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BOOKS AND NOTIONS.

DEANGER
AVOID IT

By sceing our line of School Supplies

before placing orders.

In requesting the Trade to

=== \\ NI I

until_they inspect new lines that we have
NOW = IN = PREPARATION
we feel that having in previous vears taken the lead in
Exercise Books, Seribbling Books

and School Specialties,

they may confidently rely on us to furnish them with lines used almost

exclusively by scholars and are the

BEST VALUE IN THE MARKET.

— & W IEm.Nw K

CUARWICK & SONS T ORONT,
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DO YOU WANT

An Increase In your Trade ?

Bo suro thon to placo your ordors oarly and securotho VERY LATEST
in Tollot Cascs, Maniouro Sots, Odor Cases, owol Cascs, I'aportrics,
Writing Desks, Card Cases, otc., otc., all in

PERSIAN AND OXIDISED SILVER.

Fine hnci Goods, Albums, GGlass and China Waro, Dolls, Toys,
Gamos, E

One of our Bopwaenutlvu will call on you in & fow dayas.

‘H. A. Netson & Sons

TORONTO, - MONTREAL.

Stationers, llank llook Mak-

MuRTou, PH“-L'ps & oy OFs, Priutorsand Publishert,

1755 AND 1757 NOTRE DAME ST., MONTREAL.
EASTERN AGENTS FOR THE CALIGRAPH.
PUBLISHERS OF

THE IMPORTERS’ GUIDE.
MATTES’ INTEREST TABLES,

From 4 to 10% and 3 por cent.

OATES’ EXCHANGE TABLES.

Customs and Excise Tariff with Tablés, etc., ete.

IBROWN IBROS.,

importing and.
Manufacturing Stationers,
64-688 King St. East, Toranto. Established 18568

_ Our stock in every department is very complete and fully as-
* sorted. Just opened out a very large stock of

Paper, Statlonerg

ffice Supplies,

Stationers’ Novelties and Specialties.

ACCOUNT BOOKS.

We make a very extensive line; eve:y description and
style and all sizes. We make a speciaity of Memo-
rangum Books, which we claim equal to anything
made.

FANCY LEATHER GOODS—Our own manufacture. Great
\{,anety of tae newsst designs and patterns. Close
rices.

C.MTAYLOR&&CO., mmm

Sole Agents in Canada for

W. HAGELBERG’S

Celebrated Series of Christmas Cards.

The Special Novelty is

Wonderful Electric Effects.

Of rare and qumsuc bcauty

No dealer can afford to be without thcse dehghtfully Amsuc
Novelties. Our travellers are now on the road,

C. M. TAYLOR & CO.

TORCNTO.

Hickson, Duncan & Go.,
IMPORTERS.

FALL TRADE.

Undemoted are a few of our leading lines :

ITROIN TOYS:
Hook and Ladder Trucks,
Steam Engines.

Suiveys,
Coal Carts,

Cups and Saucers, Plates, Vases, Toilet Sets,
In fashionable designs and latest decorations,

Gold and Silver Metal Beads.

Prompt Attention to Letter Orders.

25 Front St. West, Toronto.

JUST PUBLISHED.

PRICE 15 CENTS.

PAPER PANSYY BOOKS.--THREE NEW TITLES.

A New Graft in the Family Tree.

The Man of the House. v Julia Reed.
- PRBVIOUSLY ISSUED :
Four Girls at Chantanqua. Estor Reld,
Chanum‘n. Qirls at Home. I Eater Rold yot Spoaking.

Huth Xrakino's Crosss.

Links in Relbeeca’s Life.

Mrx. Solomon mith Looking on
Chrissy's Endeavor.

THE TRADE SUPPLIEC

"TORONTO VVILLARD TRACT IDEPOSITORY, Lid,

Cor. Yonge and Temperance 8ts, Toronto.

Tho Kln;i Daughtor.
Wiso and Othorwiso.
An Endicss Chatn
Threo Poople.

s
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4 HOOKS AND NOTIONS.

Gold Medal awarded at Kingston, Jamaica,

EXHIBITION
For Blank Books, Envelopes, &e.

SOLE AGENTS FOR THE CELEBRATED ST. NEOTS PAPERS,
The Best and Cheapest on the Market.
FULL ASSORTMENT OF JOHANN FABER’S PENCILS, ERASERS, ETC.

Also for the lvy Note Paper and Envelopes to match. This is the newest paper on the markets.
ROLLAND'S PAPER GO0., SUPERFINE LINEN RECORD, LEDGER PAPER.

T BT O . DT T BN R N TR R T T A Ve RN e py Ll Fad Sl T T

Im porters of
Wedding Stationery, Programmes,:

Announcement Folders and Fancy Cards.

NEW LINE OF PLUSH PAPETERIES.

A large and complete line of Inkstands and Office Requisites.

The Envelope Department
Is Complete and several New Lines on the Market.
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:Barber & Hllls

COMVIPANY,

Nos. 43, 45, 47 and 49 Bay St., Toronto.
AN D

823 Craig St., Montreal.
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Booxks ¢ NoTIioNSs

ORGAN OF THRE
BOOK, NEWS AND STATIONERY ASSOCIATIONS OF
CANADA.

Subscription, $1.00 a Year, in Advance.
OFFICE, No. 8 WELLINGTON ST. WEST, TORONTO, ONT.

RATES OF ADVERTISING:
l\lonlh .28 00

Ono 'ago .18 Montha. 20 0

Ono Column .- . 1002 |One Co"umn.... . N .. o0 o
Half Column.. . o ¢ W | Half Column ...... s G0 0
unrter Column . . 3 5 | Quartor Column... . 35 00

Eighth Loluiun 200 7 Eighth Columu pLALY

Allcommunioations intonded for publication must bo seut in not Intar
than the f2nd of tho month.

AvprEsS BOOKS AND NOTIONS, TorouxTo.
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Booksellers' and Stationers’ Association of Ontario.

PursinRNT
H. FRED. SHARP, St. Narys.

SECHKTARY-TREASURER *
J. B. MCLEAN, bronato.
EXECuTiVR CONMITTER:

H. DICKENSON, Woodstock: DONALD
J. A. NELLES, GuelpA. BAIN.N.T.WILSON, A8 IRVING
R. S. CORMACK, Waitty. and S. WALLACE, Toreato.

Otticial Orgau: BOOKS AND NOTIONS. Toronto.
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J. B. McLEAN, f resldent. HUQH C. McLEAN, 8ec.-Treas.

THE J. B. McLEAN PUBLISHING €0., Ltd,

FINE MiAGAZINE PRINTERS
AND
TRADE JOURNAL PUBLISHERS.

HEAD OFFIOE : - - . - 6 Wellington Weat, Toronto.

MONTREAL OFFICE: - 116 8t. Francols Xavier 8t.
q. Ngctor clemu. Mnnagor

Room 106, Tlmeo Bullding.
Roy V Somervllla. Manager.
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» DISCOURAGING sign of the times is the
large number of chattel niortgages that are
beiny given on stocks of books and statinn

ery goods, These pledges are reported to
be more numerous than they were a ycar
ago,and 1n too many cases are for amounts
almost hopelessly beyond redemnption.
Even for the smallest amount a chattel
mortgage-is a hard thing to outlive by any
ordinary book business. There are lines of trade in which a man of
push and with fair chances may calculate upon the future as a
solvent ot business difficulties, but it is usually best to assume in the
book trade that what cannot be done now will not be easierto do a
year hence. 1t is better to lack ballast than to be over-freighted
with stock that is not paid for. A man will have a stronger incen-
tive to labor hard and live economically, -if his object be to work up
10 a big stock of his own, than if it be to work up to the payment of
a big debt.

i.*

Publishers are too prone to make collections of, and publish in
sets, the complete wotks of any author who has made a name for
himself. There are writers who have made one strong bid for fame,
and on the strength of that one alone are entitled toit.
single effort had not been successful, all else they wrote would
have speedily passed into oblivion. But the demand for ccllected
writings recalls from obscunty all the second-rate or inferior works
of the author who has written one meritofious or successful-book,
and keeps the market inundated with works of comparatively litile

It that

worth. The wheat should be separnted from the chaft.  if a man
wants to buy The Raven, the woik upon which Edgar Allen Poe's

title to fame suffiviently rests, he is unlikely to buy five or six large ,

volumes, to dilute, as it were, the merit of the masterpiece in a mass
of mediocrity, There is an increasing class of book buyers who
have only sufficient time on their hands and room on their shelves
for the best, and it would be a good thing if particular works were
more frequently selected for publication, It would undoubtedly
stimulate book buying. The successful writers of more than one or
two books are few.

*
.’

An event which touched the mainspring of a wide popular -

demand for one class of book these days, was the death of Sir John
Macdonald. The interest it his hfe and work was acute and general,
aflording a basis for a large trade in a published biography of him.
And the brography was ready nearly as soon ac the demand. A
very large number of volumes w:ll be sold, but that does not avail
.the trade anything. The salesmen through whose exertions these
volumes will be sold are traveling on the road with prospectus and
order book, visiting the farmers, mechanics, professional men, in
short all classes of readers, 10 persuade them to buy a copy. The
trade have simply to stand by and look on at one of the rare oppor-
tunities to make monev in their line being enjoyed by others. To
book agents is given the fullest protection by publishers against the
competition of the book trade, while it is another of the grievances
of the book trade that it 1s afforded not the least protection against
the competition of big bazaar and tea store traders. The trade, it
seems, has to be the scape-goat in any case. Publishers who have
to be beholden to the trade for the sale of a great part of their stock
ought to be just and considerate enough to give the trade the benefit
of any special chances.
bookseller has to depend to make anything.

*
”

One hopeful fact is that book-apents are not so plentiful as they
once were. Advertisements are open week after week for agents,
while in any other class of service there i1s no trouble in getting a
vacancy filled at once. Under * Situations Vacant” all the other
classes of employes wanted are not so numerous as agents. The
reason is that the work is very disheartening.  Agents have become
odious to the people, and a man is not so ready as in more favorable
times to take to the lot of the book selling tramp. He has 10 subinit
to much that outrageous 1o hisself respect, ifhe has any. The book
store man, as aresident and well known respectable citizen, with
sufficient insight into men to keep him from degenerating into a
bore; could take up the occupation of book agent and putitona
perfectly unexceptionable footing. 1f book sellers as a class would
make a dead set at all book agencies there would be an indirect good
of great importance sure to flow from it. It is this: The require-
ment imposed on itinerants to sell «t a fixed price, would have tobe
observed by the trade, thus profits would be secured, and the stress

of competition would be more orless relaxed by the general intro-.

duction of the same principle into other lines.

i’G

* Author,” ananother page, speaks from the standpoint of a writer
who has kad unsatisfactory experience of the tradeasamedium forthe
distribution of native works. \Vhile there are many encrgetic book-
sellers, there also undoubtedly aresa great many who do not realize
that there is nearly or quite as much depends upon the salesman as
there is upon the book. A well read scholarly customer will often
buy upon the reconminendation of his bogkseller. The local demand
does not go before the book, 1t usually follows the sale of a few copies
ofit. In many a town one or two reading men are able to make a
considerable sale for a book, and .1t would sometimes pay to make a
present of a copy to such a man who numbers many readers among
his friends. A considerable part of the success of the book agent is
due to the fact that he laboriously loads his memory with extracts
from thebook he seeks tn sell. A requirement of his employers 1>
that he shall knew certain passages of the book word for word.

. aR——

lt is upon special opportunities that the

-



BOOKS8 AND NOTIONS.

MEN or THE TIiMES.
MR, W. W. COPP.

Aot well your part, thero ail the honorlles.

Mr. W. \V. Copp, the president of the
Copp Clink Co., limited, is onc of the few
who can look back over an unbroken ex-
panse of nearly half a centv-y’s expertence
in the Canadian book trade. If he continues

_in it one year longer, he will be able to
celetrate in July 1892, the jubilee anniver-
sary of the day he entered it.  In July 1842,
A youth in his sixteenth year just a few
months [in the country, he became agq
in-door apprentice in theem-
ployment of the late Hugh .

The partner who directs the ndustries that
are carned 0a 1 the latter establishment is
Mr. Charles Fuller, and under his capable
management the very highest class of work
is tumedout. Noonewho looksuponthemere
exterior of that solid looking but unpreten.
tious building, would guess that it is the bee-
hive of industry thatat is, that it contains the
most modern and costly appliances of the
bookmaking and kindred arts, and that it
issues some of the finest work produced on
the continent. [is printing, book-binding and
lithographing departments are models of all
that 1s modern. Work goes forth from them
over all parts of the country and into the
United States. The modest, unostentatious

Scobie, From that starting
point fis career was a con-
stantly upward one, his oun
worth and energy advancing
him from one position 1o an

other, until he stands to day
at the head of one of the most
substantial concerna in the
country. He semained with
Jus fiest employer till 1853,
and had bv that time reach

ed an important position in
the staff, when hisconnection
with.it was brought toa closc
by the death of Mr. Scobie.
In 1854 Mr. Copp formeda
partnership  with  Thomas
Maclear and W. C. Chewett.
in 1857 Mr. Maclear retired.
The remaining partners con-
tinued the business under un-
changed style till 1862, when
Mr, H. J. Clark joined the
firm and the style became
W. C. Chewett & Co. In
1865 Dr. Chewelt retired,
and Mr. Coppand Mr. Clark
formed the firm Copp, Clark
& Co. In 1873 they sold out
their retail business, Mr. Ful.
ler baving in the meantime
been added to the firm. In
December 1885 The Copp,
Clark Co,,Limited, was form.
ed. That is the last change.
that was made in the composition or style ol
the house.

The business with which Mr. Copp's Iife
has been identified ever since he ¢came to
‘the couatry has grown from merely local into
‘mational proportioni. It began on King
street, 1 the western part of the premises
now occupied by \V. A, Murray & Co. The
store was on the ground floor and the factory
-on the second storey, Now that business
requires two large bulldings, and boih are
tasked to their full capacity. The building
on Front St. 1sthe warehouse and seat of the
jobbing depanment, while the building at
67, 69, and 71 Calborne St. is the factory.

MR. W W. COPP.

air which hangs over the building and about
every department of it, seems to be in keep-
ing with the fitness of things, as nothing sits
so well on an old—established and dignified
concern as does & lack of self consciousness.
There s a sort of egotism aboutcertain great
manufactories, a forcing themselves upon
one's notice, that an old house like this on
Colborne St. can afford to do without. Not
many, however, can afford to do without it.

Tae magnitude of the jobbing department
of the Copp, Clark Co. may be measured by
the fact that the bulk of the manufactures
carmed on upon Colbome street find their
way into trade through the jobbing depart-

ment. Leaving out the United States part of
the business, nearly all the printing, htho-
graphing, and binding done in the factory
are for the trade connected with the ware.
house on Front street.

The large and elaborate business which
Mr. Copp now presides over has evolved
from stages that were crude enough even
within time covered by his memory. In the
carly part of his carcer there was only one
ruling machine in the city. That was owned
by Mr. Brewer, and everybody had to go to
him to get work done. There was only one
book-binder—a man named Cuthbert, who
carried on the business at his home on Rich-
mond street, whence a work seldom issued

till six months after the

leaves were left there. But
twenty-five years ago the
trade made moremoney than
it does to.day. There were
fewer in it, books were notso
cheap orplentiful, and the re-
tail trade was prosperous.

Up to 1865 the business done

by the retail branch of Mr.

Copp's house under itstwo

earlier styles was enormous.

Under the stvle W. C,

Chewett & Co. the business

was one of the best known

in Canada. The firm’s store
was a meeting place, a sort
of rendezvous where people
from all parts of the country
would make engagements by
letter to meet each other and

would turn up there n

crowds.

But there were bad spells
even in the early days of the
book trade. The year 1845
was a particularly dull
one. Whole days would pass
by without a single sale be-
ing made, and the shopboy

* would have to sweep the
shelves to put in the time.

While business was in this

lifelessstate Mr. Coppthoug ht

seriously of going to Austra-
lia, as there seemed to be no
tuture for Canada. This was
before the railway period in our history,
when our only outerconnection wasa mouthly

steamer to New York. With increased
traffic facilities, notably with the opening of
the Grand Trunk Railway, things mended
rapidly and Mr. Copp stayed here and
thrived.

Mr. Copp is an Englishman. He was
born in 1826is Torrington, North Devon. He
came, along with his family, to this country
and this city in the spring of 1842, Hebas
consequently been a resident of this country
almost ever since responsible government
was conceded to it. He has therefore wit-
nessed its growth under the most favorable
political auspices, and has been an obser-
ver of its economical development thmugh-
out the whole of its past railway history.

A}
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MEN OF THE TIMES.

With a portrait and sketch of the lite of
Mr. W. W, Copp, we this month begin a
series, of which the subjects shall be the
leading men of the times who are in the
books and notions trade or any business con-
nected with it.  The men who have succeed.
ed are supposed to know the paths of fortune,
and there 1s perhaps no man who has yet
his fortune to make, that does not feela
yearning curiosity to know something about
experieneces that have ended in affluence or
eminence. The lesson taught by the story
of an honorable career will not only interest,
but will instruct and encouragé. Among
our readers there are plenty of menwho have
before them what their wealthy fellow mer-
chants have left behind them viz, arduous
and patient toil. We hope many of them
wiil get through so successfully.

LEARN OF THE CANVASSER.

That the pushing of business is indispen-
sable to the success of the dealer in books,
notions, etc., s signally illustrated by the
1ssue of a venture that was made a week or
two ago by a house to house canvasser., He
observed that the book stores and the notion
shops of a certain city did not push a well-
known specialty, for whose sale a timely op-
portunity presented itself. A little actwity
on his part he believed would put a snug
sum of maney in his pocket, the produce of
sales he considered he could make of this
specialty. From the concero which con-
trolled the article he obtained a first instal-
ment of supplies, which were the more read-
ily given to him because he was undertaking
to sell in a city whence but little demand
ever came. His success was far beyond even
his own sanquine expectations. He found
an almost ravenous demand awaiting his
stock, and his first order was immediately
followed by another. Before he got through
his tour of the city he had made an extraor
dinarily large number of sales, having made
that town one of the largest buyers of the
article 1n question of any town in Canada.

The particular specialty that had so phe-
nominal a run of success in his hands had
beens on the market a sufficiently long time
to give the trade a chance before this man
was allowed 1o handle it. There was a latent
demand which necded only a hittle fostering
to make itan active one. The canvasser
executed a flank movement on the trade,
and now their disposition to sell is circum-
scibed by the lack of buyers. The specialty
could just as well have been sold to as many
people by the stationary dealers, whom it
would pay to employ agents to go from
house to house with it. Wholesalers look
upon their retail customers as the cultivators
and nourishers of the local demand. And
retailers are valued as customers by any
wholesale house, not merely according tothe
promptness with which they pay, but also
according to the measure of their success in

-

running off lines that are special to that
house. There would be fewer itinerant trad-
ers if there were more active campaigners
in the field of stationary trade. Special
lines, above all others, need active handling.
They have to be taken hold of with enthusi-
asm or they had better be let alone. There
is also money in them. Being proprietory
articles there is no dissipation of profit m
competition, the price is therefore always a
paying one, and the more sales madz ot spe-
cialties the more nearly is ofiset the loss
from starvation prices in other lines.

BRITISH WASTE PAPER.

The waste paper branch of the business at
Her Majesty’s stationer office is a very im-
portant one, says the London Daily News.
It is situated in Earl Street, Westminster, a
few minutes walk from the mam establish-
ment. In the good old days waste paper
went as the “perks” of Government officers.
Thie more they sold the fatter they grew, and
the sturdier, we may be sure, they stood up
for Queen and Constitution, and everything
that was staid and respectable and conserva-
tive. The best of it was that it often bap-
pened that the very men who grew fat on
waste paper bad the ordering of the stock,
and the more they ordered the greater were
the “perks” of course. It was a delightful
arrangement, but it was too good to be per-
manent, and in 1852 it was ordered that all
waste and unserviceable papers, pens, old
directories and other publications, and old
and useless and worn out stores of every
kind should be returned to the Stationery
Office, and latterly, therefore, there has been
one stream of newstationery from Westmin-
ster to all the Government offices in the
kingdom, and a return current of used-up
material. It pours in in huge van-loads to
the establishment in Earl Street, where pre-
mises, formerly in the occupation of a marble
mason, have been converted into a busy
scene of industry in unpacking, sorting,
cutting up, repacking, and despatching to the
paper mmlls, that may be witnessed all the
year round. Till some little time ago paper-
makers contracted for the waste paper here,
and entered into a bond to destroy it forth
with, This proved to be unsatisfactory, and
there seemed to be no sufficient security
against the leaking out of information that
ought to be private and confidential. For
some time public waste paper was sent to
one or two of the prisons in London, to be
torn up and sorted by the prisoners. This was
not very successful either, and five yearsago
the Earl Street premises were taken, and
everything now goes there. Vans runnto
the yard with their paper and books stufied
into gunny bags, which are hauled up on to
a top floor and turned outl upon tables, the
tops of which consist mainly of iron gratings.
Young women stand at these tables and sort
out the paper into ten classes. Much of the
swffis very dusty. and the table tops are

grated, so that as the paper is tossed about
the dust may fall down below. Once a foit-
night the screen round underneath the table
is removed and accumulated dust cleared out
The sorted papers are thrown into different
hoppers, and are shot down tc the floor, be-
low, where there is a tremendous guillotine
cutting-machine, drniven by a gas engine,
All sorts of secrets and confidential com-
munications are here chopped up so faras to
render them unintelligible, and then they
are packed up for dispatch to the mills, when
purchasers come forward with satisfactory
offers. Much of the waste is removed back
wnto gunny bags, which are suspended from
hooks in the ceiling, and may be rammed
full with a sort of Herculean club which sore
of the damsels enjoy for the purpose; but
most of them apparently prefer to get into
the bags and dance up to the top as their
companions keep feeding in the waste. '

SEASONABLE READING
MATTER.

Although heavy or scientific reading, mat-
ter 1s not what the literary digestion wants
n summer, yet 1t does not follow that very
light literature is allit does want. Fiction is
undoubtedly read more than any other class
ot matter in the noon spell of the year, but
fiction is not all. Of people who go off on
their holidays, some want only such reading
matter as will answer for a pastime.. Others
have a strong partiality for works that pro-
mote culture or are refining in theirjnfluence.
Works 1n which there is an elevated moral
tone or in which artistic truth 1s unfolded are
very largely read in summer by that leisure
class which can afford a long holiday.
Poetry, propagandist, speculative, or psycha-
logical fiction, critical essays, etc, come in
for a great deal ~of attention in summer
People who have the tastes and education
go in for refreshing their intellectual as well
as their physical powers, Belles lettres there-
fore should form an important part of cen-
tral stocks. The writers who are so much
as a generaticn dead do not come n for
much attention in summer. New books are
sought after, in which the author has said
something in a startling or novel way. The
great living chiefs of the various literary de-
partments indicated are the men whose
works will be read most eagerly, asthey have
the stamp of the time fresh upon them.
Books such as aré written by Sir Johu Lub-
bock. John Ruskin, Goldwin Smith, Edwin
Arnold, a‘nd many more such mes, and by
the leading novelists of the time will sell
very generally now. Books which have no
merit but simply their eflectiveness as com-
panions of idle hours will sell too in myriads.
Magaunes are generally at their best in the
trade of this time of year.

Rlvalry,opon, tair, good natared and enterpris-
log, {0 tho lite of business,
Tho neglect to look after minuto dotallsin the

factory {3 & sourco of groat losw to many pro-
Qdueers,

~
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BOOKS AND NOTIONS.

The travellers of H. A, Nelson & Sons in
Ontanio and the North West report buiness
good.

The Booksellers' and Stationers' section of
the Toronto Board of Trade met a few days
ago to consider the question of {cducing the
discounts and shortening the time.  They
falled to come to an agreement upon the
matter.

The Presbyterian News Company will
move into their new store on Yonge 5t., on
the first of November.  Itis probable they
will continu= to do business also from their
old stand on the comer of Toronto and Ade-
laide streets.

H. A Nelson & Sons find that they can
handle many more customers since they
made their first floor the sample room for
all lines f their stock.  That change has
been followed by a large increase in their
business.

Mr. james Bain has withdrawn from the
frmn so long and well known as James Ban
& 3on, bookscliers, Kini: St., Toronta. Mr.
Bain has not taken an active part 10 theal-
fairs of the firm for the past three years. Mr.
Donaid Batn will continue the business un-
der tke old siyle.

PERSONAL NOTES.

\Mr. Palmer was in the aty for Macmil-
lans a week ago.

Mr. Day, of Longmans, Green Xk Ca,, was
here in the latter days of June.

Mr. D. N. Jacoby, in Lehalfl of Caw’s
Black Fluid Ink, has just left the city.

Mr. 1. W. Nelson, of H. A. Nelson &
Sons, 1s off this week 1o the old country.

The trade ts advised that Mr. Moyer, a?
Marcus Ward & Cu, will be here 1 a short
time.

Mr. Guy R. Warwick has gone to the
Mantime provinces in the nterests of his
housc.

The representave of D, F. Foley & Co,
gold pen manufacturers, New Vork, was here
last week

Mr. McPherson, the represextatine of \W.
Collins. Sons & Cu, Loadon and Glasgow,
18 now here.

Mr. Ellis, of the Batber & Ellis Co. 15
back from over-sca, whither he went about
six weeks ago

Mr. Wilamean, o Willam<on X Co,
booksellers, Toront, 1s off ana few days’
visit to Phaladelplaa.

Mr. A. F. Rutter, of Warwack X Sons, has
been absent about three weeks on a busi
ness wip which is to end about the first
of August ou the c<ast of Bntish Co-

lumbia. He will return about the first of
Scptember by way of the Nerthern Pacific
Railway.

The Owen Paper Company, of Housato-
nic, Mass., was represented here by ats tra-
_veller afew days ago.

Mr. Whitlock is now calling on the trade
in the interests of his house, john Walker
& Co., London, England.

Mr. Tee. of Eyre & Spottiswoode, Lon-
don, England, 1s at present visiting the 1m-
porting houses of the city.

Mr. Whaley, of Whaley, Royce & Co. is
away on it six weeks' trip through the North
West and British Columbia.

Mr. Geo. A. Raisbeck, for the Ph. Hake
M{j. Co.,, New York, has been on a business
visit of a few days' duration.

Mrs. Bryce, the mother of Mr. William
Bryce, the Tcronto publisher, died on Thurs-
day, and was bunied on Saturday.

Mr. A. S, Irvicg has returned from his
holiday ramble in the North Eastern States
and is looking and feeling much the better
of the respite it afforded him from the cares
of business.

Mr. Henry Brophy, the cashier of the
Montreal News Company, was in the city a
few days last week. He 1s captan of the
Montreal Lacrosse team whou defeated the
Torontos on the 1st.

Mr. Mason, foreman of the New England

Paper Co,, of Montreal, for the past nine
years has pone to Portage Ia Prarie, to take
charge of the wrapping paper department of
the Manitoba Paper Co.

Mr. Salomon, of the Methodist Book and
Publishing House, is now in the Maitime
Provinces, while Mr. Arnderson for the same
house is on the Pacific caast.  Reports have
been received from both that show they are
developing business rapidly.

Mr. Henry Dexter, Prasident of the Amen-
can News Company, paused Liere four or five
days on his trip actoss the Continent, to visit
his friend Mr. A, S. lwving, who gave him
ample opportunity to take away a ‘good im-
pression of the city, having shown him over
all that wa<'best worth seting. He will re.
turn this wav from the Pacific coast

Mz, R J. Sailsbury, of C. M. Taylor Xk Co.,
has just returned from 2 trip which took 10
Manitoba, the North West Termritories and
Brush Columbia. It took ninety days to
wouch all lis connections this year, whereas
{ormerly the round used tn be made in sixty-
five aays. He i3 thercfore well satistied with
the business done. His repornt of the fall
outlook for that part of Canada is also cheer-
g, A better fecling prevails among the
people because of the exceptionally fine pro-
misc of the crops. A buoyant tone pervades
not oaly the trades he had 40 do with but
business gencrally, as all the travellers he
et agreed with him that they had never
before found things »o bright in the west.

STATIONERY NOTES.

Lrown Bros. have receivedsome nice lines
of rubber pen holders.

The Edison mimograph is taking strong
hold wherever it has been tned.

The Wirt Fountain I’en continues to grow
in favor, as the demand is now larger than
ever it was,

Brown Bros. have the agency here for
Arnold's inks, which have been in use in
England for nearly a century.

Trade in stationers’ novelties and special-
ties, such as fancy ink stands, paper weights,
ctc, has received some impulse from the
camping season.

The World blotting papér 1s a speaalty
for which Hart & Company hold the agency
here. It is made from a new process, and is
a great absorbent.

Johann Faber has got out a pencil com.
pass sunilar to that of the Lyra. Itisor
the market now. \What will further the sale
of the attachment is the fact that it is shown
mounted on a card, not in boxes,

Warwick & Sons have in preparation a
large line of school specialties, including
scribblers, exercise books, etc., which will
be ready for the re-opening of the schools.
The “Arctic”? is the name of an exercise
hook that wiil be likely to revel in the de.
mand. lts bulk, make and general get-up
will make a powerful plea to the youth who
wants to buy such a school bulk.

The Chester senies of pads 1s a new and
supetior line of letter and note paper which
the Copp Clatk Company is now prepared
to fill orders in. There are four varieties in
it: Monastery, a vellum paper; Ivory White,
a white paper; Irish linen, a linen paper;
Queen City, a cream paper.  The cover of
the pad bears a lithograph in four or five
colors, done in the beautiful style 1n which
ull work turned out of that department of the
firm's establishment is done. The Copp
Clark Co. 1s the first Canadian house 10
publish a pad with a lithograph cover.

The Copp Clark Co. have some fine new
hines of note books for the scheolboy to be-
¥in next term with. The Ross Exercise
Book has a portrait of the Minister of Edu-
cation lithographed on the first cover, and
the Challenge Exercise Book has a hand-
some chromo on the back cuver. Eachof
these styles is to retail at 10c. The
Dominion and the Eclipse exercise books
retail at 3¢ each. In all four lines the backs
are strengthened with cloth. They are
handsome and strong, of liberal volume,
excellent paper and well spaced. The Ox-
ford Nate-Book, with a well cozceved and
beautifully executed design—the Cxford cap,
the Chancellor’s and the Vice-Chancellor’s
mace—will retail at 10¢, and will be con-
sidered cheap. The All-Round Scnbbler is

a beauty, The design is composed of a pen,
pencil, emser, inkstand, symmetrically
grouped.
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Buntin,
Reid
& Co.,

WHOLESALE STATIONERS,

Paper, Bnvelope and Blank Book
Mannfactarers,

. TORONTO.

The Dldest Established House

IN THE TRADE.

FULL LINES OF

English, Scotch,
French and German
Writing and Colored Papers.

Straw Boards,
Pulp Boards
and
Mill Boards.

Fancy papers
in great variety
for Box Makers
and Printers.

Twines,
Card Boards,
Writing and
Printing Inks,
School Books,
etc., etc.

Printers, Stationers and Paper Box
Makers will do weli to get our prices
before ordering elsewhere.

BUNTIN, REID & GO,

29 Yeltington St. Yest,
TOROINTO.

WHOLESALE ONLY.

Now is the Time to Order

Christmas Papers

FOR 18g1.

We desire to mention in particular the
Christmas Numbers of

The Nlustrated Londin New:,
The London Graphic,
Figaro, Lady's Pictorial,
Holly Leaves,
and Yule Tide.

As we are assured by the diffierent Pub-
lishers they will this year far surpass all pre-
vious issues, and which had such an enor-
mous sale 1ast year, the largest ever made.
We wish to remind the Trade that our 2x-
clusive arrangements with the Publishers
for ADVANCE SUFPLIES enable us to
publish in Canada simultaneously with Lon-
don and Paris, sufficiently long before Christ-
mas as not to interfere with the sales of
Holiday Goods, an arrangement which bas
been so highly satisfactory to all dealers.

To ensure early and prompt delwery,
orders should be sent us at once, as we
were unable last year to fill ali the ordess
received, and had to disappoint many deal-
ers who had not placed advanceorders. We
wish here to emphasize the fact that ALL
orders will be booked and filled ctrictly in
the order received, and we will positively fill
first (and in full) all orders from our first ad-
vance supplies, as far as they will go, so
dealers will please take this warning and
hlame themselves if they fail to order now
and do not get their orders promptly filled,
and are consequently behind their neighbors,
We refer to this point specially as we had a
great deal of trouble and annoyance in this
connection last year.

The Toronto News Company,

Wholesale Newsdealers,
42 Yonee Street TORONTO.

PS--Keepa full line of Irvings 5 cent

musicinstock. It pays 100 per cent.
profit.

A. C. Gunter's latest Yook,
“Miss Nobody of Nowhere.” By
the author of “Mr. Barnes of New
York. 50c. ‘

~T"H H:i-

Red Letter Series

-—O0F

Select Fietion.
LATEST ISSUES.

No. 122. THE ROLL OF HONOR.
By Anric Thomas................
No. 126 THE WORLD, THE
FLESH, AND THE DEVIL. By
Miss M. E. Braddon .............
No. 125. TIES, HUMAN AND Di.
VINE. By B. L. Fargeon........
No. 124. INTHE HEARTOF THE
STORM, By Maxwell Gray, au-
thor of “ The Silence of Dean Mait-
23 1T
No. 123. A BAFFLING QUEST.
By Richard Dowlng .............
Mo. 122. THE LAIRD OF COCK.
PEN. By“Rita”..c..cccun....
No. 121. THE HOUSE OF HALLI.
WELL. By Mrs. Henry Wood,
author of “East Lynne”..........
No. 120 BASIL AND ANNETTE,
By B.L. Fargeon...cceouunun....
No. 119. THE HONORABLE MISS
By L. T. Meade.....c...cvianl...
No. 118. STAND FAST CRAIG.
ROYSTON. By Wm. Black .....
No. 117. HOODWINKED. By. T.
W. Spreight.ooviiieiiiiaaaa..
No. 116. THE SOUL OF COUN-
TESS ADAIR. By Mrs. Campbell

No. 115. FORESTALLED. By M.
Betham Edwards......oooeeaa....
No. 114. MY FIRST LOVE AND
MY LAST LOVE. By Mrs. J. H.
Riddel .. ccieriiiiiiannnnnnnnen.
No. 113. THE WAGES OF SiIN. By
Lucas Maleteoooeeeiiiinnecnnan.. 4oc.
No. 112. PHRATHE PH@ENICIAN .
By Edwin Lester Arnold.......... 30¢.
No.111. THE LIGHT THAT
FAILED. By Rudyard Kipling..
No. 110, A MINT OF MONEY. By
Geo. Manville Fenn. ... ooe...l

30c.
qoc.
40¢.
30¢.
30¢.

30c.

30¢.°
30c.
30¢.
Joc.

30cC.

30c.

3oc.

3oc.

30z

4oc.

The Toronto News Company,
TORONTO.

The Montreal News Company,
MONTREAL.

Publishers’ Agents.

T
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BOOKS AND NOTIONS.

RECENT
PUBLICATIONS.

Owlingto the large nuumber of now Looks Irsued
avory manth, it is Linpossiblo for us tonotico them
all. "Iublishiers, who &.ro not rn7ul-r advertirors,
dosiring to draw the attention of tho trade to &y,
publication must mail copies so an to reach this
officn 110t later than tho 26th of csoh mouth to on-
sure fnnurtionin the curront mouth's tasuo.

STORIES OF THE LAND OF EVANGELINE,
By Grace Dean Mcleod. 12mo, S$i.25.
Boston: D. Lothop Company.

HARRrY BLOUNT, by T. ]J. Flanagan.
New York : ].S. Ogilvie. A thrilling de-
tectivs story, sure to please the lovers of that
class of fiction.

His HEART's DELIGUT, by Lady Maude
Rutledge. Philadelphia: T. B. Peterson
& Brothers. A book to while away a couple
of hours very pleasantly.

WHATS BRED IN THE BONE Iy Graat
Allen. Boston: Benj. R. Tucker. This is
the story that won for its talented Cunadian
author the $5,000 prize awarded by London
“Tit-bits.”

MASTER AND MaN, by O. O'B. Strayer.
New York: J. S. Ogilvie in Suanyside Ser-
ies. This is a tale of the Civil War, told
with a good deal of power and no waste of
efiort after dramatic effect.

Tue Larb 0 CockreN, by Rita, is No.
122 1n the National Publishing Cempany’s
Red Letter Series. It will be found an
excellent antidote 10 ennui, as the story is
full ofinterest in itself and is charmingly
toid.

MY DaNisit SWEETHEART, by W. Clark
Russell. Toronto: William Bryce. In this
work the author of *The Froien Pirate®
waintains his reputation as x spinner of
captivating sea yarns. It is a book that
should have a wide sale.

T ICE BoOK, by Mrs. H. Llewellyn
Wilhams. New York: The De Witt Pub.
lishing House. This deals with seasonable
subjects, such as the making of iced bever-
ages. ice creains, and endless other prepam.
tions which confectioners useice in.  liasells
for soc.

A BarrunG QuesT, by Richard Dowling,
Na 123 in the National Publishing Com-
pany’s Red Letter senes. A good story.
Once begun it will be read through. The
plot is sufficiently involved to puzzle the
reader now and then as to whois the villamn
and who the hero

NENIE'S INHERITANCE, by Henry Gre.
ville,

and without any of the blemishes that dis-
figure the works of many wellknown French
writers. It is translated by Laua E. Ken-
dall,
. I8 THE HEART OF THY STORN, by Max-
ell Gray. No 123 1n the Nauunal Pub.
fishing Company's Red Letter Senes.  The
author of eSlence of Dean Manland

needs no recommendation to those who are
acquainted with that work. His peculiarities
as a story teller are well exemplified in this
book, which ought to find a wide sale duning
the summer.

Wy 1 AM \Waat 1 AM is a collection of
reasons of the faith that 1s 1n some of the
eminent theologians of the day. The-articles
are entitled Why ! am a Baptist, Why 1 am
a Presbyterian, etc,, each written by a lead-
ing man in the particular sect spoken for.
The book is published by J. S. Ogilvie, New
York.

THE F1euTt or FAiTH, by Theodure L.
Cuyler, D. D., and Haore THE Last THING
IN THE \WORLD, by Arthur T. 1ierson, D. D..
are two little books published by Fleming
H. Revell Company, New York and Chicago,
The excellent nioral and religious teaching
they embody 1n so brief a form cannot fail
to secure readers wherever the books are
exposed for sale.

CoLuaiita, a Story o~ the Discovery of
America, by John R.Musick. New York:
Worthington Co. Like its predecessors in
the International Library this book is beauti-
fully illustrated. °The story 1s well timed, as
it will be ore or less the mode from now
until the Coluinbian Exhibition to read afl
that can be got hold of about the illustrious
discoverer. It 1s a real American historical
novel, as its title imports, contaimng faithful
pen pictures of the time of the discovery of
the New World. A bricht, sparkling love
story is interwoven with the thrilling incid-

book 1s profusely and handsomelyiilustrated,
345 pages, exclusive of full-page illustrations.
Bound in cloth, gilt top, $125; in paper
iliuminated cover, 75¢.

The cld days of Nova Scotia are full of life
and color. Mes.Catherwood and Miss Machar
have already shown us the romantic side of
of the story of New France; in this dainty
volume, its cover etched with the rocky out-
hnes of Cape Blomidon, its narative illus.
trated by Sandhan.’s stnking pictures, Miss
Mcl.end ha: dane the same for Evangeline’s
home-land. -the land of Acadia. To one
who loves the story of the wandering Evan-
geline and whose interest has been awakened
in the woes and worries, the hopes and fears
of the ** evicted ” peasants of old Acadia this
collection o1 thitteen dramatic and absorbing
stories of the old land and its early people
will te found fresh, entertaining and delight-
ful reading.

[

Philadelphia: T. B. pc(cm\&\ " ADJUNCTS OF SPORT AND
Brothers. A tale of Russian life, absorbings

PASTIME,

- c———
Tre MAGIC REPEATING AIR-RIFLE 1s
the newest thing on the market, and ought

to be an excellent selling novelty. The

beauty ofit 1s that it seldom needs loading.
1t holds 150 charges, which permits of the
youthful marksman popping away as if he
had a magazine rifle. It discharges witha
force sufficient 1o kill hirds and squirrels. It

isa beautifully polished nickel-mountedpiece,
and tetails at $2. ‘The mechanism of the
rifle is exceedingly simple, making repairs
an easy matter whenever they aré necessary.

The hammock trade has, this season, been
an unusually satisfactory one. It has been
large and has been select, the best lines re-
ceiving far the most attention.

Tennis goods have been in strony request
this summer. The game appears to be ex-
tending tarther every year.

Cricket goods have had an almost unpre-
cedeatedly good yearof .

. Lacrosse stock has sold well, but base ball
goods have been dead.

BOOK NOTES.

Vol. 3 of Rev. Jobn McNieil's sermons—
in Regent Square Pulpit, is now out.

Professor Drummond’s Addresses, with a
Biographical Sketch, edited by Rev. W. J.
Dawson, is now out.

The Willard Tract Depository will have
in a few days a new book on the Gospel of
St. John, by Marcus Dodd, D. D.

The Greatest Fight an the World, by C.
H. Spurgeon, is the last up to date of the
books beanng that hard run form of title.

The Methodist Book and Publishing
House has just published a new volume of
Annie S. Swan's, entitled Ayres of Shed-
leigh.

A Canadian copytight edition of Grace

2 ! ! ~and Truth, by W, P. McKay, M. A, to0sel]
ents, making 1t especially attractive.  The

at joc., has been issued by the Willard
Tract Depaository.

Funk & Wagnail's new Standard Diction-
ary 1sto be out by the first of November.

It will contain 70,000 more words than either
Worcester or Webster. A prospectus of the
work has been issued to sell at 3¢

The thirtecenth edition of a well-known
book, Men of our Time, has been issued by
the publishers. The title has been changed
1o correspond with a change in the contents,
tn Men and Women of Our Time.

Williamson & Co. are getting out a third
editior of Goldwin Smith’s Trip to England.
which has been one of the best selling books
of the season. Along with this edition will
be published A Trip 10 Scotland by the same
author.

The editor of the novel is a new force for
launching a work of fiction into popular fa-
vor and passible fame. The way of it 15 this;
An unknown writer bnings his manuscriptto
some well-known one, and asks the latter to
become its editor, which, if the work has
meny, the latter does. The name of the edi-
tor on the title page sells the book. Mr.
Guater, theauthor of * Mr. Potter of Texas,”
is editor of several novels.

“Estevan, a story of the Spanish Con-
quests,” the second volume in the historical
senies, of which “Columbia® is the firsy, is
in course of preparation, and will soon be
issued by the Worthington Company. Each
volume will be profusely illustrated and
cover an important period of American his-
tory, so that the twelve volumes will bea
complete history of the United States in
twelve complete stories.



Dew! Jtew! Hlew!

THE UNIVERSAL CRY among the Trade for the
past few years has been

O/ for Something Jlew in Fancy Soods

u?’)wo\ ,w{ RO TGS TGRS C OIS

Following up our, well known Motto-

s A%LWWQ wé"hw NEVER mbéw <

Wé appear b=fore our customers this season with our first grand xmport'mon direct from
Kobe, Japan, of

- Over 200 Cases
‘€éozee fapanede and Ghinese Curios
am/ Fane; cy Soods

Which we will oﬁer to the Trade of Canada at prices which wxll ensure a liberal profit
and speedy sale.

Having made a special study-of this department for some time past, we are persuaded
that we have selected money—making goods for all who patronise us.

Call early and secure best selections as these goods connot be repeated in hme for
next Christmas trade. :

27 iﬁﬁr@ﬁ% & &&a

TVORONTY

Pristed by Sogham b Wedtes, Jorsals




SJapanege and 6hinese Gurios

- Sancy é%oa’cf .
x % %Ké %&é

OUR C()LLE(,TIOI“ CONSISTS OF - TR

’ }@agu, Guwari, Bisku, }Qlofo, gegn, Himiji,
‘@

Fokonabe, dRippo, Gfoidonne, dmari, Poreefain
in Jea Setd, dce_Gream Oefsd, & o’cloe TFea-
. ets, ‘Gups. anp.! Saucers;: Platies, Umbrefla

Opifts, Bottles, Pases, Jars, Flower Pots, ete.

loacquered Jrays, Braeets, OWorkboxes, Glove afp HEP. Boxes.
%aé?ceté) of o.f’{’ f@ee}crlptlorw

) Screen‘@,. @.dr.w;{’@, o}‘r andkerchiefs, GusRion
w“ %OJJ Govers, GRair Govers, Rugs, Tabfe Govers,
dmoKing Gapa,fldans, itk laanterns, Umbreffas, Parasdols, efe.

| . | in anoécer’é) 'éeto‘, Gonga,
ﬂﬂf)ﬂlOlB/ and B rongé 290044 Aok Traye, Ornaments,
Yases, Japanese dwordes, Rapkin Rjings, ete., efe.

Svory.—d aric} Gareed Goods in @marﬁénﬁ\, Jans, ef c.,.e‘l'c..
©Wood Garved Goodld.—@rnamerte, OWalbking Sticke, efe.

v Sermp et = ssens o serwmerdo g Seetes am CUINPICIT I3UIY U1 6T RV Ueed ue

author of WBalence of Dean Manland force sufﬁcn:m kil bmis and squirrels. It twelve complete stons.
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Yortorse Shell Soods
lr. Card Cases, Bracelets, Paper Knives, Rickshas, Salt Spoons, Sleeve Buttons,
S -~ -Searf Pins, -Etc.,-Etc. -

YR

. BOSORR.

Bam&oo Soods

‘ Consrstmg of Bead and Bamboo Curtains and Blmds Tables, Chairs, Baskets

of- -every description, FEasels, .Screens; Etagiers, Music Stands, Letter
' Pockets Table Mats Walking Sticks, Jink Baskets,
Waste Paper Baskets, Flower Baskets, Book
- Shelves, Lurich Baskets.

@/c)fer éfooa@

In Crgar Boxes, Flower Baskets, Cake Baskets, Bread Trays, Pen Trays,
- . Spoon and .Fork Baskets.

o " Paper Goods

* .-In Hand Screens, Fire Screens, Lantefos, '__Table Napkins, Etc., Etc.

B (%%%

Jf/melzi Japanése ‘gloeéd
o " and Sords

And an immense vari_ety of other JAPANE$E~ CURlQS too n_unierous to rrlenrion.,

A

- -
-




SJapanese and Chinese
Curioa and Fancy Svods

A4 our dariely of thede goods 15 do
exltendive, it Wil be impracticable for us

to dfieid Samples of all of them through
- the medium of our tradellers.

W fiave therefore arranged to supply
our cuslomers wWith assorlted loly, Jary-

§ g in amount, Vi3 :--50, 100 and 200
AV dollar assoriments,

eﬁfoeéz}‘ir'eaﬁond dhewing approximale
addortments and Values of contents of
cades Wil be foridarded on application.

- A3 weezpect lo makeadpeedyclearance
of thede_goods, to adoid disappoiniment
We indile lhe earliest possible orders.

C M. Taylor & 6o. - Joronto
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Fans trimmed with eider-down area ruling
hine in the most elegant of this class of
goods,

The Barber & Ellis Co., are gettingin a
very full and choice line of plush papetries
for the fall trade,

Fans made of ostrich feathers are among
the new things of the season. The use of
the feathers instead of flowers for, millinery
and trimming in European centres of fash-
ton has raised the price 125 per cent.ina
short tme.

The hold that plush goods have on the po-
pular taste warrants the persistence of those
lines in the market. Gorgeous, loud-hued,
clumsy-looking, and liable to decline into
trash as many of them are, they neverthe-
less sell, .

The Newark oxidized and Persian silver
goods are on the market again this year in
all their rich varietyand beauty. The trade
in them last year was large. Already this
year a big run of import orders is heard
from. The lines include collar-and-cuff sets,
glove and handkerchief sets, manicure sets,
toilet sets, shaving sets, card cases, nut-pick
sets, wotk-boxes, writing desks, pin-cushions
and jewel cases combined. They are all sil.
ver-plated, elegantly wrought and most sala-
ble goods.

Hickson, Duncan & Co. have a full stock
of new fancy wares and novelties. Work-
boxes, desks, moneyboxes, form one hne in
which prices range from loc. upwards.
Their magic lanterns are 1n equally compre-
hensive variety, prices being 25c. up to $23,
Beads they have in all styles. An erasible,
new drawing slate with a set of copies is an
excelleat specialty. Cups and saucers, fancy
jugs, vases, French toys, steam toys, hair-
covered rocking-horses, etc., are on hand
and illustrate everything new on the market
in this line. A very novel line ot dolls 1s
also in stock : the mourning doll, the fancy
dress doll, the transformation doll are cer-
tainly very taking.

C. M. Taylor & Co., Toronto, have gone
into a new line this summer. One hundred
cases of Japanese curios, direct from the
primary market, are within a few days of ar-
nval via the Empress of India’s express.
This will be one of the finest acquisi-
tions to the stock of fancy goods that
has been brought mto the country for
some time. The lines are of various mate-
rial—Japanese silk, ivory, wood, bamboo,
and porcelain. They are more vaned in
value, ranging ftom pnces as low as Gsc.
per hundred to those as lgh as $6o each.
The goods themselves are multifarious n
character. Therearescreens, bamboo blinds,
cups and saucers, porcelan figures, wood

carvings, fans, silk handkerchiefs, sitk ban-
ners, silk lanterns, mirrors, [apanese nap-
kins, ivory carvings, tortoise-shell goods,
papter mache goods, rugs, bamboo carved
sticks, tca-sets, table covers, lacquered tea-
caddies, vases, etc,, etc. The goods will be
made up into assorted $50 and $100 cases,
s0 as to give the trade the greatest variety
in values and notions.

MAGAZINES,
SPECIAL NUMBERS, ETC,

The Sir John Macdonald special number
of the Dominion Illustrated was out of print
long before the demand was satisfied.

A portrait of Horace Greeley forms the
frontispiece of The Century for Julytoaccom-
pany a hitherto unpublished address by Mr.
Greeley on Abraham Lincoln, which, coming
after the Hay and Nicolay history, and Mr.
Schurz’s review of the same, will be read
with particular interest, not lessened by the
knowledge of the peculiar relations which
existed between Lincoln and Greeley. The
address was written in or about 1868, and
is printed from the original manuscript.
An important paper by Dr. Albert Shaw,
in his series on Municipal Government, de-
scribes the government of Paris, which he
calls the * Typical Modern City,” and which
is treated of in all the prominent relations of
the city to its people,—the police administra:
tion, the gas and electric light supply, the
trams and omnibuses, the sewerage, the
watersupply, etc., etc. Dr. Shaw calls Paris
“the best lighted city in the world,” and
narrates what it does for its citizens and
whatit all costs. This paper strikes into
the midst of a host of current discussions of
municipal government.

The summer numbers of the two great
English lustrated papers are selling re.
markably well this year. They have come
to be an important accessory to the literature
of the mid-year holidays ; summer campers,
cottagers and boarders, most in fact of
those who take a~litle leisure in the hot
season want to have the special number of
the London Illustrated News and the Gra-
phic. Both are up to the high standard of
former years. The London lllustrated con-
tains a thrilling wild west romance, *“ Eagle
Joe,” by Herman, which is full of magnifi-
cent jllustrations by R. Caton Woadville.
The story though a romance does not turn
on the actions of imipossibly ideal characters,

on the contrary it is realistic. A beautiful
supplement, about 20x30 inches, cntitled
“The Terrace Walk,? by V, Corcos, goes
with the number. The special feature of the
Graphic is a fac-simile of the original manu-
script and sketches of Rowlandson’s Tour in
a Postchaise 1782, The diverting and whim-
sical acconnt of this progress 1s enhanced by
the quaintness of the old form wn which itas
presented. Interspersing the divisions into
which this story is cut are short illustrated
pisces, one being a letter in script from Mrs.
Jowler to Col. John A. Jowler. The supple-
ment is a_picture of Olivia, the heroine of
Twelfth Night, by E. Blair Leigbton.

B. MARCUSE, MONTREAL

JAPANESE  GOODS,

PORCLELAINS, LACQUERED WARE
BAMBOO GOODS, QURIOS, BTLKS, oto.

Mao the usual lurge Assortmmont of
Chromox, Sorap Pleturcs, Photo Framor,
Albums and othor Fanoy Goouls, person-
ally scluoted in tho Lost markets of
Europe.

823 | A MAGNIFICENT LINE
[:HMGF Of Xmas Cards and Booklets is
ST. getting veady.  Wait for them |

J. S. RUSSELL,

IMPPORTER OF

ing Fancy Goods

Lacrosse, and Base Ball Goods. Rubber

Balls. Express Wagons, and Baby Car-
riages. Hammocks. Chatelaine and Shop-
ping Bags.

Walking Sticks of Every Doscription, _
QGold, Sllver and Stoel Lacos, Fringoes, ete., for Ro
galin and Dress Trinuniongs.

Native Indian Goods, Moccasins, Snow-
shoes, Tobogans, ete.
114 BAY STREET, - TORONTO.

Just Published.

POEMS: ™

AND
Including the Peanut Ballads by

GAY.
Albert E. S. Smythe.

Cloth Extra, Portrait, 183 pages.
Price $1.00~Onc-third off.

Toronto News Co.,
TORONTO.

-TH B~

Art Metropole

131 YONGE ST., TORONTO.

IMPORTERS OF

Atists' Colors and Adists' Materials

OF EVERY DESCRIPTION.

Solo Agenta in Cananda tor Gobr Hoyi's Celo-
brated Artiata” Colars, in doublo tubew, used by
tho Leading Artints in Europe, nlso by all the
loading srtists in Gannda.

Also, Soly Agouts tor tho “Pfleger® Patent
S o lora atd Matorials for Chiua

olors an atorials for China Painting, also
for Pastel alnting. &

Doalors who pay promptly, should write tor
Pzico List.
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BOOKS AND NOTIONS.

RULES
GOVERNING EMPLOYEES.

The following rules govern a large re-
tail house in New York, which may be of
use to some of the leading houses in this
country :

RuLk 3. Keep your eyes on the front door.
Customers should be waited on promptly
and pleasantly.

2. Wait on children as politely as you do
on grown people.  They are our future cus-
tomers.

3. Salesmen, when disengaged, will take
position near the front door, instead of the
back. Customers do not come ih at the
rear,

4. Don't stand outside the front door when
at leisure. It is an excellent notice to com
petitors and customers that trade is dull,

5. Salesmen ate paid for waiting on cus-
toiners, and are not expected to turn them
over to the bays, ot new men who are learn
ing the business, while they busy themselves
arranging or putting away goods.

6. Don't take a customer away from an-
other salesinan until he is through with him,

7. Don't turn a customer over to another
clerk, if possible to avoid it, except for the
dinner hour.

8. (o for business in every direction ; in
the store or out of it, whetever you see a
chance to make a sale, work for it with all
your might. Rustle!

9. Salesmen will sell at marked prices.
Do not go to office for a cut price. Ital.
ways makes trouble.

to. At retail the dozen price is to be al-
lowed only when the customer takes a half
dozen of each kind, or more. Less than
half dozen, in all cases, to be at price for
each.

11, Sorting up a linc of goods allowed to
make the quantity, the highest dozen price
of the lot to be charged, when a half dozen
ot more are bought,

12. Clerks of other dealers are to be
charged regular retail prices. [f the houses
they work for buy the goods for them it isa
different matter.

13. Don't send a customer up stairs or
down by himself.

14. Salesmen will avoid the responsibility
of trusting customers whose credit is un-
knawn 1o them by referring all such cases o
the manager. Extending credit without
authority makes the salesmen responsible
for the amount.

15. In opening a new account get the
business and post-affice address of the cus-
tomer correctly.

16. Salesmen are expected to sell the
poods we have, not the goods we have not.

17. Salesmenare responsible for their mus-
takes and any expense attending their cor-
rection,

18. If you have a charge to make, enter it
belore waiting on another customer; your
memory i$ apt to be defective, and the sale
forgotien before it is entered.

19, Clerks receiving change from the desk
will count the same and see if correct before
handing it to the customer. Always hand
the cash mem. with the money to the cash-
1er.

20, 1f you know of an improvement of any
kind, suggest 1t at once to the manager; it
will be impartially considered.

21. Keep retail stock full and complete on
the shelves, so as o avod detaining cus-
tomer. Notufy each man in charge of a
division, when you find anything short in it.

22, Always paot the stock n order when
through waiting on customers,

23. Each clerk is expected to see that his
department is kept clean and in perfect
order.

24. Use the early part of the day and the
last hour before closing, in sorting and
straighteniug up.

25. Prices are not to be cut. Repont
every cut price vy other finns to the mana-
ger after the customer is gone, unless he is
a well known and regular customer, in
which case repott at ance.

26. Do not smoke during business hours,
in or about the store.

27. Employees are requested to wear their
coats in the store. It is not pleasant for a
lady to have a gentleman waiung on her in
his shirt sleeves, or with his hat on.

28. Employees are expected to be on hand
promptly at the hour of opening.

29. Do not leave the store by the rear
door.

30. Employees will remain until the hour
of closing, unless excused by the manager.

3t. The company will ask of you as little
work after regular hours as possible. When
demanded by the necessities of business, a
willing and hearty response will be apprecia-
ted. '

32. ifan employee desires to buy anything
from stock, he must buy it of the manager;
in no case to take anything without doing
SO.

33. In purchasing forindividual usearound
town, under no circumstances to use the
name of the company as a means to buy
cheaper.

34. Employees pay for whatever they
damage; they are placed on their honor to
veport and pay for it.

35- Employees using bicycles will keep
them in the cellar or in the back yard; they
must not be left where they will cause in-
convenience.

36. Conversation with the bookkeeper, or
the cashier, except onbusiness, interferes ma.
terially with the work. Do not forget this.

37. Clerks, when on jury duty, have the
privilege of turning in their fees, or having
the time absent deducted from their wages
Drawing a salary for their services, the com-
pany is entitled to their time or {ts equivalent.

38 Waich the ends of stock, make as few
as possible, and always work them off first,
to keep the stock clean.

39. Keep mum about your business. Al

ways have a good word to say forit, and
never say it is dull. Keep your eyes and
ears open about your competistors.

4o. One hour is allowed employces for
ineals.

41. Read the paper devoted to your parti-
cular line of business. Even if it is badly
edited the advertisements will well repay'a
careful perusal.

IT WiLL PAY YOU TO LEARN THE FOLLOWING
Y HEART.

Towards customers be more than reason-
ably obliging; be invanably polite and atten-
tive, whether they be courtevuus or exacting,
without any regard totheirlooksor condition;
unless, indeed, you be more obliging and
serviceable to the humble and ignorant,

‘The more self-forgetting you are, and the
more acceptable you are to whomsoever
your customer may be, the better you are as
a salesman. Itis your highest duty to be
acceptable to all.

Cultuivate the habit of doing everything
rapidly; do thoroughly what you undertake,
and do not undertake more than you can do
well. .

Serve buyers in their turn. If you can
serve two at once very well, but do not let
the first one wait for the second.

_In your first minute wi.h a customer you
give him an impression, not of yourself, but
of the house, which is likely to determine,
not whether he buys of you but whether he
becomes a buyer of the house or a talker
against.

If you are indifferent, he will detect it be-
fore you sell him, and his izpression is made
before you have uttered a word. At the out-
set you have to guess what grade of goods
he wants, high priced or low priced. If you
do not guess correctly, .be quick to discover
your error, and right vourselfinstantly ; it is
impertinent to insist upon showing goods
not wanted. It is delicately polite to get
what is wanted adroitly on the slightest
hint.

Do not try to change a buyer's choice, ex-
cept to this extent : Always use your know-
ledge 9! goods to his advantage, if he wavers
or indicates a desire for your advice. The
worst blunder that you can make is to indi-
cate in 2 supercilious manner that we keep
batter goods than he asks for. .

Show goods freely to all customers ; be as
senviceable as you can to all, whether buyers
or not.

Sell nothing on an understanding ; make
no promises that you have any doubt as to
fulilment of, and having made a promise, do
more than your share toward its fulfilment,
and see that the next after you does his
share, if you can.

Never run down your competitors to cus-
tomers. By so doing you advertise them.
It won't pay you to get trade in that way.
Competitors can talk back.

To sum up and put this whole matterina
few words : Attend strictly to business when
on duty ; be invariably polite and obliging
to every one, not only for the benefit of the
company, but for your own good. Remem-
ber that civility, while it may be one of the
scarcest articles in the market, i< also one of
the cheapest, and the net profit on it to you,
in the end, will be greater—not only from a
social and moral point of view, but in dollars
and cents—than on anything else you may
have to offer a customer.
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“Bee’” Brand &'

BOTTLING, PACKING,
AND ENGRAVER’S

Manufacturers of

TER,
EXPRESS,

For all Purposes, and Guaranteed for Every Climate.

“The Premler Wax of the World.” * Tho Standard of Excslisnce in the wax trade.’ 8old by al! wholesate deajers.

LONDON, -

EDINBURGH.

BLAME LAID AT THE DOOR
OF THE TRADE.

MONTREAL, 15th June, 1891,

To the Editor of BOOKS AND NOTIONS.

S1R,—Your editorial remarks on the sub-
ject of bookselling in Canada in the June
issue of your paper hit the keynote of the
unprofitableness of publishing works of merit
in this country. It has long been claimed
that the Canadians are not readers, and that
their literary tastes are confined to dime
novels and the like. This is the opinion ex-
pressed by booksellers. Now, from personal
observation and knowledge, I can positively
assert the contrary, as can all energetic per-
sonal canvassers, such as the agents for the
Encyclopxdia Britannica, the Virtues, etc,
and if there are not more buyers of works
of a higher literarv calibre at the stalls of
booksellers, it1s entirely due to the ignorance
and apathy of the bookseller and his staff.
There may be one or two exceptions in this
country, but I am sorry to say I do not know
where they are. 1 produced a book in this
city which received the enconiums of some
of the highest literary critics in France,
England, and the States. Every copy seat
to those countries was readily sold, but what
was the result in Canada? About a dozen
score of copies sold in the whole Dominion!
And when simmered dowa it was found that
the bulk was sold.upon démand of the pur-
chasers at one store and in one city. Every-
-where 1 traveled, the leading booksellers
would reply, *Never heard of the book,”
“\Would like to see a copy,” “Send a book”
As you describe it ought to sell well; “1am
sure so and so would like to have a copy.”
When this was reported to the publisher, the
reply was “A circular was sent to him, and 1f
Je wanted the book he should have sent for
it” Al this goes to show conclusively that

there are no publishers worthy the name n
Canada, that there are no booksellers who
understand their vocation, and that to pro
duce a book of merit 1n this country as mat-
ters now stand is simply to have it fall flat
and a waste of the author's time and money
Had I put no publhshers name on the title
page, 1 would have been much better off, as
a friend of mine, by issuing a private circular,
sold more copies than the so.called book-
seller, and other authors have told me the
same story. AUTHOR.

Work ocan always be found {n a store without
double-million microssoyre.

The trader who pays his way must soll at a
profit, and cannot afford to « ut bolow othors in
the samo line.

BUSINESS CHANCE.

N OLD ESTABLISHED BOOK. STATION-
ory. and Fanoy Goods Busincss, (with Bind.
ory attnched); situato in ono of tho cities of On.
tario, {8 offcrod for snlo, owing to the fli.hunlth ot
the pro‘rrlolor. Goodwill and leaso of prosent
commodious protises may bo had. or stock would
bosold ata por_cunt_u%\. Addross ** Statlonery,”
caro BOOKS AND NOTIONS, Toranto.

Gommercial Travellers.

To any traveller who will send us one
new subscriber for three months we will
send all the back numbers of the paper con.
taiming * Drum Taps.” A wmost entertain-
ing skeich of a week spent on the road by a
well-known American Traseller.

M:U-S'I:C

The ANGLO-CANADIAN Music PUBLISH-
ERS’ ASSOCIATION and EDVWIN ASHDOWN'S
businesses both being in the same premises, it
pays dealzrs and others to order all Music of

them direct. Address,

SYDNEY ASHDOWN,
MANAGER
Anglo-Canadian Music
Publishing Assoc’n,

13 Richmond Street West,
TORONTO, - - ONT.

- IMPORTANT :-

Our travellers are now on the road with a new line of fancy'
Calendars for 1892 which for price and style excel.all those
previously shown.  We ask The Trade before purchasing else-

where to see our lines.

\We have also over one hundred and fifty styles of Booklets

at a very low figure, if you have not bought, you will do well to

wait and see these lines.

WILLIAM BRIGGS,

Wesley Buildings, TORONTO.
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MUSIC NOTES.

—

The Anglo-Canadian Music Publishers'
Association has had a goods month’s call for
the pieces inits Popular Song series. Notable
amony them as strong selling picces are :

I've WORKED EIGHT HOURS Tiils DAY,
by Felix McGlennon, Price 4oc.

MCCORMACK, by John J. Stamford. Price
Joc.

'BLIGE A LADY, by Orlando Powell. Price
4oc.

Ur 10 DaTE, by Fiank Fagan.
soc.

The following newsangs from the Associa-
tion's press are also sclling well :

Love WEREENOUGH. Words by Frederic
E. Weatherly, music by Hope Temple. Price
50C.

Soxs oF ENGLAND. Words by R. W.
Gyle, music by Celian Kottaun, Price 50¢.

JACK WiLL Not ForGeT You. Words
by F. O. Bynoe, music by Frank L. Mo
Price so0c.

Katiz MounLoy. Written and composed
by Alice Maydue. Price goc.

Tur STORY OF THE BELLS. Written and
composed by Arthur West. Price soc.

A BriTisn Suniect 1 Was BORrN, A
BriTisu Sunjrcr 1 Witk DiE. Words and
music by §.T. Church. Price 4oc. A tribute
to the memory of Sir John Macdonald.

Price

Whaley, Royce & Co's. new picces this
month are:

Tae LirTLe TvCOON, Lancers, arranged
by Chas. Bohner. Price 50c

Tue Litrt.E TvcooN, Polkz, armanged by
Chas. Bohner.  Pnce 35¢

PAsSE Pigp, dance ancienne, by Emest
Gillet, is one of the best selling of the recent
issues of 1. Suckhing & Sons’ press.

Whaley, Royce & Co. report a strong de-
mand for musical instruments against the
twellth of July.

——

POLITNESS A NECESSITY.

P’leasant manners are of mast inestimable
value to business men, and especally to
those who are brought into direct contact
with all classes of the pubhic. 1In the retait
line many a business has suffered materially,
while others have been entirely ruined by
the inability of the propneior to show a
pleasant face conunually while being sub-
jected to a badgering by half a doren whim.
sical and shallow bramned women. “A man
may smile, and smile and be a villan siill, "
says the inunortal William.  Hence, a court-
cous disposiion and affable manners are no
critenon of a persons chamcter, and the
pubhc may stand more chance of beiny
cheated by the polite :ealer than by he of
morase and surley temper.  13ut nine out of
ten people, particularly of they belong 10 the
fair sex, actually would prefer, if they had a
choice, 10 be cheated by apleas int-mannered
man rather than patronise a grumpy individ-

val of the most undoubted integnty. In
our walks about the city we often enter
the different stores on our route for the
purpose of noting the facilities for doing
business the display and quality of
goods in stock, and the manners of the
proprictors and their assistants. We dis-
hke to pick flaws in the retail trade, but
in the interests of the retailers themselves
we must say that in general we find more to
criticise in the manners of storekecpers and
clerks, than in any other of the points men-
tioned above, and have no doubt that what
is true of the trade hereabouts holds good 1n
many other localitics. We find enterprising
dealers strenuous in their efforts to extend
their trade by every channel open to them,
and we also find that trade hamperel and
new patrons repulsed by the absence of so
small an essential as common politeness.
Now, affability and pleasant manners do not
by any means imply servility, and there can
be no excuse for the dealer or clerk who
fails to display them in the interests of the
business. Politeness is one of the few
weapons that the small dealer has at his
~ommand to meet the competition of larger
dealers who buy more cheaply, as the larger
the business the greater the number of
assistants required, and the less chance of
the customers being treated with deference,
clerks being as a rule more wanting in this
respect than the proprictors of stores. That
this advantage 1s not fully utilised by the
average retailer is our firm belief, hence
these few remarks.—Merchants’ Review.

Mr. D. Barclay of the paper milis has
brought his wife and family to reside in La.
chute.—Kingston Whig, july 3.

Lightning followed a line of gilt down the
wall paper in a Methodist church at Belpre,
Pa., and burned off only the flashy figures.

Mr. Lundy, bookseller aud stationery, has
removed from Brantford to Welland, where
the prospects look very favorable for his
business.

Where to o this summer is not hearly so
waportant as how to finda $10 a-week board-
ng-house near enough 0 a $5-a-day hotel
to enable you to utilize its note paper and en-
velopes.

Hugh McNaughten of Warwicks, lives on
the Island, and when crossing in the storm
the other evening was tossed violently
agawnst the side of the ferry and had his leit
eye severely injured.

Mr. O. H. Gamer, Welland, the popular
stationery dealer, has the agency of the
xreat Northwestern Telegraph Co., also the
Grand Trunk ticket agency. He sells com-
mercial and press tickets, and the boys
should patronize him when leaving town. In
fact thisshould be a point ohserved at all
pownts where dealers have agencies of this
kind. Travelcts should Luy of thew when
practicable.

A PECULIARITY OF
COMPETITION,

Competition is one of the elements in
trade that is recognized as a governing
power. Besides contributing these qualitics
that tend to make trade equitable to the
dealer and consumer, it urges the inventor
and manufacturer to strive to excel and thus
lend a wheel to progress. But competition
with all its advantages does not exist with.
out a peculiarity that is well worth censider-
ation. It develops one quality in human
nature that is brought out by few other con-
ditions under which business men labor and
is one that is seldom acknowledged. Itis
an apprehension of the superiority of a tival
in business, or, to te plain, jealousy.
There are few merchants who have not
experienced 1t at one time during their
business career and suffered from the follies
which attended it. [ealousy in business,
however, is more peculiar to young men
whose confidencen theirown abilities blinds
their discretion. They are apt to find, after
a short experience in business, that compe-
tition stands more in the way of their suc-
cess than anything else, and that it is a little
more than they had calculated upon. The
location may be admirable and the profits
fair, but a dealer in the same nesighborhood
is found tobe very popular with consumers,
and it is difficult to attract their attention.
The new merchaut soon finds that his shrewd
rival is the only man he does not have a
kindly feeling for in the neighborhood, and
under the sting of disappointment he some-
times finds that he 1s giving expression to
his feelings in the presence of customers, or
endeavoring to depreciate the value of his
rival's goods by criticising them,

The exhibition ot such a disposition not
only talls short of accomplising the object
which prompts it, but it is in exceedingly
bad taste and a cowardly measure to adopt.
Nc one is so quick to recognize a weak point
as a prospective customer and pothing causes
him to lose confidence so quickly as to hear
one merchant run down the goods of another,
or to indulge in personalities.

The most successful business men of all
times have been those who stood by principle

ard allowed their actions to be governed by
honestand open competition. In doing this it
is not necessary to allow competitive dealers
to take advantage by unscrupulous methods.
A merchant who died the other day, leaving
millions as a testimony of his sagacity in
business, used to say : “If a man slaps you
on one cheek, don't turn the other for him to
slap, but knock him down immediately.”
These men who indulge in abusing their
competitors do not need any knocking down.
They knock themselves down in the eyes of
fair minded people.

Men who make great merchants take ad-
vantage of the better influences of competi-
tion and_ strive to increase their trade by
maintaining business principles and liberal
deas. These so penetrate every department
of their establishment that the patrons can-
not fail to become impressed with them.—
Chicago Grocer.

“»
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RICH AND POOR DEBTORS.

Some men are too rich to be good pay.
They buy liberally and they are able to pay
and cradit must not be refused, because their
trade is to be desired. But to get the mouney!
Go to leading merchants of your town and
ask which represents the largest amount of
credits on their books, the rich or the poor,
and they will teli you the former. The poor
man is dunned. If his bill runs beyond the
customary limit the collector is after him,
while the bill of his opulent neighbor goes,
f it goes at all, through the mails, as
a very, very gentle reminder. Many a
merchant will say, “1f I could make my
collections fiom my customers who are good,
1 would not care for the doubful credits, "
and so ** to him that hath it shall be given,”
etc. The poor man pays for the favors to
the rich man, in this regard. The store
needs money, and the first accounts to be
dunned are the ones where the pay will
be forthcoming, and, strange to say, that is
from the great mass of men who are living
close to the border of want, who are expected
and required to pay cash, or, what amounts
to the same thing, on very short credit.
The poor man, with his cash in hand, pays
the penalty of his rich neighbor’s habit of
running bills and neglecting to take care of
them in due time.

In one sense the store keeper (we refer to
the large store) does not know his best cus-
tomers. People who pay cash have no
status, no rating in the city establishment.
We have a case in mind of a gentleman
ordering a carpet at a place where he bad
been a cash customer for five years. The
carpet came n due time to the house
marked C.0.D. The gentleman repaired in
hot haste to the store and demanded why
he had been thus treated —he, an old
customer, and as good pay as any that
ever entered the place. *‘Is your name on
our books ?” inquired the manager. *No,
sir,” was the answer; *is it necessary in
otder for me to run & small bill with you that
1 must already be in debt to you or be in the
habit of using my credit?2” It certainly was
curious, and yet the manager had a good
reason for his action. The cash customer
does not become known. His cash speaks
for him and the individual has no identity
there until he gets on the books. How
to get the rich to pay is often a serious
question. We had a large bill against a
jeweller. He had no money but plenty of
accounts. “I will turn over some of them
as security.® “Very well,” we say, and he
goes to work picking them out forus. “But

why not this one?” we ask, “Oh, that
would not do, he 1s one of my best customers
and it would drive him away to dun him.”
“1 know it, but it 1s good,” and 50 we take
the accounts against the respectable 4
and unmercifully we press down upon them
until we get our mnoney, and the rich man,
negplectful of his neighbor’s rights and his
own duty, is safe behind his money bags. It
will be ever thus.—The Collector.

A COMMON MISTAKE.

There are some men who seem to think
that successful advertising consists simply in
getting a great number of replies. Accord-
ingly they word their advertisements with
this one object in view. The word * Free”
is displayed in heavy gothic type, and the
advertiser sceks to give the impression that
all he wants1s a few addresses to which to
send his “beautiful sample assortment” or
““valuable premium” without charge.

There is no doubt that this sort of adver-
tising does produce resulis—results in the
form of a large number of postal card appli-
cations, mostly ill spelled, and evidently
coming from an ignorant class of people,
with little money to spend. Anything offered
free attracts them, just as molasses draws
flies. They are naturally more eager to get
something for nothing than the class of peco-
ple who are in comfortable circumstances.
The advertiser who finds the applications
and inquines pouring in upon him, and who
sees his mad daily growing in proportions,
may think that he is doing good advertising.
He may not even find out his mistake until
the end of the year, when he comes to bal-
ance his books.

The mistake is not an uncommon one, as
an inspection of the current newspapers and
magazines will show, The reason is that
so many advertisers fail to consider what is
the prime object of all newspaper advertis-
ing. It is to bring the seller inn communica-
tion with possible buyers. People who are
not likely to become buyers are worse than
useless. Even with some articles of univer-
sal consumption it is better not to make too
much of a feature of free offers. Rather
write your advertisement so as to attract
buyers. The commonest method of attain-
ing this object is to display most conspic-
uous', the name of the article offered for
sale. Thus the word *furniture,” if given
the greatest prominence, will immediately
interest the person who is looking for a
folding bed. or a writing desk. The man
who lives in a hall bedroom, and who doesn’t
want any furniture, will pass the advertise-
ment with 2 mere glance. On the other
hand, if the advertisement offered a hand.
some match safe to any person who would
send a two cent stamp, with his address, the
hall bedroom man, and a great many others
like him, would send in applications.

Word your announcements so that they
will reach the people who are likely to
become customers.—Rowell's Advertiser’s
Manual

Sosapand water aro cheap, but soll on goods
is exponsive.

Goodsconvenlently located sava time, money
and tawperin showlng.

A feathor duster disperses butdoes not romove
thedust from tho store.

Compotition ia ksen and active, and tho only
way to meet {¢ successfally s to buy from tho
best houses, and at lowest prices.

HOW THE NEWS DEALER DID IT.

A Newsdealer in a westérn Ontario town
with a good deal of go n him studied out the
* Popular Clergyman” and * Popular Offi-
cer” Competition in the TORONTO MAIL
with a view to find out what there was in it
for him, and here are the results of his
cogitations:

“1 was taking only 15 MaILS when the
competition started, but 1 made up my mind
to double the order. Of course I had some
left over. One day [ had 15 over, but each
day 1 had my boy cut the cupons out of the
papers left over from the previous day, and
saved them. It was not long before the
people wanted cupons and 1 sold out all my

ministerial cupons at fity per cent advance
on what the papers cost me, and mind you,
these were e left over unsold, papers. 1
made my first profit on MaiLs by having
plenty on hand to sell to casual purchasers.

“When the Miltary Competition began I
doubled my order again, that is, I ordered
60 Daily MaiLs, pretty good for & man who
was handling only 15 three months since,but
[ am satisfied that 1 will have regular cus-
tomers for all of them befare the competition
closes. You see 1 have made the advance
in my sales by knowing how to doit. The
cutting out and saving the coupons from the
!::lft over copies of THE MAIL was a great
idea.

o
)

MAJOR) DELAMERE,
Winner of the prize offored by the Mafl to the
muost popular officer.

The Commercial Traveliers Competition
now on 1s one that should leave a good deal -
of money in the hands of news dealers who
have nerve enough to push business. No
matter how many extra copies aof the DalLy
MAIL you may have left over they can read-
ily be sold to the first traveller that comes
in to your store, even if the papers are a
week or two weeks old.

Why not then DOUBLE or treble your
orders at once and get the good out of the
scheme early. ’

Several news dealers sold from 10 to 30,
00 extra copies of THE MalL, last month,
for conpons alone.

Buy the MORNING {Daily) Mait of course,
cach coupon counts three votes in that
paper, while in the evening edition they
count only one,

. Wire extra orders now before you forget
1t
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BOOKS AND NOTIONS,

COPYRIGHTS,

5945, Passe Pied.  Danse Ancienne pour
fano, par Ernest Gillet, 1. Suckling &
Sons, Teronto, Ont.

§940. Varsity Schotusche, Miltary, by S,
D, Shulte. \Whaley, Royce & Co., Toronto,
Ont.

5947. The Commercial Agency Register
for the provinces of Quebec, Ontario and
Maritime Provinces, January 1891, Voluine
3. Chaput Freies, Montreal, Que.

§048. Constance \Waltz, for (e Piand, by
Adelya Toreance. . Suckling & Sons, To-
ronto, Ont.

5949. A Lattle Rebel, by The Duchess.
(Book.) John Lovell & Son, Moutreal, Que.

5950. Tea and the Suence of Blending.
Fredrick Dane & R. S. Mclndoe, Toronto,
Ont.

5051, An Qld Maid's Love, by Muarten
Maartens. (Book.) John Luvell & Son,
Montreal, Que.

5952. “The Houschold Savings Bank Pass
Book., .Emihus jarvis, Toronto, Ont.

5953. Dance's Veternary Tablet; being a
Synopsis of the Discases of Horses, Cattle
and Dogs, with their Cause, Symptows and
Cure. Frederick F. Dance, Victoria. B, C.

5954. A Digest of the Laws of the Inde-
pendent Order of Odd-Fellows of the Pro-
vince of Ontano. josiah Brown King, Grand
Secretary of the Lodge of Omario of the In
dependent Order of Odd-Fellows, Toronto,
Ont,

5958, A Systematic Course of Exercises
and Questions in English Grammar, by M.
F. Libby, B. A. The Copp, Clark Co. (1.'d),
Toronto. Ont.

5956. L'indicateur de Quebec et Lewis,
1891-92. (The Quebec & Levis Ihrectory.)
Houlanger ¢t Marcotte, Quebec, Que.

5957. Grace and Truth Under Twelve
Different Aspects. by W P, Mckay, M A.
(Book) The Toronto Willard Tract De-
pository (1'd.}, Toronto, Ont.

5958. P'rentice’s Chart for Ascertaiming
Irregularities of the Ocular Muscles. Chal-
mer M. C. Prentice, Windsor, Ont.

§959. Cradle Song. Piano Solo, by Fred-
cric N. Lohr. Forsyth Bros. England.

§960. The Jurisprudence of the Privy
Council, Contaning a Digest of all the De-
cisions of the Pnvy Council; A Sketch of its
RHistory; Notes on the Constitution of the
Judicial Comnmittee; A Summary of its ’ro-
cedure and also Three Appendices, by j. J.
Beauchamp, B. C. L. Amedee Penard, Mon-
treal Que.

5961. Right Honorable Sir John A, Me-
Donald’s Funeral March Chas. Bohner.
Whaley, Royce & Co, Totonto Out

3962, Onaway. (Awake.) Waltz, by A.
M. Patterson.  The Anglo-Canadian Music
Publishens' Association (L'd ) London Eng-
land.

5963, The Femple and The Sage, by V.
C Harg, D. Do \William Briggs (Book Ste-
ward of the Methiodist Book and Publishing

'liouse,‘. Toronto, Ont.

5904. The Keeper of Bic Lighthouse. A.

Canadian Story of To.day, by Maud Ogilvy-

E. M. Renouf, Montreal Que.

5905. Pocahontas. Libretto of Opera in
five Acts, by Aunic E Robinson, Windsor,
Ont.

5906, The Star of Liberty and other
Poe ns, by Annie E. Robertson, Windsor,
Ont.

§907. The Heir
Heir Apparent, by Mrs. Oliphant,
Lovell & Son, Montreal, Que.

5968. Jack will not forget you. (Song.)
Words by F. O. Bynoe, Music by Fraak L.
Moir The Anglo-Canadian Music Publish-
ers' Association (1.d.), London, England.

§909. Teachers' Lesson Check, M. Drew
Ingall, Ottawa, Ont,

5970. The Old Guard Dinner. (Photo.)
Wi, J. Topley, Ottawa, Ont.

5071. The Quebec Law Digest, Volume
1V, A Compilation ot all the Reported De-
cistons in the Province of Quebec from tst
January, 1885, to 1st January, 1890, by
Charles Henry Stephens, B. C. L., Amedee
Periard, Montreal, Que.

5972. Up to Date. Song, by Frank Fagan.
Arranged by Edmund Forman. The Anglo-
Canadian Music Publishers' Association,
Ld., London, England.

5973. Homonymes Frincais, par Charles
P. F. Baillairge, M.A,, F.R.5.C,, Quebec,
Que.

5974. English Homonyms, par Charles
P, F. Baillairge, M.A., F.R.S.C,, Quebec,
Que.

5975. Le Pantheon Canadien. Choix de
Biographies, par Maximilien Bibaud. Nou-
velle edition, revus, augmentee, etc., jusqu'a
ce jour. Adele et Victoria Bibaud, Que.

5976. The English Cathedral of Quebec.
A Monograph, by Fred C. Wurtele, Quebec,
Que.

5977. Architects and the Law, by Robert
V. Gambier-Bousfield, Toronto, Ont.

5978. Plan of New Westnunster City and
Suburban Lots. Scale, 6 chains to 1 inch.
W. S. Jennett, New Westminster, B. C.

5979. Victorta and New Westmnster,
BritishCelumbia, (Insurance Plans.) Charles
Edward Goad, Montreal, Que.

5080, Somctime when the Roses Bloom
Again. Words and Music by J. D. Fraser,
Warwick, Lambton Co., Ont.

5981, Ella Stewart Waltzes, by A. G,
Nedham, Hamilton, Ont.

5982 How to Teach Wrinny inthe Public
Schools, by John B. McKay, Kingston, Ont.

5933. The Little Tycoon. Polka, arranged
by Chas. Bohner. \Whaley, Royce & Co,
Toronto.

5084. Love were Enough. (Song.) Words
by Frederic E Weatherly, Music by Hope
Temple. The Anglo-Canadian Music Pub-
lishers' Associauon, Ld., London, England.

INTERIM COPYRIGHTS.

345 Latmer and Company's Map of the
Cuy ot Winnipeg. Showing the Streets as
renamed by the City Council, 1891, Herbent
Latimer, Winnipeg, Man,, 18th June, 1891.

Presumptive and The
John

ART BOOKS, BOOKLETS,
CARDS, ETC.

“Age cannot wither nor custom stale the
infinite variety” of Raphael Tuck & Sons’
artistic resources.  Additions have been
made to the lines that were ready for the
sample room a month ago, and of which
some nctice was taken in last issue. ‘The
well-spring  of exuberant fancy and fresh
originality which the Tucks have drawn
from for yeats shows no sign of exhaustion,
but on the contrary yields a richer flow than
ever. One year’s output does not serve as
data for anticipation of the next ; new forms,
1.ew conceits, new studies emerge in shoals,
and yet repetition is avoided and the com-
monplace steered clear of. There are four
distinct lines: flat cards, booklets, books,
satin novelties and box-cards. Of flowers
the pansy is a favorite, appeariny in calen-
dars and other cards in the most unexpected
and- ingenious conncctions. There is an
exceedingly large number of *shapes,” a
term which needs no explanation to the
trade. The booklets are varied and beau-
tiful. The art books are superd. Typical of
this hine is **Shakespeare’s Heroes and
Heroines,” a book firely bound in scarlet
stiff board covers. 1ts contents are full-page
pictures, in colors, of the leading characters
in the plays of the “bard of Avon” The
complement of each on the next pageisa
pithy passage from the play, which furni-
shes the keynote to the posture in which
the character is discovered. The pic-
tures are the conceptions-ot such great artis-
tic interpreters of literature as C. R. Lesue,
R.A., D. Maclise, R.A., Sir A. Calcott, RA,,
A. Redgrave, R.A., S. Hart, RA.

The Christmas numbers of the illustrated
papers may be included under the classifica-
tion of holiday booklets, etc.. The trade are
sending in orders freely for supplies. Itis
not too early 16 be making provision for
stock in these goods,as the Christmas cards,
etc., have to be ordered now. Last ycar some
traders were slow in oraering, and consequ-
ently lacked stocked when the demand was
ripe. The Christmasnumbers, arriving about
the middle of November, or carlier some-
times, give the dealer a chance to dispose of
thiem before the throng of huliday trade, so
that he has a sort of double Christmas busi-
ness. There is a large profit in them as
well, and they %.lp to bridge the quiet season
before Christmas,

No youngman oAn podsidly have mistaken his
calling who finds in it whatthe world wantsdone.

Credit is oftontoo choap and overbublng far too
vommon. Dor't be gullty of tho one, and dun’t
abuse the othex,

* Ono mian o¥ guning in 97 thovsand ¢ hundred
and 42 mon of ondinary business talent, is just
about the right proportion for actual business.”
—=Josn-BILLIXOS.

S Thoroaro geniuses in trado, as woll as in war,
or tho stato, o1 letturs, aud the roasou why this
or that man is fortunato I not to bo told. It los
i1 tha man."—~EMERNOX. Ce
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Ono thing In partioular shou’d he Linprossed
upon olerka—tho necossity of oaretulattention to
suiall oustomera.

TURKISH STEEL PEN (0.,
- DAMASCUS,
SYRIA.

IN SIX NUMBERS.

Qraded for all kinde of Writing.
SOLE AGENTS: ’
WARWICK & SONS, Toronto.

~E AULDS

PURE

MUGILACE
Sticks Everythng

BUT THE BUYER.

Also, Lithogram
Composition fn 2 and
31b. tins. Note,lettor
and toolscan slzos,

OFFICE AND FACTORY :
759 Craig Street, MONTREAL.

HENRY MILWARD & SONS,
fish Hook and
) Tackle M,

HiNN
REDDITCH, ENGLAND,

AREZ RRPREAERNTED IN' CANADA WY

PORTER, "KEMP & TESKEY

240 St, James St, Montreal.

Stock complete in evory particular. Writo tor
samples and prices.

—

BROKERS

— AND—

COMMISSION MERGHANTS

IN CANADA .

Open to receive an agency for a:

British House not now repre-
sented here, give references.

Address, J. B., care this paper. .

Do the Leads in your pencils
break ?

If so. you do not use the right
kind ; )

The best are made by the

Amern Lean Penci Go

INEW YOREK.
Send TWENTY-FIVE Cents in
stamps for samples worth twice
the money.

PENGERIAN
TEEL PENS

Are the Best,
LW ] L]
IN THE RRSENTIAY, QUALITIES OF
Durability, Evenness ot
Point, and Workmanship.

WORKS : Birmingham, England.
ESTABLISHED 1880.
Over 35,000,000 of tbou; mlel’gs sold in Unitod States
n .

CANADA AGENTS
BrOWN BRrosS., - .
Bovyp, RYRIE & COMPRELL, -

L4
Toronto.
Montreal,

Trade supplied by Davis Lawrence Co.
- Canadian Montreal,

Agents,

ESTERBROOK'S

“ oS

Steel Pens
Fine Points, 333, 128 and 444.
Business Pens, 048, 14, 139,

Blunt Points, 122, 280, 1743,
Broad Points, 239, 313, 284.

FOR SALE BY ALL STATIONERS.

ROBT. MILLER, SON & 0., AGENTS.

MONTREAL.
MR o | Benowned § PENS

THE FLYING DUTCHMAN PEN

N

WRITES OVER 200 WORDS WITH ONE
DIP OF INK.

MACNIVEN & CAMERON,
Waverley Works, Edinburgh,

WM. BARBER & BROS.

Paper Makers,
GEORGETOWN, - ONTARIO

BOOK, NEWS AND COLORED PAPERS.

JORN R. BARBER.

BUSTY and BAX-RELIER

A ARY for D«nrﬁ{l\;o Pur-
05€2,2000 BtylosHoe

g‘unphlol cent [T

PLASTER CARTS for ArumAr' s‘udies

and Schools, 2¥ 0 Deslen
Descriptive bamph!etﬂ!!‘l’

C. HENNECKE CO., Mitwaus, ws.
AND 207 Wanash Avenvg, CHICAGO.
RcolomzoALs )
PARIS

E PH hm-wssl
i G|LLDTT'S

D
L34

Y Nunbers ot Ladies sre, Medixn and Pread Poinls
SR, 1060, ZISN 287 1,582,018 M 416 8,808
E 003 (bbque).Fine foists 163,148,287,300,908.

QPENSJ&

AND

KIND[HEART[N School Supplies.

SELBY & CO., 42 Church St, TORONTO.
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BOOKS AND NOTIONS. .

Blstness . Chateges.

James Ban & Son, books and stationery,
Toronto, dissolied, Donald Bain continues,
Siyle unchanged.

Berte and Tourangeau, book and station-
ery dealers, St Rochs, Quebee, bhace as.
signed: assets §3,283, habilities §3,000.

Messrs. John Colquhoun \Watson, Hugh
Watson, and Francis S. Foster have formed
a partnership to carry on business in Mont-
real as wall paper manufacturers, under the
name of John C. Watson & Co.

Mrs, WoodlitTe, London, Ont., has gone
into the fancy goods trade, having opeaed
a stock there eardy in June.

THE AMERICAM COPYRIGHT
ACT.

We could scarcely expect our Ameris
can cousins, steanply wedded as they are to
protcction as an article of commetcial faith,
1o be more gencrous in the matter of afford-
ing copynight to authors cutside their own
people  Fora long pztiod they bave been
accustomed 1o trade on the brains of English
writers, to teprodure their wotks unsolicited
at prices that kept out English trade and
manulacturers, and we should hardly have
capected them 1o forego all this advantape
for the sake of justice and honor without a
a quud pro quo of some tangible and under-
stecod kind. Yet there are at least some
Amencans who, «hile they would not alter
the new act, are at least sufficiently honest
to granmt that they do not undersiand why
we should not demand the same of them as
they do ot us for sinular benetits. The Amer-
wan Stattoner o! January 22 last gives a
most outspoken expression of opinion, viz.,
that of the Amenican prninter s 0 be protect-
cd agawmst loss owing to the graating of copy-
nght o foregn authors, which grant de-
stroys hiterary pirmcy with all its unhonored
Rais, 1t s quite just, on the other hand, that
his lnush colleajue shall have the same
measure of defense ; and st would appear
{rom scction 13 that while 1t himits the bene-
Hits to citizens of countries which accord
equal privileges 10 America, the same mea-
sure of protection as provided for in this act
can be adopted by foreign Governments.
The section reads as tollows .

*That this act ahall only apply toa ciu-
zen of a foreign state ar vation when such
foren state or nation permits to anzens of
the United Siates of Amenca the benefit of
copyrght on substantally the same basis as
s own ctuzens: of when such foren:n state
or nation is 3 party o anintemational 2gree-
ment which provides for reaprocity in the
granting of copyright, by the terms of which

ebia

agreement ihe United States of America
may atits pleasure become a party to such
agreement. The existenze of cither of the
conditions aforesaid shall be determinesd by
the President of the United States by proc-
lamation made from ume to time as the
purpose of this act may require.”

It is amusing to note that the journal te-
fore refered to is of opinton that the only
obstacle 1o what may be called rewliatory
legislation will be found with the British
themsches, who prefer to suffer for a pet idea
or theary rather than forego it pnder pres-
sure. Thisis nut a very bad character for
us under any circumstances.

Notwithstanding that the evident object
of the Americans has been in framing the
entire measure only to accord justice to
others without less to themselves, we do
gan some good things by the new act, and
tor the author, as distinct from those who
produce his books, it is all very fair sun-
shine. They will have in the United States
what they scarcely have in this country,
the exclusive right to dramatize and tran-
slate all their copynghted productions ;
works of an, such as photos, chromos and
lithos are put on the same footing as boaks,
and may obtain copyright in a siular way ;
but copyrighted etchiags, steel and copper
plates, may be imporicd on payment of the
cxigting duty, and are thus better off than
books. For it is printed : “ Dunng the
existence of such copyright the importation
inta the United States of any book, chromo,
litho or photo as copyrighted, or any cdition
or editions tnereof, or any plates of the
same, not made from type set, negatives or
drawings an stone not made within tke limits
of the United States, are prohibited,” with
cerntain exceptions, one of which allows two
copics of any onc book to be imported at one
une {or purposes of use and not for sale (let
us hope theic nay be no mystenious atuse
of this exception) ; also in the case of books
in forcign languages, of which only transla.
tions 1n English are copyrighted, the impor-
tatwn of the books in the original language
33 permitted. We must be thankful for
these small mercies,

1t amounts 2o this, that we are * dished ™
in all dircctions, although weare quite ready
to admit that all the printing done here is
not n connection with books the authors of
which demand American copyright. But if
manv case the books should be set up in
the txo countnes, the autkor in this country
must hold back till the American edition s
quite * set up ;" and if at any time the books
are all sold out 1 America, but there are
lot unsold heie, we cannot send them over
to fill up the gap.

1t 1s of httle use talking about retaliation,
The naton will not hear of placing what are
really fair trade pratices 1n the place of free
trade prinaiples, because if we began ¢ *he
matter of copyright we should certainly have
to end ' the tanif question generzlly.  For-
tunately, the many new automatic composers

now afloat will do more speedily and cheaply
the work of the author at home and abroad
than has been the case in the past.—-Sta-
tioner, Printer and Fancy Trades Register.
Loadan,

POINTS TO REMEMBER.

If you weuld write the kind of advertise-
ments which are read be brief and concise.
Try to sce how httle you can write rather
than how much. But make the advertise-
ment readable. 1 do not believe that discon-
nected sentences are readable. A great
many advertis ments are constructed on this
model :—

BLANK’S PIANOS.
FOR YEARS THE STANDARD.

Nemarkablo for deijcacy of touch -
and tono. .

erse e

Used and Indorwd by the leading
composers and musical oxperts
abroad aud at howme.

1 believe in arranging such statements in
smooth, grammatical sentences. People are
not used to the omission of verbs and con-
junctions in their reading maitter. Make it
read straight ahead us though it had been
preparec for the literary columns of a mag-
azine, and see how much more attractive it
will be to the eye as well as to the under-
standing.

Be original, but don't strain after origin.
ality. Don’t confound eccentricity with
genivs.  Long haired individuals, with no
end of peculiar:ties, are sometimes tolerated
on account of other ments, but eccentricity
in itsclf does not constitute a desirable stock
intrade. You had better leave the Powers
style and other strongly individualized styles
of advertising severcly alone, as imuators
generally get all of the faults, with few of the
virtues, of those they imitate.  Be natural.

Don't exaggerate. It doesn’t pay in the
long run. Because a great many advertisers
exaggerite ought to be a pood reason n
tself why you should not follow in their
footsteps. 1f you can once get the public to
believe that you are more careful in your
statements and more honorable in your
dealings than your competitors a great deal
has beea accomphished. A lady remarked
10 mc once, ay she was looking over the dry
goods announcements in the newspapers:
“] never read so-and-so’s advertisements
any more.” She had been attracted to their
store several times by lying advertisements

and was naturally indignant at being de-
ceived. Thereafter she was deaf to anything
they might say. The man who wrote those
advertisements no doubt thought he was
doing a big thing for his house in represent-
ing the goods at so much beyond their actual
value. Bot it would have been betier of he
had never written "anything. . Adverntising
will not sell an article that does not possess
real ment.  All that has been claimed for
advertisipg 1s that it will bnng buyer and
scller together. Toeilect a sale the seller
maust bave something that suits the buyers.
—Exchange.
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A BLOT OF INK

In any shape, or form, will attract attention, but if not in the right place 1t

is of little value. Thousands of dollars worth of printers ink s wasted

every year by advertisers trying to attract buyers' attention. They don't

scem to find the right medium. Do you want to rcach the booksellers,
stationers and fancy goods dealers of Canada? If so, every speck of
printers’ ink on every page of Books axp Notioxs does its work, because
every reader is a buyer of the goods advertised. The prosperity of Canada

depends on the farmer.  Loan and implement companics say that his pay-

ments are 30 per cent. better than ever before.  Bankers say he has more
monev in the Savings Banks.  Everything now pomts to good crops

and high prices for all his products ; and a brilliant fall trade

is anticipated.  Copies of Books axp Notioxs will

be found on the desks of nearly all
wholesale and retail dealers.
Send for Sample copies

and rates.

== -
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BUNTIN GILLIES & Co
Wholesale Stationers, Hamilton, Ont.

Send for Samples of our New Note Papers:
IVONICE, 7 lbs., Cream Note, $1.00 per ream.
SPARTAN, 6 ¢ Vellum “ 1.00 o

SCHOOL SUPPLIES :

Chalk Crayons, reduced in price.
Slates, Slate Pencils, Exercise and Scribbling Books.

BANNER TABLET : Cheap line in Note and Letter sizes.

Buntin, Gillies & Co.,, - Hamilton.

BYRON WESTON

DALTON, MASS, U.S. A,

HAS BEEN AWARDED THY

URAND PRIZE GOLD MEDAL 885 ceaty
Medal of Honor and Perfection '
At PARIS, 1878,

’ This being the HIGHEST and ONLY AWARD given for '
LI\}«\ RecorDd AND LEDGER PAPER.

Alsn, the only Gold Meadal glien for Ledger Paper at the Adelnlde, Austrrtia Expeosltion, 1X81,
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Send for Sample Sheet, erase and rewrite four times on
same <pot.
Eaclizlicet ts watermarked Byron Weston's Lanen Record




