater than in 1906.
rts of ham have been see-saw-
m $237,306 in 1902 to $343,370 in
the highest export values being
7in 1903. In faet the year 1903
nada’s best year in the dead meat
trade. There is, however, an
demand for Canadian hams and
in South Afriea, where they have
«ellent reputation.
Some Strong Opposition.

British market for hog products
s a lot of study and eareful
mg.  Denmark is a strong com-
of Capada in this ling of meat

THE CANADIAN GROCER

and has the advantage of closer proxi-
mily Lo the market. It takes two weeks
after killing to place Canadian goods
on the London market whereas, but two
Goys are required for the Danish ar-
ticles, which, eonsequently, are put on
sale in a milder and fresher econdition,
and probably are more palatable to the
]':n\_:li_\h taste. There is this to be said,
however, that the Canadian produets
are better eured and can be more easily
kept 1f necessary.

When the London market is over
stocked a telegram to the Danish pack
ers will suspend killing until a demand
again exists. This scheme ecould not
very well work in Canada. Two weeks’
coods are already on the way by the
time the order is received, and 1t there
is a continued glut on the English mar-
ket it is the Canadian exporter wh
leses.  Thewr although both Canada and
Denmark are agrieultural eountries, the
communiiy-of-interests idea seems to be
working more harmoniously in the lat-
ter ecountry. The farmer and raiser of
hogs knows he has a profitable line ot

PACKING CANADIAN APPLES FOR

Canned Meats Decreasing.
}

Caaned tongues, whieh had been 1n-
ereasing iir value up to 1905, when Can-
ada’s exports jumped to $ 70, have
s snddenly deelined to $1,349,880
1906, and $13584 in 1907. This ex
il‘.lwl'tlln:ll.\ deeline is, no doubt, due
the cffeet of the campaign ecarried o
during the beef trust arraignme

the United States, and due, too,
articles which appeared i

press during the past couple

I'his also applies pretty genera

canned meats.

Enormous Fish Shipments

OF export hsh a most mmporta
i1s dry salted eodfish, which goes IR
quantities to Brazil and South Amer
can ecountries; to Cuba and the Wes
Indies, and the United States and Great
Britain. Brazil alone last vear took
$708,206 worth, while the British West
Indies hold the record a $735.941

The United States took $239.25.
worth of piekled maeckerel, and $144,
984 in fresh and frozen herring I'he
West Indies - took $118.605 worl

EXPORT SHOWING “MARKED

BARREL

work and is aided and helped by the
packer, and the farmer and packer are
both aid:d by the government.
A Record in Mutton.
(‘anadian mutton, which seemed to be
going under in eompetition 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, thn
giving them a good hold on the British
buyer. All praise is due the Canadian
exporter when he is able to inerease
his sales in the face of this strong com-
petition.
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herring, and the United Staies $343,934
in sea-fish of various kinds.

Fresh lobsters, valued at $405503,
and eanned at $962471, 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 1906 to $613,428 last year for
canned goods. This decline is no doubt
partly due to the enforecement of the
law regarding the size of lobsters to be
caught. Franee took from us last year
$844.865 worth of lobsters.

Fresh salmon exports to (ireat Bri
tain have deelined, the United States
heading the list at $135,070. In eanned
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 yvear. Australia took $199.-
088 worth of canned salmon last year.

United States Demand Increasing.

An interesting feature is the Increas-
ing export of tresh water fish to the
United States. Fishermen aver that
enough fish is caught in Canada in a
week to supply the Canadian market
for a year. Last year the United
States took fresh fish valued at $1,124.-
887. Some of the fish, like carp, catfish
and biue pickerel.  whieh particular
Canadians would not buy at any priece,
find ready sale at good prices among
the foreign element in the larger Ameri-
can eities.  Great Britain still buys our
whale and the furs of marine animals,
last vear taking £199966 worth of the
former, and $111.699  worth of  the
latter.

The Export Fruit ATrade.

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
o the year 1907 was

in Canada durt
particularly satistactory. The erop did
not exceed all records, and, perhaps,
might be below the average, but this
condition is amply compensated for by
the faet 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. but this faet did not militate
against their sale, as their guality left
nothing to be desired. A ¢ombination
of ereumstances in the United States
and England contributed largely to the
vood prices which were obtained by the
Canadian shippers in foreign markeis.
In the United States there was a com-
parative shortage in )*Iqu- crop and a
similar condition of affdrs prevailed in
Fngland.  These eircumstanees acted as
a stimulant to the Canadian exporters,
who were anxious to take full advaniage
of the situation. Under ordinary con-
ditions the apple erop 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 fo
other points of outlet. A speeially large
number found their way aecross 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 $3,696,977,
io the English market. acainst 1,029.418
barrels, valued at $3,475,825 in 1906.
Though our exports to Great Britain of
aoreen and ripe apples are inereasing
vearly, we have not yet reached the
figures of 1904, when we sent $4,379,-
826 worth. The United States last year

THE

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

There is some slight eompetition on
the London market from Tasmanian
and South Afriean 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 erade packing prevented the placing
of a quantity of Canadian apples with
some (GGerman houses a year ago, when
buyers were sent out to pick up some
choice brands. These buyers were dis-
appointed with the ‘way Nova Seotian
apples were set out and placed their
orders with United States growers in-

stead.

Dried Apples Going to Holland.

Last year Great Britain took but
72355 sworth of dried apples, compared
with $12,254 worth in 1906. There has
heen -a deeline in the export of these
coods sinee 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 yvear that eoun-
try took dried apples valued at $68,4-42.

I'resh berries of all kinds are going
to the United States and praetically
none to Great Britain. Canned and
preserved berries, however, are again
inereasing in export to Britain, last
vear about $250,000 worth going for-
ward, against $245,619 in 1906. We are
still, hewever, Dhehind the $370973 re-
cord of 1903,

Carned Geceds Aggregate Well.

Canned goods exports generally are
about normal, canned apples being the
most prominent fruit.  Other lines close
up are tomaioes, peas, corn, peaches
and strawberries.  The total value of
these exports to Britain last year was
F241,04003.

Maple sugar was hought in the Old
Country more freely last year than for
the several previous vears, but the
United States is still the buyer of this
maple line, importing in 1907 $214,317
worth, compared with Britain’s $4,482.

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

Cereals Are Sold Widely.

(fanadian eereal foods were introdue-
ed into Great Britain several years ago.
Last yvear 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 took praetically all of
Canada’s oatmeal last year. Our total
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export was valued at $666,130, of wi

Britain took $611,251 worth. .This is

line that has been steadily rising
value as an export article. In 1902,
sent $329.042 worth to the Knglish n

ket, while in 1906 the value had ri:

to $492,084.
Agricultural Products.

Our bean exports to Britain are
¢lining rapidly, owing to inereased
demand, though the United States
also buying largely.

Buckwheat, though not making
cood a showing last year as in 1906

still going ahead. In 1902 we sent #

094 worth, while last year the ex;
of buekwheat had inereased in valu
F147,653.

Oats last vear went forward to
value of  F2448,800,  compared
F762503 in 1906, and $1,861.661
1903. This grain fluctuates mueh 1
port yearly, and depends a great
on the demand and prices to he obi
ed in the European markets.

Whole peas, too, are continually
sawing. In 1902, $1,105,814 worth
to the English market, while las
we sent but $313,542, - which, witl

(‘Xl’l'l)[il)ll of 1905, was the poorest vea

l'\' record to date.

Hay is still deeclining in export,
prineipally to short erops. Britain
$356.172  worth  last  year, bui
amount is very smalt compared with

$952,728 in 1906, and but a monthl

N

compared with $1,702,538 hought by I3

tain in 1902, The United States in 1!

took hay valued at $240,687.
Exports of hops are up again
the deelines of the past six years
1907, $32.25
the highest in a decade.

) worth was sold, whi

Some Miscellaneous Features.

One of the great features ol
ada’s export trade in the line of
factures is the inereasing dei
abroad for agricultural imple
(termany, Australia, Franee and (
Britain being very large buyers. i
writers to Britain and linoiyp
chines to South Afriea are also sj
export features. Cordage and ¢h
are going forward in growing qua
to the United States, as also are
and chemicals and electrical appa
fertilizers, ice and manufaetw
steel and tin. England is taking
inum, musieal instruments, oil eak
leather, the latter to the value
491,572,

One of our large export items is
ing paper. England last year |
this to the value of $842,64
United States $677,894, and Au-
$600,607; the total value of ship
in this line heing $2,500,635. The |
States hesides took $3,263,735 wo
wood pulp. One very inleresting
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wre is that while Canada imports from
reat Britain great quantities of ale
(d beer, last year $924,614 worth of
iskey was sent to the United States.
One or two faets which have been im-
essed in various ways throughout this
ticle deserve eomment.
[t is very evident that as Canada’s
pulation is inereasing and the eoun-
v is developing, the demand at home
r several lines whiech were formerly
vported very largely has inereased to
wh an extent that loeal consumption
pproaches the aggregate produetion
d the markets abroad which would
ierwise be open to such produets ean-
he supplied. This will aceount for
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woods rooters’’ raided the eook tent and
ate everything that was edible and some
other things that weren’t.

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

““Wall,”” he finally exelaimed, ‘‘de
cood Lawd suhtainly knowed His busi-
ness when He named hawgs ‘hawgs’!
Dey sho is  hawgs!"—Philadelphia

I.l'd‘_’&‘l'.

DOESN'T PAY TO SCATTER
ORDERS.

Not a few merchants have the idea

that the shrewd way to buy goods is

your aceount in one basket, you eal
wateh that basket Moreover, by ecen-
tralizing your trade, vou build up a
solid reputation with that house for
eredit; you are recognized as a valuable
customer, O whom (he coneen can a

ford to make eoneessions

The representatives of that house,
when they eome to vour town, will se
to it that yvou 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
Nniss, Illl( coes (o '..Hl‘ coneerns m \\.‘=| i
that house has an especial interest. If

there are any inside ficures to be give

SPLIENDID INTERIOR OF A CANADIAN STORE—GROCERY DEPARTMENT TRITES-WOOD CO., FERNIE, B.(

deerease last vear in several lines

export.

Fns eondition will heecome more evi-
as the ceountry econtinues to grow,

t is incumbent on exporters and

Government <|4'|);lrln|vn|.~ interested
take all possible steps to inerease pro-

lon 1 these lines of goods.

‘" DEY SHO' IS HOGS."”

\lose, the darky cook of a party of
evors in Eastern Texas, was greatly
oved by the razorback hogs that
med around the eamp. One evening,
le he was at the spring, a particu-
v oravenous band of these ‘‘piny

to keep eight or ten different hrms in
the same line dangling along with
small orders to eaeh one, rather than
coneentrating the orders with oune
firm, and trusting to that firm to pro-
teet them on prices.

Commerecial travelers themselves
will tell the honest seeker after in-
formation that the man who secatters
orders doesn’t get as good fireatment
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 eredit for your establishment.
It is better for you to do your busi-
ness in one place, as far as possible, be-
cause it is better for you to owe money

to one house than to a dozen. Having
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out, you will get your share of then
While a drummer may now and then
make a speeial cut to a new customer
o get his trade, he won’t L\\‘t‘[l the SVs-
tem up, and he will plan to get his
money baek in due time.

By coneentrating 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 econecerns, taking the risk of
over-ordering in some lines with the ob-
jeet 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 mueh more
fumiliar in the grocery store than a
display of ecanned goods.  The grocer,
too, when he buys his 30 or 40 cases,
talks away with the traveler about
sswells™ and  “*leaks,” and yet how
many of them are familiar with the
processes which are gone through in
the pl'mlll('liwl: of the goods. .\ repre-
sentative of The Grocer had the pleasure
of visiiing several typical canning fae-
tories in Ontario some time ago, and
in one of them was fortunate enough t
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

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 ecarefully into a machine
usually situated outside the factory
proper, near the unloading platform
which washes and scalds them and b
means of a moving elevator passes them
into the faetory ready to be peeled.

A machine has recently heen 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-

ENGRAVING NO. 1--THE MOVABLE PEELING TABLE.

eiven herewith. No attempt is made
to give a technical deseription but
rather to put the story in a praetical
and interesting way and to give points
which grocers ean talk to their customers
about. g

The importanee of the Canadian ean-
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 eclean
liness and sanitation, which are de-
voted to the trade. In practically every
factory maechinery 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

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 01
machinery which is shown in the first
engraving.

The Peeling Table.

The machine, as will be seen, is real-
ly a eireular series of small bins or eom-
partments fitted on either side of a
framework, while between these runs an
endless belt of flexibly-conneeted 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 sealding
machine, come to them by the pailful.
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Each woman lifts off a pail of seald
tomatoes as it ‘comes to her, places

beside an empty pail in the small con

partment in front of her and places {i

peeled fruit into the empty pail, and th

peelings drop into the first one. Wl
a pail is filled it is placed on the mo
ing table. along with the pail of pe
ings and passes along around the eirel
the peeled fruit going to the filling n
chine and the peelings to another ope
ator where it goes through another
cess.

With from 70 to 80 women worki
around one of these tables, and th
work remarkably fast, the scene is |
ther an aetive one. In most factori
inspectors are engaged in watehing
peelers, seeing that the peeling is do
properly and that all unfit fruit is i
carded. These inspectors, too, carry |
checks which in most factories are givi
with each pail of peeled fruit and il
tub is readily kept on the amount
work done by each employe.

How Cans Are Filled.

After being peeled the tomatoes
to the filling machines. These are ma
inetured in different designs and a
continually being improved, so that
is diffieult to deseribe all systems us
I1i general, however, the fruit is empti
into a hopper in the top of the n
chine and is fed automatieally in exa
Iy the proper quantity to the cans, whi
pass and stop for the amount requir
tor filling below the hopper. If salt is us
it is sometimes squirted in in solution
the machine before the can is filled,
is sometimes fed in in its erystal sta
A large amount of the tomatoes, ho
ever, are canned without even the
dition of salt.

One of the latest machines for filli
cans, and a most interesting one to =
and hear, in operation, shows a h
down over the can as it comes bene:
the hopper, pumps the air out and tl
forces the fruit in, doing all this
au instant and causing in the operat
a noise something like a man walk
in a swamp with long hoots on.

The Sealing Process.
After being filled the ean, which h
either a large hole in the top, or |
the top entirely open, according to tl
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le used, the latter being a later de- retorts and lowered inside. The covers the machinery is arranged so that it
1, eoes to the soldering machine, or are then clamped on, the steam turned may be adjusted to a nicety to allow
a erimper to be sealed. or. and the eooking proeess begins. The the fruit to remain the proper time in

With the open-top ean the sealing time consumed in the eooking operation boiling water. The mechanism may be
whine automatieally applies a eover varies of course with the kind of fruit adjusted so that the eans take from but
d this is again automatically erimped and its condition. a few minutes to an hour and a half or
wmd the top of the ean in sueh a The other system of cooking, which, more to pass through the cooker.

The Final Processes,

When the cans of fruit are eooked
: and this is ecommon to both systems, they
f seald 3
pass to another endless belt which ear
places
nall em
lIil(‘l‘H L

, and th

ries them through a chamber of eold

water for the purpose ol cooling
After cooling the cans are loosely

packed in cases and are then transferred

2. Wh .
to the storehouse in conneetion wiih
the mo ,
£ the factory, where they are allowed t«
of pe g .
I I remain for some time before shipment
1e erel
: for the purpose of detecting any
lling n . b :
swells”” or imperfeetly sealed goods,
her ope : 3 .
which would ||luh;‘.h|\ cause trouble

ther p o
X er.

worki When an order comes in from the
and th broker or jobber the number of cases

S required is brought into the factory

" for labelling. This work is done by a
ENGRAVING NO. 2—RETORTS FOR (COOKING. special machine which automatically
pastes the label and slaps it on the ean

factor
hing I

r s do

it ixd as to provide & hermetical seal, with  to the uninitiated is a more novel one  with an aecuracy and rapidity secarcely

carrv i< stvle of ean no solder whatever is  i: entirely automatiec. The machine 1 helievable.
are i ol "in sealing. this ease consists of a huge wooden It will be seen that through the pro
« -2 i4 AW =
and

nount

lhe soldering machine, which seals the chamber or covered trough from sixty cesses already deseribed the fruit is not
tially-covered eans, is a remarkable to a hundred feet long, in which boiling touched by hand after it leaves the
cee of apparatus. As the eans pass water is cireulating and through which peelers

ne on a track entering the machine

small tin eaps are applied. In the
whineg a small amount of spelter is
i stematically smeared on and then the
re mai
and a
)y that
Mms Us

Idering irons. eiveular in form and
rking in  sets, automatically drop
n on the eans, turn partially round

complete the seal and then rise, re-
5 empti

the n
in exa

sing the eans whiech pass out and
the track. The whole process is

¢ very rapidly and the machines are

arkably efficient.

ne other point, however, deserves

ns, whi
requir )
alt is us
»llllinm
filled,
ital sta
es, ho

1 the

cial mention. A tiny hole is punch-

in the ean top before soldering to
the escape of the heated air. This

caled by a touch with a soldering
by a man who supplements the

hine and who also carefully inspects
can as it moves past him.

for filh . :
o 3 rom the soldering machine the ecans

; 2 <
1€ [“l to a tester which assures the com-
3 a h cness of the seal.

5 bene:

and tl Two Ways of Cooking.
I this he next proeess is an all-important ENGRAVING NO. 3—COPPER KETT LES FOR BOILING JAMS.
operal

that of eooking. Two methods of ap-
1 walk

ces are generally used for this, one an endless belt of wooden slats moves How Other Fruits Are Treated.

hich is illustrated in engraving No. The filled eans are dumped on the slatted Fruits, such as apples, peaches, pears
(his shows a number of retorts. belt. pass down into the cooking cham- and plumes, pass through praetically
er being tested the eans are placed ber, and eontinually moving, pass along the same processes, though the earlier
vhich h wdred or so at a time, in a sort of to the other end where they again stages are somewhat different. Plums,

pn.

), or | il cage, and by means of a derrick emerge. The passage through this cook- of course, are not peeled, but are very
1g to | overhead tram are swung oyer these ing chamber is necessarily very slow and ecarefully picked over and the imperfect
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fruit disearded. TInstead of passing (o
a machine filler they are dumped intc
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 sérve to shake the fruit into

the cas.

Apples are peeled on small hand-ma-
chines and quartered by hand.. Pears

are “handspeeled and, in some factories
praches are® also” peeled by hand. Of
recent - years, however, a remarkahluy
machine: has been designed which peels
the peaches without damaging the fruit

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 deseribed.

Jam Manufacture.

One of the departments of practically
every canning factory is that given ovel
to the manufacture of jams and jellies.
Part of this is illustrated in engraving
No. 3. he fruit produets entering int
the composition of the jams are boiled
with the syrup in large copper keitles
which are steam-heated 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

Catsun-making.

The making of eatsup involves an-
other department which usually finds a
place in every faetory. 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
szasoned with a variety of spices. Tt

is then run info large tanks from whiech
the. bottles are filled by means of spe-
cially designed cocks, as is well illus-
trated in engraving No. 5. A machine
for cooking and eapping the bottles is
also shown here.

Cleanliness in Evidence.

The delightful ¢leanliness in the eloth-
ing of the employes and the premises

l'IXl-'l(A\\']A\'H‘ V.\'(). 4—LABELLING BOTTLED GOODS.

as shown in this-last engraving, is but
an evidence ~of the - attempts made in
the ereat ‘nrajority -of' the Canadian

factories to carry on the processes of can-

every possible effort is made to pro
for sanitation and eleanliness in the

cesses of the canning industry,

photograph would appear, from the

tv aprons and elothing of the wo
employed, to have been a ‘‘fixed”’
ture, but the writer found just the s
conditions existent, and they surp
him econsiderably, too, when he lo
on lll(' sane scene some lnun‘hs ago
For the photographs used in i
trating the above article we are ind
ed to the Aylmer Canning Co., Hami
Editor.

“Thomas,”” said Major Hartiga
he gazed into his son’s eyes with a
searching look, **have you ealen an
those canned peaches 1 put in the
board 2%’

‘Father,”” said Tommy, ‘L ea
tell a lie. I have not touched one.””

The major eved him wrathfully
he planged his hand into the poek:
his c¢oat and drew forth five inerinmi
ing stones, which had each one b
cnshrined in the luseious flesh ol
peach but which were now staring
all their horrid nakedness.

“*Then how is 1t,”” said the pa
““that I find these ln‘;lz'll.\luln'\ m
bedroom, and only one peach let
the eupboard?’’

“*Father,”” said Thomas, as he
eutly but swiftly left the room,

ENGRAVING NO. 5—BOTTLING CATSUP.

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

his father would fall over it if he
lowed too quickly—**father, that 1s
one I never touched!’’—Philippi
Gossip.

T'hy
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The Mission of the Wholesaler

By FREDERICK W. HANNAHS.

e question whether the wholesaler
uld or should not be the reeognized
qeal medium of distribution between
manufaeturer and the retailer has
o been a matter of -diseussion. It
s ereated a feeling of unrest and to a
ain extent distrust among all elasses
business, but probably in none has
< been more apparent than in the gro-
v trade. Arguments have waxed
rm pro and eon, but the weight of
logie appears to be largely in favor

he \\lllll(‘,\'ill('l"
From time immemorial in the manu-
wring business there has been such
recognized medium  of  distribution
rough which small buyers have been
enabled to purchase goods in quantities
ed to their business. In dry goods
reles it is an aceepted faet that manu-
turers of dress goods, linens, ete.,
<iall not sell direet to the retailer. The
china, erockery and glassware trades
¢ a custom of their own, which
des their buyers into several elasses,
1 with diseounts of sueh gradation as
make it more profitable for the retail-
to buy through the jobber, who in
is protected by the manufaeturer
minimum profit of at least 10 per

I'he Jobber an Important Factor.

Ihe groeery jobber—or more proper-
peaking, the wholesale grocer—is a

i more important faetor in the eom-
mereial life of the country to-day than
I3 erally known. Many years and
fortunes have been spent by the

g wholesale groeers of the country
cloping their plants; which of ne-

e v ‘must be large, eommodious and

d to handling a great amount of
n andise at the smallest perecentage
ol pense. The wholesale groecer has
a ted to his establishment the food
p ts of the world and is in a posi-

i » distribute them to the retail
w at a mueh less pereentage of ex-

p than ean possibly be done by the
weturers direet. The wholesaler’s
S n have at their eommand thous-
I articles from which the retailer
! cleet in small lots just what he

For that reason, if for no other,
olesaler is in a position to be of
ible service to the manufacturer.

thic manufaeturer of staple food pro-
d must to-day have an immense in-
Vesiuent in his plant to meet the de-

mands for the artiele whieh he makes;
but it would take infinitely larger capi
tal and untold expense for him to deal
with- the retailer dirveet. It is a gener-
ally recognized moral impossibility fo
most manufaeturers to . even- attempt
carrying the necessary eredits in such
a distribution of goods. It is mueh pre
ferable for the manufacturer to deal
with the wholesale grocer in a large
way, gel his money plun.pi!_\ and meet
the demand for his gomds with the iln:i[)
of the wholesale grocer. 1t is to the
manufacturer’s interest to market his
goods through the wholesaler, not only
because he can move his stoek from his
warehouse more expeditiously, but also
for the reason that he ean realize on his
imvestment more promptly and in larger
amounts than he could it he sold in sueh
quantities as might be desired by the
retailer, who, in most cases, would de-
sire long eredit.

A Help to the Manufacturer.

The prompt handling of merchandise
and the quick return on his investment
allows the manufaeturer to.keep the
price of his eommodities at a figure
more attractive to the eonsumer than
could be done in any other way. To
attempt to supply the retail trade direet
would l'mlllil’\' a tedious and burdensome
system, even if sales were eonfined to
l‘n* larger retail buyers, who form only
a; very small percentage of the whole
number of retail mercehants.

The wholesale grocer has a legitimate
field. He ecannot be eliminated. Just
sp long as it is more econvenient and
economical for the retailer to get from
one séurce from a dozen to fifty differ-
ent eommodities than it is to get them
from.a dozen to fifty different sources,
Just so long will there be a need for the
wholesale groecer. He earries a multi-
plicity of goods. . His representatives
go into loealities which it would not pay
the manufacturer to visit. No printer’s
ink advertising, however potential, ean
do the work of the wholesale groeer, be-
cause he is eonstantly and systematically
in toueh with the wanits 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

B

part- of -the ‘wholesaler - are both neces-
sary' faetors in business .and should go
hand in hand. ©Owing.to the faet that

|

the eapital of the wholesaler is largely

tied up-with the retailér, the ‘manufac
turer who looks to the wholesaler for
the exploitation of "his profits should
afford him proper proteetion. It is to
the mutual interest of both that the
wholesalex receive a fair margin for the
use of his capital and the plant that dis-
tributes the produet of the manufae
turer. Working as he does along lines
of least resistance and eommanding the
widest distributive machinery, the job-
ber is not alone the most valued adjunet
of the manufaeturer, but the friend of
the retailer as well-——one to whom both

should cater rather than harass
Day of Wholesaler Not Passed.

The day of the wholesale grocer has
certainly not passed, notwithstanding
the spasmodie effort of a few disgruntled
refailers to eliminate him. He is logi-
eally a necessity to both manufacturer
and retailer and from an eéconomieal
standpoint must econtinue to be the
mainstay, espeeially of the manufae-
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 groeer. If this
be true, it is manifestly’ unfair that a
manufaeturer should seleet 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
refailers must pay. A larger volume of
business always acerues to the indivi-
dual or firm best equipped and having
the best advantage for doing business.
All sueh are bound to get the lion's
share of trade. Where, then, is the jus-
tification for -acecording 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
manufaeturer’s interest to see that his
large distributors have a fair return
for the work they render him in the
distribution of his produet? When
manufacturer and wholesale grocer re-
cagnize- this great mutuality of interest,
mueh good will result to the retail gro-
cers everywhere. In those sections of
the country where the retail grocer looks
to the-jobber as his friend and business
protector, the retail merchant is the
most suecessful 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
manufaeturer than through the jobber,
but both eareful analysis of the logie
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 ereating another,
who is no better able to supply him than
the 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 groeer, 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 groecer who turned his
brains with his business over to some-
one else to run, that ever made a sue-

cess.
The Retailer’'s Position.

My eclaim 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 ecan do
vou a lot of good without agreeing on
any price or in any way delegating the
main funetions of your business to him.
There are general lines on which you can
all work te the mutunal 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
suceess in that seetion. The wholesaler
judges beeause 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 manufae-
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 groecer 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 diseriminating ecustomers as

A TRIBUTE TO THE
PUBLISHERS.

The following letter was recent-
ly- received from Mr. Edward
Brown, Mayor of Portage Ila
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. MaclLean,—During the
15 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 distinet help in the con-
duct of our business, and I certain-
ly think that every retailer in
Canada should be a subseriber.

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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seant time for dinner at noon he is taken
cut again to cover the order route and
at night he is all too often given no
attention except a feed of oats and u
little hay and left ungroomed to sleej
all night in a dirty stall. Every minute
of the day he is serving his maste
end every minute he is just as surely
advertising the kind of a master l
serves.

No groeer should allow immature boy
to have the care of his horses. DPreti\
nearly every healthy boy likes to se
Low mueh speed he can get out of
horse; very few boys have the judg
nment necessary in feeding and waterin
a horse at any time, and least of a
when the animal is in a heated cond
tion. Get a man to handle your hors
and discharge those who do not hand
them right. Cruelty is one of those ol
fenses that admits of no exeuse.

The feet of city horses need freque
attention owing to the hard pavement
I'he horse that draws a load should h
rough shod and will require the aite
tion of a good blacksmith, about o
every three weeks if proper ecare
given.

The stable in which horses are ke;
snould be elean and light; it should |
well yentilated at all times, but shou
be built so that the animals are p
tected from drafts. The stalls shoul
be cared for night and morning an
at night the horses should be beddud
down with straw. On coming in at nigl
the horse should be carefully cleanc
with a eurryeomb and a good brusi
and the same treatment should be giv
him in the morning after having clean
the stall and while the horse is eatiiy
his ration of oats. Let your horse ha
plenty of water at all times except wl
he is heated, at which time give bLiu
a few swallows in the bottom of a bu«k
and then waif{ an hour before giv:
him more. Treat your horse well
he will abundantly repay you.

cr

GIVE THE BOY ANOTHER CHAN(
Don’t fire the boy. Keep him
make a better boy of him. If you do
will be a better man. Boys are all ric
if you understand them. In every «
of them rightly handled there is a g¢
of manhood and possibilities of mig!
success in the future. Grown up un
kindly influences the excess energy (!
made them enjoy their boyish eseapa:
will be directed to the aceomplishm
of greaf things. So don’t fire the b
Talk to him. Get him interested in !
work. Tell him of the things bef
him in life. Teach him thrift and
dustry. Remember he is just a lil
raw material, out of which you c.u
fashion a better man than you are. :
matter how good you are.—Exehang




e is taken
route and
given n
its and

| to slee
ry minute
S maste
as surely
naster li

iture boy
5. Prett
es Lo st
out of

the judg
| watern
ast of a
ted cond
pur hors
10t hand
! those o
se.

d freque
pavemen!
should |
the atte
thout one
er care

3 are kej
should |
but shou
3 are pi
alls shou
rning a

be beddud

in at mg!
ly clean
ood b
d be :."i\
ing cleai
g is eall
horse ha
xeept wi
y give i
of a bue
ore gi
g well
u.

, CHANC'!

) him

' you do
re all ric
every

» Is a g
of mig
A up un
mergy |
1 eseapa
mplishm
re the b
sted in
ngs bef
ift and
ist a lit
h you ¢
you are,
Exehang:

j

HE CANADIAN GROCER

The Traveler and the Grocer

A CONSIDERATION OF MUTUAL RELATIONS FROM BOTH STANDPOINTS

he question as to the relations which
uld exist between the traveler and
retailer is one which is exceedingly
resting. To provide for a satisfac-
treatment of the subject, the ideas
practical men, authorities in their

in both departments of trade,
¢ been secured, and are presented
with. It should be interesting for

nbers of both professions to read

sion among them, and that a definite
knowledge of the peculiarities of every
individual customer is considered by
them 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 ol
upon them. While these conditions exist

it is a well known fact that many of

business houses who ecall

doors to represent them belore he

is properly trained, no matter how
natural ability he may

short ~1;htm1

POSEeSs,

much
is following a 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 sueccess 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

and qualities developed to a marked

positive) faculties

degree, \\«rlllx] possess ﬂx(‘h a power in
himself that approved business methods
would be to him as tools in the hands

A MODEL GROCERY

the man on the other side thinks
it.

E TRAVELER'S STANDPOINT.

me of Ontario’'s Most Suceessful
City Salesmen.
Is commonly known and generally
rstood as a privilege among the
its of the grip, that the tempera-
characteristics, habits and man-
of men upon wham they ecall to
their goods, are topics for discus-

FRONT—STOR E OF BRUCE & SANDERSON, TORO NTO

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 ecall, 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 tiime,
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,




delivering of goods and payment of
money, do not eonstitute a transaction;
that these are but evidences of business,
the results of a business deal.

l.et him look a little further and he
will discover that this business deal has
a beginning. That it has its various
stagés 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 of
the customer, or merchant, is of the
most importance.

The beginning of the transaction i~
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 are so many_epigram-
matic statements that stand 'in man's
pathway and prevent success. For in-
stance : ‘A bad beginning makes a good
ending.”’ If this is true, and same men
act as if it were, then let us by all
means be systematiecally poor beginners.
Jegin at the wrong end with delibera
tion, for of course we desire “a good
ending.”’

l.et 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 eustomer 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, 1 buy and sell for eash”
makes a mistake. It is all right to pay
promptly, but do not establish a spot
cash payment basis, for later on, whon
you ask ecredit, your creditors will
think something is wrong. Establish a
credit, whether you need it or not. It
is a good advertisement and a frequent

THE CANADIAN

help, and the man on the road is the
one who can very materially help to es-
tablish that credit, and he is the man
who trades for this purchasing power
the goods the dealer wants to buy.
Therefore it is quite clear to every
thinking man that the dealer should
meet this ‘“‘purchaser of his power to
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
of this the sooner will he advance the
value of his purchasing power and be
“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-
fluence or power to purchase in the
world of trade should not forget that
the man who has the goods is just as
susceptible to a kind word, a hearty re-
ception and a pleasant smile, as he him-
self, and as prices are not always fixed,
and pointers are continuously on tap, he
may prove as good a persuader to sell
his eash for higher value than the tra-
veler to sell his goods at higher prices.
1t is just as much the dealer’'s duty to
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 1is the place of
the traveler to overlook occasional dis-
courtesy and lack of business etiquette
which it is sometimes their lot to en
counter.

THE GROCER’S VIEWPOINT. :

By a Successful Western Ontario Re-
tailer.

Grocery travelers, as a class, are as
fine a ecollection 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
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traveler take an order and then not
able to fill it. A traveler should kn
his firm’'s stock thoroughly. Sometim

likelihood of the market rising or d
clining, and in giving them the prei
ence when he has a bargain to offer.

Business relations should be consid:
ed strictly private, and the traveler wi
talks freely of his sales in your city

apt to lose the chance of ‘“‘closing
with you unless it is to your special u
vantage to buy from him. No mercha

likes his business proclaimed from

housetops.

Something About Order Taking.

It is particularly annoying to have

orders are taken for articles which ¢
not be secured simply to get the otl
items on the list. Then you rely
their arrival, perhaps advertise the
but they never arrive.

Although ‘*‘increasing’’ sales, that
enlarging an order, from say five to t
ses, without the merchant’s conse
is a rare occurrence, yet it has happ:
ed too often to be pleasant. The writ
had a tea traveler attempt it and )
may be sure never had confidence in hi
again.

Travelers should be careful not
urge storekeepers to overstock or b
heavily of new goods for which ther
a created demand. A copy of ev
r taken should be given the mu

chant and signed by both parties. It
prevents future disputes. When a tra\
er promises to give a merchant complet

control of an article in his city,
should live up to it. Selling other me:
chants, no matter under what pretext
is positively dishonorable.

Small Editions of ‘‘Ginger Talks.’'

A traveler who is thoroughly up
his business would scarcely indulge
the luxury of smoking in busi
hours. Most merchants object as,it
annoying to ladies. KEven if times
a little dull in other places the gr
doesn’t want to hear of it. He
“troubles of his own.”” He prefers
bright, optimistic fellow, who ¢h
him up, inspires him with courage
hope, and finally sells him a nice
order of seasonable trade-bringing go«

And that's just what the vast ma
ity of our traveling friends do. 'l
are small editions of ““Ginger Tal
and always smiling.

Come to think of it—the disad\
ages, the rebuffs a traveler meets
way he always manages to keep cl
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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sing or d very often helps the sale. The above is
the preic about all the equipment that is neeces-

to offer. GOOd Profits from a Meat Tablc sary but more ean be added if you feel

be eonsidi inelined. A good refrigerator is a nice

raveler wl By.OUR| GUELPH CORRESPONDENT thing to have but most grocery stores

jour city are already supplied and the meats, if
It “closing ; = properly looked after, will not interfere
- special a ] ' I ' with the other articles in it. A small
‘o mercha; e question as to whether a mez_;t weather SUer.Ot tl}e othe.rs vary a good eqt chopper for eutting up the odd
- tromn 4 .ounter is a profitable department in deal so I think in taking those twWo ieces of eooked ham, which costs about
general groecery of to-day is one months you have a good fair average. $2, will soon pay for itself and please
hi as 0 2 iseussed. Num- anv eus e
‘ which has been mueh dise ‘1? d. 1 July Sales. many eustomers.
Taking. bers of the groecers say. ‘‘We handle s A Few Hints.
meat only as an aceommodation to our There are a few facts to remember in
best trade, beecause we really do not conneetion with a meat table:
our own out of it.”’ First: Buy your meat from a first-
You know yourselt.' that you ecannot . cluss, reliable firm who will proteet your
.ut up a ham and give So and So the i . interests and exchange anything that
- , hank Raw ham, 250 Ibs. 12.20 e g b
front end and someone else the shank B '38’0 b comes into stoek not up to the standard.
end and show a profit. Now, for a long g.“c““s ‘ -l lbs*‘ """ S 8.40 Second : Keep your knives, table, boards
time it has been quite fashionable to Dausage, / e ok v e \ e 1400 409 platters always exceptionally elean.
have a meat counter or meat table and Bologna, 140 lbs. ..... 3 1 3.20 Third: Put your meat all in the re-
the majority of first-class groeery stores ::lcl;'(ledh purkl 80b Ibs... 2§ ... 200 frigerator at r;ights even in winter.
°8, that are right in line and some claim. a pro- ork chops, 50 lbs. ... . -+ 1.00 Fourth: Sell the ends of ham quickly.
' ,“‘C 50 & fitable business ean be done, while just st ¥ - Don’t stick for price.
t's consen as many elaim the opposite. Your cor- Showing net profit for July.. $64.20 Fifth: Don’t get into the habit of
has happ. respondent, having been given an oppor- And for the two months ..... $98.53 cutting up for display purposes more
The “l'”‘ tunity to examine the books and sales re- One might safely caleulate $50 per than you ean conveniently sell.
i“ "“‘_‘ i»‘ eords of two entirely different stores in  month after a very large allowance for Sixth: Always eut up the ends of
Y different neighborhoods for the purpose waste, ete., which there is not the slight- bacon or other ends early in the morn-

r to have
then not |
should kno
Sometim
which ¢
't the otl
rou rely

artise the

= Waste.
Net profit

Cooked ham, 400 Ibs.. .

® S
S

2

of getting at least a rough estimate of est need of doing. Say, 12 months at ing or when your ecustomers are not
eful not what business was done in this line, took  $50 or $600 a year. This, indeed, would Wwatehing you.
ock or b ofi-hand the two months of July and pay a handsome salary for one elerk, A few other lines of meat that can
tich there i February and set to work to find out the even if he did not sell any groceries for be added to those already mentioned
wy of every posibilities or rather what these two you at all and when you consider the which are good sellers and show a good
. the me stores had done in these two months in  faet that it is only at or near meal time profit are headcheese, pressed beef,

arties. their meat department. that this department requires the ser- tongue, spare ribs and tenderloin in

len a tra\ You will admit that those two months vices of one man those grocers who ean- season. You will be astonished how

“_‘t “_”“"l' 8 are considered to be two of the quietest not see any money in it must have many people will come into your store

ms ecity, he in the year. In one of these stores they inissed something. for just a half-pound of cooked ham for

g other me: have the reputation of doing a first- She Neilusiont Sosded tea or lunch and will very often buy from
that pretexi I e 3-8 ] h quipme o $1 & £ : g

¢lass trade in this line and the other E to $5 of groceries that never

laimed there was no money in selling thought of such a thing as groeeries

er Talks.’ il Instea.d of giving each one the when leaving hnme_. The grocers all

dit of their own sales and for the handle lard and this really belongs to

ighly up (0 irnose of getting at or somewhere near the meat department and shows an ex-

“To do a business of this kind in con-
nection with a groeery store you need
first, if you feel you can afford it, a
neat, marble-top table or ecounter to

Ai“‘]“l“‘_' ‘ ¢ facts. I added the two together Suit the size ufvspace there is to Spareé  collent profit and is easily handled.
in  busine-s and divided up even and found the fol- !0 the store. You can manage without 4,06 g]) things get the best of every-
ect as,it i wing resulin: it ‘f‘ necessary. This w‘”_ ost you ac- (phins when buying as no groeer ean ex-
if times .o cording to size, from $15 to $25, but pect to build up a trade by buying in-

the gr February Sales. to be what I will call extravagant, we

He t

: prefers
who c¢h

' ferior goods just because they are cheap
will say: and this applies more noticeably to this
Table ..... Rt o g 2. department than to any other in the
Two good knives, say $1 each ... 2. store. Cleanliness is next to goodliness

et profit.

Profit per
1b

m‘“mgfl‘ - A One good steel ................ ; it is said, and ecleanliness should be the
& ed ham, 150 lbs... .10 $1.50 $1350 Two .maple boards, about 1 foot watechword in a groecer’s meat depart-
T l ham, 140 lbs..... 4 .80 4.80 long, 25 cents each ........... - ment. I have noticed in several stores

s Sacon, 270 Ibs. ...... S 100 730 Une S&W ......cccecveiscenens . a large box under the table for seraps

s do. ,,I S e, 210 lbs. ..... 2 100 320 . o ete., and would not advise any good
nger Tal 2, 70 Ibs. ..... 3 .50 1.60 Total cost for equipment of, say $25.50 . ... ¢, provide any such means of do-
: chops, 225 . 2 100 350 The scales you use for groceries will ing away with odds and ends as it only

e disady ed pork, 25 lbs... 2% ... 63  auswer for meat as well. If you can gets employes into the habit of need-

- not afford a marble-top table use marble lessly throwing away a lot of good profit.
» keep cl wing after good allowance oileloth, which makes a good clean sub- The bits of fat and also the skins from
in his fa for waste, net profit for stitute. ccoked hams ecan be sold for soap grease
easant onth ..aa - Plates or platters come in handy for It also pays to have the bone taken out
song, will be noticed, some of the meats, displaying your meat and these are gen- of the hams, which you desire to slice
2, as cooked ham, runs away up in erally found around an up-to-date _store. up ar_nd save time.

e he warm weather, while sausage and After cutting up your meat for display This article would not be complete

ad wrong chops drop back. Then in the cold a little garnishing of parsley or mint without a special reference to the latest
81
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With the other one the store was all the
good time she ever asked for or got.

‘‘See here, old man, you're workii
this little woman to death.’’

He thought it was a joke.

“‘Pretty healthy looking corpse, ai
you, Jen?’’ he said with a laugh, :
that was all the good it did.

Some of these days Jen may
These overworked women have a
of doing that.

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

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 ecome.
She’s hotter after a good time to-day
than she’s ever been before, and as

and
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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
('hristmas eve.

““WHEN THE WELL RUNS DRY.”

You fellows whose wives help you in
vour 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 groeer 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! I 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 mueh 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
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
she worked a lot harder than she had
a right to. What’s more, her husband
let her.

As I say, she died.
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 ecould give the first
cerds and spades on a lot of things Sle
wizs a better looking woman and a goed
deal younger, and she liked to fling her
hoof.

Liked to go and have a good time.

busi-

It hit her hus-

for helping in the store—not guilty!

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

What would you do if you were up
against a econtrast 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 seraps and things
would all go to hen.

That’s exaetly what things have done
there. That groeer is trying to change
a leopard’s spots. He’s trying to eom-
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 sueceed? 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 regular bear-
garden.

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

The night I 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 ecertainly
appreciate you,”’ I said as I
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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sucecessor a

was

ought to

looked

Will John realize then that she
overworked ?
He sure will.—The Stroller in

Groeery World.

DON'T LET OLD GOODS
ACCUMULATE.

One of the greatest sources of loss in
retail stores is the aeccumulation of ld
stock whieh through age has become -
salable, or, at least, has lost a portion
of its value. Look over your stock this
month and if you find you have still v
hand part of a lot of goods receivcd,
say, last October, it is time to make cx-
traordinary efforts to get rid of then.
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 pur-
tial loss than a total loss. This rule ot
keeping goods as short a time as pos-
sible will work to your advantage great-
ly in keeping your stock elean 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 execept at stock-
taking times, and these drawers uaud
hiding places are an execellent catch-
basin for ‘‘stickers,’’ which ought t
on the counters where they ean be pusi-
ed more than ordinarily.

Do not have any place in your siore
where goods can be stuck away out of
sight. If you have plenty of room ii is
better to have all the goods above
counters, on the shelving. Have o
shelves below, so that there will be o
opportunity to put things away out of
sight. Many stores, however, eannot (o
this, as they are erowded for room, :ud
it is, therefore, necessary that a part of
the goods should be kept below the ¢
ter board.

If this is necessary, see that all go s
not in easy access are looked over .nd
examined and brought to the light at
least once a week. If the goods e
kept out where they can be seen (ic¥
are very much more apt to sell thai if
hidden away. Assistants are usu: )
careless about goods which are not ¢ -}
to reach, and they very seldom f.:e
pains to look into any of these «ld
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.

lig tree grows almost wild, and
res very little eunltivation. Al-
‘ h certain varieties are grown in
various parts of the world, those of
Asiatie Turkey, commonly called
Smvrna figs, for the reason that they
packed and shipped from Smyrna,
are the best. The growing distriet is in
the Provinee (Vilayet) of Aidin, the
plantations extending from Ayassoluk
to Urtakehi, a valley over one hundred
wiles long, spreading far on both sides
line of the Ottoman Railway,
runs through it, affording direet
rausportation from the interior.
[fie nature of the tree ana wne quality
{ fruit is not the same throughout

the ving distriet. In faet, the varie-
tes extremely numerous, but the fol-
loy ire the four prineipal elassifica-
e it is: Ayassoluk, Inovassi, Aidin
and *-haili, bearing the names of the

7

_ where they grow.
1 inovassi fruit is the best, being

of color, rich and juiey, of thin
sk d very fine flavor. The prineipal
va

s growing in the Inovassi dis-
Balagik, Deirmendgik, Er-
Naipli, Carabounar, ete.

THE STORY OF SMYRNA FIGS—A

The Erbeily and Deirmendgik fruit is
the finest in every respect. The Balagik,
while of a fine quality, is small, and the
Carabounar, Naipli, ete., is large but not
as thin-skinned.

The Ayassoluk variety grows in a
low, damp ecountry, 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 prineipal varieties of the distriet
of Aidin are: Aidin, Omurlu, Kiosk-

Dere, Sultan Hissar, Nazli, Ortaxi, ete.
The Sultan Hissar and Omurlu are the
best, but as a whole this distriet’s fruit
is not very juiey and is of a yellowish
eolor and rather of thiek skin.

lree ll(‘illL’ done h_\ cuttings, one should
think that the lnovassi varieties should
be introdueced in the other distriets.
This has been tried for years; euttings
from the Inovassi distriet have been
planted in other distriets, sometimes
only eight or ten miles away. The best
of care has been given to the young
trees, whieh 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 distriet the tree grows in, and on the
tenth year, whieh is the period of the

largest produetion, the fruit becomes

The varieties known as Odemish,
Thyl‘ﬂ. l’ayambnly. andnghﬂll. Boude-
mia, Kaymaxi, ete, come from the
Techaili distriet. Some of these varie-
ties are good, but, barring a few execep-
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 distriet, giving the best
fruit, and the reproduction of the fig
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SELECTION ROOM.

identically the same as the fig of that
special distriet. If these fine varieties
cannot be sueeessfully 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-




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

THE CANADIAN GROCER

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 oceurs the
same process of fertilization as between
the Boghas and Eilek. From the Eileks

going to waste. The commercial figs,
thus fertilized, ripen by the begin: ing
of August. They are not piecked, 't

when they reach a certain maturity, ey
begin to dry, and consequently drop op
the ground.

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 commerecial 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 ecaprification
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 eoldest 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
2rows 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 eonsequent
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 erop, as

SMYRNA FIGS—GRADING.

frosts, heavy rains, ete., oceurring at
that time, kill the insects and only such
figs as have been caprified ripen, the
balance dropping before maturity, and

84

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 fruif, 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 fig if
north winds prevail, as the atmosphere
is then very dry. If, however, westerly
winds are blowing, which means lieavy
dew at night, the fruit must remain ex-
posed to the sun from five to seven
days. This is another dangerous p:riod,

as rain, or even a shower, migh' ruin
hundreds of tons of fruit lying on the
ground. Heavy dews sometimes aic just
as detrimental. The proper atmospheric

conditions to insure a erop of large
sound, rich figs, are west winds in June
and July, followed by north windis m
August, and from then on an occ:sional
west wind every five or six days.
When the figs are dry enougl. they

are packed in camel hair bags_ two
Turkish kintals each (about 250 Ibs.)
and ecarried to the railroad staticis o

camel back. This is why the erop s I¢-
ported by camel loads, each load repre
senting two bags or about 500 lbs. The
railroad ecarries the bags to the Curavan
Bridge station, just outside of Smyrna
and from there they are again load don
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commereial fiog
y the beginning
not picked, hHut
n maturity, (iey
quently drop on

wls and brought to the fig market
+ir Ysharsi), where they are exam-
{ and bought by the packers. Mix-
s of the different varieties are made
he packing places to insure uniform-
in the appearanee of the fruit. Wo-

do the first seleetion. They sit

not be used for packing, are put in bags
in their natural state, and are bought
by grinders for baking and eonfeetion-
ery. Sinee 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

SMYRNA FIGS—MARKET

around large quantities of fruit, seleet-

four sizes, which they put in separ-
While selecting the fruit,
they pull it by the stem through the
palm of their hand, thus giving it a long
ape, called Maearoni,
strales the size and makes the fig easier
for the packer to handle. From the sel-
eetion rooms, boys earry the baskets to

a haskets.

rybody on the
d with baskets,
ch they earry to
e ground is cov-
straw (Serghi),

which demon-

ad the fruit. es- the packing rooms and place the proper
d allowing it to sizes before the packers, according to

or three days. It quality they are paeking.

to dry the fig if ere are five kinds of paeking:
the atmosphere Lavers, Loeuams, Pulled, Maearoni o
owever, westerly ( a and Natural.

ch means leavy packing in Layers is the most
must remain ex- popular. The fig is split open under-
o five to seven N flattened and given a certain
langerous | riod, sl before being placed in the box.
wer, migh! run One layer of figs is put on top of an-

uit lying on the mtil the box is filled. Layer figs

metimes aic just measure in width from one and a half
oper atmosphene and three-quarter inches—ac-
erop of large. ¢ ¢ to grades.
it winds ,J“‘.’f Locum is praetically the same
north “'f :.: :i ] 2, only done more earefully. The
o o f ziven a kind of die shape instead
rsi'xe(zlaobl:"; £ of Cushion, and the idea is to fill the
& b w‘“ s b perfeetly, leaving no space what-
"n.[l,ou?c;'\ Ibs.) : between the fruit, which makes
i-?)ad st;tl 5 : packing the hardest and most ex-
pensive,

the erop is re- 3 -
)e,ach loadt epre- * Natural packing means figs pack-

ut 500 lbs. The _their ordinary shape in bulk,
s to the Caravan ! in quarter or half-ewt. bags. Gen-
side of Smyrna - the common grades and also the
. again loaded on which means the figs that ean

ré

IN THE BAZAARS.
jars. Some also are imported in Maea
oni or Colonna for the same purpose

This packing consists of putting the fig
in the boxes, as prepared by the women,
one by the side of the other, and all the
stem ends ohe way.

All fig' packing is done by hand, and

there is no proeess or machinery used.

matter, after the natural fermentation
which occurs after the fig is packed.
Fig packing is one of the prineipal
industries of Smyrna. Thousands of
people find employment during the end
of August and the months of Septem
ber, Oectober 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 75¢
to $1.25) per day, and on an average,
it takes four to five men one day to
pack a skeleton weighing about
four hundred pounds net. To this must
he added the expense of selecters, car-
riers, porters, weighers, earpenters. ete

case,

Figs to be exported to this eouniry are

generally packed in boxes weighing half,

one, "i‘_’h[. ten, 3\\&1\:‘, fourteen. twenty

and fifty pounds; some weighing as

high as one hundred pounds are nsed

for show window purposes. They are

and Freight
heing quoted in

basis
shillings,
)\r‘\pnrr nns

sold on a Cost per

eWi., priees
with the

and in aeeordanece

of sizes and grades
'he demand for figs has inereased

considerably during the past two years
f seventy-five |
loads
sidered large, and diffieulty was found

With the n

Some years ago a erop

cighty thousand ecamel was eo

in disposing of the goods

ereasing demand, new plantations have
been started, and the erops of the las
two seasons have been enormous,

1906 reaching one hundred and twenty
Notwithstanding
the goods find a ready market, and, with

thousand loads. this

the exeeption of very short erops, a

SMYRNA FIGS—ANOTHER PACKIN G ROOM.

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 frnit from the saccharine

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 ecourtesy we are exeeedingly

grateful. —Editor.]
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Two Hours on a Delivery Wagon

By A GROCERY TRAVELER

Did you ever take a ride with a gro-
cer’s delivery clerk in a real live town?
I did onee 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. inviied me to
take a ride with him and I accepted
and seated myself beside him.

““Now there’s a mare that knows ’er
husiness,’’ said the elerk 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-hbodied.

““Yes. sir, you bet that mare knows
her biz,"’ said the lad, utterly ignoring
my request. ‘‘She’d start right from
the store without a line and make the
round trip without missing a customer’s
heouse or making a 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 e

I was interrupt(:d in my remark by .a
sudden eollision between the pit of my
and the bulled-head of the
grocer’s boy. The front wheel on the
side of the aforesaid hoy slewed around
when it struck the eurb, and the hind
wheel ran over the corner and nipped
the bark off a maple treee. When T
caught my breath T reminded the gro-
cery slinger that a cabbagehead had
fallen overboard and been eut in two,
and out of respeet for the vegetable
family T advised him to stop and gather
up the remains. But who ever heard of
a delivery clerk showing respeet 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 ecabbages or
death.

It was at a little house on a back
street down in Oakdale Park where we
made our first stop. A peck of peaches
and a half-dozen eggs were fished out
and, after blowing off the dust, it was
diseovered that five of the eggs had

wrong

stomach

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 peek of
peaches and six eggs and delivered them
within a few rods of two groeery stores.
[ supposed that our customer was either
at loggerheads with her neighbor gro-
cers or else a mother-in-law to the dis-
tant groeer, and T 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 eity, and
while soliciting these orders they often
picked up new trade in strange territory.
T asked the commercial teamster if he
could eypher in subtraetion and division.
Giving the mare a cut with the whip
that upset a basket of potatoes and put
the third kink into my baek, he said he
had no time to fool away with such
things and wondered why T asked such
a dumb-foolish question. T said T was
voing to ask him how long it would take a
groear, with fifty customers like She
one at Oakdale, to get rid of a fifteen-
hundred dollar eapital: but as he was
a stranger to figures and was in a fair
grocer himself 1

way of becoming =
would let the matter drop.

house on
was a

Our next stop was at a
Thomas Street. This time it
peck of potatoes, a bar of soap and a
gallon of kerosene oil. T waited fully
ten minutes for the embryo groeeryman
to pop his head out of that back door,
and when he did pop T saw a change
had eome 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. ete.; help take
up and shake 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 roeck the baby while its
mother ecalled on a neighbor, bui pe
was subjeet to such things all the tie.
I looked at my young soot-begri: cd
friend, aged beyond his years with il
cares and petty annoyances of his ;.
fession, and secretly resolved thai |
would not again inaudibly eonsign 1y
to the bottomless pit if he filled e ¢y
available inch of my vertebral eol
with kinks and unhinged every j.int
in my anatomy.

At a fashionable place on Hory
Street the poor fellow really got 1.ad.
It was a market basket full of <]
packages, among which had been a -k
of eggs. When the basket was lified
from the wagon a yellow stream af al-
bumen exuded from the bottom. Beiure
the elerk disecovered it he sueeeedcd iy
ornamenting himself with yellow d.ubs
and stripes. Dropping the basker oy
the cobble-stone payement he drew liis
handkerchief and began to rub
swear—that is, if he had not been a uro-
cer’s delivery elerk he would ceriuinly
have used profane language. The 1ore
he rubbed the more he sweat and de-
corated his pantaloons. Tt had at last
come my turn to enjoy the fun aud 1
revelled in it. He was in a white leat
of rage and made a desperate attempi to
remove the egg liquid from those puck-
ages, but the more he seraped the dirtier
they looked. Tle said he wouldn’t care
a blankity-blank-blank if it had hap-
pened anywhere else but right there at
Mrs. Van Goldberg’s—but T will spare
this voung man’s feelings, although he
showed no disposition to spare my feel
ings when the fun was on his side

Our next halt was at a house on Union
Sireet, where what was left of a hushel
of potatoes was delivered. At a louse
within a half-block of three or
East Bridze Stree! stores
mare halted, and the egg-hbedaubed, -vot-
besmeared and duvst-covered elerk jump-
ed out, but the ten pounds of bean-
broken out of their paper hous
danced all over the bottom of the
until they had become so thickly couted
with egg paste that they lost their
identity and.eould not be deliver:

Our next call was at a house o1
lege Avenue where a half-bushel «
tatoes, a peck of apples and a calbage
head had been anxiously looked for -ince
eleven-thirty a.m. (it was now tv:lve-
fifteen p.m.), but not having arrived in
time for dinner. the lady of the louse
was in a proper frame of mind to bite
off the head of the first delivery  lerk
that eame in sight. May my heai be
bitten off seventeen times rather (han
receive one such curtain leeture as (hat
unfortunate eclerk received on thai oe-
casion. When we turned the next cor-
ner she was still shaking her fisi= at
us. I was truly repentant by this fime

and
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| freely forgave my unlucky friend
all injuries received at his hands.
When I reached hoge my wife took
into the back yard and swept me.
¢« asked me if I had been tied behind
we wagon and dragged home. I told
¢ never to speak unkindly to a gro-
's delivery boy or ask him to rock
cradle, turn the grindstone or
ury in the night wood. I advised her
over to eall at a groeery on her way
me and order a yeast cake and a lamp
ick and then make things unpleasant
lhome because she got there ahead of
goods. I assured her that her reput-
iion would not suffer if she earried a
/If-pound package of tea in her arms,
| that it was always safer to ecarry
me a package of eggs than order it
iclivered by wagon. In faet, I was so
pressed with the worries and vexations
of the delivery elerk that I aetually ad-
vised her to oceasionally 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 groecery
siore as on a saloon or restaurant.

Advertising that ‘‘here some man has
made a failure—but come in now and
sce how much better I will be.”’

This sign makes food for thought.

It almost always means a history of
failure, I think. Somebody has gone

there as owner or manager, put ir

his best licks, but failed to make good

Ilis suecessor, unwilling to shoulder
the other man’s failure, seeks to remove
the stigma of it by loudly announecing
thie change.

Is there anything to business man-

ment besides buying right, finding
buyers and then selling right? 1’ve
leard men contend that that was all

d that anybody who gave proper at-
teniion to those things would suceceed;
and I've heard others contend that there
something more.
believe I agree with the latter. If

is nothing more than those three
Lindamenial  elements, why do some
I get so muech more out of their
bisiuess than others?

am inelined to believe that the real
ager is born and not made.

tke the real farmer. Some farmers

careful enough, and apparently
ugh. Their results are moderately
<ol Others, with poorer soil and
prorer faeilities, get twiee as much.
ey simply seem to coax the stuff
vough the soil.
s a business manager the Jew is

'vbody’s model. You ean give him

wor little business, rocky and rough
fe the last degree, and the results he
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will get from it will astound you. Other
men may make it go, but the Jew will
squeeze from it every drop of suceess
it contains.

You ean say what you please about
the Jew, he may not even be able to
write his name—but he knows business

What is his seeret? What is the
secret of any born manager, Jew or
Gentile? I verily believe it lies in
watehing 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. 1’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 ecan—business to turn every piece
of string to aecount—business to stop
every pinpoint loophole—business to
make every item of their business give
a good aceount of itself,

So far as T 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 te
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 Groeery 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 you 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. T 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 pineh an ounce of loyalty
is worth a pound of ecleverness.

If you must vilify, econdemn and
eternally disecourage, 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 eondemn 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 Elbertus, in .the
Philistine.

THE BOY ON THE DELIVERY
WAGON.

The one who drives the delivery
wagon wmay think that his work is not
of very mueh importanee to the busi-
ness, but in 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 ecared
for, he is doing his employer a good ser-
vice. If he is neat in his dress, eourte
ous and polite to eustomers, 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 appreeiation of eourtesy or kind-
ness, and if allowed will impose on the
deliveryman, but this class are not in
the majority.

A tl'll'l). careless, dl>l'c>[)m‘[f&ll deh-
very boy ean 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
be either a change in delivery boys or a
change of places to trade.

Some of the most suceesstul business
men got their start on the delivery
wagon. It is a hard job, but it is a
~pl('||t“<| edueaton The kllil\\ll‘(l‘_’l‘ oh-
tained in this part of the work may be
turned to a decided advantage when
promoted to a elerkship in the store and
taken off the delivery wagon entirely.

We have known of some yvoung men
starting in this way in order that they
might become aequainted with their cus-
tomers, and the most suecessful sales-
men are 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 eul-
tivate the acquaintance and good will
of all his customers and especially the
ladies. Promotion followed promotion
until he beecame a head salesman, and
during this time was growing older and
wiser, and at a eity election decided to
offer himself as a ecandidate for eity
secretary.

-—

His good will of the ladies stood him
in good plaee in this, for they remem-
bered how ecourteous and attentive he
was when a delivery boy on a groecery
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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Dominion Government Tea Tester

By OUR SPECIAL OTTAWA CORRESPONDENT

From the standpoint of the groecery
trade interesting place can
be visited, by anyone the business,
than the tea-testing room of the Depart-
men; Ottawa. Former-
Iv it was located in the basement of the
western block, but within the past few
menths the establishment has been mov-
ed to the top floor of the eustom house,
Wellington Sireet, in the huilding
Rideau Club. R. C. Allan,
ten vears has tested all

no more

mn

of Customs, at

on
to the
for
the teas for the department coming into
(‘anada until a few months ago, when
testers were appointed for Hamilton, St.
John and Halifax. is an unique person-
ality. He knows the grocery
from the ground nup and probably has
an
the

next

who over

business

not his equal in the Dominion as

anthority on teas. He was born in

liitle town of Lachute 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.
P.Q., Mr. Allan
in the grocery n
but moved to the
the Asiatie cholera was preval-
the little town on the St. Law-
Several vears were
Dundas, Brantford and Galt,
whiech time the future expert
Iving up a store of commercial know-

Andrews, secured a

situation business

Prescott, Dundas at
time
ent in
rence. spent in
during
tea was
ledge which has stood him in good stead
in snbsequent The
tion to make the tea trade a life study
came after he had secured a position
as traveler for Cramp, Torrance & Co.,
It was with some hesitancy
the groeery
any knowledge of the
woad, an opportunity of proving his
metal, but was he in his
chosen oceupation as a tea traveler that
he remained an honored representative
of the until Cramp, Torrance &
(‘0. went of business.

years. determina-

of Toronto.
that the
man. without

firm gave young

so sneeessful

firm
out

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
tockled the big grocery man of the
town for an order. ‘‘T want a special
tea,’’ said the merchant, at the same

time handing a sample to Mr. Allan.
‘I got only one chest of it and have
been trying for months to secure more,
but without sueecess.”” ““You shall have
it,”” replied the traveler, and in a few
weeks’ time Mr. Allan, when he ealled
upon the merehant again, said he was
prepared to furnish him with any num
her of chests of the tea the groecery man
order the re-

‘

required. A large was
sult.

‘‘How did yon find the tea that you
wanted ?’’ asked
The Canadian Groeer

““Well, when 1

the I‘l'])l'(*.ﬂ')lf:l'i\'(’ of
of Mr. Allan.

returned to the ware-

J. J. ALLAN, GOVERNMENT TEA
house in Toronto I 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 Suey was.
That was my first experience in tea test-
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ing, and from that day I added to :
knowledge of teas, and the distriets iy
which they are grown.’’

How Testing is Done.

Mr.
aflair.
a eireular

Allan’s office is not an elaborate
The prineipal feature of it is
table whieh revolves on a
pivot. Piled up on this table, and o
others in the room, are scores of small
fin boxes in which are the samples which
reach Mr. Allan from the Customs De
partment. These samples have ecome in
from all parts of Canada. FEach sample
is numbered consecutively the depart

TESTER AT WORK IN HIS OFFICi

mental officials knowing the name of the
importer, but this information is
held from Mr. Allan. All the tea-i
receives is the report sheet from
department, numbered in the first
umn with the equivalent numbers of
samples accompanying. These may
4,200, 4,201, 4,202 and so on. Th:
mainder of the columns on the
are blank, and in these Mr. Allan
to embody the result of his resear:
When the samples are received in {h
tea-testing branch., and the test:
ready to commence business, the ga
tnrned on and the kettle put on




added to .y
he distriets i

Done.

t an elaborate
ature of it is
revolves on a
table, and on
cores of smiall
samples which
» Customs |e-
have eome in

Each sample

v the depart

IS OFFIC!

he name of the
)ation is with-
1 the tea-icster
heet from the
the first col-
aumbers of the
Chese may run
» on. The re-
on the sheet
Mr. Allan has
his researclics.
received in ihe
the testc: 1f
ess, the ga- 1s
le put on fthe
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bracket to boil. Thirty to forty plain
white wedgewood eups without handles
ire placed on the ecircular table, and
hohind each one is the little tin from
hich the sample is to be taken and
(.sted. First of all, there is a careful
amination of the teas by the olfactory
orocess. A small quantity, the weight
of a five-cent pieee, out of each tin is
halanced on a tiny pair of seales, and
placed in a eup. Then the boiling water
poured upon the tea, and after a
lapse of from three to five minutes, and
n ask the questigr. here is that
somple from?””  Mr\Allgn sips the de-
coetion and immediately you get your
answer, ‘‘That is\ from Ceylon,’”’ or In-
dia or Ningchm\',\ as the case may be.
For an infusion of green tea Mr. Allan
always uses these eups, but for draw-
ine black tea small pots are used, the
quantity in this latter case being equal
o the weight of a ten-cent piece.
“The best way to make tea,”’ said
\[r. Allan, in eonversation, ‘‘is to have
{he water fresh and boil it thoroughly.
The vessel in which the tea is to be
made should also be hot. Pour the boil-
ine water on and let it stand for five
minutes. Some people prefer three min-
ies, but all the tea will he extraeted
fiom the leaf in five. A longer time
fhan that draws out the tannin, which
i< most injurious to the stomach.’’

A Summary of Canadian Imports.

“*What kind of teas are consumed in
(‘anada ?”’

““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
largely to the black teas of India and

tising will do T may eall 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 econtrast 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 tofal 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 direet 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 eonsumption 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 3952001
pounds.

““How do you acecount for this extra-
ordinary turnover?’” Mr. Allan was ask-
ed. ‘‘Well, prineipally to persistent ad-
vertising. You know the old saying is,
““Judicious advertising is the keystone

of India, blacl imported direet,
bond in United Kingdom .........
fea of India, green, imported direet,
bond in United Kingdom .........
v of Ceylon, black, imported direet,
bond in United Kingdom ..........
i of Ceylon, green, imported direet,
hond in United Kingdom ...... ...
of China, black, imported direct
bond in United Kingdom ... ......
of China, green, imported direct,
bond in United Kingdom ... ......
of Japan, green, imported direet,
bond in United Kingdom ... ......

Imported.

Lbs. Value.
or purchased in
............... 7,415,335 $1,024,178
or purchased in
............... 336,944 39414
or purchased in
............... 7,663,946 1,136,496
or purchased in
............... 1,550,211 217 835
or purchased in
............... 490,765 70,706
or purchased in
............... 538,679 84,204
or purchased in
............ ... 3,952,001 584,164
............... 21,047,881 $3,157,087

Cevlon, and even the greens of China
Japan are being attacked by the
piioters of the British East Indies, who
sending to Canada excellent green

To show what persistent adver-

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 produet 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 eup present-
ed to them at publiec exhibitions, Of
course, in some sections of Canada it
would be difficult to effect any change.
The Provinee of Quebee is the greatest
green tea drinking provinee of the Dom-
inion. Different sections of the coun-
try have their preferences. For in-
stance, west of Kingsion the people
use a much finer quality of tea than
they do east of that eity. 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 eutting
out Japan. The black tea from China
has been pushed almost entirely out of
the market by India and Cevlon tea.
The China teas are very desirable in
quality. but the people here do not
drink them on acecount of the price. The
faney 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. Ningehow and Moning teas are
also very good. My favorite is Ning-
chow which possesses a sort of smoky
flavor. Pekoe-Shushing is an admirable
iea

Black teas are fermented with the
objeet 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 ecolor 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 eools, will eloud. China tea, if
sound, will never cloud. Age injures
tea, and tea from Japan will lose in
quality on this acecount as much as 25
per cent. in one year. China black tea
will keep better than any other variety,
but I de 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 acedunt of the
climate of the countries of ,production
and do not nearly possess the keeping
qualities of China black.”’
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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
Groeer,”’ it is my objeet to point out
his desires and aims; the problems which
confront him: his soeial position, and
his position in the politieal and com-
mereial world.

Anyone embarking in the grocery
business to-day must be a master of de-
{ail and have a thorough knowledge
of the business, if not, an unlimited
supply of ecapital with which he may
buy his experience, before beginning to
be what is eommonly known as a ‘‘sue-
cessful merchant.””  The demands on
the retail grocer fo-day are greatly in
excess of that of former years. That
the expense of doing business has mate-
rially increased is well known. The de
mands on his resources for up-to-dat
fixtures, telephone serviee, better deliv
ery 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 eollections are
prompt and losses kept at a minimum
he will suddenly find himself not pro
perous, but in an adverse position.

Control Neighborhood Business.

Fveryone in the business should ain
o control the business in his neighbor
hood. In every town and ecity 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 eclose attention to every detail:
by polite and courteous treatment, which
{reztment, coming from the head of the
hus;ness, eannot help but influence thosc
associated with him.  This high positio
can be attained by keeping the best
goods, serving customers with the best
(nality rather than the lowest price. I
have seen groeers urging goods on cus
tomers 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 ecollection of ae-
counts are all problems which are dif
ficult to solve to a greater or lesses
degree. A man to understand different
temperaments must he a good judge
of human nature. This is one of the
ereatest problems and eclose attention
to it will mean more to him than any
other thing, for through this means he
will be able to satisfy his eustomers on
every point. If he is a shrewd judge
of human nature he ean see how to pro-
vide for their wanis and how to ap-
proach them in the matter of collee-
tion.

A Factor in Political World.

The retail grocer ean be a large factor
in the political world. TIn faet, there
iz no business man who has acecess to
every family in the same relation as
the retail grocer. Every door is open
to him with a ecordial weleome. He
holds in his hand a powerful influence
if used with diplomaey and in the right
direction. If a suecessful merchant he
lias the entire confidence of every person
with whom he has trade dealings. If
the influence that he can possess 1is
torned in the right direetion, it will
spread out ‘through the entire neighbor-
hood and place him in an enviable
position from a political standpoint. Tha
politicans will seek his assistance; great
men will trust him implicitly, and the
advice given by him will be heeded.
He can wield this influence in many
direetions, eivie, religious or ecommer-
cial.  But first of all, and more than
all, he must have within himself the es.
sentials of *“‘character.”’

This part in the commercial life
played by the retail groeer is too often
lcoked 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 eoming 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 @ondition of the retail groecer
has improved to a very great extent
over that of former years; hrought ahout

00

mainly through his organization. 71,
coming together in the meetings, s
cussing methods of condueting busin: s
has, through an interchange of opini.
brought about an improvement botl
condueting business affairs from a stai
point of selling goods, the eost of
ing business, the pereentage which ni<
be realized to eonduet a sueeessful b
ness, and the ecollection of aceounts. [t
iz positive proof of their improved e
dition that we find that the best ¢lus
of ecitizens are now turning to it for
occupation and investment.

An Esteemea Class.

While the rise to a prominent place
in the commercial world may be slov,
for the retail groeer, yet it is neverthe
less sure. Hundreds of groeers can h
pointed out who, after a business carcer
of twenty years, are looked upon as
the mainstay of the ecommunity aud
prosperous to a degree of independence
I know of no class of business men who
so generally hold the friendship and
esteem of their fellow ecitizens as the
retail groeers. Tt is the retail groce
who meets his fellow ecitizen 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 faet, the
retail grocer is a sort of pivot in (he
community around whom revolves much
of the soeial and political life of his
town, ward and ecity. Given the publie
confidence and friendship it lies entire-
Ix within the making of the grocer lim-
self what shall be his distinetion 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 1 si-
ness for a few days of reereation. !'ow
many men with every essential embo 'ied
ir their make-up for a suecessful carcer
have failed because of .their negleci to
take the needed rest and recreatioi at
the proper time!

Tt is true that ‘‘worry shortens n iy
lives.”” Tt impairs energy. Too muiny
of us get the idea that business v uld
go to the bad if we should withi aw
our hand for a week or month. This
is a very great mistake. A good clork
is worthy of confidence, and it would
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A good ¢ rk
and it w 11d

pay well sometimes to try him. Get out
to the open, under the blue sky. Na-
ure will suggest something that ecan
e earried baek to the store and thoughts
vill spring from a rested mind, open
|p new avenues whiech will help on to
SI1CCesS.
The Greatest Essential in Business.
The greatest essential for a suecess
ful business life as a retail groece:
nust be individuality. To originate, to
hink to do. He is prone to follow
other [wup]e's footsteps. To think
hat other grocers are doing.
\ leading retail groecer onee said to
clerk in the hearing of the writer,
answer to an assertion that eertain
prices were quoted at another store,
at he should bear in mind there were
o stores in the city other than the one
which he worked. While this may
i a broad assertion, it eovers the ground
ntirely.  We must have a thorough
nowledge of detail, eost of goods, the
spense attached to the sale thereof
d an individuality that will imprese
self on the eustomers, that will gain
cir confidenee and make them feel that
n wre dispensing your produets at the
Individuality, in
¢t, 1s the root of sucecess and many

west |m.~5i|)lc coslt.

osperous retail groeers would never

attained the position they hold to
v were it not for their individuality
is through a combination of sueh in
iduality that the retail groecers’ as
ciations have been able to bring about
orms which will be of lasting. benefit
he retail trade.

POINTS TO REMEMBER.

ietter sell a eustomer too little than
much. The man who buys too little
come back for more. The man you
sell may never come bhack.

ist remember that people may think
he price while they are making the
hase, but they think of the quality
they are using the goods. Sell
highest possible quality every time.
doesn’t pay to recommend goods a
iigher than they will stand. A cus-
fooled that way once won’t give
a seecond chance.
eet every customer as soon as he
s in. If you eannot wait on him
nce, at least find out if possible
he wants so as not to keep him
ing needlessly.
lisrepresenting goods s taking
ces with your reputation. There
be ways in which it is worth while
fake chances, but never with your
itation
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Tropical Fruits for the Grocer

By A NATIVE WEST INDIAN

Almost every grocer throughout the
country will be found handling tropieal
fruits. In noticing this one is inelined
to ask: Is there any money to be made
by so doing? Whether it is found pro-
fitable to a great or lesser extent to sell
these tropieal fruits, than it is to handle
the fruit which is grown in Canada,
must depend on the following: How the
groeer purchased the fruit, in what eon
dition they reached him, and the seareity
or abundanee of the supply which ob-
tained at the time he made his deal.

Purchasing tropieal fruit in Canada
is attended with as much risk as in
purchasing Canadian fruit in the tropies.
Apples, which the Canadian groecer buys
and sells to his customers at, say, one
cent each, would, if exported, bring

lar transportation of fruit and other
cargoes to and from the West Indies

irregular—in that goods are in transit
for as long as four weeks—ecauses an
enormons loss to sueh eargoes, partieu-
larly those consisting of delicate fruit.
[t i, 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 economies of the subjeet
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 sueker, which in turn is obtained

TROPICAL FRUITS FOR THE GROC ER—BANANAS GROWING ON _AN
EAST INDIAN PLANTATION.

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 eannot 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, ete., is equal
to that obtained by the West Indian
grocer or fruit dealer in handling fruit
grown in Canada and other countries
produeing the same species. The irregu-

o1

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 buneh,
but they produce bunches as low as only
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four hands which are of no value for

-export.

Pineapples Require More Attention.

Unlike the banana, the pineapple will
not produee in a eclayey soil. This de-
lichtful table delicacy, the best of whieh
is the Ripley, does best in a friable,
sandy loam, easily drained and contain-
ing a eertain 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 reproduective aspeet 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 (‘anada are of the poorest,
in faet, the Ripley is not known. The
class that seem to get here are of the
turnipy or what is known in the islands
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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 aceording to immedi-
ate requirements. In any ease, 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
stoek outside where the air can get at
them also and proteets them with an
awning whieh 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 ecare and atientiop.
The hest way to stoek this fruit is to

TROPICAL FRUITS FOR THE GROC

IER—NATIVES LOADING BANANAS

ON STEAMER.

where they grow, as the ‘‘Cowboy’’
kind, which name they have probably
derived from the faet that they grow
uncultivated in open lands where ecattle
are pastured, and are reaped by the
cowboys. Foreign and English writers
have deseribed 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

hang it up by the stalk or stem so that
a pure current of air may reach it. Ex-
cessive heat or excessive eold will have
a damaging effect on this fruit but the
average temperature of the store will
not do mueh harm to it. The eonsumers
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 bhlackness
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 deeay,
makes one of the strongest and purest
vinegars known, and the proeess is very

l}J

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 wil
be helpful. The fruit should alway:
be ecarefully ecovered with paper to ex
clude as mueh as possible any aetio
of wind or air. A fairly warm tempe:
ature snifs them best. They eann
stand rough handling, as the slightes
damage done to any one part of th:
fruit—exeept the swordlike leaves on th
top—will penetrate the entire frui
C'nba and Florida supply the bulk of
the pineapples to the Canadian mai
ket, but it is regrettiable that hetic
transportation and other faecilities
not allow Jamaica, BW.T, to offer som
of her ““Ripley,”’ which is the hest

pineapples,
SUGAR CRISIS IN RUSSIA.

Industry in Serious Position Through
Operation of Peculiar Local Con-
ditions.

A correspondent writing from Si
I’etershurg to an English paper recentl
says: ‘A serious crisis has develope!
i the Russian sugar market, and !
ready several small manufaeturers ar
bankrupt. I hear that a ‘prominent
member of the Right party of (l«
Duma is very deeply invblved. Tl
causes of the trouble are uneonnec ¢l
with natural economie laws, and

those which have always operated
Russia. The sugar industry as it lus
always been entirely in the hands of
the native Russian, has suffered mor
from Government interferenee than :ny
other indusiry. The eountry wouldl
gladly take six to ten times more than
the amount of sugar allowed by (i
ernment to be produced every year, bl
it assists the operations of the Russiin
excise to keep down the produetion :ud
artificially raise prices thereby. 'Iis
prevents small eultivators from «
peting, and the history of sugar pro-
duetion in Russia shows the rapid @ise
to fabulous wealth of one ‘‘sugar kin."’
after another, each in turn falling vwith
a suddenness ‘hat is even more marted
than his rise. The situation in- Kioff
the great centre of the sugar indusiry
is on of panic; banks have stopped
credit, and the extent of the miselief
cannot yet be appreciated, as it is ot
known how far banks are themse' es
involved in the all-round collapse. In
Kieff alone business in sugar amoufs
to the annual sum of over nine milliins
sterling, a very appreeciable item in 'I°
commercial balance sheet of Russia

In




. fifty or a
ruit—as each
for about 14
ed to deecay,
watery state
AT,

les.

the best wa
m decay will
wuld alway:
paper to ex
e any aetio
varm temper
l'hey eann:
the slightes
part of th:
leaves on th
entire  fruit
the bulk of
inadian mar
 that befte
facilities
to offer som
s the hest

RUSSIA.

tion Through
Local Con-

ng from S
paper reeentl
has develope!
rket, and !
1facturers are
a prominenl
party of th
wolved. Tl
p uneonnec.cd
aws, and are
3 operated
try as it has
the hands
suffered mor
enee than oy
wmntry wo Il
nes more than
owed by Go
very year, hul
»f the Russian
yroduetion 2nd
thereby. s
rs from «
of sugar pro-
the rapid :is¢
“‘sugar kii
n falling with
| more marted
wtion in- Kioff
mgar indusiry
have stopped
f the miscief
d, as it is not
are themse! es
| eollapse. n
sugar amoufs
r nine millions
e item in 'he
of Russia

- 5

N

THE CANADIAN GROCER

2

The Rival Grocers

THE STORY OF A WAR IN CUTTINC PRICES AND ITS RESULT

Said Mrs. Miller to Mrs. Seott. ‘‘Do
ou know, my dear, I am just revel-
ing in the faet that a new groeery
tore has opened aeross the street from
yur old reliable Simpson’s.”’

““Why?’’ said Mrs. Seott. ‘‘We've
iraded with Simpson for twelve years
and have always got the best of treat-
wment, haven’t you?”’

“‘Surely, but the new store is going to
cut priees, and Simpson told me yester-
day that he guessed he could meet any-
hody’s priees, and that we should keep

ir eyes open for bargains.”’

“‘Ts that so? Isn’t it great? I’ve al-
ways traded with Simpson, although he
has never offered bargains, beecause he
vas so reliable and kept such good
things, but now, if he is really going
tv give us some low prices, it will be
simply grand.”” The two friends pari-
«l in sweet antieipation of the slaughter
to come and their own prospeets of
loot.

The war was on. Jenkins, the new
man. had newly made signs in front of
hic store every day giving lists of tre-
mendous bargains. Simpson felt a little
too high-toned for that, but did have
heantifully 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
hat bargains attracted them there, and
then aeross the street to Jenkins’ to gob-
blc the bait there. Business hummed in
hoth stores. For a while all was well;
hth men simply shaded prices a bit with
he idea of recouping their profits in a

rger business; but, strange to say, af-
fer a few days, almost all the sales

med to be of the articles offered as
cial bargains at a ruinously small
rein of profits. Simpson noticed the
lsinee of many familiar faces—those
ple who eared more for reliable goods
m for bargains; the quiet, well-to-do
men who liked to shop in peace and
w what they were getting. When
ipson’s store became a battleground,
se women, his best customers, began
leave and purchase elsewhere. Still,
“iipson was apparently doing a hun-
ed per cent. more business than ever
ore when the salesman of the Blank
¢:nning and Packing Company came to

il 'him his annual bill of goods. The

lank Company put up a very fine class

! goods and they had been favorites
ith Simpson’s high-elass trade.

Seeing the apparent prosperity of
Simpson, he felt that he ought to land an
ovder about twice as large as usual, and
was greatly surprised when Simpson said
that he wanted only twenty-five per
eeni{. as many cans as he had the year
before. ‘“Why, how is that?’’ said the
salesman. ‘‘You seem to have at least
twice as much trade as you had a year
ago, and yet you order only one-quarier
as much from me.”’

““Tt’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 whieh T ean eut prices on. Your
goods are too good and eost too mueh for
that, so I have just ordered a big lol
from Smith, Brown & Jones under a
speeial label. These goods are very
cheap and 1 can sell them for just half
of what 1 must get for goods with
your label. T need some of your goods
for the people who ask for them and
will take nothing else.”” ‘‘But,”’ said
the salesman, ‘‘Smith, Brown & Jones
isn’t a first-elass house. and you know
it.”? ““Of course T know it, but I ean’t
help it. T must offer bargains, tremend-
ous bargains, and when women are on
a bargain hunt quality doesn’t eut so
much ice.”’ .

‘‘Better eut it out now while yon
ean,’’ said the salesman. ‘‘Let the other
flellow ecateh the bargain-hunters and
you keep after your reliable trade.”’
““Can’t do it,”’ said Simpson; ‘“‘I’'m
in this fight and T’m going to fight it
to a finish.”’

And so the merry war went on. On
one side of the street, ‘‘Six eans of
tomatoes for 18e¢,”’ and they were real
tomatoes, . too; on the other side of the
street, ‘‘Two pounds of best Java
Mocha coffee for 35¢. with a coffeepot
thrown in,”” and it was real coffee—at
least part of it was.

I'rices went down and quality went
down—down. The traveling salesman
with a job lot of goods so poor that the
ordinary reliable groecer 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 eoun-
ters, show cases and windows, bearing
price labels of wonderful cheapness.
The erash came finally. Jenkins ad-
vertised a slaughler sale at prices less
than cost, and when the sale was over
Jenkins was down and out.
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Simpson survived the wreek because
his years of steady, reliable business
had given him a fairly good bank ae-
count. Simpson won his fight, but about
this time Mrs. Miller met Mrs, Seott
in a groeery store some little distance
from the seene of our war. ‘‘What,"’
said Mrs. Miller, ‘“do you trade here?
I thought you were a customer of Simp-
son’s.”” “‘I thought you were, too.”’
““1 was, but it got so awful there that
I eouldn’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 ecounter to get anything.’’
““Yes, and when I thought I was getting
some tremendous bargain Mr. Seott would
say, ‘What in the dickens is the mat-
ter with this coffee?’ or ‘These ecanned
peas are rotten—where do you buy this
junk anyway? Don’t you have enough
money to get deecent things to eat? If
Simpson doesn’t sell them any more
go to someone who does.” "’

Sueh 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 him a bargain lot of second-
rate substitute goods. He has been bit-
ten by that flea once.

HINTS ON SALESMANSHIP.

The eultivation 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 econcentration—attention—on
what we desire to remember.

The most useful book for a groeery
salesman to econcentrate his attention
upon is his priee list.

A real, earnest endeavor to become
familiar with eosts, 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 beeause
he is obliged to—who takes work just
as it happens and who always has to
be told how.—J. C. Rahning in Inland
Giroeer.
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What to Do Next Month

June represents in a groeer’s routine
the period of many actual changes and
alterations, which is due to the faet that
the eity 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 whieh this
invasion of their rural domain brings
with it. In the eity the problem pre-
sents itself chiefly in the form of how
to get more business to make up for the
loss whieh he sustains by his customers
transferring their trade to the grocers
at the watering places and resorts.

MODERN

STORE

Whilst the groeer eannot in many cases
hope to retain the same volume of busi-
ness he ean 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 eontinue with him dur-
ing the whole season, and in this way
the total volume of his business for the
year will be greatly enlarged.

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 speeial
effort must be put forth. Sometimes
where it is eustomary 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 eountry, in other
words, if it is customary for the order-
taker to ecall, say, upon twenty custom-
ers in a day, let him keep up this num-
ber, where possible, calling on a new

INTERIORS—ONE OF THE DEPARTMENTS OF R. HIGGINS & SON.

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 priee
which renders them attractive, and onee
you get them started it is not so difficult
to hold them and then you have a new
customer.
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With these speecial personal efforts
small advertising campaign eould be i
dulged in, which is always sure to brin,
its good results, and the publicity thu
gained will remain -an asset to th
groeer.

Get Ready for the Fruit Season.

June is essentially a fruit month, an
especially a strawberry month. Th
ability to buy this fruit or any othe
fruit at an advantageous price remai
with the grocer, and if he ean make
partieularly good deal and get into th
market first he will find his receipts wi
amply repay him for his efforts. It
not necessary to comment upon the us
fulness of window displays which a
ways are without speculation insofar :
the beneficial results accruing therefr
are coneerned.

Some grocers in the eity have a cou
try delivery, and in this way they reta

the trade which they would otherw
lose if this enterprising feature of tI
business was absent and in these wa
ing places there is always an oppor!
ity of getting new customers, as m
of the people may be going there

their first season, and have had to «
continue their connection with ti
groeer in town if he has no out-of-to
delivery, and if they can be approac
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they first arrive, the chances are

J for the first one who solieits them.
tainly the problem whieh presents
{ to the eity groeer is much graver
that whieh eonfronts his eountry
frere, although he also may feel a
st depression during the months of
v and August, owing to a certain
unt of holiday tripping, but gener-
the losses whieh he sustains in this
are eompensated by the advent of
city folk, who, as a rule, are a source
no small revenue in most ecountry

8.

For the Country Grocer.

I the month of June the ecountry
er should have his store eleaned
| brightened up, generally, and should
he alive to the ehange in the character
ol toodstuffs and the groeer should al-
wavs remember that it is better to anti-
cipale these changes sufficiently early
vather than have his customers eome in
and eall for them and then have to dig
thew up from beneath a pile of unsea-

sonahlé goods.
Nowadays, when the eountry stores
are daily inereasing the variety of their

stucks, owing to the more ecomplex char-
acter of their customers’ wants and re-
quirements, many things whiech might
have been formerly thought inecompalt-
ible or inharmonious with their business,
are cagerly grasped as they may present
a means of enhaneing their revenue.

How About Refreshments?

In many places a very paying adjunet
to o grocery may be established by open-
ing o soft drink and iee eream parlor.
The margin of profit in this line of
business is very good, and if properly
mavaged the results of the venture will
he ind to be highly gratifying.

A> may be done by their eity breth-

rei, the preparation of specially appe-
iz pienie hampers are sure to find
ready customers. In many ways it is
possihle to eater to this tourist trade,
whi zenerally is more luerative than
the wrdinary, as people are always more

liahl to buy things when they are holi-
day aking,

| metimes oceurs that a speecial
ol nity may produce a particular
pi ( and the wise grocer will take
ad age of this faet to load up the
el Ik well with it before they return,
K lly effeeting the sale at a good
P As an example, I might mention
th parts of the Eastern Townships
wi specially fine maple sugar is pro-
du The fame of this locality for the
€N nee of its maple sugar is so great
th umberless people who visit it in
tie —ummer months take home with them

S f this toothsome produet.
ok After the Wedding Business.
: t1:> fact must not be lost sight of that

is designated by arbitrary custom

FHE CANADIAN GROCE

as the month of matrimonial adventures
and that the bride at the head of hex
own household is a good prospeet fo
future revenue it her favor ean be eul
livated.

The festivities ineidental upon these
events are sure to result in the addition
al expenditure of money in the home,
and any speeial attention whiech 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 appearanee 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 llp—luxl.llt'
equipment and arrangement of the store
of R. Higgins & Son, Toronto. Unfor
tunately it was impossible (o photo
graph the whole store. This view shows
praetically only half of it, the depart
ment at the other side of the partition
on the right being almost as large and
just as tastefully fitted up as the see-
tion of the store shown. Mr. Higgins
carries a large stoek of potted and eut
flowers, and has lately begun to supply
floral designs for weddings and funerals.
The store is always bright, is as clean
as a groeery well could be, and attraes
a high elass of trade.

GIVING ADVICE.

‘I know how to run my store. |
don’t want to be told what to do,”” said
a merchant, referring to the adviee given
by trade papers.

A greal engineer was construeting a
bridge. He was confronted by a difficult
problem, and he had worried over it day
and night, without reaching a satisfae
tory solution. One day a small boy,
watehing the engineer puzzling over his
plans, suggested that he do so and so
[t was a simple suggestion from a hum
ble source, but instantly the engineer
saw its praetieability and adopted it,
with necessary modifications.

A noted landscape painter used to
make it a custom to invite eriticisms
from the unlearned. He said he fre-
quently got valuable points from people
who knew nothing of painting.

A great manufaeturing eoncern 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 omniseient. No one
man knows everything. No one man
can afford to slight suggestions and ad-
vice. What if he does know how to
econduet his business? Is there abso-
lutely no room for improvement? We
think the best eonduected business in the
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world might be improved somewher
No two minds work exaetly in the same
channels. Two men of equal ability
struggling with the same problem, w
reach econclusions which involve different
methods. 1If they compare they discover
that h\il]l have decided o .ul\.l::l.l:r\m\
things, and the two may ecombine
benefit the plans

When we suggest our advice, we do
not mean to hint that the readers are
deficient in knowledee or understand
ing or experience. On the other hand
they may be suecessful and prosperou:
and wise and skilful. But is it not pos
sible that they have overlooked some
partieular point  which  would provae
benefieial to ll_\.' We think so

Then, it must be borne in mind that
the trade papers’ advice is prepared
for a large number of people and that
its readers are not all alike. What may
be good for one man may not fit the
case of another Do not refuse he
vod simply because something in it is
not advantageous for you. And, sup
posing there is a merchant who under-
stands his business so thoroughly that
no adviee obtainable through the eolumns

of his trade paper ean benefit him

That i1s not all the i{rade paper eon

tains.  There are other departments
where he may graze (o advantage
Phiere are news items of interest, glean

ed from all sorts of sources. He learns
there what experience can not give him

wha! the state of the market is, what
output may be, what conditions are in
trade eentres.

With every deference to the skilled
and able merchant, we believe that ad
viee is a good thing for all. I it does
not suit your particular conditions, you
are: under no obligations to adopt it
If it might do vou good, it will do you
no harm to try, and much of it is pre
pared by men who have experienced the
fortunes of merchandising and know
the trials, the difliculties and the dan
vers.  The trade paper is prepared with
a speecial desire to cheer, to benefit, to
assist and to widen the scope of the

merchapt. —Ovegon Tradesman

HOW TO KEEP POTATOES.

An experienced groeer, 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 suecessful:

Place a soap box in each corner of the
cellar half full of lump slacked lime.
This absorbs the moisture whiech 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 ecities 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 eommun-
ity. Reduce the profits of the local
trade and you reduce the available sup
port for the loecal newspaper propor
tionately.

Edueation is the remedy. Use yor
cclumns to prove to the public that
buying at home is more profitable than
spending money in a distant eity. The
public doesn’t see this faet now. Its
eyes are blinded by the glittering array
of fancy prices in the mail order ecata-
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 eleetro 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.

THE CANADIAN GROCER

Tom Plowman lived on a section farm

Not far from a prosperous village ;
He worked late and early and calloused his palm,

Tom's mail order stove didn’t work very long,

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.

But thrived by industrious tillage.

He avea 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 toid of a wonderful heater ;

The figures were tempting, Tom swallowed the tale.
Says he, *“ Mr. Merchant's a cheater.

pa

is profit must be near a hundred per cent.,
"Il just call his bluff and unless he'll relent
I'll order a stove from Chicago.”

—— -

30 he drove to the village and entered the store
With an air that waﬁohy and knowing.

Says he, * Mr. Merchant, please tell me once more

price of that stove you were showing.”

:— 5 qREEES]

“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 his neighbors and they in a &ice
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

With no stores there was no one to buy or to sell,

he ﬁomnlmcn stopped coming, they closed the
tel,

*Twas surprising how quickly the town went to—

we
A very long way from Chicago,

The lawyer, the doctor, the editor, too,
They all got cold feet very quickly ;
n soon noticed the way the wind blew,

The parso
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.
Sorebe Tl be ieing sy acighbors the s
s he,* I'll be giving my nei iP
i'or | must be off to Chicago.”

P

T;"\"' e — The trains flew by whizzing, Tom waited in
chant s00n failed and sold out his vain,—
And tis wasthe notce he Iek on his door+ Saye be  Neither merchant nor doctor no taia
“ Gone to look for a job in Chicago.” ill stop any place but Chicago.
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A Modern Grocery Warehouse

By HARRY FRANKLIN PORTER, C.F

[he largest grocer’s warehouse in
vmeriea has recently been erected in
iladelphia, ‘and in addition to being
eworthy for its size, it stands forth
the embodiment of high engineering
. in design, construetion and equip-

iis model building whiech is shown
ewith in process of construetion, is
the Aeme Tea Company, of Philadel-
, and is to be used as the receiving
distributing ecentre, and exeecutive

for their vast system of retail

walls of briek carried on eonerete 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 eurtains. The body of
the building is thus as fireproof and
deeay-proof as modern engineering skill
can devise. To further proteet the
building, and more especially its eon-
tents, and to secure the absolute mini
mum insurance rate, there is provided
a complete overhead, automatie sprink-

building and econtents are praetically
nupregnable to fire, and the conerete-
s.eel 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 faets
in dollars and cents may well be ap-
preciated.

The Machinery Equipment.

The building is equipped with a eom-
plete power and lighting plant, located

THE ACME TEA CO.’"S NEW WARE HOUSE IN PHILADELPHIA.

y stores, about 175 in number,
@ in gvery part of the city. It is
stories above ground and one be-
ronting on N. Fourth Street, Wil-
Sireet, York Avenue and Noble
+ covers 30,000 square feet and has
stal floor area exceeding six acres.
Concrete-Steel Construction.

is of conerete-steel throughout—
ung. beams and floors, with panel

ler system, fed by a 45,000 gallon tank
on the roof. Connected with this tank
by powerful fire pumps, is a 100,000
gallon reservoir in the basement, whieh
iz 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-
Juining properties. Protected thus, both
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in the basement. the floor of which, be-
ing eight feet below watér level, neces-
sitated speeial 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-
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sed in groups of three each, en-
ed in fireproof towers and guarded
steel doors of the Jackknife type,
ling upwards, thus requiring mini-
| room.

Shipping Facilities.

hroughout the York Avenue side
the building on the ground level, is
tone-paved driveway, 30 feet in
i by 200 feet in length, unobstruet-
by eolumns, protected with rolling
shutters between the exterior eol-
;, wkich may be eclosed in stormy
intrv weather, thus giving a warm
spece for loading and unloading
1s. The main portion of the first
is 34 feet above the driveway level
thus forms a platform for the
ulls.
receive shipments, a siding from
Philadelphia and Reading R.R.,
w Street branch. extends right

THE CANADIAN GROCER

of saw-tooth skylights. On this floor,
also, are two large fireproof vaults, for
safe-keeping of the records, ete, and a
large well-appointed luneh room where
all employes are served at noon hour.
For the engravings and information
coneerning this building we are indebt-
ed to William Steele & Sons Company,
of Philadelphia, who were the archi-
teets, engineers and econstructors.

THE WORLD'S MATCH DEMAND.

The ecivilized 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-
eans use up the enormous total of 700,
000,000,000 a year and have a large:
mateh bill than any nation in the
world.

Hundreds of factories over the country
are engaged in this industry. Some of

TEA CO.”S NEW WAREHOUS E—CONSTRUCTION OF ELEVATOR
DOORS.

I the Willow Street end of the
2, on the level of the driveway,
right angles to it. This is ear-
the reinforeced conerete floo:.
hout the length of this side of
lding, door openings extend from
to column, provided with steel
shutters. This enables almost
of cars to be unloaded at one

goods, as received, are earefully
d and sorted on the first floor,
distributed for storage through-
various floors.
building is equipped with two
is fireproof tower stairways, and
sanitary toilet rooms for male
nale employes on all floors and
15 loeker rooms.
assenger elevator runs to the 8th
n which is loeated the executive
made especially light by a series

the plants ave very large, one on the
Pacific coast covering 240 aeres, 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 cubie
feet of wood which actually is econ.
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
ber 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 matech machines. It may
be seen that the lumberman sweeps over
a wide area in search of suitable tim-
ber to feed into the mateh machines.
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Seldom is the little splinter tipped
with sulphur, or some other substance
to 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 muech concerned over
the timber supply question as any other
class of men engaged in an industry
whose welfare depends on the use of
forest produets.

[t might be supposed that because
matehes are small the makers of them
would utilize seraps and left-overs. This
i3 never the case; matches are not by-
produets. The matech machine takes the
finest timber and what it rejeets goes
to the by-produet yard and the by-
produet end of the mateh business be
comes the largest end, so far as bulk
is concerned. Among the by-produets
turned out by the large Pacific coast
factory just mentioned are 1,000 doors
and 800 sashes daily.

As a matter of faet, it would be im-
possible to earry on the mateh 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 mateh fae
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 deserip-
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
cwn chemists and mechanies, and kept
seeret to prevent rivals from obtaining
and profiting by them. A single ma
chine has been known to turn out 177,-
926 400 matehes in one day—boxed and
lahcled ready for shipment.

Some matehes are shaved with the
grain from sawed blocks, some are ecut
both ways by saws. In some factories
the blocks are boiled to make them ecut
easily. By some machines a boiled or
steamed log is revolved on its own axis
and a shaving—the thickness of a
mateh—is eut round and round. This
shaving is at the same time cut into
lengths and split into mateh sticks.
There is hardly a limit to the varieties
of methods employed.—Commercial Bul
letin.

A Delphie 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.’’—Congregationalist.




ey mr—

< e s o

THE CANADIAN 6GROCER

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 nueleus of a small hamlei—
almost large enough, in some cases, to
be termed a village, yet mnot large
enough to support a loeal newspaper.

Advertise they must, if such stores
are to prevent a good deal of their
trade from escaping to stores farther
afield 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 eustomers, 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 eities.

In the first case, were our storekecper
to take space in the paper taken by a
minority of his possible customers he
would be paying rates for a great deal
of eireulation whieh is of no use to him.
In the case of the greater part of his
possible customers who take only tae
large ecity weekly the same objection
arises in an infinitely larger degree.

The Country Merchant’s Dilemma.

What must he do? This was the
question put to The Canadian Groeer a
little while ago by a subseriber whose
case was similar to that of the store-
keeper above mentioned.

I have in mind at the present time a
small village of two or three hundred
population situated in the midst of a
fine agricultural distriet. About twelve
wiles east of this village is a eity 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 ecirculation among the na-
tural storekeepers of the village, carry-
ing the store news of other stores more
or less ecompletely 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 easual 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 eonsiderably 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
the 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 eontaining news of the locality and
local advertising, and endeavor to work
up a eireulation for it among the popu-
lation contiguous to that hamlet. The
other solution is, informative ecireulars
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 ecireula-
tion for the special edition was eonsi-
derably less than the advertising and
subseription revenue from that speecial
edition, it would be impossible. But
the scheme is, nevertheless, quite feas-
ible in many eases.

Periodically issued cireulars seem to
be a very good plan for the hamlet un-

*served by the press. If the cireular is

carefully gotten up, contains trade-in-
ducing deseriptions and prices, is well
printed and gets into the right hands, it
ought to bring business.

In a ecireular plan, the problem of a
good delivery looms fairly large. A
trustworthy boy on a biecyele seems a
feasible, as well as an economieal plan
of delivery.

For the Man in the Suburbs.

A grocer who earries 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.
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The suburban groeer has to cope wiil
the large down-town department stor s
who ean afford to use expensive space i
the city daily, because they draw trade
from all parts of the city instead of o
corner of it.

Few suburban stores ean afford dail,
newspaper space because their oper-
tions are neeessarily restricted to thei
own suburb. An ad in the daily would,
doubtless, reach many of their eusto
ers, but the rate eharged would be .
the entire ecireulation of the paper,
most of which would be quite useless 1o
them.

Therefore, in the suburbs of lai:
cities, ecireulars are frequently resoricd
to by grocers with considerable suceess.

An Attractive Circular.

One of the best of these suburban ¢i
culars that has yet reached the Cana
dian Groeer is from J. Skelton’s
‘‘Maple Leaf Groeery,”’ 2012 Queen Si
East, Toronto.

It is a neat four-page pamphlet. Tl
cover eontains the title: “‘The Mapl
Leaf Cash Groeery. J. Skelton,”” aud
the address, a half-tone of the sture
front, with delivery sleigh drawn up i
the eurb, all of whieh occupies the 10p
half of the cover. The bottom hall is
occupied by the following eaptions,
neatly arranged:

Not “‘‘How Cheap,”” but ‘‘Iuw
Good.”’

Quality the first consideration. Nuil
ing too good for our customers.

Prices as Low as Any Regular Prices
Anywhere in the City.

Full Weight, Full Count, Full M:a
sure.

Satisfaction Guaranteed. Prompt and
Attentive Serviee
Orders Called For and Delivered

Promptly.

A Trial Order Solicited.

The seeond page enumerates a oW
specialties. The third page is hea vl
with this eaption: ‘‘Next after qual!}
comes price economy. Do these pricds
interest you?’’ Then follows a nuner
of staples with prices attached. {h¢
back page gives a erisp talk on (he
store’s history and poliey. All the way
through, this eircular is a model prodic-
tion, well ealeulated to pull busines:

L. B. Cochran, of Medicine Hat, Al-
berta, has sent in a ecireular which he
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says brought him direet results from
people who were not regular‘custumcrs.
\s it thus performed the main funetion

{ advertising it must possess merit. It

printed on a sheet of blank note
paper, headed, ‘‘New Goods Just
laced Into Stoek at Cochran’s.”’” It
wen goes on to state that Mr. Cochran

s just reeeived a large eonsignment
of fresh vegetables, ete. There is only

¢ priced item on the page.

'his eirenlar strikes us as being a
{ville uninteresting. The subjeet of it
could have been made mueh more of

ith ease. There seems to be very little

vinger’’ in it. We faney that three

four more priced items aeccompanied
by appetite-ereating descriptive para-
sraphs about the newly arrived dainties,
vould have brought in better results.
Ilie matter on the eireular is of almost
foo general a nature to produce the
paximum of result.

It is a well known faet that the mere
reeital of the arrival of a list of goods
doesn’t make so great an impression on
the human mind as will a few specifie
tems, each dealt with separately. It
stands to reason that the more interest-
ingly a faet is stated the more people
can appreciate its importance.

Mr. Cochran tells us that-his adver-
ising in the newspapers has not been a
siceess, while his eireular brough! in

sults. May we venture the opinion
that perhaps his newspaper ads were of

» general a nature? A newspaper ad

signed to séll groeeries must interes'

reader personally. There must be
something in it to appeal to his desire.
\ generality on quality and right priees
hardly be expected to pull very
wd. The ad must deal with specifie

(fers at speeifie prices for specifie rea-

s. That’s the only kind of an ad

ich really pulls hard.

What About Quoting Prices.

' T. Farmer, of Perth, Ont., doesn’t
helieve in quoting priees in every ad. He
tions the faet that in many of the
iller places farmers eome into town
ldling apples, potatoes, ete. If you
advertising these articles at a cer-
price, the farmer ean eut under it,
ing the people that his goods are the
il of yours, although the price is
er.  Whereas if you are not adver-
ng prices on these goods the people
not so easily persnaded that they
getting a bargain from the peddling
rmer.
I'his seems to be a point well taken.
the price-quoting rule is none the
< sound for an oeccasional exeeption,
Mr. Farmer readily agrees.

Some Ads From Perth.

We have several times had oeeasion
commend Mr. Farmer’s excellent ads,
ud the bateh just received is no exeep-

tion. Mr, Farmer invariably uses small
space and makes the best possible use
of it. In faet, some of his ads—the one
headed ‘‘California Celery,”” for in-
stanece—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
whiech eonvinees. The set up on Mr.
Farmer’s ads is about as good as eould
be expected in such limited space (3

inehes).

Some Helpful Hints.

A. Girard, jr, of the Co-operative
Groeery Co., Montreal, sends in an ad
whieh suffers considerably from over-
erowding. It is an extremely well eon-
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 25e., is no higher.

LILY WHITE LARD

Lily 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 § barrel.

('ranberries, (‘ocoanuts, Cab-
bage, Dates, Figs, &e.

C. A. FARMER.
Groceries, China, Confectionery &
Fruit.

oceupied is much too small. The special
proposition to sell butter at 3le per
pound to purchasers of tea over 30e is
worthy of more space. We faney it
would have attracted many more people
if it had been given more prominenece.
But considering the faet that the gen-
eral price of butter at the time this ad
appeared was 35¢, the reduced price in
itself would probably be attraetive,
however erowded 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 eolumn style, thus
shortening the length of the lines, with
headings set aeross both eolumns. 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 effeet on its success. People don’t
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like to read eye-confusing masses, but
something which can be run over with
the least effort, which makes it ineum-
bent on the groeer who would have a
well set ad to get his copy into the prin-
ter's hands in lots of time to reeceive a
proof and eorreet it to his liking.

ADVERTISING BUTTER.

Started the Career of One of America's
Best-known Ad. Writers.

In a reecent issue of Profitable Adver-
tising Manley M. Gillam, advertising
manager of John Wanamaker’s depart
ment store, Philadelphia, tells how he
became an ad.-writer. At the same time
he enuneciates what he has discovered
by experience to be the best way of
preparing eopy. In essence Mr. Gill
am’s method is just about what has
always been advoeated as the most ef-
fective one in The Canadian Groeer.

Mr. Gillam says:

lHere is my method of working. It
requires neither genius nor midnight
oil. It eomes as naturally as a river
flows, or it eannot be first best.

I do not believe in mosiac adveriis
ing—painfully built up with polished
bits and tediously worked into a thing
ol eold l)t‘.lul_\.

[ prefer hot homeliness.

The mission of most advertising is
to sell something. The advertiser is in
effeet a salesman. Not having tone
variations and subjeet to changes to
play with, not being able to help the
development of that psychological mo-
ment and wateh for the instant when
conditions favor, he must arrest atten-
tton and bring convietion without help
other than that he puts in the dressing
of his subjeet.

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 1 hark
back aeross this generation of effort 1
see nowhere in my experience an in
stance that more clearly demonstrates
what I consider the right thing in eopy-
making. If the same problem were be-
fore me to-day I would not alter the
plan, nor eould 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 1 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—serupulously elean, fed on
ensilage. their milk ecooled in spring
houses, the cream taken out by ecentri-
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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 price—and it didn’t sell well.
Those who got it might come again, but
it simply ranked as ‘‘good butter.”’

“‘Don’t you think you eould advertisc
that 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 subjeet. ‘“What are
Holsteins?’’ 1 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 Dutech farmers had
housed them in their homes and blanket-
ed them on their dyke-bordered pas-
tures for five hundred years before
Ameriea was discovered. I found a wealth
of other things about them, and I quick
ly decided on three advertisements to
be used in the Reecord alone. ‘‘Antiqui-
ty of the Holsteins,”” ‘‘Holsteins in
Europe,”’ ‘‘Holsteins ins America,’’ to
be set single eolumn 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 eow.

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 deeper
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-

1ng.
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.

THE CANADIAN GROCER

If a business proposition has a right
to suecceed, there is something of novel-
ty, of peculiarity, somewhere in the
baekground; some feature of special in-
terest that ean 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 ealled upon surely once a week,
on the average, by graduates of adver-
tising sehools who want advice and help.
The glibness with which these visitors
name type faces and sizes, and the con-

Florida Celery

Fresh ecrisp stock, 2 bunches
for 25c.
Cranberries
The best quality we ean buy—
every berry firm—15¢. a quart.
Apples
All varieties—Greenings, 25c.
a peck--Other varieties 25¢. to
50c. a peck. Special prices for
bbl. or % bbl. lots.
Qur six varieties of
Mixed Biscuits
at 3 ihs. for 25¢. are splendid
value. We are still offering 1
pound tins of
Art Baking Powder
for 15ec.
4 pkgs. regular 10c.
Bee Starch
for 25ec.

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
tising question—a part that is praetical-
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 artistie set
up and type harmony. I believe in both
—pietures, too, very often. But they
are the apparel. There must be some-
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thing worth the clothing before there i
excuse for putting it on. That som:
thing is the real advertisement. It ;
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 faet.

There is a fearful lot of soulless a
vertising in sight all the time. It is
the trail of sueh advertising that tl
wrecks and skeletons of business a
found.

No Belief in Patching.

When I speak of imitators I do u
intend to argue for a copyright
expression. Hundreds, maybe thousan:
of phrases that I have set going a
still on the wing. and I am flatter
by the fact. What I do shy at, howev
is the work of the mental or phy
cal secissors man who snatches bits
brightness from here and there a
tries to pateh them together as an ori
inal. It is like bedecking a beggar wi
a hodgepodge of finery; it hurts |
alms-getting, and makes him more e
spicuously than ever a tramp. On t
other hand, a happy turn of thoug
minted by one mind, if it strikes ¢o
genial soil, inspires other pretty wa
plays, and may even be itself put i
a new fabrie with ecredit to all co
cerned.

The mission of advertising eopy is
inspire interest.

‘‘Ho fellows, here’s a snake!’’

Every boy within hearing is head
for the ery. Strike the right string a
it matters little how you strike it—i
musie will be fetching. Head an u
~ei lisement of solid agate with one ¢
spieuous word ‘‘ Rheumatism’’ and evi
sufferer of that sort who sees the pu
will notice the advertisement and r
1t.

Belief and Enthusiasm.
Back of all really successful adve..

tising eopy 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 I
voice be full or cracked, her word st
just the same.

I do not believe in big copy or lif
copy. I would avoid anything I
a monotony of ecopy. I would no m«
assign an arbitrary amount of space
the protean interests of a departme
store than I would to the news of
city. Everyone connected with a new
paper knows how news values fluetuai
Half a dozen pages for ‘‘locals’’ m:
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oo few one day, two pages may be
many another day. It is best to err
the side of condensation in adver-
o as well as in news.

. WSPAPERS AND MERCHANTS.

{ it is true—and it eertainly is true
.at the modern newspaper would find
;ard to exist without the advertising
serehants, it is no less true that the
ern merchant ean not get along
out the newspaper. The merchants
iy loeality and the newspaper pub-
rs of that loeality eertainly have
ial interests.
iis faet is beecoming recognized more
more every day. Consequently it is
natural that the newspapers should
| some eonsiderable thought on how
advertising eopy of their patrons
he improved and made more result-

ILie following artiele, entitled ‘‘How

Write Retail Advertising Copy’’ is
of a series which has been pub-
d in the ceolumns of the Toronto
rld. It is well worth reading.

HOW TO WRITE RETAIL
ADVERTISING.

ilerbert Kauffman, in the Toronto
World.

skilled layer of mosaies works with
fragments of stone—they fit into
places than the larger ehunks.
skilled advertiser works with
words—they fit into more minds
hig phrases.
simpler the language the greater
ity that it will be understood by
ast intelligent reader.
construetion engineer plans his
d where there is a minimum of
he works along the lines of least
uiee.
advertisement which runs into
iinous style is badly surveyed—
nds are not built for high level
ertising must be simple. When
ricked out with the jewelry and
[ literary expression it looks as
out of place as a ball dress at the
ast table!
buying publie is only interested
ts. People read advertisements
I out what you have to sell.
advertiser who ean fire the most
in the shortest time gets the most
s. Blank eartridges make noise,
liey do not hit—blank talk, how-
clever, is only wasted space.
i force your salesmen to keep to
facts—you don’t allow them to sell
in with quotations from Omar or

THE CANADIAN GROCER

trousers with excerpts from Marie Cor-
elli. You must not tolerate in your
printed selling talk anything that you
are not willing to ecountenance in per-
sonal salesmanship.

Cut out elever phrases if they are in-
serted to the saerifice of clear explana-
tions—write eopy as you talk.

Sketeh 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 manuseript
and cut out every word and every line
that ean 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.
l.et us sell you your supply at
$1.00 per gallon.

Smoked Herring
Cooked, ready-to-eat. Put up in
25¢. glass-covered boxes containing
about 2 doz. boneless, skinless
Fish with head and fins removed.

Try a box.
Cranberries
Fine firm stoek. Every berry
sound. 15e. per quart.
California Celery
Crisp solid heads—2 for 25ec.
Apples.
Every one sound, prices 25¢. to
50c. peck. Special rates for bbl.
or % 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 Franeais’’ 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 ecopy. Big space is cheapest be-
ecause 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 ecitizen 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 mueh 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-ineh shingle
on every post and fence for a streteh
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 chanece to dodge it. And at that it
doesn’t eost nearly so mueh 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-
Iutions in the business world and finally
sum up its effeect upon the inecome 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 eonsistent and per
sistent advertising he continues to roll
up business with a steadily inereasing
veloeity. The only uneertain part about
his advertising profits is the ultimate
limit to whieh profit may pile up. Baut
that’s the one uncertainty that pleases
because of its uneertainty.—Trade.

DON'T BOTHER HIM.

Some loeal merchants—no, eall 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 piteher 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 me?’’ 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 him!

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 attraetive gro-
cery windows is certainly not confined
to any distriet in Canada as the photo-
graphs reproduced herewith are an evi-
The importanee of this branch
of the grocer’s business is eoming more
and more to be recognized and with
this an improvement is taking place in
the artistie and trade-drawing features
of the Canadian grocery window.

The four specimens here reproduced

dence.

are pretty good specimens of what may
he done with different classes of goods
under different eireumstances.
A Window From Fernie, B.C.
Window No. 1 comes from Fernie,
IB3.C.,, and is one which eame nearly
winning a prize in The Groeer’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 eentre 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 notieed, it is a display of fruit and
flowers with a few vegetables thrown in
In this ease

as an ineirdental suggestion,

Campbell & Co., Montreal, last f

gives an excellent suggestion regard

this kind of work.

The business of Campbell & Co

sinee the photo was taken, been tal.

over by Kingsley Harrison, who is d
some good work with the windows |
self. A correspondent writes regar
this window: The front of this win
was composed entirely of ferus, and
hind on a higher level were arran
boxes of orange meat. The main ce
piece of the window was also its ¢l

attraetion, being a huge faney bas

laden with fruit. The back of the
dow was made up entirely of bag:
Ogilvie’s flour. The sides and bael
the whole display were enlivened

AN

mas competition. It was shown in the
grocery department of the Fink Mer-
cantile Co., of Fernie some time last
vear and no doubt proved very attrac-
tive. This window, in a good many
points, brings out the prineiples 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 muech in the
window. The pails of jam and bottled
goods are remarkably well arranged
with no suggestion of overecrowding. One
of the hest points of all is that every-
thing is serupulously clean, the white

ATTRACTIVE WINDOW FROM FERNIE, B.C.

the dress:r has followed the ‘‘mass’’
plan and filled the window with the
goods he wished to display. In some
sases this may be advisable but in our
opinion it tends to make the window
look overerowded 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 indueing themr
to buy. so it must be alright.

A Montreal Cereal Window.

While the early summer isn’t perhaps
the best time to display ecereals, window
No. 3, which graced the store of P.
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flowers and sheaves of grain. Th
of the window was made of whil«
red ribbons arranged on a light w
framework and electrie lights g
added to the beauty of the e
scene.

The doorway entering heside the
play window was extended by |
and grain into a very attractive
way.

The business returns were of su
nature as to leave Campbell & Co. u
repaid for their work and econvi
that tasteful window-dressing ecan
be neglected by the grocer who
the highest success.
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Another From Moose Jaw.

, and back of
ealiveied - hiv While window No. 4 ecan searcely
: he: called an example of window-dress
v, it gives a good idea of what an ef-
fcetive display may be made with fruit
haskets and is pariieularly season
hle with the summer fruit season com
an [t shows also something of
ow mueh Ontario fruit goes to the
Wesl, eoming as it does, from Moose
Faw, from the store of T. J. MeCammon
[+, explanation of the photograph Mr
\leCammon writes as follows:
“*One afternoon last summer we were
v unloading a ear of Onlario grapes
[ as our display was being arrangad
entleman eame along, just off the
, and he was attracted by the very
ificent, he ecalled it, display of
In his remarks he said he had
all over Ontario pretty mueh and
did not think that he had ever seen
er display of fruit, adding that he
ild like to have a photo of this dis-
to take back to Ontario to show
: people that while we do not grow
i fhe 1 t out here we have it for sale in
Olt I“;'”\'\' II danee, This is why we had it
, light wooden
li;_r}g;!s s ".’hf[)llt’ll. : e
B aviiibid I might say that a display of this
[ 1s nothing unusual with us. Had
yeside the (Dis een w2 would have had it photo-
led by pluntd phed long ago. Eastern people are
traetive arch fer the impression that fruit is al-
t a luxury in this western country
ere of such a it is not. Any kind and all kinds
11 & Co. anply fruit can be had here that ean be
and eonviiced I in any other ecountry and the same
ssing ean not :hit be said of vegetables. We have

ser who ks i in abundance, but we grow these

selves.”’

EASTER FRUIT WINDOW

FROM GUELPH.

MORAL EFFECT OF GOOD WINDOW
DISPLAY.

Onee there was a boy whose dis-

tinguishing charaeteristic was the faet

that he would never keep his hands
elean. In despair his mother showed
him a pretty ring which she promised
him as a reward for earvefully washing
his hands three f{imes a day for a
month. At the end of one week of
religious observanee of his promise to

do so the allurements of the old life

vietim
great

claimed him for a and he fell
from grace with a crash the
extent that soap and water seemed put

to

out of his life forever.

Whether or
of the
of the faeulty

women )

this brilliant scheme
the
whieh philosophers (and
to eall
failed, as demonstra
The

with a

not

mother was demonstration

are pleased woman's
‘*sixth sense,”’ it
tions of the sixth sense usually do
father to the
little ecommon sense and gave the boy
the

proud of his hands that they have

then came rescue

ring Thereupon he became s

nevel

been known to be dirty in eompany
from that day until this.

[t is a well-kknown faet that in manu
facturing econcerns elean surroundings

tend to a higher standard of workman
If

ship among the employes. this 1s

trne of a faetory which is usually hid
den away from the public gaze, whab
must be the moral effeet of elean sur
roundings in a retail business which

has to depend upon the publie for its
welfare?
display window is

If neatness in the store and
attractive, elegance
must be deeidedly alluring. That this
latter is a faet is proven by the elegant
of century deal
who of the
popular demand for cheerful surround
to their

business a elegance

stores many twentieth

ers have taken advantage
into
|IY‘
wonder of
the
store

and

ings
of
would have been
men of (||1I‘I)
of

consist

ineorporate places

tone which
the trades
years
that a

counters

ago,

majority

whom believed should

of a few shelves
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A MONTREAL CEREAL WINDOW,
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and a stoek of goods (there are many
of them still in business).

The growing tendency of the times,
especially in the ecities, is one that de-
mands modern methods. And in adopt-
ing these methods it is but natural that
the window should receive the first share
of attention, as it is a magnet, having
power to convert the indifferent public
into interested ecustomers.

Starting with the display window,
many a merchant has disecovered that
the interior of the store has gradually
taken on a more modern aspect, until
in eourse of time the entire store has
undergone a radical change from the
result of a small bezinning. For a good
window display has a greater effect
than the direect sales which it will be
seen to accomplish from day to day. It
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A HARVEST SALE WINDOW.

Window display is advertising of the
best kind, and should always be classi-
fied as suéh. 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 publie
soon tire of sameness, and then your
windows will lose a great deal of theis
true value.

Just a touch of flowers, fruit, foliage,
ete., suggestive of the season or sale
makes the best possible guide for your
setting. Next, one must take into eon-

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 emormous 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.

sideration, simplicity and praectieabil-
ity.

With very little effort, a trim ean be
placed in a number of graceful positions.
To still further ecarry 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 eornucopias
of vegetables or fruit can be effectively
used, instead of wheat, or in conjune-
tion. This decorative scheme ean also
be used as an interior deecoration, es-
pecially along the side walls above the
shelving. The sheaves of wheat in
connection with the yellow and tan

106

ribbons make a very pretty color effec
In getting the wheat, be sure to sele
well-formed and eclear-colored stalk

as they will add much to the beauty

the design. Poor, seraggy-looki
sheaves of grain will be anything b

effective.—Winnipeg Commereial.

A SHOE POLISH WINDOW.
A seasonable window at present is
of shoe polishes.
Cover the floor and back with er

paper. Cover an ordinary soap box wi |
crepe paper and lay in the back of i

window at the centre.
Lean a board covered with cr
paper against this box; on this box |

two shoes, one dusty and dirty and i

other polished.
Draw a couple of hands and pi

‘‘before’” on one and ‘after’’ on i

other. Tack these on the front of
hox.

Run a number of streamers fi
the box to the top of the window.

Stand several boxes of blacking
a blacking brush on top.

Pile several kinds of blacking, w
ening and tan polish around the {l
of the window with the prices o
Groeery World.

A BALLAD OF VEGETABLES.

A potato went out on a mash

And sought an onion hed;
‘“That’s pie for me!’’ observed

squash,

And all the beets turned red.
‘“Go ’way!’’ the onion, weeping, e

““Your love I eannot be;
The pumpkin be your lawful bride,

You cantaloupgswith 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 earrot 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 eurrent 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.

it qualities spell success in the
ry business ¥ With a view to an-

L

3 ng this question, the life stories of
s \] leading Canadian retailers have
beoo secured and are given herewith. A
<t lv of these will be of interest, as
we!l as profitable to every aspirant for
he s in the groecery business.

FOTY YEARS IN THE SAME STORE

iy years eontinuously in the gro-
¢crv business at the same stand is the
s hat unique reeord of Robert Me-
(e I, 603-609 Main Street, St. John

irting out in a small way on May

I 68, Mr. MeConnell by untiring

encioy and eclose attention to business
has built np his present trade and he
nov has one of the most important gro-
cer. stands in the north end of the eity.

wally in forty years a merchant
sec- many changes in the meéthods of
di business and in the elass of goods
offcred for sale, so a representative of
The tiroeer called on Mr. MeConnell to
hi rom him something of his experi-

I “lous to starting in the grocery
) s Mr. MeConnell was employed

in timber ponds at St. John, for
i ¢ days wooden shipbuilding was
Ol the big industries in the Mari-
tine 'rovinees and espeeially St. John
an al is now Dbeing utilized fo
whao 5, warehouses, railway tracks and
st cte.,, was 40 years ago a series
of er ponds and shipbuilding yards
Ni 2 steel ships come up to the
wh and tie up where the big

Wi vessels were formerly econ-

‘ fore in which Mr. MeConnell

sta out is now used for meats and
pre s in front and storage pur-
pes the rear while a larger store
ad : secured twenty-two years ago

by on  of inereasing business, is

ut for general groceries. Both
bu s are owned by Mr. MeConnell
al s also the owner of several near-
by erties.

. as pretty hard, uphill work for
th t few years,”” said Mr. MeCon-
nell ut T stuck to it and worked night
a often starting out at 5 o’clock

norning and working until mid-

¢re was no delivery system those
Il'a man wanted a bushel of po-

tatoes or apples or something of that
sort he earried them home on his back,
now we have to keep two or three horses
and the team out with half a pound of
tes. In those days we could make a
fair living profit, now it is so eut up,
there is praetically 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. MeConnell is probably older in
the groeery business in St. John than
any of the other dealers, as he ean re-
member when nearly all of them opened
up. He ean look back over a suecession

ROBERT MeCONNELL.

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 eannot see how this
can come about under present conditions
and ean only profit by past experiences
to exercise caution in not getting too
much on his books.

He attributes his suecess to honesty
and fair dealing; giving the people
what they want, eareful attention to
all orders and selling good goods at the
lowest possible price, keéping a fair
profit.

He is assisted in his stores by a son,
Robert, a lady book-keeper, two elerks
and a teamster, while several other sons
assist in the Saturday night rushes.

Mr. MecConnell 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. MeConnell 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 subjeet of this sketeh was born
in Montreal May 10, 1842, and is there-
fore sixty-six years of age. His par-
ents were sturdy Secotech 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 whiech
he lived in Ottawa and Pieton and
about a year, which he spent in and
around the eity of Memphis during the
stirring times of the American civil war
Mr. Robertson engaged in the groeery
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.
MeCready, who kept a groecery 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 suecess as a grocer
Subsequently he engaged in business for
himself, having a store on Phillips
Square, oeupying a central position on
the ground now covered by the Birks
Building.

The transaction by which the Birks
firm aequired this property to eomplete
their extension took place nine years
ago and then Mr. Robertson moved his
business to its present loeation 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 ereed, Mr. Robertson is a member
of the Caledonia Curling Club, a sport
which he has participated in for a great
number of years, in faet, all his life, and
he has many times eurled for the Gover-
nor-General’s prize.

Mr. Robertson is no exeception to the
general rule of successful men as re-
gards his personality. That magnetism
which seems highly necessary to sue-
cess in those who are foreced to meeb
the public and conform to their ever-
varying and wvacillating moods is not
an absent quality in this man with
a face and a bearing which corresponds
exactly to what our minds might eon-
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jure up on the mention of the adjective
venerable. He possesses, as an eflicient
adjunet, a perfeet modesty in all mat-
ters except his health, which seems to
be a vulnerable point in the charaeter
of their reminiscences with most men
of eomparatively 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 eommon
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
snecess 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 betier examples of those
who have won success by the former
means than Mr. Robertson.

Onee 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
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difficulties which beset their movements
and the obstacles to be overcome when
they wished to leave Memphis, which
mm times of war, was a dangerous un-
dertaking. However, finally he and
his eomrade suceeeded 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 groeer, which has been his own
particular sphere of activity ever sinee.
It seemed almost superfluous to ask how
he oceupied his moments of relaxation
from business, knowing his religion to
be Presbyterian, his nationality Seotch
and his voeation business,

The query elicited a delightful resume
of the various eontests for the Governor-
General’s trophy and many other
keenly-contested encounters in the eurl
ing world. Mr. Robertson has been an
ardent admirer of this good old Seoteh
sport sinee his young days and 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 eity from an ineonspieuou
position among the great cities of the
world to the metropolis of a eountry
which has already taken its place among
the great nations of the world and here
it may be said that this progress has
heen due in a large measure to men
who have possessed those sturdy qual
ities whieh 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 its
development has been rapid and already
it is of interest to discover the pioneer
merchants of that province. J. B. Fres-
ton, of Carnduff, whose photograph ap-
pears herewith, claims the distinetion
of being the pioneer merchant of Soutli-
ern Saskatchewan and it is a distine-
tion of which he has every right to he
proud. The proprietor now of one of the
best stores in the west, he can regaiil
with complacency the early stinggles
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 pla:
by fire and having had the misfortu
to lose an arm in a sawmill aceciden
he gave up the milling business in 15
and moving farther west, settled n
the site of the town of Carnduff, whi
has since come into existence.

While here, he conceived the idea
starting a small store, and the first |
voice of goods, amounting in all
$105.30, was bought July 18, 1881 f;
Baird Bros., who conducted a ““wh,
sale and retail’”’ business in Pilot
Mound. With this stock was started ti
first store in Southern Saskatchew.
and it was carted by ox team severl
hundred miles over almost track]
prairie.

From this small beginning Mr. I
ton has built up a prosperous busin
which has grown and developed as 1l

J. B. PRESTON.

Southern Saskatchewan district has
grown. He has reaped the reward ich
is the just due of the pioncer.

Always a public spirited eitizen. Mr.
Preston has held many positions of
honor and trust in his community. On
Sept. 13, 1905, he was elected the lirst
mayor of the newly-inecorporated town
of Carnduff and at each succeeding «lec-

tion he has been returned by acclima-
tion.

‘‘She seemed to be very pariicular
about those goods she bought,’” reivark-
ed the merechant.

““Yes,”’ replied the salesman, ‘'she
said she wanted to be sure they were
the real thing; she didn’t want any

cheap imitation.”’
‘‘But they were a cheap imitali
“‘Oh, no; I raised the pricc.”’—
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 IL

[le who sleeps beneath the fruit
iree must be contented with wind-
falls. The one who elimbs the lad-
ler plueks the choicest fruit.

I'ure grit eonstitutes one of the most
¢ssential elements of successful sales-
wanship. It is the best there is in .a
man: it is that fine guality that whis-
pers in our ear in. moments of diseour-
wement, ‘“Never lie down.”” When ex-
liusted and sinking in the mire of Des-
pond, it calls cheerily from the banks
of lope along the shore : ““Don’t give
up ! 1'll pull you out.”

It does not fall to the lot of the
average man to have more hard knocks
than he can stand. If he has Pure Grit
and a sound heart, there is always open
to him an avenue of escape, by which
he can avoid the knock-out blow that
would put him down and out for good.
Ii he does lie down, there is a lack of
manliness in him,

Pure QGrit Required.

I'he journey over the flinty pathway
the business life is not unlike a ride
t lumber wagon over a roadway
strewn with boulders in a mountainous

country. There is a eonstant jolting and

dincer of being thrown from the seat;
avles creak and groan as you rattle

o over bogs and rocks; now and then a
precipitous plunge into one of Nature's

ditches causes a shiver to run through
) stanch vehicle from stem to stern,
but all goes well until a sharp turn in
the road brings you face to face with a
laree boulder square in your path. Be-
luie you can rein up and put on brakes,

goes the axle. You climb out to
¢ ine the break, and with an excla-
mation of dismay you wonder what you
a oing to do next; th'en, looking
in your perplexity, your see a

| mith ecoming toward you in the
loii of a good genie, Pure Grit. You
il to  notice him, his little shop
fiiing been hidden from view by the
tirn in the road. The damage repaired,

a smile of encouragement the good
geiie sends you on your way rejoicing,
CGiitioning you to drive more carefully.
[iverything goes all right for a time,
but the journey grows tiresome and you
fclipse 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 prospeet
already knows something about
him or the firm he represents. It
makes the retailer familiar with
the traveler’s house—when that
house is an advertiser.

A wholesale house or manufae
turing establishment whieh ad-
vertises well in the trade paper
devoted to its branch of business
aetivity, siands higher in the
estimation of the retailer than
the house which does not.

Stands to reason, doesn’t it?

ing way, you look up and perceive
standing before you in the doorway of
his little shop the good genie, Pure
Grit. He 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 econ-
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 eity,
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 :

“lI 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 ecall hard
fare; fighting their way to an edu-
cation through a great deal 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 find themselves at last either
in the penitentiary or the poorhouse.

They will try this and then that, and
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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-
pness 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 | 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 sce
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 eorner 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 aceuracy.

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 rearrangz-
ed. We hated him for it, but it was
good exercise and kept us out of mis-
chief, the twin brother of idleness, he-
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 serub-
women in those days. Twice a week
each stock-boy was obliged to sprinkle
and sweep the floor in his stoek, 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 eon-
“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 brillianey 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 neve:
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 ¥’ 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.

Goes on the Road.

Two years of waiting, and my dream
hecame a reality when I secured a posi-
tion on the road with a neighboring
wholesale millinery house, and my ecup
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.
I regarded my subsequent sales for
weeks as corner stones in the super-
structure of my building toward sue-
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, 1 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
one-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 ¥ 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 1 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,
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‘How lucky he is !’ 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 saecrifices 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 ecall 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 ecall 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 elimb, climb, e¢limb,
all the way, exercising watchful ecare;
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 elimbing.

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 shortecomings 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 Faith 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 baek
yard.

Determine that in your case you will
not recognize failure, and that ‘‘ex-
planation is damnation.”’

Sucecess 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, ecausing 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 eourage.

The salesman should say, ‘I will
stand what comes, I won't give in. No
matter what the discouragements, 1
am going to climb this mountain Suec-
cess, from the bottom up, just as well
as I know how. No matter what hap-
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, ‘I 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 : ‘I 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: ‘I 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.

““ ‘1 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 hit 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 ¥ 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
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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,

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 serateches from
show cases, and the following is sug-
gested as a praetical 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 eloth. 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 aleohol and one ounce of water of
ammonia in a pint of water. Apply

S .
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VIE & SONS,

do not give up. You may still have re-
serve strength that you know not of.
No man can tell what he ean 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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CHATHAM.

with a soft cloth, allow to dry and then
wipe off.”’

Numbers of glass cases are ruined
yearly from lack of proper attention.
Small eracks appear, caused by heat o
contaet with hard, heavy bodies, and if
these eracks are not at once attended to
they soon spread. An exeellent method
to prevent a erack from spreading is to
draw a short serateh at right angles
with a diamond or a glass cutter. This
will prevent a erack from spreading in
every case. Cases should be set per-
feetly 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.
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Grocery News From Coast to Coast

BRANTFORD.

\lay 18.—The eo-operative movement,

familiar in Britain, is gradually
uking headway in Canada and at last
s asserted itself strongly in Brant-
,rd in an enterprise that for scope and
cnergy is of particular interest to the
rocery trade and to merchants gener
lv. While the movement is not new
1 Canada it may yet be said to be “‘in
the making,”’ for nowhere in this coun
ry has it attained the extent that has
ttended its spread in the old land. The
rowth here, nevertheless, is steady, in
poof of which a few facts concerning
the new “‘Brantford Co-operative Asso

ciation, Limited,”” may be somewhat

timely.

The association is operating under a
provineial charter which empowers it
to earry on business in various lines in
this city, for which purpose a co-opera-
tive ecompany has been organized, Geo.
Iseen being president, J. F. Van Lane,
ceretary-treasurer, and T. M. Cham-
hers, manager. The prime features of
the organization are: Members must
old at least one share of $5; not more
than 5 per cent. interest is allowed on
ipital; profits are distributed by way
f dividlends on each member's pur
hases and half dividends to non-mem
lers; all members are equal, one man,

¢ vote, and a strictly cash basis of
usiness is maintained.

I'he operations in Brantford thus far
ve confined to a grocery business which

s been opened by the association in
¢ll equipped and fully stocked premises

Dalhousie Street. The movement for
¢ organization was launched about
months ago and the store has been

pen for about a month. About 150
embers are stock holders. It is ax-
ccted that this number will be largely
icreased.

The basis of the venture is cash sales
md the distribution of profits to the
members in the shape of dividends on
purchases. Local prices prevail, thare
heing no attempt to slaughter tte mar-
¢t. Not only do the members patron
ize the firm, but practically all classes,
wecording to the statement of the man-
wer. Little opposition, it is claimed,
has been encountered. The trade is
wisk, the company conducts its own

‘Contributions are invited from merchants, grocery

iravelers or clerks in places where there Is not a regu-

lar correspondent of this paper.

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 and
others “for the supply direct to its
members of articles of domestic or per
sonal neecessity or utility other than
groceries and provisions.”” The terms
offered are ‘““T'hat in consideration of a
percentage to be agreed upon and 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 Guelph grocer has purchased
a book of baseball tickets for his
elerks.

large volume of trade warranting the
concessions granted as the membership
of the association is rapidly inereasing
and will assume large dimensions.”

If this policy is sucecessfully carried
out the eflfect will be important on
many lines of trade. Discussing their
plans in this regard, the local direct
ors say : ‘It is no part of our poliey
to antagonize private traders. All we
claim is the right merchants have al
ways exercised by buying in the cheap
est market and, 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 publie, no
one will be better pleased than the av-
erage co-operator. He 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. Co
operators have no interest in misrepre
senting the value of goods sold or in
otherwise deceiving a customer. Jo
operation will be to the merchant pre
ferable to an unserupulous private com
petitor. The economy in distribution 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 purchas
more here than elsewhere. The saving
represented by 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 eustomary
to bbserve Wednesday afternoons dw
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 the demand will
be reduced and the stringency relieved

as a result.
. . .

The demand for fresh fruits and vege
tables 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 eon
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. From 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
on 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
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automobile factory, proposes to estab-
lish an automobile delivery. He intends
to start with two or three autos, and
will seek the eco-operation and patron-
age of loecal 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 H. 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’ Assoecia-
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. Displavs
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 sueccessful confectionery business in
Petrolea 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.

* L
*

R. Y. Anderson, Wyoming, is making
extensive improvements in the Pye 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 publie
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 remajned 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.
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Allan Deans, of the Red Front, h
recently been confined to the house f
several days suffering from a seve
l'(ll(l.

- . *

Alf. Radigan, the Main Street groc
is a busy man these days. He is wo
ing hard for a testimonial fund fu
leeal clergyman, is representing
couneil in the matter of interswitehi
in addition to his own large busine s
affairs.

- . *

The corner stone of the new Sund.y
school building of Knox Chureh will
laid on Monday next. Alex. Sloan, i
Sloan Bros.,, has been an energeiie
worker in the interests of the new huill
ing.

. . -

There is a big demand for pineappl.s.
Buy now when they are cheap, advise
the groeers.

- * -

Local fruit dealers report an
usually large demand for oranges, which
they state, are rapidly suceeeding huu-
anas as the popular fruit.

- -
*

There will be a big Vietoria Day ecle
bration in Galt on May 25th. The fecd
ing of 500 soldiers and possibly 5,000
visitors should be of some advantage to
local grocers.

GUELPH.

May 18.—Thirty-five groeers have
signed the petition agreeing to eclose on
Thursday afternoons, whether the othe
stores do or not. There are yet five 1o
come into the fold.

- .
.

The many friends in the trade of (i
late I. J. Wilson, groeer, on the cornc
of Elizabeth and Queen Streets. will
regret to hear of his death, which oc-
curred on Tuesday, May 12. He forme:-
ly ran a groecery store on Waterl
Avenue, then went to Mitchell and ¢
ductied a grocery business there, |
last fall returned to Guelph and bougit
out the present stand.

“‘

MecLaren’s TImperial cheese, peai
butter and jelly powder are being
monstrated this week at Benson Bros. by
Mrs. MeDermid.

‘.ll

Archie Benmallick, a clerk in Pein
Anderson’s groeery store, met with a
painful aeccident this week. He had tie
top of his finger torn off by getting
caught in a bieyele.
L . L
One local grocer has set a good «

ample by buying a season ticket, costi

.
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d Front, ha «]0, for his clerks to take turns in at- pure. A sample was handed to the Montreal being open to the sea within
he house f tending the International  baseball Medieal Health Officer a few davs ago. a vaviable length of time, there is al
M a seve matehes in the eity. There will be about **There was no need to analyze it,”” sald  ways a certain tension among men in

{

{hree games a week. that official, **the smell of it was enough certain lines of business Of ecourse

- Lo ceonvinee anyvone that it was vile his 1s most noticeable among those who

stuff.”’ The doetor added that allhough are direet exporters or importers, how

v e .
Street groc
He is wo
I fund foi

resenting

Saturday s market was a bumper one " ‘
aturday s g i ! it was an ensy matter to deteet the ever, the aeceelerated lite which 1s ob

and trade was good all over the ecity

presence of glueose in adulierated maple  servable on the harbor front sends a

rices remained about the same except :
FTASRE . B : g I syrup there were eértain points in the sympathetiec thrill throughout the entire

.2, which dropped from 28 to as
butier, whi Pl aralysis which rendered the task a.very eity

difficult one.  Adulterated maple syrup

iterswitel » m :

g low as 23 eents. The farmers around

irge ISHHe =S . . >
: here are not through seading vet, in faet,

» is becoming so very prevalent in all It is somewhat of a e

in some eases have not got started, but

9 Canadian eities that it is felt by many (wo ships with Montreal

wow the fine weather has eome at last ‘

new Sun: . that the health department should take point collided with other vessels ol

they will get busy. |
hureh will : hold

ex. Sloan,

of the question and put a stop yovaee, one outward bound and the other
.Y to the adulteration whieh is so wide-  jnward. The Milwaukee, of the C.P.R
spread. line, with a mixed eargo. eollided with

il energelie Giuelph City Couneil sprang a sur-
* a government steamer in Quebee har

he new buill prise, not only on the merchants, but
also on the publie generally last week The London lee C(vream Company, a  bor and reached Montreal with het
coneern whieh had been but a short time  board bow broken in. The other boat

star-

by giving us a 14-mill rate of taxation
or pineapples. ihis vear. This is not only the lowest 1 business, has made an assignment to  outward bound, to meet with an aceident
cheap, advise i the history of Guelplt but is thought
to be the lowest of any eity in the Dowm-

inion.  That is what running your own

was the Dominion liner, Ottawa, which
collided with the Thorold below Quebee,
.|\<l h.i\i to pul ln.n'}\ lo ;.|'\ port L

eport an waterworks, gas and eleetrie light works undergo repairs.

ranges, whicl ind railways does.

ceeeding b * * The vield of maple lll”\l<||'l~ secms (o
> . .
be quite up to the average, and U

Mrs. K. Chiek, demonstrator for
: > gy quality is especially good this yem
Nestle’s and Peter’s goods, 1s in the e : )

I'his eity is the recognized distribut

¢ity and for the past week has been al
the Kandy Kitehen, but this week goes to
tico, Williams.

oria Day ccli ing poini of this produet for the world
th. The feed
possibly 5,000
advantage to

and every yvear the demand is becomi

greater Montreal’s supremacy n

LONDON.

May 18.—Trade the past week showed
. a litile improvement over the preeeding

ficld 1s due to her elose proximity
the Eastern 'l.\»\\\w];]}'\ which s th
ereatest maple sugar producing locality

iu the world.

groeers have 7 week, both wholesale and retail. Brokers

1ig to elose on : report sugar still very firm. Teas are The business men of the lower part
ther the othe advaneing, very fine going up 1d. per Ib. of the eity are anxiously awai.ing the

we yet five 1o md mediums 4d. to id. Other staples vesult of the deliberations of the eity

couneil on the recommendations sub
*:? THOMAS SHAW. mitted to them by the Board of Trade

relating to the question of freighting

remain  firm.

trade of t A conference between representatives A Leading London Grocer, Recently
e ade o Lit T . s L8 § 4 ’ 3
ik ol the United Canners and the Whole- Elected President of the London
0 e coruci g - . AR

S ’ Guild was held at the of Retail Grocers’ Association

by the street railway. At present there
y ale Groeers is a deplorable state of eongestion iu
Streets. will > TR o [ ‘ . i
: fice of Elliott, Marr & Co., on Saturday some quarters of the eity and it is hoped
ith, whieh o 2 - 2 > g . : .
X He f Ihe tovie diseussed is not made ‘public W. R. Meredith, and a meeting of the that the provisions of this recommenda
2. e former- a3
e tion will obviate further trouble.
on Waterloo

chell and ¢

but it is understood that the eondilion ereditors is in progress to-day.
I" the eanned goods trade was’ under 5, ¢

nsideration. Owing to the faet that 3 o took i eide ) ;
ss there. bul § 0 Butter took a decided drop on the Some grocers report that the eha

cal retailers were pretty well stocked |oeal market on Saturday, best ereamery
ph and bou A :

. gl 45 ; . acter of their business which is gen-
p at eut prices by the failure of Lind, (eelining 1 to 2 cents and dairy 2 to 3
Nerrigan & Co., other wholesalers find  cenis per Ib. With the splendid pasture
themselves with an unusually large stoek  (liere is throughout the eountry. there
‘heese, peaiil ni hand for this season. It is said the should be a further drop
are being ¢ holesale men ask a deduction either on . . :
¢ ‘ 3 2 ¥ e dered Easter delicacies preferable even
enson Bros last fall purchases or on goods for fu-

ture delivery. What understanding was MONTREAL. NS 4% r..

reached at the eonferenée no one seems May 18.—Now that Montreal has

t'l.l“_\' confined to the Easter season, is
persisting this year wonderfully. This
condition is due to a ecertain unusual
combination of eireumstances which ren-

% = M > | " . s - . : . R : E .
derk in P nelined to divulge. emerged from its marine hibernation Kingsley Harrison, corner of Burn-

y meb with a ol the state of trade has acted as a reflex side and Vietoria Streets, has had a

= He l“"“ L There appears to be a good deal of of this welcome event. Already many very fine display of plants in his win-

! by getting it adulterated maple syrup hereabouts at busiuesses which did not feel like taking dows whieh have added greatly to the
present and it is ok improbable that upen themselves fresh obligations until appearance of his store and which he
at least one local grocery firm will be the opening of navigation, have now states have been also a good invest

et a good «x- called to task for selling stuff which setiled down to their usual even way. ment.

ticket, costing had been represented by the producer as  Although there is no speculation about Mr. Harrison has opened a branch
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store on St. Catherine Street west, where
lie is doing a good trade also.

Mr. Richer, manager of the grocery
S, hub ‘l(‘\'(‘ll’ll('ll

department of Serogg
an unusually good business in cooked
ham and baeon, which he attributes to
the up-to-date machinery that has been
sst 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 ecater to
country elub, resort and hotel trade.

This business keeps them busy at a
time when other grocers may be experi-
encine dull times, as it sandwiches in
very nicely at ust a season when :
dull time may be expected.

= *
*

Walter Paul has started his Lake-
side delivery.

A special meeting of the Montreal
Retail Grocers’ Assceiation was held on
Thursday evening, May 14. This meet-
ing was ealled to receive the reports of
the eommiitees which were appointed t
inquire into the relative merits of the
two places which were suggestied for a
picnic at the last meeting; namely,
Lachute and Lamoraie. The committee
reported unfavorably regarding Lamor
aie and it was found that eertain 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 invesiigations it was
finally decided to go to St. Scholastique.

The pieniec 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.
Gabois, E. H. Therrieu, G. Hogue, H.
Dube J. Labonte, U. Gurnon, N. Char-
brand, A. Dionne J. Belisle, O. Noel,
J. J. Lussier, E. P. Lalande, H. Laniel,
A. Malo, J. Dore, J. Boilean, G. Girar-
din, V. Boileau, H. P. Dubue, H. Des-
marais, J. A. Duhamel, C. Speecter.

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. D. Rolland, president and G. M. Mur-
ray, seereiary, of the Canadian Manufaec-
turers’ Association, addressed the mem-
bers.
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William R. MeMillan, Margaret E.
MeMillan, Irvin H. MeNair, Mary Ellis,
Robert E. MeMillan and D. Evan Me-
Millan, of Durham Centre, Restigouche
county, have been incorporated as The
MeMillan Company, Limited, capital
stock, $60,000, to earry on fishing and
canning business.

* *
*

Application is being made by Edgar
W. Mair, Edzar R. Teed, A. Wilmot
Ilay, Arthur G. Bailey and C. Dunean
Johnston, of Woodstock, for incorpora-
tion as Cold Storage, Limited, eapital.
$20,000, to establish a eold storage plant
in Woodstock.

Alderman J. W. Vanwart, the Char-
loite Street grocer, with John Lipsett
proprietor of the ‘‘Blue Store,”” Geo.
W. Sloeum, commission merchant and
IDon Hunt, elothier, went up to a lake
back of Clarendon last week ard re-
turned home after a day on the lake,
witit 160 trout. Not a bad eateh?

* *
.

Harry W. Ganter has been appointed
manager of the National Drug and
Chemieal Co.’s branch here in suecces-
sion to the late Henry W. Barker.
Louis W. Barker has been made assist-
ant manager. Mr. Ganter was former-
ly assistant and Mr. Barker had charge
of the eity 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,-
674404.

The following shows the value of
Canadian and foreign goods, viz.:

Canadian goods ....:....- $16,123 520
Foreign goods ............. 7,561,884
Grandtotal .. e soen 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 Afriea
ock 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 ecases roofing, 800
bundles handles, 96 cases organs, 10,195
cases meats, ete., 1,557 packages min-
ing machinery, 1,428 packages poultry
(in eold storage), also other general
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Last season
exports to South Afriea were $1,026

424,

Value, $815,012.

2( »ods.

“l

Business has been very good lately
with wholesalers and retailers. Lasi
week rolled oats advanced 35 cents and
beans went up 25 to 30 cents a bushel
American plate beef has touched th
high-water mark and is now being sol
at $20.50 a barrel. Cornmeal is up 1.
cents a bag and is now worth $1.80
Molasses went one cent higher last weel
and another advance of a cent is looked
for this week. The quotation is now 31
cents a gallon. There has been no ehang
in the price of flour but the jobbers d
not expeet it to go any lower. Feed |
very searee and it is diffienlt now to ob
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 remarkabl;
good. Collections on the whole ar
quite up to expectations.

- *
L d

There is little change to note in th
butter market as regards price or re
ceipts. Dairy butter is scarce for this
season. Most jobbers had expected that
lots of dairy butter would be on tl
market now, but the receipts ire vei,
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 long:r.

Eggs are in good demand and il
price is very firm. Commission me
early this week wired their represenca
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 Princ
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. Bananas
are in good demand. The stock is o!
fair quality and they are quoted at
$2.50 per bunch for the best. Sugar a!
present is steady and no immediat:
change is looked for. Quotations her
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 toueh with
the markets, Searcity of wheat is the
cause attributed for the high prices.
[{ard 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
heef and the difficulty that they experi-
ence in having their orders filled
promptly. This refers particularly to
American beef. The best beef is quoted
at $19.50 to $20.50. American pork,
clear fat back, is quoted at $22 to
29 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
quoted at 12% cents for pails and 13}
cents in cases.

VANCOUVER.

May 16.—Onions have been a feature
n the local market of late, but with
the advent of Californias, the prices will
soon get down to normal. For the past
nonth or two, the quotations have been
high, ¢limbing from the usual price of
’4 and 3 cents to four, and last week to
live. Onions have been coming alto-
ether from Australia, and have been of
line quality. This week, however, the
first shipments are in from California,
ind there has been an immediate drop
n the price to about 3 cents. The north-
ern trade up to the present has kept the
narket tight.

* K
*

(‘alifornia is a big supply point for
the coast cities at this time of year.
\New potatoes, cucumbers, and general
reen stuff, and now cherries and straw-
berries are arriving. The last have
dropped considerably with the last ax
ivals, and are now jobbed at about 16
ents. When they first came in they were
is high as $3.25 for a crate of 15 boxes,
ut the drop is to $2.50. Cherries are in
ten-pound boxes, which net about eight,
mnd bring $2. The season in these lines
ill now come along rapidly.

There was a slight flurry in tomatoes
this week. The early ones have been ar-
riving from Florida, the prices being
rom 12§ to 15 cents per pound. A
lew days ago there happened to be none
n the market, but a local firm secured
-ome hothouse tomatoes from Viectoria,
ind being the only ones in possession,
jumped the price to about 25 cents. As
there were none other available, the
ligure was obtained, and when more ar-
rived from the south, back the price
vent.

Fruit growers are now taking up the
question of express rates. They claim
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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 diffieulty. 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 Vietoria may not
have a weekly half holiday on Thursday
afterncons 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 Vietoria 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, ete., to foreign
points. Not only will the association
find a market for all fruit produced, but
its headquarters in Vietoria 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 eclose 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.
Large 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 por
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 hereaiter a
settlement of aceounts will be insisted
upon at least once a month. The causes
of this are that the wholesalers for a
yvear 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, vet as
signments are forced by non-payment of
those who have secured the goods and
fail to realize that they are living on
the small capital of the grocer.

LAVAL HONORS A GROCER.

. M. Givard with Hudon, Hebert &
Co., Montreal, has reeeived from the
University of Laval, his Diploma of
Literature, having passed his examina
tions very ereditably after pursning an
extra-mural course extending over a
period of two years. Mr. Girard is one
of those gentlemen possessed of business
ability whieh has made him a suececess
and who has at the same time eultivated
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 praetically eom
pleted for the opening in Winnipeg on
June 8th of the most suceessful exhibi
tion of groeeries and foodstuffs ever
held in the West. The management aro
advertising it extensively and public in
terest is being aroused. Last year's
show was a big suecess but there is
every reason to believe that the exhibi
tion this year will be mueh superior in
cvery respeet.

Phelps & MecCormick, general mer
chants, Minnedosa, Man., have dissolved
partnership.
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IMPORTANCE OF TFOREIGN
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
1897. In the latter year the exports
were $134,000,000.

An inerease of over 100 per cent. in
eleven years is remarkable. But re-
markable as i. is, no one acquainted with
the resources of (anada believes that
the export trade of the eountry 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 produets of the farm? Then
we have land in quantity and quality
sufficient to almost supply the require-
ments of the world; and but a frae-
tion of this land is under cultivation.

Is it in manufacturing? Then we
have iron and eoal and timber in abund-
ance to say nothing of the magnificept
water powers, whose utility we are only
beginning to recognize.

But natural resources are not of
mueh 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
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the great natural resources which this
country possesses may fail to recognize
the possibilities of our possessions. Is
it not a faet that outside ecapitalists
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 eoncern about
the home market we must not negleet 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 tendeney 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 scattered
throughout many parts of the British
Empire repeatedly refer to this.

The export market is a depository for
the surplus produets of the farm and
factory. And unless we ecultivate it
with the same systematic and business
intellicence that we do the home mar-
ket the development of the natural re-
sonrces of the country must be retard-
ed.

But aside from the development of the
natural resources of the country the
importance of the export trade when

commercial  agents

business is quiet at home must not he
overlooked.

The more numerous the eountries with
which we do business the more likely
are we to keep our factories going and
our farm produets moving when trade
lags at home. Great Britain found
this out generations ago.

There are always some eountries 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 ahout our sur-
pius 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 eriticism reeently
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 ecommereial agents
in Great Britain are doing.

These agents are presumably working
for the development of Canadian expm
trade and yet it is reported by authorita
tive parties in England, and a study ot
the weekly reports issued by the Govern
ment’s Department of Trade and Com
merce would seem to bear this out, tha
a goodly part of the time of some of th
agents is spent in ealling on Britis
manufaeturers and exporters, seemingl
with a view to eneouraging their busines
with Canada and thereby stimulati
competition with our own industries.

The weekly Trade and Commerece 1
ports eontain a file of trade inquiri
which one would naturally suppose woul
be devoted to the interests of Canadia
business. A study of several of these r«
poris the other day revealed the faet tha
out of 197 inquiries, 95 were from En:
lish firms who wished to get in tou
with Canadian buyers with a view
disposing of their manufactured pr
duet.

A representative of a Canadian firn
at present in England, tells of sever
instances he met with where the con
mereial agents had gone to a good dea
of trouble to proecure lists of Canadia
buyers for English firms. In some in
stanees, the firms in Great Britain mak
ing good use of the agents, are not ev
manufaeturers of the goods they propos
to market in Canada.

Some years ago one of the agents o
his appointment expressed a desire i
visit a number of Canadian manufa
turers who were anxious to develop thei
export trade, and was instructed by the
Minister then in charge not to do so. H.
reported the matter to some manufac
turers who advised him to see Sir Wil
frid Laurier. His visit put a new fa
on the ineident, and, as a result, his 1
struetions were immediately reversed.

It eannot be the desire of the Goven
ment that the Canadian eommercia
agents should pursue the policy a fe
of them seem to be doing. And the ma
ter would seem to repay some attentio
being paid to it immediately.

THE QUEBEC TERCENTENARY.

The festivities in connection with ti
tercentenary celebration in Que'ec th
summer will draw thousands of peop
from the United States and other fi
eign countries to Canada, and in ti
coming of this multitude there is oppo
tunity for the retailer to benefit.

The fame of historical Quebec
world wide, and while the majority «
visitors will be attracted by the quai
character of the celebration, there wi
be hundreds, in fact, thousands, wh
will avail themselves of this opport
nity to see something of Canada as

W h()
fron

Tl
chie
plae
will
will
begi

W
not
righ
and
and
vert
be 1
tell
con
tha
for
and

N
not
Dor
rea
Jue
cen
cial
~|lu
it




reial agenis

)l\ \\'nl‘]\'ill‘_
dian expm
y authorita
a study ot
the (}A)\'PI'L
» and Con
is out, tha
some of th
on Britis
i, seemingl
eir busines
stimulati
dustries.

ymmeree 1
le inquiri
ppose woul
f Canadia
of these r
1e faet tha
+ from Eng
et in toue
a view

ctured pr

1adian firn
i of sever:
re the eon
a good dea
f Canadia
In some i
dritain mal
ire not eve
hey propos:

e agents o
a desire |
n manufac
levelop the
icted by the
to do so. H.
1e manufae
see Sir Wil
a new fa
ssult, his 1
reversed.
the Goveri
commereia
olicy a fe
ind the ma
me attenti

TENARY.

on with ti
Que“ec th
s of peop
d other fo
and in ti
wre is oppo
enefit.
Quebec
majority
y the quan
1, there wi
usands, wh
his opporti
anada as

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 ereate 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. Stoek up
right away. The higher priced staples
and many fancy lines will sell freely,
and they should be ordered early. Ad-
vertising space in the loecal papers can
he used to advantage at the proper time
telling visitors of! your store and its
contents, and reminding the housewives
that you have just what they require
for those visitors of theirs. But plan
and order at once.

Naturally, the increase in trade will
not be felt everywhere throughout the
Dominion, but in Quebee City, Mont-
real, Sherbrooke, the smaller towns in
Quebee 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 aecording 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.
I'he 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 posi-
masters-general since the one cent drop
rate was done away with, twelve years
o, were not equally optimistic as
flon. Mr. Lemieux. In all experiences

iere 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 1373,
vhen they adopted the one cent drop

ate, were wiser than those of 1897,

ho aholished it.

The post office revenue has certainly
-uffered from the doubling of the rate
n drop letters in cities. With the one
ent rate business men found it cheaper
to use the mails than to have the lel-
ters delivered by other means. When
the two cent rate went into foree in
I897 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
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the local free delivery system has been
extended to a large number of towns
and eities in Canada.

BUSINESS OUTLOOK IN WESTERN
CANADA.

On May 1st, 1907, seeding had not
been started in the Western Provinees;
on May 1st, of this year, it was praeti-
l'il“)' (‘ltlllll]\‘lwl. and the aereage showed
an inerease of at least 25 per eent. Last
year the West would have reaped the
largest erop 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’’ erop, the pro-
ceeds of whieh will be more than suffi-
cient to place business onece more on the
substantial footing of prosperity to
which Western business men have long
been aeeustomed.

Undoubtedly the depression of 1907
hit Western Canada a hard blow, but she
stood it well and is rapidly recovering
from the effeets. A good erop this year
will ensure a year of good business.
Immigration this spring 1s eneourag-
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 States.
and most of the inecoming settlers are
bringing some little eapital with them.

It is not too early yet to sum up some
of the effeets of the late depression
which was cansed by the partial erop
failore and the world wide finaneial
siringeney. The effeets have not been
wholly bad; in faet, so much good is re-
sulting that many shrewd business men
consider the reeent ‘‘depression’’ a
blessing, but very thinly disguised.

In the first place, it put a stop to the
mania for land speeulation which was
unduly inflating values and diverting
capital from its legitimate channels.
There will be more money for regular
business now that land speeulation is
no longer employing all the spare eash
of the business men of the eountry.
Moreover, there will now be a reduetion
in the eost of living, whieh should hasten
the day when the West will do more of
its own manufaeturing.

But, perhaps, the greatest benefit re-
sulting from a little toueh of hard times
has been the death blow given the eredit
system. For years the eredit system has
been the bane of business in the West.
It was a neecessary 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 onee 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 competi :
permitted grave abuses of the eredit sys-
tem. They tried to shake off the system
and for two or three years there had

been a general tendeney towards the
establishment of a cash system of busi
ness. But it required some general eom-
pelling influence to induee the great ma-
jority of the dealers to join in the move-
ment. That influence was supplied last
fall when the finanecial stringeney was
most keenly felt. The dealers simply
had to get their money in and eould no
longer afford to allow indiseriminate ere-
dit. As a result, in every part of the
West there was at least a resolute and
substantial eurtailment of eredit, and in
at least a third of the Western stores
there is now a eash system in operation.
It is not likely that in many places the
ground gained will ever be lost for the
dealer who has onee shaken off the
chains of the eredit system will not be
anxious to assume them again. The
ground gained will be retained and never
again will the eredit system hold un-
disputed sway in the West. The ten-
deney towards the eash system has been
given a great impetus by the experiences
of the last year, and, as a result, the
business of the West will heneetorth be
condueted upon a much sounder basis
than ever before

With the evils of the eredit system
greatly lessened and with every indiea
tion, pointing to a big erop and a yea
of resulting prosperity, it is small won
der that the business men of the West
are optimistie as to the immediate fu
ture. The experiences of the last yea
have taught the West conservatism thal
was before quite foreign to 1iis spiri,
but it is an optimistie eonservatism

During the last year buying has bee

light, as it has been restrieted to the fill
ing of immediate requirements, and, per-
haps, for two or three months to come
the buyers will be eautious. Bui onee
the erop is assured, the empty shelves in
the eountry 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 eountry of peeuliarities.
To the average business man in other
parts of the world oiie of the most
striking of these peeuliarities is the
Industrial Arbitration Court and its
methods.

In that eountry if an employe of a
retail store is not receiving the salary
he or she deems adequate, recourse ean
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
inereases.

To us in Canada such a law seems
absurd. At any rate it should be car-
ried to a logical conelusion. 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 logieal in its silliness.

KEEP TRACK OF NEW IDEAS.

A prominent wholesaler in diseus-
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 serap
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 eoming more and more
to be a time when neither precedence
nor eapital count for business su-
periority. The econditions demand the
survival of the fittest. The faet 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 muech 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
sconer 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 you
are eonducting 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
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trade methods, you see something every
day that sirikes 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 serap book
is a good one, though in its modern form
it has developed into a secience, the re-
sult of which is the many compaect 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 ean devise some method
of filing away valuable helps that will
be of great service o you if properly
looked after. (lassify your heads so
that you ean 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,” ‘Meih-
ods of Special Sales,” ‘Handling the
Sales Foree,” ‘Show Window Displays,’
‘Dull Season Sales,” ‘Business Methods,’
‘General Interest.” These are some of
the heads under which you will find
ideas coming in daily that ean 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 ean 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
HYBERNATE.

(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 fae-
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 erowd 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. ITave confidence in yourself and

120

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 dons
thoroughly. Do not stop at removing
the advertisement. Take down the sign
and obliterate from all business litera
ture the name of the firm or referenc:
to the goods it makes.

KEEP THEM BY ALL MEANS.

The Cannington Gleaner, a secon
time asks its readers to submit opinion-
as to whether the Woodward Biscui
Works should be allowed to remove
Lindsay without an effort being mad
to retain the works for Cannington. W
should think that there eould be onl
one opinion on this question, so far u-
Cannington’s citizens and the Gleaner
concerned, and are surprised that tl
Gleaner has not yet taken the stand tha
the works should, by all reasonah
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. H. Woodwai
& Co. to remove their biseuit works 1
Lindsay, and the Cannington Glean:
does not know whether the conce:
should be allowed to remove or not.

Unless there are some reasons,
which we are as yet not eognizant, w.
cannot for the life of us understand
why the Gleaner does not put up a figh
for the interests of its own town. Ii
would have the support of all broad
minded persons, for it is in the best i
terests of the country that its industrie
be scattered over an expanse of territor
rather than that ehey be hived in one
two loealities.

QUALITY AS A FACTOR IN BUSI
NESS.

No one will ever be charged with n
being sound in the faith who preach
quality. Quality is the very foundati
of sueecess in business. Capital, kno
ledge enterprise are important, b:
these will not stand when quality is a!
sent.

It is quality that gives charaecter, ai
character is as necessary to a busin:
as it is to an individual.

Customers who have become convert:
to quality give in return their confiden:

and this is the sheet anchor which holi-

business.

Goods sold on their reputation m:
not always earn a better profit th
those that are sold on their price, b
they do most of the time.

Quality is profitable unto all thin:
in the business world.
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THE SITUATION IN THE WEST

The Western Viewpoint, by our Special Winnipeg Cerrespondent.

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
Las been fine and warm and the oats
and barley are nearing completion in
the matter of seeding in the more
southern seetions. Every fresh report
coming in from the conntry is encour-
aging, so far as erop conditions are
concerned. There is a section eovering
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.
ent and almost every other seetion re-
ports sufficient moisture in the.soil tc
carry the erop until June.

The wheat market has been an erratie
one but the general opinion is that all
the Winnipeg shorts were squeezed out
o the last sharp advance when some
thing like 250,000 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 $1.13}. The
highest point made by July was $1.193.

The shipments out from Fort William
have been very large and stoeks 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 echaraeter.
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 erop 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
east is very fair.

LI

The West’s segond big industry—
the cattle—has been extremely aective
for the week. Reeceipts for the week
ending May 9th were more than four
times 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 eolumns from time {o 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 winnei
of the $200 prize for the best fed beef steer
at the Winter Fat Stoek Show, shipped
in four ears of steers fed in the open
on oat straw, a little meal and plenty
of water and salt and received 5} cents
per pound, freight assumed by the pur
chaser. The steers averaged 1,350
pounds on the seales and were one of
the thriftiest and smoothest bunches ever
offered in the Winnipeg yards. The Nel
son-Morris Packing Company dghipped
another long train of cattle through
for Boston en route to Britain and there
is a deeided movement on the part of
American buyers to purchase (anadian
Western cattle. There have been east
ern buyers on the market every day fm
the past three weeks and they are hay
ing a tight time of it holding their own
against the resourceful western men
who know every eattle man from Dau
to Gath and think nothing of getting
on the yards and buying by eleetrie
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 eertainly the man who still
clings to the idea that there is a beef
combine would have his belief rudely
shaken if he strueck the Winnipeg
vards 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 mo
proof, and that is, that well-finished
cattle will have plenty of buyers and
bring a good price, but serubs are never
wanted.

Sheep are among the most profitable
of the lines of stoek 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,
orte of the first men to see the profit
in feeding sheep on sereenings, has sold
1,000 head to Gordon, Ironside & Fares
at 7 eents 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 ears, Win-
nipeg. It is caleulated that at the ex-
treme outside these sheep did not cost
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Mr. Grant more than $5.50 to put on
the market and as ‘hey averaged 127
pounds he had a elear 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
unneeessary to bring our mutton from
Prinee Edward Island as we have been
deing in the past.

. -
A

A matter of great importance to busi
ness men in small towns is the new *“C
tariff of the Board of Fire Underwriters
on which they have been working for
months and which was announced dur-
ing the past week, though as a matter
of faet, it really eame into foree 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
is equally a tendency on the part of
companies to inerease rates in small
towns because of inadequate fire pro-
tection.

The tariff of minimum fire insur
rates for risks in elass ““C’" applies
towns and villages in all three western
provinees not specially rated by the
Board. It was revised first in Oectober
of 1904 and again in Mareh of the
present year and the new “*C’’ tariff
now presented is supposed to be up-
to-date in every particular. Tts general
trend is rather to lower than inerease
rates. Dwellings are unchanged. Tt is
in the matter of ‘‘exposures’’ that the
Beard have seen fit to reduce the eharges
a little and though the deerease is small
it will, nevertheless, be welcome.

e

People eoniinue to talk hard times
and tight money in Winnipeg but as
a matter of fact people have bought
as many automobiles this year as they
did last and have paid more eash for
them and autos hardly .ecome under the
head of necessities.

There are some lines in whieh collee-
tions are better than others. For ex-
ample, wholesale groeers find it much
easier to get in their accounts than de
lumber merchants, just why, it is a
little diffieult to explain. One thing is
sure, that from the distriets of Sas-
katchewan, where Crops were Suppngt‘n"
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.

Everything considered. the outlook
in the West is most encouraging and the
splendid start the erop 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 and Market Notes

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 stifier 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.

bbis .....

Extra ground,
e 50-1b. boxes. .

‘*““Gmu’m.'ﬂ‘.g
SLEZIRBSIZLRRGRES

SYRUPS AN e 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.

Barbadoes, in puncheons....... cssesscssssscesse 0 31 035
s gnneh ........ 033035

0 343 0 36}

......... . 333‘

35

030

0 40

5

1b pails. ; 75

- lbg:ill‘: ............ 12
Cases, 21b tins, 2 doz per case.. 40
STOER T tdee Y .. 75
*  10Ib. * $doz. 85
“  21b. * $doz. e 6C

MAPLE PRODUCTS—Maple products
are arriving in fairly large amounts,

while practically the same prices hold
for this week as quoted last week.

o Townhiss sagar, s 1o oo :
Paresyron S 80 oo oce iinaicosisisiavinong 0 60

TEA—The demand for gunpowders is
very good. Japans and Ceylons 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 stifiening tendency in the market.

OhOIOBBL..coivoe vesscesrcssscasassrcscses sonne 038 04
Choice .... . ..033 037
Japans—Fine ... .02 20
Medium ....... .022 23

Good common .021 22
Common............ ..0%0 21
Ceylon — Froken Orange Pekoe. . Lou 20 38
Pel0eS. .ccoooosoooee ..019 20

Pekoe Souchongs .. ..019 20
dia—Pekoe Soucho ..0174 018
ylon greens— Young ns .019 253
ysons .. .018 20

Gunpowders . 017 25

Ohina lroenl—Pmﬁuuoy gunpo . ..013} 016
- pealeaf... 019 7

= g pinhead 030 @

COFFEES—The expected advances ow-
ing to higher French cables and Brazil-
ian shortage have not yet materialized,
and the market remains featureless,
with practically the same prices ruling.
The consumption of coffee is increasing
on the whole, and the present demand is
good.

Marsoaito . <
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
vet. Apricots and peaches have excel-
lent prospects. Prices remain the same
;15. last quoted. The business passing is
air.

i Ratras,
iatras, uncleaned, barrels.... 006 0 08
Fine Filiatras, per 1b., in cases .09% 0
5 s cleaned.. 0068 007
. " in 1-1b. cartons .007 007§
Finest Vostizzas "' ............ .007 008
Amalias P e ...007 008
b 11b. packages .......... eseashase o seee 9O
Sultans Raisins—
Bultana raisins, 1b... el
” ol -Ib cartol 014
Eleme Table Figs—
Six crown, extra fancy, 40-1b. boxes .......... 009 o1
Four crown, fancy, 10-1b. boxes ..... oo seas B
Three crown ..... ~esssesenevesses ...007 008
Glove boxes, fine quality, per box ... 0074 008
hed in baskets, per basket .... 015 018
- .\nboxu.?orl .......... 015 030
“  stuffed figs, - .02 030
go&
e
0
0
0 u
i%
140
100
1314
580
10

California Raisins—

Fancy seeded, 1-1b. pKgs .... ....covivnninnes 010 o
Ohoice seeded, 1-1b. pkgs ... 0w 01
Toose muscatels 3 crown... 008 09
ey L AR 009 010
California Evaporated Fruits—

033

we B
Pears, B et vs aspsonsensnsisss sessvasn Sias 018
Prunes— ger 1b.
Oregon prunes 25-1b. boxes, 30-40s. ..010 012

s = w 40-508 0 (8} 0084

s » . 50-60: 0068 08y

e " = 60-70s. ... 009

" “ “" 7o'm. oa(’,s

- . e 90-1008 ... ...... 0 0or

RICE AND TAPIOCA—London cables
seem to indicate a slight stifiening 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 be no indication of
any change. The demand for rice is
still rather slow and tapioca decidedly
S0.

B rice in 10 bag lots. ... 20
Erioe. less than 10 bags 30

rice, in 10 bag lots ... 00
O Crice in less than 10 ... 310
Tapioca, medium pearl. 008 006}

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.

P black 0 Il):r 0
eppers, black.......cooiiiiiiiiiiinn. tetersnees
Ppe white. ..022

Ginger, whole ...
*  Cochin

in .
Oloves, whole ...
COloves, ground

o
-
=
co@coocoo
TRERNBBEVET

BIEANS—The bean market continues
very firm with prices around $2 and
$2.10. The demand is good.

Ohoice prime beans...... S i 20) 210

EVAPORATED APPLES — Nothing
new. Prices remain the same. Demand
is rather less than fair.

Evaporated apples ........ccocivveviiiines cene 007 0074

CANNED GOODS

MONTI|EAL—The demand for ecan
ned vegetables is very good. Fruits
also, are still on the inerease. Fish i
rather slow, except for sardines, a
moderate values., There is a moderat:
demand for Canadian brands and th
American produet is not wholly neglect
ed. New prices ought to soon be oul
They are being awaited with much in
terest.

TORONTO—Demand is fair in al
lines but there is no rush. Interest i

centred now in the expected new prices,

T AR TR e S

P—
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whieh, it is understood, will be issued , = VEGETABLE side of business is fair, collections be
on the first of June. 3W's, tips, Californis ................ : 7 I”*K in some cases better than expected
) t is true that all the wholesalers |
Pl lcom Beets- ( 41els 1AVt
i ':,..d.hnt' “ Little Chiet,” * Log Oabin,” “Horse 3. -:ihce‘d sugar and blood red ........... ... exercised more than the usvwal care in
- ole, . 0% 1
shoe " and ** Auto " brands, also all private brands. » y : placing accounts this vear and as a re-

G No. 3 comprises— 38, sliced, 3 = WO
-roupL "“"-P “Maple Leat” *“Kent"” " Lion, §s, whole, " reicioni 2 sult there. perhaps, is less trouble than

istle,” and “Grand River" brands. i usual. Some members of the trade think
Gm‘lpullqo‘ =, i “Wite Bes" desads h. @OMION WRE....00eernensirnerearsanase ) 9 that this fact accounts to some extent
- ; ¥ : G.]_ o TSN misdnasanion 3 SR SRS for the present quictness in wholesale

%’: 2's, refugee or valentine (green).......... 0 95 4 grocery circles. In a good many cases
. s, crystal wax . p 5 vhere I Y

Red kidney, 38 o.ne oereeoneon. } where accounts have proved more or less

T R R 5 2 unsatisfactory in former vears such ac

commodation has been cut ofi and less

RN e goods are sold as a result
2, standard D SUG AR—Business is quiet and the lo
?}-‘.l‘pl:e'-eurzssrd +eees s i s e 9 a7 ‘:11 market is a wailing one. Any
b change 1s certain to be an advance, but
9's Preserved ... Tunsuvn when that will come is rather problema
e s 0 Che?::jw"llfd-- 380 ‘ tical at present. The Canadian refined
________ o g i . market is steadv. Large cargoes of raws
are on the way to the Canadian market
from the West Indies, but this is scarce
Iy expected to alicet the situation

;. .hue,pm.d The situation in raws for the past
s, not pitted week is summarized by Willett & Gray
Currantsa— - . B
1dun cables Gala., red.wli«ldlzl(‘:ik s ; \ 1s follows :
GGals., red, standar
ifiening up h_mdpmemd
ugh up to .

fected this

preserved, gal

ira)

not pitte
25, black, pitted..
“  not plt.wd

D 0D 300 ™ 8D
yVSNSB/IN

*Under a weakening European sugan
market during the entire week earrying
beet sugar quotations down from 1l1s

Peas—
1's, extra fine sifted
gl standard.. B

-
S
=

3

2's, black, preserved. ..

GO CNAD D 0D N ey
-0 D vt e
SERSECES:

8, 02
the same Gals., black, standard .. 2's, sweet wrinkled. . o 83 S. 3 y @ s 1t i {
L tapi““l. o g g 2 % s hae cieed <! ,!l. to 11s. i l. at the close, 1t IT .l. little
: . Gals., No. 4 73 singular to find the quotation of Centri
9

dication of
or rice 1is
a decidedly

©
=
-

Pumpkins, 3"0‘“ . week, 4.36¢ per Ib. 96 degrees test, but we

O 0 et et D et

g

must add that this is a result of no aetual

@0 0380 80
]

! 153 we must add that is a result of no aetual
. 202 .
g 2, H. 2 297 517 business in spot sugars having been put
........ 2's, preserved... g 253 1
........ X Gals. standard 7 11 through and hence the present quota
~~~~~~~~ Peaches — S ore or SS ymin
e 310 e yellow (Sats) tion i1s more or le nominal.

2's, yellow *During the same time sugars for

Tomatoes—

17
2 o 37
s 's, yellow 2 3

whyh has 3’|‘yg}llg: ik g;, g' Saehius shipment have sympathized with the
l:ldi‘“?llll'lill“ 3,‘ G, O BIREB. v scocsrensteosennss 3 i Furopean tendeney and have sold down
rre g 2y's, white 23 p 3 392 k£ : 1
- » ked ) D=dae ¢ : d)
Prices have ! 3's, white..... 574 - 1.5."1?.'1{“.,., plain, 4d0Z.....c...e.... 50 SEIIL . 6. & 5. - A&e Guy peid

to change ; Gal., pie, peeled. ... in tomato seuce, 4doz... .... ; tor May shipment to de e. & L (4.36¢)
which has Gal., pie, not peeled plaia. e B e for Juvnu clearance. I'he present un

ns to show P“‘;."'nemm Besaty i » nu}::nlu::e suce <P casy feeling home and abroad about
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Toronto, May 21, 1908. Paris lamps, in 25-1b. boxes ...
The wholesale markets continue quiet e
this week with few changes or new fea- P'”d:m‘;zwl";ﬂn'g
tures to report. This seems to be a s
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 g;:mm,.m. 100-Tb. bags 5¢. iees than bbis.
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SYRUPS AND MOLASSES—Busi-
ness passing is fair though not aetive.
A steady demand is felt for maple syrup.
Prices are as follows

DRIED FRUITS—Business contlnue:.
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 erop. Currants
are firm, with good business passing in
Vostizzas. Adviees from England re-
cently regarding Valendia raisins re-
port reduced stocks and a jump of 3s.
Prunes, Banta Olara—

Per 1b Per 1.
.............. 006 3-i0,25's, 50-1b. boxes.. 0 (83}
xmo..wm boxasg % 007 7080 018

! v 08 ?-1& 50-lbboxe00l7i 0 80
Note—35 1b. boxes {c. hxxher than 50 1b.

Olnd.nodsnanmed

Oll 01]3 Citron ........ .. 021022
g:::ﬁu. eesssestecsecess sesnssne sereases 018 020
figs—

Vdenom, S S Cessscosantsnainnessasanssanse beve 0 064
-l packets, fancy... RN B0
6 oz. pwlau. Choice.. o1
- 12 oz. csdeansesvsssusa . 0
Dates—
Hallowees .. 0 061 0 06{ Fards choicest 0 08 009
8 sosvanasLe e 04 . choice. . . 008}
RICE AND TAPIOCA— steady

staple demand is felt at puces last not-
ed. Shipments of B rice from Montreal
were due to arrive by steamer Dundurn
on Wednesday.

ool;;rolb.

T

sel 0

006 007

3 0053 0 06}
tapiocs ......eee.en 0 06
Tapioca, medium pearl ..........cecevieeannes 000{ 0 053

SPICES—Business continues fair at
old prices with no changes of note to
report.

Pepenbnp're ............ crsvsstvsseinnceery 8 O B0
Y pure .02 030
oee .018 02

. 030 040

...... .030 075

Cloves, whole. .02 035
R RITARE. oo oo coasvecsosmanarassseonasans 022 025
T T T 019

> whole .017 020
Maoce ground ..070 08
Mixed pickling spices, wh 15 020
COassia, whole 0% 025
...... 02 035

BEANS—There are very few beans to
be had on Ontario markets at present.
Hand-picked were quoted at $2 f.o0.b.
Chatham this week, which is something
unusual, il not unprecedented Under
these conditions jobbers have been forc-
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ed to advance again, and*are now quot-
ing prices at $2. Hand-picked are
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. It can
scarcely  be estimated where prices will
go béfore the new crop is available.
EVAPORATED APPLES — Stocks
are held fairly firm at 7% to 8% cents.
HIDES AND WOOIL—Markets con-
tinue quiet at prices noted last week.
Hides, inspected, cows and steers, ) ;o g

Oountry hides, cured SRSy AR .
City Oalf skins >

v

83325

£

o

24
-

[e]

",

-.

n

=

ocwocoococoo

Eondaredhllnw per 1b
Horse hair, perib.... . ..

o

]

TEAS—L o(‘al maxl\cts 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
up 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. Darieeling and Sylhet, but
in Lower Assam, Cachar. Dooars and
Terai. bad ; all pointing to quite mod-
erate supplies at the bezinning 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 Treasurvy 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 qnohdonl corrected by tel

h up to 9 a.m.
Thur:day, Hay 21, 1908.)

Weather conditions throughout the
western provinces continue to be ideal
for the growing crops and prospects are
of the brightest. With easier money and
a greatly improved outlook. business is
showing considerable revival.

SUGAR—Prices continue steady.

lontrull.ndBO znnulmd. in bbls...... cesssse g i’g
. -~ bbll ........ =B 8

w Yollo 58
Wallaceburg, in bbls. . 540
. sacks..... . 545
Berlin, grapulated in bbls . g%
B. 0 qunnlel granulated, &ls:wbde. per cwt . ggg
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MINCE MEAT—
Mj.l:ce meat, ”7; lg. Dl‘éll. per“lb ....................

c
588

Rolled oats, 80 1b sacks,
A w "
“ 0

CORNMEAL — Quoted at $1.90 pe:
sack.

POT AND PEARL BARLEY — Pot
barley, $3.60 per sack; pearl barley, 5
per sack, and $2.55 per half sack.

MAPLE PRODUCTS—New syrup and
sugar arriving in Winnipeg are quotcd
as follows :

Sugar, 251b. boxes. {s. and §3.......cciviiiiiiiis wnn 200

E) rup gallons § doz. to case, yer (ase.
‘* 1doz. to cage,
e i “ 2 doz. to case

FOREIGN DRIED FRUITS—

Australian raisins—

Brown Lexias, per, IB icisiincsncrsssocsosncnses vens 0 08
Extra brown . s ssee 90
Sultana raisins, bulk, per | lb 3% v 9
= clean Ul
" 1lbpkgs * 012
Table nuuu. Connoisseur clusters per case 20
extra dessert, 340
. Royal Buchnahlm “
o ,mpenu -
= Connoisseur clun.eu. 11b pkgs, per
ORRE IR IR « oo coosvoronresons seos 33%
- Connoisseur clusters,boxes (5§ 1be). ... 080
Trenor's Valencia raisins, £.0.8, per case, 28's .. .... 200
> . -y 148 .. 145
s s selects 220
“ “ 115
225
132
007§
00
[PRY
0193
Raisins, 3 crown muscatels, per | g 08
" " Y “ 083
Prunes  90-100 per lb 058
8090 s 0 Cé
* 7080 = 0 (6}
6070 2 007
‘' 50-80 o 008
“ 4050 " . 008}
3040 s . 008}
Silver PrDEP.cccsssr s ssscssessccsns oo . 009
Currants, unoleaned, locse pack, per Ib... . 06f
dry cieaned, Fﬂltru.perlb . 007
“  wet cleaned, re Weiornrersosasse suse . 007
“ Filiatras in 1-1b pkg. dry oleaned, . 008
Uncleaned vustizzas, per b . 008
Wet cleaned * 0 084

GREEN FRUITS AND VEGI
TABLES—
Winter Apples—

Straight grade No. 2 pcr bbl ..................
Vorth ro spies No. 2

WO 1 iciccscsccnsnssonsisan

Oruweu ‘and Lemons—

uhmm.on nueh 96's, per case.

112's to 126's

iy ‘“  176's to 350's

Clhlomn lemons, 330's, 360's, per case.

Ban
Per bunch. by express only.....o «ovv uns
Grapes—
Almeria grapes kegs, perkeg.... «.ooovevee cone
Rtrawberries—per 3 doz. ca%e..... essinsentRssEFOSINS 300
ears—
Fanoy Columbia, s SR P o et B e 4
o = half cases, .....ovovene nene 200
Cranberries—
Jersey cranberries, perbbl.......... ciiiieniiins 12 00
Vegetahles—
Clllfomn cal?ry, per doz « 0N
per -ase . 800
Bweet potatoes, per bbl ............ . 800
Va'encia onions, large cases per cas 4 00
Native orions, per 1b. . 003
To'nl(,ou. &bnsket Lntes. . b0
per bas e -8 00
New California cshbue 150 Ib. crates, per 1b. 002
Cabbage (native), . 013
Lettuce, 1§ doz., per box 07
es. wdoz srsesnce . 080
Green onions, per doz 080

EVAPORATED APPLES—Quoted ;
83c per Ib.
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ARRANGING FOR ANNUAL PICNIC

Toronto Retail Grocers Discuss Details
of Summer Outing.

And now it's a pienie. Those socially-
inclined fellows, the members of the To-
ronto Retail Grocers’ Association, are
not happy unless organizing some fune-
tion to give a lot of people a good
(ime. Their annual picnie is always a
highly enjoyable affair and it was chiefly
the details of this that were discussed
4t their meeting on Monday evening ol
this week in their eosy rooms . in ihe
lemple Building.

The date had already been settled, as
Wednesday, July 15, and the place of
destination, as usual, is to be Buffalo.
Seeretary D. Bell reported that the
contract with the Niagara. Navigation
(‘ompany and the International Railway
(‘ompany was closed. The rates will be
very moderate, tickets to the Falls
heing $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
F'rank Johnston, a ecommittee of two
was appointed to visit Huﬁuﬁ and to
make arrangements for the entertain-
ment of the association’s visitors
President Thorne\and Sgtretary
Bell were appointed on tlﬁu\‘wmmittee
and they will take an early morning
trip on the Chippewa some day before
July and lay a few plans the
lne.

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
Panter had to be on this—and B. Snow
was appointed, to look after tickets and
other details of the exeursion. A sou-
venir committee, made up of Viece-Pre-
sident T. Clark, B. Snow and Frank
lohnston, was also appointed. These
committees are counting on doing big
things for the pienie.

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)'s beginning to become
valued among the city retailers.

there.”

aCross

MOVING TO NEW PREMISES.

The offices and warehouse at 11 Front
Street east, Toronto, are being exten-
sively refitted and will be oceupied about
July 1st by Dalton Bros., spice and gro-
cery sundries manufacturers.

The firm will move their complete

THE CANADIAN GROCER

plant to the new premises with the ex-
At the

machines

ception of the soap department.

time a number of new
will be installed, ineluding one of the
latest eoffee maehines and new spice ma-
chinery. The manufae-
tured will be extended and it is likely

that several new lines will be added.

sitnme

lines already

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
the Canadian
Manufaeturers’ Association and the To-
Board of Trade. It was at the
snggestion of Judge Mabee, Chairman
af the Dominion Railway Commission,
that the shippers of Canada should get
together and express their opinion on the

along lines sugzested by

ronto

subjdet, that the meeting was ealled hy
the Canadian Manufacturers’ Assoeia-
tion.

The/ need- of a less complicated sys-
tem, if\is elaimed, has long been felt by
shippers N\and suggestions were offered
by which elean bills of lading eould be
made possible. Under this system the
transportatioh eompanies would guaran-
tee to earry the goods right through to
their destinationnaecording to the provi-
sions laid down b} law. A committee
to go into the details of sueh a system
is to be appointed and the results of
their work to be sent to the Railway
Commission. . W. Rowley, of the E.
B. Eddy Co., Hull, was appointed ehair-
man, and Mr. J. E. Walsh, of the Cana-
dian Manufacturers’ Assoeciation, seere-
tary of the ecommittee, the remaining
members of which are being appointed
as we go to press.

Geo. Bristol, of Lueas, Steel & Bristol,
and Fred. T. Smye, Balfour, Smye &
Co., Hamilton, and T.
Kinnear & Co., Toronto, a
meeting as representatives ¢

Wholesale Groeers’ Guild

the Ontario

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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which are
and

charter two extra steamers,
now en route to that eity
the importations are over, will
not be for two or three months, they
will have seven extra sailings.
now on

before

which

six or
Five sugar-laden steamers are
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, direet, 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 Lobo, which
sailed fl'nnl Barbados vesterday for
Halifax via Bermuda and St. John,
with 2,500 tons, will discharge her ear
go here. The importations of sugar have
been fairly heavy for 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.

some

HINTS TO BUYERS.

Reading notices under this heading will be accepted at
10 cents per agate line.

Laporte, Martin & Co.,, Mon‘real, arve
offering the trade, through their ad. in
this several exeellent lines, to
which they draw especial at
They are the Canadign dis-
tributors of the ever-inereasing in popu-
larity brands of tea ‘‘Vietoria”’
‘‘Prineess

issue,
some of
tention.

and
These brands are
exeellent 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 stoek of which
is of the of 1907. At present
they are booking orders for the ean-
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 fine stock of
from the firm of Blane Fils,
sur Rhone. This stoek ineludes
roni, vermieelli, sphaghetii and
faney pastes.

Louise.”’

canuing

choice pastes
Valenece
maea-

other

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 BROCKVILLE CONTEC-
TIONER.
John Grant, of Abbott, Grant &

direeted the destinies of the old frm

will ¢continve with the new organization.
Jas. Campbell will have charge of the

DEATH OF WILLIAM KINLOCH

Familiar Figure Among the Trade in
-~/ Montreal.

e i e L R

.

Once more death has elaimed its own
in the person of William Kinloeh, who
passed away ou Saturday, May 16. Mr.
Kinloeh was a of Stonehaven,
Scotland, and came to Canada when he
was a lad of sixteen. Shortly after his
arrival in Cavada he 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 Kinloeh,
Lindsay & Co., under which siyle it eon-
tinued until Mr. Kinloeh’s retirement.
Mr. Kinloeh was a familiar figure in the
business district of the eity up to al-
most the day of his death, as he found
it diffieult to relinquish his old habits
and haunts, although well past the age

naiive

known as

when men generally retive to enjoy in
the evening of their days a well earned
rest. Those who frequent the reading
room in the Exehange Hall 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. Mur.
Kinloeh has seen Montreal advanee from
a comparatively ineonspicuous position
to one of great importance among the
cities of the eontinent. Among the many
changes and improvements which have
taken place during his life, though one
¢f the most vital importance to the eom-
mereial life of this eity 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 diffieulty up the 11-foot ehannel 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 eity.

In days gone by Mr. Kinloch 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 groeers who were glad to
number him among their friends. 45

ACME CAN WORKS PURCHASED.

Jas. Campbell and Wm. Pratt Still Re-
tained in the Management.

The contemplated ¢hange in the affairs
of the Aeme Can Works, Montreal, has
become an aceomplished faet, and the
firmi 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 compleie
line will be offerad the trade than here-

tofore. The same gentlemen who have

sales depariment and William Pratt will
continue as factory superintendent. M
A. Reap will be with the
above gentlemen in the capacity of of-
fice manager. Mr. Reap’s headquarters
will be the Montreal office of the com-

associated

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 thenselves into
an organization known as ‘‘The To-
ronto Fruit and Produce Association.”
The president is H. W. Thorpe, of Mec
William & Everist, and the association
is formed for the ostensible purpose of
mutual protection. A ecircular 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 exeeption 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 Lorne 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 ahout 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 inereased
return for their goods over what was
received some years ago.
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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
cient number of lines into our Toront.
office, in consecutive numbers, it has
been found necessary to change th
telephone numbers for that office. Th:
numbers are Main 7324, 7325 and 7326

NEW TORONTO OFFICES.
Rose & Laflamme, of Montreal, ha
nmoved their Toronto offices to more con
venient premises. They are now situate
in the Carrie Building, 65 Front Stre
east on the eorner of Chureh, where W
T. Merrick, the Toronto manager, wil

be glad to see the firm’s customers.
The United Faectories, Limited, T
rento, have just issued a neat illustrated
the
’oeckh’s brushes for housecleaning pui

telder showing various lines o

poses, such oas serubbing brushes, haii
brooms, waxing brushes, ecloset how
cornice dusters, banniste:
brushes and other lines
Space is also left on the front cove
Any of the trade d
siring then
customers may have them on applica
{ion by mentioning the name of TI
Canadian Groeer.

brushes,
several useful
for the address.

these eirculars to send to

usSt OVALWOODEN
BUTTER DISHES.

The original and only Genuius
Preparation for Cleaning Cus

U D s

‘WELLINGTON’

KNIFE POLISH

JOHN OAKEY & SONS, Limited

Manufacturers of

, Black Lead, Emery, Glass av?
lint Cloths and Papers, etc.

Wellington Mills, London, Englan:

Agent:
JOHN FORMAN, - 644 Cralg Streef
MONTREAL.
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ONE DAY'S SHIPMENT TO LONDON, ENG. OVER A MILLION
FEET OF PAPER

FOR CANADIAN OR
EXPORT TRADE

Gthe STAUNTON %:e
SVPERIOR-WALL PAPERS

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-
from-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
GCHOGOLATES

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

Manufacturers of the Purest and Most
Wholesome Confectionery in Canada.
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HOW IS YOUR STOCK OF TEAS?

Our stock of Japan, Green ‘‘Gunpowder” and Black Teas is complete in ali
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 Goods 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 8il
M l n e rva renowned for its purity, its rich and delicate flavor and for its origi-

nal packing ; each bottle bearing the seal of guaranteed purity from

OLIVE OIL the Municipal Laboratory of the city of Marseilles. The sale of this
superior Olive Oil is constantly increasing. We are now booking
import orders for same,

GHOIOE PASTES These Pastes have acquired a high reputation on account of

their uniform quality. We have a complete and varied stock of
from the firm of Blanc these goods for immediate delivery and we are now booking
et Fils, Yalence sur orders for importation.
Rhone. |

: These Castile Soaps “La Vertu” and “La Mouche” brands are
caStlle soap highly appreciated in Canada where great quantities are used— We
from the house of are in a position to take orders for immediate delivery. It is also

J. Tourasse of the right time to give us your import orders for same.
Marseilles.

All thess goods are of the highest quality: we sell them at ocorrect prioces.

For all information, quotations, etc., write, telephone or wire at our expense.

LAPORTE, MARTIN & CO., Limited

WHOLESALE GROCERIES, WINES and LIQUORS
562 to 568 St. Paul St. (formerly College St.) MONTREAL, Canada
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A Grocer's Flower Department

GOOD PROFITS WITH HlGH-iC-lIéAA%SY TRADE, BUT FIRST EXPENSES

The question as to whether the sell-
ing of flowers can be made a profitable
part of a grocer’s business has become
4 very interesting one recently in all
parts of Canada. In the cities, particu-
larly, the grocer who regularly carries
4 line of flowers is most in evidence,
put in the larger towns and in the
country also a window decorated with
plants and eut 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.

opinion of those who
handle that such a depart-
ment can be run satisfactorily and with
rood profit where the trade the
Flowers, of

The general
flowers is

store
draws is of a high class.
course, are considered more or less as

luxury, and unless customers have a
little money than they need to
live on, they are hardly likely to buy
many flowers.

For the

owever,

more

class,
business fac-
Nothing brightens
flowers,
the
considerable

the former

has

grocer in

the several

tors of inducement.

ip a store so much as

ind  their very presence In

tore s sure to be
attraction. Again, the profits that can
these goods rathe:
the staple

PPeople have been accustomed to paying

be secured on are

better than on groceries.
rather high prices to the regular florists
wnd when the grocer, by reason of facts
will be mentioned later, is able
to sell them a little below the prices
the florists regularly ask, they are quite
cady to pay this.

which

Economy in Delivery.

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
{0 cents a dozen. FEaster lilies were
bought at 7 and 8 cents a bloom and
sold for 15 cents. Potted plan‘tq of

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 caleulate 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-

SUGGESTION FOR A GROCER'S FLORAL

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
money. It is a case of investing a
little now to get handsome returns
later on.

It is astonishing too, as some grocers
tell us, how regular customers ean be
induced to buy flowers. A little educa-
tion carried on steadily, with hints and
suggestions thrown in as the ecustomers
are examining the stock, and women

less
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will always stop to look at flowers and
perhaps a carnation, or a that is
just at the danger point, given away,
oceasionally 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
out to the greenhouse some quiet after
have a talk with the florist

rose

send her
noon to
about it.

A Tew Hints,

According to the testimony of several
seem to pay to dis
play flowers outside the store. Even
though they not in the the
wind dries them up very quickly.

One grocer who nice little
trade in this line, has a large tin pan
about feet by six, which just fits
his window. When he is showing flowers
he simply sets this in the bottom of the

grocers, it doesn’t

are sun,

does a

five

WINDOW.

window, with the pots and vases of ecut
flowers in it, and he can then water the
stoek—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,
special attention is
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

unless
this de

hu\\ ever,
given to
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charge whe understands this side of the
florist’s business.
For the Country Grocer.

For this groeer 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 ot
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 Kaster simply over the busi
ness he did by special order and through
the sale of Kaster 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 faecilities for
looking after and delivering the goods
and they are more in accordance with
the lines he regularly carries. The mat
ter of seeuring 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
vour 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-
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IMPERIAL SYRUP CO.’S NEW
HOME.
Modern Factory and Equipment Recent-
ly Completed in Montreal.
The engraving shown herewith 1is
from a photograph of the new faetory

The building is 140 feet long and 50

feet wide, being five storeys high, and

18

containing 30,000 square feet of flou Il
space. eps
The ground floor is used as a ware- ey

house, there being two doors affording
excellent receiving and shipping faeili

NEW FACTORY AND WAREHOUSE

OF IMPERIAL SYRUP CO., MONT-

REAL.

of- the Imperial Syrup Company, Mont-
real, whieh is located at 29 to 31 Vitre
Street West, in the centre of the eity.
Although only eight years established
in Montreal, the business of the Imperial
Syrup Company has grown very quick-
ly, and the wonderful inerease in sales

A WELL DRESSED FLORAL AND FISH WINDOW.

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.

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.

130

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 manufaec-
ture of econfectionery, while the fifth
floor is where the syrup is refined.

Throughout, the equipment is most
modern, each floor eontaining some piece
of machinery which is right up to the
minute, the last invention to faecilitate
manufaeture and cheapen cost of pro-
duetion.

One of the finest planis in the build- ¢
ing is that for the coating of choco- L
lates. It is made by Werner & Co.,

Rochester, N.Y., and so regulates the d
temperature of the chocolate in use as
to ensure a perfeet confection. a

Everything is spotlessly eclean. ‘

It is largely through the efforts of )
Col. Walker that Imperial Maple, ar
Kitchen Molasses, Goldenette Table line
Syrup and other lines made by this r
company are in such steady demand ing
from Halifax to the Klondike. G. H.
Ramsay, is manager of the present busi-
ness, and has done much toward mak- i
ing it as successful as it is. There are bl
agents in Winnipeg, Calgary and Ed- wes
monton, while the Pacifiec Coast busi- in
ness is looked after by Ramsay Bros. & En
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Vancouver, of which the Montreal
ise is a braneh.
The making of chocolates is a new
eparture with the company. This fall
,ey will be turning out their own ehoeo-
te confeetionery, and Manager Ram-
.y says he is going to make the goods
¢h as to warrant their causing more
|k than the Merry Widow hats are at

sent.

TRADE NOTES.

Wwm. Willison, groecer, Ayr, Ont., has
igned.
Harry B. Kelly, grocer, Baneroit,
t., has assigned.
wm. .J. MeFarland, grocer and fruiter,
ronto, has assigned.
MeCoy & Boa, grocers, Montreal,
¢ dissolved partnership.
. Warren, grocer, Kast Bay, Man.,
moved to Million, Man.
W. Brown, grocer, 176 Christie
Toronto, has sold his business.
\. Goodman & Co., fruit merchants,
ntreal, have been registered
[.. Watson, general merchant, Birnie,
\lun., is retiring from business.
. A. Bruce & Co., produce mer-
mts, Montreal, have been registered
J. Wylie & Co., grocers and commis-
dry goods merchants, 561 Bloor
Street West, Toronto, have assigned.
S. Brownscombe’s grocery stoce,
Uwen Sound, was damaged by fire last
¢k due, it is said, to a stock of fire-
rks in the show window being ignite:d
the sun.
Denning, for years with A. W
nt, the produce house, Montreal,
started in business for himself,
ing opened an office at B2Y Board of
vde Building. He will represent Kear
& Tonge, London, Eng.
\ writ has been issued by the Kze
nufacturing Co., Limitel, manufac
rers of Star Ammonia, against the
nion Chemical Co., for an injunction
ainst imitation of the packages and
els which are used in the sale of
it Ammonia.
H. MecDonald, direct tea importe:
d blender, St. John, N.B., has re
wed from 12 Water Street to large:
arters at 55 Dock Street, where his
ckage tea, Red Clover, will be out
in larger quantity than ever, to take
are of the increasing demand for the
rne.
['he Regina Fruit & Produce Co., Re-
¢ina, has just started business, carry-
g on a general wholesale and retail
roduce trade. G. Pepper, the manager
I the new concern, has had consider-
ble experience in this line, both in the
west and in England. He was formerly
in the same business in Cambridge,
England.
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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 importanece of that town as a eom
mercial centre.

The larger engraving shows the splen
did new wholesale grocery, offices and

warehouse of the Georgeson Co,, Limit

ed. The l)llildlllg is of four stories, of

brick with red brick and cement [ront

weieh presents a very handsome ap

ed makes the building practically fire-
|H'||UI‘.

The smaller engraving shows the new
warehouse of Plunkett & Savage, fru
and produee dealers. It is of brick
and stone construetion, also with of
fices in the front of the ground flom
and is well adapted to the handling ot
the hines of goods the ecompany earries

Next to the Plunkett & Savage build

may be seen the wholesale grocery

warehouse of  Campbell Wilson &

NEW GROCERY WAREHOUSE OF THE GEORGESON CO.

pearance. The consiruction has been
particularly thorough in every way and
the interior equipment is quite ecomplete
A handsome suite of offices oceupies
the front of the ground floor. Execellent
shipping facilities have been provided
and the system of eonstruetion follow-
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Horne Co., another of the large jobbing

houses of the eity.

Calgary’s growing importance as a
wholesale centre is becoming very evi-

dent.

There are in the neighborhood of 150

eommercial travelers who make their
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head-quarters in the eity.

portion: of these represent firms

while
Canadian

some are traveling for Eastern

houses.

Thirteen banks, one hundred whole-
sale forty industrial
and manufaeturing planis go a long way

houses and over
to make Calgary the commereial metrop-
lis of the last west.

The wholesale houses inelude the fol-
lowing: Groceries, dry goods. men’s
furmshings. boots and shoes, fruit and
produce, bread, biscuits, candy and con-
fectionery, turniture, agriculture imple
ments, harness and saddlery, paints and
oils, glass, wagons, buggies and sleighs
hardware lumber, building materials,

rubber goods, stoves, cement, eigars.
liquor, meats, flour, plumbers’ supplies
drugs, eleetrical goods, paper and sia-
tionery, tents and mattresses.

Among the industrial and manufaec-

turing plauts there are a soap factory

THE CANADIAN

SOME ORDINARY HAPPENINGS.

An ordinary man usually thinks it a
very easy thing to run a groecery. Kasy

to stand behind a eounter all day? Of

Course. It doesn’t look to be very hard,
but just wait until a erank 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 eent’s worth, says an
exchange. Then others come in and tell
you how mueh 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 voiece, 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, ete., and
who shoots out of the door and down the
street. If vou haven’t eaught the order

NEW CALGARY WAREHOUSES—BUILDING OF PLUNKETT & SAVAGE,
FRUIT AND PRODUCE DEALERS.

confectionery
factories, two iron works, {wo brewer-

a bisemit factory, three
ies, two ecigar factoried a meat packing
plant, a breakfast food factory, a cement
works, three brick-making plants, three
harness and saddlery factories, three
flour mills, a coffee and spice factory
two ient and mattress factories, a bed-
ding factory, two dyeing and cleaning

plants, two cold-storage plants, two
eleetriec light and power plants, two

eleetric power plants, a gas plant, a
natural gas plant (at present under
gonstruetion), two lumber mills, two
show-case and office fixture factories
and several planing. sash and door fae-
tories, including the largest one in Can-
ada.

you are expected to guess at it; then
there is a roar.

Next man who wants ecredit.
He has traded at other stores and paid
eash, 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 balanee. This keeps on for a
while and finally his bill is all balance.

The next customer who comes in and
asks for eredit you politely ask where
he 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 eall Mr. A. and ask him if
you are all right?’’ T ask. ‘‘No, you
needn’t go to that trouble,’’ he says. ‘T
don’t have to trade here.”” And he goes
out and slams the door. Just to satisfy
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yourself you eall up Mr. A. and find
that he owes $100.

Then there is this kind of a custome
—a man who has always paid eash, who
meets with reverses and asks you fo
eredit. You ean’t turn him down, as he
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 ean take
in all the theatres, eircuses and exew
sions.

Then there is the customer who rings

up just before dinner and wants you 1o

deliver a package of yeast foam 13
bloecks away at onece.
Another thing we have to conteni

with is the girl who eomes in to eall up
her sweetheart and talks for 15 or 20
minutes when our regular customers ar
waiting to use the telephone.—Grocers’
Advoeate.

SELL WHOLEHEARTEDLY.

Do you really believe that you pay
sufficient attention to the art
manship in yvour daily transactions?

In the retail grocery business, it is a
faet, that too many merchants, take i
for granted that their customers come
into the store to purchase certain things,
and when sapplied with those artieles
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 praeticed by
the retail
change, that he has been making trips
to various stores in his home eity re
cently, buying small articles, one at a
place, solely for the purpese of studying
the methods of salesmen. They are piti-
fully wanting. In 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 perfunetor)
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 elerk nor is
it the way which leads to promotion and
independence. Not one of the ten was
rade or diseourteous. Not one showed
negleet. But only one made a reéal effort
to interest the buyer in other gouds. He
did it in an intelligent manner.

of sales

merchants, states in an ex-

Ellis & .Steward, general merchants,
Wolseley, Sask., are succeeded by Stew-
ard & Co.
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‘_“S“\-\- PAGKING COMPayy -

‘\\0 \‘“ BEAVER BRAND HAMS AND BACON ; ,'”ifed

“Beaver Brand” Ingersoll 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 rasults, a satisfied and regular customer and
an increasing trade. If you are not selling Ingersoll Produots give them a trial. Ask your
friends who are selling them, communicate with our representatives or write direct to,

The INGERSOLL PACKING GOMPANY, Limited

Pork Packers

INGERSOLL ONTARIO CANADA
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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 ereamery being around 24e¢ as
against 263c and 27¢ for the same time
last week. Dairy tubs are now at 17e
and 18¢, instead of 2lc¢ to 24c¢ as last
week. Fresh, large rolls have also join-
ed in the downward tendency, now being
quoted at 20c¢ to 2le, as against 22¢
and 23c¢ for last week. There is a feel-
ing among dealers that the priees are
coing to econtinue in their downward
tendeney, therefore, many of them are
holding back to take advantage of this
anticipated condition. Thig together
with the faet 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
hehaviour of butter during the past
week and is much lower. Large, new
cheese is now quoted to The Grocer at
113e to 12¢, as against 12¢ {o 12}c last
week, and new cheese (twins), which
was selling at 12j¢ to 124c¢ last week is
now quoted at 12¢ to 124e. Old cheese
remains practically the same at 15¢ to
15l¢ to the retailer.

The demand in the cheese market can-
not be said {o 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 (he 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-
ent 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-
duet in England, and the small ship-
menis which are arriving there will not
alter this situation if the produetion here
does not soon improve.

In Brockville there was not much ae-

A
tivity displayed at the recent.fBoar
meeting, and buyers and sellers hel
widely divergent views in regard i
prices. These conditions lead to
cidedly slow bidding. The uniform .
fer for choice of 103e¢ was turned dow
by the sellers, so the Board was ¢losi
without any sales being effected.

Shipments of cheese from Montre;
for the last week make a very poo
showing compared with the same we:
of the previous year. For the week
shipments to Great Britain were 11,413
boxes, as compared with 32,758 box.-
for the same week of the previous yeu
Total exports since May 1 are 49,970
boxes as compared with 74,919 boxes
for the corresponding period of Ja-
year.

THE PROVISION SITUATION

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 ecoming
in is not much more thah sufficient to
provide for the provinecial demand 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 ecer-
tain amount of Canadian bacon on the
British market, but of late supplies
have been short and holders are 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, €an-
ada’s bacon trade in England, decreas-
ing as it has been, will become practi-
cally nil.

A correspondent, writing from FEng-
land recently, regarding the matter,
says: ‘It seems to be the case that
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the Canadians think that to sell at big
prices even for a small amount is th
best plan. The Danish and Irish ship
pers are satisfied to work on the opp:
site basis.”

The way the Danish farmers and shi;
pers appreciate the opportunity afford
éd by the British market and the ma:
ner they have built up this trade, hu
been shown by the continued hea:
shipments, aggregating 37,000 to 54,000
weekly, during the past few montl
The United States packers also ha:
been doing heavy ‘business, hut thi
has fallen off seriously lately on accou:
of significant local conditions. Clond
tions prevalent in American market
are given in the following summi
from the New York .Journal of Co
merce :

‘““There has been very little intere
in these markets within the last we
either legitimate or speculative. R
ceipts of hogs have been larger ani
prices lower both east and west, h!
demand has not been stimulated by t
decline. Packers have favored low:
hogs and bought sparingly at the sa
time, not supporting the market i
products, though not selling sufficient!
to produce much decline. The short
have been about the only buyers of |
tures and that demand has not bee
general, leaving the markets very dull
Spot demand has been no bhetter tha
for some weeks past and prices hav
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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 charaec-
terizes the whole trade, causing a de-
nressed feeling. The increased receints
of hogs have been attributed in part to
the weather being so wet that the
farmer could not plant his ecorn 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
ireely, especially as eorn keeps advanec-
ng and offers a bigger inducement to
.ell than to feed, though the receipts of
orn  have not materially increased,
wing to bad roads and wet weather.”
[.ocal packers this week are offering
$5.75 to $5.85 f.o.b., with a slight
tendeney to firmness. For hogs off ears
at factory, $6.10 is offered. Deliveries
e light with apparently no prospects
of improvement.

PROVISION MARKETS

MONTREAL.

PROVISIONS—No change since last
veek. The demand is good. Business
which is passing is steady in character
and very even in volume.

“

Wood, pet;
Canadisn

Oanadian
American

BUTTER—A fairly sharp decline may
recorded in the butter market, which
due to the increasing supply, and to
he fact that dealers are not buying
e than is necessary for their im-
cdiate needs, all anticipating a still
cater decline if they wait a little
hile. Roll butter is plentiful and the
mices are much lower.
Fres
x_mrlyl.(i.r..b..mm' .01 2‘1’:
resh large rolls . 4 02 0"
- CHEESE—Cheese has eased off some
tiring the week. The demand, however,
» only fair. Export returns show a very
mall business passing as yet.

50015
D

HONEY—This product is still very
varce and very little business is being
‘one in this commodity. Prices remain
tie same.

White clover comb h
Buckwheat, extracted. ..
Clover, strained, bulk. .. ase
EGGS—Eggs have declined slightly
ince last week, due to increased re-
cipts. The demand is fair.

New laid,

1 1
1 1
1 1

THE CANADIAN GROCER

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

Dressed hogs 2

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 are ex
pected during the week and traders are
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 :

Large rolls
Baker's butter

ing out for lower prices, and the pros-
pect is that egg prices will decline with-
in the week. They are at present firm,

and though the demand is rather light
the supply is increasing daily and is at
present more than the demand. Prices
are the same as reported last week.
Eggs, new laid = V13

CHEESE—Prices have a slight up
ward tendency, especially for old cheese
which is now getting scarce New
cheese is coming in a little better but
the demand is not heavy.

Cheese, large, prime old »
os - ' new . )
twins, new ... . .e . vee .. v
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, strained, 80 Ib tios .
" - 0 Ib tins..
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POULTRY—The market for poultry is
again opening up and quite a few lots
of fowl have been ofiered during the
week. The turkey gobblers are not so
good as they will be later on, being a
little flobby on the breast, and are, con-
sequently, marked lower in price, but
spring chickens are in splendid condi-
tion.
Heuns SARatRsEnes too b o amdai T
Ohickens............. . 01
Turkeys a Suanen 01
Spring chikeus, live we ght

WINNIPEG.
BUTTER-—Dairy butter is not in very
good supply as the farmers have been so
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BRADSTREET'S

Capital and Surplus, $1,600,000.

Offices Throughout the Civilized World

Executive Offices: Nos. 346 and 348 Broadway, New York City, U.S.A.

THE

RADSTREET COMPANY gathers information that reflects the financial condition and

the eonlrolﬂug circumstances of every seeker of mercantile credit. Its business may be defined as of the

merchants, by the merchants, for the merchants. In
effort is spared, and no ble expense conside:

uring, verifying and promulgsting {information no

too great, that the results may justify its claims as an

autherity on all matters affecting commercial affairs and mercantile credit. Its offices and connections have
been steadily extended, and it furnishes information concerning mercantile persons throughout the

civilized world.

Subscriptions are based on the service furnished, and are available only by reputable wholesale, jobbing

and manufacturing ns, and by

ible and worthy financial, iduciary and business corporations.
Correspondence Invited.

Specific terms may be obtained vy addressing the Company at any of its offices.
—OFFICES IN CANADA—

ue‘l.n..cronﬁ:m.
SAxood&l, B.C.

&un’, :L:‘A.
FTAWL ONT

LONDON, ONT.

MONTREAL, QUE.
8T. JONN, N.B.
WINNIPEG, M

TORONTO, ONT.

*wor A TRV Gen. Won Wastern Sanada. Tevente.

WILSON'S
FLY PADS

Pay retail Grocers a much larger profit
than any other well-advertised article.

I
Wilson's Fly Pads are so d by all Canadian Wholesale
Grocers
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N sl New Butter
Creamery or Dairy. Supplies are
i 3 c coming in more freely, and prices
f = e are lower.
| o
| ACON
HAM AND B New Cheese
"' 1 s IS ONE OF YOUR :
are now on the market—not so
' f CONSTANT SELLERS good as old cheese, but lower
i‘ : in price.
‘ ! The exquisite lavor and juicy tenderness of
f : Corona Brand simply can’t be duplicated. : New Hams and Bacon
j I'ry a s'ice of Corona Brand for your break-
} ‘ & fast.  Then youll understand why it is so $ Always new, because we keep no
£ ; ; popular with your customers. : old stock.
$ THE MONTREAL PACKING C0. § | F. W.Fearman Co.
Limited : Limited
MONTREAL, : P.Q. g
WE HAVE NO RETAIL STORES. Hamllton’ Onto
| NN ~$ =

=

Particular People Prefer

Ryan’s
Short Roll Bacon

\t once the cheapest and the most delicious
meat on the market. You really don't know
how brisk your provision trade can become

WHYTE
| Packing Co. Litd.

g b Beg to notify their customers throughout Canada of
4 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.

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.

; 3 Prices Mailed on Request !
i i Consignments of
’ BUTTER,
POULTRY, The WM. RYAN CO.

EGGS

and other produce solicited. Quick and satisfactory
returns. Large connection.

WRITE TO-DAY.

LIMITED

70-72 Front Street East

TORONTO, - ONT.
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BACON The opinion of the public BOLOGNA
and your trade with the
: HAMS public go hand in hand. PORK SAUSAGE
8 are
prices PURE LARD The public have the highest HAM BOLOGNA

LEAF LARD opinion of NEW ENGLAND

HOULDERS HAM
f{OLLS 0’MAHA’8 BABUN HEAD CHEESE

PICNIC HAMS COOKED HAMS

And you can increase your

BONED HAMS trade by stocking it. COOKED ROLLS

PLAIN BACKS My price list will be sent you JELL]ED MEATS
PEAMEAL BACKS on request and I will gladly COOKED FEET

quote you prices delivered

LOINS your station. WEINERS
TENDERLOINS MESS PORK

HOCKS JUSEPH U,MARA LONG CLEAR

SPARE RIBS Pork Packer PALMERSTON | ETC, ETC.

ep no

N
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There is only one

for CLARK’S  SPECIAL BOVRIL

0X-TONGUE CAMPAIGN

'n inferior imitations which even when sold will not please
your cu stomers

in all leading newspapers from coast to
ious coast commences this week.

now Over 1,000,000 people will read BOVRIL LTD., have the honour to hold the appoint

ome these advertisements. ment by special w:{rrh;nt:) i Tt
.M. King war :

lade =
”“Ti: Be prepared for the demand this H.M. the King of Spain.
o will create. H.M. the King of the Belgians.

Send in your orders now for
Clark’s Ox Tongue. Specify 2s as Supplies can be obtained from—

that is the size which is pushed. BOVRIL LIMITED, MONTREAL

27 St. Peter Street

A. B. MITCHELL - - - - HALIFAX, N.8.

. Mitcheil's Wharf
R. 8. MoINDOE - - - - - - - - TORONTO

' 120 Church Street
v WM ‘ L ARK W.LBEBENAS - - - - - - WEnee

° oss Avenue
. Manufacturer A C.URQUNART £00. - - - - -  VANGOUVER

836 Hastings Street West

MONTREAL and from all wholesale houses
throughout Canada
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busy seeding that marketing of dairy
supplies has been neglected. For No. 1
produce houses are paying 24e¢ per lb.,
and for good No. 2 20¢ to 21e per lb.; for
poorer grades 18e per lb. Priees all f.o.b.
Winnipeg.

‘ g EGGS—Produce houses are paying
i : 1 15¢ f.o.b. Winnipeg.
- CHEESE—Ontario cheese is selling to
i ,

the retail trade at 13%%e to 14e per lb.

3 1 L]
, T. J. leary, the chocolate man, G“EEN BUTTEHFLY
! Montreal, has opened another store,
g ; this time at 464 St. Denis St. Mr.
i | ljnxle‘_\ has now thr-vo ret ;li} stores in thp, BEST KNOWN_BEST LIKED.
i city to eater to his growing number of . .
consumer customers. Sometimes children and others who would benefit by ',
!: amilk diet have trouble in digesting milk, owing to
{ . its curdling on the stomach. This milk is i ' fo
: Flour, Pork, Gram, curdling on oma h. This mllk.ls 1mmedlate'|y i
4 assimilated with splendid results. Insist on Fussell’s, =
| Smoked Meats
! % and "‘ :
B : . . W\
: General Provisions :
. also [
Hay and Oats i ot P [ . i
1 rices anof - hﬂeﬂ::e:'; ll S. Creed. - - - - Halifax, N.S. li
. Fai i % - 1 !
GEO. TANGUAY, Sy A e v
i Lower Town, - QUEBEC ve
X sd
i O S A I I i
; : }; saSKaIche'an Me[chan's !! c d' V' G Car lots of Fine, Medium or Coarse, w:'l
§ : Get highest CASHN prices on the a“a |a" I“egar 0- To":g:{;:g"::f;{k'wonns :
{ 1 128 Adelaide Street E.. Toronto '
: 1 s 1
;n : 55“'"“ “?FKET HIGH GRADE i
i | | and prompt returns) for your o {
i Vinegars and Pickles The GRAY, YOUNG & SPARLING CO., Limited :
: BUTTER, EGGS and POULTRY SALT
by shipping direct to MONTRE:L Or‘rﬁ‘"fgf:'cnz:‘!dﬁfﬁﬁp.u_
{.‘ : tion with other makes,
i . THE REGINA WINGHAM  ESTABLISHED 1871 .
L i FRUIT AND PRODUCE Co.,, . '
i i ROSE ST. RECINA, SASK. e
l 1 Trial orders and correspond licited EM“ND & GUTE we wa nt to Buy ;‘[
4 £ B
e e EGGS from YOU &
& eading Firm in <
3 If you have any to sell, better
b5 Butter, Cheese, Eggs, Pork [ write or phone us. Our policy -
R F GREAM & co Hams and Bacon. is: ‘““A square deal every time.” i
111 i
b General Brokers and Safore elther buyl i .l
Commission  Merchants gigoimatia s g and’ lmall & C' 00
3 : : 22 St. Peter St., - Quebec R FRO Siostunts, -
§ | Flour, Grain, Provisions, Q TORONTO. -
3 & Teas and General G
# 3 Crooeries . EUGENE PICHER & CO. h
R & o Dalry Butter, Eggs Buyers and Sellers of i
e A, BUTTER  EGGS  CHEESE ]
i ot & ALWAYS A BUYER AND SELLER L iy SUPFLISS ]
1. 15 Dalhousle St., Quebec, P.0. PROUT. Wi Ko Bt Pvnts Wi ¥
i SR8 5 GEO. W. PROUT’ Wmmpeg 87 DALHOUSIE STREET, QUEBEC |
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Cereals and Confectionery

I'he past year has been a rather re-
markable one in the flour markets of the
vorld, due to certain circumstances in
ihe wheat production which had its in-
cvitable result on the flour markets.

The most salient feature of the last
.cason’s wheaf production was the gen-
cral shortage in the crop of the world,
and especially Canada, and the United
States.

While this condition was most mark-
~d here and in the United States, Rus-
ia. India and the Argentine all failed
to produce enough to fill up the defic-
iency caused by the shortcomings of the
jormer 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-
r until the close of the last season,
when firsts were quoted at $6.10 a bar-
¢l, and seconds at $5.50, as compared
with $4.60 a barrel for firsts, and $1.10
jor 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
vear's export returns were 1,128,256
;acks and 182,333 barrels.

At the present time markets in all
lines of flour and cereals are very quiet.
he high basis at which flour is held
practically prohibits any export busi-
ness and with light demand from local
narkets and very light deliveries of sup-
Jlies there is not much to talk or write
hout.

Reports of good prospects for all
rrain crops are being received with en-
husiasm as an earnest of better busi-
iess later on.

MONTREAL.

FLOUR—There are no further ad-
inces in flour, the market remaining
he same as last week. There is a very
ood local demand, but not much ex-
port call.

Winter wheat patents
ijrxullhv. rollers

BOABRORE -
338538588

FEED—There is nothing new passing
in this market and prices remain prac-
tically the same as last week.
mand is good.

this week. Prices remain the same.
irair demand prevails.

Ss83Reue

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 Wheat.

80 per cent. patents..................... CPRR 5 570
- R R RS SR . D 550
Strong bakers........ . . 9 510

...................... ssssscese § 4 %0
.................................... . 48
50

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
cood crops in all grains are received
with enthusiasm by dealers, in the hope
that this means better bhusiness later
on. Prices are unchanged
Rolled whaat i barrels. 100 1he

- oats in bags. per bag 90 Ihe . '
Gatmeal, standard and granulated, in bags 98 1be

FOLEY BROS. SOLE OWNERS.

Winnipeg Wholesale Firm Loses Par*-
ners.

Tmportant changes have bheen made
in the wholesale erocervy firm Foley
Loeck & Tarson, Winnipee. The Toek
brothers in the firm have sold their in
terest to the Folev bhrothers and have
retired from the business. TFoley
hrothers are now the sole owners and
proprietors of the business

About five vears ago the wholesale
arocery firm of Folev, T.oek & Tarsm
commenced business in Winnipez. The
members of the firm ineluded Peter Lar
son, four Foley hrothers, John, Thomas,
Timothy and M. D., and four Loek
brothers. T. . TLoek. W. (3. T.oek, J. A
Loek and A. S. Toek. During the last
few months three members of the firm
have died, Peter Larson and John and
Thomas Foley. By the present ar
rangement Timothy and M. D. Folev
who reside in St. Paul, are the sole
owners of the business. They are larce
railway econtractors with thousands of
men engaged in work on the G.T.P. eon
fraets.

In addition to their wholesale ero
cery and fruit business, Foley, TLock &
Larson have built up a hig manufae-
turing business in bisenits and econfee
tionery.

H. C. Beckett, of W. H. Gillard &
(o., Hamilton, is making an extensive

business trip through the Canadian
Wesl.
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Mooney’s
“Perfection
Cream Sodas

are the sodas which parti-
cular people insist on
having. That’s why more
grocers sell Mooney’s than
sellany other brand. To
sell one box of Mooney’s
t0 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.

[MOONEYS |
PERFECTION

(hy, mstéﬁ

MOONEY BISCUIT A CaN

STRATFORD

The Mooney
Biscuit & Candy
Company,

LIMITED

STRATFORD, CANADA

INSTANT
POWDERED

GELATINE

The Purity of this GELATINE is
GUARANTFED by Messrs COX. who
themselves both MANUFACTURE and
PACK their Brand under scientific
supervision

Canadian Adents:
G.B. Celsen & Ses, Moatreal I.46. COX.l

Ld
D. Masses A Co., “ Gorgied Mills

A P.Tippet & Ce., EDINBURGH
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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 33 years of age he has made himself a power in the busi-
ness field which he entered in Quebec. Mr. Puradis
believes that his Lusiness cannot be successfully carried on
nnless 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.

MR. C. A. PARADIS
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VIEW OF THE OFFICE-WAREHOUSE OF C.A. PARADIS, QUEBEC
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The Canadian Grocer CIEREANLS AND CONFECTIONERY

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 Small Profits
grocery and allied lines. Home Quick Returns

and forei fact
8:"8(:1:;;‘3 ':;':‘::_cdl;::" :;3 Orders Promptly Attended to

thorough representation. 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
negleet the confectionery  depariment.
Some grocers pay no attention to this
whatever, and a good many others, who
do carry a swall stoek, leave the depart-
ment to take care of itself and as a
consequence what little business they did
J ave dwindles away. This is a serious
miscake.

A Lesson From the Druggists.

What the groeers 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 eon-
feetionery 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 eall at the drug store two doors
down for a couple of packages of cho-
colates.

The Children’s Trade.

A good many groeers wil say: ‘“Oh
| can’t be hothered with the stuff. The
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 store 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 pretly
well also. Whether the benefit derived
from this faet 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.

But if the retailer does not care to
bother with this elass of business there
are other ways in which good profits
can be realized. A store which comes
t) mind at the moment, and which does
a mighty fine business, too, carries a line
of first-elass chocolates in a show ecase
placed suggestively near the door so
that one ean’t well get in or out of the
door withont 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-
pearanece.  Only good choeolates are
sold and the name of the maker, a name
that ecarries 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 instanee
of what one bright store does. That
confectionery department certainly pays
Ii requires little altention beyond keep-
ing the goods looking fresh and dainty,
which ean be done in odd moments.

Some Hints.

The stock earried should not be large
i1 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 litile
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 choeolates, though, which
have been lying around your store in
a pasteboard box absorbing foreig
odors and drying up for a year.

The matter of wrapping, too, is one
that - will repay attention. Don’t put
good choeolates, or in faet, any good
candy in a bag. Its enough to shock its
self-respeet and the results, pariecular
ly in warm weather, are likely to be un-
sutisfactory {o the customer. Boxes
lobelled 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 eandy, a bit of crack-
ing good advertising which you might
as well have.

If the customer has 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 effeect of all this trouble i
well worth while.

Seasonable Suggestions.

It is at holiday time, of course, when
the econfectionery department has iis
biggest chance, but other times offe
good opportunity. Lots of people do a
deal of buying on Saturday night, and
usually take home some eandy of som
kind for the Sunday treat. Here’s .
chanee to get in a good suggestion au
to dispose of many a choice half-pound

It will help, too, to keep changing i
new lines and to let the people knov
about them. A certain elass of cus
tomers are always looking for novel
ties, even in luxuries, and the mere me
tion of a new line of candy makes thes
people anxious to test if.

Some of the best fun the writer ha-
had in the way of an outing has bee
toasting marshmallows over the ho
coals of a eamp fire in the eountry. Wh
not lay in a stoek of these and make :
suggestion of the kind to people yo
know are preparing for a pienie. |
should be very easy to send half a pound
along with the bottle of olives and th:
ham for the sandwiches. Be sure th
marshmallows are fresh, though, or the
won’t give satisfaction.

The summer season offers a good
chance to develop the confeetioner)y
department. Visitors are always more
or less numerous in every town and the
nearly all are ready to buy a box ol
chocolates particularly if they are mad
to think about it. A tasty window dis
play oecasionally might help. Don’t le
the sun get at the goods, though,
woe betide them.

The smaller package goods, such
the drug stores are beginning to handl
should also show a good profit. Don’
get too many lines of these but sti
to a few good ones which represent fa
value.

If the econfectionery department |
studied and given an amount of atte
tion commensurate with its importan
it should be a source of satisfacto
profit in the general run of grocerie:

ANOTHER INDUSTRY FOR CHILLI
WACK.

Messrs. Fiedenhagen and Wetzel, «
the Mount Vernon Condensed Cream
Co., a United States concern, are en
deavoring to interest dairymen abou
Chilliwack, B.C., in the matter of
condensed cream plant there. The com
pany wish to manufacture and sell iu
Canada to escape paying the present
duty of $1.50 per case. ;
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CEREALS AND CONFECTIONERY

The Canadian Grocer

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 GOMPANY, Ltd.

AYR, ONTARIO, CANADA

Millers of

Ontario and Manitoba Wheats

Makers of Famous “Star” Blended Flour

AT LAST

NATION’'S
TON-NIK

LEMONADE POWDER

Non-intoxicating but a ‘‘pick me up.”

Dealers in

Choice

Always Ready in 1% 1b. Tins. Ice Cream

Agents: GREEN & CO.,25 rrontst., E. Toronto
CARMAN-ESCOTT CO.

14y Bannatyne 3‘!’ WINNIPEG
Manufactory -BRISTOL - ENGLAND

THE DOMINION WAFER CO.
/ 44 St, Vincent Stree!,

MONTREAL

Y BlSCUlT CUPS

A speclalty
Ice Pies,
Ice Cornets,

etc., elc.
TEL. MAIN 1310
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THE CANADIAN GROCER

Meurisse Chocolates

inolude

Croquettes Tablets
DelLuxe Assorted
Pure Milk Cream

also the famous
Orange Chocolate Cream Bar

and a variety of other lines.

Most fastidious customers have pro-
nounced these confections the finest.
Manufactured 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 HERREBOUDT, Manager
22 Lemoine 8t. Montreal

Also Agents: Mathewson's Sons, Montreal; T, E. Charest Quebec, sid W
(' Seott 76, Queen St., Ottawa

i

ﬂ

BUDA FLOUR

Is a Good Seller!

e Dealers and Customers satisfied i

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 Pleasing
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 & SNIDER, Millers
Bridgeport and Baden, Ont.

Branch Sales 0ffice, Plotou

Wire
J. B. HARTY, Sales Manager,
PICTOU, N.S.,
Maritime Provinces and Newfcundiand

———

CANADA:
Mo bettor
Country

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.

J. A. Taylor R. S. Mcindoe Jos. E. Huxley Arthur Nelson
Montreal Toronto Winnipeg Vancouver

Arthur M. Loucks R.G.
Ottawa ."hman

e

We are continually receiving Repeat Orders

from last year’s SUCCESSES

for the

Fruit and Fountain Syrups
Crushed Fruits
Confectioners’ Flavorings

Ice Cream Powders

mT AL e

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 :

The Dusault Co.

JOLIETTE, QUEBEC  Limited

OUR AGENTS—

Ottawa Valley—Jos. Grant, Ottawa
Quebec—Latulippe, Chouinard & Co.
Sherbrooke—V. Archambault
Toronto—Green & Co.

They
Can't
Use ;

j 'I'OASTED
This A
signature.  [|[SCORN

“Its All in the Shreds”
THE GROCER
WHO MNMIXES 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 Triscuit

the food that supplies all the energy needed for

work or play at smallestcost. 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 Canmadian Shredded Wheat Co., Ltd.

Niagara Falls, Ont.

W. K. KELLOGG

on a package is your absolute protection
in getting the original genuine.

Head Office and Faotory, London, Ont.

natyne St., Winnipeg, Man.

Victoria, B. c.

The Canadian Groce

Branches, Carman, Escott & Co., 141 Ban-

Shallcross, McCaulay & Co., Vancouver and
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MACE'S
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. A
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.

Vi
| i
|

o

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 freegzer ever put on the market.  Half the labor of other machines; uone of the dirt; a child can operate it. Made in all

popular sizes.
SEND FOR OUR CATALOGUE.

A. H. MACE & CO. - -
746 NOTRE DAME ST. W.

MONTREAL

YOU GET A

SQUARE DEAL
“FORCLE”

We give YOU as good a profit on "FOREE" 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 “FOREE" moving by
extensive advertising.

“The SieN or PERFECTION™

The average profit 1s

333 %

—
m—
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PHONE: MAIN 777
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(OCOANUT

S

CANADIAN COCOANUT CO., - MONTREAL

Grocers, Bakers and Confectioners will do well to send in their orders at early date as possible.

SPECIALTIES ;
White Moss Cocoanut, Essential Oils,
Extracts, Colorings, all kinds Shelled

107 WEST LAGAUCHETIERE STREET

Nuts, French Fruits and Pulps, Egg
Powder, Ice Cream Powder, Icing
and Marshmallow Powders.

TLLLVVRLLLTLRLLVVTLVVNN

SUCHARD'S COCOA
This is the season to push SJCHARD’S CO-
COA. From now on cocoa will be in demand
daily. It pays to sell the best. We guarantee
SUCHARD’S cocoa against all other makes.
Delicious in flavor; prices just right.

FRANK L. BENEDICT & CO., Montreal
Agents.
cecsete/VL VLT LT TRRIDY

-
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CALEDONIA MILLS

POT ‘
PEDARLBARLEY . FEED

John MacKay Limited - - = Bowmanville, Ont.

E. M.Lennon & Co.

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 & G0.'S
: CHOCOLATE
Bor . (OCOA

Our Cocoa and Chocolate

preparations are AB-
| soLuTELY PURE—free
from coloring matter,
chemical solvents, or
adulterants of any kind,
rod and are therefore in full

U. 8. Pat. O, conformity to the require-
ments of all Pure Food Laws.

Walter Baker & Co., Limited

Established 1780, Dorohester, Mass.

GRATEFUL

EPPS’S vroanine

IN %-LB. LABELLED TINS. 14-LB. BOXES

Special Agents for the entire Dominion, C. E. COLSON & S8ON, Montreal
In Nova Sootia, E. B. ADAMS, Hallfax. in Manitoba, BUCHANAN & CORDON, Winnipeg

THE MOST COCOA

NUTRITIOUS

BODE’'S CHEWING GUM

High Quality and absolute Cleanliness Guaranteed.
Largely advertised and good profit. Private brands to order.

THE BODE’S GUM CO., LIMITED, 30 St. George St., . MONTREAL

Keep Posted on Sugar

Having been identified with Sugar for the past thin{ 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 general gossip of the markets. Some of tle
largest concerns are subscribers, and we should like to place our proposition before you. For further

information write

SMITH & SCHIPPER, No 38 Front Street, NEW YORK.

TRADE&NNERS.

Rt |- SESSTANT

Combination Machines. L e

Setiafosiinn fhateamiess MACARONI, VERMICELLI AND PASTES
Send for Catalog. 92 Beaudry Street MONTREAL

KINGERY MFG. C0..106-108 E. Pearl St.,Ciacinnati,C

OPEN TO BUY
Feed and Seed Oats, Wheat and Barley

Quebec’s leading Flour and Grain

MEGS

T

Branoh House, 86 8t. Peter 8t. NUTMEGS AT FIRST-HAND. To wholesale only House.
MONTREAL, CANADA C. H. BINKS & CO., MONTREAL C. A. PARADIS, Quebec
148
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CANNERS’ SUPPLIES

The Canadian Grocer

Three famous brands well known in Canada as the

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.

FACTORIES : Ingersoll, Canada.

THE ST. CHARLES CONDENSING CO.

8t. Charles and Chemung, Ill., U.8.A.

MIXED CARS A SPECIALTY.

Cable Address:
‘“‘Eureka’”’—A.B.C. 5th Edition.

We have the most up-to-date mill in Canada for the manufacture of

Rolled Oats, Oatmeal,
White Corn, Flour, Gold Dust, Cornmeal, Etc.
All Kinds of Feed.

Split Peas, Flaked Wheat,

EXPORT BUSINESS SOLICITED

McCann-Knox Milling Co., Limited

TORONTO, CANADA

Office and Mills:
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
is the best guarantee of its
unquestionable merits.

REQUEST US TO MAIL YOU
CATALOGUE AND PRICE
LIST.

S.VESSOT & CO.
Joliette, Que.

MANUFACTURERS

CAPSTAN BRAND
PURE MINCE MEAT

Paockage Mince Meat
Put up In 4 gross cases.
Bulk in T7-Ib. Pails,

14 dozen in crate.
25-1b. Pails and 75-1b. Tubs.

Capacity one ton per hour.
Sold by all Sale Dealers

The CAPSTAN MFG.CO., - Toronte, 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.

McWILLIAM

Mc.”E.

EVERIST

23-37 Church St., TORONTO

QUEEN QUALITY PICKLES

Sweet—Mixed and Chow
Bulk Pickles -yyug
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 difierent 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, but the re-
cent sale of 11,000 bhoxes in Montreal
should bring down the price again.
I.emons are firm, with a very good qual-
ity being ofiered 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
(alifornia and are more of a novelty
than a selling line. Cocoanuts, too, are
new, and Canadian rhubarb has com-
pletely displaced the southern States
variety. Strawherries are now coming
from Missouri and Alabama.

(Canadian early vegetables are now ar-
riving more freely and already we have
new (anadian 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
castern 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. (‘abbage 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 irequently daily. In
fact, in the interior markets they have
quite displaced the compet'ng lines of
standard varieties. The market is fair
and the outlook bright. 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 ahout 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

150

They will be coming in by freight in a
few days.

Mexican oranges.
Porto Rico oranges,
Jamaics orenges, bbl
Valenoia oranges
Pineapples, case
Grape fruit, box ..
Almeria Gnnu. koc
Btrawberries, qt

pples
Biti o8
California Blood Oranges 42

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 yvar.
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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. Opysters have eased
off a little, choice Malpeques now sell-
ing for $5. They were quoted around
§6 at our last quotation. Haddock also
has declined in price slightly. Other-
wise the fish market remains abhout the
same as last week.

Fresh and Frozen Fish.

Haddook, per Ib.
Fresh halibut
Mackerel, *
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The Canadian Grocer
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w per half bbl
No lloohul. lb itta

Green cod, large. |
Green ood, a1 lb
Labrador Salmon, §-bbls. .

TORONTO.

GKEEN FRUITS—A more than fair
husiness has been done during the past
week, and activity seems to be the or-
der around the market. Navel oranges
e still going up with the end of the
.cason in sight, and an advance of 50c¢
is noted during the week in this line
\'alencias are now being sold in half
cases only, a slight advance in price
heing asked. The other varieties, prin-
cipally Mediterranean lines, are priced
\hout the same with an easier tendency
n sight. The few (‘anadian apples yet
jeft 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
ire offered this week. Coming in small
ots bv express the price is rather high
for the general trade and are more of a
povelty than anything else as yet. Ow
vii Cfanadian rhubarb seems to have
ompletely shut out the imported ar-
ticle. Strawberries are arriving plenti-
fully, but the prices remain rather firm

-
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Oranges, Navel’,
nluc(u. half cases
Bahamas

<
S

“

Oranges, Blrod
Lemons, %ml; 240, 300, 360, 430.

Lemons, Oalifornia, o v
Grape fruit, 54's 80's,
Girape fruit Bahamas

Applu, r}:o : wints r lml& hm.y

Apples, fancy s u
Baoanas Jn-
g;nmu
ananas, jumbo bupch
Almeris grapes, per keg
Tangerines
Pineapplen ...
Strawberries, qts .
Rhubarb, Canadian per doz
Oherries California, per box
Cocoanuts, per 170
VEGETABLES—From week to wuk
ve have to note new lines of Canadian
green stufi being placed on the market.
This week we have Canadian cucumbers
nd asparagus being offered. Old po-
tatoes remain stationary in price and
ew  potatoes are easier. Delawares
cre expected to go out rather freely
for seed, but inquiry seems to show that
the seeding is now over and our farmers
ceded again with the Ontario variety.
Ihe farmers. as a rule, are rather con-
vative and perhaps feel it is better
to try to raise a proven variety than to
chances on a kind that, though
lling better, might not be so well
lapted to Ontario soil.
\s in the case of rhubarb, so it is
ith the early greens, and the imported
rieties are being replaced gradually
il surely with the Canadian kinds.
caking generally, all the Canadian
cens are easier and are coming on the
irket in increased quantity. Lmported
«bbage is much easier and a great many
vs are offering.
+«w Brunswick Dela r b
o ek B
"lutoes. new, bbl
Py stoes, Bermudas, per bas!
“eet Potatoes (Jersey), per bbi.
Ouions, Berm per 50 1b. crate
per bag

= or doz., C
Juions, ’mnmlu. per sack
Cabbage, new, © ate.,
..rrou.

Carrots, new, per d::b:;‘ehu

irnips, per bag .
Parsnips, per bq
ruuley IR.
elery, T cral
Celery, f‘llllornln crate
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FRUITS, VEGETABLES AND FISH.

FANGY RlPE

Pineapples, all sizes
Bananas, fat fruit

LOWER PRICES THIS WEEK
also

FLORIDA TOMATOES, Fine Quality
CAROLINA STRAWBERRIES, quart boxes

Send us your orders

HUGH WALKER & 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., sole Agents, Toronto

The Uniform
High - Grade
Quality of

‘g‘I/?A

__4

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 RIDGWAYS
TEA is a business-getter.

CANADIAN OFFICE:

VANCOUVER, B.C.
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CANADIAN Butter  Fruit

The best is always satisfactory.

We handle Butter, Cheese, Eggs,
Fruits and Produce.

Let us handle your stock.

WA N T E D We buy, we sell.

When handling on commission
we get best possible price and
make prompt returns.

Write us to-day.

We desire to secure from you NIOKERSON & HART
’

shipments of Canadian fruits, for
which we will pay highest mar- HAL'F‘X‘ N. S.

ket prices.

P. 0. BOX 352

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.

“Sun Burst”’ res..
‘““Non-Pareil’’ regu.

“Salad, Edible and Cooking Oils”

WINTER PRESSED
—Highly recommended.
—Guaranteed under the Pure Food Act.
—A substitute for Lard.
—The Quality of these Qils 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, 6785

J. M. BRAYLEY,

MANAGER KENTUCKY REFINING CO. Incorporated
55 ST. PAUL ST, . . MONTREAL

Send us an order next time
you are in want of any line.

Auctions 3 Times A Week

Dominion Fruit Exchange

52 Nicholas Street, Ottawa




lian Grocer

e

1it

:ndation.
ordering

The Canadian Grocer FRUITS, VEGETABLES AND FISH.

[r— “We are Fishing for Your Business”

- LEONARD BROS.

20, 22, 24 and 26 Youville Square, - MONTREAL

Curers, Smokers, Packers and Producers of all kinds

Fish and Oysters

Fresh Fish every day in the year. Bulk and Shell Oysters in season

Prompt Shipment. Mail Orders a Specialty.
Prices Quoted on Request. Get on Our Mailing List for Regular Quotations.

P.O. Box 639. - =5 e - 3 Branches :
FIVE Phone, Write or Mail inquiries receive prompt attention. MONTREAL
LONG ST. JOHN, N.B.
DISTANCE GRAND RIVER

TELEPHONES GASPE, QUE.

Brunswick Brand| § There s a lot in a name

This is particularly so in the matter of
Sardines. The name of
we now offer

vew pack | ““King Oscar ”

Sardines g
Sardines

1 Oil Hand _
is a guarantee to the buyer that the best

% “ll'tlrd Norwegian Sardines, packed in perfectly pure

% uu.tard g,“:,:ec:::, (not cotton seed oil) are contained

This guarantee makes for easy and repeat

W“lTE FOII SAHPLES selling by the dealer.

Ask for ‘“KING OSCAR” SARDINES
—— and you will get the BEST.

Connors Bros., Limited J. W. Bickle & Greening

(J. A. HENDERSON)

Blaok’s Harbor, N.B. Canadian Agents, HAMILTON




Osnadian per, doz

Lettuce, i mported
Lettuce, Canadian, doz
Cucumbers, Canadian, per doz
Cuocumbers, imported, per doz.
Tomatoes, imported, per crate
Mushrooms, per Ib
Radishes per 10z, Canadian.....
Spinach, Canadian, bush
Asparagus, Lunuiusu. per dozen..
Asparagus, imported, perdoz ....
Beets, dozen bch
Qarrots, dozen beh..
Egg plant, each
Beans, wax, per bush..

s Cwhie -

s lima, per b
Caulitlower, per doz.

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.

rch large, per 1b
epwkenl perlb
ite fish, GaoreimBu per 1b
Herring, medium, per
Whitefish, Lake Erie..
Cod, fresh
Finnan Haddie. ...

-
O RO O st et O S e DD et © et ©

£35‘-3’.82‘n§%388&838888

. OCGL

Bluefins, small white,
Oysters, in shell, per 1
Haddock, fre:h

o~sees~coeecoc
RW=B52=335822

NEW FISH CAR.

The Intercolonial Railway Co. will,
during the summer, one day a week, at-
tach to their Maritime Express a speecial
fish car. This innovation by the eom-
pany is greatly appreciated by the

FRUITS, VEGETABLES AND FISH.

dealers in Montreal, as it enables them
to open their consignments in a mueh
tresher 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, sold their
business to a number of American capi-
talists represented by Herbert Emery,
of the Fruit Dispateh Co. A joint stock
company, to be known as the Bright-
Emery Co., will earry on the business
i Tuture.

have

LOW PRICES AT FRUIT SALE.

During the week ending May 16 two
fruit auetions, which were the first of
the season, were held. The first one was
the eargo of oranges and lemons of the
Danish SS. Nordboen. Unfortunately
the stock on this boat did not turn out
satisfactorily, owing to its bad econdi-
tion. Large and extra large cases of
oranges were sold at prices ranging be-
tween 75¢ and $2 per case, and the lat-
ter price was the highest figure reached

The small cases of oranges from the
Nordhoen whiech were in good, sound

The Canadian Grocer

condition, brought from $1 to $1.75 per
case being almost as much as the large
cases. The stock was sent to Montreal
on consignment and owing to the bad
condition of the fruit sales were mad
with eonsiderable difficulty.

The eargo of the S.S. Fremona was
in prime condition with the’result thai
the sale Friday was a greater success
This boat had on board the enormous
number of 65,000 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.
7he to $1.50. Lemons, $1. to $2.50
I'rices obtained Friday were from 25
to H0e better than New York prices.

NEW BRUNSWICK GUILD MEETS
Elect Officers to Attend Quebec Mee*ing
in June.

A meeting of the New Brunswick
Wholesale (Groeers’ Guild was held a

John, N.B,, on Wednesday, May 13
Among other business the following
delegates were elected to attend th
meeting of the Dominion Wholesal:
Grocers’ Guild at Quebee on June 17
R. F. Randolph, Frederieton; A. I. Teed
St. Stephen; G. Ernest Barbour, Au
drew Maleolm and A. P. Patterson, S
John.

WHITE @ CO.,, Limited

ToroNTO WAREHOUSE,

32-34 YORHK ST.

Wholesale Fruit Importers

Auctioneers and Apple Exporters

ALSO

Wholesale Produce and Fish Dealers

LONG AND FAVORABLY HNOWN TO THE TRADE

Bananas, Pineapples, Oranges, Lemons, Tomatoes,
Cucumbers, Cabbage, Butter, Eggs, Cheese, Lard

and Fish of all Kinds in season.

BRANCH AT HAMILTON

Cable Address: WHITCO

Toronto
Church & Front Sts.

Phone Main 6505
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» $1.75 per
3 the large
) Montreal

oy e The Progressive Merchant § R l E; l d
i Supports the Pure Food movement. He under- Oya a a

3munla g stands the consumer’s demand for quality and
B St meets it by handling honest goods.
He knows the regard in which

HEINZ Dressing

BT 57 VARIETIES

from 25 Y PURE FOOD PRODUCTS

prices. s Sl Tl saimis e Salenadin sale was largest. It is easy to tell

er success

has been made for 35 years. Last year's

) MEETS are held by the public and that they are known why ; holds old friends and makes new
by State and Fede'ral authorities everywhere ones. It's the old story of quality and
to meet the requirements of all Pure Food '

Laws. merit. The finest stores throughout the

That is why Heinz products are always : : . . E
Brunswielk found in up-to date stores where the principles Lountr) furnish to their finest trade ROYAL

as held a of high quality are observed. SALAD DRESSING. Manufactured in Canada
y, May 13 E X e

Sllawing Anything that’s “HEINZ” is Safe to Sell. only by
attend th
Wholesal

v ¥ H. J. HEINZ COMPANY, Horton-Cato Mig. Co.

A. 1. Teed
rbour, Au New York Pittabu Chi ;
terson, S g oy o o WIndSOl', Ollt.

ec Mee*ing

Ask us about our free Retailers’ Advertising Service.

Canners, Manufacturers

Do You Sell In Ot.t.awa?

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.

6he DOMINION WAREHOUSING Co.

52 Nicholas Street, - OTTAWA

J. R. ROUTH, Manager
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THE CANADIAN GROCER

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 inerease their sales a sharp
ortlook is kept for anything new, which
is feverishly embraced and sometimes in
the wild haste to econquer 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 groecer I
have tried many experiments with more
or less gratifying results, but from thae
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 diseuss the efficiency
o¥ the attractive label and package as
a factor in helping to make a sale.

Now we appreciate the fundamental
prineciples of good taste 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 aspeect
whereas in this instance it will be shown
to have a value ecommereially.

An Experiment With Labels.

To satisfy my eonjectures in this re-
speet I tried two experiments which
proved conclusively the expediency of
following this plan.

First, T 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 hearing the name of the
packers.

Invariably, if the ecustomer had no
preferences, she would select the attrae-
tive, simple package.

Same Applied to Pickles.
To still further satisfy myself I
placed two bottles of pickles on the

counter. One bottle was the produet
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 eut into a
meaningless shape and on its face was
a wild riot of glaring eolors not blended
but thrust together quite oblivious of
any proper color scheme whatever, and
into this mad medly wus introduced
the usual legend about purity, and the
name of the firm was almost indeeipher-
able except on the closest serutiny. 1T
never doubted the veraeity 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 weuld have been a lesser fel-
ony to have employed a bleaching agent
rather than preserve the distinetly dark
appearance which they had.

In striking contrast was the other
bottle, which was the produet of a re-
cently established house who had not
vet 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 produet which they knew would real-
lv adorn the shelves of some groecery
store.

Their bottle and label were excellent
and their pickles, light in eolor had
a firm, fresh appearance, neatly packed
and suspended in a erystal clear, lightly
colored vinegar.

The bottle displayed originality and
vet eould 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 its message to\those who look-
ed upon it without a gestion of con
fusion and without effoxt to deeipher it
I was plain, heavy, glazed white paper
bearing in a good imitation of copper
plate engraving the words ‘‘Mixed
Pickles,”” and underneath the single
word ‘‘Pure.”” These few words oe-
cupied the upper half of the label and
the eentre contained a heraldie design
clear eunt and definite, with the firm's
name at the hottom, whilst running
across the entire front in a similar style
Fut larger and printed in vielet was

156

the name o1 the brand. In addition |,
these qualifications the utmost eare
been exercised in pasting these lah:|s
on the bottles, as they were absolutely
uniform in position.

As a result of my experiment 1 foi.]
that almost invariably the eustone
would select the bottle of pickles wit)
the more attractive label, although |
was fully convineed in my own mind
that the quality of the former was
slightly superior to the latter. How
ever, this seemed to make no differece
I have eited these two cases as examples
and could mention numerous other euses
where the sale of an article was great|y
assisted by its appearance.

Light Colors Desirable.

In a store where no stoek stands on
the shelves for any length of time, the
brightest effect may be obtained by s
playing goods with light colored labels
One reason why white or light eolored
labels are best is the faet that they
convey to the mind an idea of eleanli
ness. As regards cost, the simple white
label relieved with one color or perhaps
two, is much cheaper than the mulii
colored lithograph. Therefore, it should
recommend itself to the manufaeturers:
but, what they must do is to display a
little originality and good taste, and
then they will have a label whieh will
be quite as serviceable fifty years from
now as at the present time. The ar
of putting goods up in attraetive pack
ages is the same as any other art. It
is not neecessarily the expenditure of
vast sums of money which aeeomplish
the best results, but the exercise of a
little taste and judgment. It is always
well to follow prevailing styles, but
sometimes it pays to stand at a safe
distanece and exhibit a little originality
rather than be continually shackled to
this arbitrary dame. There is vast room
for improvement among the manufae
turers in this respeet, and if they do
bestir themselves they will find a won
derful return for their efforts because
ir the large majority of cases the pur
chaser is a woman and the same quality
in her which makes her seleet a lorse
ai a meet because it has a pretty name,
will inevitably predispose her in fuvor
of the produet which has the nicer ap
pearance.

CONTINUED EVAPORATIONS

“‘Look here,”’ said the indignant lady
customer, ‘T bought a pound of evijor-
ated peaches of you yesterday and vhen
I got home T discovered that I onl) ad
abhout three-quarters of a pound. ilow
do you aeeount for it?"’

“Oh, I gave you a full pound
right,”’ answered the groeer, ‘‘b
suppose they evaporated some mor: 0f
vour way home,"’
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THE CANADPIAN GROCER

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,
thanany other baking powder hessells

ROYAL BAKING POWDER CO.,, NEW YORK
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THE CANADIAN GROCER

Good Profits From Bottled Drinks

SOME IDEAS THE GROCER MIGHT CONSIDER.

So narrow are the profits on groceries
becoming, dwindling as they are every
year, grocers are being foreed to ecarry

- side lines in greater number than ever
—varieties of goods whieh give them a
better margin for their investment and
labor in selling.

There has been the tobaceo depart-
ment in the grocery store for years,
confectionery has been sold for ever su
long also, while there are numerous
other specialties which -are finding a
place in the store every few years.

One of the lines which is meeting with
wuech 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 eity it is understood that such
a line does not meet with as mueh favor
on the part of the grocer as might be
desired—so close is the competition of
saloons and ‘‘ice eream 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. He
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
lost for the retailer who does not ecarry
some stock if he is located in the eoun
try.

In most cases it is simply a matter of
educating customers to the faet 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 stoeck, 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 mueh as his whole
grocery trade.
Hints on Stocking.

In stoeking 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

sarsaparilla are popular and sell frecly
while there are a number of exoollr.:[
non-intoxieating beverages put up
der copyrighted names.

A Window Display Will Help.

A number of these registered bra
are advertised extensively and by
ting the people know you have tley
sales are sure to result. A good plan is
to run a window display once in a wlile,
using the various ecolored goods for uu
artistic arrangement which attraets the
attention of passersby. An exceedin:ly
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 -elearness of the

.

AN ATTRACTIVE DISPLAY OF BOTTLED DRINKS.

grocer the lack of it need not he a
hindranece to his taking up the goods.

Most of the manufacturers have any
amount of eards, hangers, illustrated
booklets and advertising literature
which they will send gladly with the
smallest orders, that their goods may
be introdueed. They will eo-operate all
they ean.

Such lines as ginger ale, ginger beer,
lemon sour, eream soda, birch beer,

158

liquids and makes the pile so attractiv
that few can resist the impulse to sivj
and examine more closely.

The illustration accompanying (H1s
article gives one an idea as to the na
ture of a display it is possible to muke

Caledonia waters and mineral walecrs
are lines worth touching upon also, as
are lime juices and lime juiece cordiils.
These drinks are in demand during (he
summer from June to Oectober. The
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carlier they are stocked up and fthe
-ooner the groecer begins to prepare for
e bvsiness there is awaiting hini, the
sreater will be his profits.

A SUCCESSFUL COLLECTION
LETTER.

I'he ecolleetion of aceounts is one of
lie bugbears of the grocer who does at
all an extensive eredit business. While
« personal eall is, of eourse, the most
cifective way to reach the delinquents,
o letter will often do the business.

The following is a sample letter whieh
lias been adopted for this purpose with
exceeding sucecess by a Cleveland gro-
cer. It is taetful, polite and yet strik-
ing, and its arguments are quite eon-

vineing:

Dear Sir,—Looking over our ae-
counts we find that yon owe us. It
is not a pleasure for us to ask you
to make settlement, but eonditions
of the times prompt us to press
payment on all aecounts. In faet,
we are pressing all eustomers to
work elose to eash payments.
Wholesalers are hard pressed for
money, not being able to make
loans from the banks to earry on
their business. They have organ-
ized and are demanding close settle-
ments from all men in business.
Commission merchants ask us to
pay bills every Monday, even if the
zoods have been bought the previous
Saturday. Flour men ask us fo
pay previous bills before sending
out a fresh lot. Wholesale groeers
are a little more lenient, giving us
thirty days, 2 per eent. fifteen days.

This 2 per cent. is qunite 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
heing able to use this money in our
husiness means a loss to us of about
20 cents each fifteen days, 40 cents
cach month or $4.80 per year.

The total of your bill and the
condition of your aeeount eost us a
pretty penny in lost disecounts. The
saving of this pereentage almost
pays our operating expenses, if
figured on all outstanding moneys.
\' quick settlement at this time
would be very mueh appreciated.

Respeectfully,

—GQGrocery World.

5. R. James Norris has taken a posi-
tion on the traveling staff of Mela-
#zama Tea and will represent Minto
Bros. in the eastern ground. The addi-
tion of this traveler to the territory is
an evidence of Melagama’s growth.

THE CANADIAN GROCER

Canada’s most
popular temper-
ance beverage.

NOXIE-KOLA

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.

A '"":uu‘ \M:'”
PLATABLE B!
S i 4

Advertising
matter free with
first order.

Correspondence Solicited from
Jobbers where agencies are not as
yet established. Made by

Grystal Spring Bottling Works

WATERLOO, QUE.

Baold Bros. Lid., Halifax, NS., Agents fer NOVA
SCOTIA and Bermuda Isiands.

C. 0. GENEST & FILS

Wholesale
Groceries

Flour, Grain,
Provisions,

Seed Grains,

Timothy, Clover,
Oats, Barley, Etc.

Leading Wholesale House of the
Eastern Townships.

Your orders wil have prompt
and oareful attention.
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Ship your

DRIED APPLES

before warm weather sets In

O. E. ROBINSON & CO.

Established 1880

FOUNDED BY
1880.
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11 8t. Saorament 8t.,Montreal

Tel, Main 1677
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GURD'S CALEDQNIA WATER

“SELECT TABLE WATER"

Nature to begin with has produced in ita 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.

GUHRD’'S CALEDONIA, like GURD'S Ginger Ale, will soon be popularly known as

“THE BEST"”

Charles Gurd & Co., Limited Montreal

é
G ” ~ " Lime Frui
Montserrat” Weather verrms Line Fr

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.

is coming around

“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

sl
We handle exclusively “ Old Homestead Canned Goods.” Communicate
with us. We will make it interesting for carload buyers.

S. J. CARTER @. CO.
58 McGill Street, . MONTREAL

e
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They Are Really Delicious

The public demand for a true non-alecoholic beverage with a distinetly original

character, a clean palate taste and fulness of bouquet and flavor is now satisfied by

LIMLITHA

(REGISTERED)

“The Drink of the Gods”

We are offering the trade a new natural mineral water,

“CLAIRE FONTAINE" it m

premises, from an
artesian spring 271 feet deep in solid rock, and of the finest quality. 1t is clear,
soft, sweet and refreshing. A sparkling delicious, healthful table water, and is

superior to any imported waters as per report of (GGovernment analyst.

Ask Us For Samples

M. TIMMONS & SON

Quebec P.Q.
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ESTABLISHED IN 1842

Brusson’s Macaroni

sl
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3,000 Boxes ust received into store, including: nereas
VERMICELLI, SPAGHETTI, FANCY LETTERS, FANCY PACKAGES '=:“t

The Best brand to-day on this market. o atte
The reputation of BRUSSON is known the world over. -

mereial
hecomil
tendé

[ a

L. A. PRICE, Bordeaux.

y rare

This large shipment just received, including the highest class of table delicacies. is col
iote q

500 Cases i

ish or

PEAS, tins and glass, MUSHROOMS, tins and glass. ASPARAGUS, tins and glass. “‘." -

OLIVES, Queens, stuffed and pitted. OLIVE OIL, bottles and tins. v
ANCHOVIES, PATES DE FOIE GRAS,

GAME PATES, HORS D'OEUVRE, Etc., Etc. S

introdu

(anadi:
the sale

SARDINES (o arrive in a few days. b

haps, t

500 CASES of the best brands, in }s, Amer. }s, and s, in oil and tomato. literatu
Also Norwegian, nicely smoked. culture

ing the

industr)

PRUNES—ONE CARLOAD, Choice ‘‘Oregon” to arrive end of this month. et &
All sizes, 25 Ibs.  30/40, 40/50, 50/60, 60/70, 70/80. Quality Al. industry

past wg

stiall p

ow in

Water is Very High Everywhere To-day. of the

eirved
ExCEPT CRYSTAL SPRING, OF LIBERTYVILLE, ILL, U8.A.
[ don

50 QQuarts, 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. . nto mi
PRICES CORRECT. WE SOLICIT YOUR ORDERS. 1 chas

L. CHAPUT, FILS & CIE.| || -

SOLE AGENTS, MONTREAL ‘ | 11:(
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! The Tobacco Trade in Canada
‘_

espite the numerous crusades against
use of tobaceo in all forms, and es-
ially in the form of cigarettes, the
sumption of this product is on the
increase in nearly all the countries of
the world. It would be difficult indeed
to et at the reason of this and at the
<ume time without our special province
{o attempt to do so. In the tobacco
tiade, as in all other branches of com-
mereial life in Canada, the demand is
yming more varied every year, with
a tendency for a better grade. It is
not a long time ago that Kuropean
manufactured tobacco was comparative-
Iy rare 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
tohaccos are kept for sale in nearly
every tobaceonist’s shop in Canada.

Industry Developing.

It may be thought by this that the
introduetion of ¥nropean goods to the
(‘anadian 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 tobaceco culture, this
industry, which some years ago was
comparatively inconspienous, has devel-
oped into a very considerable national
industry. While the farmer of days gone
past was accustomed to plant only a
small pateh of his garden with tobaceo,
now in passing through certain portions
of the country whole fields may be ob-
seived which are given up to its eculti-
vation, and it may be remarked that

enormous increase in the demand
domestic tobaceo has been a vast
icial asset to the farmer. With the
ease in skill of manufacture and the

of blending, it has found its way
many mixtures, and to-day we can
hase it in almost every form in

h tobaceo is offered for sale. Tt will

cen that the dealer to-day must keep
ide range of varieties, calling to-

er almost from the four corners of
earth the various growths of these
tries which individually possess

e quality different from the other

t recommend them to the consumer.
In any brochure on the tobaceo trade
localities as Havana or Virginia
zest themselves to us in the Western
H:inisphere, and in the manufacture of
Cizars we know that to produce a first-

article it 1is
part of

11453
at least a
matra.

necessary to bring
it from far-off Su-

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 be largely an er-
roneous idea that is extensively enter-
tained to-day by many. Turkey grows
the tobaceo, and the Egyptians, who
are probably the most expert blenders in
the world of cigarette tobaecos, manu
facture the Turkish produet into cigar
ettes and place it on the market under
the Egyptian Government 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 produe-
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 produe-
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
stoek.

Tobacco Pays Well

Tobacco, with a reasonable amount
of attention, is a souree of considerahble

OLD CHUM

Cut Plug
Smoking
Tobacco

It’s a Trade Bringer

_{ CLAY PIPES }ﬁ

The best in the world are made by

McDOUGALLS

Insist upon this make

D. McDOUGALL & CO., Qlassov

Display a Few Boxes of the

5 CHAMPLAIN
C. CIGAR

and watch your sales jump.

5c.

The cigar is right. Your profit is right

The Tercentenary is working for your benefit

JOS. COTE, QUEBEC

Importer

Established 1887

When writing to advertisers, kindly
mention having seen the advertisement

in this paper.

The Big Black Plug
Chewing Tobaooo.

Already a Big Seller

Sold by all the Wholesale Trade
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revenue, especially in the ecountry where
it would not be profitable to carry this
line alone. Ta obtain a sueccessful and
profitable trade in tobacco, a few of the
absolutely necessary essentials to suc-
cess in any sphere of business must be
observed. Great eare should be taken to
keep the stock elean 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 tobaceo extremely
moist, while others prefer it rather dry.

Care of Chewing.

With chewing tobaeccos, which are
packed in caddies, care should he 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
he 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-
ctte, or chewing tobhacco, 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-
hacconists that men appreciate the fact
that all they are required to do is to
walk into a store and hefore they reach
the counter have their favorite brand
ready for them, and this beecomes a
far greater pleasure when they find it
is not too moist or too dry, but pre-
cisely what they want. FEvery 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 awmong them, always well
abreast of the times, but never indulg-
ing in their excesses.

Studv Personal Tastes.

Perltaps after more than a cursory
glance at the factors which constitute
success in this line of business it might
he 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

TOBACCO AND CIGARS

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 dis-
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 bhusiness the salient
features of success.

WILL IMPROVE CANADIAN
TOBACCO.

Government Said to be Arranging Cam-
pvaign for This Purpose.

The Government is said to be taking
in hand a campaign for the improvement
of (anadian tobacco. Two vears ago a
tobacco expert, Felix Charleau, was
brought from France to see what were
the possibilities of the Canadign 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 (‘anadian leaf on a par
with the imported leaf were made for
the bhenefit 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
he 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 ohtained, and
there was an object lesson afiorded 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 difierent parts of ("an-
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 States show, according to a recent
Canadian Trade and Commerce Report
a large increase in the importation of
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maearoni into the country. This e
dition is due to the faet that the Italias
who comes to America has to deny hin
self in a large measure of this nation:
delicacy in his own country, but wh
he arrives in America the inereased wag
which he receives renders it possible f
him to enjoy a greater indulgeney
his favorite dish. In spite of the |
per cent. duty on this produet the Ttalia
wantis the best produet of his own lan.

As previously observed in this pap
(‘anadian wheat is finding its way i
this produet as it has been found I
the Italian manufaecturers that Cana.
produces the variety of wheat which
peculiarly adapted to the produeti
of this artiele. In 1904 the value of 1
exports of maecaroni from Naples a
Castellamare to the Uniled States al
amounted to 308,1511. This in 1905
creased to 415,848]. and in 1906 (o 53
4001. The figures for 1907 are expec
to amount to 600,000l

NEW FIRM OF WINNIPEG

BROKERS.
S. C. Richards, broker, Winnipeg, |iis
taken into partnership Arthur |l

Brown, who was formerly connect
with the National Cash Register ¢
and more reeently with the Nation:
Drug & Chemical (o, manufacturers
St. George’s Baking Powder. The n
firm, known as Richards & Brown,
condueting an aggressive eampaign
pushing the sales of the various li:
handled. Among other lines they li
control of St. George’s Baking Powdor,
from Winnipeg to the - Pacific Coul
This entire territory will he covi
{wiee a year.

4

i

Ridgway’s limited, of London, K
have opened a branch in Winnipeg
the sale of Ridgways teas and eofi- s
They have appointed S. C. Riehard-
nmanager.

’

NEW COMPANIES INCORPORATED

A charter has been granted to !
Dominion Agencies, Limited, with he
oftice at Toronto, and a capital of $+
000, to engage in business as comn
sion nierchants, etc. The provisiol
directors are F. H. Potts, A. R. Bi.
erstafi, T. A. BSilverthorn, Mary
Carroll and Edith M. Carruthers.

A charter has been granted to t
Beaver Mfg. Co., Limited, with he
office at Galt, Ont., and a capital
$100,000, to take over the business
M. Griffin, and to manufacture fo
produets, flavoring extraects, -coffe:
cereals, ete. The provisional directs
are H. M. Griffin, W. Griffin and .J. |
MacGregor. : :
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